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you, you'llbe positioned to see your business boom. Designed to teach financial advisors how to use social
media tobetter market their services to attract new clients andreferrals Presents expert communication
advice from top financial advisorcoach Matthew Halloran Categorizes communicators in a unique new way
Teaches financial advisors how to use social media in new,highly effective ways that they've never even
considered An essential resource for wealth managers and financial advisorslooking to amplify their
marketing message and raise theirvisibility in a crowded marketplace, The Social Media Handbookfor
Financial Advisors is the only book you need to makeyourself heard.
Smart Couples Finish Rich, Canadian Edition Nov 05 2020 Canadian Edition, revised and updated
From first-time newlyweds to people on their second marriage, couples face an overwhelming task when it
comes to money management. Internationally renowned financial advisor and bestselling author David
Bach knows that it doesn’t have to be this way. In Smart Couples Finish Rich, he provides couples with
easy-to-use tools that cover everything from credit-card management to investment advice to long-term
care. From this updated, newly revised Canadian edition, couples will learn how to work together as a team
to identify their core values and dreams, and to create a financial plan that will allow them to achieve
security, provide for their family’s future financial needs, and increase their income.
The Keys to the Ladies' Room Oct 16 2021 The Keys to your future success! Women are a goldmine of
opportunity for any financial advisor looking to accelerate business growth. The key is knowing what
women want and how to apply that knowledge to attract more female clients and generate more referrals.
This book is your personal roadmap to making that shift. With the Keys to the Ladies Room you will
discover how easy it can be to: • Understand the difference in how men and women relate to money – and
convert that knowledge to create a more purpose driven business model. • Develop your personal story
which inspires more trust and confidence with both prospects and clients faster • Share what you do in a
way that leaves the listener sitting up and craving for more. • Incorporate a more purpose driven process
that engages both clients and prospects simultaneously, uncovering more assets and opportunities. •
Articulate your true value as a financial advisor (and it's not what you think!)that wins you the big business
With time-tested scripts and practical, step-by-step guidance from a former Smith Barney National Training
Officer, this book promises to transform your marketing and accelerate business growth by attracting more
women clients and creating more loyal raving fans. "This book is destined to start a new revolution in the
financial services industry. Adri has artfully combined the strengths of women with the experience and
wisdom of men to create a new, refreshing business model for financial advisors. She speaks directly to
what advisors need – and what clients want. This is a must-read for any financial professional looking to

The Pocket Guide to Sales for Financial Advisors Nov 17 2021 Selling is as old as civilization itself. Put
in the simplest of terms, selling is the exchange of goods and services for something of value. To financial
advisors, however, the sale is often seen in a negative light, and many cringe at the word "sell."
Interestingly, the same advisors who shy away from the concept of selling are often those who find
themselves selling every single day! Sometimes they're even participating in the selling process multiple
times throughout the day--and they may not realize it. Asking for client referrals, developing strategic
alliances, seeking and talking with new prospects are all obvious parts of the selling process, but selling
happens every time you remind a client why it's a good choice to do business with you, too. The fact is that
most CFAs(R), CFPs(R), CPAs, and other professionals did not obtain these titles because deep down they
really wanted to be in sales. Most times, their interests tend more toward data, analysis, and more solitary
orientations. Selling is probably the last thing those who entered these fields were thinking of doing. They
may not have considered the "people" aspect of their chosen profession; the aspect that involves sales. For
this reason, and some others, turning into a salesperson seems like a negative, degrading thing. Many
advisors will conjure up the picture of the slimy used-car sales guy. It's time to recognize selling as the
valuable activity that it is. It is a way to: Let people know who you are and what you do well. Get your
message out to those who need it. Promote your planning process, wealth management services, or
investment expertise. Use your relationship skills to close new business. Take your business to the next
level. If you want to grow your business, the bottom line is that you--or someone on your team--need to sell,
and to sell well. This book will offer guidance on how you can sell in a comfortable and effective manner.
The Social Media Handbook for Financial Advisors Feb 20 2022 Expert advice for financial advisors looking
to make the most ofsocial media platforms Social media is everywhere. 3.5 billion pieces of content
areshared on Facebook each week, 22 million professionals arenetworking on LinkedIn, and 140 million
tweets are posted everyday. The opportunities these platforms present for financialadvisors are huge, but
most advisors have no idea how to use themto build bigger, stronger client bases. The Social
MediaHandbook for Financial Advisors: How to Use Facebook, Twitter, andLinkedIn to Build and Grow
Your Business shows how to make themost of these new tools, offering invaluable advice about how
toconnect with potential clients in the twenty first century. For most advisors, converting prospects into
clients is theirtop priority, and social media presents incredible opportunitiesfor sealing the deal. Sales
don't happen because clients areimpressed by complicated charts, they happen because they'reimpressed
by your social media presence, and by properlyunderstanding how to make these new platforms work for
questions-great-financial-advisors-ask-and-investors-need-to
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create a deeply meaningful and highly profitable advisory practice." Barbara Stanny, Bestselling author of
Prince Charming Isn't Coming, Overcoming Underearning, and Secrets of Six-Figure Women
The Million-dollar Financial Advisor Aug 02 2020 The best financial advisors are well equipped to
succeed regardless of market conditions. Based on interviews with fifteen top advisors, each doing several
million dollars worth of business every year, The Million-Dollar Financial Advisor distills their universal
success principles into thirteen distinct lessons. Each is explained step-by step for immediate application by
veteran and new financial professionals alike. The lessons cover: * Building and focusing on client
relationships * Having a top advisor mindset * Developing a long-term approach * Specialization *
Marketing * And much more The book also features two complete case studies. First there is the "best of
the best" advisor whose incredible success showcases the power of all the book's principles working
together in concert. The second is an account of a remarkable and inspiring career turn around and
demonstrates that it's never too late to reinvent oneself. Brimming with practical advice from the author
and expert insights from his interview subjects, The Million-Dollar Financial Advisor is a priceless success
tool for any and all financial advisors.
