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Storyselling For Financial  Advisors Storyselling for financial  advisors:  Unlocking Client Trust and
Building Lasting Relationships In the competitive world of financial advising, standing out from the
crowd is essential. One of the most effective strategies to do so is through storyselling — a powerful
technique that combines storytelling with sales principles to connect emotionally with clients and
prospects.  For financial  advisors,  mastering storyselling can lead to increased client trust,  stronger
relationships, and ultimately, a more successful practice. What is Storyselling and Why Does It Matter?
Understanding Storyselling Storyselling is the art of using compelling stories to communicate your
value  proposition,  explain  complex  financial  concepts,  and  resonate  with  potential  clients  on  an
emotional level. Unlike traditional sales pitches that focus solely on features and benefits, storyselling
weaves information into narratives that are relatable and memorable. The Importance for Financial
Advisors  Financial  advising is  inherently  personal.  Clients  are  entrusting you with their  financial
future, which involves significant emotions like security, fear, hope, and ambition. Storytelling allows
advisors to: - Simplify complex financial topics - Build trust through authenticity - Engage clients
emotionally  -  Differentiate  themselves  from  competitors  The  Power  of  Storytelling  in  Financial
Services Building Trust and Credibility People buy from those they trust. Sharing authentic stories
about how you've helped clients overcome financial challenges or achieve their goals can establish
credibility and foster trust. Making Complex Concepts Accessible Financial topics can be intimidating.
Using storytelling makes these concepts relatable and easier to understand, reducing client anxiety and
increasing engagement.  Creating Emotional  Connections Stories evoke emotions,  which are a key
driver  in  decision-making.  Connecting  with  clients  emotionally  helps  in  building  long-term
relationships and loyalty. How to Incorporate Storyselling into Your Financial Advisory Practice 1.
Identify  Your  Unique  Value  Proposition Through Stories  Reflect  on your  experiences  and client
successes to craft stories that highlight your strengths. For example: - A story about helping a young
family save for their first home - An example of guiding a retiree through estate planning These stories
demonstrate your expertise and dedication. 2. Use Client Success Stories (With Permission) Sharing
anonymized or permission-granted client stories can illustrate your capabilities. Structure these stories
to show: - The initial challenge or goal - The approach you took - The positive outcome achieved
Example: “One of my clients, a small business owner, was overwhelmed with retirement planning. We
worked together to develop a tailored investment strategy, and today, he’s confidently preparing for a
secure retirement.” 3. Explain Financial Concepts Through Narratives Break down complex ideas with
stories. For example, when explaining compound interest: Storytelling Approach: "Imagine a young
investor  named Sarah who starts  investing $200 a  month at  age  25.  Over  time,  the power 2  of
compound interest helps her grow her savings exponentially, allowing her to retire comfortably by 65.
Now, compare that to her friend who started at 35 with the same savings, illustrating the importance of
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starting early." 4. Share Your Personal Journey Clients relate to authenticity. Share your motivations for
becoming a financial advisor, lessons learned, or challenges you've faced. This builds rapport and trust.
5. Use Visual Aids and Anecdotes In presentations or consultations, incorporate visuals or anecdotes to
reinforce your stories. Visuals can include charts, infographics, or client testimonials. Crafting Effective
Financial Advice Stories Elements of a Good Story in Financial Advising - Relatable Characters: Clients
or hypothetical personas - Clear Conflict or Goal: Financial challenges or aspirations - A Narrative Arc:
Beginning (problem), middle (action), end (solution) - Emotional Appeal: Connecting on feelings like
security  or  hope  -  A  Clear  Message:  What  the  client  learned  or  gained  Example  Structure  1.
Introduction: Introduce the character and their initial situation 2. Conflict/Challenge: Highlight the
problem or goal 3. Action: Explain the steps taken to address the issue 4. Resolution: Showcase the
successful  outcome  5.  Takeaway:  Emphasize  the  lesson  or  benefit  Best  Practices  for  Effective
Storyselling Be Authentic and Ethical Always tell truthful stories and obtain permission when sharing
client examples. Authenticity builds trust. Keep Stories Relevant Tailor stories to your audience’s needs,
fears, and goals. Use Simple Language Avoid jargon; make stories easy to understand. Practice Delivery
Refine your storytelling skills through practice, whether in meetings, webinars, or marketing materials.
Incorporate Calls to Action End stories with a subtle prompt, such as inviting prospects to discuss their
financial  goals.  SEO Tips for Financial  Advisors Using Storyselling To maximize online visibility,
integrate  SEO  strategies  into  your  storytelling  content:  -  Use  relevant  keywords  naturally  (e.g.,
"financial  planning  stories,"  "client  success  stories,"  "retirement  planning  narratives")  -  Include
descriptive  headings  and  subheadings  -  Optimize  images  with  alt  text  -  Encourage  sharing  and
backlinks  through valuable  content  -  Regularly  update  your stories  and case  studies  for  freshness
Conclusion:  Transforming  Your  Practice  with  Storyselling  Incorporating  storyselling  into  your
financial advisory practice is more than just a marketing tactic — it’s a way to connect deeply with
clients,  simplify  complex  topics,  and  differentiate  yourself  in  a  crowded  marketplace.  By  sharing
authentic stories of success, challenges overcome, and personal motivations, you build trust and foster
long- term relationships. Remember, stories are memorable; they stick with your clients and prospects
long after your initial conversation. Embrace the art of storyselling, and watch your practice grow as
you  turn  financial  advice  into  compelling  narratives  that  inspire  confidence  and  action.
QuestionAnswer 3 What is storyselling and how can it benefit financial advisors? Storyselling is the art
of using compelling narratives to connect with clients emotionally and communicate complex financial
concepts effectively. For financial advisors, it helps build trust, differentiate their services, and make
