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Selling to Contemporary High Net Worth Prospects
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Identifying with Your Purpose A [FE/R K B¥f (17:02) - Manny Amezcua S 3% /R - FIHF2% FE R

Undoubtedly, the most challenging aspect of being a financial professional is getting in front of
people. There's a constant stream of rejection, and it can be challenging to come to work every day.
According to field leader Manny Amezcua, creating and sharing a Purpose Statement is the best way
to ensure focus and determination. An additional factor in adhering to your Purpose Statement is daily
reflection. What went well? What didn’t? What can you do to improve? Did your actions reflect your
purpose? By soliciting and accepting feedback, Amezcua was able to change his approach so it more
closely aligned with his purpose. In order to evaluate your success, you must also look at the
numbers - how many appointments you booked versus how many you kept. Combining the numbers
with the less tangible sense of purpose creates actionable results that will allow you and your
business to grow.
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Using the Power of Why in Your Approach #F “At4” #/1&(14:15) - Randy Taylor =

In this interview, industry expert Randy Taylor of Taylormade Leadership discusses how to
differentiate yourself and approach prospects in a new way by connecting to your "Why". Randy
shares a process to enable you to connect with your purpose and craft language so you can articulate
that message in the marketplace. Randy will help you identify with your emotional connection to the
business, attach a story to your "Why", and script out language that you can internalize to differentiate
yourself and connect with prospects and clients.
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Joey Davenport, president of Hoopis Performance Network, talks about the need for life insurance,
and why consumers procrastinate purchasing it. He says that 43% of consumers are afraid of making
a mistake in their financial decision planning. Joey talks about the mistrust in the marketplace and
how as an advisor there is an opportunity to debunk this. He gives examples of what one can do in
the marketplace to bridge this trust gap.
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The Link Between Mental Wellness and Financial Wellness D> E{EFESEMZEFEZ BHBER
(8:41) - Jane Blaufus i * fi% &7

Mental lliness and personal finances tend to be taboo topics that no one likes to acknowledge or talk
about. Author and Speaker Jane Blaufus says that mental and financial well being go hand in hand.
She provides the three key stressors in a persons life which is: personal and household finances,
budgeting and unexpected expenses. Jane gives best practices for financial advisors to help their
clients avoid a lot of stress and anxiety by meeting with soon to be married clients to talk about these
issues and put a game plan together so there are no surprises later on. She also provides advice to
advisors who have group insurance client some of the value add tactics that they can bring to the
table as well.
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Interweaving Virtual Networking with Traditional Networking ¥ M 4&3t38 5445438 AH H AT 4R
(5:11) - David Fisher #% - 314

Interested in creating more relationships, developing trust between you and the people in your
network, or finding more business opportunities? David Fisher of Rock Star Consulting shares
insights on how incorporating online networking with traditional methods can work to do all of these
things with a low investment of time and energy. Learn how interweaving both methods of networking
can be a powerful way to get connected with the right person, at the right time, with the right
information.

PR NBETE L I NIKOR, FEIRRAA A B A5, 8 FHREZ BN5HL=? Rock Star
AT IR D RE AR F TS, SRR U M4 5 M Gert SRS &, R
(B R ARG JJ PN, B R BIFTA B br. MR T A, WPl ax w28 07 A e — e, B —
A 7730, B ARAEIERA B 1)L e IR (S S5 IER NS R



