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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?



PACTPROTECTION

ATTENTION

COORDINATION

TRANSPARENCY

Your

To every Ideal Client



New Member Webinar
to accelerate your results with 
The Advisor P.A.C.T. Monthly 

Program™



Register at
www.AdvisorPACTpledge.com
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Register for the webinar at

www.AdvisorPACTpledge.com



I have a new Administration Manager starting on 
Monday and we would like for her to get up to speed as 
quickly as possible; 

what course of action would you recommend?
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Titles Financial Advisors Often Utilize

• Administrative Assistant
• Executive Assistant
• Sales Assistant
• Office Administrator
• Administrative Coordinator
• Administrative Specialist
• Office Manager
• Administrator



External Title

✓ Administrative Manager

Internal Title

✓ Project Leader



What’s The Project?
✓All Client Interactions: 

Exceed clients’ expectations

▪ Client progress meeting preparation

▪ Inbound & outbound calls & emails

▪ All Client Interactions



The Team Goal
✓ Trusted Advisor: Team Leader

✓ Administrative Manager: XO

✓ Deliverables Team Members (SMEs): 
Invited onto the team only if they fully 
embrace The Team Goal.



The Team Goal
✓ The Team Goal: We will deliver The 3 Bottom-line Client 

Outcomes to every Ideal Client in a manner which 
exceeds their expectations.

✓ Measurement: The most direct measure of success 
of The Team Goal are consistent increases in 
The Annual Referral Rate (TARR)

✓ Success: We will have achieved The Team Goal when 
we are consistently experiencing five (5) Initial Client 
Interviews per week attributable to spontaneous 
unsolicited client referrals



The 3 Bottom-line Client Outcomes

Always on-track to 
your goals

Remain On-track 

To Goals

Make smart choices 

about your money in 

all areas along the 
way

Make better 

financial decisions

Take Opportunities
No Surprises

Proactive on 

financial issues



Requesting Modules
Were you aware you’re allowed to 
request a future or previous module 
(out of order)?

Just “Contact Us” and you’ll receive the 
module you request in lieu of your next 
module.







Make

The Team Goal
The focal point of your 

leadership



Are there times when one person covers off more than 
one of the 5 subjects?

Would the Trusted advisor be able to fill 1-2 roles? 



Your 5 SME 
Slots



Are there times when one person covers off more than 
one of the 5 subjects?



One Subject 
Matter Expert 
(SME) on a team 
can be responsible 
for up to two
narrow fields of 
finance, but not 
three.



Are there times when one person covers off more than 
one of the 5 subjects?

Would the Trusted advisor be able to fill 1-2 roles? 





Say I go thru The Initial Client Interview™ (FRM) with a 
potential client, make the offer and they decline. 

IF they call back a week, month or year later and have 
reconsidered (maybe some life event happened), would 
do you suggest I re-invite them OR is it “one and done”. 

If they initially decide NOT to join my Ideal community 
of clients, then they won’t be invited to join. Ever.











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.