financial  planning  more  relatable,  ultimately  increasing  client  engagement  and  loyalty.  How  can
financial  advisors  craft  effective  stories  to  attract  prospective  clients?  Financial  advisors  can craft
effective stories by sharing real client success stories (with permission), illustrating how their advice
helped achieve financial goals, or narrating personal experiences that highlight their expertise. The key
is to focus on relatable challenges and inspiring outcomes to resonate with prospective clients. What
are some common mistakes to avoid when using storyselling in financial advising? Common mistakes
include sharing stories that lack relevance to the client's needs, overpromising results, using overly
technical  language,  or  neglecting to  maintain client  confidentiality.  Authenticity  and empathy are
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crucial  for  effective  storyselling.  How  can  financial  advisors  incorporate  storytelling  into  their
marketing  strategies?  Advisors  can  incorporate  storytelling  by  creating  content  such  as  client
testimonials, case studies, videos, and blogs that illustrate real-world financial journeys. Sharing these
stories on websites, social media, and presentations helps build emotional connections and enhances
their marketing efforts. What psychological principles make storyselling effective for financial advisors?
Storyselling leverages  principles  like  emotional  engagement,  social  proof,  and cognitive  bias  (e.g.,
relatability  and  trust).  Stories  activate  the  brain's  emotional  centers,  making  the  message  more
memorable  and  persuasive,  which  is  especially  powerful  in  financial  decision-making.  How  can
financial advisors measure the success of their storyselling efforts? Success can be measured through
client engagement metrics such as increased inquiries, appointment bookings, client retention rates,
and feedback. Additionally, tracking content sharing, social media interactions, and conversion rates
from story-based campaigns can provide insights into their effectiveness. Storyselling for Financial
Advisors: Unlocking the Power of Narrative to Build Trust and Grow Your Practice In the highly
competitive world of financial advising, standing out from the crowd is no longer just about offering
the best investment options or the lowest fees. Today’s clients seek a deeper connection, a sense of trust,
and confidence in the advisors they choose to partner with. Enter storyselling — a strategic approach
that leverages storytelling principles to communicate complex financial concepts, establish credibility,
and foster enduring client relationships. This long-form exploration delves into what storyselling truly
entails for financial advisors, why it matters, and how to implement it effectively. --- Storyselling For
Financial Advisors 4 Understanding Storyselling: The Intersection of Storytelling and Sales At its core,
storyselling is the art of weaving compelling narratives into your sales and marketing efforts. Unlike
traditional  selling,  which  often  emphasizes  features  and  benefits,  storyselling  centers  on  creating
emotional  resonance.  It  transforms dry data points or abstract  concepts into relatable,  memorable
stories  that  resonate with clients’  values,  fears,  and aspirations.  For financial  advisors,  this  means
moving beyond cold numbers to craft narratives that demonstrate how your expertise has helped clients
overcome challenges, achieve dreams, or secure a legacy. Effective storyselling can do the following: -
Build Trust:  Authentic stories foster emotional connections,  making clients more comfortable and
confident. - Simplify Complex Concepts: Financial topics often intimidate clients; stories can make
them  accessible.  -  Differentiate  Your  Practice:  Unique  stories  set  you  apart  from  competitors.  -
Encourage  Client  Engagement:  Stories  inspire  clients  to  share  their  own  narratives,  deepening
relationships. --- The Science and Psychology Behind Storyselling Understanding why stories are so
powerful helps advisors harness their potential effectively. Several psychological principles underpin the
effectiveness  of  storyselling:  -  Emotional  Engagement:  Stories  evoke  emotions,  which  influence
decision-making more than facts alone. Clients are more likely to remember and act on stories that
touch their feelings. - Mirror Neurons: When we hear a story, our brains simulate the experience,
fostering empathy and understanding.  -  Memory Retention:  Narratives are more memorable than
isolated data points, aiding in long-term recall. - Cognitive Ease: Stories simplify complex information,
making it easier to process and discuss. Research from cognitive neuroscience confirms that stories
activate  multiple  regions  of  the  brain  associated  with  sensory  experiences,  emotions,  and  social
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cognition. For financial  advisors,  this means crafting stories that resonate on a personal level can
significantly improve engagement and trust. --- Why Financial Advisors Should Embrace Storyselling
In an industry where trust  is  paramount,  and clients  often feel  overwhelmed by financial  jargon,
storyselling offers a strategic advantage. Here are compelling reasons why financial advisors should
adopt this approach: 1. Humanize Your Brand People buy from people they trust. Sharing stories about
real clients (with permission), your own journey, or your firm's history humanizes your brand, making
it relatable and authentic.  2.  Clarify Value Proposition Stories simplify abstract financial  concepts.
Instead of listing services, tell stories that illustrate how those services have transformed clients' lives. 3.
Differentiate in a Crowded Market Many advisors offer similar products. Unique, Storyselling For
Financial Advisors 5 compelling stories showcase your unique approach, experience, and client success
stories. 4. Foster Long-Term Relationships Storytelling encourages ongoing dialogue. When clients see
themselves  in  your  stories,  they  feel  understood  and  are  more  likely  to  stay  loyal.  5.  Overcome
Objections Stories about clients who faced similar concerns and achieved positive outcomes can address
doubts  naturally  and persuasively.  ---  Implementing Storyselling:  Practical  Strategies  for  Financial
Advisors  Successfully  integrating  storyselling  into  your  practice  requires  deliberate  planning  and
authentic communication. Here are key strategies: 1. Identify Your Core Stories Begin by collecting and
refining stories that showcase your expertise and values. Examples include: - Client success stories (with
