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Objective

How can Financial Advisors approach individuals who are old (or new) friends and expand the relationship
to one that is both social and business?

How?:

Addressing why people are hesitant (or prefer) doing business with friends, how successful people prefer to
be approached, three strategies to approach and ten “one liners” to use in social situations.

What Does the Seminar Contain?

Why Haven’t They Approached You Yet? Strategy One - Increasing Their Understanding:
= With audience participation establish why = Six steps to procedure - Explained in scenario
friends are reluctant to do business with people format
they know? * Things you address in conversation - Myths to
= Review ten reasons why friends are hesitant and dispel

strategies to address situation
Strategy Two - Winning Them Over:
Why Do Friends Prefer to do Business With

People They Know? = Investing in the relationship

» Requesting specific referrals

= Six points in the Financial Advisor’s favor = Utilizing: “How’s Business” as an opportunity
=  Why you should do business with friends?
Strategy Three - Asking For Business:

How Successful People Want to be Approached: = How to look for the opportunity

= Based on interviews with HNW individuals = Seven step approach - Explained in scenario
= Seven characteristics providing a good comfort format
level

Short Term Direct Approaches:

Introduction of Three Ways to Approach Friends: | Five (or ten) “One liners” to easily use in social

=  Overview situations
* Time and potential of risk to relationship

Action Plan:

= Two page step by step procedure to implement strategy.
= Includes measurable deliverables at each step
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What Do Advisors Say?

= “This has been the most helpful two hours I have attended in three
years in the business”

= “Would have liked more time to go over everything”
= “The subtle way of approaching friends and damily”
= “Ideas what to say in certain situations”

= Action Plan - Contacting/Winning wealthy
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