PROTECTIOMN ATTENTION COORDINATION TRANSPARENCY

The Advisor PACT
Menthly Session™



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

To have the best experience today...
v' Close your email program
v’ Close all browsers
v Turn off your Phone
v' Multi-tasking isn’t a thing (focus is the thing)

Have You Considered...
Something discussed today will be a game-changer for your business?
...which could be easily missed if you’re not focused.



Pledge

To every ldeal Client



Filling SME Vacancies

Any tips related to
The Deliverables Team Recruitment Process™
you can share?

I’m currently working to fill my 2"d SME vacancy and am
trying to smooth-out the 12-step process.

Any advice?



The 12-Step
Deliverables Team
Recruitment
Process™

February 19, 2019

12 Steps To Acquiring a Team Member

The Deliverables Team Recruitment Process is de:
acquiring each member of your team

ned to be completed in 60 day's time, has twelve steps for

Deliverables Team Member Recruitment Process Overview Video

In this 40 minute video Mark discusses the Administrative Manager's role in each of the 12 steps involved in
acquiring a new Deliverables Team Member. After watching this video, review each of the pages in this section
for a more in-depth walkthrough.

Read More.

Step 1: Establish Your Next Deliverables Team Member To Acquire

Identify and focus upon the next Deliverables Team Member you will acquire, according to the recommended
sequence.

Read More.

Step 2: Create Your Best-in-Class Profile
Establish what Best-in-Class means for your Ideal Client Profile. The more complex your Ideal Client, the more
skilled, experienced and capable your Deliverables Team will need to be.

Read More.

Step 2: Create a List of Candidates
Establish a list of candidates for the next vacant Deliverables Team role you are seeking to acquire
Read More.

Step 4: Initial Candidate Research
Before any contact with a candidate, you are wise to research each one as well as their firms.
Read More.

Step 5: The Research Call
A quick call to the candidate’s o

e for the purpose of finalizing research is useful
Read More.

Step 6: Scheduling The Initial Discovery Meeting
This initial phone call to the candidate will be conducted by the Trusted Advisor

Read More.

Step 7: The Initial Discovery Meeting™
[ ing your first i ion with your

Team Candidate
Read More.

Step 8: The Best-in-Class Assessment Meeting™
Meeting at their office to observe the candidate’s team in order to assess their skill and quality of work

Read More...

Step 9: The Internal Agreement Meeting
Preparing to structure a working arrangement with your candidate
Read More

Step 10: The Deal Structure Meeting™
Meeting to structure the framework of a working arrangement with a candidate
Read More.

Step 11: Finalize Agreement

The process of "all pa
Read More
Step 12: Obtain SME Agreement Form

Formal or not, schedule a formal meeting to present (or discuss) what has been agreed upon
Read More.

Copyright MMXIX Comprehensive Advisor Services, LLC All Rights

Reserved

ADVISOR PACT




Our Deliverables Team Structure

Ideal Client

Does this SME know how Trusted
to impress an Ideal Client? . Advisor

Administrative

Managelr

r N

Financial
Planner
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We had lot’s of
questions related to
The Three Meeting
Process™ over the
last few months.

So, if you’ve got
questions, please
“Contact Us”

The Three
Meeting Process™

e

Wk

The Greatest P
Your Step-h

Target: 4 Menths

The Initial Client Interview™
Client Meeting #1
Best Result
Establizh where you ave now, and the specific soale

youwant to in axder for you to
those things that matter mest o you.

Target: 14 Days

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

Best Result

*  Bepinimpl ing your

ot ot Beeral e

*  Beview your lifstime GPS Action-Flan for every

year of your life far which our team haz
TeC Hon.

Target: 45 Days

The Initial Progress Update
Meeting™ (IPU)
Follow-up on Actions Taken - Best Result:
Measure progress since The Implementation

Meeting on vour actions taken

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

etResule

Target: 45 Days

*  Beview of Key Frogress Reparts

Target: 4 Months

The Goal Progress Outlook™

The Annual Review™
Update your comprehenstoe lifetims writien
financial plan
Best Result
*  Feview recornmmendations from the

comprehensive written sirategy for Cash.

Reserves
*  Feview recommendations from the
comprehensive witten stratesy for Debt
*  Feview of Key Frogmess Reports
*  Review your GPS Action-Plan

(GPO)
Measurs Your Progress Against Your Goals
Best Result
*  Review Strategic and Tactical written plan for
every zoal
from

& update of your Estate Flin
*  Review of Kay Progres: Reports
*  Beview your GPS Action-Flan
Target: 4 Months




Lead Conversion

During The Financial Road Map®,

when | get to The Commitment to Hire Conversation™

| often get lots of questions from Potential Ideal Clients
before they decide whether or not to hire me.

How did you respond to all these questions?



The 3 Most Important
Client Acquisition Skills

Lead
Conversion

Lead Client
Generation Service

www.TheMarkOfMastery.com



Financial Road Map®
for Living Life on Purpose

“What's Important to You?”