How to Connect in Business in 90 Seconds Or Less Feb 26 2020 The author brings his innovative
system of forging instant connections to the workplace, providing the fundamentals for creating and
maintaining effective business relationships.
Ask: How to Relate to Anyone Jun 12 2021 Do you want a tried and tested way to engage anyone? Do you
want to learn how to turn an argument into an opportunity? Do you want more meaningful relationships
with your colleagues, your clients, your spouse, your children, and your friends? In his meticulously
researched book, based on fascinating and compelling studies in the fields of psychology and neuroscience,
New York Times bestselling author Dan Solin shows you exactly how to make deeper connections with
everyone. Dan has shared this transformative research with thousands of people across North America,
Europe and Australia, helping them change their relationships for the better. The lessons in Ask are easy to
understand and put into practice. Dan's investing books changed the way people around the globe invested.
Ask will change the way people around the globe connect.
The Art of Practicing and the Art of Communication in Financial Planning Nov 24 2019 The Art of
Practicing and the Art of Communication in Financial Planning is a rare collection of 80 essays on what
constitutes the art of practicing financial planning and the art of communication in financial planning. The
contributors represent the best brains in the financial planning profession. The insightful articles will help
planners to effectively use their technical skills toward ensuring their clients’ financial success and wellbeing. The book can be used as a supplement to Practicing Financial Planning: For Professionals and CFP®
Aspirants (12th Edition) published in 2016 by SAGE Publications.
Bad Advisors Apr 29 2020 Americans depend on their financial advisors to give them sound advice, advice
that will help them make good investments and secure their financial future. So why—with all the advice
they receive from their advisors—have Americans lost trillions of dollars in the stock market, their 401ks,
pension plans, and IRAs in just the last 3 years? Here's a SECRET: Many financial advisors are forbidden
from giving you the "best" advice.Also, many financial advisors are either not properly trained to give you
the "best" advice or they're more concerned about selling you a product or service than they are about
helping you achieve your financial goals, the consequences of which are often catastrophic.In this
groundbreaking book, Roccy DeFrancesco, the leading trainer of advanced planning concepts for financial,
insurance, mortgage, accounting, and legal professionals, exposes the financial industry's dirty little secrets
and unveils the worst fears many people have about their financial advisors.In Bad Advisors, you will learn
how to: -Eliminate the causes of doubt and fear of losing your assets -Remove stress while dramatically
increasing your wealth Roccy exposes insider secrets that you need to know to protect yourself and your
family from "bad advisors," advisors who are not concerned about you and your interests. Roccy also gives
you questions to ask your financial advisor to determine if he or she is truly concerned about helping you
achieve your financial goals.After you read this book, you will have all the tools you need to make an
informed decision when it comes to hiring (or firing!) your financial advisor.
Blend Out Dec 26 2019 DO YOU BLEND OUT? You're skilled, you're smart, and you know how much you
can accomplish, so why aren't prospects beating down your door? It's because they don't know who you
questions-great-financial-advisors-ask-and-investors-need-to

are. In BLEND OUT, Snappy Kraken CEO Robert Sofia dives into the marketing history of some of the
world's most successful companies, exploring the steps they took that left an unshakable impression with
their target audiences and then applying those steps in such a way that any small business can recreate
them. But this isn't a book for financial advisors who are looking for a quick fix or marketing hack. As with
every company that has gone on to lasting success, successful marketing and long-term customer retention
takes concerted effort, persistent reinforcement, and an unrelenting desire to be better than you were the
day before. It's not easy, but it's exactly how you take your company from meager growth to exceptional
success.
The Ascendant Advisor May 11 2021 The trajectory of the financial advisory profession hit an inflection
point during the COVID-19 pandemic. Although the industry was already challenging for advisors prior to
the pandemic, largely as a result of a changing regulatory environment and evolving products, services and
technologies, COVID-19 compounded these challenges and made face-to-face business development, an
advisor's bread and butter, even more difficult. So, what are financial advisors supposed to do about this?
