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BRIDGING THE GAP

Workbook
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4.1

SESSION

'SO  WHAT .  NOW  WHAT?' EXERCISE

INSTRUCTIONS: DR. ELKO ENCOURAGES YOU TO ADOPT 'SO WHAT. NOW WHAT?' WHEN CHANGE

APPEARS IN YOUR LIFE AND BUSINESS. LETS PRACTICE.

'SO' (DESCRIBE THE CHANGE THAT IS OCCURRING TODAY IN YOUR LIFE AND BUSINESS.)

'SO WHAT.' (DESCRIBE YOUR COMMITMENT TO CHANGE BY GIVING INTO THE DEMANDS.)

'NOW' (DESCRIBE YOUR COMMITMENT TO BE  IN PRESENT AND NOT WAIT FOR THINGS TO
CHANGE BACK TO 'NORMAL'.)

'NOW WHAT?' (DESCRIBE WHAT YOU WILL DO DIFFERENTLY TO MEET THE DEMAND(S).)



CREATIVE  COMMUNICATION
4  M 'S  OF  'WHAT  I F ? '
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4.2

SESSION

INSTRUCTIONS:  ASK YOURSELF, 'HOW CAN I (WE) BE CREATIVE IN CONNECTING AND

BRIDGING THE GAP?' USING THE 4 M'S OF 'WHAT IF':

IMAGINATION IS SO MUCH BETTER THAN KNOWLEDGE.
- ALBERT EINSTEIN

MESSAGE HERE 'S OUR ONE MESSAGE WE WANT TO BE 'RECALLED '  FOR :

MARKET  HERE 'S THE SPECIFIC PERSON/AREA WE ARE PLACING OUR FOCUS :

MEDIA  HERE 'S THE BEST SOURCE FOR COMMUNICATING WITH OUR MARKET :

MOMENT  HERE ARE THE MOMENT(S) WE IDENTIFIED AS THE BEST TIME TO CONNECT

WITH OUR MARKET :



THE  GREAT  TEACHER  MODEL
5  STEPS
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4.3

SESSION

INSTRUCTIONS:  IN ORDER TO SUCCESSFULLY BRIDGE THE GAP, DR. ELKO ENCOURAGES

YOU TO ADOPT THE EXACT MODEL USED BY GREAT TEACHERS. LET'S PREPARE.

4.4

STEP #1: ANTICIPATORY SET USING 'BECAUSE ' ,  EXPLAIN WHAT IS COMING .  (WHEN AND

HOW WILL YOU COMMUNICATE THIS MESSAGE WITH YOUR AUDIENCE?)

STEP #2: SET OBJECTIVES  INTENTIONALLY TELL THEM WHAT TO EXPECT :

STEP #3: TEACH CONTENT  USING 'WE ' ,  HOW CAN YOU PERSONALIZE YOUR LESSON?:

STEP #4: CHECK FOR UNDERSTANDING  OUTLINE YOUR PLAN TO FOLLOW-UP

( 'WHAT DID YOU LEARN FROM OUR TIME TOGETHER '  [AND ASK FOR THE BUSINESS]):

STEP #5: PRACTICE  HOW CAN YOU ENCOURAGE YOUR CLIENT(S) TO PRACTICE USING

THE STRATEGIES YOU TAUGHT? (ONGOING WEBINAR? FOLLOW-UP CALLS?)
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B I GGES T  TAKEAWAYS  &  NOTES
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SO

WHAT.

NOW

WHAT?
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LIFE CALLS FOR

US TO BE

DIFFERENT --

GIVE INTO ITS

DEMANDS!
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WHAT
IF?
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YOU EITHER 

LIVE IN

VISION

OR LIVE IN

CIRCUMSTANCE.
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IMPORTANT INFORMATION

EQUITABLE IS THE BRAND NAME OF THE RETIREMENT AND PROTECTION SUBSIDIARIES OF

EQUITABLE HOLDINGS ,  INC . ,  INCLUDING EQUITABLE FINANCIAL LIFE INSURANCE COMPANY

(EQUITABLE FINANCIAL) (NY ,  NY) ,  EQUITABLE FINANCIAL LIFE INSURANCE COMPANY OF AMERICA

(EQUITABLE AMERICA) ,  AN AZ STOCK COMPANY WITH MAIN ADMINISTRATIVE HEADQUARTERS IN

JERSEY CITY ,  NJ ,  AND EQUITABLE DISTRIBUTORS ,  LLC .   EQUITABLE ADVISORS IS THE BRAND NAME

OF EQUITABLE ADVISORS ,  LLC (MEMBER FINRA ,  SIPC) (EQUITABLE FINANCIAL ADVISORS IN MI AND

TN) .  THE OBLIGATIONS OF EQUITABLE FINANCIAL LIFE INSURANCE COMPANY ARE BACKED SOLELY

BY ITS CLAIMS-PAYING ABILITY .

FOR FINANCIAL PROFESSIONAL USE ONLY .  NOT FOR DISTRIBUTION TO THE PUBLIC .

IU-3554313D (5/21) (EXP .  5/23)

To learn more, visit: equitable.com/elko.


	Text1: 
	0: 
	1: 
	2: 
	3: 

	Check Box2: 
	0: Off
	1: Off
	2: Off
	3: Off

	Text3: 
	0: 
	1: 
	2: 
	3: 
	4: 

	Text4: 
	Text5: 
	0: 
	1: 
	2: 
	3: 



