Every Broker-Dealer, Vendor,
Sponsor and Wholesaler wWants

the Same Thing

By Kewin L Cullen, E90

receritty mesigred all my securities

and insurande likenses after neaty 25

years of very interse, profitable and

spaitliess s o thien as A Pumber one

wholesaler at four different finandal
product Companies,

Eleven years of Strategic Coach partic-
pation and Dan5ul lvan's provocation hawe
worked to help me identify my unigque
ability 1o create ard namse my awn 8-50ep
process, to never refy on seling commod-
ties andd 1o direct MYy unkgue A0iliny AT A
well-defined, limited and receptive group
of chens. It is chat henetofors wndiefined
ard untargeted group of advisors that
piesants eseny BT, R1A, Vendor, Sponiscd
and ¥Wholesaler with brand new opportu-
niithes fioe @ peofitaisle growsh sourt,

I was.an ertreprenewial coach trapped
im a whaolesaler’s body and abways put my
unigue abiicy efforts 1o grow the overall
practceaf those advisars | called “Extraar-
dinary” ahwead of my product sabe, which
Imade serandary.

| v Camie v cliscgver and then define
& clags of financial advisors unlise any pre-
wioass cescribed demagraphics, Mot 'good
reps, ‘produdng reps’ar ‘weteran reps” EX-
TRADADINARY ADVISORS T was 5o of
like dizcavering & rew spedes and almast
as enching as discovering a rew planet or
good local carmechanic

The rarrowness af this species Cbe-
ter sald maret segment] s attractive
hecause It enables mone fooused, spe-
cialized and succeschal ssles ard mar-
keting techniqises Dy everyone who
“orbits” these “Extracedinary Advisors”
g, A'0s Vendors and Wholesalers],
The good news, as usual, [s- knowing
your niche eliminates wasoed timse and
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effort on ungroftable candidates; the
bad news: this niche is relatively rare,
not always readily visible, and requires
an entregrensurial improvement ag-
proach as opposed ta our industry's tra-
ditional commcsdity driven aparoach,

Arenit the most valusbie targets absays
either small orwall hidden?

This group of extracedinary adhisors is
hickden in plain sighs, Its distnguishing
characteristics are not simphy thedr:

Privdection, ., marker mche, . inmesmment
cisnipline andbr credertio. . ope.. et
ORI, |, GROPFGENY, - . COvTEeTsia-
tien strascfiee. .. or Chonne [Bank, indeper-
chent, Wiresl,

Thee Entrapedinary fdvisar is defined
artinudinally ard by hisar her executicn,
principally on entrepreneurial arienta-
tion. The Extracedinary Advisor spends
money, time and enengy on hisfher
practice’s grawth and tools to enable
that progress.

Hefshe & future based not past-based;
opan 1o ol apgnoaches, ieaics a kot has
likely w=ed a coach, operates with a high
self-corfidenoe and has been described in
every paet Can Sulfivan FAcolumn.

The Extracerirary Achisor has beded,
nat just imenesss; s anemotional adul, not
anemarional child

To the Extrsordinay Advisor, it is
MEVER abwout ENTITLEMENTI

Extracedinary Achvizors show and use...
ane willing todisplay more innovation and
aremore | kslyiobe holisticin dealing with
uhiers: ife planning dewatees ane mauch
more |Eely to be Btracedinary Advisors.
It sheiled By reds s pritse that Extracncinary
#chvisors have tendencies and systems 1o
anractand abtain Exraondingy CLIENTS,
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THE EXTRAOQRD

HARY ADWISOR
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They are distinguished By thelr capac-
iy and desice for enrepeenerial seif-
Improvemnent  and receptivity  iosard
craathee, ran-anediat halgin that regand.,

Extracedinary Advisors want real inde-
eV ONGDIEK 8N ContesTuEsl practice
img with Bl wihin rodee seats on thee sida
of the table, not just say that's what they
will gio while, in i, they are pounding
products ar B service,

This graup of Extragrdinary Advisors
presemts a huge opportunity for thoss
Braker Dealers, Wendors, Spansars and
‘Whaolesalers who are confident enaugh
o target and then adapt their appeoach
to af least Indude & transmission to the
Extraarcinary Achvisor wawelengrh, First
step: fueling the coachable/self helped
entreprereurial orientation these ad-
wisars have adopied & opposed 1o
leading with commadity to the entire
[SToL0 24

Extracedinary Advizors want  ther
sippliers, BDs and Wholesalars 1o kead
with entrepreneurizlism  and  follow
lamer with traditional produc, sersdoe and
other commadities that sre woven into
theapamach,

Omece the Broker Dealers who
seelk to recrult and retain this group,
once the Wendors and Sponsors
who seek mles from this group,
and onde the Wholesalers who seek
relationships with this group get
their bralms around this definition,
paradigrn  shifts may happen,
Everyone will meed to leam  how
W revise old  commoditized  ap-
praaches im favar of custoenized,
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Did the short Selling
Ban Do Any Good?

