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In the professional 
world, it’s pretty 
common to hit that 
point in your career 
when you wonder if 
what you’re doing is 
what you want to do 
for the rest of your life. 
And for those of you 
who have hit that point, 
but still can’t figure out 
which side of the fence 
you’re on, here are a few 
questions to ask yourself 
that can help determine 
if you’re actually working 
your dream job:

Do You Like Working? 
First off, do you like what 

you do? When you wake up every 
morning, are you eager to tackle 
whatever the day throws at you, 
or would you rather have hit 
the snooze and stay in bed? 
If you truly love what you do, 
you’re going to leave your 
house every day with the eye of 
the tiger. Sure, there will be days 
when you feel a little sluggish, but 
overall, you’re going to be excited to 
start the day.

Do You Hate Not Working? Okay, 
so you like what you do for a 
living.That must be a great feeling, 
but, when you’re not at work, do 
you miss being there? Although 
enjoying what you do every day is 
fine and dandy, being passionate 
about what you do even during 
your off hours is truly impressive. 
Not very many people can say that 
they miss work when they’re not 
there, but if you do, it’s a sign you 
really do love it. 

 3 signs you truly Love                                                                                                                                             
            What you do

I believe that the work you do should also 
be your passion. If it’s not, you better find 
a way to make it your passion or give it up 
for something that is. After all, if you aren’t 
enthusiastic about what you do, why 
should anyone else be? 

I recently attended a concert and 
found a role model any entrepreneur 
or business owner should aspire to 
emulate: Paul McCartney. Many of 
you readers know McCartney from 
The Beatles. He is an incredible singer 
and songwriter today, even 45 years 
after the Beatles disbanded (much to 
McCartney’s dismay). 

I had the incredible opportunity 
to see Paul McCartney (for the 
second time) live and in concert 
this August. The first time I saw 
him, I took my daughter and son (every 
generation should learn for themselves 
to respect a true musician), but this go-
round, Jami and decided to make a date 
night out of it. Following a delicious meal 
at this really good Hawaiian restaurant 
called Rumbi’s, we headed over to 
EnergySolutions Arena, where we claimed 
our seats in the third row. All around us 
was a great crowd filled with people who 
were true McCartney fans (yes, they were 
a tad older than those fans you’d likely see 
at a Miley Cyrus concert). 

Naturally, with so many true fans in the 
audience, when McCartney came on 
stage, the response was phenomenal. I 
even went a little crazy and was beyond 
excited to hear him sing some of my 

favorite songs of all time, including 
“Something in the Way She Moves,” 
“Hey Jude,” “Let it Be,” “Yesterday,” 
and “Baby, I’m Amazed.” For me, 
it wasn’t just getting to hear 

McCartney sing 
that was so incredible—it 
was his entire performance.  
Even at 72 years old, McCartney knows 
how to put on a heck of a show. His 
energy was palpable, his excitement was 
contagious, and the passion he put into 
his music was a sight to see.

Of course, I’m not the only one who’s 
noticed McCartney’s overwhelming 
dedication to his music and to his fans. 
Writer Josh Taub of the “Guardian Liberty 
Voice” writes, “Paul McCartney plays his 
songs with almost as much enthusiasm 
and energy as he did in 1965. He has 
become a legend in his own time, being 

able to wow crowds, 
even in his seventies.” 
As for how he manages 
to keep giving so 
many outstanding 
performances, that 
may have something 
to do with his refusal 

to wallow in the past. An article by the 
Rolling Stone reads, “Though he’s willing 
to reflect on the past, McCartney remains 
firmly focused on the future. Part of his 
motivation to continue recording and 
playing marathon live shows comes 
from a fear of becoming complacent. 
‘I’ve always got a critic in my mind,’ 
[McCartney] tells the Rolling Stone. ‘He 
keeps me on my toes… I don’t want 
to become too smug.’” This desire to 
continue improving, long after he’s been 
named a legend and, hey—even been 
knighted—just goes to show how great of 
a performer he is and how much he cares 
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WHAT IT TAKES TO BE A 
GREAT ADVISOR

A couple of years ago, I 
had the ambition to get my 
youngest son Seth more 
focused. He was 9 at the time 
and I admit, I may have been a 
little too ambitious. I sat down 
with Seth and explained the 
importance of doing a weekly 
“to-do” checklist.

