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Dear Financial Advisor,  
 
I know you are busy so this piece is short and to the point. This is not meant 
to be a comprehensive treatment of the topic as much as some key points to 
get you started. 
 
 
• Why hire a coach? 
 
You actually don’t need to hire a coach. You will eventually figure how to be 
successful at anything if you don’t give up. The main reason to hire a 
coach is to speed up the process. A skilled coach can cut years off of the 
trial and error learning curve. A skilled coach knows how you need to think 
and act to get to the next level.  
 
Another big benefit of hiring a coach is objectivity. Having another set of 
eyes and ears to look at what you are doing and how you are doing it can 
make all the difference in getting to the next level in the shortest amount of 
time. 
 
 
• What is your selling style? 
 
There are two basic styles of selling that are fairly distinct. One style is the 
“Client Controllers.” This style represents the traditional approach to selling 
which is based on dominance and control of the client. The goal is to use any 
and all available means to make a sale. Corporations and home offices tend 
to promote a traditional selling style because they manage to numbers. They 
want sales and don’t really care how you make them as long as you are not 
breaking any laws. Client controllers tend to be more product-oriented or 
transaction oriented. The focus is to create a need in the client’s mind for 
the product and then try to talk them into buying the product.  
 
The second basic selling style is the “Relationship Builder.” The Relationship 
Builder, as the name implies is more concerned about the relationship with 
the potential client and is typically not comfortable using dominance and 
control to close the sale. The goal of the Relationship Builder is still to make 
sales, but the approach is very different.  
 
A Relationship Builder wants to feel good about his or her relationship with 
the client. They want to connect with the client. They want to be liked. They 
want the client to see them as a trusted advisor that is on their side. They  
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want to help the client get what they really want rather than just try to sell 
them something. 
 
The most effective way for a Relationship Builder to make more sales is a 
combination of taking away the sales pressure, demonstrating to the client 
that you are on their side and dedicated to helping them get what they 
want, and most important, being a good interviewer.  
 
Relationship Builders who take this approach will typically have a 90% 
closing ratio and lots of unsolicited referrals compared to the average 30% 
closing ratio of the Client Controllers who usually have to push people for 
referrals. 
 
Bottom line, your selling style needs to match you core values and 
the selling style of your coach needs to match those core values as 
well. If your selling style does not fit your core values, this will cause all 
kinds of internal conflicts and performance issues. It will make your job ten 
times harder than it needs to be and will keep you operating way below your 
potential! 
 
 
• What is the coach’s experience working with financial advisors? 
 
There are a lot of coaches to choose from. The vast majority of coaches fall 
under the headings of success coach, business coach, life coach, and 
accountability coach to name a few. There are many skilled coaches who can 
add great value to your life. However, the most important criteria for most 
financial advisors is the sales experience of the coach. If the coach does not 
have a successful background in selling intangible products and services, 
they are not really going to understand what you are up against. They may 
have some good ideas, but they will be guessing a lot about how to best 
help you. Ideally, you don’t want to be paying to train your coach on how to 
be effective with salespeople. 
 
 
What is the Coach’s “coaching style?”  
 
There are two basic approaches to coaching. One is telling people what they 
need to do (some would call this consulting), the other is to help you 
determine what feels right to you (usually referred to as client-centered 
coaching). A combination of the two approaches is usually the most 
effective. If your coach has a lot of experience with financial advisors, they  
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can share what has worked for others, and at the same time, help you 
determine what approach feels right for you.  
 
Some coaches teach a particular style that requires you to do things a 
certain way. This can work for many people but not all. What always works 
is to help the client develop their own style and strengths rather than try to 
make them fit into an approach that may not be the right match for their 
personality and natural strengths.  
 
 
My background... 
 
• Graduated from Michigan State University 1973, Multi-disciplinary BA in 

Social Science focusing on Business Management and Psychology. 
• 4 years with Northwestern Mutual in the Detroit area after college. 
• 1979 Moved to Denver and started an Executive Development and 

Corporate Outplacement firm. Had Fortune 500 accounts within a year. 
Began to coach financial advisors. 

• 1982 Coaching Certification from MMS, Inc. founded by Dr. Cherie Carter 
Scott. 

• 1987 decision to focus exclusively on coaching financial advisors. 
• 1988 wrote my first of 6 books, Trusting Yourself - How to Overcome the 

Psychological Barriers to Reaching Your Potential Selling Life Insurance, 
Investments and Financial Planning Services. This book has been updated 
and is now called: Trust Your Gut. 

• 1997 moved to Long Beach, California. 
 
• Successfully coached over 2,500 financial advisors. 
• Presented hundreds of seminars nationally to major life insurance 

companies and investment broker-dealers on how to get to the next level 
selling financial services. 

• Currently offer individual coaching and a four-week comprehensive sales 
training teleseminar course for financial advisors titled:  

 Selling Without Wrestling - How to Have a 90% Closing Ratio and an 
Abundance of Quality Referrals without Being Pushy or Aggressive!  

 
  
Free Articles and Bonus Material… 
 
For a free copy of my ebook: 12 Quick and Powerful Ways to Coach 
Yourself to the Next Level ($47 value), go to www.SidWalker.com and 
sign up for my free monthly newsletter. You will get the download of the 
ebook and access to a recent teleseminar. 
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Coaching Brochure... 
 
For a copy of my coaching brochure, you can call our 24-hr toll-free 
coaching brochure number: 800-599-7101 OR send me an email with 
a request for a coaching brochure with your contact information. 
 
 
What’s next... 
 
If you are a relationship-builder and considering hiring a coach, let’s set a 
time to talk for 20 minutes or so to get to know each other. We can identify 
what you would like to work on, and see if we are a good match for what 
you want to accomplish.  
 
Call my office at 877-985-3297 (Pacific Time). If you get voicemail, let us 
know when would be a good time to call you back. I will try to call you 
around that time. 
 
Thanks for your time and your interest. 
 
Kind regards,  
 

  
 
Sidney C. Walker & Associates 
5150 E. Pacific Coast Highway, Suite 520 
Long Beach, California  90804 
562-985-3297  •  562-985-3152 fax 
Toll-free: 877-985-3297 
sid@sidwalker.com 
 
http://www.SidWalker.com/ (Coaching Information and Purchase Products) 
http://www.SellingWithoutWrestling.com/ (Free Preview of Training) 
http://www.SellingWithoutWrestling.com/info (Description of Training) 
http://www.TrustYourGut.info/ (Book Website) 
 
Sales Performance Coach 
Helping Relationship-Builders develop their strengths… 
 
 


