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Today’s session is about helping you 

• Develop a strong personal brand  
as a financial professional and team 

• Capture your share of the competitive 
high-net-worth market 

• Show the importance of building  
high-value client relationships  
to generate reoccurring business 

• Brand applies to every aspect of  
our lives 

• Identify a few keys to success in 
executing on a plan 
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The dynamics of a corporate brand 

• Embody company values 

• Define an overall customer 
experience 

• Companies spend millions of dollars 
on extensive brand-building 
activities 

• Great brands are unique, relevant, 
consistent, and passionate 
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What’s the meaning of these brands? 
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Everyone has a personal brand 

• It’s driven by what you believe in but more importantly  
it is what people think of you  

• It’s the impression your clients have of you 

• It’s demonstrated by your actions 

• Actions speak louder than words 

We are what we repeatedly do. Excellence,  

then, is not an act, but a habit. 

      
– Aristotle 

” 
“ 
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Strong personal brands lead to success 

Warren Buffett 

A master at uncovering hidden value 
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Strong personal brands lead to success 

Steve Jobs 
Creative innovator 
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Strong personal brands lead to success 

Oprah Winfrey 
Her stamp of approval  

is worth millions 
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Strong personal brands lead to success 

You! 
What is your brand? 

? 
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Effective ‘Brand’ Communication 

• Who are you and what do you stand for? 

• What are you passionate about? What interests you? 

• What do you want people to take away when they  
meet you? 

• What is different about you? 

• How do you add value to your world? 

 

Develop your brand: 
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Actionable ‘ACTION’ Ideas 

• ‘How to get better’ breakfasts? 

• Scrap book idea 

• Tiffany’s Box: Brand Training for  

your team 

• Their PASSION! 

• The client intelligence file for your  
top dozen 

• Office activity 

• Repetition 

• Scarcity 

• Transformation vs. transactional 
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Ted’s Tips for Effective Execution/Goal Setting 

• Commitment (work ethic) to growth – muscle work 

• Adopt a process 

• Goal Setting/have a plan (how many, what kind) 

• Pick 12 clients – all their trust (money) 

• Master the client: Client Intelligence File 

• Be specific with the ask! Rehearse the ask! 
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It starts with trust 

When a potential referral provider says: 

• I can’t think of anyone 

• Let me think about it 

• I’ll get back to you 

• Give me your cards 

• I don’t get involved with my friends’  
finances 

• I don’t give referrals 

• What they are really saying is… 

I don’t TRUST you yet! 
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How client trust fuels the referral generator  

“I trust you  
with some of  
my money.” 

Level 1 

“I trust you  
with all of my  

money.” 

Level 2 

“I trust you  
with my friends,  

colleagues 
 and critical 

relationships.” 

Level 3 

Referrals  
happen here 
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Today’s session was about helping you 

• Develop a strong personal 
brand as a financial 
professional and team 

• Build high-value client 
relationships to generate  
using trust as a foundation 

• Identify a few keys to success 

in execution on a plan 
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To learn more, call 800-862-4863 or visit ngam.natixis.com 
 
This document may contain references to third party copyrights, indexes, and trademarks, each of 
which is the property of it s respective owner.  Such owner is not affiliated with Natixis Global Asset 
Management or any of its related or affiliated companies (collectively “NGAM”) and does not sponsor, 
endorse or participate in the provision of any NGAM services, funds or other financial products. 
 
The information contained in this presentation is confidential.  The recipient of this document agrees 
that they will not disclose it or its contents to any third party or otherwise use this presentation for any 
other purpose.  Reproduction or distribution of this presentation is prohibited. 
 
 
NGAM Distribution, L.P. is a limited purpose broker-dealer and the distributor of various registered 
investment companies for which advisory services are provided by affiliates of Natixis Global Asset 
Management, L.P.  
  
This material should not be considered a solicitation to buy or an offer to sell any product or service to 
any person in any jurisdiction where such activity would be unlawful. 
NGAM Distribution, L.P. is located at 399 Boylston Street, Boston, MA 02116. ngam.natixis.com 
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