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Learning Opportunities
Third Quarter Advisers, LLC presents the following programs that offer actionable, relevant ideas designed to help 
wealth professionals strengthen client relationships and improve performance. 

The Intimate Adviser; Building Life-Long Multi-Generational Clients™

Building “emotional intimacy” is a simple, yet powerful concept. This connection ignites greater productivity  
and deeper relationships, ultimately helping to retain assets. 

The concept of connection has transformed the worlds of psychology, physiology and sociology. In this flagship 
session, learn the power of building connection that enables financial professionals to tap into the astounding 
potential of human creativity, intelligence and  
innovation both within their practice and with clients and prospects.

The $14 Trillion Opportunity™
Your Essential Guide to Engaging the Female Client

Women control a significant portion of financial assets. Financial professionals should be aware of the  
opportunities this entails and also understand that applying the “old school” sales model can be ineffective  
with female clients. 

To help you move beyond traditional, competitive sales models, this session covers a  
5-Step Partnering model that helps you connect with female clients by elevating your listening skills and by  
expressing genuine interest in your client and her financial goals.

Transition Planning for The Silver Tsunami

Over the next 20 years, nearly 80 million Baby Boomers will retire.  Many of them are business owners whose 
liquidity is locked up in a corporate entity, and several things need to happen for their dreams to come true. 

This program addresses the story behind this market phenomenon and how trusted advisors can ease a client’s 
pain by introducing collaborative solutions.  The resultant impact on the advisor’s own practice is tangible:   
Client Acquisition, Retention & Growth in your existing book.  

F.I.S.H. Capital

“It takes capital to run this firm.” It’s true: no organization can run without money. But Finance is not the only type 
of necessary capital. In fact, there are at least three others: Intellectual, Social and Human. Together they comprise 
F.I.S.H. capital, and the most successful organizations have recognized the importance of maximizing the return 
on each. In this module, we will define each capital type, illustrate how successful organizations deploy all four to 
ensure optimal returns, and explore how you can do the same in your own Investment Advisory practice. 

We will also introduce the concept of a F.I.S.H. Board — objective advisors with specific expertise in each  
capital-type —dedicated to helping you create a unique competitive advantage.

Third Quarter Advisers Program Overview
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Navigating Life’s Transitions
Building Wealth from Generation to Generation

Everyone faces life transitions, some celebratory and others mournful. Have you missed your clients’ major life 
transitions? As these are generally times when money is in motion, you may be missing opportunities if you fail  
to connect with clients and deepen relationships during these critical periods. 

This program focuses on Seven Major Life Transitions, how to guide clients through a transition and ways to  
effectively build connection during these times.

You are Your Brand
Leveraging Your Personal Brand to Enhance Your Productivity

We all have a brand, whether we know it or not. If we don’t decide how to be positioned in the marketplace,  
others will do it for us. In this program, financial professionals learn what a brand is, where a brand comes from 
and what elements go into creating a personal brand for their practice. 

Whether you already have an established brand or are just getting started, this program helps you leverage your 
brand message to elevate productivity.

Selling in Fearful Times
Moving from Paralysis to Productivity

Market volatility, recession fears, inflation talk, rising rates—what does it mean for investors? Paralyzing fear. 

In this session, financial professionals discover opportunities to deliver superior customer service and stronger  
relationships — despite the “dangers” of the day — by addressing and embracing clients’ fears while helping to 
move them from paralysis to proactiveness.

Embracing Change
Turning Chaos into Comfort

Change is like the tides, constantly rolling and shifting. Markets and the business environment ride an ever altering 
wave of change. Financial professionals may ride high on the crest of change or be rolled over and taken under. 

In this session, learn powerful techniques to stay afloat and drive success during turbulent times.

Mastering Conflict
Turning Conflict into Connection

We tend to shift between evasiveness and aggressiveness when managing conflict. Although conflict is inevitable 
and many try to avoid it, avoidance perpetuates tension and prevents productive solutions. 

Alternatively, others may be overly aggressive and negatively impact relationships. Handled effectively, conflict 
is a powerful tool that improves performance and productivity. Those who embrace conflict create strong, lasting 
relationships. Financial professionals will leave this presentation armed with techniques to help master conflict and 
create win-win solutions.
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Your Core Personality
How to Turn Potential Personality Conflicts into Strong Client Connections

This program helps financial professionals discover their core personality type as well as identify the core  
personality types of their clients. 

During this session you will learn the strengths and challenges of the four core personality types, as well as  
adjustments and words you can use to form stronger relationships. Through understanding yourself and how  
others may perceive you, you can turn potential personality conflicts into solid connections.

CLIENT PROGRAMS

Raising Wealth-Wise Kids™
Creating a Lasting Legacy

Historically, serving clients’ investment goals meant helping them plan for retirement and estate matters.

However, given the statistics on our youth’s lack of financial literacy, educating future generations on money  
management should be included in those goals. This client program focuses on how financial professionals can fill 
this void and help their clients—be they parents or grandparents—deliver age appropriate lessons on money.

Your True Legacy
It’s Not Just Your Value, It’s Your Values™

This client seminar is a natural call to action after financial professionals attend The$14 Trillion Opportunity.  
Designed specifically for your clients, the program reviews the fundamental difference in how male and female  
investors view wealth and investing. 

Specifically, research shows that men take a goals-based approach to investing by planning for the transfer of 
tangibles. While women understand the importance of this approach, they tend to apply a more values-based  
approach that also accounts for the transfer of intangibles such as family values. 

In recognition of these differences, this seminar moves beyond the typical will and estate plan discussion and 
introduces female investors to personal legacy documents. 

From there, they will learn strategies for having meaningful legacy conversations with family members about  
passing down their values, beliefs, life lessons and personal stories and help them link past and future generations 
to form solid connections.

LEARNING OUTCOMES
•	 Increased production

•	 Enhanced relationships

•	 Stronger communication skills

•	 Higher personal satisfaction

•	 Greater purpose and intentional accountability


