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One word check-in

If you had to describe
in ONE WORD...

... avoiding words like “good,” “fine,” and
“OK” (in the interest of being more

descriptive) ...

... what word would you choose?

TrustqudVisor © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.
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Honest Road Rage



Connection before content

Meet and greet as many people as possible in the
next 5 minutes™®, asking and answering the
following question with each person:

If you’re really honest, what do you fear or
feel apprehensive about when it comes to
BD? (We all have something.)

*Start with the people you don’t already know

Tl"u5t€d|AdVi50r © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



We're making progress

LAUNCH | miD__

In-person Immersion 'T' "T' "T"
Workshops
) Trust, BD BD
Mindsets and muscle Influence, Moments Mastery
memory and BD that Matter
Action team meetings
Relationship-building, on- ’3 ’3 ’3 ,3
the-job BD
Team Coaching (limited) x §(
Precision application, fine-
tuning

—E .
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Session 3 focuses on true mastery

Revi .
Recoi\r?eez:cl’ Managing the
) o l(FII Word (Fear)
Results B

PIAT: The Travel

Listening w
1= 8% Agent Redux

Mastery

' "4l Making it
,' ¥ Real
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Remember: Building trust
starts with being present

KEE

CALM

AND

STAY
FOCUSED

TrustedAdvisor
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Working Off Script: Zip-Zap-Zop




Make it real: Your results

Irustes ‘Ad visor 11 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



Last up: A client opportunity/challenge

* It’s current
* You can identify 1 — 3 key stakeholders

* You can speak about it here

TrustediAdVlSOT 12 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



Make it real:
Say three things out loud

”

e “My clients’ names are

’)

* “The opp’y/challenge as | see it is

* “My wish/ideal/truest desire for this relationship is

”

Tr‘uste@Advisor 1 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



‘ ‘ : Listening Mastery




True story: Big R + high |

“I will be out of the office
prepping for my daughter's
wedding, enjoying being the
Father of the Bride and then
relaxing afterwards for a couple of
days with my wife. I may be
delayed in returning emails and at
times on the 19th and 20th will
have limited access to my

email. If thisis urgent, please |
contact Lena Fung at (212) 436-

7725 Or

TrustedAdvisor
ASAQCIATRE 11¢ |
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ELFEC: Expanding opportunities

with your client m

I Mainline Snack Foods

Engage
Listen
Frame

Envision

Truste dAdVl.SOT 1 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.
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Make it real:
Getting issues on the table

ruste L,‘:AdVlSOT 1 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



Remember: masterful listening
can be learned

e Groups of 3in 3 rounds Client
* Your own client Listener
* Listener Observer

* Observer
1-minute setup:
Describe your client’s interests, concerns (as she would)
3-minute role-play
* (Client—be that client; WEAR THE GLASSES!
* Listener—be yourself and paraphrase and empathize—only! (NO

QUESTIONS!)

* Observer—take good notes and keep the others in character
2-minute debrief:

* Observer—share specific strengths, opportunities

* (Client—share your experience

Tl"u5t€d|AdVi50r © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



What did you discover?

Listener—What was
hardest about this?

Observer—What did the
listener do well?
Opportunities for
improvement?

Client—What was your
experience? What
“ahas” did you have?

TrustedAdvisor
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Working Off Script: “Yes, and ...”

1. Tell your partner something you really don’t
like/want to do
2. Your partner says something positive about it:

3. Reply with something else that’s positive:

4. Switch and start over



Managing the “F” Word (Fear)




There are four sharks of fear in sales

<Notes>

 Execution (DO)
* Competence (KNOW) g
e Qutcome (GET)

PERSONAL

e Shame-based

Trus t_‘e "J'Ad visor 2 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



Your personal shark repellent

2. State the 95%
worst case
Scenario Mol FCHREs

Truste "lAd visor 2 © 2015-2016 Trusted Advisor Associates LLC. All rights reserve
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PIAT: The Travel Agent Redux
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Make it real:
Putting it all together

ruste L,‘:AdVlSOT 2 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



Working Off Script: The ABC Game




|, TBBD Final Exam




Making it Real




We did it!

Review,

Reconnect Managing the
' “F” Word (Fear)
Results
Listening , PIAT: The Travel
Mastery A ¥ Agent Redux

Working Off _’?:{*
Script g asi&

!rJI Making it
| " Real
L

) "
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Make it real: Your R&BD toolkit

What tools, practices, mindsets,
maxims, and ways of being from
vour TBBD toolkit are worth
underscoring?

What have you added?

Trpgtedﬂdvisor



Make it real:

Your next actions

P.

Intimacy? At work? Really? (Part III)

1. My one next action with my
client

This is our last tip {for now! three-part t ject of
timacy—a word that ple t I} cigt tl
profess | .
o
My 30-day experiment s g e
y 3 y ts a level of comfort, security, rt that ot ot
lity t: fluential that fosters t frelat that

your businesses thrive

The learning I will share with
three people in my network

Make it Real
This week, step cutside your comfort zone. Here are three ways to do that:
1. Acknowledge uncomfortable situations. Caveats are conversational

jewels: “Wow, this is awlward. " or °l wish | had better news..." or "The

timing with this is embamrassing.

(LATE ENTRANT) My S-
reducing practice

5 .
2. 5ay what needs to be said. Practice doing it in 10 words or fewer.
v going to make the deadling” or "We just don't have the

TrustediAdViSOT 32 © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



In just a few words ...

Round 1: List 32 words max that .
capture what you’'ve learned
(single words, short phrases,
sentences, quotes) 5 minutes

Round 2: Reduce your results to
8 words max 3 minutes

Round 3: Capture the essence
in 4 words (single words, short
phrases, sentences, quotes)

NEW WORDS ARE OK 3 minutes

) 2015-2016 Trusted Advisor Associates LLC. All rights reserved.



In just a few words ...

... what has made
the biggest
difference for you,
personally?

1ru StedAdVl.SOT © 2015-2016 Trusted Advisor Associates LLC. All rights reserved.
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