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Morgan Stanley

Northwestern Mutual
FINANCIAL NETWORK"

a1l LPL Financial

'] AMERITRADE

Bankof America ”7/
Merrill Lynch

RBC
Royal Bank

RAYMOND JAMES®

3 UBS
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Ameriprise

Financial

Metlife

Pershing

Advisor Solutions=



What's A Frame?

The frame Is constructed
of those words the client,

the media, your team, or
anyone else usesto describe
what it isthat you do and

the way in which you do it.




The Five Levels of Framing™



How Do You
Want To Be

Framed?




1. Personal

How Do You
Want To Be
Framed?




2. Firm

1. Personal

How Do You
Want To Be
Framed?
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3. Team

2. Firm

1. Personal

How Do You
Want To Be
Framed?
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4. Advocate

3. Team

2. Firm

1. Personal

How Do You
Want To Be
Framed?
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5. Industry

4. Advocate

3. Team

2. Firm

1. Personal

How Do You

Want To Be
Framed?
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What the Best in the Business Don’t Want You to Know

WEALTH MANAGEMENT PRACTICE REFRAMES FOR THE TWENTY-FIRST CENTURY

OLD FRAME NEW FRAME

REFRAME 1
REFRAME 1 | provide my clients with
| provide my clients with comprehensive wealth management
one particular financial service. that begins with outcomes-based

financial planning.



Wealth Management Reframed




Areas of Wealth Management™

Financial Financial Financial
Planning Management Reporting

Investing

Risk Family

Management Continuity Trusteeship Philanthropy
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What the Best in the Business Don’t Want You to Know

WEALTH MANAGEMENT PRACTICE REFRAMES FOR THE TWENTY-FIRST CENTURY

OLD FRAME NEW FRAME

REFRAME 2 REFRAME 2
| sell to my clients. | partner with my clients.



Death of the Salesman...

or Saleswoman




What the Best in the Business Don’t Want You to Know

WEALTH MANAGEMENT PRACTICE REFRAMES FOR THE TWENTY-FIRST CENTURY

OLD FRAME NEW FRAME

REFRAME 3 REFRAME 3

| am the best at serving my clients My team is the best at serving
my clients.



! . Lone Ranger to Leader™




Surrender Independence

For Interdependence




What the Best in the Business Don’t Want You to Know

WEALTH MANAGEMENT PRACTICE REFRAMES FOR THE TWENTY-FIRST CENTURY

OLD FRAME NEW FRAME

REFRAME 4
My clients and my team work

together to define what value they
need and what value my team
can provide.

REFRAME 4
| know what is of value to my clients.



ClientWise Definition of a Team:

ClientWise defines a true team as a group of people who
are fully committed to mutually defined and extraordinary
success of the group as a unit and hold themselves

mutually accountable for the achievement of that success
as well as the methods by which that success is achieved.




If you want to go fast, go alone.
If you want to go far, gotogether!

— African Proverb




The Next Generation of Advisors




What the Best in the Business Don’t Want You to Know

WEALTH MANAGEMENT PRACTICE REFRAMES FOR THE TWENTY-FIRST CENTURY

OLD FRAME NEW FRAME

REFRAME 5
REFRAME 5 5 | build a legacy of business that

| allow clients to rent my services serves multiple generations to come.
until I choose to stop practicing.



The BIG FAT LIE

“We’ll always be there for you,

until we aren’t”




Where to begin?




part I YOU Gotta Believe

[
B
N
S

Part Il FIve Steps to Reframing Your Business
Part Il Now What?

Key Concept
@ Coaching Corner
@ Industry Insight The

° eXchange™
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The Wealth Management Reframe Process™

REFLECT
LISTEN Discover Your Value REFRAME

Noble Purpose

Your Team Ideal Client

CLIENTWISE

YOUR VALUE

VALUE
CREATION

CONVERSATION™
(Chapter 6)

DISCOVERED

Trusted Advisors Client Needs

Solutions



The Five Steps to Reframing
Your Wealth Management Business™

1 2 2 S
COLLECT DEFINE RENEW CREATE

Data Frame Relationships Advocates
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1. What is your noble purpose?

2. Who do you want your business built to serve?

2

. , , ,
DEFINE 3. What are this group’s main concern

Frame 4. What solutions will you provide to your ideal clients?

5. What other trusted advisors work with your ideal clients?

6. What team would you like to build to fulfill your noble purpose?

FORINTERNALUSEONLY®© 2018 ClientWise



Reframe Step 3: Build Your Frame™




Capability Deck

A capability deck is a client-oriented marketing
tool that conveys not only what you can do for the
client, but why you do what you do, who you do it for,

and how what you do is like no one else does. It Is an
excellent tool forcommunicating your reframe.




Reframe Step 4. Renew Relationships ™

1 2 ) 5
COLLECT DEFINE RENEW CREATE

Data Frame Relationships Advocates
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The Client Renewal Conversation™

» Start by inviting your clients to meet in person for the
Client Renewal Conversation™

» Come from a position of strength

» Planto meet with each of your clients to introduce
your new frame tothem

» Bring key members of your team to the meeting

» Showcase your new frame

» Be consistent and clear as you deliver your message

» Highlight your new team and your own role in the new frame

» Listen to yourclients’ reactions and feedback



Reframe Step 5: Create Advocates™

S
CREATE

Advocates




Two Types of Loyal Advocates

1 2
CLIENT PROFESSIONAL

ADVOCATES ADVOCATES
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The Five Steps to Reframing
Your Wealth Management Business™

1 2 2 S
COLLECT DEFINE RENEW CREATE

Data Frame Relationships Advocates
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1.
2.
3.