Curl up and hide? Coast for the next decade or so before simply retiring? Not going to happen. Advisors are
among the largest cohort of entrepreneurs, most of whom built their business from the ground up. They will
fight to survive and thrive in their new reality. The financial advisor's path forward requires a shift in
mindset and a little bit of creativity. Now more than ever, financial advisors need strategies to position
themselves as subject matter experts by leveraging all the technological and social media platforms
available to them. And they need strategies grounded in content creation to better position themselves
against the competition and to help them build stronger businesses for today, and for the future. Written by
two of the financial services industry's leading marketing professionals, The Ascendant Advisor is likely the
most important book a financial advisor will read when building and maintaining the value of their
business. It provides page after page of easy-to-learn and easy-to-use strategies for financial advisors to
create engaging content, as well as offering strategies for distributing that content to the right audiences.
The outcome of reading and implementing the strategies offered within The Ascendant Advisor is stronger
relationships and a business that is valuable enough to pass on to the next generation, or to sell for a lifechanging profit.
The Trusted Advisor: 20th Anniversary Edition Sep 15 2021 Bestselling author David Maister teams up
with Charles H. Green and Robert M. Galford to bring us the essential tool for all consultants, negotiators,
and advisors. In today's fast-paced networked economy, professionals must work harder than ever to
maintain and improve their business skills and knowledge. But technical mastery of one's discipline is not
enough, assert world-renowned professional advisors David H. Maister, Charles H. Green, and Robert M.
Galford. The key to professional success, they argue, is the ability to earn the trust and confidence of
clients. To demonstrate the paramount importance of trust, the authors use anecdotes, experiences, and
examples -- successes and mistakes, their own and others' -- to great effect. The result is an immensely
readable book that will be welcomed by the inexperienced advisor and the most seasoned expert alike.
Who Can You Trust With Your Money? Apr 22 2022 Bonus content "Getting the Financial Help You Need"
included in this digital edition. Is Your Financial Advisor Honest? Are You Sure? Learn how to: Choose an
honest, qualified financial advisor and avoid the crooks Spot the warning signs that you’re being ripped off
Empower and protect yourself, and get more help for your money Is your financial advisor the next Bernie
Madoff? Can you afford not to know? Get this book, and find out! Read Bonnie Kirchner’s unforgettable
personal story: Her sudden realization that she was married to one of the nation’s worst financial fraud
artists. Then, follow Kirchner’s journey…learn what she learned about detecting financial
scammers…discover the questions you must ask and the steps you must take so it never happens to you!
The Bucket Plan® Dec 18 2021 Worry less. Plan more. Do you want a secure retirement, free from worry,
stress, and confusion? The Bucket Plan® is a must-read book for anyone serious about creating a practical
and sensible financial plan for his or her retirement years. The financialplanning process outlined in this
book is based on a three-bucket philosophy of strategically positioning assets to plan for and mitigate the
risks and dangers that can occur in retirement. Readers will learn: • The three biggest dangers for your
financial future and how The Bucket Plan helps protect from them • A formula for calculating whether you
will have an income deficit and, if so, how much money is needed to prevent it • A surefire way to avoid
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taking on too much investment risk on money you may need in the near future • Much, much more When
readers strategically allocate their money using Jason Smith’s three-bucket philosophy, they can create a
plan that mitigates risk and offers an opportunity for growth into the future, allowing them to feel more
secure about retirement.
Sound Financial Advice Feb 08 2021 People, as a rule, will work hard within cultural common sense and
just assume that all will go well. But, “right now, 90 million Americans are faced with the most critical
investment challenges of their lives.” They are not prepared and are unsure how they will support
themselves when they retire. That cultural common sense must not be working. Financial advisors are
taught to advise the majority of people. The median household income in this country is $46,000 a year.
Financial institutions are organized around acquiring the masses as clients. The clients of Sound Financial
Group are the top 10% households as defined by annual income and net worth. We are committed to
building a firm that will help our clients in areas that matter to them most. Many of our clients have
questions like: Am I making the best use of the dollars I am saving?Will I be able to retire and be okay given
I may live 25-30 years in retirement? Am I exposed to losing a great deal of my wealth or income if I were to
be sued?When I leave this earth what kind of impact will I leave behind? Sound Financial Group was
created as a result of its founder realizing that many people feel as though they have been taken advantage
of when meeting with a traditional financial advisor. Often these people are pushed toward a set of prepackaged investments that aren’t tailored to their desires. These potential clients can feel they have lost
control of their money and aren’t involved in the process. We offer a process that gives our clients the tools
to succeed and supplies them with the guidance on achieve a GOOD LIFE FOR THE REST OF YOUR LIFE.
The Supernova Advisor Jun 24 2022 The Supernova Model is a client service, client acquisition, and
practice management model that drives an explosive acceleration in revenue and client satisfaction by
capitalizing upon the 80/20 Rule. First implemented by financial advisors at Merrill Lynch—under the
leadership of author Rob Knapp—it has grown increasingly popular within the financial services industry.
The Supernova Advisor skillfully outlines this proven model and reveals how it can be used to create an
exceptional experience for your clients, while significantly growing your business.