While I explained why it’s so 
important to have goals and 
to write stuff down, Seth was 
looking around at the walls and 
ceiling. He was “sort of” paying 
attention to me, but was in full 
Seth-mode. He was looking 
around to see what there was 
to be curious about. He wasn’t 
invested in what I had to tell him.

I asked him to write down three things he was going to get done for that 
week. I handed him a pencil and piece of paper and let him loose.

A little later, I came back to check on his progress. He showed me he had, 
in fact, put together a checklist. He drew checkboxes, and next to his 
checkboxes he wrote his goals for the week, over and over again: Blah, 
blah, blah, blah, blah.

So, while he may not have been looking directly at me, at least I knew he 
was listening. He did, in a sense, do what I asked him to do. And, I suppose, 
he did capture the weekly goals of a 9-year-old and let me know where his 
priorities were.

As we take our first steps into 2015, 
and think about New Year’s resolutions, 
this story popped into my head. It is 
important to make those resolutions, 
set goals, and write them down—create 
that checklist—but it’s also important 
to be curious and excited about what 
might come next. As adults we tend 
to lose a lot of spontaneity, and that 
childlike wonderment.

Last month I received a call from my office. A package had been delivered 
for me. I wasn’t expecting anything. Then I was told the package was 
moving. As you might expect, I was very curious. A moving package? 
I rushed over to the office, to find that I had received two live lobsters, 
overnighted from Rhode Island. 

Occasionally, I do receive gifts from 
insurance companies, but this one was 
over the top. I’m sure

I will never forget it. 
Receiving a pair of lobsters in the mail 
leaves an impression. That’s something 
that can prove to be important when you 
want to build a relationship, similar to the 
relationships that financial advisors wish to 
build with their clients.

I’ve worked with many advisors during the 
past 15 years, and during this time, I have 
learned what separates an average 
advisor from a good advisor from a 
great advisor.

The average advisor 
Advisors are generally good with people, they can 
tell a good story, and they can easily explain simple concepts 
to their clients. However, a majority of advisors I’ve worked with 
are disorganized. They are focused on selling a product, but they don’t 
approach it with any real strategy. The average advisor only does client 
reviews when the client asks for one, and even then, there is seldom any 
follow-up. Basically, the average advisor has a very reactive approach to the 
way he does business.

The good advisor
I would say 10 to 15 per cent of the advisors I’ve worked with are good 
advisors. These are the type of people who consider themselves more 
entrepreneurial. They want to build their businesses and succeed. They 
are constantly learning, reading, and closely following the latest industry 
changes and trends. They do a fair job of following up and keeping in 
contact with their clients. These advisors prefer to call their clients for annual 

reviews, rather than the other way around. They are 50 percent reactive and 
50 percent proactive.

The great advisor
Great advisors are rare. Dan Sullivan calls the great advisors Unique Process 
Advisors. Dan Sullivan has a book with this title with several examples of 

really great advisors. These guys share many 
of the same attributes of good advisors, 
but the really great ones have a plan. They 
have a team they can count on, a system 
to get things done, and they strategize. 
They automate processes and they have a 
marketing plan in place. 

What really sets them apart is their client 
interaction. They hold regular client events, 
record and distribute podcasts, keep a 
regularly updated blog, and send out 
newsletters. They keep their clients in the 
loop and their follow-up is impeccable. 
Nothing slips through the cracks. They 
approach their business very proactively.

How do they get there? How do the great advisors become great? About 
five years ago, I really became passionate about small business and 

self-improvement. I constantly read and studied a number of topics and I 
discovered three concepts that really stood out to me: Strategy, Story, State.

Strategies involve having critical systems in place. You have structured, 
automated plans in place to attract, sell and wow clients. You are prepared. 
Follow up is planned and impeccable.

Stories deserve more credit than people give them. Every good company 
has a story. People are always interested in a good story—it creates 
reliability, and as they say, people buy from people.

State refers to a company’s culture. It’s what drives a company’s mindset, 
the confidence of the employees, and their self-esteem. It’s a passion and a 
vision. The employees know why the company exists and what its purpose 
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Anyone who has lived a day in their life knows 
that dreams don’t just come true like they 
do in the movies. It takes a lot of hard work 
to not only set goals for yourself, but also to 
accomplish them. And more often than not, 
without a plan in place, the future you’ve 
envisioned for yourself can be difficult to attain. 

