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Deirdre Van Nest
Deirdre helps financial advisors improve business & build their
brands.
Please contact a GDA agent for information.

Topics
Communication
Economics / Finance
Employee Engagement
Goal Setting
Personal Growth
Sales
Storytelling
Teamwork / Teambuilding
Virtual
Women's Empowerment

About Deirdre Van Nest
Deirdre Van Nest is the go-to expert for financial advisors, leaders, and professionals in a client-facing role, on improving communication skills (whether
one-one or with a group). She is a top- rated International Keynoter, and Trainer and the creator of the Crazy Good Talks ® Blueprint, and The Emotionally
Engaging Advisor™; 2 practical communication systems that have taught thousands how to bring in business faster and impact more lives through the
power of public speaking, storytelling and making emotional connections.
Deirdre is a regular contributor for Horsesmouth, a faculty member at the Hoopis Performance Network, and is called upon frequently for interviews on
podcasts and TV talk shows.
She’s also a Certified World Class Speaking™ Coach, a Certified Fearless Living Coach, a
contributing author of the Amazon bestseller World Class Speaking™ in Action and author of “Fire Your Fear™”.
Select Keynotes
Virtual Selling 2.0
For professionals in client facing roles and leaders who hold virtual team meetings and events.
In 2020 your team likely got really good at running virtual meetings from the tech side-setting up the meeting, great audio, good lighting and
backgrounds.
Now…in 2021 it’s time for Virtual Selling 2.0!
It’s time to up the ante and get Crazy Good at running meetings from a RESULTS perspective. This means knowing how to grab and keep the
attention of their listener(s), creating emotional engagement, and moving their listeners towards a desired outcome.
Virtual Selling 2.0 also means your team moves from solely running 1:1 meetings, to leveraging technology by holding webinars and group
meetings.
In this presentation your team will learn:
1) Top strategies for virtual engagement- -never again will they bore their listener(s)
2) How to move people to a desired outcome
3) What to do when the unexpected happens so you’re not tempted to hide under your desk- – instead you’ll look like a rock star!
Your group will leave this presentation with increased confidence in their Virtual Selling and relationship building skills.
Crazy Good Virtual Meetings™
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For Sales Professionals, Advisors, Leaders, and anyone in a client-facing role who is holding Virtual Meetings for Groups
Regardless of whether you are hosting a virtual meeting for 3 or 300, there must always be structure and purpose to your event. In this webinar
you will discover the #1 mindset shift you MUST make to ensure your meeting goes off without a hitch, strategies to make certain your
audience does not get bored and stays on until the end, and what to do/not to do if you run into a technical problem.
Presentation Skills Boot Camp
This program can be delivered live or virtually and can be tailored to meet the needs of any professional group.
This training will warp speed the growth each participant has as a presenter and increase their overall “Executive Presence”. In this 90 min, halfday, or full-day training participants receive hands-on coaching individually and observe each other being coached; think American Idol (without
the snarkiness) and The Voice.
Skills learned in the Bootcamp can be applied to creating and delivering presentations to individuals and groups whether the presenter is
speaking for 1 minute, 1 hour, or 1 day.
This training is fast-paced and fun while conducted in a “candidly kind” and supportive environment.
Here’s what one leader had to say about the Bootcamp:

