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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



Director of Client Services?

In past sessions I’ve heard you mention a role on the team called Director of 
Client Services.

What is this position & how is it different from the Administrative Manager
role?

How many total people will there be on my Client Deliverables Team once my 
team is fully built?



The Client Hires & Coordinates The Team



The Client Hires & Coordinates The Team

Usual Gaps

✓ No Plan

✓ No Measurement

✓ No Oversight













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)



SME is good but not great

I have now filled two Subject Matter Expert vacancies using The 12-Step 
Deliverables Team Recruitment Process™ module you provide.

It has made a world of difference and my 4 Ideal Clients are constantly 
commenting about the increase in expertise here in my business.  So my Ideal 
Clients have definitely noticed the upgrade in services.

However, with one of my SMEs, my Tax Planning Subject Matter Expert, while 
her technical skills are excellent she doesn’t seem to have much of an organized 
forward-tax-planning process and we haven’t yet seen any extraordinary 
recommendations.  Everything so far has been standard, cookie-cutter, client 
action items.  Is this normal?  I’m not sure what I expected, but what can I do?



The 12-Step 
Deliverables Team Recruitment Process™

✓ Fill each SME Vacancy in less than 60-days
✓ Have at least 3 SME Candidates as finalists 

so you can assess strengths & make a choice.
✓ Ensure your final SME chosen is both 

technically skilled –and- understands how to 
impress Ideal Clients.



The 12-Step 
Deliverables Team Recruitment Process™

✓ Fill each SME Vacancy in less than 60-days
✓ Have at least 3 SME Candidates as finalists 

so you can assess strengths & make a choice.
✓ Ensure your SME chosen is both technically 

skilled –and- understands how to impress 
Ideal Clients.



The 12-Step 
Deliverables Team Recruitment Process™

Requirements to achieve all that…

1. A strong & capable Administrative Manager
2. Willingness to identify at least 100 

SME Candidates
3. Perseverance to continue interviewing until 

you have at least 3 skilled finalists



The 12-Step 
Deliverables Team Recruitment Process™

Division of labor…

Administrative Manager Role:
1. Project Leader, ensuring this project 

moves forward every week
2. Identifies SME Candidates



The 12-Step 
Deliverables Team Recruitment Process™

Division of labor…

Trusted Advisor Role: 
1. Conducts all interactions with SME 

Candidates
2. Makes the final decision (decisive)



The 12-Step 
Deliverables Team Recruitment Process™

✓Steps 1-3: Finding SME Candidates (AM)
✓Steps 4-5: Researching candidates  (AM)
✓Steps 6-9: Vetting SMEs. Process of 

elimination (TA)
✓Steps 10-12: Structuring a deal with the 

finalist chosen



The 12-Step 
Deliverables Team Recruitment Process™

Master The 3 Trusted Advisor Meetings…

1. The Initial Discovery Meeting™ (meet & greet)
2. The Best in Class Assessment Meeting™ (assess)
3. The Deal Structure Meeting™ (with the finalist)



The 12-Step 
Deliverables Team Recruitment Process™

Master The 3 Trusted Advisor Meetings…

1. The Initial Discovery Meeting™ (meet & greet)
2. The Best in Class Assessment Meeting™ (assess)
3. The Deal Structure Meeting™ (with the finalist)



The 12-Step 
Deliverables Team Recruitment Process™

Master The 3 Trusted Advisor Meetings…

The Best in Class 
Assessment Meeting™

(BICA)



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

✓ They do all the talking (you talk very little)
✓ They must currently be working with people 

who meet your Ideal Client Profile.
✓ They walk you step-by-step through their 

process for Ideal Clients
✓ You must be impressed (or politely disengage)



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

1 of 5: Walk me step-by-step through 
the process you’ve created to exceed
Ideal Clients’ expectations 



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

2 of 5: After your initial client meeting, 
what’s the first milestone in your 
process?  Walk me step-by-step up to 
that milestone.



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… The first 30days?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… The next 30days (1st 60)?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… The first 6-months?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… Between months 6-12?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… At the 12-month mark?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… In the 2nd year?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

3 of 5: I’m interested in each phase of 
your ongoing service process.  What do 

you do in… In subsequent years, 
year-by-year?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

4 of 5: What do you do to better 
understand crossover issues in other 
areas of finance?  To ensure your 
recommendations are aligned?



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

5 BICA Questions,

5 of 5: Review any missing Deliverables 
Checkpoints™.



The 12-Step 
Deliverables Team Recruitment Process™

The Best in Class Assessment Meeting™…

BICA Outcomes,
1. You have a complete list of their process
2. Their process is already more robust than you 

require
3. This SME Candidate is capable of consistently 

exceeding my Ideal Clients’ expectations.





The 12-Step 
Deliverables Team Recruitment Process™

2 Handouts
1. Conducing an effective BICA
2. TA Cheat-sheet for BICA
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Spontaneous 
Unsolicited Client 

Referrals
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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.


