Sales Strategies for Financial Advisors — Table of Contents
The program has been divided into three sections, Sales, Marketing and Motivation.

There are 281 videos, 106 audios, 12 eBooks and 7 Sets of Scripts
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Maximizing your Prospecting Time

Working from Home or Remotely




Telephone Strategies

Prospecting Methods

Pre-Approach Letters

Call Reluctance
Advantages of Cold Calling
Telephoning Opportunities
Preparation

Setting Objectives
Warming Up

Opening Statements
Developing Telephone Rapport

Overcoming Objections
Commitment

Attitude is Everything

Section 2 - Prospecting

Prospecting

Referrals Overview
Qualifying Referrals
NLP & Referrals

Referral Champions

How to Network

The Elevator Speech with Olympian lan Rose
NLP & Networking

How to Market & Promote Yourself

Working with Top Executives



Contacting Top Executives

Workshops for High Net Worth Clients
Seminars & Presentations

Planning your Presentation

Planning your Presentation Part 2
Planning your Presentation Part 3

Interview with Top Producer Brent Walsh
Attitude & Motivation

Google Advanced Search Strategies

LinkedIn



Section 3 - Selling

Pre-Call Planning

The First Appointment

Dress for Success

Developing Rapport Using NLP

Advanced NLP Techniques to Develop Rapport
Bringing the Fact Find Alive

Left & Right Brain Selling

Overview
Moving from Left to Right Brain Selling

How to use Visual Aids

Your PowerPoint Visual Aids
Priority Questioning

Story Telling & Service

Questioning & Listening

Overview

Questioning Skills & NLP

Questioning Techniques

Benefits of Asking Questions

Open Questions

Closed & Indirect Questions

Paraphrasing, Mirroring & Alternative Questions
The MASTERY Strategy

Bringing it all Together

Listening Techniques

The Follow Up Appointment

Closing & Overcoming Objections



10 Habits of Successful Advisors

Personality Styles

Body Language

Body Language & NLP

Neuro Linguistic Programming



Introduction

What is NLP

Principles of Success
Setting your Goals
State & Rapport
Prospecting

Pacing & Leading
Networking
Presentation & Closing
Developing Rapport
Presentation & Closing
Reframing & Anchoring
Chunking
Remodelling
Metaprogrammes

Part 4 Marketing

Changes to your Online Strategy

Blogging & Article Marketing

Your 10 Touch Plan




Video Marketing

Video Strategy — Hardware and Software

How to Use Video in Business

Creating Your Videos



YouTube Strategies

Live Streaming Video

Facebook
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Creating Visual Content

Instagram

Pinterest

Social Media Tools

Section 5 — Goal Setting & Motivation

Goal Setting & Motivation

Winners & Losers
Setting & Achieving Your Goals



Goals Workbook

How to be more Confident, Assertive and Happy

Introduction

What is Confidence

Where Does it Start

The Fear Factor

Self-Talk

Personal Power

Tips & Tricks

Assertiveness

Assertiveness in the Workplace

Letting Go
Taking Action

Walking with Tigers

Working with Top Producers
Personal Observation
Business Observation
Attitudes

Dreaming & Believing

Goal Setting

Reward Yourself

Mixing with Positive People
Business Practice

The Business Plan
Delegation

Technology

Time Management
Prospecting & Referrals
Mixing with the Right People
Selling Dreams & Passions
Organizing your Life
Creative Thinking
Perseverance
Self-Development

Honesty & Integrity
Self-Responsibility & Attitude
Life Balance

Change, Belief & Focus

Fun

Quotes from Tigers






