


Why am | here?

A Understandwhy life has never been sacomplicatedfor your clients!

A Finally understanavhy you have to listen more than you speak.

A Understand howauthenticity, beliefs and trustreate a extraordinary relationships.
AApplythe6HumanNeedd o unl ock your clientés deepest

A Go deeper and broader into the concept o€ V u | n eim oedér to Linlotk yoiir greatest level of
service.

A Explore and implemerithe 5 Key Elerents of Excellenc® as a focusedframework to deliver a solid
client journey.

8§ Standards | nt e rightaresereed3tandartdstintematidna, BVOWW!larld The Paraplanner Standard areddinarks.
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The 6 Human Needs

Certainty Significance Growth
assurance you can avoid feeling unique, important, an expansion of capacity,
pain and gain pleasure special or needed capability or understanding

Uncertainty Connection Contribution
the need for the unknown, a strong feeling of a sense of service and
change, new stimull closeness or union with focus on helping, giving to
someone or something. and supporting others

§8 Standar ds | nt e rightarésenedStahdards intdrnatbal VS OWWAANd The Paraplanner Standard are @dirtrarks.

Robbins Research Internationalhttps://www.tonyrobbins.com/mind - meaning/do- you- need- to- feel- significant/



Looker

They see what we
have on offer, see
we know what we

Shopper
They examine
further (multiple
times) if there is
a fit and are
pretty much
ready to engage
further.

Loiterer
They find us by
accident or have
heard about us
and seek us out

They then

identify if they
are our chosen
client

In their own mind |
they are our chose
client and downloa
or request further
information.

are doing and clarif

Have done all of the
research and are
happy there is a

fit! They are ready ftq

engage and/or buy
and they need tg
know how to do thi$

they normally ask b

email, direct messag

on social media or ¢

phone call to the
office.

Theyfound us!

Client

They have agreed t
proceed. They are
excited about the

journey ahead . The

have dipped their tog
and taken the first
step to let us in.
Similar toDd u y

(prospect
need* Information,

Service and Suppo

Theyknowus!

They are engaged a
happy with the
support we provide.
They are still learning
about what we do an
there is potential to
help them further.
They value us but wi
have other advisers
and we need to
maintain a high level
communication. Not
yet 100% sticky.

Theylike us!

Superfan

They
us for some of our

services; they use

for ALL of our

services! We are
their first point of
call with whatever
they need and as

such we are integra

to what they do. The

seek our council an
act fully on our
advice. They are
100% sticky and
trust us fully and
bring us internally
like part of their
team!

Theyloveus!

d on O

Ambassador

They love us and
lovg them. Igss ¢
personal and all the
really want is to do
their absolute best t¢
help and/or impress
us. They crave the
recognition of being
appreciated and wa
to know how to
achieve VIP/
Ambassador status
They are very prou
of their relationship
with us and vocalise
this frequently in
public.

They want to be
part of us!




Change Is never a
malter of ability, its

motvation! X

Tony Robbins
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The Lens of Vulnerabillity...
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1IN ERSECeTel O NALN jT g

I" Race

2 E‘H\nici{'ﬂ

3 Gender identity

2’ Class
Language

b Religuiog\

7 Abilit

2 Sexua?iﬂ,

T Mental health

0 A

I E?‘:caﬁon

12 Attractiveness

(...and many more...)

In’fersedionali’fj is a lens ﬂrou_gh which uou can see where Power
comes and c,o”io(es, where it locks anﬁferscd's. It is the
acknow|ed9emenf that everyone has their own unigue H

experiences of discrimination and Privilege. :

— kimberdé Crenshaw -

When you kno
better you do
petter!
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@ 4 + D

Credibility Reliability Intimacy

=

Self-orientation

= Trustworthiness

Here is a graphic and a blog post | really liked .- https ://blog .jostle .me/bloghrust -equation




ThIS IS how you trulyeww!
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EXCELLEMC

Business planning & communications

Team engagement & productivity

Operational & technology frameworks

Service Innovation & client proposition

Brand strategy & marketing
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