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Agenda

Introduction

• Client engagement

• Illustrations and toolkit

• Positioning and time management

• Questions

Big DISCLAIMER – This is my model of the 
world. All of these ideas are modular, 
transferable and have been tested for 

compliance within my practice and dealer 
group. You will need to make your own 

enquiries if adopting this approach.   
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1) Client Engagement

• Starting with the right question.

Using the agenda format.

Additional questioning tools.

• Discovery workbook and client experience.

Sharing some ideas.

• Visual progress to an outcome.

“Where am I in the process?”
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The 
best
APP 
on 

earth!
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2) The power of pictures!

Using illustrations in practice.
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Visual progress to an outcome
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Let’s talk about direct property, 
lending and home loans…….
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Positioning

with a story that makes sense and 
connects.

I will remember the story and the 
pictures long after I have forgotten 

the numbers.

Listen to the clients language for clues!
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3) Success & Time Management
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How Planners spend their days….

The delivery of advice and customer service has become overly complex and confusing for the consumer and the advice professional.

C.A.S.H.
Client facing
Activities
Sales / Strategy / Service
Harnessing

C.R.A.P.
Compliance
Reporting 
Administration
Politics /Product
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Thank You

• Additional services: 

• Books, Workshops, Professional 
Development Days.

• Questions.
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