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My Marketing Play List to Build a Practice of Distinction   

   

Daily Actions 

1- If you want to engage people in a compelling way, then at the beginning of your 

day for 10 mins practice out loud how you will introduce and position yourself 

when asked “What do you do?” 

“I enjoy what I do as a financial professional because my clients say I 

help them get their financial life in balance.” 

 

2- To personalize all interactions -Google all new prospects and enter their areas of 

interest, family data and interests into Smart Office. (30 mins) 

 

3- To strengthen your relationships with prospects and clients - Review their data 

before any meeting or call to ensure your able to emotionally connect with them 

and reference past discussions. (20 mins) 
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Weekly Actions 

1- To keep your prospect pipe full, at the beginning of the week determine which 

client in your targeted vertical market you will invite for coffee or lunch the 

following week.           Call and invite them (15mins).   

 

2- To gain the right introductions from your client your meeting with next week -

Create a list of 10-15 prospects in your targeted vertical market that you want to 

be introduced to when you have coffee or lunch with your client next week. (30 

mins) 

 

3- To be skilled at presenting the list of prospects to whom you want to be 

introduced watch       Video # 10 of Accelerating Your Growth on the Weylman 

Center. (36 mins) and rehearse the script presented there before meeting with the 

client. (15 mins) 

 

4- If you want to keep in touch with prospects and clients in a way that is very 

personalized -Set up a Google alert on each of your vertical market(s) for a 

weekly update that goes directly to your email of any activity in that market 

locally. You can also setup alerts on specific companies or individuals. Review 

the alerts when they arrive and use the appropriate ones for cultivation of 

prospects and clients in that market. (30 Mins) 
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Monthly Actions 

1- To constantly improve your relational skills -Watch Video #13 of 

Accelerating Your Growth on the Weylman Center to capture new client 

and prospect cultivation ideas and refresh current ones. Then make a list of 

the ways you will act on those cultivation ideas next month.      

      (1.5hrs. total)  

 

2- To refresh your networking skills -Watch Video #8 of Accelerating Your 

Growth on the Weylman Center. (53 mins)  

 

3- To move form meeting people socially to meeting with them for business -

Learn the transition language script in Video # 8. It provides you with the 

exact appropriate words to use.  If you already know it test your recall and 

articulation with a colleague. 
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Quarterly Actions 

1- To uncover new markets -Watch Video #2 of Accelerating Your Growth 

on the Weylman Center and relationally segment all the new clients you 

have on-boarded in the last quarter to uncover potential new markets they 

are in. Call those who you don’t know the organizations to which they 

belong and capture that data so you can make wise choices. (1.5 hrs. total) 

 

2- If you uncover some potential new markets after you have completed 

item#1 in this quarterly list, complete a Market Research Capture sheet for 

each new market.  Watch Video # 5 on the Weylman Center for step by 

step guidance and the capture sheet template.  Also use the Research Lab 

on the Center to capture information and to identify prospects in the new 

market(s). (1.5 hrs. total) 

 

3- To help you stay on track and build a practice of distinction- Create a 90-

day plan of all your marketing activities for the upcoming quarter. Watch 

Video #14 on the Weylman Center for detailed guidance. (1.5 hrs. total) 

 

4- To continue to sharpen your social prospecting skills watch Video #9 on 

the Weylman Center. (44 mins.) 

 

5- Review the upcoming calendar of events that will be occurring in your 

vertical market(s) organizations and place them on your calendar so you 

can participate.  (30 mins) 
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