Staff to Last! Dec 06 2020 All financial advisors want to be able to spend their time in front of clients. It's
what makes them money. It's what makes them happy. But almost all advisors share a common problem staffing and managing their practice. It's what drains their energy and their wallet. It's what makes them
miserable. Help has arrived. Whether your practice has a staff of twenty or you're about to hire your first
Administrative Assistant, Staff To Last! is the solution to your backroom headaches. For the first time,
practice management coach Lauren Farasati has condensed her twenty-five years of experience helping
advisors into a book tailor-made for the financial planning industry. You'll learn the Dream Team staffing
model that instantly brings role clarity to your business. You'll discover the "genes" that make some people
perfect for your staff and others not. You'll learn, step-by-step, how to find the best talent available and
you'll get tools that will save you hundreds of hours and thousands of dollars - from that first killer job
posting to foolproof interview questions all the way to the final offer letter. And last, you'll learn the ten
"currencies" bosses use to pay their employees, ensuring that once you've found amazing staff, you never
lose them. Forget yesterday's mistakes. Staffing is about to become simple, painless, and satisfying. Staff
To Last! will show you how.
Ineffective Habits of Financial Advisors (and the Disciplines to Break Them) Sep 27 2022 A how to guide to
avoiding the mistakes ineffective financial advisors most often make Based on a 15-year consulting program
that author Steve Moore has led for financial advisors, Ineffective Habits of Financial Advisors (and the
Disciplines to Break Them): A Framework for Avoiding the Mistakes Everyone Else Makes details proven
techniques which allow advisors to transform their business into an elite practice: business analysis,
strategic vision, exceptional client service, and acquiring high net worth clients. Told through the story of a
purely fictional and completely average financial advisor, each chapter begins with an ineffective habit that
is then countered with a discipline that improves business results and adds value. The book Details a stepby-step strategy for working through current clients, rather than relying on cold calling to form new
relationships Includes anecdotes collected through both personal experience and stories relayed to him by
clients and colleagues Provides question and answer segments, examples, and homework assignments
questions-great-financial-advisors-ask-and-investors-need-to

Ineffective Habits of Financial Advisors (and the Disciplines to Break Them shows you how to deliver
exceptional service while generating higher revenue per client.
Ineffective Habits of Financial Advisors (and the Disciplines to Break Them) Sep 03 2020 A how to guide to
avoiding the mistakes ineffective financial advisors most often make Based on a 15-year consulting program
that author Steve Moore has led for financial advisors, Ineffective Habits of Financial Advisors (and the
Disciplines to Break Them): A Framework for Avoiding the Mistakes Everyone Else Makes details proven
techniques which allow advisors to transform their business into an elite practice: business analysis,
strategic vision, exceptional client service, and acquiring high net worth clients. Told through the story of a
purely fictional and completely average financial advisor, each chapter begins with an ineffective habit that
is then countered with a discipline that improves business results and adds value. The book Details a stepby-step strategy for working through current clients, rather than relying on cold calling to form new
relationships Includes anecdotes collected through both personal experience and stories relayed to him by
clients and colleagues Provides question and answer segments, examples, and homework assignments
Ineffective Habits of Financial Advisors (and the Disciplines to Break Them shows you how to deliver
exceptional service while generating higher revenue per client.
Smart Women Love Money Jul 25 2022 YOU ARE A SMART WOMAN, BUT DO YOU STILL: —Feel you’re
too busy to invest your money? —Rely on someone else to deal? —Get bored by financial talk? —Think that
investing is something only men do? —Worry you’re not smart enough? THINK AGAIN. Women have made
strides in so many areas and yet we still have a blind spot when it comes to managing our money. Why? A
myriad of factors cause women to earn less than men over a lifetime, making it all the more imperative that
we make the money we do have work for us as much as possible. And here’s a reality check: as many as
nine out of ten of us will have to manage our finances and those of our family at some point in our lives. And
a lot of us think that means keeping our money “safe” in savings accounts, and not investing it. But not
doing so has an opportunity cost that will lead to opportunities lost—the ability to pay for a college
education, own a home, change careers to pursue a dream, or retire. Alice Finn wants to change how you
think about your money, no matter how much or little you have. In Smart Women Love Money, Finn paves
the way forward by showing you that the power of investing is the last frontier of feminism. Drawing on
more than twenty years of experience as a successful wealth management adviser, Finn shares five simple
and proven strategies for a woman at any stage of her life, whether starting a career, home raising
children, or heading up a major corporation. Finn’s Five Life-changing Rules of Investing will secure your
financial future: 1. Invest in Stocks for the Long Run: Get the magic of compounding working for you,
starting now. 2. Allocate your Assets: Strategize your investing to get the most of your returns. 3.
Implement with Index Funds: Take advantage of “passive” investing with simple, low-cost, and diverse
funds. 4. Rebalance Regularly: Sell high and buy low without much effort, to keep you on track toward your
goals. 5. Keep Your Fees Low: Uncover hidden fees so you don’t lose half of your wealth to Wall Street. Finn
will also provide the tools you need to achieve long-term success no matter what the markets are doing or
what the headlines say. So even in the face of uncertainty— such as the possible dumping of the fiduciary
rule (requiring financial advisers to act in their client’s best interests) by the Trump administration—Smart
Women Love Money will help you protect yourself and all of your assets for your future. Whether you have
$10, $10,000, or more, it’s time to get smart about your money.
