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«
There are 263,000 Financial Advisers in the USfa

How do we stand !I

out in the crowd omﬁi
Mmake ourselves

unigue?

+ Knowledgeable, caring, experienced
« Always here for my clients

« Comprehensive financial planning

« Fiduciary partner

« Feeonly
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Every bank looks exactly
the same.

L ongevity and consistency
makes us feel safe.

But this is not the future...

Match your brand,
Nnot the advisor next door.



T VALUE MESSAGING WORKSHEET
orksheet to help you clarify, define and package your brand m,
e and compelling prospect story.

IDEAL CLIENTS
Who are your ideal cliencs? Lisc che top 5-

1. BEverybody else does this, and |

don't because...?

. | don't do this and everyone else
does, because..”?
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PUTTING ITALLTOGETHER

Use this cutline lp you put the ke wr brand messaging into a story script
elp guide your rersations.

THE SIMPLE
Turn your key points In<o s! ased explanacion you do, the value you add.wh or and. ultimael

nd p
delivering value.

NOW TURN THE ABOVE LANGUAGE INTO A SIMPLE, SUCCINCT, STRAIGHT-FORWARD SENTENCE:

I help © sothat they can : and

THE
VALUE
OFFER







OW UP
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INTRO CALL:

"During our next meeting, | want to specifically learn
about what you hope to accomplish in retirement. We
will discuss specific activities, timelines, desired
income levels, and legacy goals. Learning about

these goals will allow me to craft a plan using my
specific expertise to create flexible income from your
assets while not overpaying income taxes.”

24 HOUR APPT REMINDER:

"‘During our call, we will discuss any questions you
have about your retirement plan and how my team &
| might best be able to help by creating a flexible
retirement income plan and making sure you aren't
overpaying your income taxes.”

PLAN PRESENTATION

"How do | make decisions with the cash flow in
the business?”

ADAM'S 3 POINTS:

1. Reinvest back in the business
2. Build wealth through the business
3. Solve for joy
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LEARN
MORE

Building a Story Brand, D. Miller
Brand Identity Breakthrough: How to
Craft Your Company's Unique Story
to Make Your Products Irresistible,
Gregory Dahl

Made to Stick, Chip & Dan Heath
Storyselling for Financial Advisors,
Scott West & Mitch Anthony

W
ADAPT &
w—  APPLY

Use your Value Messaging worksheet
to draft and refine your unique value
proposition (UVP)

Watch Mapping Your Marketing Plan
to insert your UVP into your
messaging

1

TAKE
ACTION

* Say your UVP out loud to yourself 30x so
you know it as well as you know your
phone number

* Determine where to insert your UVP
statement into your marketing

« Talk with your website designer about
where and how to incorporate your UVP
into your online messaging
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