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Unlock the power of storytelling to boost your financial advisory practice and become a top producer. 
Learn how to connect with clients on a deeper level, build trust, and effectively communicate the value of 
your services by crafting compelling narratives. Discover proven strategies for incorporating storytelling 
into your sales process and achieving greater success in the financial industry.

Our curated articles bring expert insights across a wide range of academic and profes-
sional topics.
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We are glad to provide the document Financial Storytelling Top Producers you are 
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Free access is available to make it convenient for you.

Each document we share is authentic and reliable.
You can use it without hesitation as we verify all content.
Transparency is one of our main commitments.

Make our website your go-to source for references.
We will continue to bring you more valuable materials.
Thank you for placing your trust in us.
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We are offering the complete full version Financial Storytelling Top Producers for free.

Storyselling for Financial Advisors

Put the power of story telling into selling financial products. The authors explain the process of making 
these intuitive connections, then translate their findings into understandable and practical strategies 
that any financial professional can use. They present actual stories, including many by Warren Buffet, 
one of the greatest "storysellers" of all time.

Storyselling for Financial Advisors

Learn what makes a client trust you to be their financial advisor. Put the power of story telling into 
selling financial products. The authors explain the process of making these intuitive connections, then 
translate their findings into understandable and practical strategies that any financial professional can 
use. They present actual stories, including many by Warren Buffet, one of the greatest "storysellers" 
of all time. These actual stories can help financial pros tap into the "gut reaction" of different types of 
clients. the book also includes special topics on communicating to women, the 50+ market, and the 
affluent.

Ineffective Habits of Financial Advisors (and the Disciplines to Break Them)

A how to guide to avoiding the mistakes ineffective financial advisors most often make Based on a 
15-year consulting program that author Steve Moore has led for financial advisors, Ineffective Habits 
of Financial Advisors (and the Disciplines to Break Them): A Framework for Avoiding the Mistakes 
Everyone Else Makes details proven techniques which allow advisors to transform their business into 
an elite practice: business analysis, strategic vision, exceptional client service, and acquiring high net 
worth clients. Told through the story of a purely fictional and completely average financial advisor, each 
chapter begins with an ineffective habit that is then countered with a discipline that improves business 

https://mint.outcastdroids.ai/search/financial-storytelling
https://mint.outcastdroids.ai/search/financial-storytelling
https://mint.outcastdroids.ai/search/top-producers
https://mint.outcastdroids.ai/search/financial-advisors
https://mint.outcastdroids.ai/search/sales-storytelling
https://mint.outcastdroids.ai/search/how-to-sell


results and adds value. The book Details a step-by-step strategy for working through current clients, 
rather than relying on cold calling to form new relationships Includes anecdotes collected through 
both personal experience and stories relayed to him by clients and colleagues Provides question and 
answer segments, examples, and homework assignments Ineffective Habits of Financial Advisors (and 
the Disciplines to Break Them shows you how to deliver exceptional service while generating higher 
revenue per client.

The Million-Dollar Financial Advisor

Based on interviews with fifteen top financial advisors, each doing several million dollars’ worth of 
business every year, this priceless tool contains universal principles to guide both veteran and new 
financial professionals to immediate success. The Million-Dollar Financial Advisor distills these success 
principles into thirteen distinct step-by-step lessons that teach readers how to build and focus on client 
relationships, have a top advisor mindset, develop a long-term approach, and much more. The book 
also features two complete case studies, featuring a “best of the best” advisor whose incredible success 
showcases the power of all the book's principles working together in concert, and an account of a 
remarkable and inspiring career turn around that demonstrates it's never too late to reinvent yourself. 
Brimming with practical advice from author David J. Mullen and expert insights from his interview 
subjects, The Million-Dollar Financial Advisor equips any financial advisor to succeed-- regardless of 
market conditions.

Life Centered Financial Planning

Bring your financial planning to life by bringing life to your financial planning. Life-Centered Financial 
Planning: How to Deliver Value That Will Never Be Undervalued shows financial planners and advisors 
how to radically improve the service they provide to their clients by tying their decisions and strategies 
to their clients’ life events, stages, and goals. Written by distinguished financial professionals Mitch 
Anthony and Paul Armson, Life-Centered Financial Planning provides readers with practical advice and 
concrete strategies to revolutionize their organization and client service by: · Focusing on what matters 
most to clients, rather than maximizing assets under management or pushing products · Understanding 
that a strong financial plan means more than simply accumulating as much money as possible · Building 
a business model that is good for everyone involved: the financial advisor, clients, and the organization 
· Moving from being a commodity to being your client's trusted advisor The book is perfect for any 
financial planner or advisor who wishes to adapt to the radical redefinition of financial services taking 
place today.

Serious Money

With this latest edition of The New Retirementality, readers will quickly discover how to achieve the 
freedom to pursue their retirement goals?at their own pace, on their own terms?regardless of their 
age. Most people won't experience the same retirement that their parents did, nor do they necessarily 
want to. Page by page, top financial planner Mitch Anthony reveals how new opportunities will enable 
individuals to create tailor-made retirements. He includes new research and studies to back his insights 
and introduces readers to important concepts such as "wealthcare" and "return on life." Filled with 
engaging anecdotes and inspirational suggestions, this book will motivate readers to rethink the way 
they retire.

