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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?



Mark just to clarify, I understand you acquired 
83 Ideal Clients in 34 months, and then 
closed your business to new clients.

So, you acquired 2½ Ideal Clients per month, and then continued to 
receive client referrals at that same rate even after you stopped 
accepting new clients.  Have I got that right?

My question is, do you feel that sort of Client Acquisition is possible in 
today's market environment, with the world economy and the political 
environment being so questionable?
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The Method I followed

✓ In College (late 1970s) we studied this M&A model...

➢ Find an industry in chaos going through the agony of 
cataclysmic change

➢Bring order to that change

➢ Emerge from the battlefield of chaos with a company that 
provides order & leadership

➢Make a ton of money
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The Method I followed
✓ The Chaos I saw in The Financial Services Industry: 

(in the 1980s)

➢ Unimpressive Service levels, 

➢ Advisors charging large fees for providing little of value 
(in clients' minds), 

➢ Very low differentiation between advisors 
(in clients' minds Financial Advisors were all the same) 

➢ Client loyalty weak, 

➢ Technology making investing seem easier (commodity)
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The Method I followed
✓ I brought order (I introduced what clients wanted)...

1. Specific deliverables (unusual clarity): The Ten Client Deliverables™

2. Proactive (Consistently Exceed Client Expectations): The Three Meeting 
Process™ (scheduled 12-months out at all times)

3. The Four Client Expectations™ (Behave the way clients want, but can't find 
anywhere):  Advisor PACT™

4. The 3 Bottom-line Client Outcomes (provide simple consistent value):
1. Promise: Always on-track

2. Promise: Never miss opportunity/no financial surprises

3. Promise: Make better financial decisions in all areas
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Dow Jones Industrial Average

2000 2001 2002

Acquired 2½ Ideal Clients per month/ average

...and continued receiving client referrals at the same rate after that!



November 19, 2019 Copyright  MMXIX  Comprehensive Advisor Services, LLC   All Rights Reserved

The Method I followed
✓ The Chaos I see today in The Financial Services 

Industry (for 2020):

➢ Unimpressive Service levels (service levels are worse today)

➢ Advisors charging large fees for providing little of value 
(in clients' minds advisor value is even less today)

➢ Very low differentiation between advisors 
(in clients' minds Financial Advisors are still all the same) 

➢ Client loyalty weak (competition is tougher & client loyalty is weaker) 

➢ Technology making investing seem easier (worse today)



Your opportunity has never been better than today.

✓ The modules in this program take you through this same method I followed

✓ Client service levels are low today
✓ Clients complain of "cookie cutter service" and...
✓ Financial Advisor Meetings which are not worth attending

✓ Ideal Clients are more appreciative of high-end service today

✓ You have the potential to acquire clients more quickly than I did

✓ The opportunity to take the best clients away from veteran advisors has never 
been better than it is today.
✓ Once potential clients understand the value you provide...
✓ They'll fire their current advisor and hire you



How do I figure out 
my Ideal Client's expectations 

(so I may exceed them), 
and how do I run a compelling 

Client Progress Meeting?
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This is a big topic

Macro:
✓ Master the basics
✓ Invest substantial time eliminating things clients dislike

Micro
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www.TheMarkOfMastery.com/articles



This is a big topic
Macro:

✓ Master the basics
✓ Invest substantial time eliminating things clients dislike
✓ Map-out an extraordinary client experience 

(make the mundane extraordinary)
✓ The Team Goal: Create a culture of consistently impressing clients

Micro
✓ Continually ask clients what would exceed their expectations
✓ Listen to meeting recordings (listen for clues from clients)
✓ Consistently create CUSTOM Deliverables Checkpoints™ as you discover 

structural deliverables which impress all, or some, of your clients



For More Coaching Do This...
✓ Conduct a serious one-on-one conversation with some of your 

top clients asking them what would exceed their expectations in 
their relationship with you.
✓ Ask the questions we just reviewed
✓ Create a memo to send me

✓ Summarize their most interesting responses
✓ Brainstorm a few Client Service Action Items with others on your team
✓ Now, draft several actionable proposals for creating an even more extraordinary 

experience for clients and potential clients.
✓ Send this to me using the "Contact Us" link found on every page of this program

I'll provide you with coaching and will help you 
establish a plan for becoming The Only Game In Town



I attended the 3-day live event in 
San Diego and it was my 

understanding that you would send 
the 100 item check list if requested 

on client meetings. 
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Comparison

The Advisor P.A.C.T. Monthly Program™

• DIY: Step-by-step "how to" for 
creating Truly Comprehensive 
Financial Services™

• Program shows you how to create 
your own Deliverables Checkpoints™ 
underneath The Ten Client 
Deliverables™

• Self paced: For advisors who want to 
go at their own pace

The Trusted Advisor Toolkit™

• DWY: Software for Delivering Truly 
Comprehensive Financial Services™

• Program provides 142 Deliverables 
Checkpoints™ underneath The Ten 
Client Deliverables™

• Fast paced: For advisors who are
acquiring more than 1 Ideal Client 
per quarter (6+ per year consistently)



Jot this down...

advisorpact.me/question



advisorpact.me/question





Register at
www.AdvisorPACTpledge.com



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.