permission) - Your personal journey into financial advising - Overcoming challenges or setbacks - How
your firm’s values influence client outcomes Ensure these stories are authentic, relatable, and focused on
client benefits. 2. Know Your Audience Tailor your stories to your target demographic: - Younger
clients may relate to stories about starting families or saving for education. - Retirees might connect
with legacy or estate planning narratives. - High-net-worth individuals may prefer stories about wealth
preservation and philanthropy. Understanding their aspirations, fears, and values guides you in crafting
relevant stories. 3. Use Frameworks to Structure Your Stories Effective stories have a clear beginning,
middle, and end. Consider frameworks like: - The Challenge-Action-Result (CAR) Model: Present a
client challenge, the action taken, and the positive outcome. - The Hero’s Journey: Position the client as
the hero overcoming obstacles with your guidance. - The Problem-Solution-Outcome: Highlight a
problem, your solution, and the successful result. 4. Incorporate Stories into Your Communication
Channels Stories should be woven into multiple touchpoints: - Client Meetings: Share relevant success
stories during consultations. - Marketing Content: Use stories in newsletters, blog posts, and social
media.  -  Webinars and Seminars:  Present case studies or client narratives to illustrate concepts.  -
Videos:  Visual  storytelling  can  be  particularly  impactful.  Storyselling  For  Financial  Advisors  6  5.
Maintain Ethical Standards and Confidentiality Always obtain explicit permission before sharing client
stories. Protect their privacy, avoid identifiable details unless consented, and be truthful. --- Examples
of Effective Financial Storyselling While each advisor’s stories will  be unique, here are illustrative
examples of how storyselling can manifest: - Retirement Planning Success: “Jane and Mark came to us
worried about their retirement prospects. Through a tailored investment strategy and ongoing advice,
they now enjoy peace of mind, knowing their future is secure. Their story illustrates how proactive
planning  can  turn  uncertainty  into  confidence.”  -  Overcoming  Debt  to  Invest:  “When Tom was
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drowning in debt, he thought investing was out of reach. Together, we created a debt repayment plan,
and once debt was under control, he began investing for his children’s education. His journey shows
how disciplined financial strategies can change lives.” - Legacy Building: “Emily wanted to ensure her
charitable goals would continue after her passing. Our estate planning process helped her craft a legacy
plan that reflects her values, inspiring other clients to think about their long-term impact.” --- The
Challenges and Ethical Considerations in Storyselling While storytelling is powerful, advisors must
navigate  potential  pitfalls:  -  Authenticity  vs.  Exaggeration:  Always  be  truthful.  Fabricated  or
exaggerated stories can damage credibility. - Client Privacy: Respect confidentiality and obtain consent.
- Avoiding Bias: Ensure stories are balanced and do not manipulate or pressure clients. - Compliance:
Follow industry regulations regarding advertising and client representation. --- Measuring the Impact
of Storyselling Implementing storyselling is not solely about storytelling skills but also about assessing
its effectiveness. Advisors should track: - Client Engagement: Increased inquiries, longer meetings, or
more active participation. - Conversion Rates: More prospects converting to clients after storytelling
efforts. - Client Retention: Improved loyalty and referrals. - Content Performance: Engagement metrics
on digital platforms. Regularly gather feedback to refine your storytelling approach. --- Conclusion:
Embracing the Power of  Narrative in Financial  Advisory In a  landscape where trust,  clarity,  and
emotional connection are vital, storyselling for financial advisors emerges as a transformative tool. By
thoughtfully crafting and sharing stories,  advisors can demystify complex financial  concepts,  forge
stronger bonds with Storyselling For Financial Advisors 7 clients, and differentiate themselves in a
crowded marketplace. Authentic storytelling, rooted in real client success, personal experience, and core
values, not only enhances communication but also humanizes the financial planning process. As the
industry evolves, those who master the art of storyselling will be better positioned to build lasting
relationships, foster client loyalty, and grow their practices sustainably. Embracing storytelling isn’t just
a marketing tactic; it’s a strategic shift toward more meaningful, trust-based financial advising. --- In
summary: - Understand the psychological power of stories - Identify and craft compelling narratives
relevant to your clients - Integrate storytelling into all communication channels - Maintain ethical
standards and confidentiality  -  Measure and refine your storytelling efforts  over time Unlock the
potential of storyselling for financial advisors today and transform your practice into a trusted partner
clients turn to not just for advice, but for guidance rooted in genuine understanding and shared human
experience. storytelling, financial advising, client engagement, sales techniques, financial marketing,
emotional branding, prospecting strategies, relationship building, financial planning, communication
skills
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a must have reference for financial advisors in step by step detail success as a financial advisor for
dummies covers how a current or would be financial advisor can maximize their professional success
through a series of behaviors activities and specific client centric value propositions in a time when
federal regulators are changing the landscape on the standard of care that financial services clients
should expect from their advisors this book affords professionals insight on how they can be evolving
their practices to align with the regulatory and technological trends currently underway inside you ll
find out how a financial advisor can be a true fiduciary how to compete against the growing field of
robo advisors  and  how the  passive  investing  trend is  actually  all  about  being  an  active  investor
additionally you ll discover time tested advice on building and focusing on client relationships having a
top advisor mindset and much more master the seven core competencies attract and win new business
pick the right clients benchmark your performance start your own firm brimming with practical expert
advice  success  as  a  financial  advisor  for  dummies  is  a  priceless  success  tool  for  any wannabe or
experienced financial advisor

