
 

 

      
 

Adding Value in the New World of Remote Professionals  
Demonstrating ongoing value add to remote/hybrid-based Financial Advisors has several unique 
challenges that many external resource providers aren’t yet prepared for. A better understanding of 
the specific hurdles to reaching these Advisor-clients, as well as an understanding the Advisor’s 
unique current challenges could provide a timely opportunity to re-engage with them and win 
additional market share. 

                                                                               

Will The Office Based Work Environment Return to Normal? 
Probably not. Most Advisors, and other professionals report that working from home at least a few 
days per week has some tremendous advantages going forward. Typical benefits include time saved 
from commuting, far greater home-office productivity, less un-planned workday distractions, a new 
receptivity by their clients for virtual interactions, and an ability to spend more quality time with their 
families. With the 5-day “in-the-office” work week shrinking to 2-3 days, the available time to reach 
and connect with these professionals has shrunk considerably. 

What Will the New Work Week Bring? 
The Financial Advisor, now working remote for 1-2 days per week, seeks relevant solutions for their 
new “work from home” challenges. Managing their team and coordinating their in-office resources are 
a priority while in the home office. In addition, daily challenges range from fielding calls from those 
who want their attention, to deliberately placing calls to those who need their attention. Their local 
Manager wants to connect via Zoom, their favorite money manager wants to touch base, their 
Administrative Assistant has some pressing questions, and their best client really needs to know what 
the next steps are for them within the current market environment.  

Managing these “dual” work environments effectively will take some new skill sets for all parties. 
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Getting Traction as an External Consultant 
The external money-manager representative is now working to re-integrate into this new office 
environment as well. Their value-add was once a function of face-to-face contact with lunch meetings, 
client presentations, seminars, and workshops. Now, with the new “out-of-office” FA model, finding a 
quorum of Advisors in the office on any given day is a formidable challenge. The field representative 
likely struggles to just get their performance updates and product information out, let alone having 
opportunities to build deeper relationships their best Advisor-clients. 

                     
 

Traditional work environments and the routines that went along with them are being replaced and will 
likely impact both the Financial Advisor and those 3rd party service providers who wish to reach them. 
A closer look as to what the future may hold could provide an opening from which all can benefit.                         

What’s Missing, What Can You Provide That Gets Their Attention? 
As you might expect, Advisors are now more curious than ever as to how their professional peers are 
adapting within this new arena. In our recent calls with them, we’re finding the top 3 questions that 
they’d like input on from their peers to be: 

1. What tools, processes, or templates are most effective in managing a home-based or 
“hybrid” practice? 

2. What changes are you making in the ways you market your services? I.e., What are the      
most pressing client issues that you are now marketing to or solving for? 

3. What changes are you making to your overall “product/process”, and how will your Team 
structure evolve to accommodate those changes?  

Absent a close network of similar peers, attaining these types of answers and learning relevant best-
practice solutions is challenging for most Advisors. The opportunities to meet with comparable peers 
or to receive meaningful input from their internal training departments are quite limited in scope.  
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Who We Are   
Impact Learning specializes in providing highly interactive Peer to Peer collaboration forums for the 
most successful Advisors in the Financial Services Industry. Our unique “Practice Management 
Forums” provide the opportunity to personally interact, share best practices, solve common 
challenges, and establish professional relationships with the industry’s Top Advisors.  
 
Our Approach 
Our half-day Practice Management Forums are fast paced and discuss in-detail all components within 
the 4 main divisions of a successful financial services practice: Asset & Liability Management, Client 
Service & Retention, Marketing & Client Acquisition, and Team Leadership & Technology. 

                        

Our format provides attendees with the opportunity to gain insight into the specific workings of each 
other’s practice, as well as opportunities to build invaluable relationships with their premier peers. 
Group sizes are limited to just 16 Advisors for maximum interaction. Each Advisor or Advisor Team 
attendee meets specific qualifications to ensure that all participants share similar business mixes, 
overall practice revenues and assets, as well as a similar client focus or niche dynamic.  

Why Peer Group Forums Work 
Small groups, matched peers, highly skilled facilitators, and relevant practice management 
discussions make for a learning experience like no other. Past attendees remark that opportunities 
like this are what they have always longed for, but never experienced. Collaboration mixes with 
camaraderie, and attendees leave with a portfolio full of new ideas, practice innovations, and 
professional relationships that will continue to add leverage to their accelerating career paths.  

It’s what happens when like-minded, high-achieving professionals get together. 
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Key Benefits 
As you may imagine, a great number of new ideas, processes, practice management innovations, 
and solutions are surfaced within each of these forums. After each forum, Impact Learning provides 
attendees with a comprehensive re-cap of all discussions held and solutions presented. Our 
facilitators also hold optional “Implementation Calls” assisting attendees with each of the ideas and 
solutions surfaced within the discussions. 

What Attendees Say 
“I really did not know what to expect going in, but once we started, I was very impressed with the 
content and the format. You made it very interesting and thought provoking. The format was 
outstanding, and the ideas shared with the other FA’s in attendance were terrific. Thanks again for all 
your help.” 

  Gary C. Los Angeles, CA. LOS 30+, Team-based practice, multi-million-dollar FA 

  

         

We Look Forward to Sharing More Details 
We’d like to have the opportunity to help your Team mitigate some of the marketing challenges and 
constraints of the current environment. Find out more about the ways that a Practice Management 
Forum might help with your quest to re-energize your Team and re-connect with your best Financial 
Advisor clients. Contact us directly or visit our website for more information. 
 
        Peter DiCenso    John J. Brett 
               Founder/Chief Learning Officer        Managing Director 
        571-214-9606    609-439-1174 
                                          Impactlearningandconsulting.com 
 


