PROTECTION ATTENTION COORDINATION TRAMSPARENCY

The Advisor PACT
VMenthly Session™



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

This online meeting system technology uses lots
of memory & system resources, so please...
v Close your email program
v’ Close all browsers
v 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 | don’t miss it
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To every ldeal Client
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Goal
Deliver Truly Comprehensive
Financial Services™

in a way that exceeds ideal
client EXpectations



. Build and lead a team

. Establish comprehensive

Deliverables Checkpoints™
. Structure your compensation

at a sufficiently high level
. Deliver an Extraordinary Client Experience

. Consistently Exceed Ideal
Client Expectations




. Build and lead a team

. Establish comprehensive

Deliverables Checkpoints™
. Structure your compensation

at a sufficiently high level
. Deliver an Extraordinary Client Experience

. Consistently Exceed Ideal
Client Expectations




Outcome
A minimum of

5 Initial Client Interviews™

per week
resulting from spontaneous

unsolicited client referrals



Mark Mckenna Lite ¥,

ADVISOR PACT
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Create 3 vision of your ideal future s compelling that you'l do whatever it takes o achieve your goals. Leam and develop disciplines o help you sucssed in actualizing your vision
Resd more

Hiring an Exraardinary Adminis:

The Deliversbles Team Recruitment Frocess

Evaiuating Your Deliversties Team
Annusl Recurring Revenue Exercise

Develop = spacisized list of exdsting and
Resd mere...

The Ten Client Deliverables, Course 1 of 2

The Ten Client Deliverables, Course 2 of 2

—— —=—=-_ As you implement the projects

Read more...

The Hero's Joumey

Manage partets The Role of the Administrative Manage

=1 we send you every month...

% Ay - -
Hiring an Extraordinary Administrative]

Master the fen steps to hifing an extraordi
Read more

The Deliverables Team Recruitment P

Hire your next Deliverables Team membe

—===| This Q&A session allows you to

“The Ten Client Deliverables, Course 1

ask questions &

“The Ten Client Deliverables, Course 2|

When you provide The Ten Cient Delivers
Read mare...

ST get live coaching

Laarn how to get off on the right fact with
Read more...

Setting Your Compensation

A new model for defivering financial services requires a new method of compensation. Leam how you'll get paid, and what you'l get pid to do under this new mode!
Read more

The Hero's Joumey

"Wt do you have in common with Obi-Wan Kengoi? In this course, Mark walks you through how your path to becoming indispensable: mirmors the olassic Hero's Joumey story structure:
Read more

https://advisorpact com/modules/setting-your-compensation




Issues 2

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?

| 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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o Question 2

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

What will speed up the process?
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The 12-Step
Deliverables Team
Recruitment
Process™
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Everl Contents Edit Actions v Display v Addnew... v State: Private v

{
Annual Recurring Revenue Exercise

Introduction

Potential Client Interaction Time

The Rolle of tho AdmiriSirative Manager Acquire your next Deliverables Team member in 12 simple steps.

Hiring an Extraordinary Administrative

Manager

e DELIVERABLES TEANE
B RECRUITMENT PROCESS

Step 3: Find Candidates : 2

Step 4: Initial Research

Step 5: Research Call

Step 6: Schedule the Initial Discovery

Meeting™ P ’ - q

), ﬁ !
el

Money Financial
Management Planning

.
I

Step 7: The Initial Discovery Meeting™ Y

Step 8: The Best-in-Class Assessment

Meeting™

Step 9: The Internal Agreement Meeting™

Step 10: The Deal Structure Meeting™

Tax

Legal Insurance

Step 11: Finalize Agreement

Step 12: Obtain SME Agreement

Week-by-Week Plan for Implementation Watch: The Deliverables Team Recruitment Process™ Introduction (5 minutes)
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measure whether we’re impressing our Ideal
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The Annual Referral Rate (TARR)

Total number of Ideal Client referrals over the past 12 months

SRS

Total number of Ideal Clients

The Annual Referral Rate (TARR)

Calculate to 3 decimal points

Track this number like a stock over time (chart it over time)
It’s the trend (the change over time) that’s important
Update entire team at least monthly