Questions Great Financial Advisors Ask... and Investors Need to Know Oct 28 2022 A financial advisor
recounts an interview with a recently retired physician who planned an enjoyable--and costly--retirement.
The doctor wanted his entire portfolio in bonds, which was far too conservative to maintain the lifestyle he
and his wife had planned. In the advisor's words: "This fellow was a bit of a know-it-all, and I wasn't getting
through. Finally I asked him, 'Doctor, how will it feel for you when you have to go back to work?' That got
his attention, and I was able to lay out a strategy that would allow him to retire and stay retired." In
Questions Great Financial Advisors Ask...and Investors Need to Know, coauthors Alan Parisse and David
Richman have compiled the questions great advisors ask that lead to the probing and personal
conversations necessary to diagnose and understand clients'--and potential clients'--deep-seated feelings
about money. That's how great advisors help clients wring the emotion out of investing and set them on the
rational road to achieving their financial goals. Throughout this book are questions, suggestions, and
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stories from some of the world's top financial advisors, including a chapter of "great questions to ask"
organized by topic.
Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service Business that
Sells Itself Aug 26 2022 The #1 way to start getting referrals? STOP ASKING In all his years of helping
financial professionals build and grow their businesses, Stephen Wershing has learned that the number one
way to make sure you don't get a referral is by asking for it. Why? Because studies prove that clients refer
you not to benefit you but to benefit themselves. So you have to approach the challenge from a completely
new angle. Stop Asking for Referrals helps you do exactly that. Inside, Wershing provides the tools you
need to get more referrals than ever by designing your practice in a way that gets clients to mention you to
friends when the opportunity arises. He calls it "the new referral conversation," and it works. Define your
target market with accuracy and precision Communicate your value clearly and effectively Create your
company's unique "brand" Harness the natural, normal social interactions of your clients to serve your
marketing efforts You'll also learn how to use client feedback to benefit your business, create your service
package, and bring in new business. "The way you have been told to attract referrals is based on an
assumption that's wrong," Wershing writes. "And it is undermining your business and your relationships."
You will come away with a deep understanding of why and where referrals actually come from, how to
tailor your own practice to get people talking about you, and ways to develop a communication plan to
project your reputation. So stop asking for referrals--and start attracting more new clients than you ever
thought possible. Praise for Stop Asking for Referrals "Steve Wershing helps you unlock the untapped
referral potential you have in your business today with an approach that is as comfortable as it is effective."
-- JULIE LITTLECHILD, founder and president of Advisor Impact "The most comprehensive, practical, and
engaging guide I know of for strengthening existing client connections and cultivating new ones in a way
that is experience-based, respectful, and long-lasting." -- OLIVIA MELLAN, psychotherapist, money coach,
author of The Client Connection, and columnist for Investment Advisor "Reading this book will revolutionize
how you think about growing your business." -- MICHAEL E. KITCES, MSFS, MTAX, CFP, partner, Pinnacle
Advisory Group, and blogger, Nerd's Eye View "This book will help you overcome . . . discomfort and show
you how to engage your clients so that they will proudly help you build your business. Kudos for this
powerful, one-stop marketing resource!" -- SHERYL GARRETT, CFP, AIF, award-winning author, advisor,
and founder of the Garrett Planning Network "Stop Asking for Referrals is on my Top Ten list of books that
I believe offer the most meaningful strategies for advisors. . . . Steve's ideas for referral marketing are
brilliant and just plain common sense. Advisors will embrace his book as the new referral bible. -- SYDNEY
LEBLANC, founding editor of Registered Rep magazine; partner of LeBlanc and Company "Embrace Steve's
advice if you'd like to see your practice growth become effortless, boundless, and fun!" -- MARIE SWIFT,
CEO, Impact Communications, columnist for Financial Planning magazine, and author of Become a Media
Magnet
Seminars for the Financial Advisor Oct 04 2020 Seminar industry veteran Miller-Heckman reveals her
step-by-step process for creating events that produce results and convert attendees into satisfied clients.
Your Client's Story Sep 22 2019 Revolutionize your financial advisory business by quickly forging an
unbreakable bond with your clients or prospects to become an advisor who is trusted with 100 percent of
their assets. Most clients invest only about 30 percent of their assets with a financial advisor, but some
financial advisors invest 100 percent of their clients’ assets. Your Client’s Story describes the secret of their
astounding success. For more than three years, authors Scott West and Mitch Anthony studied the winning
approaches used by financial advisors who managed 100 percent of their clients’ assets. Notably, the most
successful had mastered a genuine ability to engage in a discovery dialogue where clients openly expressed
their financial objectives and motivations. The best financial advisors knew how to listen, ask the right
questions, and create an atmosphere of empathy.Your Client’s Storyincludes specific scripts for reenacting
winning discovery dialogues geared to the life situations, transitions, and goals that drive financial
planning. Included are tips and key questions geared to specific clients and situations, such as: •Small
business owners •Clients or prospects who are entering or planning for retirement •Those seeking balance
in their lives •Individuals who are fearful about outliving their money •Mature investors Financial planners
and advisors share their stories, explaining how they’ve changed the way they do business, and how these
questions-great-financial-advisors-ask-and-investors-need-to

changes have generated more successful books of business. Clients also tell their side of the story,
explaining how the discovery dialogue has enhanced the entire financial planning process.