“There are those who travel and those who are
going somewhere. They are different, and yet

they are the same. Successful people have this

over their rivals: they know where they are going.”
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What’s
The Process
If | Agree?

How Much

Does It Cost?
( What

Do | Get For
That?




The Ten Pivotal

Questions™




The Ten Pivotal Questions™

1.) What do you do?

2.) How do deliver on that (what you pra
3.) What kind of clients do you serve best
4.) What keeps you in this business?

5.) Exactly how do you charge?

exactly do your clients get for wh




The Ten Pivotal Questions™

Mastering
responses to these
10 pivotal questions

ill mean you can
respond to
undreds of

uestions




The Ten Pivotal Questions™ e T

THE TEN PIVOTAL QUESTIONS

1.) What do you do?

2.y How do deliver on that (what you promised to clients)?
3) What kind of clients do you serve best?

4) What keeps you in this business?

3.) Exactly how do you charge?

6.) What exactly do your clients get for what they pay you?
7.) Why should I work with you {over other advisors)?

8.) What's the process if I become a client?

9) What makes you think I would make a good client?
10.) How can I be certain I can trust you (your firm)?

1.) What do you do?

FPrior fo The Initial Client Interview ™! (Your new simplified reputation): "I'm a specialist in the financial
services industry. I have a highly unique focus. I help individuals clarify all the most important
considerations around a significant financial issue being faced, very often just before a person is
scheduled to sit down with their Financial Advisor to explain the issue.”

During The Initial Client Interview™: "I coordinate all the personal financial affairs for a small
community of affluent families who all have a number of specific things in common with each other.”

EXTENDED (upon request onlyj- I founded my comprehensive financial services business about
years ago to help families get their “financial house™ in perfect order and keep it there that way for the
rest of their lives. Qur challenge is to create the greatest probability my clients accomplish all their
goals. So we do that by ensuring each client is on-track in every area of personal finance at all times.

2.) How da deliver on that (what you promised to clients)?

Simple, my job is to first create a comprehensive written lifetime financial strategy & then hold
everyone on the team accountable to that overarching strategy at every step along the way, including
You, just to ensure the plan unfolds exactly as it should. .. with no surprises.

To ensure every client remains on-track to all of the financial goals they set, we conduct a
comprehensive client progress meeting at least once every four months so that if anything drifts even
slightly off-track, we’re ready with the recommendations required to get back on-track_

3.) What kind of clients do you serve best?
We have a small community of client families who mostly live within a ten-mile radius of our office,
since all of our clients place a premium on convenience

[OPTIONAL — if needed: T"ve noticed that our clients enjoy simplicity and are happy that we're willing
to take-on a client’s financial to-do list for them. We're told it's unusual. That it's hard to find a
professional who's willing to pitch-in and make sure the to-do list actually gets done, rather than just

€ MMXIX Mark McEenna Little, Pg. 1of6 Confidential
Allrights reserved
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Exceeding Client Expectations

| understand the key to this program is to study my Ideal
Client’s expectations and then consistently exceed them.

What do we do when an Ideal Client reaches one of their
goals?

How do we show their success?



Celebrating
Success

When a client achieves a goal

Here are some things I've observed TAs
doing to celebrate client goal achievement

www.TheMarkofMastery.com

Always make it a point to call
to congratulate on the goal
date (both spouses)

Send handwritten card signed
by your entire team
(with comments by each)

Send a gift to celebrate the
achievement (tie-in with the
goal if possible)

Schedule your routine client
luncheon program around
Ideal Clients’ goal dates



THE MASTER GOAL TRACKER™

Tracking all your clients’ goals on a single spreadsheet
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Magker Goa Littl's Tea
Gob [Show Archived Goals]
Sor arget Da OrdeN@Priority) Ref i Caso r_31: (28/34_FlawedGoals)
Target Date Goal Fund Funded Current As Of Date Goal Linked TIC_goals

Client(s) Goal Rl yyyy/mm/ddv¥ Order Amount FEE via Amount Amount yyyy/mm/dd Status (notes) on_Mar_31
Stephens, College Fund for

Samantha Tabafha Education | 2019/11/30 | 003 $120,000 | Once | Acct |  $120,000 $120,000 | 2019/02/19 FUNDED | (notes) | OK

& Darrin

g

Ted & g;‘zf’" Jacuzzi & | gy, 2019/11/21 | 004 $135,000 |Once | Acct|  $148,910 $0 | 2019/02/18  OffTrack | blueprint | OK

Lynn

Spector, | New Firm Start- oy 2019/11/14 | 001 | $3,500,000 | Once $3,078,000 243,102 | 2017/07/24 | OnTrack | (notes) | (blueprint)
Harvey up Fund ‘ ‘ ‘ ‘ ‘ P
fr::a'ker’ Eif‘g: from The | i indep | 2019/09/20 | o001 $9,500 | /Mo | Acct| $2,980,000 $2,110,000 | 2017/07/10 Ahead | (notes) | (AsGfError)
Castle, Wedding Fund ddi K pe

