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Selling is as old as civilization itself. Put in the simplest of terms, selling is the exchange of goods
and services for something of value. To financial advisors, however, the sale is often seen in a
negative light, and many cringe at the word “sell.” Interestingly, the same advisors who shy away
from the concept of selling are often those who find themselves selling every single day!
Sometimes they’re even participating in the selling process multiple times throughout the day--and
they may not realize it. Asking for client referrals, developing strategic alliances, seeking and
talking with new prospects are all obvious parts of the selling process, but selling happens every
time you remind a client why it’s a good choice to do business with you, too. The fact is that most
CFAs®, CFPs®, CPAs, and other professionals did not obtain these titles because deep down
they really wanted to be in sales. Most times, their interests tend more toward data, analysis, and
more solitary orientations. Selling is probably the last thing those who entered these fields were
thinking of doing. They may not have considered the “people” aspect of their chosen profession;
the aspect that involves sales. For this reason, and some others, turning into a salesperson seems
like a negative, degrading thing. Many advisors will conjure up the picture of the slimy used-car
sales guy. It’s time to recognize selling as the valuable activity that it is. It is a way to: Let people
know who you are and what you do well. Get your message out to those who need it. Promote
your planning process, wealth management services, or investment expertise. Use your
relationship skills to close new business. Take your business to the next level. If you want to grow
your business, the bottom line is that you--or someone on your team--need to sell, and to sell well.
This book will offer guidance on how you can sell in a comfortable and effective manner.
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This Ebook The Pocket Guide to Sales for Financial Advisors book is not really ordinary book, you
have it then the world is in your hands. The benefit you get by reading this book is actually
information inside this reserve incredible fresh, you will get information which is getting deeper an
individual read a lot of information you will get. This kind of Ebook The Pocket Guide to Sales for
Financial Advisors without we recognize teach the one who looking at it become critical in
imagining and analyzing. Don’t be worry Ebook The Pocket Guide to Sales for Financial Advisors
can bring any time you are and not make your tote space or bookshelves’ grow to be full because
you can have it inside your lovely laptop even cell phone. This Ebook The Pocket Guide to Sales
for Financial Advisors having great arrangement in word and layout, so you will not really feel
uninterested in reading.
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