The Art of Selling to the Affluent May 31 2020 This insightful book shows salespeople how to meet the
needs of affluent clients from the initial contact, to the sales presentation, to providing the level of service
and quality they expect, to securing them as long-term customers. Based on extensive research of the
buying patterns and expectations of the wealthy, this step-by-step sales guide reveals the secrets of
attracting and keeping wealthy clients for life, boosting sales and repeat business. The Art of Selling to the
Affluent is also a crash course in the world of the wealthy, giving you the understanding you need to satisfy
and retain these profitable top-dollar clients.
Crash of the Titans Aug 22 2019 The intimate, fly-on-the wall tale of the decline and fall of an America icon
With one notable exception, the firms that make up what we know as Wall Street have always been part of
an inbred, insular culture that most people only vaguely understand. The exception was Merrill Lynch, a
firm that revolutionized the stock market by bringing Wall Street to Main Street, setting up offices in farflung cities and towns long ignored by the giants of finance. With its “thundering herd” of financial
advisers, perhaps no other business, whether in financial services or elsewhere, so epitomized the
American spirit. Merrill Lynch was not only “bullish on America,” it was a big reason why so many average
Americans were able to grow wealthy by investing in the stock market. Merrill Lynch was an icon. Its
sudden decline, collapse, and sale to Bank of America was a shock. How did it happen? Why did it happen?
And what does this story of greed, hubris, and incompetence tell us about the culture of Wall Street that
continues to this day even though it came close to destroying the American economy? A culture in which
the CEO of a firm losing $28 billion pushes hard to be paid a $25 million bonus. A culture in which two
Merrill Lynch executives are guaranteed bonuses of $30 million and $40 million for four months’ work,
even while the firm is struggling to reduce its losses by firing thousands of employees. Based on
unparalleled sources at both Merrill Lynch and Bank of America, Greg Farrell’s Crash of the Titans is a
Shakespearean saga of three flawed masters of the universe. E. Stanley O’Neal, whose inspiring rise from
the segregated South to the corner office of Merrill Lynch—where he engineered a successful
turnaround—was undone by his belief that a smooth-talking salesman could handle one of the most difficult
jobs on Wall Street. Because he enjoyed O’Neal’s support, this executive was allowed to build up an
astonishing $30 billion position in CDOs on the firm’s balance sheet, at a time when all other Wall Street
firms were desperately trying to exit the business. After O’Neal comes John Thain, the cerebral, MITeducated technocrat whose rescue of the New York Stock Exchange earned him the nickname “Super
Thain.” He was hired to save Merrill Lynch in late 2007, but his belief that the markets would rebound led
him to underestimate the depth of Merrill’s problems. Finally, we meet Bank of America CEO Ken Lewis, a
street fighter raised barely above the poverty line in rural Georgia, whose “my way or the highway”
management style suffers fools more easily than potential rivals, and who made a $50 billion commitment
over a September weekend to buy a business he really didn’t understand, thus jeopardizing his own
institution. The merger itself turns out to be a bizarre combination of cultures that blend like oil and water,
where slick Wall Street bankers suddenly find themselves reporting to a cast of characters straight out of
the Beverly Hillbillies. BofA’s inbred culture, which perceived New York banks its enemies, was based on
loyalty and a good-ol’-boy network in which competence played second fiddle to blind obedience. Crash of
the Titans is a financial thriller that puts you in the theater as the historic events of the financial crisis
unfold and people responsible for billion of dollars of other people’s money gamble recklessly to enhance
their power and their paychecks or to save their own skins. Its wealth of never-before-revealed information
and focus on two icons of corporate America make it the book that puts together all the pieces of the Wall
Street disaster.
