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Wholesalers move beyond entertainment
to play the role of expert consultants

Y AR
When to Cal
Training Gives Prog

Accelerating Transact
The Advent of g=Signatures




tcnn.'l:.uppﬂ:i'ljnﬂnhmtmy
profession: You're in a shaump,

Whao do you mm o? For advisors, pro-
mrmqﬂ:mﬂm]mmiﬂmmin
the financial institutions channel, there
may e more options than you real-
ime. Bank hrokerugges and dhird-party
mhﬂi:;ﬁrnnmﬂlﬂfhntmthz

By Gina Lauer

Even lurge fimuncial instintions and
TPMs with internal truining

will aften bring in outside couches or
traimers with o specific expertise. Annual
comventions or conferences serve up a
from netwoarking sessioms to Hps

from top producers o experts who

are well-versed on o pressing issue in
the industry.

BIEA Mogazime meached out to a few
of these consaltants and coaches to get
u feel for some of the top of

wdvisors and progrum managers, and
somie of the methods used to help them
expand their skills and reinvigomte
their programs.

“Ax o learning and development direc-
tor and @ rainer for the past three
years, and a truiner and coach for
muny years before this, T know that
learning new things is a part of keep-
ing people fresh and engugged, and not

EVER STOP

ching and Learning

ining and coaching can give programs a professional boost.

barmesd ot T see that as o part of my
jesh,” maid Rowanne Roberts Archuletta,
learning and development director for
CITR0 Financinl Services (CFS) and
Sorrento Pacific Finoncial (SPT).

Archuletin covers a lot of territory

in her positon. She’s involved in the
CP%/SPF unnual conference, quar-
terly mestings for program managgers,
sules assistant training and warious
weh-based conferences for managers,
wdhvismors and sales assistants, She of-
fers individualized coaching for reps,
mnaggers, and teams as well

Taking stock

A Few yeurs ago, Archuletta lounched
tevee wehinar intervew series with
successful pdvisors “heanse T noar
finuncinl advisors love to hear from
euch other about what's working.” Tn
a monthly *Going for the Gold® series,
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she interviews advisors with ab least
AT00,000 in gross dealer conces-
sitn (GIC). For the other series, o
guarterly malled “Setting the Pace”
she mlks with advisors who earn
’-"i.ﬂ'!,l'lﬂﬂ GOC or betier their second
year with the company. She selects
awdvisors who have hacd to deal with
challenges or wdversity.

“T always say: Why inteTview some-
one whe walked into a huge book of
hasiness and got wealthy? The nspir-

marsgers on developing their skills,
particularly those who moved from an
advisor poxition imbo 2 manager robe.
Time mamagement is another evergresn
topic. “Time blocking, Gme blocking,
e hlocking,” Archalets said. “T abeays
sy, strucure is freedom.®

The job of a coach, trainer or consul-
tunt can be challenging as they work to

Why interview someone who walked
into a huge book of business and got
wealthy? The inspiring story and lesson
is in the obstacles they've overcome.

ing story and lesson ix in the obstocles
they've overcome,” she swid.

The d5-minute meeting via WehEx is live,
hut the: session is awlso recorded so thit
audhvisors who weren't able o atend the
live: event can listen ot their comvenience.

Thix year, she also started o quarterty
mall involving a “best practices panel.”
“I's u fimancial advisor and a program
mmamiger tilking about a [specific] tmp-
ic,” she swid, One discossdon was on
handling difficult conversations with
dlients, such as market thoctuationsg
another involved what o do if yoo
identify a client who is showing signs
of diminished capacity, such as demen-
tia. The best practices call has been so
well-received that it will be comduwcted
manthly in 2017, Archuletin sadd.

Some of the mpics that come up maost
Frequently during coaching sessions
and mestings are refermals, improving
procuctivity, and team development, Ar-
chuletta said. She also works with new

silve the practice management nesds
of adwvisors and managers. Plus, managg-
ers and advisors are basy, and some-
times they forget to tuke advantage of
the resources and expertise available,
Some aren't fully aware of what busi-
nes consulting divisions have to offer.

Wit we fnd ix, people don't kmoar the
extent of our knowledge and resources.
They don't know how muoch we care”
saridd Chris Kirbry, senior business con-
muttant pricice mamigement ot Securi-
bes America, To raise awareness for the
consulting services offered o advisors
affiliated with Securities America, o First
Friday Coachimg progoram wis pibobed

in May of this year. The program offers
free M-minute coaching sessions with
in-hoaese business consulints on the
tirst: Prickay o each maomth, “Owver 100
advisors have taken us up on it," Kirhy
ol us in an imterview in lue Aagoest.
“We help them to better grow their busi-
mess, hetter manage theit busimess, and
prepare o get out someday”

Becurities America has some 2100 adhi-
s, ahout 175 of whom are in the finan-

Kirhy nodted that consultanis have to
be good listeners. *We hove to hove o
genuine curiosity, and then we have o
asls good questions,” Securities Americ
s o robust wehsite of resouroes for
advizors, but “T never just sencd some-
ome out there” he said, *T think their
time is hetter spent talking o me ar
one af my other colleagues in order to
aet o clear picture of their needs.”

Securities America offers a full plate
af hoth no-cost and hoee-cost practice
management coaching services, Kirby
maid Services with a price tag inchude
growp and individoal coaching and
truining programs, customized busi-
mexx consulting services, and cusioms
e howurly coaching. One of those -
idon programs, cilled “Next Level," is
a nine-momnth group conching session
that involves attending two in-person
workshops, learning 30 proven motics,
and receiving individual coaching,.
There's a peer element, too. “Everyomne
brings their own point of wiew, their
wwn history, their own view of what
their next level ix” Kirby said.

ors

One popular resource ot Securities
Americn is o fres session on hirimng,
truining, and managing stuff, which is
offersd every other week, Kithy said.
Anoiher is an assistant certification pro-
gram for §99 that in help an advisor
ruiclkdy get an pamistent up and umning.
“Tt's u grest online, available 24,7 leamn-
iy mysten,” he said.

