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HOW AND WHERE CLIENTS WILL INTERACT HAS CHANGED
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OLD WORLD TODAY’S REALITY
Sales-led, offline channels Client-driven, digital and multi-channel



IPhone

Apple rein . 7the phone



SOCIAL AND MOBILE HAVE CHANGED THE
WAY WE EXPERIENCE LIFE.
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WE'RE WITNESSING Garer 50,3 igenee
THE ULTIMATE 2.5B
SALES AND

MARKETING 2B
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Tablets

1B

Smartphones

Personal computers

2001 2004 2007 2010 2013 2016



xt.\“%
exs 9‘&{6:\2 ch ““e; 800/0 us;j
AA“/o o S““ any o SsOCﬂ’L“‘ 1i0do S, o fOI‘b i ng teXt
" gor O ket b 65% dicigal o e — avx, Sinegg
2 pirect ° CIgital media time j eWee k
On mobile deyjceg > 2015
~ ¢0mScore, 2016
112% close rate when text messaging used
. read 909,
ails are of Fy
T™W o-thirds of e:;‘hones oY tablets ac(;ebook dai]y Acts
. hey SMAY €ss v : Ctive
A ¢ing Lands 2015 A mopjj, -~ "Sers

_Marke



ON-DEMAND

Request Lyft

ADULTS KEEP THEIR
SMARTPHONE WITHIN
ARM’S REACH 100% OF
THE TIME



BUT SALES PROFESSIONALS CONTINUE
TO MARKET IN 2017 LIKE IT’S 2007

Direct Mail
($1/mailing)




CUSTOMERS EXPECT INSTANT + MOBILE
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'| nvite Harry to Messenger J e Hi James, Today
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] R I hope you had a great vacation. | Hi Maria, this is James

| My RSU grant just ] . came across this article that you 3:18 PM
Vi i 1 4365 EXECUTIVE 2 3 P :

| este:i l?'o need to do e i mlth find interesting about college J Hi James, good chat today.
anything? SANDIEGO, CA savings How about we meet

You should probably

consider diversifying a
bit. Let’s chat soon.

How about Fri lunch or

sometime after work next
Mon/Tue?

Monday works. 6pm at
Starbucks by your office?
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Saving for College 101: State-

Sponsored College Savings Plans
Both 529 and prepaid-tuition plans
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THINK ABOUT THE SALES ORGANIZATION AS
AN ENABLER FOR THE CUSTOMER

CORPORATE
MARKETING







THE VALUE OF THE SOCIAL GRAPH




4 STEPS OF SUCCESS ON DIGITAL
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STEP 1: Be findable on search and social

(%

of prospects research
online before they buy

Sales Manager and Senior Lender at 1st Advantage
Morigage. a Draper & Kramer Company

B =venence

P — ﬂm = @ Findable and consistent presence across social
R F}‘ EE - media pages
H:= @ Professionally branded, yet personal

@ Optimized for mobile

@ Dynamic content tailored for your niche audience

*Source: FPA Communication Evolution Report, 2015
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SAMPLE LINKEDIN PROFILES

Anthony Truino, CFP®

Management, an Office of MetLife
Greater New York City Area | Financial Services
Current Barnum Wealth Management

Previous Barnum Financial Group, an Office of MetLife
Education  Central Connecticut State University

B v v secs oo | -

@ https:/www.linkedin.com/in/anthonytruino

% Summary

At Barnum Wealth Managment, our mission is to create holistic plans that preserve and enhance our
clients' wealth and simplify the complexities that often accompany financial success.

We strive to be your wealth manager of choice by providing thoughtful collaboration, integrated insightful
planning, a superior level of personalized service, and by always putting our clients' interests first.

Experience

Financial Services Executive and Senior Financial Plan

JP McDermott 2o

Financial Planner with MetLife Premier Client Group of
the Pacific
San Francisco Bay Area | Financial Services

Current MetLife Premier Client Group of the Pacific

Previous MaszsMutual San Francisco, Town of Danville, The Growth &
Leadership Center

Education St Mary's College of California

m View in Sales Navigator v 500:"
connections

M httos:iwww. linkedin.comfinfjpmedermott

Background

Ads You Eé Summary

What is keeping YOU up at Night?