Loyal Advocates:

Appreciate and understand what you do.
Thoroughly understand the benefits of being in relationship with you.

Are able to articulate well what you do and the benefits to others
In @ manner that is consistent with how you wish to be framed.

. Want to be actively engaged in partnering with you to make the

necessary introductions to prospective clients for your benefit.

Are natural connectors.

6. Have influence with others when they make an introduction.

. Have a strong network of individuals to whom they can make

useful introductions.



Ten Signals of a Successful Reframe™



The Three Kinds of Advisors

Primary Role Secondary Role

1 Senior Lead Advi - - Strategic
- oeniortea visor Rainmaker/Busine Relationship
ss Development Manager
2 Lead Advi - Relationship BUSi Devel ‘
. Lea visor Management - Business Developmen
: : : : - Relationship
3. Service Advisor - Client Service

Management
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Old Team Structures™

Vertical “ Team”

I

I

Support
Staff
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Old Team Structures™

Vertical “ Team” Horizontal “ Team”

Support Support Support Support
Staff Staff Staff Staff

FORINTERNALUSEONLY®© 2018 ClientWise




New Team Structure™

Senior Lead
Advisor

Other
Professional
Advisors

Lead
Advisor

CLIENT

Service
Advisor

Technicians
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Online Tool: C.1

A Checklist: Signals of Reframing™
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clientwise.com/fpi/reframe




Learn more about
ClientWise services

Connect with ClientWise

Check out our website:
0 clientwise.com

Read our blog:
B clientwise.com/blog

Join us on LinkedIn:
@ clientwise

Follow us on Twitter:
@clientwise

clientwise*

Ray Sclafani
Founder and CEO
914.269.0050

ray@clientwise.com

in) raysclafani
o @raysclafani


mailto:ray@clientwise.com

||_

@ CLIENT S F@}ES 5 2
. Call center . . _ -

» Interactive client website « B0+ years of professional market =
analysis experience
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Flexible Plan Investments strategy categories

QFC Strategies B Tactical Fixed Income
m Core Alternatives
All-Terrain Sectors

Domestic Tactical Equity

International

B Fixed Income

Principled Investing




Flexible Plan Investmeants, Led.

FRosliF R Fre BCPE Waalth ANErLai ey

Iwo levels of risk management
One low cost

CORE FIXED INCOME

Dynamic Fund Profiles Managed Income
Lifetime Evolution
Market Leaders

ALTERNATIVES DOMESTIC
TACTICAL EQUITY
Select Alternatives Classic

TVA Gold Diversified Tactical Equity

Liquid Alternatives
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Advisor tools

—— OnTarget Strategy
SUIl?hI|It}f Proposal Research
Questionnaire Generator Reports

Strategy lllustration My Business Crash Test
Fact Sheet Generator Analyzer Analyzer
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Providing the solutions
RN il
7 FPl educational tracks

« Principled Investing e Being a proactive advisor
. Working with a TAMP (OnTarget)
and with SMAs  Individual workplace

retirement accounts

e Small accounts

« Group retirement accounts

Variable annuities
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Contact us

We can help

REGIONAL BUSINESS CONSULTANTS

800-347-3539 x 2

PHONE

flexibleplan.com
Brandon Noronha WEBSITE

243-539-5693
Florida

Mike Brashier
651-338-5670

John Hershock

Q0424525
Southern California

Bob Muldoon

T03-625-1775

linois, lowa, Minnesota, Morth District of Columbia, Delaware,
Dakota, South Dakota, Maryland, New Jerzey,
Wiscongin Eastern Pennsylvania, Virginia

sales@flexibleplan.com
EMAIL

Dan Chrzanowski

T16-391-8165
New Jersey, Mew York, Ohio,
Pennsyhania

Tim Brennan

6356-200-7061
Arkansas, llinios, Kansas,
Miz=ouri, Tennessee

Jordan Liabenow
243-030-58507

Alaska, Florida, Hawaii,
Kentucky Mebraska

Kyle O'Donnell

248-839-5655 Vice President National Sales
Georgia
Len Durso

n
£ S 4122254935 f

Juan Daviess

Matt Knedgen FULL BIO
253-670-2015 248-038-5594 Western Divisional Sales Manager
Nurthgrn California, Oregon, Georgia, daho, Mississippi, ’
Washington Montana, Wyoming ;gﬁf_rﬁta}z:;?l: =
Rick Gledhill FULL BIO
609-902-5968

Louisiana, Mew Mexico,
Oklahoma, Texas

Scott Key

303-580-2255

Arizona, Colorado, Mevada,
Utah

Eastern Divisional Sales Manager

Michael Heavey
300-347-3539 x 215 B4

FULL BIO
Market Leaders Product Specialist

Trent Schield
3035186000 B4

FULL BIO
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The views and opinions expressed herein are those of the author and do not necessarily reflect the views of Flexible Plan Investments Ltd. its affiliates, or its employees. The information set
forth herein has been obtained or derived from sources believed by the author to be reliable. However, the author does not make any representation or warranty, express or implied, as to the
information's accuracy or completeness, nor does the author recommend that the attached information serve as the sole basis of any decision and it has been provided to you solely for
informational purposes only and does not constitute an offer or solicitation of an offer, or any advice or recommendation, and may not be construed as such.

PAST PERFORMANCE DOES NOT GUARANTEE FUTURE RESULTS. Inherent in any investment is the potential for loss as well as profit. A list of all recommendations made within the
immediately preceding twelve months is available upon written request. Please read Flexible Plan Investments’ Brochure Form ADV Part 2A carefully before investing.



Questions?

Please type any questions
Into the chat box to the right.
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