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FEATURES & BENEFITS
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FUNCTIONAL

SELLING

WHAT | DO
Shifting Focus

« EMOTIONAL

PROJECTIONS
PRICE

* SERVING
PARTNERSHIP
VALUE
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Your Value Is
ADVICE

INFORMATION






WHO | DO |T FOR

© C/Of/l‘y regarding who you do your best work with

© Enables specialization and

© Creates gravity
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Two Reqguirements
1.
2.

Clear Client Avatar

Compelling CTAs
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Demographics
1.
2.
3.

Pain Points

I

2l

—
S—
[
—
—
—
—
—
—
3_\\

Demographics

Age 50+
S1MM-+ Investable Assets

Low Expenses, Zero Debt

Pain Points

Tsunami of RMDs

Surviving Spouse
Lacks Expertise

Not Where They Want
to Spend Time

Worried about Making Mistakes

Client Avatar

Demographics

Profession (e.g., Optometrist, SLP, Dentist)

Employer (e.g., Intel, Amazon, Qualcomm)

Employment position (e.g., Senior Developer, C-Suite)
Compensation type (e.g., W2, RSUs, Contractor)
Marital/dependent status

Age or generation (e.g., Millennials, Gen X/Y)

Income

Tax bill (e.g., paying $300,000+ in taxes per year)
Savings rate or amount (e.g., saving 70% of income, maxing out
retirement accounts)

Business owner (gross revenue, # of employees, Pre IPO)
Geographic location

Pain Points

“Don’t know what we don’t know”

Make work optional

Organize and simplify finances

Mitigating taxes while working
Navigating/maximizing/understanding complex comp
SSS stuck in business (how to sell a fund retirement)
Career stagnant

Starting a business

Student loan debt

Cash flow challenges

Liquidity event, inheritance, death, divorce



"Price is only
an issue in
the absence
of value.”
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DEFINE FINANCIAL e B cone P'an i
Remarkable
Retirement
» Optimize Income b Minimize Taxes i %

Retirement Planning For Individuals Over Age 50
Get started with YOur Free

REDUCE TAXES- INVEST SMARTER - OPTIMIZE INCOME
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SHOW UP AND [ ELI

Your Story




MAKING
T POP!

Putting It All
Together




TELLING MY STORY MESSAGING WHEEL

FUNCTIONAL NEEDS

T
RELATIONAL NEEDS

MESSAGING WHEEL

v Belle1lmome \

Max 55
Analyze pension ;
o i

'Appruach Flduclary\

Trusted partner
Tranparency
Parter not presenter
Best interest
Fears
\
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MESSAGING WHEEL

FUNCTIONAL NEEDS
P

" Lowertaxes .
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your financial life
Focused on you &
your life
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RELATIONAL NEEDS

Porfolio

Paosition:
Approachable
Pleasant Financial

convos

Clarity that you have.

what you need

PAM.
What she needs &
wants

Who she is
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PLEASANT
WEALTH

Trusted
Financial Advisors

Pleasant Financial Conversations
with Liz HQ!".Ei_. CFP&E
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I n P rO Ct i C e What I Do Worksheet

BUILDING YOUR STORY MESSAGING

Use this worksheet to frame your core messaging using simple techniques for communicating

what you do and the value you add.

| HELP I help to

so that they can
TO '
SO THAT THEY CAN o

Example: | teach people how to retire.
Example (extended): “| teach hard working retirees how to turn their savings into a secure
retirement so they canreduce taxas, max retirement income and retire comfortably knowing

I the money they worked hard for is now working hard for them.
What I do Script:
[ Limitless Sample

On a plane: I'm a business coach for financial service founders
« At anetworking event: I'm a strategy consultant & high-performance coach for growth-
A N D mindead founders ready to accelerate their success and grow their income/build value
without giving up their time and freedom
«  Ona website hero headline: Work with greater success. Live with Greater Freedom.

[ Help Version of What We Do:

Limitless Sample ) _ . L
| help growth-minded financial advisars tomsteﬁhemmmd_setﬂnd_meth'gdséo thatthey can
accelerate their success, drive growth, and gain back their time and freedom.

@ © Educe Inc. | Limitless Advisor o
Limitless materials may not be reproduced, used, or sold in whole or in part, in any manner, without written con-
sent or license For use by Educe, Inc.
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LEARN

How to Define Your Value, Stephanie
Bogan

Scripts, Nick Murray

Mastering Marketing as a Solo Advisor
By Simply Sharing Your Authentic Self,
Eric Roberge & Michael Kitces

Storyselling for Financial Advisors: How
Top Producers Sell, Mitch Anthony &
Scott West

6 Key Value Propositions a Good
Financial Planner Can Provide, Michae/
Kitces

Wi

APPLY

« Complete

the What | Do worksheet and
Messaging Wheel Worksheet to
get clear on and master your band
message

« Use

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

=

ACT

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

Update sales funnel and
prospect-process scripts and
communications to reflect
updated story messaging
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