...Will I run out of money in retirement? ...How can | leave a legacy 1o my family, while still enjoying what
| worked so hard for? ...How will my family be taken care of when I'm gone?

I'm JP McDermott — As a Financial Planner, my passion is taking my clients - families and business
owners - through a holistic planning process to develop a financial plan that is sustainable, regardless of
life's events, and manages the financial issues that keep them up at night.

A

M cContact Info

Let's talk about what keeps you up at night. Together, we'll develop a plan that you not only feel
comfortable with, but sets you on the path to financial freedom.

.»3‘ | look forward to the privilege of working with you!

JP McDermott, MBA, CLTC
Financial Planner




STEP 2: Grow your network—connect

@ Connect with those you meet offline

@ Think of every business card as a potential connection

@ Give people a reason to connect
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STEP 3: Deepen relationships by acting on rapport-
building moments

Jane Wilson = b((l')
g g Responses | Sinals

Contentv Ads Sites v Signals JYIVVEMN Contacts Metrics  Settings v

Activity Menu
y Feeds New Post

Responses @ Pay attention to the meaningful things your
i i
Published Posts ﬂ Tim O'Neil 3 minutes (B clients are sharing

~ Social Accounts Activision Blizzard gunning for NFL-scale eSports revenue @ Share your own personal SpeCial moments
All Accounts ~ o . - :
@) Mike Agarwal

[ Mike Agarwal- Hearsay
Social

Activision Blizzard gunning for NFL-scale eSports revenue
CEO Bobby Kotick sees opportunity equivalent to, "the NFL,
the Premier League, the NBA, Major League Baseball or
NHL"

Like 0 Comments Share -0 Likes
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STEP 4: Share market expertise

=% “

@ Share expertise to establish credibility across
channels

@ Social media and email are strongest channels for
client “push” marketing

@ Advisor websites, blogs, and seminars are
strongest channels for client “pull” marketing

@ Home office marketing can play a key role in
providing targeted content tailored per client
segment or niche
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Information Expected on Social Platforms

STEP 4: Share market expertise

If a financial services company were to use social media, what types of

information would you expect to receive from it?

Market and economic trends and
commentary

New product information

Company background

Product performance updates

Best practices, case studies,
thought leadership pieces

Moderating a group discussion

Mass Affluent

Low Expectation

Affluent

Ultra Affluent

High Expectation

Communication Preferences By Age
How would you rate the value of receiving information from your advisor via the
following methods? (Shows percentage rated ‘somewhat or very valuable’)

Client Age
Ages 18- Ages 45- Ages 55- Ages
44 64 65+
Advisor blog 23% 16% 13%
Information shared via
professional networks 23% 10% 5%

(e.g. LinkedIn)

a1

In-person
workshops/seminars
Online
0,
workshops/seminars 8%

Low Preference High Preference
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INTEGRATE INTO YOUR PRACTICE

@ Connect with people as you would in an offline environment

@ Leverage your team to help manage digital channels

@ Do research before meetings — LinkedIn is a treasure trove of information

@ Share expertise related to your area of focus; clients are looking for it

@ Reach out and engage with your connections on things that matter to them

@ Follow up after meetings and connect with people; use email and other channels

@ Ask for referrals; 2nd degree referrals are extremely valuable through LinkedIn



BE AN ADVOCATE FOR SALES ENABLEMENT
AT YOUR ORGANIZATION

CORPORATE
MARKETING




THANK YOU
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< Harry Langston
Home

My RSU grant just
vested. Do | need to do
Q anything?

You should probably
consider diversifying a
bit. Let’s chat soon.

How about Fri lunch or
sometime after work next
Q Mon/Tue?

Monday works. 6pm at
Starbucks by your office?

O

Mike Agarwal
contact@hearsaycorp.com