volume 2 of portfolio management for financial advisors is a visionary exploration into the evolving
landscape of  managing client portfolios in financial  planning being more than a sequel  this  book
challenges  the  financial  planning  profession  to  aspire  for  profound  impact  beyond  foundational
concepts the author blends professional experience with academic rigour to provide a unique lens on
managing client portfolios among other topics the book delves into practical tools for portfolio risk
management retirement portfolio management and boldly asserts the profession s potential to address
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global challenges

revolutionize your financial advisory practice with the latest cutting edge tools tired of spending more
time with filing cabinets than with clients is overhead eating up your margins in a new revised edition
of the bible of practice management and technology for financial professionals two leading financial
planners with some help from their friends deliver the knowledge advisors have been begging for this
book serves up a nontechnical trove of technology clever workarounds and procedural efficiencies
tailored to help financial advisors in private practice move toward today s virtual office the authors
show you how to drastically reduce the paperwork in your office slash overhead and find anything you
need in seconds using the latest software this revised edition includes new information on saas and
cloud computing software integrations mobile devices apps social media tools portfolio accounting and
outsourcing collaborative tools digital  signatures workflow management marketing technology and
much more perfect for successful practices seeking greater efficiencies and healthier profit margins the
authors are well known financial advisors each with more than 30 years of experience in financial
services addresses the evolution of the virtual office and its impact on advisory firms if you re looking
for new systems and efficiencies to transform and streamline your private practice look no further than
technology tools for today s high margin practice chapter 1 selecting the right crm system davis d
janowski chapter 2 the future of financial planning software bob curtis chapter 3 the future of financial
planning  software  and  the  new  client  advisor  relationship  linda  strachan  chapter  4  portfolio
management  software  mike  kelly  chapter  5  achieving  growth  and  profitability  with  technology
integration jon patullo chapter 6 how the world wide impacts the financial advisor bart wisniowski
chapter 7 managing your online presence marie swift chapter 8 client portals and collaboration bill
winterberg chapter 9 the cloud j d bruce chapter 10 digital signature technology dan skiles chapter 11
innovative software and technologies implemented at one of the united states leading advisory firms
louis p stanasolovich chapter 12 virtual staff sparks growth profitability and scalability jennifer goldman
chapter 13 roi the holy grail of the technology purchase decision timothy d welsh chapter 14 building an
efficient workflow management system david l lawrence

