
FOR WHOLESALERS AND FINANCIAL
advisors alike, it’s easy to get lost in
the numbers—you know the data,
mountain charts, fees, performance,
etc. These numbers seem all so
important and critical to sales and
marketing efforts. The fact is—they
are. But, the ultimate reality is the
financial advisor or the client who
buys products from a financial advi-
sor is not interested in financial prod-
ucts themselves, but rather what
those products will do and how own-
ing them or selling them will make
the client feel.

As a financial professional, you
must face this truth: Nobody wants
what you sell. I’m sorry to be the mes-
senger, but nobody wants mutual
funds, annuities, life insurance, sepa-
rately managed accounts, hedge
funds, or whatever. What people do
want are the benefits of these products.
Therefore, you must clearly delineate
the difference between the product you
sell, its features, and its benefits.

All financial products can be
defined by the four benefits they offer:
retirement income, wealth accumula-
tion, wealth preservation, and wealth
transfer. Some products, like mutual
funds, fall cleanly into one category;
others, like insurance products, fall
into several. Your first step, then, is to
think about the benefits your products
deliver.

Selling your product as a benefit is
paramount in the financial world
because what you sell is completely
intangible. You’re always selling a con-
cept, whether it’s your fund manager’s
investment style, tax-advantaged
investing, or fee-based products. Focus
your selling efforts on the generic ben-
efit of your product, and then drop your
product in. If your product is competi-
tive, you’ll earn some business.

Unfortunately, many wholesalers
and advisors attempt to sell product
features rather than benefits. Features
are what your product has; benefits are
what it does. Features are the ultimate
distraction for sales success. “Our funds

are passively managed.” Yeah, so what?
“Our annuity has a short four-year sur-
render period.” Fine, but what does
that do for me? 

It’s not that this information isn’t
valuable and shouldn’t be mentioned.
What is important is the fact that the
data and information has to be contin-
ually linked to specific benefits that are
important to the end user, regardless of
whether that end user is the financial
advisor or the retail client.

Your job as a wholesaler or advisor is
twofold. First, you must associate every
product feature with a benefit and write a
script showing those associations. Many
of these benefits, like excellent long-term
returns or impressive financial-strength
ratings with Standard & Poor’s and A.M.
Best Compa ny, appear obvious to you,
but they may not be as obvious to the
consumer.

Second, after you have identified
the benefits, you must help the finan-
cial professionals communicate these
benefits to their clients and prospects.
Guide your clients by giving them
short benefit presentations that they
can use with qualified prospects.

Nobody wants a 1/4-inch drill bit.
They want a 1/4-inch hole. If you’re
selling a Volvo to a family with young

children, you’re not selling the
Volvo’s steel-reinforced frame. You
are instead selling the quality of
protection the car will provide to
its passengers. If you are selling an
annuity, you are ultimately selling
the security in knowing you will
have money available as you age,
the benefit of high current income,
and the fact that your income won’t
run out. If you are selling life insur-
ance, the benefit is the relief asso-
ciated with knowing your family
will be taken care of in case of your
premature death.

It’s important to remember that
many financial advisors and whole-
salers enjoy the technical aspects of
the business much more than the

selling part. However, the technical
aspects of a financial product must be
linked to benefits. Wholesalers must
translate features of products into the
benefit they bring to advisors when
advisors include them in their product
offerings. Advisors must translate the
value of product to the security and
quality of life of their clients. In the
end, the advisor and client need to
know what benefits each product will
provide for that client.

Make it a habit whenever you are
presenting a product to ask yourself,
“So what?” For example, if the prod-
uct has a long-term performance
record, ask yourself, “So what?”  For
all the features that your are inclined
to mention to the client—it is an
indexed annuity; it has a rider that
provides a lifetime guarantee; it has a
closed end offering; or it is a retire-
ment plan that includes target-date
funds—remember to ask yourself first
“So what?”

Make it a habit to never utter a
feature without connecting it to a
benefit. That’s what selling benefits
means. Every sales call and every
presentation must drip with benefits
from beginning to end. Nobody
wants what you sell. They want the
benefits, so sell them. ■
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