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i
Why You Need a Study Group Now

m What is a Study Group?

m Benefits of a Study Group

m Types of Study Groups & Best Type for You
m How to Form/Join a Study Group

m Best Structure for a Study Group

m Potential Problems

m Tips on Maximizing Value of Group

i
What is a Study Group?

m Group of (financial) professionals who
meet on a regular basis to share

information, knowledge, and ideas to
support each other’s growth

m Same as a “Mentoring Circle” ?




i
Benefits of a Study Group

m Safe place to get help

m A different point of view
m Try out ideas with peers
m Be held accountable

m Learn

= Bond

m Your “Advisory Board”

i
Benefits of a Study Group

m Clout of bigger numbers for vendor
discounts

m Pool resources for purchases
m Share marketing and PR leads

m Refer clients who don't fit your business
model

m Network

H
Types of Study Groups

m Who?
OAll financial planners/advisors
= Same business model or different?
= Same broker/dealer or custodian?
= Affinity group focused
= Newbies, oldsters, or combo




i
Types of Study Groups

= Who?
OMixed group of professionals

= CPAs
= Attorneys
= Insurance pros
= Pension
= Mortgage
= Real estate

H
Types of Study Groups

m Where?
OLocal
ORegional
ONational
Olnternational

H
Types of Study Groups

m What?
OTopic specific
= Investments
= Technology
= Getting started
OBest practices
OGeneral business support
OFocus on outside speakers




i
Types of Study Groups

= How?
OFace-to-face meetings
= Where?
= How often?
OConference calls or video chats

OEmail, Twitter, etc.

e
Best Type for You

= Who?
OGoals: learn, network, get support?
O Considering changing business model?
ONew in the business?
OLearn from similar
OLearn from different

W
Best Type for You

m Where?

OGoals: national marketing presence?
Consolidation possibilities?

O Competitive issues

OCan you travel and be away for a few days at

atime?




W
Best Type for You

m What?
ONeed topic specific knowledge
OLooking for more of support group
OMore focus on marketing opportunities
OHelp on business plan

e
Best Type for You

m How? (Number, type, and length of meetings)

oGoal:
= Committed relationships?
= Casual colleagues?
OTime willing to devote
OTechnology based

W

How to Form/Join a Study Group

m Forming a group
OCreating the right mix
OPeople known or unknown?
dln phases?
Olnvite/decline
OApplication?
OGive it time




W

How to Form/Join a Study Group

m Forming a “getting started” group
OFind other new advisors
OMap out a target list of “mentors”
OSet dates and ask
OMeet at established advisor’s office
OThank you notes!

i

How to Form/Join a Study Group

m Joining a group
OAsk
OBe invited
OKnow when it's not a good fit

m Forming, storming, norming, and
performing!

W

Best Structure for a Study Group

= Who?
OHow many members?
ODemographics
OPsychographics
OBalance
OLeadership




H

Best Structure for a Study Group

m Where?
OMember’s office (include staff?)
dAirport close?
OResort? (include family?)
O Cost considerations

i

Best Structure for a Study Group

= How?
OFrequency of meetings
ODuration of meetings
OSchedule

OWho's in charge? Who organizes?
= Fixed “officers”
= Rotating “chair”

W

Best Structure for a Study Group

m What?
OAgenda
OOutside speakers?
OShare financials?
OField trips
OSocial




W

Potential Problems

m A “bad apple”

m A non-sharer

m A blabbermouth

m Overload

m You're not getting value

i

Tips on Maximizing Value of Group

m Optimum number
O Local
O National

m Culture of trust and honesty
m Someone in charge
m Communicate in between meetings

W

Tips on Maximizing Value of Group

m You learn the most from each other




W
Why | Love My Study Group!

m We are brutally honest with each other
m We love, respect, and trust each other

m We have a history and know each other’s
businesses

m We support each other through difficult
times

m We have fun!