The New Retirementality

Whether you're already well-to-do or just beginning to build a nest egg, this book will help you to make 
smart financial choices based on what's important to you ...

Values-based Financial Planning

The Supernova Model is a client service, client acquisition, and practice management model that drives 
an explosive acceleration in revenue and client satisfaction by capitalizing upon the 80/20 Rule. First 
implemented by financial advisors at Merrill Lynch—under the leadership of author Rob Knapp—it 
has grown increasingly popular within the financial services industry. The Supernova Advisor skillfully 
outlines this proven model and reveals how it can be used to create an exceptional experience for your 
clients, while significantly growing your business.



The Supernova Advisor

Joe Girard was an example of a young man with perseverance and determination. Joe began his 
working career as a shoeshine boy. He moved on to be a newsboy for the Detroit Free Press at nine 
years old, then a dishwasher, a delivery boy, stove assembler, and home building contractor. He was 
thrown out of high school, fired from more than forty jobs, and lasted only ninety-seven days in the 
U.S. Army. Some said that Joe was doomed for failure. He proved them wrong. When Joe started his 
job as a salesman with a Chevrolet agency in Eastpointe, Michigan, he finally found his niche. Before 
leaving Chevrolet, Joe sold enough cars to put him in the Guinness Book of World Records as 'the 
world's greatest salesman' for twelve consecutive years. Here, he shares his winning techniques in this 
step-by-step book, including how to: o Read a customer like a book and keep that customer for life o 
Convince people reluctant to buy by selling them the right way o Develop priceless information from a 
two-minute phone call o Make word-of-mouth your most successful tool Informative, entertaining, and 
inspiring, HOW TO SELL ANYTHING TO ANYBODY is a timeless classic and an indispensable tool for 
anyone new to the sales market.

How to Sell Anything to Anybody

Have you dreamt of becoming the Ultimate Financial Advisor but don't know where to start? This book 
by Bryan Sweet, Brittany Anderson & Draye Redfern reveals the 12 pillars that are necessary to set 
you up for success and help you grow your financial advisory business exponentially. Not only will you 
uncover the strategies, marketing, systems needed to be successful, but you will also learn how to 
build your dream team along with the step-by-step path to actually implement all of your best ideas into 
your practice to reach your ultimate goals as a financial advisor.

The Ultimate Financial Advisor

If you’re an advisor, whether you need a push or not, and regardless if you’re new or old to the 
business, this guide will help add instant value to your practice. Using the proven method author David 
J. Mullen Jr. has taught at Merrill Lynch and is famous for in the industry, The Million-Dollar Financial 
Services Practice guides aspiring brokers on their journey toward building a lucrative financial services 
practice. Templates, scripts, letters, and tried-and-true market action plans work together to give you the 
skills you need to get the appointment, convert prospects to clients, build relationships, retain clients, 
use niche marketing successfully, and increase the products and services each client uses. In The 
Million-Dollar Financial Services Practice, you will gain insight into practical areas often overlooked 
by other industry guides, including: how to work in teams, how to train sales associates, and how to 
handle and overcome rejection. Updated with new strategies for acquiring affluent clients, the second 
edition of The Million-Dollar Financial Services Practice includes tips on offering wealth management 
services, using social media, leveraging alumni marketing, and targeting successful relators as clients 
to help today’s financial service professionals become top producers.

The Million Dollar Financial Services Practice

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(R), CFPs(R), 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.

The Pocket Guide to Sales for Financial Advisors

Why do some teachers thrive under pressure while others quit? What kinds of skills can empower 
teachers to effectively deal with the challenges they face both in and out of school? The Teacher’s 
Ultimate Stress Mastery Guide shows teachers how to build resilience and emotional strength to 
prevent stress and burnout as well as the negative emotions that may result. Rich with examples, 
easy-to-understand concepts, and simple behavioral tips, this book explains how stress affects your 
optimism and teaching effectiveness. In an easygoing and witty voice, Jack Singer, PhD, presents: • 
Action plans for mastering the different types of stress in your life • Success stories and experiences 
from teachers who have conquered stress • Strategies and examples based on cognitive and resiliency 
theories used by psychologists and counselors Don’t let the challenges of the job weigh you down! This 
blueprint for success can help you achieve personal and professional goals, tackle daily challenges, 
and reignite your passion for teaching.

The Teacher's Ultimate Stress Mastery Guide

Based on interviews with fifteen top financial advisors, this priceless toolkit contains universal principles 
to guide both veteran and new financial professionals to immediate success. This book features two 
complete case studies, featuring a “best of the best” advisor whose incredible success showcases the 
power of all the book's principles working together in concert, and an account of a remarkable and 
inspiring career turn around that demonstrates it's never too late to reinvent yourself. The Million-Dollar 
Financial Advisor distills these success principles into thirteen distinct step-by-step lessons that 
teaches you: how to build and focus on client relationships, have a top advisor mindset, develop a 
long-term approach, and much more. Brimming with practical advice from author David J. Mullen and 
expert insights from his interview subjects, The Million-Dollar Financial Advisor equips any financial 
advisor to succeed--regardless of market conditions.

