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Advisors who operate below the elite level focus more on the generic formula – sales.  They pay attention to “sales” trainers.  They look for buy signals.  They watch for the right time to close the deal.  And, with that mind set, they doom themselves to remain at the B level.  

What can B-level players do to break out of that cycle?  Simple – behave like you!  
Doesn’t this describe you?  You don’t think about making sales.  You focus on the quality of your connection with your prospects and clients.  You look to improve your business relationships.  You look for what you can do for your clients, not what you can sell them.
If you operate at the elite level, you do those things automatically, possibly instinctively.  And, in addition, you instinctively employ the mystical secret formula of the Elite.
Here’s the secret formula:   First establish rapport.  Second, build trust.  Third, teach.

We see references to “rapport” nearly every day, but my experience is that very few people in our industry – even elite ones – know explicitly how to get it.  If you and I are involved in a deep heart-felt conversation, we are already in rapport.  In fact, we can’t get into that conversation without rapport.  If we get into anything without gaining rapport first, it’s probably an argument, interrogation or a guarded discussion.  Being in rapport, I quickly come to the conclusion that you understand me at a deeper level.  I want to believe you.  Your logic makes much more sense to me, and I want to agree with you.  

At that point, we have a deep and meaningful connection, even if it’s only temporary.  That is also the point at which betrayal enters the picture.  If you, then, go for a traditional sales close, you will have sacrificed a long-term relationship, loyal client and advocate for the chance to complete a transaction.  Obviously, that path leads straight to the B (or C) level.
The lesson is this – if you want to operate at the B level, learn how people buy.  However, if you want to operate at the highest level, you don’t need to lean how people buy – you need to learn how people learn!  Then, you need to practice purposeful rapport building and match primary learning styles.  In other words, you need to get into rapport with how they learn.

Doesn’t it make sense?  What if you successfully complete the first two steps of the formula, but you sell instead of teach?  Don’t you actually contaminate the formula and your own ultimate success?  Teaching is the real payoff for your clients.  You teach them your logic, your resources and your solutions.  And, those things are made relevant by the client’s specific situational problems, which you already discovered.  
Since humans always make the best decision they can, selecting the best option at that time, your client presentation – rather than your sales pitch – shows them that you and/or your solution is the best decision.  
Even as important as the teaching element is, rapport is the key.  It is the most vital element in the formula.  Indeed, your entire career hinges on your ability to build rapport, because rapport opens the door for trust and learning.  If you can’t connect with and build rapport with someone, he will not trust you.  If he doesn’t trust you, he will find it difficult (if not impossible) to learn from you.  Then, to him, the best decision is to get away from you.
It goes even deeper than that – you can’t effectively teach someone until you’re in rapport with how he learns – his learning style.  Relax.  It’s easier than it may seem.
How do people learn?
All the world’s academics recognize that most learners have a predominant learning style.  That’s the input channel they use to understand and integrate new information.  Anyone who has ever read a book on teaching or taken a class in Neuro-linguistic Programming (NLP) knows that there are three basic types of learning styles:  auditory, kinesthetic and visual.  
1. 30% to 40% of the learning population are visual learners.  Videos, handouts, flip charts, and pictures all work well for them.  Show them pictures.  Talk in word pictures.
2. 20% - 30% of the learning population is comprised of auditory learners.  They learn best by listening.  They like conversation.  
3. 30% - 50% are kinesthetic learners.  These people involve their whole bodies in learning and need role-playing, hands-on involvement, and demonstration to maximize learning situations.  They like to hold props.  

Here’s an example of how this works.  I visualize the three learning styles as cups.  I have a very large cup for visual input.  You can give me visual information for days on end, and I’m right there with you.  But, as soon as you stop showing me and begin telling me, I stop learning.  That’s because my auditory cup quickly “runneth over.”  
A few years ago, I invested several-thousand dollars in a two-week long, high-level NLP course in Toronto.  To my dismay, the trainer relied on auditory presentation so much that my cup filled in the first two days.  I was in a state of auditory exhaustion and stress for the next twelve days!  It took me months to get over it.
Those percentages above are based on the general population.  In other words, they’re based on “normal people.”  Strangely, many advisors fall into the auditory category.  How can you tell?  Just pay attention to the verbs, and you’ll hear them say, “Listen, when we spoke last time, I told you about…and I asked…and you came through loud and clear.”  If you recognize your own words there, you might consider gaining some dexterity in the other two styles.

Even stranger than that, a great many advisors fall into a category that is ineffective with most people that it is entirely absent from that list.  We call it the “digital style.”  In your conversations today, listen for visual, kinesthetic and auditor references.  You may find words like that relate to none of them, for example:  regarding, considering, in reference to, value proposition, inflation, analysis, risk, modern portfolio theory, calculation, asset allocation.  

Digital –devoid of sensory experience.  Can you see that there are no pictures, sounds or physical sensations in any of those words and phrases?  See how much of the industry terminology is digital?  How well do you think that kind of language communicates to your clients?  Not.  So, if you use it, you damage your ability to build rapport.  When you do that, your relationship stops growing.  
Most people ask me about the kinesthetic learners.  How do people feel things to learn?  I once knew a woman who was so kinesthetic in her learning style that she actually had to dance new information!  
Let me give you a more practical example of how you can use it with a client.  Take a piece of charred wood and put it to your client’s left hand.  Say, “This burned piece of wood represents your ruined dreams, the charred remains of your hopes.  It represents your divorce, your bankruptcy – or the fears of them.”  Holding that piece of burned wood gives the client a chance to learn by relating to your message kinesthetically, physically.  
When you can determine the other person’s primary learning style, you can, then, deliver your information to him in the way that has the greatest chance of successfully being stored, integrated and recalled.  If you don’t know the person’s primary learning style, all you have to do is deliver your information using all three learning styles.  As a psychologist, I pay close attention to the language that my coaching clients use, especially the verbs.  Until I have a clear understanding of their preferred language I can only gather information;  I cannot use hypnosis or any of the other “intervention” techniques, because they would bring less-than-acceptable results.
With that in mind, research shows that most consultants fail their clients by presenting information in the manner most comfortable for themselves.  And, so it is with advisors, too.  Until you can purposefully discover your client’s learning style, you have little choice but to use your own learning style to deliver your information.  As you can see from the percentages above, falling back on your natural style means failing to communicate with most of the people in your life.
The Lesson Here.  As an elite advisor, it is paramount that you know and use the Mystical Secret of the Elite – purposefully build rapport, discover your client’s learning style, learn to deliver your presentations in all three learning styles.  
Follow that formula, and you will help your clients learn and integrate your information.  Because so few professionals know how to do this, your clients will trust you as their primary source of financial information.  They will ask you to protect more of their money.  They will remain loyal to you.  And, you will, of course, be operating at the highest level of professionalism and integrity – giving your clients what they want.
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