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4 HOUR CE CREDIT OUTLINE
	Program Learning Objectives:



	· Getting your clients’ attention – making yourself heard above the crowd

· Overcoming your client’s fear of divulging personal financial information

· The right and wrong way to obtain personal financial data

· Involving the client in the interview process

· Listening for the subjective data beneath the numbers

· Obtaining full and complete financial disclosure

· Understanding your obligations to the client once the information is obtained
· Setting the stage to create a satisfied client




	Session 1
1:30 p.m. – 4:00 p.m.


	1:00 – 1:45
	Session Introduction



	1:45 – 2:15 
	What Question Exercise:

	
	Objective: To improve the professional’s results when collecting subjective data from prospects and clients. 
Research shows that adults (clients) process information in one of two ways: linearly/sequentially or globally/holistically. Understanding and pinpointing a prospect or client’s inherent preference allows the interviewer to obtain the most accurate answers to critical fact-finding questions. 

Attendees will learn key principles, concepts and methodologies for developing successful questioning processes. Advantages of using specific question stems beginning with the word “what.” 
Attendees will receive a question template containing 25 sample questions which they can use to improve their data collection results with clients.


	2:15 – 2:45
	Stop, Start and Continue Exercise:

	
	Objective: To obtain 3 sets of data that can be used to determine gaps between desired and actual results in a client’s estate plan. 
This data collection process gives the estate planning professional another method of obtaining accurate client (or prospect) data using a professional and controlled process. It is a discovery of existing estate plan results, components, services and other criteria compared with the desired plan outcomes. 
Instruction guide and forms to use with clients provided. 




	2:45 – 3:30
	Conducting a Needs Analysis:

	
	Objective: To improve the estate planning professional’s ability to conduct an effective needs assessment with clients and prospects.
Conducting a needs analysis gives estate planning professionals a solid base from which to uncover critical information, help prospects and clients quantify the decision making criteria, and move towards a logical, non-emotion based decision. This module provides a template for creating positive change in a client’s estate or financial plan. 



	3:30 – 3:45 
	Needs Analysis Questionnaire:

	
	Objective: To provide professionals with a defined process for developing a needs analysis questionnaire to serve as a framework for collecting subjective data from their prospects and clients.

A good questionnaire, administered correctly, gives the professional the answers from which to develop a solution-based presentation. This module provides a process for professionals to develop their own question bank using four categories: Gaps, Pain, Risks, Rewards.


	3:45 – 4:00
	Question and Answer

	
	Review and application


	Session 2
4:00 p.m. – 5:30 p.m.


	4:00 – 4:15
	Session Introduction

	
	Includes a brief review of early afternoon session.


	4:15 – 4:45
	How Adults Learn:

	
	Objective: To improve the estate planning professional’s ability to deliver technical and complex information to maximize retention, recall and understanding.

Participants will receive information related to how adults learn, retain,  recall and apply complex financial information. Examples related to law, taxation and estate planning will be demonstrated. 

The outcome of a successful client interview is often determined in the first 3–5 minutes of the relationship.  Techniques to make the estate planning professional’s initial contact with the client memorable will be modeled.

This module will demonstrate techniques and concepts related to adult learning and maximizing retention. 


	4:45 – 5:15
	Solutions Finding

	
	Objective: Professionals will learn a proven strategy for assisting clients in creating solutions to their estate planning needs. 

This module is interactive and participatory. Participants are invited to bring to the small-group, round-table discussions real-world problems and situations.  Attendees will receive a template to help their clients prioritize their estate planning decisions.


	5:15 – 5:30
	Questions and Answer

	
	Review and application


Biography
Jack Wolf, PhD, CLU, ChFC, CPT

A dynamic and highly respected speaker, trainer and consultant, Jack Wolf has specialized in the delivery of programs for the financial services industry since 1975.  Formerly a financial planner, he distinguished himself in insurance and equity sales production before selling his agency.
For almost 30 years, Jack has designed and delivered programs on workforce learning, sales, creativity and performance improvement, presenting at numerous conferences around the globe.  His techniques have been used with great success by such notable clients as Legacy Marketing Group, AIG Life (US and Canada), John Hancock, F&G Life and SunAmerica Securities. He is a National RIMS instructor and was the featured presenter in December 2006 on the National CLU’s monthly webinar broadcast speaking on the topic: Principles of a Successful Financial Planning Practice. 

Jack brings to his work a breadth and depth of experience in adult education theory and practice.  His background as a producer and his interactive style bring a sense of reality and change to the training.  His presentations have received high marks for innovative techniques and how to use them back in the workplace.  Jack demonstrates numerous sales and presentation techniques and gives practical strategies for implementing them with clients.  His career has included 13 years in the financial services industry as a principal, top salesman and trainer.  He has a B.S. and M.B.A. in Marketing, and a Ph.D. in Administration/Management from Walden University.  Jack’s articles have appeared in such national publications as Training & Development, National Underwriter and Financial Planning News.  His book, Powerful Presentation Techniques, was published in 2003. 

Jack has presented programs at the following national conferences:

•
Society of Insurance Trainers and Educators, 2002, 2004

•
International Society of Performance Improvement, 2004

•
Million Dollar Round Table, 2003
•
Financial Planners Forum, 2002
•  ARAF (Assn. of Regional Accounting Firms)


•  ICFP (Certified Financial Planners)

•  IAFP (Int’l Assn. of Financial Planners)

•  NAILBA (Nat’l Assn. of Independent Life Brokerage Agents)

•  NALU (Nat’l Assn. of Life Underwriters)

•  CLU & ChFC (Chartered Life Underwriters)

•  CAILBA (Canadian Assn. Life Brokerage Agents)
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