The Million-Dollar Financial Advisor Team

A practical, easy-to-use guide to transform business communications into memorable narratives that 
drive conversations—and your career—forward In Everyday Business Storytelling: Create, Simplify, 
and Adapt A Visual Narrative for Any Audience, visual communication and storytelling experts Janine 
Kurnoff and Lee Lazarus leverage decades of experience helping executives at the world's top 
brands—including Colgage-Palmolive, Nestlé, T-Mobile, Medtronic and Meta—bring clarity and mean-
ing to their business communications. Whether you're building a presentation, crafting a high-stakes 
email, or need to influence the conversation in your next meeting with an executive, or have to 
communicate with data, Everyday Business Storytelling offers an insightful exploration of how to 
develop compelling business narratives that meet diverse audience needs. You'll discover how to use a 
simple, repeatable framework to transform your ideas, data, and insights into an authentic, persuasive 
story. Within this professional development book, you'll also find clever data visualization and visual 
display techniques to help humanize your stories and build an audience connection, leading to 
improved presentation skills and better data literacy. Whether you're looking to enhance your executive 
presence, align teams, become an expert at converting data analysis into data insights, or want to 
communicate change and influence audiences, Everyday Business Storytelling is for you. Everyday 
Business Storytelling is an indispensable guide to making your communications stick in the minds of 
your audience and drive change. It enables you to display confidence and communicate with clarity 
regardless of how complex your message is. If you're a busy, talented businessperson looking for tactics 
to improve your executive presentations, one-pagers, emails, or virtual meetings, this communication 
book is for you.

Everyday Business Storytelling

A must-have reference for financial advisors In step-by-step detail, Success as a Financial Advisor For 
Dummies covers how a current or would-be financial advisor can maximize their professional success 
through a series of behaviors, activities, and specific client-centric value propositions. In a time when 
federal regulators are changing the landscape on the standard of care that financial services clients 
should expect from their advisors, this book affords professionals insight on how they can be evolving 
their practices to align with the regulatory and technological trends currently underway. Inside, you’ll 



find out how a financial advisor can be a true fiduciary, how to compete against the growing field 
of robo-advisors, and how the passive investing trend is actually all about being an active investor. 
Additionally, you’ll discover time-tested advice on building and focusing on client relationships, having 
a top advisor mindset, and much more. Master the seven core competencies Attract and win new 
business Pick the right clients Benchmark your performance Start your own firm Brimming with practical 
expert advice, Success as a Financial Advisor For Dummies is a priceless success tool for any wannabe 
or experienced financial advisor.

Success as a Financial Advisor For Dummies

Double and triple your sales--in any market. The purpose of this book is to give you a series of ideas, 
methods, strategies, and techniques that you can use immediately to make more sales, faster and 
easier than ever before. It's a promise of prosperity that sales guru Brian Tracy has seen fulfilled again 
and again. More sales people have become millionaires as a result of listening to and applying his 
ideas than from any other sales training process ever developed.

The Excellent Investment Advisor

This insightful book shows salespeople how to meet the needs of affluent clients from the initial contact, 
to the sales presentation, to providing the level of service and quality they expect, to securing them 
as long-term customers. Based on extensive research of the buying patterns and expectations of the 
wealthy, this step-by-step sales guide reveals the secrets of attracting and keeping wealthy clients for 
life, boosting sales and repeat business. The Art of Selling to the Affluent is also a crash course in 
the world of the wealthy, giving you the understanding you need to satisfy and retain these profitable 
top-dollar clients.

The Psychology of Selling

True or false? In selling high-value products or services: 'closing' increases your chance of success; it 
is essential to describe the benefits of your product or service to the customer; objection handling is an 
important skill; open questions are more effective than closed questions. All false, says this provocative 
book. Neil Rackham and his team studied more than 35,000 sales calls made by 10,000 sales people 
in 23 countries over 12 years. Their findings revealed that many of the methods developed for selling 
low-value goods just don‘t work for major sales. Rackham went on to introduce his SPIN-Selling method. 
SPIN describes the whole selling process: Situation questions Problem questions Implication questions 
Need-payoff questions SPIN-Selling provides you with a set of simple and practical techniques which 
have been tried in many of today‘s leading companies with dramatic improvements to their sales 
performance.

The Art of Selling to the Affluent

How does money figure into a happy life? In The Geometry of Wealth, behavioral finance expert Brian 
Portnoy delivers an inspired answer, building on the critical distinction between being rich and being 
wealthy. While one is an unsatisfying treadmill, the other is the ability to underwrite a meaningful life, 
however one chooses to define that. Truly viewed, wealth is funded contentment. At the heart of this 
groundbreaking perspective, Portnoy takes readers on a journey toward wealth, informed by disciplines 
ranging from ancient history to modern neuroscience. He contends that tackling the big questions 
about a joyful life and tending to financial decisions are complementary, not separate, tasks. These big 
questions include: • How is the human brain wired for two distinct experiences of happiness? And why 
can money “buy” one but not the other? • What are the touchstones of a meaningful life, and are they 
affordable? • Why is market savvy among the least important sources of wealth but self-awareness is 
among the most? • How does one strike a balance between striving for more while being content with 
enough? This journey memorably contours along three basic shapes: A circle, triangle and square help 
us to visualize how we adapt to evolving circumstances, set clear priorities, and find empowerment in 
simplicity. In this accessible and entertaining book, Portnoy reveals that true wealth is achievable for 
many - including those who despair it is out of reach - but only in the context of a life in which purpose 
and practice are thoughtfully calibrated.

