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ADVERTISE IN OUR SPECIAL SECTION AND  

REACH AREA DECISIONS-MAKERS.

ENGAGE YOUR CUSTOMERS

Strong marketing and clear communication 

aren’t just for big-city brands — they’re the 

heartbeat of every successful business. In 

today’s world, customers need to see you, 

hear you, and trust you before they choose 

you. Whether it’s building your reputation, 

reaching new audiences, or keeping 

loyal customers engaged, marketing and 

communications turn visibility into growth.

SPECIAL ADVERTISING SECTION

PAID EDITORIAL PROFILES

Paid Profiles showcase your business! 
Marketing & Communications

Profiles include professional photography and written editorial –  
all laid out in a special editorial section. 

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 (sarahnoblenm).

“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.
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