Referrals Received Last Month

Unsolicited Sol
50% 5

icited
0%

Goal: 100% unsolicifed

Participation Rate - Last 12 Months

Clients Not

Referring
13%

Clients
Referring
87%

Goal: = 35% refarming

3.500

3.000

2.500

2.000

1.500

1.000

0.500

0.000

The Annual Referral Rate™ (TARR)
September 2017

2.900

Goal: 15.000
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Parficipation Rate - Since Incepiion

Clients Not.
Referring
3%

Clients

97%

Goal: > 85% referning

Ideal Clients acquired last month: 1
Referrals (last 12 mos.): 87
Average Referrals/Month (last 12 mos.): 7.250
Referrals per Initial Client Interview™: 2.08
Initial Client Interviews™ per |deal Client: 2.1
Referrals per Ideal Client: 4.300

Quality of Referrals Last Month

Mot Yet
Known
25%

Less than,
3 referra
47T%

Potential
ICs
50%

Goal: = 5% with 3+ referrals

120

# of Referrals

of Ideal Clients

{

Porfia Bender
Audra K, Candu
Clayton G, Gées

Ferdinand O. Cunningham

Tamara V. Bohon
Alexis Shaffer
Benedict A. Kirk
Preston X. Bemard
Vielka G. Daniel
Aphrodite Rush
Brady Henry
Coby Sargent
Keane P. Hartman
LauraN. Cesk
Prescott U, Horon
Rudyard Bocne
Sasha Mokenzie
Shaeleigh Pate
Shaine K. Powers
TaShya W. Genzalez
Alan D. Mclean
Coby Q. Burke
Crnuz House
Mufutau Gordon
Rosalyn M. Bates
Zane Everstt
John Conway

Mefinda H. Brennan

o Oof referrals are generated by 45.2%

Impressed Ideal Clients (Last 12 mos.)

- - - -% of total refemrals

Goal: 80% / 80%
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Referrals Received Last Month

Unsolicited
50%

Goal: 100% unsolicifed
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T T

o Question 2

| 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?
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v Deepen the relationship

v' Exhaust topics that would be
distracting in a client progress
meeting

v' Listen for clues

v’ Issues relevant to their financial strategy
v Potential risks facing your client
v' Ways you can exceed your client's expectations



Still prepare in
advance, however

(quick review)



Any activity since the last client progress meeting..

v
v
v

v

Read all The Interaction Logs™

Read all CRM notes

Review The Client Prep Packet™ from
the last client progress meeting.
Especially,

v' The Five Critical Reports™ (refresh your memory)
v' The Numbers History™
v' The Goal Blueprints™

The MISC Organizer”" (what's missing?)



The whole point of the luncheon is... no agenda
... Just a nice pleasant social luncheon

v No planned business objective
v It's all about them'!

v
v

So ask about them
Don’t dominate with stories about you

v' Example conversation openers...

A NEANERN

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 Three
Meeting Process™

test Probabily

tep Plan of

The Gre

Your Action

Target: 4 Months

The Annual Review™
Update your comprehensioe lifstims writtan
Best Result:
®  Review recomemendations from the
comprehensive writien stratesy for Cash.
Bazerves

*  Beview recommendations from the

The Initial Client Interview™!
Client Mesting #1
Best Result:
Ectablich where you are now, and the cpecific goale
you want ta Jizh i cader far you to experis

Target: 14 Days
those thinss that mater moctto you.

The Implementation
Meeting™ (IM)
Take Action On Your Plan

Best Feslllt

ial plan. .

Revienr yous lifetizne (75 Action-Flan for Target: 45 Days

year of your Life for which our beam has 2
secomumendation

The Initial Progress Update
Meeting™ (IPU)
Followr-up on Actions Taken - BestResult:

The Comprehensive Safety
Review™ (CSR)
Address Every Risk to Your Plan

Target: 45 Days

Target: 4 Months

The Goal Progress Outlook™

(GPO)
Measurs Your Progress Against Your Goals
Best Result

Target: 4 Months
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PACT

The Ideal Advisor Profile for The Advisor P.A.C.T. Monthly Program™

This program is best suited for a financial advisor who,

v’ 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.

v' |s committed to implementing Truly Comprehensive Financial Services™ at some point in
the future, and as quickly as possible.

v" 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.

v 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.