SPIN® -Selling



Increase Profits, Be more Organized, attract a Higher Quality & Quantity of Referrals, Run Your Busi-
ness so That It Doesn't Run You, Take Your Business to the Next Level... With Breakthrough Business 
Development! Breakthrough Business Development shows you how to attract and keep great clients, 
while running a profitable and efficient business. It helps every knowledge-for-profit professional to 
maximize your most valuable client relationships, and to develop a personalized business development 
plan to mine the untapped potential in your business. Praise for the Pareto System, Featured in 
Breakthrough Business Development. "I am just beside myself on the results gathered so far from 
instituting the Pareto System. I use an agenda for meetings now and have formulated a standard 
package given to new clients. Already I have sent out twenty thank-you cards to new referrals. I even 
got a referral from a referral if that makes sense. Some clients didn't know that I was still expanding my 
business. I am also finding advocates that I didn't classify as such. Opening twenty accounts in this short 
time span is amazing but already I have another ten leads in the pipeline. You guys were right, it does 
work." "We have been building client relationships for 45 years... Pareto Systems successfully helped 
us to pause and then guided us through the process of defining the appropriate business structure 
and systems which will strengthen and enhance our best client relationships. We are now focusing 
on a comprehensive, systematized program for select clients. The results have been amazing-client 
satisfaction is way up and so are revenues."

The Geometry of Wealth

Part manual, part memoir and part call to action, this book demonstrates why the core skill needed 
by leaders in the next decade and into the future will be authentic and effective communication. 
Communications based on character, integrity and values will be critical in helping leaders navigate 
the two mega trends of accelerated technological change and increasing demands for social change. 
This book is the first to marry practical advice on deepening communication skills with insight from a 
coaching and cognitive point of view into what techniques works and why, and to pull together the wider 
societal issues and the operating context for leaders. Counter-intuitive and written to provoke thought 
and awareness, the author looks at the psychological and emotional effects of our communications 
and what leaders can do to inspire and engage, guiding them through three sections: • A framework for 
effective communications • A toolkit, detailing what good looks like in practical situations • The authentic 
leader, an exploration of the changing communications landscape and why a different kind of leadership 
is needed C-suite executives, leaders about to take that last step into the C-suite or millennial leaders 
about to enter the boardroom will value this book as an advisory guide, as a handbook to be used in 
internal coaching and training sessions and as a manual and aide memoir for themselves.

Breakthrough Business Development

101 Advisor Solutions: A Financial Advisor's Guide to Strategies that Educate, Motivate and Inspire is 
a must read for any financial advisor looking for tools, techniques, strategies and real world solutions 
to conquering common challenges! This book is designed to help you build a better business...one 
solution at a time.

A Leader’s Guide to Storytelling

Drawing upon Howard Lashner's more than two decades of success in the financial services industry, 
10 Common Mistakes Financial Advisors Make & Simple Ideas to Avoid Them demonstrates that what 
many advisors consider standard operating procedures are really missed opportunities to build better, 
longer-lasting client relationships. Using real-world client experiences, as well as his own, Lashner 
focuses on eliminating mistakes that keep financial advisors from delivering the highest-level client 
experience possible, and from expanding their business and client roster. The result is his philosophy 
on how to work with clients, and a plan of action you can implement to create a personalized client 
experience.

101 Advisor Solutions: A Financial Advisor's Guide to Strategies that Educate, Motivate and Inspire!

How did an American immigrant without a college education go from Venice Beach t-shirt vendor to 
television's most successful producer? How did a timid pastor's son surmount a paralysing fear of 
public speaking to sell out Yankee Stadium, twice? How did the city of Tokyo create a PowerPoint 
stunning enough to win them the chance to host the Olympics?They told brilliant stories.Whether your 
goal is to sell, educate, fundraise or entertain, your story is your most valuable asset: 'a strategic 
tool with irresistible power', according to the New York Times. A well-told story hits you like a punch 



to the gut; it triggers the light-bulb moment, the 'aha' that illuminates the path to innovation. Radical 
transformation can occur in an instant, with a single sentence; The Storyteller's Secret teaches you 
how to craft your most powerful delivery ever.In his hugely attended Talk Like TED events, bestselling 
author and communications guru Carmine Gallo found, again and again, that audiences wanted to 
discover the keys to telling a powerful story. The Storyteller's Secret unlocks the answer in fifty lessons 
from visionary leaders - each of whom cites storytelling as a crucial ingredient in success. A good 
story can spark action and passion; it can revolutionise the way people think and spur them to chase 
their dreams. Isn't it time you shared yours?PRAISE FOR CARMINE GALLO"For years I've come to 
trust Carmine Gallo's sage wisdom on learning to be a better communicator and I've made his book, 
Talk Like TED, required reading for my staff." Brigadier General Kenneth E. Todorov, USAF (Ret)"In 
The Storyteller's Secret, Carmine Gallo not only gives you the tactical steps to sharing your ideas, he 
also digs into the psychology of storytelling to explain why the stories we tell ourselves are the most 
important and empowering ones of all." Amy Purdy