in the supernova approach 7 growth strategies for financial advisors author rowan everhart presents a
game changing process designed to transform your financial advising practice drawing on years of
research and proven success at the ceg worldwide research center this book combines the best growth
techniques to help you achieve unprecedented results  whether you serve a  mass  affluent  clientele
operate as an accountant or run a financial practice in any size town the supernova approach provides a
roadmap tailored to your needs by implementing these strategies you ll be able to focus your efforts
align your staff and see a significant increase in referrals this book is an essential read for any financial
advisor looking to elevate their practice and secure long term success get ready to show us the growth

90 of financial advisors fail at being financial advisors why because advisors brokers reps and agents
need to see more people to make more sales appointments and nobody in their firm agency branch or
shop trains them how knockout networking for financial advisors is the only book written for sales
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producers in the financial services industry focused on making more connections through networking
in the wake of the covid 19 pandemic networking developing relationships generating referrals and
making  important  connections  are  as  important  as  ever  the  ideas  and  approaches  in  knock  out
networking for financial advisors can be applied immediately to virtual meetings online networking
groups social media podcasts and of course phone calls the problem is most advisors and sales producers
are not born networkers they develop the skills and confidence through education training practice and
having a positive attitude knockout networking for financial advisors covers everything you need to
know about going to the right places virtual or not saying the right things and meeting the right people
essential skills for a financial advisor or sales producer that s serious about making more and better
connections the result more prospects more referrals and more business author michael goldberg is a
networking specialist speaker trainer author and boxer focused on helping financial advisors brokers
agents reps wholesalers and other sales producers grow their business or practice through networking
in this must read if youre a financial advisor book you will learn how to confidently meet and greet new
people in business settings further define your target market to establish more and better connections
deliver a knockout elevator speech not a script generate more prospects and referrals from current
client  base  establish  important  relationships  generating  more  business  opportunities  bottom  line
networking is the most effective way to attract more prospects more referrals and more business to
your corner rememberkeep the left up

this book is going to challenge you and everything you think you know about succession planning for
independent advisors succession planning is quickly becoming the cornerstone to a strategic growth
strategy designed to perpetuate their business and their income streams beyond their own lifetime
while providing a multi generational service platform that attracts and rewards younger advisors this
makes succession planning one of the most if not the most important practice management tools in this
industry today as an independent financial advisor now is the time to address the question of what will
happen to your practice and your clients after you exit the building in most cases the answers are right
in front of you thankfully succession planning for financial advisors building an enduring business has
arrived to  transform today s  practices  into  businesses  designed to  endure  and prosper  and serve
generations of clients learn how to create a lifestyle succession plan that can provide a lifetime of
income and benefits to the founder even as he she gradually retires on the job unlock the power of
equity management the best planning and building tool an independent advisor owns learn how to
attract and retain the best of the next generation to help you build a great business and to support your
succession plans and care for your clients and their families determine precisely when to start a formal
succession plan and related continuity plan so that your business can work for you when you need it
most understand why succession planning and selling your business are completely different strategies
but how they can complement each other when used correctly 95 of independent financial service
professionals are one owner practices to the positive these practices are among the most valuable
professional service models in america but almost all advisors are assembling their practices using the
wrong  tools  tools  borrowed  from  historically  successful  but  vastly  different  models  including
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wirehouses broker dealers and even osj s and branch managers revenue sharing commission splitting
and other eat what you kill  compensation methods dominate the independent sector and virtually
ensure that today s independent practices if left unchanged will not survive the end of their founder s
career it is time to change course and this book provides the map and the details to help you do just that
for independent practice owners and staff members advisors who want to transition to independence as
well as accountants attorneys coaches and others involved in the financial services space there are
invaluable lessons to be learned from succession planning for financial advisors written by the leading
succession planning expert in the financial services industry former securities regulator m a specialist
and founder of the nationally recognized consulting and equity management firm fp transitions david
grau sr jd has created an unmatched resource that will have an enduring and resounding impact on an
entire industry

