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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?



Questions for today's session

✓ How do you prepare for a Client Progress Meeting?

✓ I already have referral relationships with 3 Subject Matter Experts, 
can they serve as my team?



Client Progress Meeting Preparation

✓ How do you prepare for a Client Progress Meeting?  
I want to impress my Ideal Clients, but we just keep cranking out 
the same old routine reports for every client meeting.

✓ I want to shake things up and stop preparing the same agenda
for every client, and instead come up with a custom agenda for 
each Ideal Client Progress Meeting, so they leave my office fully 
impressed.



Client Progress Meeting Preparation

Preparing to exceed a client's 
expectations begins long before the 

Client Progress Meeting.



Client Progress Meeting Preparation

1. Convene a "focus group"



Client Progress Meeting Preparation

Convene a Focus Group
✓ Preferably Ideal Clients 
✓ Start with 3-5 couples
✓ The Purpose of the Group: 

✓ Be candid ... tell me what would make me indispensable?  
✓ What things would be so impressive to you, that you 

couldn't resist sharing the story with people in your life?
✓ Meet 3-4 times per year
✓ Shower them with gratitude, and most important... let them see 

you're serious by actually implementing their best ideas as 
quickly as possible



Client Progress Meeting Preparation

2. Figure Out What's 
Unique About You



Client Progress Meeting Preparation

Your Uniqueness: Ask your clients why they chose you
✓ Send all your clients a request:
✓ I'm in the process of increasing the level of our client services 

and I'd appreciate your help.
✓ Could you please tell me why, of all the dozens of Financial 

Advisors in town, you chose to work with me?
✓ I've decided to start elevating our client services by starting with 

those things our clients already value most.
✓ So, please be candid.  Help me understand why you chose to 

work here with me.
✓ I'm going to lean-in and do even more of what clients value most.



Client Progress Meeting Preparation

3. Make the effort to know 
each client's expectations



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓What do you expect from a 
relationship with your Financial 
Advisor?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓What's the most impressive thing 
you've ever seen any Financial Advisor 
do for a client?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓What's the worst experience you've 
ever had with a Financial Advisor, or a 
Financial Institution?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓If we're sitting at our next annual 
review meeting, and you're thrilled 
with everything we've done for you 
over the course of the year, outline all 
the things we did that impressed you.



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓If you leave every meeting thinking, 
"that was valuable" what happened?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓What's your first memory of money?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓Did your family talk about money 
around the dinner table?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are

✓What are the most important life 
lessions you've learned about money?



Client Progress Meeting Preparation

Ask Ideal Clients What Their Expectations Are
✓ What do you expect from a relationship with your Financial Advisor?
✓ What's the most impressive thing you've ever seen any Financial Advisor do 

for a client?
✓ What's the worst experience you've ever had with a Financial Advisor, or a 

Financial Institution?
✓ If we're sitting at our next annual review meeting, and you're thrilled with 

everything we've done for you over the course of the year, outline all the 
things we did that impressed you.

✓ If you leave every meeting thinking, "that was valuable" what happened?
✓ What's your first memory of money?
✓ Did your family talk about money around the dinner table?
✓ What are the most important life lessions you've learned about money?



Client Progress Meeting Preparation

4. Listen to the recording of 
your last meeting with this 

client



Client Progress Meeting Preparation

Listen to meeting recordings
✓ Listen actively
✓ Read between the lines
✓ Listen for clues (there are lots of them)
✓ Seek ways to make their life easier & more convenient
✓What could you do that would take them by surprise?
✓ If necessary, listen to the recording of your first meeting 

with this client
✓ What did you promise?
✓ What did they share or ask at the beginning?



Client Progress Meeting Preparation

5. Conduct a Dry-Run Prep 
Meeting™



Client Progress Meeting Preparation

Conduct a Dry-Run Prep Meeting™
✓ Short (Target: 20-minutes)
✓ Come prepared
✓ Follow the agenda



Client Progress Meeting Preparation

Finally, plan to provide an 
extraordinary client 

experience
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Client Progress Meeting Preparation

1. Convene a "focus group"
2. Figure Out What's Unique About You
3. Make the effort to know each client's 

expectations
4. Listen to the recording of your last 

meeting with this client
5. Conduct a Dry-Run Prep Meeting™



Assessing Initial Team Members

✓ I already have referral relationships with 
3 Subject Matter Experts, can they serve as my team?

✓ It would, obviously, save me time if I could just tell these three, 
"you're now on my team."  

✓ Did you do something like that to kickstart your initial team?
✓ I'm just trying to accelerate things.



Quick Assessment of Subject Matter Experts

✓ Each SME must have a minimum of 
two (2) administrative support people 
currently on staff 



Quick Assessment of Subject Matter Experts

✓"How many clients do you have who 
meet my Ideal Client Profile?"



Quick Assessment of Subject Matter Experts

✓"How well are you impressing those 
clients?"  (show me the evidence)



Quick Assessment of Subject Matter Experts

✓"The Team Goal" here on our team is to 
consistently exceed our Ideal Clients' 
expectations as measured by an increasing client 
referral rate.
✓What would you do to contribute to The Team 

Goal if you were to join my team?
✓What has been your client referral rate over 

the past 12-months







Administrative Support
(2 support people for every professional)



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.