10 Common Mistakes Financial Advisors Make and Simple Ideas to Avoid Them

A simple guide to a smarter strategy for the individual investor A Wealth of Common Sense sheds a 
refreshing light on investing, and shows you how a simplicity-based framework can lead to better invest-
ment decisions. The financial market is a complex system, but that doesn't mean it requires a complex 
strategy; in fact, this false premise is the driving force behind many investors' market "mistakes." 
Information is important, but understanding and perspective are the keys to better decision-making. 
This book describes the proper way to view the markets and your portfolio, and show you the simple 
strategies that make investing more profitable, less confusing, and less time-consuming. Without the 
burden of short-term performance benchmarks, individual investors have the advantage of focusing on 
the long view, and the freedom to construct the kind of portfolio that will serve their investment goals 
best. This book proves how complex strategies essentially waste these advantages, and provides an 
alternative game plan for those ready to simplify. Complexity is often used as a mechanism for talking 
investors into unnecessary purchases, when all most need is a deeper understanding of conventional 
options. This book explains which issues you actually should pay attention to, and which ones are simply 
used for an illusion of intelligence and control. Keep up with—or beat—professional money managers 
Exploit stock market volatility to your utmost advantage Learn where advisors and consultants fit into 
smart strategy Build a portfolio that makes sense for your particular situation You don't have to outsmart 
the market if you can simply outperform it. Cut through the confusion and noise and focus on what 
actually matters. A Wealth of Common Sense clears the air, and gives you the insight you need to 
become a smarter, more successful investor.

The Storyteller's Secret

EQUITY STORYTELLING: how to use the right equity story to raise the value of your company. In no 
other context are stories more valuable than in venture capital, private equity, M&As and IPOs. If you 
want to sell a business, you should know techniques used by the people who actually make a living 
from selling stories. For this you need a hero, a villain, a turning point and a happy end.Because: AN 
EQUITY STORY IS STILL A $TORYThis book teaches you, how to do it!

The New Financial Advisor

'I'm a HUGE fan of Alison Green's "Ask a Manager" column. This book is even better' Robert Sutton, 
author of The No Asshole Rule and The Asshole Survival Guide 'Ask A Manager is the book I wish 
I'd had in my desk drawer when I was starting out (or even, let's be honest, fifteen years in)' - Sarah 
Knight, New York Times bestselling author of The Life-Changing Magic of Not Giving a F*ck A witty, 
practical guide to navigating 200 difficult professional conversations Ten years as a workplace advice 
columnist has taught Alison Green that people avoid awkward conversations in the office because they 
don't know what to say. Thankfully, Alison does. In this incredibly helpful book, she takes on the tough 
discussions you may need to have during your career. You'll learn what to say when: · colleagues push 
their work on you - then take credit for it · you accidentally trash-talk someone in an email and hit 'reply 
all' · you're being micromanaged - or not being managed at all · your boss seems unhappy with your 
work · you got too drunk at the Christmas party With sharp, sage advice and candid letters from real-life 
readers, Ask a Manager will help you successfully navigate the stormy seas of office life.

The Process of Financial Planning



This is the authoritative reference work in the field. An interdisciplinary set, it investigates the extensive 
history, design and methods of case study research.

A Wealth of Common Sense

NEW YORK TIMES BESTSELLER For the first time ever, an international coalition of leading re-
searchers, scientists and policymakers has come together to offer a set of realistic and bold solutions 
to climate change. All of the techniques described here - some well-known, some you may have never 
heard of - are economically viable, and communities throughout the world are already enacting them. 
From revolutionizing how we produce and consume food to educating girls in lower-income countries, 
these are all solutions which, if deployed collectively on a global scale over the next thirty years, could 
not just slow the earth's warming, but reach drawdown: the point when greenhouse gasses in the 
atmosphere peak and begin todecline. So what are we waiting for?

Equity Storytelling

Is Wall Street bad for Main Street America? "A well-told exploration of why our current economy 
is leaving too many behind." —The New York Times In looking at the forces that shaped the 2016 
presidential election, one thing is clear: much of the population believes that our economic system is 
rigged to enrich the privileged elites at the expense of hard-working Americans. This is a belief held 
equally on both sides of political spectrum, and it seems only to be gaining momentum. A key reason, 
says Financial Times columnist Rana Foroohar, is the fact that Wall Street is no longer supporting Main 
Street businesses that create the jobs for the middle and working class. She draws on in-depth reporting 
and interviews at the highest rungs of business and government to show how the “financialization of 
America”—the phenomenon by which finance and its way of thinking have come to dominate every 
corner of business—is threatening the American Dream. Now updated with new material explaining 
how our corrupted financial sys­tem propelled Donald Trump to power, Makers and Takers explores
 the confluence of forces that has led American businesses to favor balance-sheet engineering over
 the actual kind, greed over growth, and short-term profits over putting people to work. From the cozy
 relationship between Wall Street and Washington, to a tax code designed to benefit wealthy individuals
 and corporations, to forty years of bad policy decisions, she shows why so many Americans have lost
 trust in the sys­tem, and why it matters urgently to us all. Through colorful stories of both “Takers,” thos
e stifling job creation while lining their own pockets, and “Makers,” businesses serving the real economy
, Foroohar shows how we can reverse these trends for a better path forwar

Ask a Manager

Real life examples are used to demonstrate how storytelling can be used to fully engage employees, 
accelerate organizational change and create good team relationships.