a guide for financial advisors who are ready to embrace new opportunities the enduring advisory firm is
a book for the forward thinking financial advisor financial advisement is traditionally a hands on field
so few in the industry feel threatened by the shifting social and technological landscape in this book
mark tibergien routinely named one of the most influential people in the financial services world and
kim dellarocca make a compelling case for taking a closer look at technology and other big deal industry
trends in order to move the business of financial advice into the next stage of its evolution combining a
facts based approach with case studies and examples from the field the enduring advisory firm will
ignite your imagination by demonstrating practical strategies for attracting clients and streamlining
operations  today  s  smart  practice  managers  are  focusing  on  emerging  topics  like  the  needs  and
expectations of the millennial generation mobile and interactive technologies and growth planning
responding thoughtfully to these trends with the help of this book could propel your financial advising
business toward a more successful future in depth discussion of trends and forces that you can harness
to reshape your financial advisement business case studies and examples showing how to navigate the
most  difficult  business  decisions  innovative  ideas  for  process  improvement  more  fruitful  client
interactions and sustainable growth tips and insight for attracting millennial  clients and talent by
leveraging new technologies the enduring advisory firm will inspire financial advisors managers and
executives to branch out in ways that will lead to measurable growth with a newfound focus on the
evolution of your business you might be surprised at where change takes you in addition to providing
rias with guidelines to help them succeed all of the proceeds from this book will support the cfp board
center for financial  planning a national  initiative to create a  more diverse and financial  planning
profession so that every american has access to competent and ethical financial planning advice the
center brings together cfp professionals firms educators researchers and experts to address profession
wide challenges in the areas of diversity and workforce development and to build an academic home
that offers opportunities for conducting and publishing new research that adds to the financial planning
body of knowledge learn more at centerforfinancialplanning org

portfolio management for financial advisors aims to provide both financial planning practitioners and
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students with the requisite theoretical and practical foundations of portfolio management chapter 1
presents  an  overview of  the  asset  management  industry  and looks  at  the  different  segments  and
developments in the industry chapter 2 discusses the role of financial advisors as money doctors and
reviews recent studies on the value of advice and how financial advisors can effectively execute their
role as money doctors chapter 3 focuses on modern portfolio theory mpt and presents a historical
discussion as well as the major mpt concepts relevant to financial advisors chapter 4 covers behavioural
finance and discusses the historical development as well  as the different arguments in behavioural
finance the portfolio management process is covered in chapter 5 and chapter 6 deals with measuring
investment risk and return the construction of efficient portfolios issues in portfolio selection and some
recent studies in the robo advisory space

like all professionals financial advisors may have blind spots when it comes to their customer service
one study said that clients are more willing to consolidate their assets with a team and that teams
retained their most affluent clients longer and had clients with more assets financial advisors had higher
productivity working on a team assets grew at an 11 percent higher rate than those managed by sole
practitioners  and revenue was  17  percent  higher  this  book takes  you inside  some of  the  highest
functioning teams in the industry uncovering the best practices that fuel success start tweak or rethink
your own team by learning how to select the right structure agree on a team vision and a plan to
achieve it define individual roles and responsibilities retain top performers through thoughtful results
based compensation save time and effort by crafting efficient processes for every key task catapult
revenue with wealth management offerings that clients will pay a premium for expand your practice
with  great  marketing  by  implementing  effective  team  building  strategies  and  building  a  highly
functioning team you ll gain more affluent clients and serve them better than you ever would alone

are you an ifa financial adviser wealth manager or financial planning professional looking to attract
high quality new clients  through seminars workshops and events  but don t  know where to start
successful seminar selling for financial advisers is the blueprint for financial planners wealth managers
mortgage brokers rias ifas and professional financial advisers who are looking to attract profitable new
leads and clients from seminars workshops client events and live marketing opportunities this practical
and  comprehensive  book  reveals  the  secrets  of  how  ifa  financial  advice  and  financial  planning
businesses  can  dramatically  increase  profits  by  hosting  their  own  seminars  workshops  live
demonstrations and networking events when you get your copy today you ll discover why seminars and
workshops are key to substantial growth for small financial adviser businesses how to plan promote and
market your events using both traditional marketing and exciting new digital marketing and social
media techniques how to find hundreds of new prospects and achieve conversion rates at your seminars
and live marketing events approaching 100 per cent we reveal step by step how one financial adviser in
the uk regularly got conversion rates at his seminars near 100 per cent how to niche your seminars to
achieve the highest levels of attendance and profitability how and when to charge for your seminars
how to present and get your message across with clarity confidence and conviction proven presentation
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skills and techniques for financial adviser seminar hosts how to build instant rapport with your seminar
delegates how to create significant new income streams from your seminars and events through ebooks
and digital products and much much more including a special chapter looking behind the scenes of a
financial adviser s client seminar from the perspective of a mystery seminar shopper it s a real eye
opener packed with real life examples of how financial advisor businesses can benefit from hosting their
own seminars  and promotional  events  this  book both informs educates  and inspires  if  you are a
financial planning professional looking to read just one sales and marketing book this year make it this
one order your copy now

