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About the Author & Why | Wrote This
Book

Why | Wrote This Book

April 2025 marks my 8th year in the financial services
industry. Throughout this journey, | have witnessed both
the challenges and triumphs of sales professionals —
especially financial advisors. | wrote this book because |
want to share my knowledge and expertise with sales
professionals across industries, helping them navigate
the demanding world of sales using smart strategies
and a structured approach.

| joined the financial services industry with a mission:

¢ To help Filipinos be future-ready.

¢ To ensure no family suffers financially due to
unexpected events like sickness, accidents,
disability, or death.

¢ To promote financial literacy, so everyone can
prepare for life's expected milestones —
education, savings, retirement, and investment.

Selling is more than just closing deals — it's about
making a difference in people’s lives. This book is my
way of giving back and helping sales professionals sell
smarter and succeed faster.
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About the Author

Bernard Fernandez:
Helping Sales Professionals
Sell Smarter to Succeed Faster

Bernard Fernandez is an author,

- sales coach, financial advisor,
content creator, public speaker, and entrepreneur
with over two decades of experience in sales,
leadership, and business development.

As the Founder of BeFutureready Academy, he is
dedicated to equipping sales professionals with
smarter strategies that drive faster success.

With a strong background in banking, real estate,
corporate sales, and financial advisory, Bernard has
trained and mentored countless sales professionals,
helping them optimize their approach, close more
deals, and accelerate their career growth. His
expertise spans:

e Sales training & coaching
e Team management & leadership
e C(lient service & business development



A multi-awarded leader in the financial services
industry and a consistent General Agents and
Management Association (GAMA) awardee, Bernard is
recognized for his results-driven coaching and
innovative sales techniques. His ability to break down
complex sales concepts into practical, actionable steps
has made him a sought-after speaker and mentor.

Through BeFutureready Academy, Bernard conducts
high-impact sales training designed for sales
professionals across industries. His programs help sales
professionals:

e Streamline their prospecting
e Refine their sales techniques
e Close deals with confidence

Whether you're a beginner or a seasoned sales
professional, Bernard’s insights will empower you to Sell
Smarter, Succeed Faster!



Introduction: Sell Smarter, Succeed
Faster

Sales is one of the most rewarding yet challenging
professions in the world. It's an industry where results
speak louder than effort, where your income and
success are directly tied to how well you can connect with
people, communicate value, and close deals.

But let's be honest — sales isn’t easy.

e You struggle to find quality leads.

e You hear "I'm not interested" more than you'd
like.

e You book meetings that never turn into sales.

¢ You keep hitting a plateau and don’t know how to
break through.

Sound familiar? You're not alone.

After more than two decades in sales — spanning
banking, real estate, corporate sales, and financial
services — |'ve learned that the difference between
struggling sales professionals and high performers
isn't luck — it's having the right system.



Why This Book? Why Now?

| wrote this book because | believe sales success isn’t
about working harder — it's about working smarter.

I've seen too many capable sales professionals give up —
not from lack of talent, but from lack of the right
strategy, mindset, and tools.

That's why | created The SMART Sales Mastery
Blueprint — a structured, proven framework that helps
sales professionals:

¢ Master sales fundamentals with the SMART
Sales Mastery Framework

o Execute winning strategies with the FAST Sales
Acceleration Framework

e Develop the mindset, skills, and habits of top
performers

e Use technology and tools to streamline their
sales process

e Turn objections into opportunities and close
deals with confidence

This book is for sales professionals of all industries,
but especially financial advisors who need a reliable,
repeatable process to grow their business and impact
more lives.



If you're tired of inconsistent results and ready to sell
smarter and succeed faster, this book is for you.

What You'll Learn Inside This Book

This book is divided into two powerful sections:

e Part 1: The SMART Sales Mastery Framework —
Lays the foundation for sales success using
Knowledge, Mindset, Skills, Habits, and Tools.

e Part 2: The FAST Sales Acceleration Framework
— Teaches the execution strategies for
Prospecting, Appointment Setting, Closing, and
Objection Handling.

By the end of this book, you'll have a clear, step-by-step
system that transforms how you approach sales — so
you can close more deals, build a thriving business,
and achieve financial success.

Success in sales isn't about hoping for better results —
it's about building the right system and taking action.

If you're ready to transform the way you sell, turn the
page and let’s dive into the SMART Sales Mastery
Framework!



Note to Readers:
To help you apply what you learn, all worksheets,

activities, and resources in this book can be downloaded
and printed from www.BeFuturereadyAcademy.com.

Let's Get Started!



Chapter 1: Strategic Knowledge
Mastering the Fundamentals of Sales

Sales isn't about pushing products — it's about solving
problems. The most successful sales professionals don't
just talk; they listen, research, and understand their
market better than anyone else. Strategic Knowledge is
the foundation of the SMART Sales Mastery Blueprint
because sales success starts with knowing what you're
doing, who you're serving, and how you're helping them.

The Power of Strategic Knowledge in Sales

Many sales professionals fail because they rely on
guesswork rather than strategy. Without Strategic
Knowledge, you risk:

%  Chasing the wrong leads
% Using ineffective sales pitches
x Losing deals due to a lack of preparation

When you build a foundation of knowledge, you become
a trusted advisor rather than just another sales
professional. Let's break down the key areas of Strategic
Knowledge you need to master.



1.1. Knowing Your Market

Before you sell anything, you need to understand the
landscape you're operating in. This awareness helps you
position yourself as a strategic partner, not just a
product pusher.

Action Step:

Research and write down three trends affecting your
industry today. Then, identify how these trends impact
your potential clients.

1.2. Understanding Your Ideal Client

Not all leads are created equal. To sell smarter, you
must identify your Ideal Client Profile (ICP) — the type
of person who is most likely to buy from you.

Action Step:
Write a short description of your ideal client, including
their biggest challenges and goals.

1.3. Mastering the Art of Prospecting

Once you know your market and your ideal client, the
next step is filling your sales pipeline. Effective
prospecting requires a multi-channel approach,
meaning you don't rely on just one method.



Action Step:

Choose two prospecting methods you will focus on this
week. Pick the two most relevant strategies for your goals
and commit to executing them.

1.4. Crafting a Winning Value Proposition

A value proposition is the reason clients should buy
from you instead of someone else. It's your sales
superpower — the thing that makes you stand out.

Action Step:
Write your value proposition using the formula above.
Test it with a colleague or mentor.

Final Thoughts: Strategic Knowledge Gives
You the Edge

If you master Strategic Knowledge, you will sell smarter,
with confidence and precision. Instead of chasing
random leads and hoping for results, you'll approach
sales like a pro — targeting the right clients, delivering
the right message, and closing deals with ease.

Key Takeaways:

e Sales is about solving problems, not just selling
products.
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e Know your market, ideal client, and the best
prospecting strategies.

® C(Craft a clear, compelling value proposition that
sets you apart.

READY FOR MORE?

This is only a portion of Chapter 1 - Strategic Knowledge
of the complete SMART Sales Mastery Blueprint, which
includes:

¢ Mindset of Success

e Advanced Selling Skills

e Repetition & Routine

e Technology & Tools

e The FAST framework

e Scripts, worksheets, templates
e And more

To unlock the full content, get your copy at
www.BeFuturereadyAcademy.com
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