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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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New Member Webinar

to accelerate your results with
The Advisor P.A.C.T. Monthly
Program™
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The Advisor P.A.C.T. Register at
Monthly Program
Overview

www.AdvisorPACTpledge.com
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Register for the webinar at

www.AdvisorPACTpledge.com
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| 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?



Titles Finag on Utilize

Dffice Manager
inistrator
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v Administrative Manager

nrerng.
. ///,,,///

TN

v Project Leader
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ai’s The Project?

v All Client Inferactions:
Exceed clients’ expectations

= Client progress meeting préeparatfion
- Inbound & outbound calls & emails
- All Client Interactions



v Deliverables Team Members (SMEs):
Invited onfo the feam only if they fully
embrace The leam Goal



v The feam Godl: %wﬂawver Ibe&’Baﬂom-ﬁveﬁmf
Outcomes fo every Idedl Clienf in a manner which

exceeds their expectations.

v Measurement: The most direct measure of success
of The Team Godl are consistent increases in
The Annual Referral Rate (TARR)
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The 3 Bottom-line Client Outcomes

Remain On-track
To Goals

Always on-track to
your goals

Make better
financial decisions

Make smart choices
about your money in
all areas along the
way

Proactive on
financial issues

Take Opportunities
No Surprises
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Just “Contact Us* and you'll receive the
modlile you request in lieu of your next



The Monthly Project™

The Essential Concepts Of Advisor PACT

In this 8-part audio series, Mark MoKenna Litte and lan 7. Hood reveal a profoundiy difierent perspective on € essential topics insluding: client acquisition. client retention, what ciients really want from "The Glient Experience” and how to align your business with what you
and your clients reslly care sbout.

Read more

Vi

on and Goals | For Financial Advisors

Create 3 vision of your idesl future o compaling that you'l do whatever it tskes to achiave your goals. Leam and davelop disciplines to help you sucesed in actuslizing your vision
Read more

Annual Recurring Revenue Exercise

Develop a specialized list of existing and potential elients that will guide you step-by-step through building your Ideal Client Community.
Read more...

Paotential Client Interaction Time

Leam why the most important number to track is the amount of fime you spend interacting with potential dients, and begin tracking your PC Time immediately.
Read more...

The Role of the Administrative Manager

Your Mznager is not an o they are the Project Leader.
Resd mere...

Al

ng an Extraordinary Administrative Manager

5

The Role of the Administrative Manager

Your Administrative Manager is not an administrative support person—they are the Project Leader.
Read more...

The Ten Client Deliverables, Course 2 of 2

\When you provide The Ten Client Delfiverabies to your dients, you are providing Truly Comprehensive Finanial Senvices.
Read more...

The First 104 Days of a New Client Relationship

Leam how to gt off on the right foot with avery new |deal Client relationship, and what you and your team should be daing during the first 104 days.
Read more...

Setting Your Compensation

A new model for delivering financial senices requires a new method of compensaton. Leam how you'll get paid, and what you'l get paid to do under this new model
Read more...

The Hero's Journey

\What do you have in cammen with G- Wan Kenoki®? In this course, Mark walks you through how your path to becoming indispensable mirmors the dlassic Herd's Joumey stary strusture
Read more...

The Extraordinary Client Experience

\While the entire Advisor FA.C.T.™ Monthly program is designed to help you defiver an extraordinary client exparience, this module will dive info some simple Ways you can start moving in that direction right away.
Resd mere...

The Annual Referral Rate and Refera

ity Dashboard

By excesding client expactations, you can incresse the quantty and quality of referrals you recaive.
Read more




Mark Mckenna Little ¥ =
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ADV|SOR PACT Dashboard

[— - Preferences

The Monthly Session™ The Monthly Project™ Contact Us

Site Setup

fou are here: Home / Welcome to Adviser PACT™ Manthly
Log out

View

Welcome to Advisor PACT™ Monthly

Congratulations—you've taken the first step towards delivering Truly Comprehensive Financial Services by joining the Advisor PACT™ Monthly program.

First Steps

Before diving into your first module, we recommend reviewing some of the basics of the Advisor PACT philosophy that drives all of our courses and content. Block two hours on your calendar to waich the video below in its entirety, in which Mark walks through the 4

things that every client wants from a financial advisor, but can't find anywhere

ADVI ACT

The 4 things ladly pay you
$50,000/year to do

(because they can't get them anywhere else)

Once you're ready, go ahead and dive into your first month's module by clicking on "The Monthly Project™" fram the top menu bar. You'll have access to each module for 30 days. After 30 days, you'll receive a new module, so be sure and block enough time on

https://advisorpact.com/contact-us
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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?



Our Deliverables Team Structure

Ideal Client

Your 5 SME
Slots

Trusted
_ Advisor
R N

Administrative L
_— @
Money
Manager

Financial

Planner




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



One Subject
Matter Expert Our Deliverables Team Structure

(SME) on a team

can be responsible
for up to two Ideal Client

narrow fields of
Trusted
~ Advisor

finance, but not

three.
Manager
" \

Financial
Planner




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?



Our Deliverables Team Structure

Ideal Client

Trusted
_ Advisor

Administrative

Financial
Planner




Say | 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 | 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.
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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.




