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Connecting with people in today’s digital age has
never been easier. This convenient luxury has
allowed us to accomplish goals faster, indulge in
instant gratification and even receive an online
order in a matter of just a few hours. With social
media and simple web searches literally at our
fingertips, we can reach out to virtually anyone
to connect and establish a professional network.
However, when it comes to building an authentic,
unique and dependable network, how does one
differentiate themselves to connect on a deeper
level and provide a sense of trust and security for
potential business transactions?
Due to the fact that our firm operates in the highly
nuanced field of premium finance, it is vitally
important that we network properly and connect
with the right individuals, business owners and
professional advisors to build a community of
resources that we are proud of serving. Each of the
clients and advisors we have worked has their own
definition of success, but they all share a common
desire to sufficiently protect, preserve and grow
the assets they have built over a lifetime of work.
In order for us to proactively help them do that, we
must work together as a professional team with
open communication, trust and the right resources
through relationships.
We have found that working with the right network
of competent, professional advisors can make
all the difference in the world when it comes
to moving a premium finance case through to
completion. There are many complicated and
detailed factors involved, which require depth in
expertise, a good reputation and a collaborative
environment. Everyone must understand the end
goal and how we will achieve it, and they must
work in tandem to get there. In a premium finance

transaction, if the professional advisory team is not
on the same page, it can lead to client confusion,
delay and potentially a lost case. We have found
the following steps to be highly useful in building
our professional network to transact in this highly
nuanced field:
1. Define your values and principles and then
partner with those who align with you.
Working with professionals whose values and
principles align with yours will make business
decisions and communication much more
synergistic in any business transaction. If everyone
is on the same page in terms of values and
principles, you will be able to agree and disagree
with each other and still be in line with the
same underlying intentions of optimal potential
outcomes for each other and for your mutual
clients. As Coach John Wooden is often quoted
saying, “Whatever you do in life, surround yourself
with smart people who’ll argue with you.”
2. Build a true and dependable network. Set
expectations up front, and say ‘no’ to people
or opportunities that repeatedly do not to
come to fruition.
Let’s face it, nobody likes a flake, and sometimes
it is difficult to say “no” to people. But what about
those who continue to offer promises and never
live up to them — especially in a professional
setting? Lost time and energy can and will equate
to lost dollars within any sales-related industry.
Saying “no” to people who make promises but
don’t follow through means freeing yourself of lost
time. If you say “yes” to every person or pursue
every opportunity that comes along, you will
essentially be saying “no” to other, possibly even
better opportunities.
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3. Show respect and appreciation in your
relationships — and don’t forget to
reciprocate introductions and benefits.
There is nothing more powerful than being
active in your community and experiencing real
connections and relationships. Do things for and
within your network to be helpful and deliver
on your promises. Take a proactive approach
to introducing your connections who may have
something relevant in common. Be interested and
present with each person you connect with and
care about their success. Empathy seems to be a
rare find in human connections these days, making
it a quick way to differentiate yourself.

In summary, developing a personal and
professional network in the right way with the
right people can make all the difference in the
world for your current clients and future success.
It is essential to work with an experienced team
of qualified financial, legal and tax experts when
implementing complex financial and life insurance
strategies for your clients.
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