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To have the best experience today…
✓ Close your email program
✓ Close all browsers
✓ Turn off your Phone
✓ 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.

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



PACTPROTECTION

ATTENTION

COORDINATION

TRANSPARENCY

Your

To every Ideal Client



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

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

Any advice?
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The 12-Step 
Deliverables Team 
Recruitment 
Process™
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Does this SME know how 
to impress an Ideal Client?



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”



Lead Conversion
During The Financial Road Map®,  
when I get to The Commitment to Hire Conversation™ 
I 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?



Lead
Generation

Lead
Conversion

Client
Service

www.TheMarkOfMastery.com

The 3 Most Important 
Client Acquisition Skills





The Financial Road Map®
The Initial Client Interview™

The Commitment to Hire Conversation™

Meets 
ICP

How Much 
Does It Cost?

What 
Do I Get For 

That?

What’s 
The Process 
If I Agree?



The Ten Pivotal
Questions™



The Ten Pivotal Questions™

1.) What do you do?
2.) 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?
5.) 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)?



The Ten Pivotal Questions™

Mastering 
responses to these 

10 pivotal questions 
will mean you can 

skillfully respond to 
literally hundreds of 
different questions
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The Ten Pivotal Questions™



Exceeding Client Expectations
I 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?



1

2

3

4

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

When a client achieves a goal

Celebrating 
Success

Here are some things I’ve observed TAs 

doing to celebrate client goal achievement

www.TheMarkofMastery.com



THE MASTER GOAL TRACKER™
Tracking all your clients’ goals on a single spreadsheet
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12 Columns



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
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Increasing your 
success in 
The Advisor P.A.C.T. 
Monthly Program™





Register at
www.AdvisorPACTpledge.com
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The 
1st Fifteen
Modules

The Trusted Advisor Toolkit

Fast Track



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.


