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TELL Your Story, Don’t SELL Your Story

WHO I DO 
IT FOR 

I Do My 
Best Work With…

WHAT I DO
The Value I Add

WHAT IT 
COSTS

How I Charge



Not 
INFORMATION

Your Value Is 
ADVICE



Advice
Experience

the ADVICE

COST
“Price is only 
an issue in 

the absence 
of value.”

VALUE

the PRODUCT
Features & Benefits
Deliverables & Returns



CONFIDENCEof

W H I C H  I S  W H Y  F I N A N C I A L  A D V I S O R S  N E E D  T O  G E T  O V E R  T H E I R



SHOW UP AND TELL

Your Story
UNAPOLOGETICALLY



DANGER: SALESPERSON



The
Background 

Noise

BREAK 
THROUGH



Noise-Maker Salesperson

THE Sweet SPOT
PERSUASIVE 
EDUCATOR



WHAT I DO
Shifting Focus

FUNCTIONAL EMOTIONAL

SELLING 
(cost)

SERVING 
(value)FE
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WHO
I DO IT FOR

Clarity of who you do your best work with

Enables specialization and

Creates gravity



Accelerate Your Success

Gain Back Time & Freedom

Build Wildly Successful 
Business And Life That 
You Love

THE VALUE
THEY WILL 
RECEIVE



WITH PROSPECTS

I’ve helped a lot of clients with ____________________.

Be sure to consider ______________________________.

Lots of people make the mistake of ________________.



3 QUALITIES
of a “right” client

MOTIVATED ABLE TO SEE 
THE VALUE

WILLING 
TO PAY

FIT YOUR IDEAL CLIENT PROFILE / NICHE, AND…



MAKING 
IT POP!
Putting it All 

Together



I HELP _________________________ 

TO ____________________________

SO THAT THEY CAN

_______________________________,

_______________________________,

AND __________________________.

In Practice
BUILDING YOUR STORY MESSAGING EXERCISE

CRAFT YOUR STORY
in your workbook



APPLYWATCH & 
READ ACT

• Complete the Building Your Story 
Messaging Worksheet and Messaging 
Wheel Worksheet to get clear on and 
master your brand message.

• Use the Brand Brief Tool and Brand 
Design Template to determine or refine 
your brand. 

• Practice “telling your story” out 
loud 3x day for 30 days 
(add to Success Shifter)

• Update your website value 
proposition, brand messaging 
and storytelling strategies.

• How to Define Your Value, Stephanie Bogan

• Scripts, Nick Murray

• Mastering Marketing As A Solo Advisor By Simply 
Sharing Your Authentic Self, with Eric Roberge, 
Michael Kitces

• Storyselling for Financial Advisors : How Top 
Producers Sell, by Mitch Anthony and Scott West

• 6 Key Value Propositions a Good Financial Planner 
Can Provide, Michael Kitces
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