
Financial &  
Professional Services  
ADVERTISE IN OUR SPECIAL SECTION AND REACH AREA DECISION-MAKERS.

DID YOU KNOW?

From investments to insurance, almost 

everyone uses the financial services industry 
in some way. There are about 6.6 million 

Americans employed in the finance and 
insurance industries. 

This section includes editorial about 
Financial & Professional Services, followed 
by the Financial & Professional Services 

listings. 

Featuring these services:

• Banking • Insurance • Mortgage  

• Brokerage • Attorneys • Consultants  

• Training • Trust Advisors

SPECIAL ADVERTISING SECTION

PAID EDITORIAL PROFILES

Paid Profiles showcase your business! 
Each profile will showcase an  

Industry Leader or Business Profile.
Profiles include professional photography and written editorial –  

all laid out in a special editorial section. 

Visit us online at BusinessCentralMagazine.com

FULL PAGE: $2,525 / HALF PAGE: $1,950

1/3S: $1,475 / 1/2H: $1,625 / FULL: $2,150

https://www.zippia.com/advice/financial-services-industry-statistics/

CONTACT MELINDA VONDERAHE  

Associate Publisher, Business Central Magazine 

320.656.3808 or MelindaV@BusinessCentralMagazine.com

COMING IN THE NOVEMBER/DECEMBER ISSUE

DEADLINE: Friday, Sept. 29, 2023
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I
n 2009, the economic  

landscape was not favorable 

for starting a new business. 

Established businesses were 

struggling, cutting employees 

and closing their doors. But 

like many others who wanted 

to be in control of their own 

destiny, Jodie Pundsack and 

Kelly Cane took a leap of faith 

and formed Gaslight Creative 

on June 1, 2009.

Despite the economy, Jodie 

and Kelly began growing their 

business, one project at a time. 

They built their portfolio by 

performing pro bono work, 

volunteered in the community, 

and began adding employees 

to serve a wide variety of local,  

regional and national clients.

“As we grew our business, 

digital strategies became an important part of the media mix and 

we responded to this need by adding staff to provide these services,” 

remembers Jodie.

Today, Gaslight Creative is a team of ten award-winning, talented 

marketing professionals. Individually, each team member is a leader 

in her or his field; Together, 

they form a team that is di-

verse in its abilities, customer-

focused and agile. Known for 

their creative solutions and 

down-to-earth approach, the 

Gaslight team can assist busi-

nesses on a per-project basis or 

act as an outsourced market-

ing department.

“We’re marketing consul-

tants, writers, designers, illus-

trators, web developers, social 

media gurus, SEO specialists, 

and yes, sometimes we’re en-

velope stuffers, too,” said Kel-

ly. “Every Gaslight team mem-

ber goes above and beyond for 

their clients everyday.”

While many of the market-

ing tools have changed in the 

last ten years, Jodie and Kelly 

believe the core of their business has remained the same.

“We started this business because we wanted to use our talents 

and passion to help businesses grow,” adds Jodie. “While the tools 

we use may change, finding innovative and creative solutions to 

communicate will always be at the core of what we do.” 

SMART BUSINESS: GASLIGHT CREATIVE

Digital and Traditional Marketing Experts
Gaslight’s creative solutions and down-to-earth approach make them industry leaders

Gaslight Creative is a team of award-winning creative professionals experienced in integrated  

marketing strategies, including marketing consulting, branding, advertising, website development and digital.

–––––––––––––

GaslightCreative.com

320.257.2242

 We’re marketing consultants, writers,  

designers, illustrators, web developers,  

social media gurus, SEO specialists, and yes, 

sometimes we’re envelope stuffers, too. 
 – KELLY CANE

‘‘

‘‘

10TH ANNIVERSARY CELEBRATION
Gaslight Creative invites the Central Minnesota business community to  

their 10th Anniversary Celebration to be held on Thursday, May 30  

from 4pm to 8pm at their offices in Downtown St. Cloud.
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A
t the heart of my business 

is my passion for helping 

people, especially women,” says 

Sarah, who believes women 

must be strong and self-sufficient 

in matters that affect them 

and their families––retirement, 

long-term care, income and asset 

protection. She can help.

Women are taking 

increasingly active roles in 

financial decision making, and 

by 2020 will control 20 trillion 

dollars. This trend is partially 

due to women working and 

earning more than ever before, 

and also because most women 

spend a portion of their 

lives single––as sole earners, 

divorcees, widows. Women 

have a better-than-average 

chance of inheriting assets, or a 

business. So, like men, women 

need to adequately plan for 

themselves and their families. 

This niche makes a viable client 

market for Sarah’s business. 

Unfortunately, the fear of 

looking ignorant keeps some 

women from learning about 

finances or seeking a financial 

representative. 

“Women make up 50% of 

the population but only 15-

30% of financial advisors,” says 

Sarah, who has set out to be a 

thought leader in her field, a 

pathfinder for women inside 

her company, and an advocate 

for her clients.

Sarah makes the topic of 

financial planning approachable 

for women by taking time to 

build trust and to understand 

each client’s unique personality, 

goals, and dreams as they 

discuss and draft a complete 

financial plan. One-to-one free 

consultations develop her core 

clientele. She also holds public 

events called “Elevate Fusion,” 

with the goal of learning and 

enriching women’s lives, and 

having fun! Sarah creates 

private “Elevate” groups 

comprised of 10 women who 

share and consult about their 

women-owned businesses. 

She connects with women 

in engaging ways through 

social media, offering virtual 

educational webinars, tips, and 

free resources on her business 

Facebook page (sarahnoblen
m).

“We, as women, want 

someone to respect our desire  

to choose for ourselves, not to be 

sold to,” says Sarah. “Individual 

women and female business 

owners should find working  

with me honest, conversational, 

non-judgmental, and  

even, fun.” •

INDUSTRY LEADER: SARAH NOBLE, NORTHWESTERN MUTUAL

Sarah Noble:  

Opportunity Knocked; She Answered 

Northwestern Mutual representative seeks to “Elevate” women

Sarah Noble, Financial Representative, Northwestern Mutual, St. Cloud, MN 56301  

tel: 320-223-6647 // sarah.noble@nm.com // sarahnoblenm.com

Northwestern Mutual is the marketing name for The Northwestern Mutual Life Insurance Company (NM), Milwaukee, WI (life and disability insurance, 

annuities, and life insurance with long-term care benefits) and its subsidiaries. Northwestern Mutual Investment Services. LLC (NMIS) (securities),  

a subsidiary of NM, broker-dealer, registered investment adviser and member of FINRA (www.finra.org) Sarah Noble is an Insurance Agent(s) of NM.  

Sarah Noble is a Registered Representative(s) of NMIS.

“

Creating financial 

security for women

Get a FREE Listing (an $875 value)  

with purchase of 1/3 square ad or larger