Thie Securities and Exchamge Commissicns 14-day
ban on short-selling in the shares of 759 financial
companies was suppased to end Cctober 2 amid debate
aver whether the action did any gaod, Sha selling, the
practice of seling a security the seller has bormowed but
does nat own, i5 3 time-honored method of profiting
when a stock drops.

T SEC 100k the action 1o "prolect the infegeiny and
guality of the seourities market and strengthen meestar
coeficence’” The tunmail in recent weslks has swallowed
some of the most storked names on 'Wall S2reet - lilke Bear
Stearns, Lekiran Brohers, Merrill Lynch amd AN, Many can-
tend that shart-sefling played a key mole in farcing the col-
lapse of these instiJhons.

Thie SEC said it might extend the ban to [ast for as many
a5 30 days 1T deams nedessan.

Critics of the action contend that short selling can make
markets mare efficient and being in more capital Some
anahysts say the ban could actually diszoret, rather tham sta-
biltza, ey markits, They say restricting short selling <ol
inflabe the value of some stocks, opening the door for a big
dowwrwiand Correction [ager, L

FPA Prexy 'Very Proud’
of Wise Members

A "Der Coleague” lemes oo s memiees, Fnandal Plan-
ning Assodation [FPA] President Mars lobanrssen, CFP weobe

% .. we are experiencing, not just witnessing, incred-
inle change as reparts ConTinLEe 1o soream At of M York
and Washington, DuC regarding historic disnuptions in the
financial markeqs,

“These daily events are raking questions and fears
amang cur desnts and the publc, , , we have dsen o this
challenge. indeed, | have never seen as many finandal plan-
nirg professionals sought o by the general media and
qpuated as extensively 2% | have ower these past fies chaotic
weeks, | am very proud of you for sharng vour colleotive
wisdom with the public. in talking with many of you, | re-
main inspined thas regardiess of the dgirection the finandial
markets take us, you are there warking tirdessly on behalf
of your dients.

A the current crisis comtinues ta unfald, | believe thas
wii can alse benefit by retworking with each otk | would
encourage you to wisit FRAS Community Building on FR&%
wabsine 10 share some of Wour Fecent experiences o that
we can learm even more how ta better help our clents na-
gake the financial hazards that stil lie ahead? e

My Current Career is in Heaith insurance - Obama or McCain?
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L catastraphic loss and least abla 1o
pay for it. That means greater transpar-
ency of cost and guality (in claims) and
an emnphasis aon improvernents and effi-
clengies from the madical semmunity,
The reality is that how either plan
is designed, ewecuied and funded

will mean all the difference in im-
pact on ouwr Industry and on ws.
Unforunately, mefther plan  clearly
details two thirds of that eguation
— e expoution and furding ebements,
#z we get closer to the election, seek
aug mcee cetad in these aneas and visit

v MAHLLarg, whvich pronvided miich
of the analysi for this disoussion. And,

doa forget 10 vatel ar

Joe Torelo is 0 vp with Sovoy Assoolotes,
e ccan be repched ar G09-584-6T12 812,
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entreprenauFial-omanted, practice
building approach, in order to reach
these Extraarndinary Acvisors,

thirsty achisors has been amaging and
imtense to any Whalsaler, Yendor or B0
whe aiffiered 1o be first an entrepreneurial
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guy second.

The reec] Graesstion is whag st thase
wha =pie o be Extrapedinary B/Ds,
Wemidioes anclorWhindesalers reed 10 00 10
i this bt markes. Rnd out in R next
Benker Dealer ban ar
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Kevin J Colen, Era 5 a frmer ol
fowyer ond wholesoler. Me is the fownder
and CED of the spewking, cansuiting

ond mentorfooching  anganinction,
The Ecrraondingdy Adwial He may
be eoched ot JO-255-TEXF or
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