Telling your
story defines the

value you deliver
to clients.

@ Your messaging needs to express the value you
offer to your clients, along with why and how you
LIMITLESS are positioned to deliver that value. Your messaging

should cover:

Whom you serve, your target client profile
What you offer, including benefits, experience,
outcome, emotional state, etc.

What specific problems you solve

Your approach to solving them

The before and after state of working with you
Why you, rather than any other advisor

Proof points, demonstrate proof of concept

All of these ideas need to be expressed quickly and
succinctly in a few sentences that you can share in
a clear, concise and confident way.




VALUE MESSAGING WORKSHEET

Complete this worksheet to help you clarify, define and package your brand messaging points into a
clear, concise and compelling prospect story.

IDEAL CLIENTS
Who are your ideal clients? List the top 5-10 characteristics of the clients your message intends to attract.
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Blue collar business owners

Retiring / selling in 3-5 years

Married with grown children

Success or exit strategy needs

$1M+ assets (concentrated 401k); future sale proceeds

FROM HERE | BEFORE STATE

Worked hard; Big ?s (how much
need, what do next); hate paying

taxes; inconsistent cash flow; not
sure what to do with cash or how to

plan for big transition;
scary/uncertainty

WHAT I DO
What | Do & The Value | Add

6
7
8.
9

10.

Lives in or near town

Diligent savers

Millionaire next door types

Ready to thinking about / plan for exit

Sees value in professional advice

SOLUTIONS & BENEFITS

Transition planning for SBOs;
Inv Mgt to desrisk and optimize;
Planning for risk mgt, cash flow,
estate planning;

=align your capital with what’s
important to you

TO HERE | AFTER STATE

Safeguarded $ / realized value
from lifetime of work

Took the leap with confidence

Retirement paycheck, peace mind

What is the work you do? And what is the main impact, outcome and/or experience you help to
create with your work?

I help owners of blue-collar businesses owners to plan a retirement-ready exit strategy...so they can reduce their taxes, maximize the value of their business and turn their
lifetime of hard work into a steady retirement paycheck and peace of mind.

THE VALUE OFFER

Describe the 3 key (clien-
centric) outcomes you help
create. Include 2-3 points that
support these points in more
detail.

3 KEYS

Define the 3 messaging points
that best support your role,
approach you take and process
you follow for delivering value.

Key Outcome #1:

SECURE & INVEST WISELY (portfolio value)

Supporting Points

1 Derisk and reduce expenses

2 Protect & grow wisely

3 Optimize cashflow & value

Define key points regarding
the ROLE you play as their

Financial Advisor

1 Expert in your situation

2 Problem solving partner

3 Trusted advisor

Key Outcome #2:

PLAN & PREPARE (planning value)

Key Outcome #3:

TRUSTED GUIDANCE (personal value)

Supporting Points

1 In-depth financial review

2 Leverage FP strategies

3 Experts in bus transition planning

Define key points regarding
the APPROACH you play as

their Financial Advisor

1 Personal, in-depth review

2 Best Strategies meet Best Interests

3 Collaboriative, Client-Centric, CFP(r)

Supporting Points

1 Navigate life changes

2 Know this: planning & personal

3 Simplify, solve, peace mind

Define key points regarding
the PROCESS you play as

their Financial Advisor

1 Max. portfolio value

5 Areas of plannin
2. P g

3 Simplify, Organize, ...

NS



PUTTING IT ALLTOGETHER

Use this outline to help you put the key points of your brand messaging into a story script
to help guide your conversations.

THE SIMPLE STORY MESSAGE
Turn your key points into simple, value-based explanation of what you do, the value you add, who you do it for and, ultimately,
the fees that you charge.

Blue-collar business owners, realize time to think about retirement (spouse usually pushing), know need to sale / succession soon but
a lot of uncertainty, not sophisticated about money, know hate paying taxes and want consistent retirement income; help them to
understand their financial situation and what it means to them, get clear about options and advise and design portfolio value (derisk,
reduce expenses, withdrawal sequencing, etc.), add planning value by reducing tax liabilities, covering risk management and better
aligning capital w/goals and what’s important; personal guide and trusted advisor to help plan.

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

| help blue collar business owners to transition biggest asset Ie) that they can keep more of their money , invest wisely a nd retire with confidence

1 own a financial planning firm that...

- helps blue-collar businesses owners get clear on their options as they start thinking about retirement.

- helps blue-collar business owners create a financial plan & exit strategy that turns their lifetime of hard work into a steady retirement paycheck.
- specializes in business & fin-planning for owners of blue collar businesses, ones that invest a lifetime of work in communities, ex. owner of the
plumbing shop that’s been around for 22 years ...

WHAT
1DO

We help organize & optimize your financial life, get clear on your options and align your capital with what’s most important to you as you plan for a
major business transitions and life change. There’s a lot of deep work that goes into that, but the simple way to explain how we add value to your
THE financial life is that we...
VALUE - help you safeguard your success & invest it wisely; optimize portfolio value, minimize risk-expenses-taxes...
OFFER - provide in-depth review, advise on FP/Exit strategies best suited to turn sale into steady retirement paycheck
- my role: be here every step of way, applying know-how to help you navigate fin life w/ confidence

Example of APPROACH key on prior page.

We believe the best way to help you make the most of your financial life is to start with an in-depth review of your financial life. This helps us learn
3 KEYS  what matters most to you S0 we can answer your big questions, understand your options and design a plan that leverages the best strategies your
situation and goals, answer your big questions and help you navigate your options that best support the sale of your business.

HOW | CHARGE
My fees for (financial planning) are...

My fees for planning clients are $10,000 for the initial financial plan and $5,000 a year for on-going planning and advice. Fees for investment management are charged
separately, at a flat rate of 1% of the assets, billed quarterly.

See Finding Your Fee Model and Figuring Out Fee Changes lessons for detailed examples for quoting different fee models.
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