Rick for Alexis Wedding 2019/08/19 001 $1,000,000 | Once | Acct| $1,089,000 $125,676 | 2017/07/23 | OnTrack | {notes (AsOfError)
St Europe with

Ted & Pe AwayTime 2019/08/15 003 $500,000 Once | Acct $580,530 $0 | 2019/02/19 | OffTrack | blueprint | OK

Lynn Grandkids (3x)

Spectar, Send Mike Ross .
Harvey To Harvard Education 2019/08/05 003 $75,000 | /Mo Cash $37,500 $37,500 | 2019/02/19 | OnTrack | (notes) (blueprint)
Spector, | Send Mike Ross | -y ovion | 2019/08/05 | o002 $75,000 | /Mo | Cash $37,500 $37,500 | 2019/02/19 | OnTrack | (notes) | (blueprint)
Harvey To Harvard ’ - 4

Cleaver,

ward & Rehab for Wally | Family+ 2019/07/21 | 002 $15,000 | Once | Acct $15,000 $15,000 | 2019/02/19 | FUNDED | (notes) | OK

June

ﬁ:ﬁﬁey’ E'ﬂ;er oy Vehicle 2019/05/21 | 002 $160,000 | Once | Acct |  $160,000 $160,000 | 2019/02/19  FUNDED |(notes) | (blueprint)
f&::alker' EEITtatciiit:wre Other 2020/12/02 | 005 $64,991 | /¥r Acct $69,988 $52,600 | 2017/07/13 | OnTrack | blueprint | (AsOfError)
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Achieving a Goal
is a big deal to your client.

You making it a big deal too will be appreciated.

The Master Goal Tracker™ will help you exceed your
clients’ expectations by never allowing the date
to pass unnoticed.

www.TheMarkofMastery.com



Increasing your
success in

The Advisor P.A.C.T.
Monthly Program™




Contact Us Login

ADVISOR PACT

‘You are here: Home [ Adviser PACT™ Meonthly

ey "Contact Us" link
is found on  =————

every page in
our system

Site Map Accessiiity ConlactUs Help Privacy & Dala Policy

© 2014-2018 by Advisor PACT™ & Mark McKenna Little - All Rights Reserved
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The Advisor P.A.C.T. Register at
Monthly Program
Overview

www.AdvisorPACTpledge.com
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The
15t Fifteen
Modules

February 19, 2019

The Monthly Project™

The Essential Concepts Of Advisor PACT

Inthis @-part audic series. Mark McKenna Litde and lan F. Hood reveal 2 profoundy o pe pics incéuding: client acquisiton. on, what clients really want from "The Chent Experience” and how to align your business with what you
2n6 your clients resily care about
Read more.

G‘ Vision and Goals | For Financial Advisors

Craste 2 vision of your idesl future so compalling that you'll do whaiever i takes to achieve your goals. Leam and develop disciplines to help you succeed in actualizing your vision.
Read more.

Annual Recurring Revenus Exercise

Deveicp = specisizad list of existing and potential clients that will guide you step-by-sien through bulding your Idesl Client Cammunity.
Read more

Lear why the most important number to track is the amount of tme you spend interacting with patendal clients, and begin tracking your PC1 Time immediately.

Read mere.

The Role of the Administrative Manager

not an adm

Your Adminisirative Manage:

Read mers

Hiring an Extraordinary Administrative 11

Master the ten steps to hining 2n exraordinary A
Read more.

The Deliverables Team Recruitment P

Asquire your nest Delverabies Team membe
Read more

Evaluating Your Deliverables Team

Leam the process for evaluating each of you
Resd more

The Ten Client Defiverables, Course

Wnen you provide The Ten Cliert Dieliverab

The First 104 Days of a New Client Re!

Leam howrto gt off on the right foot with e
Resd more

Setting Your Compensation

A newr mode for defivering financial senvices requires 3 new mathod f compensstion. Learn how you'l get o
Resd more

and what youl gt paid to do under this new model

The Hero's Journey

Wht 0o you have in common with C-Yian Kenoti? I this courss, Mark Walks you through how yaur path t becoming Ingispansable miors the classic Herg's Journay story structure,
Read more.

The Extraordinary Client Exper

noe

While the entire Ady
Read more.

or PA.C.T.™ Monthly program is designed to help you deliver an experiznce, this moduie Wi dve ‘Fbe ways you can start moving in that direction right awrey.

The Annual Referral Rate and Referability Dashboard

By exceading cient expectaions, you can increase the quantity and quality of referrals you receive,
Read mere

Copyright MMXIX Comprehensive Advisor Services, LLC All Rights Reserved

sted Advisor Toolkit

Reza mers

The Ten Client Deliverables, Course 2 of 2
When you provide The Ten Glient Deliverst
Read more.
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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" Is 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.




