PROTECTION ATTENTION COORDINATION TRAMSPARENCY

The Advisor PACT
VMenthly Session™



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

dy
Q o a\:\d no place else® Max Dixon

To have the best experience today...
v" Turn everything else off.
v For the next hour, don’t check emails
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 might just be a game-changer for your business?
You might miss it... if you’re not focused.
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Nobody Is Average
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Placebos
work
for me



Why
Placebos
work
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Harvard Health Publishing
HARVARD MEDICAL SCHOOL

Trusted advice for a healthier life el

HEART MIND & STAYING DISEASES &
HEALTH MOooD PAIN HEALTHY CANCER CONDITIONS

Harvard Men's Health Watch

The power of the placebo effect

Treating yourself with your mind is possible, but there is more
to the placebo effect than positive thinking.

Updated: August9,2019 Published: May, 2017

Your mind can be a powerful healing tool when given the chance. The idea that your brain
can convince your body a fake treatment is the real thing — the so-called placebo effect —
and thus stimulate healing has been around for millennia. Now science has found that
under the right circumstances, a placebo can be just as effective as traditional treatments.

"The placebo effect is more than positive thinking — believing a treatment or procedure
will work. It's about creating a stronger connection between the brain and body and how
they work together," says Professor Ted Kaptchuk of Harvard-affiliated Beth Israel
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The Placebo
Effect
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Harness
The
Placebo

Effect
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The Ethics




Contact Us Log in

ADVISOR PACT

‘ou 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




Increasing your
success in
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

M N




The Monthly Project™

The Essential Concepts OF Advisor PACT
I this 9-part auic series, Mark MeKenna Little and Ian F. Hood reveal 2 profoundly = pics including: client acquisition . what clients really want from "The Chient Experience” and how to align your business with what you
and your clients resily care about

I I l ‘ G‘ Vision and Goals | For Financial Advisors
Craste 5 vision of your ides! future 5o compaling that youll do whatever i takes to schisve your goals. Lesrn and develop Sisciplines to help you Succsad in setusiizing your vision
I Deveicp = spedisized list of existing and petential cients that wil guds you step-by-step through bulding your Ides! Client Community.
Read more.

Potential Client Interaction Time
Ivl O d u I e S Leam why the most important number to track is the amount of time you spend interacting with potential clients, 2nd begin tracking your PCI Time immedliately.
Resd m

Tusted Advisor Toolkit

The Ten Client Deliverables, Course 1 of 2

WWhen you provide The Ten Client Deliverat = 2 o s
Read more

The Ten Client Deliverables, Course 2 o7 2

When you provide The Ten Glient Deliverab == o u are providing Truly G

Reag more.

Read more...

Annual Recurring Revenue Exercise

Your Administrative Manager is not an adminisir=
Resg more

Ay
Hiring an Extraordinary Ad rative Ia

! 6‘ Master the ten steps o hiring an esdraardinary A

Read more.
The Deliverables Team Recruitment Froc.

25 T R ————
Read more.

Leam the process for evaluating each of you
] |

The First 104 Days of a New C|

Learn how to get off an the right foat with e
Read more...

Setting Your Compensation

A new model for deivaring financial services requires 2 new mathed of compensation. Leam how you'll get paid, and wiat youl get paid to do under this new medel.
Read more.

The Hero's Journey

WWhat do you have in eomman with Obi-Wan Kenobi? In this course, Mark walks you through how your path to becoming indispensable mirrors the classic Herd's Journey story sirusture.
Resg more

The Extracrdinary Client Experience
While the entire Advisor P:A C.T.™ Monthly program is designed to help you defiver an extracrdinary client exprience, this moduie wil give inta some simpie ways you can start meving in that direction right away.

Read more.

The Annual Referral Rate and Refera

ity Dashboard

By exceading ciient expectations, you can incraase the quantty and quality of referals you receive.
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' |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.