Lisa and Peter both had their cell phones just about blow up with all the unsolicited rave reviews of your session. By far, one of the most
engaging, informative, and worthwhile sessions I’ve ever experienced – and I wasn’t even presenting! Thank you for always bringing you’re Agame and for your unbridled passion.
The Emotionally Engaging Leader™
If you’re like most leaders you’ve likely wondered, “How do I motivate my team?” and “How do I stand out from my competition?”
To be the leader others want to follow these questions MUST be answered. Ironically many leaders are looking for answers in the wrong place. It
won’t be found in new products or services but rather the answers lay within you!
What makes you a leader others want to follow and what differentiates you from your competition is YOU; the value you bring to the table and
most importantly WHY you do what you do. The most effective way to share your WHY is through a specific method of business storytelling.
In this presentation, your leaders will:
Understand that to stand out in today’s marketplace they must be emotionally engaging.
Discover the 3 types of business stories every
leader should be telling.
learn how successful leaders are incorporating these stories into their group and 1:1 presentations with their teams and clients.
Experience first-hand the technique for increasing likability, connection, and trust in 4 minutes or less.
Pick up the step-by-step formula for crafting their own stories. This is a foundational skill every leader needs in their tool kit. It enables
them to overcome skepticism and to connect immediately and authentically with their listeners’ hearts. When this happens it’s like
pouring lighter fluid on your conversations, recruiting, and marketing activities!
“The Emotionally Engaging Advisor™ How to increase trust, connection, & likeability in 4 minutes or less
If you’re like most advisors, you know your competition is fierce and the marketplace is noisy. Whether you’re talking with prospects and clients
1:1, in a group setting, or online you’ve likely wondered, “How do I differentiate myself from my competition?”. To be the advisor of choice and to
avoid being seen as a commodity this question MUST be answered. Because…
It’s no longer enough to be the smartest person in the room, with the most letters after your name. Today’s consumer demands human
connection and transparency. It’s time to put away the complex charts, facts, and figures. Ditch the industry jargon. And show your clients, by
becoming an emotionally engaging advisor, that you (and ONLY you) can make their financial dreams a reality.
But…ironically many advisors are looking for answers in the wrong place. It won’t be found in giving more facts and figures about your products
or services; the answer lies within you!
What differentiates you from your competition and makes you the obvious choice, someone others want to follow is YOU; specifically, HOW you
talk about what you do and WHY you do it.
This is where “crazy good” speaking and storytelling skills come in. The good news is every advisor can gain these skills!
In this workshop you will:
Discover why relying on technical expertise alone to win and keep business is no longer enough
Understand why in order to reach your full potential as an advisor you must develop Crazy Good speaking skills.
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Learn the biggest “sales killing” mistake most advisors make and how to avoid it when you speak and meet with prospects and clients.
Learn how to connect emotionally with every prospect, client, and audience member.
Learn the 3 types of business stories every advisor must be telling and how successful advisors are incorporating these stories into
their group presentations, 1:1 meetings, and online- -with great success.
Pick up the step-by-step formula for crafting your own “WHY” story. Your WHY is a foundational skill is a GAMECHANGER. It enables you
to overcome skepticism and to connect immediately and authentically with your listeners in 4 minutes or less. When this happens it’s
like pouring lighter fluid on your conversations and presentations.
This topic can be delivered in a 60 min keynote format up to a half day training format.
Stand Out And Own The Room Every Time You Speak! : For Your High-Achieving Advisors, Leaders, & Sales Pros
It’s no longer enough to be the smartest or most skilled professional in the room. We are in the Communication Age. This means when speaking
to groups, whether it’s for 1 minute or 1 hour, people will make judgments about your competency based on your speaking skills. So…If you’re
an A+ Professional but a B- SPEAKER, you have a problem. The potential for someone to assume you’re also B- at your job is high. When this
happens, you lose credibility, business, and the ability to impact more lives.
The good news is You can be both! An A+ Professional and an A+ Speaker!
In this practical and interactive talk, your group will:
Learn why many professionals are not satisfied with the results they get from speaking, and what they can do to skyrocket sales and
knock it out of the park every time they
speak.
Discover the mistake almost every presenter makes when they open a presentation. This mistake bores the audience, decreases the
number of appointments they set after their
talk and reduces their overall impact.
Get the key for immediately capturing the attention of any audience. Let’s face it if you don’t know how to get peoples’ attention off their
phones and on to you, your talk is toast. Master this one technique and you will know how exactly how to command the attention of any
audience.
Discover how to connect emotionally with every audience (use this for 1:1 conversations too). This strategy is like pouring lighter fluid
on all your presentations and conversations.
Select Book Titles
2 0 1 1: Fire Your Fear: How To Grow Your Business by Changing The Way You Think
Select Articles
How Your ‘Why Story' Draws In New Clients
Sharing your own story—why being an advisor is meaningful to you—will evoke an emotional reaction from prospects that makes you the
“obvious choice” rather than just another run-of-the-mill financial advisor.
Take the Sting Out of Negative Feedback
One of the risks of giving presentations is receiving negative feedback. Bad reviews happen. Lick your wounds, but don't dwell on it or let it
shake your confidence. Sometimes we're off our game. Sometimes we're not the right fit for the audience.
Select Testimonials
“My study group has been together for 18 years. We've brought in many speakers and we all agreed you were one of the best!”
— Bryan Sweet, Chairman's Council Advisor with Raymond James

“I've seen many presentations in my 60 years and Deirdre was one of the best. As good as Zig Ziglar!"
— Jason Mascitti, Financial Advisor, Thrivent Financial

“Deirdre was the highest rated speaker at GAMA International's LAMP 2018. She turned what is typically considered a soft conceptual skill of
being a powerful presenter into tangible practical strategies our members could use right away. I saw many members in the halls after her talk
shooting videos applying what they just learned!”
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— Kari Stringfellow Senior Director, Leadership Development at GAMA International

“Most speakers just give us the sizzle. You gave us the sizzle AND the steak AND you served up that steak real good!”
— Leader in Financial Services Audience Member at LAMP
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