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Challenges of the Financial Services Industry
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3 New Capabilities for Success

Behavioral
Coaching

New Connection Skills
Presence
Counseling Skills

Know You, Know Myself

Build business models
for generational client
experiences

Find blind spots - yours,

theirs, ours

Know how to address them Apply and promote
Improve decisions and lessons learned to similar
behavior market segments
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Life Planning
Goals Planning
Behavioral Assessment

Client Experience
Platform

Client Portal
Social Media Monitoring
Automated Marketing

The 6-Point CEO Management Plan

Sales Plan

Marketing Plan

Investment Management Process
Standards For The Client Experience

Mode And Means Of Addressing The
13 Wealth Management Issues

6. Operational Management Plan
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1. Sales Plan

/ Keveme Plan workeheet \ » Revenue from Existing Clients

Example
= Revenue from New Clients
$1,000.000
$800.000
$200,000
+ Average Cass $1,000 $2,500
- -
p .
P =
p
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2. Marketing Plan

= Define the Profile of the Client You Serve
Best

» Perfect Your Brand Strategy

= Refine Your Prospecting Plan
Be Seen
Be Heard
Be Read
Be Followed
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3. Investment Management Process

= \Wealth Builders

=  Attained Wealth

= Uber Wealth

Note: Asset Allocation does not assure a profit or protect against loss in declining financial markets.
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4. Standards for the Client Experience

» Create an Intentional Client Experience
Absolutes
Touch Points

» Use Technology to Create Personalized
Communication Plans

» Create a Special Events Strategy
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5. Mode and Means of Addressing the 13 Wealth Management

Issues

Nucleus/Center Cell
Mast Loyal Relationship

_© Cannon Financial Institute. All Rights Reserved.

Tax Planning
Distribution of Estate

Executor & Trustee Selection

Titling & Beneficiary Designations
Charitable Giving

Education & Family Support

Planning for Incapacity

Business Succession Planning
Executive Compensation

Retirement Planning

Banking & Credit Management

Risk Management & Insurance Planning

Investment Management

Knowledge is ot
no value unless
you put it into

practice.

ANTON CHEKOV

6. Operational Management Plan
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» Define Roles And Responsibilities
Business Development
On-Boarding Clients
The Client Experience — The Office
The Client Experience — Communication
The Investment Management Process
Managing The 13 Wealth Management Issues

= Assess

= Communicate

= Motivate




CANNON

« Explain how your
firm’s Philosophy
overlays the
investment
management
process.

« Outline three to
four points that
explain your firm’s
investment
Philosophy.

« Show how this
Philosophy is
different and helps
your clients
address their
issues and
accomplish their
financial goals and
objectives.

« Discuss two to
three facts about
your firm that are
relevant to your
prospect and
discuss how your
firm is different
from their present
provider or
alternatives.
Show how this is
important in
addressing your
clients’ issues and
helping them
accomplish their
goals and
objectives.
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« Discuss two to
three facts about
the People who
support your firm'’s
investment
management
process.

Show how your
firm is different
and how we help
our clients address
their issues and
accomplish their
financial goals and
objectives.

Discuss the two
components of
your firm’s
Process.

« Front Stage

« Back Stage
Show the prospect
how your firm’s
Process is
different and helps
your clients
address their
issues and
accomplish their
financial goals and
objectives.

 Use Performance
to validate the
investment
management
process.

« Show the prospect
how your firm’s
Performance
differs from their
present provider or
alternatives.

Your Investment Story
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The Six Ps
Philosophy Profile People Process Performance Price

« We create a win-
win partnership
with clients.

As the clients’
portfolios increase
in value, we also
win.

We also offer price
breakpoints to our
clients; the larger
the amount of
dollars we manage
for each client, the
lower the
percentage fee for
that client.

Show the prospect
how different your
firm’s Price is from
their present
provider or
alternatives.




Essential Client Connection Skills

Numeric Framing

Bridging

Languaging

Questioning Skills
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L Cannon Podcasts

HOSTED BY PHIL BUCHANAN

Enjoy insightful podcasts? Subscribe to hear Phil Buchanan and industry experts discuss
market trends, professional growth strategies, and the latest in wealth management.
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MONDAY M()RNIW?;}Q C U RV E E‘RI DAY CONNECT

Insights and inspiration that Inside look at industry Recaps and updates on the  Expert breakthroughs and
will fuel your entire week.  professionals' careers and lives. latest trends and insights.  their impact on the industry.
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