Encyclopedia of Case Study Research

Notes taken by Bill Orender as Art Williams trained his key company leaders on how to win, how to 
build an organization, recruiting and a positive attitude

Drawdown

The definitive compendium for the Insurance Digital Revolution From slow beginnings in 2014, In-
surTech has captured US$7billion in investment since 2010 — a 10% annual compound growth rate 
is predicted until at least 2020. Three in four insurance companies believe some part of their business 
is at risk of disruption and understanding the trends, drivers and emerging technologies behind 
Insurance’s Digital Revolution is a business-critical priority for all growth-minded firms. The InsurTech 
Book offers essential updates, critical thinking and actionable insight — globally — from start-ups, 
incumbents, investors, tech companies, advisors and other partners in this evolving ecosystem, in 
one volume. For some, Insurance is either facing an existential threat; for others, it is a sector on the 
brink of transforming itself. Either way, business models, value chains, customer understanding and 
engagement, organisational structures and even what Insurance is for, is never going to be the same. 
Be informed, be part of it. Learn from diverse experiences, mindsets and applications of technologies 
Discover new ways of defining and grasping growth opportunities Get the inside track from innovators, 
disruptors and incumbents Be updated on the evolution of InsurTech, why it is happening and how it 



will evolve Explore visions of the future of Insurance to help shape yours The InsurTech Book is your 
indispensable guide to a sector in transformation.