The White Coat Investor Mar 29 2020 Written by a practicing emergency physician, The White Coat
Investor is a high-yield manual that specifically deals with the financial issues facing medical students,
residents, physicians, dentists, and similar high-income professionals. Doctors are highly-educated and
extensively trained at making difficult diagnoses and performing life saving procedures. However, they
receive little to no training in business, personal finance, investing, insurance, taxes, estate planning, and
asset protection. This book fills in the gaps and will teach you to use your high income to escape from your
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student loans, provide for your family, build wealth, and stop getting ripped off by unscrupulous financial
professionals. Straight talk and clear explanations allow the book to be easily digested by a novice to the
subject matter yet the book also contains advanced concepts specific to physicians you won't find in other
financial books. This book will teach you how to: Graduate from medical school with as little debt as
possible Escape from student loans within two to five years of residency graduation Purchase the right
types and amounts of insurance Decide when to buy a house and how much to spend on it Learn to invest in
a sensible, low-cost and effective manner with or without the assistance of an advisor Avoid investments
which are designed to be sold, not bought Select advisors who give great service and advice at a fair price
Become a millionaire within five to ten years of residency graduation Use a "Backdoor Roth IRA" and
"Stealth IRA" to boost your retirement funds and decrease your taxes Protect your hard-won assets from
professional and personal lawsuits Avoid estate taxes, avoid probate, and ensure your children and your
money go where you want when you die Minimize your tax burden, keeping more of your hard-earned
money Decide between an employee job and an independent contractor job Choose between sole
proprietorship, Limited Liability Company, S Corporation, and C Corporation Take a look at the first pages
of the book by clicking on the Look Inside feature Praise For The White Coat Investor "Much of my financial
planning practice is helping doctors to correct mistakes that reading this book would have avoided in the
first place." - Allan S. Roth, MBA, CPA, CFP(R), Author of How a Second Grader Beats Wall Street "Jim
Dahle has done a lot of thinking about the peculiar financial problems facing physicians, and you, lucky
reader, are about to reap the bounty of both his experience and his research." - William J. Bernstein, MD,
Author of The Investor's Manifesto and seven other investing books "This book should be in every career
counselor's office and delivered with every medical degree." - Rick Van Ness, Author of Common Sense
Investing "The White Coat Investor provides an expert consult for your finances. I now feel confident I can
be a millionaire at 40 without feeling like a jerk." - Joe Jones, DO "Jim Dahle has done for physician financial
illiteracy what penicillin did for neurosyphilis." - Dennis Bethel, MD "An excellent practical personal finance
guide for physicians in training and in practice from a non biased source we can actually trust." - Greg E
Wilde, M.D Scroll up, click the buy button, and get started today!
Communication Essentials for Financial Planners Jan 07 2021 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.
Investing 101 Jan 19 2022 This hands-on lesson in investing keeps you engaged as you learn how to build
a portfolio and expand your savings.
Stop Asking for Referrals: A Revolutionary New Strategy for Building a Financial Service
Business that Sells Itself Jul 01 2020 Financial industries coach and consultant Steve Wershing provides
financial services professionals with the newest, most effective sales and marketing strategies for getting
questions-great-financial-advisors-ask-and-investors-need-to

more referrals than ever.Stop Asking for Referrals helps financial services professionals ensure that clients
mention them to their friends when the opportunity arises. It guides advisors through the process of
designing a communication strategy to promote referrals, teaches them how to have “the new referral
conversation” with clients, and shows how to utilize the changes to promote referrals from other
professionals and “centers of influence.” The book provides systematic advice on how and why to define a
target market niche, communicate messages effectively, and harness the natural, normal social interactions
of clients to serve marketing efforts—all without intruding on their lives or making them feel
uncomfortable.
Values-based Financial Planning Jun 19 2019 Whether you're already well-to-do or just beginning to build a
nest egg, this book will help you to make smart financial choices based on what's important to you ...
Who's Investing Your Money? Mar 09 2021 Are you very interested in making sure that your hardearned money is invested wisely? Hiring the wrong advisor will put that goal in jeopardy. Every day,
affluent boomers, business owners and farm families engage financial advisors they should not be hiring.
Advisors who quite often do not have the knowledge and expertise to manage their clients' wealth
effectively. Does the person or group investing your money understand how the financial markets and the
world's economic climate will impact your nest egg? In this book, you will learn how to ask the right
questions to select the best investment advisor for your situation. With the information I provide, you will
be well-advised and will make the best decision for you and your family. You can be sure the next financial
advisor you engage will be the best advisor your money can buy.
Wealth of Wisdom Apr 10 2021 A critical resource for families managing significant wealth Wealth of
Wisdom offers essential guidance and tools to help high-net-worth families successfully manage significant
wealth. By compiling the 50 most common questions surrounding protection and growth, this book provides
a compendium of knowledge from experts around the globe and across disciplines. Deep insight and
thoughtful answers put an end to uncertainty, and help lay to rest the issues you have been wrestling with
for years; by divulging central lessons and explaining practical actions you can take today, this book gives
you the critical information you need to make more informed decisions about your financial legacy. Vital
charts, graphics, questionnaires, worksheets and other tools help you get organised, develop a strategy and
take real control of your family's wealth, while case studies show how other families have handled the very
dilemmas you may be facing today. Managing significant wealth is a complex affair, and navigating the
financial world at that level involves making decisions that can have major ramifications — these are not
decisions to make lightly. This book equips you to take positive action, be proactive and make the tough
decisions to protect and grow your family's wealth. Ensure your personal and financial success and legacy
Access insight and data from leading experts Adopt the most useful tools and strategies for wealth
management Learn how other families have successfully navigated common dilemmas When your family's
wealth is at stake, knowledge is critical — and uncertainty can be dangerous. Drawn from interactions with
hundreds ofwealthy individuals and families, Wealth of Wisdom provides a definitive resource of practical
solutions from the world's best financial minds.
