
The Advisor PACT

Session™

September 19, 2017

Hosted by Mark Little



This online meeting system technology uses lots 
of memory & system resources, so please…

✓ Close your email program
✓ Close all browsers
✓ Close all programs on your computer 

other than this GoToWebinar system

Consider taking this attitude starting right now:
Something discussed today will be a significant positive game-changer for my business

I want to focus so I don’t miss it

How much benefit do you want from today’s session?
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PACTPROTECTION

ATTENTION

COORDINATION

TRANSPARENCY

Your

To every Ideal Client



Goal
Deliver Truly Comprehensive 

Financial Services™ 

in a way that exceeds Ideal 

Client Expectations



1. Build and lead a team
2. Establish comprehensive

Deliverables Checkpoints™
3. Structure your compensation 

at a sufficiently high level
4. Deliver an Extraordinary Client Experience

5. Consistently Exceed Ideal

Client Expectations



1. Build and lead a team
2. Establish comprehensive

Deliverables Checkpoints™
3. Structure your compensation 

at a sufficiently high level
4. Deliver an Extraordinary Client Experience

5. Consistently Exceed Ideal

Client Expectations



Outcome

A minimum of 

5 Initial Client Interviews™ 
per week 

resulting from spontaneous 

unsolicited client referrals



As you implement the projects 
we send you every month…

This Q&A session allows you to 
ask questions & 
get live coaching
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Issues
✓ It’s taking us longer than 60 days to fill our first Subject Matter Expert 

position.  What will speed up the process?
✓ We’re calculating The Annual Referral Rate™ (TARR)  every month, and are 

beginning to see an increase in unsolicited referrals. What are some other 
ratios that will help us measure whether we’re impressing our Ideal Clients… 
or not?

✓ I heard you mention once that you met for lunch with Ideal Clients in-
between client progress meetings to better understand their expectations.  
How did that work?

✓ We are about to hold our first IPU meeting. How do you recommend 
presenting all the documents as in a folder, file etc?
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Question

It’s taking us longer than 60 days to fill our first 
Subject Matter Expert position.  

What will speed up the process?



The 12-Step 
Deliverables Team

Recruitment
Process™
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Question

We’re calculating The Annual Referral Rate™ 
(TARR)  every month, and are beginning to see 
an increase in unsolicited referrals. 

What are some other ratios that will help us 
measure whether we’re impressing our Ideal 
Clients… or not?



The Annual Referral Rate™ (TARR) 
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Question

I heard you mention once that you met for 
lunch with Ideal Clients in-between client 
progress meetings to better understand their 
expectations.  

How did that work?



Agenda?



No Agenda!











✓ Deepen the relationship

✓ Exhaust topics that would be 

distracting in a client progress 

meeting

✓ Listen for clues
✓ Issues relevant to their financial strategy

✓ Potential risks facing your client

✓ Ways you can exceed your client’s expectations



Still prepare in 
advance, however

(quick review)



Any activity since the last client progress meeting..

✓ Read all The Interaction Logs™ 

✓ Read all CRM notes

✓ Review The Client Prep Packet™ from 

the last client progress meeting. 

Especially,
✓ The Five Critical Reports™ (refresh your memory)

✓ The Numbers History™

✓ The Goal Blueprints™

✓ The MISC Organizer™ (what’s missing?)



The whole point of the luncheon is… no agenda

… just a nice pleasant social luncheon

✓ No planned business objective

✓ It’s all about them ! 
✓ So ask about them
✓ Don’t dominate with stories about you

✓ Example conversation openers…
✓ So how are your kids doing?  What are their lives all about?

✓ How did you all meet?  There must be a story there.

✓ I’ve never asked you where you went to school. Where did you go 

to high school?

✓ What’s your first memory of “money?”  When you were a kid, did 

your family talk about money issues (around the dinner table, etc?)



Question

We are about to hold our first IPU meeting. 

We are wondering if there is a recommendation for 
presentation of all of the documents as in a folder, file 
etc?













The Ideal Advisor Profile for The Advisor P.A.C.T. Monthly Program™
This program is best suited for a financial advisor who,
✓ Likes the idea of doing a "whole lot more" for a "whole lot fewer" Ideal Clients who pay 

significantly higher compensation for the unprecedented level of services provided.
✓ Is committed to implementing Truly Comprehensive Financial Services™ at some point in 

the future, and as quickly as possible.
✓ Recognizes the wisdom of delivering Comprehensive Financial Services through a skilled 

team of Subject Matter Experts (Tax, financial planning, tax, estate planning, & insurance)... 
rather than serving as a one-man-band.

✓ Is willing to make the effort to implement this new business model to fill the gap in the 
marketplace created by financial advisors, and a financial services industry, unable or 
unwilling to provide Ideal Clients the Comprehensive Financial Services they desire.


