A Crisis is a Terrible

Thing to Waste

By Kewin ). Cullen, E<q.

ow that we've had anoth-
er one, what have you
leamed from the latest
finendal crisis? How are
you adapting your think-
ing, chent interaction, communication
and response? What real changes did
this ¢risis suggest you should make?

| am reminded of the refrain inaTim
McGraw song that desaribed what his
dad, former Met pitcher Tug McGraw,
did upon a diagnosis of terminal brain
cancer, "Live Like You Were Dying™

“Like tomovrow was a gift

And you've got etemity

To think about whar 1o do with it

What did you do with it?

What did | do with ir?

What would [ do with it?>*

We learn more from what we ¢o when
things go wrang rather than right; 5o what
can we start drawing upon tomorrow?

Sometimes we deliver irvestment
strategies without regulary or ever re-
visiting the underlying dient fears, Marry
empirical things change in a chent’s pos-
ture {marital, job, accumulation/income,
etc). Fear is different from risk (which
Iimplies a reward counterbalance). Some-
times we find we either never got, of in-
correctly got, what it was emotionally
that the dient really feared. We presumed
we knew, Or, if we hac asked, we dicn't
listen or record. Perhaps we should have
asked again and brought the client Rl
through the “fear-cutdoud® consides-
ation and understanding process, even
if it kooked De, Philish,

This crisis may have demonstrated
that the dient’s fear issues need to be
re-ecxamined and re-documented (and
maybe yours too). But how do you exe-
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aute that without being, looking or feel-
ing inadequate, wrong or embarrassed?
Nothing happened that was your
fault. Therefore, it is OK to adjust cut loud.
These events tested, framed and maybe
even changed a dient’s baseline fear or
danger level. You need to find out.

Crisis can change any yarc-
stick s0 you must be ready to
step up as a “Fear Extinguisher”
by asking and not presuming
about the dangers the dient
perceives,

The “Fear Extinguisher” advisor must
Esten, absorb and recoed so carefully
that after he repeats the fears cut koud
{which by the way proves you were
Estening), you can ask the dienmt 1o
prioritize them. We can guess but we
never know unless we ask, for example,
whether outiving retirement money,
leaving a wife without a plan, taxes, at-
tending 10 2 spedal needs son, legacy
success, etc. would be on the fear kst,
or in that order, What is the list and rank
order now, post-Crisis?

Long ago just after law school | was
mentored that 3 good trial lawyer a-
ways spelled out a theme in his opening.
Not the details, not the witnesses, not
the evidence or even his legal conclu-
sions, but just a theme that would help
the jury stay fued on the big-picture,

Use the “Fear Extinguisher® theme
on your next round of client or peos-
pect meetings. Address fear head on.
Do the clients’ prioritized fears match
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those of a year ago? What needs to be
done now?

This <risis may have provoked you to
dig deeper in strategizing to extinguish
cauxrently defined fears. You may find fear
within areas never before tested for fear:

So, your deferred comp plan, white nice-
Jy diversified, positions you as o general
creditor of your too-tig-to-fall employer.
Should you be warried about that?,

Your fears about insurance companies’
claims-paying aobilities are reasonable;
let’s address them,

Once you have fully fear-vetted {or
re-verted) a3 chient, understocod and re-
peated back his priceitized fears, you
will know how to powerfully frame and
communicate your advike and strate-
gles. Use the very words the client used
10 describe his fears when you describe
what your plan's objective is.

If Crisis 9 08 changed the character,
natwre, kevel or existence of your chents’
fear, change the contents of your extin-
guisher before you put it badk on the shell
It may not be a grease fire you're fighting.
Water doesn't work on dectrical fires.

Even if the crisis fades from the heac-
Ines, start your conwversations on the
fear and fear adjustment theme, Dont
assume, Probe for a new baseline of fear,
even if the DOW is at 14,000. Tell the cli-
ent it would be a shame 10 waste the
crisis we all just endured. ”m
Kenin L Culen, E3q. is o former triaf
lawyer and wholesaler. Me is the founder
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be reached at 203-256-1527 or
waww.Extroordinaryadisor.com.
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