Practice Made Perfect Jul 13 2021 When financial advisers need guidance on running their business, they
turn to Mark Tibergien, the most prominent, most respected authority and hands-on consultant on the
science and practice of managing financial advisory firms. Together with Moss Adams colleague and
principal Rebecca Pomering, they have combined their years of research and analysis to write the definitive
book on the subject. The authors first identify how to assess the business and evaluate oneself as a
manager. They then present strategic-thinking issues—such as practice models, business plans, and
differentiators—in a Socratic style. This is followed by a detailed overview of critical topics, from financial
management and human capital to IT and marketing—encompassing the management skills, approaches,
and mindsets needed for success. With management tools, worksheets, and industry statistics, Practice
Made Perfect is the authoritative book from the industry's expert.
The Financial Advisor's Success Manual Oct 24 2019 You may have heard that financial service firms aren’t
traditionally designed for serious growth. Well, they were wrong! Do you want to become a million-dollar
financial advisor, boost client satisfaction, and dramatically expand your business? The Financial Advisor’s
Success Manual provides all the answers and strategies you need to do just that.Complete with proven
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techniques, expert insights, and practical tips to maximize your profitability, this one-stop guide will show
you how to break the cycle of moderate growth by teaching you how to:• Develop a differentiation strategy•
Define and implement your six core client-facing processes• Balance the cost of services with the value
delivered• Enhance client loyalty• Perfect your personal marketing and sales approach• And more!You
didn’t start your financial services firm with a goal of modest gains. So don’t settle for that! By
implementing the methodologies and strategies in this manual, you can grow your business beyond your
wildest expectations--all while serving your clients better.
Success as a Financial Advisor For Dummies Jul 21 2019 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.
The New Advisor Guidebook Jan 27 2020 This is an exciting time to be an academic advisor—a time in
which global recognition of the importance of advising is growing, research affirms the critical role advising
plays in student success, and institutions of higher education increasingly view advising as integral to their
missions and essential for improving the quality of students' educational experiences. It is essential that
advisors provide knowledgeable, realistic counsel to the students in their charge. The New Advisor
Guidebook helps advisors meet this challenge. The first and final chapters of the book identify the
knowledge and skills advisors must master. These chapters present frameworks for setting and
benchmarking self-development goals and for creating self-development plans. Each of the chapters in
between focuses on foundational content: the basic terms, concepts, information, and skills advisors must
learn in their first year and upon which they will build over the lengths of their careers. These chapters
include strategies, questions, guidelines, examples, and case studies that give advisors the tools to apply
this content in their work with students, from demonstrations of how student development theories might
play out in advising sessions to questions advisors can ask to become aware of their biases and avoid
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making assumptions about students to a checklist for improving listening, interviewing, and referral skills.
The book covers various ways in which advising is delivered: one-to-one, in groups, and online. The New
Advisor Guidebook serves as an introduction to what advisors must know to do their jobs effectively. It
pairs with Academic Advising Approaches: Strategies That Teach Students to Make the Most of College,
also from NACADA, which presents the delivery strategies successful advisors can use to help students
make the most of their college experience.
KNOCK-OUT NETWORKING! Aug 14 2021 Knock-Out Networking! is based on Michael Goldberg’s
proven system for attracting more prospects, more referrals, and more business to the pipeline. These
proven approaches have helped thousands of sales reps, sales managers, business owners, and job
searchers change the way they develop relationships. And they will do the same for you!
The Safe Investor May 23 2022 Investing information is everywhere; there are blogs, newspapers,
magazines, and cable TV shows all dedicated to helping individuals invest in smarter and more successful
ways. Yet despite all the efforts to educate the public on investing, most people still feel uncomfortable with
how they should actually invest their money. Recent predictions about slowing economic growth,
historically low interest rates, and volatile markets have investors scratching their heads about what to do
with their money. And more than ever, people are scared about whether they can grow their money enough
to last through their lifetime. Expert investor Timothy McCarthy has spent the last 30 years in the US and
overseas providing investment solutions to individuals and their advisors. He believes that understanding
how to create a truly globally diverse portfolio while applying the magic of time will help all investors
navigate risky markets. McCarthy also explores the fundamentals of picking and evaluating financial
advisors for those who want to understand the principles of investing but not actually do the work
themselves. McCarthy helps guide the reader along a straightforward path to investment success by telling
engaging and actual stories to illustrate each of his seven lessons of successful investing. The Safe Investor
will help even those readers with little interest or aptitude for finance to be comfortable in knowing what to
do to manage their life investment plan and how to manage their own advisors.
Storyselling for Financial Advisors Mar 21 2022 Learn what makes a client trust you to be their
financial advisor. Put the power of story telling into selling financial products. The authors explain the
process of making these intuitive connections, then translate their findings into understandable and
practical strategies that any financial professional can use. They present actual stories, including many by
Warren Buffet, one of the greatest "storysellers" of all time. These actual stories can help financial pros tap
into the "gut reaction" of different types of clients. the book also includes special topics on communicating
to women, the 50+ market, and the affluent.
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