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What’s in this 
Presentation 
for You?

Before solving problems you must 
recognize what they are. Awareness

What can you do about it? Solutions

It isn’t always your fault. Optimism



Negative Thoughts

60,000 Thoughts Per Day

75% 95%

Repetitive Thoughts

Obstacle One: 
The Negative 
Thought 
Barrier



Obstacle Two: The Influence 
of Unconscious Thoughts

. Something doesn’t feel right

. Quick decisions in an emergency

. Everyday actions on autopilot like shaving, driving, multitasking

Adaptive Unconscious: Makes decisions 
without you being made aware



Obstacle Three: The Power of 
First Impressions

• Thin Slicing

• Words and Images are initially more important than 

     sentences and resumes

• “The Three Second Test”

• Confirmation Bias



Control of Perception for New 
leads, Prospects, Referrals, and 
Client Acquisition Marketing.

• It’s all about what they want! But not 
too much right away.

• Becoming Irresistible or at least not 
driving them away. Convey, Like and 
Trust!

• Halo Bias, Initial positive impressions 
leads to general positive impressions 
about other things.



Creating a 
Professional 

Biography 
Introduction Tool



“Kevin, his wife, and two sons live in Grosse lle, 
Michigan where they enjoy boating and fishing on 
Lake Erie, playing golf, hunting and raising honey 
bees on their farm. They are also members of 
Church of the Way. Kevin attended Olivet College 
where he received four varsity wrestling awards and 
was Co-Captain his senior year.”



Let’s Discuss Potential 
Results from the 

Brochure



Recommendations 
for Implementation 
from the Brochure

1. Distribute it with Invitations

2. Display at Events

3. Utilize for Individual Meetings

4. Encourage Sharing

5. Promote Referrals

6. Communicate with Beneficiaries



Recommendations 
for Implementation 
from the Brochure

7. Introducing New Contacts

8. Engage with COIs

9. Email Signature

10. Enhance Social Media Presence

11. Dinner Meetings and Client Events

12. Synergistic Professionals



Creating Your Own
Professional
Biography

Use Our Bio Generator: Visit our website at 
catalyst4growth.org, where you’ll find a "Bio Generator" to assist 
you in outlining your Professional Bio. Watch the accompanying 
video presentation that discusses the importance of a 
compelling biography and offers examples for inspiration.

Consultation Services: Take advantage of our 
consultation services, where we can rewrite your Professional 
Biography for your review. After a second discussion, we’ll 
finalize the content, professionally edit and format it with your 
branding, and provide it to you for compliance review—all for a 
discounted rate of $500.

Read My Book: Consider reading Get More Referrals in 
Less Time, available on Amazon and Kindle. This book outlines 
the seven essential elements of a Professional Biography and 
provides space for note-taking after each section.
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New Episodes 
Every 

Wednesday!
“Getting Better Everyday!”



Thank You for Listening!

Kevin Berwald, CFP®, CLU®, ChFC®, CASL®
734.626.1281
kevin@catalyst4growth.org

mailto:kevin@catalyst4growth.org
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