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Randy Schwantz : The Wedge for Financial Advisors before purchasing it in order to gage whether or not it would
be worth my time, and all praised The Wedge for Financial Advisors:

6 of 6 people found the following review helpful. A Must Read!!!!By MadisonThis is the most important book for a
financia advisor wanting to grow his business that | have encountered. | have been in this profession for 13 years and
have bought and been given numerous books pertaining to our practice but this one stands out above the rest in real
practical techiques. | have always prospected and was successful but if you use the skills from this book your closing
ratio will be higher. | had a case last year in which | used the approach from the book and landed the account in afew
short months (it was a seven figure account). | know this book is on the pricey side given its a paperback but you will
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not be dissappointed. | have read it 3-4 times and will refer back to it often.5 of 5 people found the following review
helpful. Excellent Advise for the AdvisorBy JaredThe author tackles avery specific area and gives specific advise for
dealing with the third person in the room whenever you are working with a prospect to work with your advisory firm,
the incumbent advisor.Excellent technique and thought processes are laid out. A good read for any financial advisor
who seeks to better their sales skills.1 of 1 people found the following review helpful. Worth while reading for
everyone in Sales marketingBy Samuel W. WattersConcise book, right to the point. It is well worth your time and the
price, do your self afavor and buy it.

Want to achieve your personal goals of doubling or tripling your income? Want to have more time to invest in your
family and personal relationships?Like its popular predecessor The Wedge, The Wedge for Financial Advisors offersa
powerful, proven technique to distinguish you from the incumbent advisor and help you increase your sales and win
new business. It begins with a single truth most clients do not want to be sold, they want to buy.
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