
Changing the 
Conversation;
Applying Fiduciary Sales Skills

Program Overview
The intent of the Department of Labor’s “conflict of interest 
rule” is to ensure that financial professionals are acting in 
the best interest of the client. Yet, recent studies have shown 
that clients often struggle to articulate their specific goals. 
How can an Advisor act in a client’s best interest if the clients, 
themselves, are unclear?

Cannon’s application-based program “Changing the 
Conversation; Applying Fiduciary Sales Skills” provides 
financial professionals with a condensed review of the 
regulatory changes and focuses on the skills and activities 
required to deliver a holistic fiduciary client experience.

Participants will focus on communicating and practicing the 
tenets of the governmental ruling to drive client delight and 
thrive during this time of increased scrutiny.

Program Outcomes
Participants who complete this course will be able to:

•	 Provide an overview of the fiduciary rule

•	 Explain the difference between fiduciary rule and suitability 
standard

•	 Avoid potential conflicts of interest

•	 Identify clients who want and benefit from a fiduciary 
relationship with their advisor

•	 Communicate and reposition their services considering the 
fiduciary rule

•	 Position the Best Interest Contract Exemption

•	 Employ discovery techniques to determine client goals and 
biases

•	 Use presentation techniques aligned to the fiduciary standard

•	 Deliver a superior fiduciary client experience

Target Audience
•	 Financial Advisors
•	 Private Bankers
•	 Registered Investment Advisors
•	 Portfolio Managers

Modality & Duration
•	  Instructor Led Class (1 - 8 hour days)
•	  Instructor Led Class (2 - 8 hour days)

About Cannon
Cannon Financial Institute is recognized as 
one of the leading global consulting and 
professional development firms serving 
the financial services industry. Our mission 
is to understand industry needs and 
deliver practical solutions that leverage 
the collective wisdom and creative power 
of a team of professionals passionately 
committed to helping our clients realize 
their goals.

phone	706-353-3346	•	fax	706-353-3994	
www.cannonfinancial.com 


