Beyond the Crisis -
Opportunities to Grow

Your Business!
Part 2
Dare to Dominate

~ With FINAN
E£rin Botstord ADVI

. For financial professional use only - not for distributio

CIAL
SOR




Presented By

FINANCIAL ADVISOR

As younger advisors try (0 steer a cowse
o0 thair own Carvers, they also show that
the induatry itsel is changing.

fa-mag.com

For financial professional use only - not for distribut



Erin, Dominate...Right Now...??

I did it 3 times...so trust me when I say it can be done!
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Who is Erin Botsford?
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One Advantage We All Have Now

e Clients and prospects are all at home...
waiting for your call

Pick up the phone and call!

B
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Review 5 Keys to Conquering the
Crisis

Realize Confidence is Key

“Put Your Own Mask on First” — Fear & Worry Manager™

Decide to Dominate — COVID Exercise

Step up and Lead

S B b

Focus on the Positives

For financial professional use only - not for distribution to the general public



#1 — Make a Decision

e | decided to do 2 things
e Dominate Dallas
e How can you do it?

Key: you need a large commitment to maker this happen
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How to Dominate

1. Find ways to get in front of more people
2. Need them to say “yes” to working with you/your firm
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Getting in Front of Prospects

e One of 9 Prospecting Methods
e “Out to Lunch Bunch”
e “Compliment and Ask Questions”

\ Ask: who would you
suggest | get to know?
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Out to Lunch Follow Up

Immediately call each person @
Invite them to lunch

Send hand-written note
Add to newsletters & seminars

Give them the gift of talking about themselves

For financial professional use only - not for distribution to the general public




Domination Takes Activity

Mantra: breakfast, lunch, cocktails, dinner...repeat

S
L
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Theg 'Ll remenmoer you as

the ‘Interviewer’

Up Next: converting prospects into clients...
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Mastering the Sales Process

« Don’t lead with Investments or Insurance

Products
« You need to differentiate yourself from the

competition

Be Open: This may mean a huge shift in your thinking
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Approach Talk

| EAD with Risk

First prospect meeting =
Prosp g Manage ment!

My “Secret Sauce”

This process involves a lot of psychology!
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Tell Your Story

* Key: Include painful life lessons
» | start like this...

“You may be wondering how I got into this business and why I’'m
uniquely qualified to help you with your financial planning”
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Talk about Lessons Learned

My Lessons:

e Money Buys You Choices

e Choosing someone to trust with your money is a big
decision

e Can you see why prospects are willing to listen to me?

SO WHAT’S YOUR STORY?
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| Begin the Discussion

e “Today, I'd like to focus on what you’ve done
in terms of risk management”

Low Range High Range

S2M X 10 = S20M

Transfer
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Risk Management Topics

e Disturbing Tracts = Potential Pitfalls
e Example Scenarios

I have literally gotten the vast majority of my clients
without ever discussing my investment process!
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The Key to Getting Referrals
#1

« Articulating how you get paid ¢ paid in 3 ways!

« Create an expectation for referrals I g;ntgoductians-"

« Be clear, scripted and direct
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Dress for Your Audience

#2

. Mirror your target market | U5
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Greeting System

¥

« Greet them within 2 minutes Welcome

« Welcome “Mr. & Mrs. Smith” on monitor
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Seating System

« Women Retain Absolute Veto Power
. Seating Psychology:

. Always seat the woman...
at the head of the table
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#5

Founder’'s Video Message:

1

2
3
4,

Sets the stage

Establishes credibility
Shares your story effectively
Maintains your philosophy

| 2

FOUNDER'S VIDEO

Erin Botsford
CEO/Founder
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#6

e Biggest reason: Positioning Purpose
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#7

PEOPLE ARE MORE interested in working with someone

who is relatable
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My Gift For You

“22 Risk List” to help you now
Plus Free “Office Hours” -
Thursday, May 21, 3:00cst

¥ Download Now

www.erinbotsford.com/famaqg
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Next Presentation...

e “Dominate Your Marketplace — Part 3”
e Monday, June 1 at 3:00 pm CST

I'll share my tips on how to “Build Your Machine”...Pre-register now

Q& A Time?

www.erinbotsford.com/famaqg
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CE CREDITS N

This webcast qualified for the following continuing education credits:

« The CFP Board — 1 hour
* Investments & Wealth Institute™ (previously known as IMCA) — 1 hour

If you would like to receive credit for participating in this live webcast, please follow the directions below.

*NOTE: YOU WILL HAVE 10 DAYS AFTER WATCHING THE LIVE WEBCAST TO REPORT FOR CREDIT VIA OUR WEBSITE.

Financial Advisor Magazine will then report to The CFP Board and Investments & Wealth Institute™ on your behalf. After 10 days, the webcast will no longer
be available for reporting.

1. Visit our website: http://www.fa-mag.com/ce_center.php
2. Select the designation you would like to report the webcast to.
3. If you have already registered to complete and report CE credits with us, please login using your username and password.

If you are new to our CE Center, please complete the registration form in its entirety. (Note: You will need to supply your ID# generated from Investments
& Wealth Institute™.)

4. Once you are logged in to your CE Center account, SCROLL TO THE BOTTOM OF THE PAGE to find the list of CE exams and webcasts we
offer. (Please read the important information on that page regarding the CE reporting process.)
5. Click on the webcast you attended, complete the short questionnaire and print the “Certificate Of Completion” page for your records.

6. The webcast credit will be reported by Financial Advisor Magazine the first week of the new month for the previous month. Allow 10 business days for the
credit to be posted on your account.

If you have any questions regarding CE credit reporting, please email Heidi Pope at heidi@fa-mag.com

To view the slides and a recording of this webcast please visit:

http:/lwww.fa-mag.com/BotsfordMay18

For upcoming webcasts, please visit: http:/www.fa-mag.com/webcasts.html
Please send your questions, comments and feedback to: jrhatigan@fa-mag.com