For advisors in the financial instibations
channel, one of the common challenges
iz T mewd more refermls. Why aren't
there more people in the instibotion
sending clients my wuy# said Gregg
Johmson, exeoutive vice president of
branch office development and acouisi-
Homs at Securities Americt,

To acldress that need, the Tniemal Refer

ral Discovery Guide wax developed,
The guide includes a profile kit thae



dlescribes the advisors best prospect, as
well oy an interview guide that advisors
cam wie when mlking to hank officers
(e, a houn officer) o get to know them
and learn about howr the officer can help
with business, For example: “Who woold
you like me o send your sy

An advisor in o community bank in Tndi-
una helped design the guide, Tohmscon said
And it worked so well for her that she had
oz hire o junior advisor wnd an assistant
“hecuuse her business realby took oft”

A program was also developed for ho-
man resources departments at financial
institutions to train tellers on the dos
und don’ts of referrals. “Tes o Power-
Point,” Johnson said. “Ti can be ased

at @ lonche-and-learn, or it can be used
it an orientmion.” Tellers are provided
with a “quick curd® that cun help them
identify a referrul opportunity when
serving o custoimer at o teller sation.

Kirby puts the top concerns of advisors
imtn the following cutegories:

= How o get in front of more people
{and prospects).

*  Growing their business,

= Pemsonal productivity and
time management

= Aastering technaology.

*  The “people puxde” which in-
chudes questions abowt manwging
staff or making that next hire.

Tony Cole, president of Anthony Cole
Training Group, points to recruiting
tulent as one of the rining priorities
in the financial institutions chanmel.
Virtually all new hires come o an or-
gunization with gaps in terms of skills
or hehavior, which is why it's impor-
tant to hire people whao are trainabie
and coschable, he said.

His firm is often asked to help ad-
wisors with questions surrounding
prospecting: “Tow do we get introduc-
tions: how do we work with oot bank

wwnhinanetangy

partmers; how do we work with oar
current clients?™ The primary answer
o those gquestions liex in helping
programs and advisors understand the
value of ook segmentation, Cole said.

Cole has nodoed o truining shitt in recent
years that places a stronger emphasis on
those: in management roles — program
munagers wnd sales managers, “T oon-
timue o tell all my prospects and clients,
if you're going to invest Hme, money, wnd
effort on & group in your ogEmimtion,
that's the place o strt, Lets give them
the: tools that they need to do their job”

Muny munagers were advisors who mmse
up through the ranks. “They were prob-
ably very good advisons, but very few, if
any at them, have received the edoc.
Gon,, raiming, and development they
meed to have in order o be successtul in
the role of program manager,” Cole said,

Technology has helped broaden the
way coaches and rainers an deliver
their services and materials. Weh and
widen conferencing, online classes or
e-learning, and access o information
libraries via portils on company wekb-
sites have all become commonplace,

“We use o lot of technology,” said
Cole, “We have a really solid distance-
learning library of content — close o
50 oourses.” But the learning method
with the greatest impact, he said, is
the faceto-face, instructorled train-
ing. The financial advisory business
imvalves building trust and confidence,
and mlking with clients and prospects
about money. “Those are things that
have o be taught eye-to-eve and prac-
ticed with their peers with somehody
else watching,” he said.

Archuletia notes that training methods
are evolving, too, such s transidoning
to short, on-demand segments. Tn fact,
Archuletia will soon tauke the recorded
interview series she conducts and cre-
ate short four- o six-minube modules,
“Te will appeal to the millennials who
don’t want to sit for 45 mimuaies. Tt will
appeal to more groups,” she said. &

How to Deliver
on Dreams

Mat all oosohing and training foousas solzly
on workplaoe and professional develop-
ment. The DreamBuilder program offs

(CFS) and Somenta Paoifia Financial (SPF)
is designed to help partisipants aokic,
bath their professional and personal poals.

The employee benafit program, oumently
offered to home-office staff and program
managers, was inspired by Matthow
Kaelly'n book, “The Dream Manages,’ as
well an his speaking appeamnoe at the
2012 CFSSSPF Annual Conferenos.

Rosanne Roberts Archuletin, leaming
and development director, onsated and
oversees the yearJdong program in which
employess develop a list of personal

and professional goals, and then work

1o achieve them. Archuletin sots e thoir
oomch amd mantor, holding manthly one-
hiour meetings and providing assignments.

The gosl is to “get in the driver's seat of
theeir e}’ she explained. “They ane looking
at all aspecis of their e

The program is free, but employess must
b2 employed at CFS or SPF for af least six
months to be eligible. About 20 percent
of the home-offios population hes gone
thwough it so far, Archuletia said.

Some of the professicnal goals set by
perticipants have included taking tzats

ing quality fime with farmily, pardening, and
oontributing o sooisty.

Anchuletts onedits the leadership of CF3
and SPF for emoouraging employees to
achieve their personal dreama. When th
program was lumched in 2014, SO0 and
oorfounder Amy Beattie said, "We wani to
help cwr employess enrich their s, oot
and achieve big goals, and feed suoccssiu
in everything they do. W also know that
the suooses of our companies is dependeni
on the suocess of our employees — no i
it work, but in every ansa of their lvea!