unlock the secrets of successful financial advising with advanced investment and financial planning
strategies  for  financial  advisors  by  glenn schoonover  this  indispensable  guide  empowers  financial
professionals  to  navigate  the  complexities  of  modern  investment  landscapes  providing  actionable
insights and innovative strategies tailored for diverse client needs in a world where financial markets
are continually evolving staying ahead means mastering advanced planning techniques this book covers
a wide array of essential topics from comprehensive wealth management and tax efficient strategies to
alternative investments private lending and behavioral finance insights schoonover presents a blend of
real  world case studies  and practical  applications ensuring that  you can seamlessly integrate these
strategies into your practice whether you are looking to refine your existing knowledge or expand your
service offerings this book caters to all levels of financial advising expertise dive into chapters that detail
everything from the fundamentals of financial planning to advanced options and commodities investing
as well as retirement and estate planning strategies discover how to assess client portfolios effectively
identify  lucrative investment opportunities  and make informed decisions that  create  lasting client
relationships join glenn schoonover on this journey to elevate your financial advising practice equip
yourself with cutting edge strategies that promise to enhance client satisfaction optimize wealth and
confront the challenges of today s financial environment head on your clients deserve the very best this
book is your roadmap to delivering it are you ready to transform the way you advise embrace the
journey of continuous learning and elevate your financial advisory career with this authoritative guide

jeff rattiner has found another way to help producers this book is a must have for financial advisors
especially those that aspire to be million dollar producers thomas b gau cpa cfp president and ceo of
million dollar producer jeff  rattiner has done it  again his book displays all  the essential  tools and
techniques necessary for advanced planners to succeed in this business rattiner s easy to read style
provides the best in marketing and practice management ideas this book will help you if you have hit a
dead end in your practice rattiner tells it like it is by providing a no nonsense approach to truly taking
your practice to the next level a must read for the serious financial advisor jim cannon president
sunamerica securities sentra securities corporation and spelman co inc financial planners provide a
variety of services to an array of clients but lack a uniform system for creating a profitable business
rattiner s financial planner s bible the advisor s advisor collects best practices from the nation s leading
financial planners presenting a prototype turnkey model for achieving financial success for both the
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client and the practice financial planning expert jeffrey rattiner emphasizes an ethical practical approach
to financial advising placing paramount importance on doing what s best for the client drawing on
extensive interviews and his own experience rattiner delivers can t miss tips on marketing a financial
planning  practice  developing  an  infrastructure  crafting  strategic  alliances  assessing  a  business  s
profitability and creating the model twenty first century practice this authoritative guide also covers
forming a planning advisory board establishing a realistic chain of command delegating responsibility
making technology work for you charging clients appropriately running a financial planning business
need not be an exercise in trial and error rattiner s financial planner s bible delivers a compelling model
for advising success

based on interviews with fifteen top financial advisors each doing several million dollars worth of
business every year this priceless tool contains universal principles to guide both veteran and new
financial professionals to immediate success the million dollar financial advisor distills these success
principles into thirteen distinct step by step lessons that teach readers how to build and focus on client
relationships have a top advisor mindset develop a long term approach and much more the book also
features  two  complete  case  studies  featuring  a  best  of  the  best  advisor  whose  incredible  success
showcases the power of all the book s principles working together in concert and an account of a
remarkable and inspiring career turn around that demonstrates it s never too late to reinvent yourself
brimming with practical advice from author david j mullen and expert insights from his interview
subjects the million dollar financial advisor equips any financial advisor to succeed regardless of market
conditions

leverage the financial services evolution to maximize your firm s value the essential advisor presents an
insightful handbook for advisors looking to navigate the changing face of financial services the industry
is evolving consumers are evolving and many advisors are being left behind as old methods become less
and less relevant this book shows you how to turn this shift into a positive by positioning your firm to
maximize these new opportunities  and deliver the results  and experience increasingly expected of
financial advisors you ll learn how to provide the transparency hands on interaction and around the
clock access today s clients demand and how to consistently deliver service that robo advisors cannot
duplicate emerging technologies do not have to be a threat to your practice they are tools that represent
opportunities to provide greater service to your clients and smart technology integration will be a
hallmark of firms that survive the shift this guide provides a clear vision of the future of financial
services and an indispensable management framework for maximizing your firm s future value advisors
are increasingly confused about what clients are seeking and clients are equally confused about what
advisory firms offer that alternatives cannot this book helps clear the air on both sides by examining the
client  s  perspective  of  financial  services  and helping advisors  better  communicate  their  strengths
articulate the value of your services leverage new technology to complement your practice capitalize on
opportunities  and  maximize  your  firm s  value  position  your  firm to  benefit  from the  changing
consumer population financial advisors can only grow their businesses if clients know what they do
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know how to hire them and can access them affordably the essential advisor shows you to bring your
firm into the future successfully