Fortunately, a little bit of planning, in 
conjunction with a healthy work ethic, can very 
quickly start you on the path to actualizing your 
dreams. Sure, it won’t happen overnight, but if 
you stick it out, you really can have that dream 
life that you have always wanted.

But first, you need to strategize! And 
here’s how:

• First and foremost, whatever your plan may 
be, write it down on paper. Writing it down 
will not only force you to think through your 
plan thoroughly, but also act as a tangible 
reminder of what it is that you have to do. 

• Next, establish deadlines for yourself. Rome 
wasn’t built overnight. In fact, it took a series 
of very calculated steps, all of which had to 
adhere to a specific deadline. Treat your plan 
as such. 

• After your deadlines are set, share your 
vision with others. By getting feedback from 

your trusted peers, you can garner some 
further insight, suggestions, and even some 
better ideas in the process. 

• Lastly, don’t be afraid to make sacrifices 
in the name of progress. It doesn’t have to 
be anything drastic, just make sure you’re 
focusing all of your available attention on the 
task at hand at all times. 

As you can see, fulfilling your dreams doesn’t 
have to be such a daunting task. Depending 
on what it is you’re trying to accomplish, it 
certainly won’t be easy. But, much like Rome, 
once you start checking things off your to-do 
list, you’ll be making your dreams come true 
in no time.
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We’ve toasted, kissed, and Auld Lang Syned our way into the new 
year, so now what? We’ve got some fun ideas to kick off your new 
year and make 2015 better than the best!

• Get Grateful:  Enhance the gratitude factor and your year will 
be filled with good thoughts. Use a mason jar or a cute box to 
house folded Post Its where you (and the fam) can jot down daily 
bits of thankfulness and good memories. On New Year’s Eve next 
year, pop it open and take a look at all of the awesome memories 
the previous year has given! 

• Literate Yourself: Set a goal for how many books you want 
to read throughout the year and send yourself on an adventure 
through storyland. Go a little crazy and challenge yourself to read 
a few books you’d normally never even think about picking up. So 
many books, so little time! 

• Write It Up: Get yourself some fun and fancy stationery and 
write a little something to all of your peeps the old fashioned way! 
Whether it’s just a quick hello or a long love letter, give them a 
reason to open up the mailbox. After all, wouldn’t it be nice to pull 
out something other than a bill or a pizza menu? 

• For Your Edification: Start your year off right with a brain 
booster! Enroll in a class at a local college, attend a museum 
event, or head on over to a science center. Jump-start your mind 
with some action, and make a commitment to yourself to keep 
learning your whole life long. 

• Love Extravagantly: As the years go by, it’s surprisingly 
easy to get used to the love of your life and lose that special 
“something,” so keep the twinkle in each others’ eyes and set a 
goal this year to do a little something extra each day for your 
partner. Whether it’s a lingering kiss or a weekend for two, revel in 
your love all year through! 

New Year!..

A couple of years ago, I had the ambition to get 
my youngest son Seth more focused. He was 9 at 
the time and I admit, I may have been a little too 
ambitious. I sat down with Seth and explained the 
importance of doing a weekly “to-do” checklist.

While I explained why it’s so important to have goals 
and to write stuff down, Seth was looking around 
at the walls and ceiling. He was “sort of” paying 
attention to me, but was in full Seth-mode. He was 
looking around to see what there was to be curious 
about. He wasn’t invested in what I had to tell him.

I asked him to write down three things he was going 
to get done for that week. I handed him a pencil and 
piece of paper and let him loose.

A little later, I came back to check on his progress. He 
showed me he had, in fact, put together a checklist. 
He drew checkboxes, and next to his checkboxes he 
wrote his goals for the week, over and over again: 
Blah, blah, blah, blah, blah.

So, while he may not have been looking directly at 
me, at least I knew he was listening. He did, in a sense, 
do what I asked him to do. And, I suppose, he did 
capture the weekly goals of a 9-year-old and let me 
know where his priorities were.

As we take our first steps into 2015, and think about 
New Year’s resolutions, this story popped into my 
head. It is important 
to make those 
resolutions, set goals, 
and write them 
down--create that 
checklist--but it’s 
also important to be 
curious and excited 
about what might 
come next. As adults 
we tend to lose a 
lot of spontaneity, 
and that childlike 
wonderment.

