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It seems that the choices in technology are overwhelming today.  Most of us say, “I don’t have time to learn all 
of this stuff.  I need to spend time with my clients.”  So, technology tools are pushed to the corner for the “right 
time” to look at them.  We might even buy new software or a cloud-based technology and still relegate it to the 
corner! Ironically, as I watched golf the other day, it occurred to me that golfer, Jason Day could help us think 
differently about how to adopt technology in business. 

Even with enduring injuries, golfer Day maintained his number one ranking for nearly a year.  Jason’s 
consistency is credited to his iron game.  He has three moves1 that he uses consistently.   

1. Your Nose Knows 

Even after the ball is struck, Jason keeps his nose down.  A steady head creates power.  Start with a focus.  What 
does your business need to grow and succeed? Where is your time best spent?  Is that where your energy is 
focused? Selecting technology is like “selecting the right club”.   Use an expert to help you get fitted.  At FFR, we 
listen to our member advisors, hire professionals to help us select technology tools that are tailored for the 
advisor’s business processes and support his/her independence. 

2. Keep Your Rights Under Your Lefts 

Jason delivers the club on the ideal plane.  He stays on that plane after the ball is struck.  His right shoulder 
and arm are lower than the left-side counterparts.  It takes discipline to set a new direction and follow 
through consistently.  From start to finish, how can technology make it easier for you and your staff to run the 
business? Adopting technology requires a similar discipline and follow through to Jason’s.  The good news is 
people like routine.  So, if integrating technology into your business can become a positive experience and 
routine, you and your staff will embrace change.  Remember the follow-through!  What kind of training will your 
staff get to help them adapt?  How will you get their feedback on the experience?  As a small business owner, a 
FFR member advisor may not, individually, have the resources for training and follow-up.  But as a group, they 
do.  FFR’s training and professional education help grow and develop our member advisors’ staff, The FFR 
business model allows the advisor to maintain his independence and offer the professional development of a 
larger company. 

3. Get a Grip and Let ’Er Rip 

                                                           
1 Perich, Mike, “Jason Day's three moves to launch pin-seeking approach shots”, March 15, 2017, www.Golf.com 

 



Jason leads his downswing with his hips.  He opens his hips more than his shoulders.  Take a swing at new 
technology.  Use the strengths that you and your staff already have.  Just like a golf swing, there may need to be 
some adjustments made.  Not trying, means not knowing.  Help your staff understand that sometimes small 
mistakes can be the inspiration for big success and they are not alone.  We are in this together.  One of the 
things that really helps our FFR members’ staff feel that togetherness is the FFR University.  It brings together 
staff members from around the country for training, networking and sharing of ideas. 

Adopting technology in your business can be challenging.  At the core, this is a relationship business and 
technology is a tool to help us have more time for our client relationships.  Consider Jason Day’s three moves:  

1. Your nose knows. 
2. Keep your rights under your lefts. 
3. Let ‘er rip.  

It may help you and your staff get into the routine of adding technology that helps your business grow, have 
more time to focus on your clients and have some fun doing it! 
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