exploring the human element of financial planning communication essentials for financial planners
tackles  the  counseling  side  of  practice  to  help  financial  planners  build  more  productive  client
relationships cfp board s third book and first in the financial planning series communication essentials
will help you learn how to relate to clients on a more fundamental level and go beyond hearing their
words to really listen and ultimately respond to what they re saying expert coverage of body language
active listening linguistic signals and more all based upon academic theory there is also an accompanied
set  of  videos that  showcase both good and bad communication and counseling within a financial
planning context by merging written and experiential learning supplemented by practice assignments
this book provides an ideal resource for any client facing financial professional as well as any student on
their pathway to cfp certification counseling is a central part of a financial planner s practice and
attention to interpersonal communication goes a long way toward progressing in the field this guide
provides practical instruction on the proven techniques that make a good financial planner great build
client relationships based on honesty and trust learn to read body language and the words not spoken
master the art of active listening to help your clients feel heard tailor your communications to suit the
individual client s needs the modern financial planning practice is more than just mathematics and
statistical analysis at its heart it is based on trust communication and commitment while interpersonal
skills have always been a critical ingredient for success only recently has this aspect been given the
weight it deserves with its incorporation into the certification process communication essentials for
financial planners provides gold standard guidance for certification and beyond

advisors who attempt to put their clients interest ahead of their own have integrity advisors who
understand that their clients interest  is  their interest  have wisdom surprisingly honesty and good
service don t set you apart they are entry level expectations for a financial advisory practice this guide
goes far beyond these basic expectations showing advisors how to differentiate themselves by doing
things for their clients that other advisors in their area aren t doing the financial planner s guide to
client consideration shows financial advisors how to take better care of their clients a step by step
manual with concepts and practical applications including a detailed list of 42 actionable considerations
it includes specific data gathering tools that provide little used but highly effective techniques and
strategies advisors can provide their clients it includes practical relevant annuity and life insurance
analysis worksheets that show advisors how to uncover and prevent hidden pitfalls other advisors don t
even know exist the financial industry teaches advisors how to build relationships and sell products
marketing sales ideas and practice management things that are about advisors this book is for planners
but about clients it says a financial advisor can t improve his or her practice without doing something
more or better for his or her clients this book says that the reflection of selling is resistance quit selling
and resistance disappears advisors will learn asset categorization strategies that leave clients saying so
how do we fix this before the advisor even makes a suggestion or a recommendation advisors will learn
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how to considerately assist clients to fire their current advisor in some cases dismissed advisors won t
even resist  because they will  know they have been outclassed the financial  industry appropriately
prohibits speaking and writing in terms of absolutes some things are not controllable but some things
are probate at 350 400 hour for 6 18 months is avoidable this guide provides step by step procedures
implemented on a line item basis which can prevent the need for probate he shows you how custom
designed beneficiary designation forms can help prevent unintended heirs as advisors take specific steps
that deliver client benefits their competence and confidence grows exponentially an advisor who did
exceptional things for his or her last client has a new level of self confidence when meeting with the
next high net worth potential client this book includes esoteric concepts coupled with practical steps
which give advisors the foundation for understanding why certain things work the way they do and the
real world skills to put them into practice clients verbally reinforce the use of the strategies covered in
this guide when they say to their advisor no one ever asked me this before and why didn t my advisor
tell me this could happen while this book was written for financial advisors consumers can use it as a
benchmark by which to measure their current financial advisor relationship or to evaluate a potential
new advisor the financial planner s guide to client consideration could become the new standard in the
financial industry to which all financial advisors aspire

marketing power for financial advisors helps you avoid common missteps that stunt your growth such
as presenting yourself as just another look alike financial advisor squandering your resources on trial
and error marketing trying to appeal to everyone being mesmerized by the latest marketing tactic or
falling into the trap of calling on one and only one marketing tactic instead you can gain marketing
leverage by following the 3 ps of growth planning how to generate your marketing plan to help you
attract a steady stream of qualified prospects packaging how to communicate your story to grab your
desired audience promoting how to spread the word about your story through productive promotions
and tactics to experience sustainable growth over a period of years financial advisors must incorporate
planning packaging and promoting into their practice this book nimbly guides you through each of
these three essentials with the exact systems and tools youll need to ignite your marketing momentum
and realize the success you desire

the financial services industry is in the midst of a transformation from a commission based industry to a
bona fide profession a number of changes are accelerating this transformation an ongoing transition to
fee based advice a crying need for consumer protection and a growing consensus that credentials and
training are required more change is  to come john j  de goey argues that  consumers have grown
justifiably sceptical about the motives of their advisors and the firms they work for unless additional
sweeping changes occur that lost confidence may never be restored this book makes complex issues
understandable for consumers and simultaneously acts as a wake up call for less professional advisors to
pull up their bootstraps or risk being left behind de goey s logic clearly demonstrates that the industry
has a lot of explaining to do consumers advisors the media regulators and politicians will have a role to
play in carving out a better way of delivering competent credible and independent financial advice in
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the future

the author gives financial advice and guidelines including six rules for investing examining strategies
for planning wills estates gifting and other asset concerns covering how to choose a financial advisor
and encompassing other topics
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