riting a book and having it pub-

lished can be a very transforma-

tional personal experience. Sure, I
could share with you the dramatic ways thac
my book has deepened my relationships, my
public credibility, and my new business pipe-
line, butr I will leave that to others. Whart
1 wanr to share with you has less to de with
the final product and its result, and instead is
focused on what the process of writing your

book can do for you.

There are hundreds of thousands of financial
advisors in the United States right now, most
of whom struggle to answer the question: Why
should someone choose me, rather than anyone
else, as their personal advisor? The truth is, o
the public, we all Jook about the same. To the
companies that we represent, we all look just
abourt the same. Are you really okay wich thar?
So how can you stand aparr from the masses
and become known for your unique skills and
approach?

Find your voice. The journey and process of
writing your book can give you the ability
speak directly to your current and prospective
clients. This act in-and-of itself can define the
value that you add to your clients. See, the mo-
ment you commit to writing your book, you
begin the unbelievably valuable process of dis-
covering what you really think, how you really
feel, and who you really are in this business.
Once you develop your story and master the
skill of telling i, you become an industry of
one. You're the only one who approaches plan-
ning the way you do and youre the only one
who can communicate with people the way
that you uniquely do. I'd like to suggest thar
committing to writing your book is the cata-
lyst you need, that we all need, to finally stake
claim to who we really are.
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Finding your voice

Eight key questions for any financial
advisor with the desire to be heard

To help you develop your voice and possibly
your book, consider these questions:

1. What is unique about you that makes
you who you are, not only as an advisor,
but as a person?

2. How did you get into this business and
into the role in which you currently

serve?

3. What outcomes can your clients expect
to achieve as a result of your planning
process?

4. What qualifications do you possess that
make you a credible source of financial

expertise?

5. What would your best client say about
you to other prospective clients?

6.  What would past clients say about you?

7. What types of clients should not consider
working with you?
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8. Why should the reader do business with
you as opposed to any other advisor in the

world?

As you can see, this is deep stuff were talk-
ing about here. The road to being published
should be paved with numerous personal ob-
stacles, but those obstacles will prove to help
you dig deeper and more clearly develop your
own voice. If the process were easy, every-
body would write a book and people would
not hold the same level of respect for those
who do. Yes, authoring a book has incredible
cache and prestige, bur it also plays a unique
role in shaping everything you do in your
chosen calling. Now may be the time for you

to find your voice. §

Adam Cuft, RICP* is the owner of Forrtl Dimension Financial Group,
LLC in Pervysburg, Obio. He is a retirement planner, @ monthly col-
umnist for Retivement Advisor Magazine, and the anthor of Off the
Record- - Secrets to Building a Successful Retirement and a Lasting

Legacy. To learn miore, go to wise. Off TheRecordRetirement.com.

HOW CAN YOU STAND APART FROM THE
MASSES AND BECOME KNOWN FOR
YOUR UNIQUE SKILLS AND APPROACH?

FINDYOUR <

VOICE.
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