Your Client's Story

Makers and Takers

Storyselling For Financial Advisors How Top Producers Sell

Storyselling for Financial Advisors | Scott West and Mitch Anthony | Book Review - Storyselling for 
Financial Advisors | Scott West and Mitch Anthony | Book Review by Jason Gray 2,126 views 4 years 
ago 19 minutes - ... for Financial Advisors, Today I am reviewing and breaking down Storyselling, 
for Financial Advisors, How Top Producers Sell, by ...
Storyselling Strategies for Financial Advisors - Storyselling Strategies for Financial Advisors by Amy 
Parvaneh 1,345 views 1 year ago 28 minutes - In this video I interview Scott West, best selling, 
author of Storyselling, for Financial Advisors,. His book can be found here: ...
Storyselling for Financial Advisors  by Scott West: 3 Minute Summary - Storyselling for Financial 
Advisors  by Scott West: 3 Minute Summary by SnapTale Audiobook Summaries 27 views 4 weeks 
ago 3 minutes, 25 seconds - BOOK SUMMARY* TITLE - Storyselling, for Financial Advisors, : 
How Top Producers Sell, AUTHOR - Scott West DESCRIPTION: ...
Interview with Scott West, Author of Storyselling for Financial Advisors - Interview with Scott West, 
Author of Storyselling for Financial Advisors by Amy Parvaneh 825 views 6 years ago 48 minutes - 
Listen to, this POWERFUL conversation I had with Scott West, author of some of the top selling, 
books for financial advisor, ...
Advisors, Start Your Meetings With These Questions. Financial Advisor Training. - Advisors, Start Your 
Meetings With These Questions. Financial Advisor Training. by Streamline My Practice: For Financial 
Advisors 41,578 views 2 years ago 4 minutes, 39 seconds - Financial Advisors,, we've tried a lot of 
different ways to, open first meetings with prospective clients, and this is what we've been ...
The Story Selling Formula Explained - The Story Selling Formula Explained by David Sharpe 4,527 
views 4 years ago 4 minutes, 23 seconds - IG: davidsharpe_official Who Is David Sharpe? Before all 
the success David should have been dead, banished ...
Business Storytelling Made Easy | Kelly Parker | TEDxBalchStreet - Business Storytelling Made Easy 
| Kelly Parker | TEDxBalchStreet by TEDx Talks 134,576 views 1 year ago 12 minutes, 49 seconds 
- In this talk, you will learn why stories are an invaluable tool to, shape consumers' mindset, beliefs 
and behavior. Then, you will ...
Warren Buffett: Most Financial Advisors Know Nothing About Investing - Warren Buffett: Most 
Financial Advisors Know Nothing About Investing by The Long-Term Investor 97,951 views 11 months 
ago 10 minutes, 17 seconds - Warren Buffett has often advised people to, steer clear of financial 
advisors,, and in this video he explains why their poor advice ...
The #1 Mistake People Make When They Use a Financial Advisor - The #1 Mistake People Make 
When They Use a Financial Advisor by The Ramsey Show Highlights 793,982 views 5 years ago 9 
minutes, 13 seconds - Did you miss the latest Ramsey Show episode? Don't worry—we've got you 
covered! Get all the highlights you missed plus some ...
You NEED To Read These Books to Be a Financial Advisor - You NEED To Read These Books to Be 
a Financial Advisor by Josh Olfert 26,886 views 2 years ago 10 minutes, 29 seconds - These are the 
best books you need to, read when becoming a financial advisor, or financial professional. Read 
these investing and ...
RICH DAD POOR DAD
SIMPLE WEALTH INEVITABLE WEALTH
COMMON SENSE INVESTING
Ranking Finance Careers (Tier List) - Ranking Finance Careers (Tier List) by Straight Talks - AJ 
Srmek 171,713 views 3 years ago 18 minutes - Here is a tiered ranking of many of the career 
opportunities in the finance, industry. Link to, my course- The CFA Study Blueprint: ...
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Asset Management
Retail Banking
Equity Research
Corporate Finance
Compliance
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Fixed Income Research
Hedge Funds
Investment Banking
Private Equity
Sales
Trading
Wealth Management
Selling Luxury Travel: 101 (Panel Discussion) - Selling Luxury Travel: 101 (Panel Discussion) by 
Travefy 3,932 views 1 year ago 57 minutes - In this session, we are joined by three successful travel 
advisors, who focus on selling, luxury travel. We discuss various topics ...
5 Awesome Reasons You DON'T NEED A Financial Advisor - 5 Awesome Reasons You DON'T NEED 
A Financial Advisor by Tae Kim - Financial Tortoise 139,235 views 2 years ago 7 minutes, 40 seconds 
- We've all been told that we need a financial advisor,, but what if you don't? Here are five awesome 
reasons why you might be just ...
Intro
01 | Most Financial Advisors Can't Beat the Market
02 | You Pay Even When Financial Advisors Lose Money
03 | Investing in Low Cost Index Funds Will Make You More Money
04 | No One Cares More About Your Money Than You
05 | You Can Learn to Manage Your Own Money
All the financial advice you’ll ever need fits on a single index card - All the financial advice you’ll 
ever need fits on a single index card by PBS NewsHour 4,163,859 views 7 years ago 8 minutes, 26 
seconds - At first glance, fiscal planning can seem more complex and time-consuming than it's worth. 
But according to, Professor Harold ...
STREET WEEK WITH LOUIS
Make your financial professional commit to a fiduciary standard.
Buy a home when you are financially ready.
Remember the index
The Most PROFITABLE NICHE for Financial Advisors - The Most PROFITABLE NICHE for Financial 
Advisors by Josh Olfert 10,381 views 1 year ago 12 minutes, 18 seconds - In today's video we discuss 
profitable niches and why as a young wealth management financial advisor, I choose this niche.
Lessons From Top Advisors That Bring over $200M Each Year  with Brad Johnson - Lessons From 
Top Advisors That Bring over $200M Each Year  with Brad Johnson by Streamline My Practice: For 
Financial Advisors 6,139 views 8 months ago 39 minutes - Financial Advisors,, Use these timestamps 
to, skip around. 00:00 Intro 01:00 The Difference Between Successful Advisors & Those ...
Intro
The Difference Between Successful Advisors & Those Who Struggle
The First Big Roadblock Advisors Need to Breakthrough - Who to Hire First
Where to Spend Most of Our Time
The 3 Types of Advisors. Which one are you?
What your first hire should do.
The # 1 missing role in FA firms.
Advice for Scaling your Advisory Firm
Culture & Vision
Turning from Financial Advisor into Business Owner
What if you DON'T want to be the business owner?
The 4 Phases of Scale
Bringing in over $200M each year
Brad's advice for work life balance. Avoiding burnout.
Clients Say, “I Am Not Interested.” And You Say "..." - Clients Say, “I Am Not Interested.” And You Say 
"..." by Dan Lok 2,094,009 views 4 years ago 7 minutes, 13 seconds - If a client said to, you, “I am not 
interested.” what would you say? Do you ask them why they're not interested? Do you part ways ...
Life-Centered Financial Advisors with Mitch Anthony - Life-Centered Financial Advisors with Mitch 
Anthony by Travis Parry 372 views 1 year ago 37 minutes - Mitch Anthony is the author of 17 books 
for financial advisors,, a thought leader, and an impactful keynote speaker. In this episode ...
Intro
There needs to be a balance of purpose and security in retirement.
Not every opportunity will be good for you. How much is your paycheck costing you?
Is promoting retirement just a sales point for you?