         SKIP THE LISTSethscapades

performer, despite being 73. “I suppose 
[Ringo’s youthful enthusiasm] should 
be reassuring,” he writes. “It suggests 
that 15 years from now, I might still 
somehow get onto the stage and 
deliver a couple hours of my stuff.” I, 
too, hope that as I get older and grow 
my business over the years, that I not 
only maintain my level of passion for 
what I do, but feel that passion swell 
into something even greater. 

So with the tune of “Hey Jude” now 
circling around your thoughts, I ask 
you, “What’s your passion?” If it’s not 
you’re doing now, perhaps it should be.

In the world of finance and insurance, 
people are sometimes reluctant to talk about 
inspiration. They prefer to acknowledge facts, 
statistics, how to accomplish tasks, all without 
the use of emotion. Inspiration isn’t tangible; 
therefore, it doesn’t matter. However, there 
are those like Joseph Jordan, a New York City 
behavioral finance expert, who says otherwise. 

Inspiration boosts productivity, he says. It 
strengthens customer relations in the name of 
value, and not in the name of price. The “why” 
part of a business model isn’t talked about as 
much as numbers and figures, but without a 
sense of purpose, communication falls apart 
and managers don’t get the results they want. 

The simple reason to incorporate inspiration 
into your business model is because logic 
and numbers aren’t conducive to emotion. 
Inspiration stems from emotion; it’s how 
people feel. Inspiration combats complacency, 
low self-esteem, and the fear of rejection. If 

employees understand their purpose, they 
will be more passionate about their work. 
Self-worth increases when they realize the 
impact their work has on people. Measuring 
their personal value in the workforce is just 
as important as measuring their professional 
value in dollars and cents. 

While people draw their inspiration from a 
variety of sources, some, like Ryan Pinney, have 
to stare mortality in the face in order to find it.

Ryan J. Pinney was serving in Thailand for the 
United States Marine Corps when his unit 
came under fire. Luckily, no one was injured in 
the attack, but Ryan’s close brush with death 
has influenced his approach to life and his 
approach to work as the president of brokerage 
sales for Pinney Insurance Center Inc. 

On that fateful day, Ryan fully realized his own 
mortality and saw just how much his decisions 
affected the fragility of his life. Since then, he’s 

lived simpler. He got married, started a family, 
and found faith. He employs a can-do attitude, 
never wanting to waste a minute of the life he 
has. This translates to Ryan’s work in the family 
business. When issues come up, he knows how 
to react. Ryan’s close encounter with mortality 
inspired him to rise to whatever challenge 
he faces, because he refuses to be defeated 
by overwhelming odds. His quick thinking in 
Thailand saved his life, but it’s his newfound 
inspiration that keeps him going.
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For the past five years or so, our very own Megan 
has been living and breathing the Unified Insurance 
Network company culture day in and day out. As Pam’s 
daughter, she was introduced to UIN when she was in 
college, and after some time spent helping her mom 
with inputting applications and other tasks around the 
office, she was eventually extended an invitation to join 
our team full-time. 

Megan keeps herself plenty busy with different jobs around 
the office and she prides herself on having the experience to 
handle whatever she’s tasked with. We throw quite a bit at her 
on a daily basis, but, like always, she employs that excellent 
work ethic of hers and busts everything out with no problem 
at all.

And even though she brings her “A” game to the office each 
and every day, Megan isn’t all work and no play. She has a 
fulfilling personal life, featuring frequent tennis matches, and 
a 40-pound pitbull-mix puppy named Motlee. Since Megan 
rescued Motlee a little over a year ago, they’ve become quite 
the dynamic duo, boating with Megan’s family and spending 
quality time together. 

Thank you, Megan, for everything you do for us here at UIN. We 
don’t know what we’d do without you. Keep up the good work!

Hip, Hip Hooray for Megan Thompson!
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These three points represent a never-ending 
process. You constantly improve your strategies 
and discover new ones, you create new stories, 
and you continue to build the confidence of your 
company and drive further passion.

One great example of a company getting these 
things right is Disney. In my opinion, they do it 
better than anyone. They have their strategies, 
stories, and state (culture) down pat. They practice 
an incredible attention to detail that few have 
matched. They bring random acts of amazement 
into normal situations, and they leave behind one 
powerful impression.

P.S. -- If you have questions about what it takes to 
become a truly great advisor, I have good news 
for you. Starting in February, I’ll be leading a class 
that tackles this very topic. It’s called The Ultimate 
Advisor. Look for more information very soon!
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