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To have the best experience today…
✓ Turn everything else off.
✓ For the next hour, don’t check emails
✓ Close all browsers
✓ Turn off your Phone
✓ Multi-tasking isn’t a thing (focus is the thing) 

Have You Considered…
Something discussed today might just be a game-changer for your business?

You might miss it… if you’re not focused.

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



PACTPROTECTION

ATTENTION

COORDINATION

TRANSPARENCY

Your

To every Ideal Client



I just joined this program

I’ve blocked time to begin going through my first two course lessons, but I have 
a big-picture question.  

This program was strongly recommended to me by my firm, but could you give 
me the view from 30,000 feet for a beginner? 

What’s the purpose of The Advisor P.A.C.T. Monthly Program™?
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Spontaneous 
Unsolicited Client 

Referrals
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How does 

The Advisor P.A.C.T. Monthly Program™

help me drive 

unsolicited client referrals?
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Consistently Exceeding
Ideal Client Expectations
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“Why EXCEED?”

“Why not just MEET Ideal
Client Expectations?”
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It’s a pretty high bar but..

Exceeding client expectations is the only 

standard which guarantees client referrals

If you want a person to remark about you 

to the others in their life…

… you have to be remarkable

… you have to exceed their expectations



If your goal is to “not get fired” then 

perhaps it’s OK to set your objective to 

meet your clients’ expectations.

… but that’s setting a pretty low bar

However, if your plan is to receive 

spontaneous unsolicited client referrals, 

you’ll have to raise the bar and exceed

your Ideal Clients’ expectations.

There’s another problem with just 

meeting client expectations…



The reality is that 

meeting a client’s expectations 

is simply a formula for "not getting fired”

We imagine that since clients are 

continuing to work with us 

we assume we’re meeting their expectations 

(otherwise they’d fire us… right?)



But the reality is…

We don’t know!

Without receiving any referrals from a client, 

we’re unsure what’s happening with that client

However, when we receive a client referral, 

we know for sure that 

we’re exceeding that client’s expectations 
(otherwise they wouldn’t risk referring us)



Delivering on The Promise



Delivering on The Promise



Delivering on The Promise



Delivering on The Promise



Delivering on The Promise

Build Team

Build & Lead a 

skilled Team of 

Subject Matter 

Experts

Comprehensive

Deliver Truly 

Comprehensive 

Financial 

Services™

Extraordinary

Deliver an 

extraordinary 

client 

experience

Trusted

Become the 

MOST Trusted 

Advisor

These Are The

Tactical Steps For 

Delivering On The Promise 

Of Your Advisor PACT™ Pledge

4



Delivering on The Promise

Cannot Skip

Any Steps



Delivering on The Promise – Build Team

We’re going to build a team of highly

skilled Subject Matter Experts.

✓ A Tax Planning Subject Matter Expert

✓ An Estate Planning Subject Matter Expert

✓ A Financial Planning Subject Matter Expert

✓ A Money Management Subject Matter Expert

✓ An Insurance Subject Matter Expert

Build & Lead Your Team





Delivering on The Promise - Comprehensive

Our skilled team of Subject Matter 

Experts will coordinate all aspects of 

an Ideal Client’s personal financial 

affairs.

“Potentially what won’t our team do 

for an Ideal Client’s financial life?”

Answer: … NOTHING!

Implement Truly Comprehensive Financial Services™



Delivering on The Promise - Extraordinary

Our team won’t stop increasing value to our 

clients until

✓ We become indispensable to Ideal Clients

✓ Our unsolicited client referral rates increase 

(I’m meeting with new potential clients 

every day)

Delivering an Extraordinary Client Experience



Delivering on The Promise - Trusted

We will establish ourselves as the 

Most Trusted Advisor, among all our 

client’s various financial advisors.

We’re indispensable & Ideal Clients 

tell us they’d be lost without us.

Become The Most Trusted Advisor



Delivering on The Promise

We’re the only game in town.

For what we do, potential clients have 

no other option than utilizing us

We’re a financial services monopoly



Delivering on The Promise

You 

Can Do 

This

It’s a step-by-step process



I acquired my first 
Ideal Client yesterday.
I’m also in the middle of setting up my Registered Investment Advisor (RIA) 

entity with the firm you recommended. I hope to have it up and running so I can 
receive my first ideal client payment by the end of this month.

Here’s my question for today: I’d like to offer clients to be able to pay via ACH or 
credit card. Googling this brings up so much. Thanks in advance for your 
thoughts.
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Shop
Payroll Processing

Companies
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Credit Card 
Merchant Account

(Start with your bank)



May 21, 2019 Copyright  MMXIX  Comprehensive Advisor Services, LLC   All Rights Reserved

Journal Your Fees
From Investment 

Accounts
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Charge after each
Client progress meeting





I love the idea of having a team.
I’m excited about building a team of Subject Matter Experts but can’t really 
afford to pay for a team right now.

I know I’ll be receiving a module for filling the SME vacancies, but how will we 
find qualified professionals capable of impressing my Ideal Clients. I’ve decided 
my fee will be $39,000/year for The Ten Client Deliverables™, so I expect my 
clients will have high expectations.

Finally, I’ve heard you say that we should only consider skilled SMEs for our 
team if they have at least 2 administrative support people on staff.  That’s 3 
team members per SME.  So, just curious, once my team’s built how many total 
people will there be on the team?
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Fasten your seat belt…

…this may surprise you.
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The process we teach 
for finding skilled

Subject Matter Experts



Project #4
Project #3Project #2

Project #1

AM’s Responsibility: Find Skilled SME Candidates

The 4 Projects for Finding SME Candidates



Project #4
Project #3Project #2

Project #1

Project #11

Professional Associations



Project #4
Project #3Project #2

Project #1

Project #22

Approach Professionals for referrals



Project #4
Project #3

Project #2
Project #1

Project #33

Now your AM gets to display skills using the internet. 
AM will use search engines (like google) to find 

professionals you’ll interview.

Internet research & social media



Project #4
Project #3Project #2

Project #1

Project #44

Send email broadcast to your entire network.  
Let everyone you know that you’re hiring.  

You never know when someone in your personal network 
can refer you to highly skilled professional referrals

E-mail your entire network
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What your team will 
look like when you’ve 

filled all vacancies















Administrative Support
(2 support people for every professional)



The 4 Roles of Money Management Your Insurance Team

Your Legal Team



3 on your payroll

26 on your SME’s teams

(including support people)



30 People serving each Ideal Client

(including you)



I love the idea of having a team.
✓ I’m excited about building a team of Subject Matter Experts but can’t really 

afford to pay for a team right now.

✓ I know I’ll be receiving a module for filling the SME vacancies, but how will 
we find qualified professionals capable of impressing my Ideal Clients.  I’ve 
decided my fee will be $39,000/year for The Ten Client Deliverables™, so I 
expect my clients will have high expectations.

✓ Finally, I’ve heard you say that we should only consider skilled SMEs for our 
team if they have at least 2 administrative support people on staff.  That’s 3 
team members per SME.  So, just curious, once my team’s built how many 
total people will there be on the team?
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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.