If you are an advisor and you’re not living a balanced life, you’re doing a disservice to your clients.
Learn how to master the art of storyselling - Learn how to master the art of storyselling by netwealth 
Investments 69 views 4 years ago 59 minutes - Discover how to, unlock the most powerful tool in 
your saleskit - "stories" with Eleece Quilliam, National Manager of Invesco ...
Introduction
Our tagline
What is persuasion
Conventional sales process
Intuition
Left and right side of the brain
Research
Be curious
Build trust
Curiosity rules
Genuine questions
Avoid landmines
Top 10 questions
Warren Buffett
Simple clear repeatable stories
The scratch bit of paper story
The elevator story
Portfolio diversification story
Office story
Wrap up
Questions to ask as a financial advisor - Questions to ask as a financial advisor by Issac Gonzalez 
21 views 6 years ago 1 minute, 34 seconds - Reference in storytelling, for financial advisors, how 
top producers sell, by Scott West and Mitch Anthony.
How to Get Clients as a Financial Advisor - How to Get Clients as a Financial Advisor by Josh Olfert 
64,834 views 2 years ago 11 minutes, 17 seconds - Today we talk about how to, get your first clients 
as a financial advisor,, and how to, grow your clientele quicker in the financial ...
Intro
My Story
Psychology of Scarcity
Money Making Opportunities
Referrals
How To Get NEW Clients as a Financial Advisor! - How To Get NEW Clients as a Financial Advisor! 
by Josh Olfert 21,106 views 2 years ago 13 minutes, 46 seconds - Today we discuss how I approach 
getting new clients to, sign on, as a financial advisor,. Pitching to, new clients as a financial ...
Value questions to ask clients for financial advisors - Value questions to ask clients for financial 
advisors by Issac Gonzalez 164 views 6 years ago 2 minutes, 55 seconds - Value questions to, ask 
clients two know their values. Has referenced in the book story selling, for financial advisors, by 
Scott West ...
why get a financial advisor? - why get a financial advisor? by Issac Gonzalez 7 views 6 years ago 1 
minute, 30 seconds - Metaphor for financial advisors, As Told in the book story selling, for financial 
advisors, how top producers sell, by Scott West and ...
How to Answer "What Do You Do?" Financial Advisor Tip for Marketing & Communication - How to 
Answer "What Do You Do?" Financial Advisor Tip for Marketing & Communication by Streamline My 
Practice: For Financial Advisors 7,104 views 1 year ago 3 minutes, 37 seconds - Advisors,, What 
do you say when someone asks you "So, What do you do?" I used to, want to, have a compelling 
response but then ...
Intro
Do I need a catchy elevator pitch
What do you do
Different answers
Conclusion
How to SELL Your Financial Advisory Business, as a Financial Advisor - How to SELL Your Financial 
Advisory Business, as a Financial Advisor by Josh Olfert 2,705 views 2 years ago 10 minutes, 12 
seconds - Today we discuss the valuations of financial, advisory businesses, and how to, go about 
selling, yours if you are in the industry.



Intro
My story
How to grow faster
Selling your business
Valuation tool
THE PSYCHOLOGY OF MONEY (BY MORGAN HOUSEL) - THE PSYCHOLOGY OF MONEY (BY 
MORGAN HOUSEL) by The Swedish Investor 4,071,007 views 3 years ago 15 minutes - As an 
Amazon Associate I earn from qualified purchases. --- Have you heard the story about Ronald Read, 
the janitor that had 8 ...
Intro
1. Pay the Price
2. Never Enough
3. Crazy is in the Eye of the Beholder
4. Peek-A-Boo
5. The Seduction of Pessimism
THE INTELLIGENT INVESTOR SUMMARY (BY BENJAMIN GRAHAM) - THE INTELLIGENT IN-
VESTOR SUMMARY (BY BENJAMIN GRAHAM) by The Swedish Investor 2,869,369 views 5 years 
ago 13 minutes, 28 seconds - --- This video presents the 5 greatest, takeaways from Benjamin 
Graham's classic, The Intelligent Investor. This is value investing ...
Intro
1. Meet Mr. Market
2. How to invest as a defensive investor
3. How to invest as an enterprising investor
4. Insist on a margin of safety
How Young Financial Advisors Can Overcome These 3 Challenges. Every Young Advisor Needs To 
Hear This - How Young Financial Advisors Can Overcome These 3 Challenges. Every Young Advisor 
Needs To Hear This by Streamline My Practice: For Financial Advisors 5,654 views 2 years ago 6 
minutes, 19 seconds - If you're a young or new financial advisor,, make sure you know how to, 
overcome these 3 challenges you'll face. If you can do that, ...
Top Sales Strategies Financial Advisors Can Depend On - Top Sales Strategies Financial Advisors 
Can Depend On by Advisorist 3,581 views 3 years ago 5 minutes, 39 seconds - Insurance agents, 
and financial advisors,, I've got a sales strategy for you. Need to, know whether your prospects are 
pain or gain ...
Introduction
Video
Conclusion
The four-letter code to selling anything | Derek Thompson | TEDxBinghamtonUniversity - The 
four-letter code to selling anything | Derek Thompson | TEDxBinghamtonUniversity by TEDx Talks 
3,633,025 views 5 years ago 21 minutes - Why do we like what we like? Raymond Loewy, the father 
of industrial design, had a theory. He was the all-star 20th-century ...
Evolutionary Theory for the Preference for the Familiar
Why Do First Names Follow the Same Hype Cycles as Clothes
Baby Girl Names for Black Americans
Code of Ethics
The Moral Foundations Theory
Cradle to Grave Strategy
The Secrets of Successful Financial Storytelling - The Secrets of Successful Financial Storytelling 
by Alan Cameron-Sweeney 865 views 7 months ago 9 minutes, 35 seconds - financialstorytelling 
#finance, #storytelling, Today, I want to, share with you models of storytelling, and how it can 
captivate and ...
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