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DTNL MODULES

1. BRANDING
    In today’s digital market, the importance of personal and digital branding, 
    quickly come to the fore-front! But the question is HOW? 

 A. Networking and Referrals: “Your Brand is what others say about you
      when you’re not around” –Je� Bezos

  i. Over the last 30 years Advisors have used 8-9 di�erent methods to    
                grow their practice (cold calling, cold knocking, seminars,
     advertising, networking, referrals {client & COI}, direct mail, etc.)
  ii. All but 2 have become less than e�ective…Networking and
      Referrals are the key to every successful growth strategy.

   1. What are your key strengths? (*Be speci�c) 
   2. What is your target market? (*Be speci�c)
   3. What are their biggest concerns/needs?



2. EFFICIENCY 
 A. CSA Transition Log
 B. Trilogy Questions for Client Meetings
 C. Daily Stand-Ups
 D. Time Blocking (Sample)

 To make time blocking work for you, try these three steps:
  1. Track and log your activity over a one-week period. Put approximate times 
      around each type of activity, but don’t stress about being exact.
  2. Review the log and determine when your priority activities should be
      happening. Many people perform best in the morning and others in the
      evening.  �e question is, when are you doing the things that are most germane 
      to your success?  How much time are you spending on those each week?
  3. Adjust your time block to align your most productive times with your highest 
      priority activities: 
   • When am I at my best? 
   • Is that when I’m tackling my most important tasks? 
   • Create 4 hour blocks, 2 days a week.

3. SCRIPTING AND CSA TRAINING
 A. What to say and How to say it. (Prospect Sample; Maximize opportunity)
  i. Prospect: I recently inherited some money and I’d like to schedule a meeting to 
     discuss my �nancial situation. 
  ii. CSA: [Advisor] is not available, but I have the calendar right in front of me and 
      I can schedule the meeting. What day and time works best for you?
  iii. Client: How about Tuesday at 2:00 pm?
  iv. CSA: �at works. I will send you an email con�rmation. 

 B. What to say and How to say it. (Client Sample; Minimize phone tag)
  i. Client: Hi, is [Advisor] available please?
  ii. CSA: [Advisor] unfortunately is not available right now, how may I help?
  iii. Client: �ank you but I do need to speak with [Advisor]
  iv. CSA: He/She will be available at both 2:00 and 4:00 this a�ernoon which is 
       better for you?
  v. Client: 2:00 is better for me.
  vi. CSA: Can you please share a few thoughts on what you would like to discuss 
       so [Advisor] will be best prepared to help.


