PROTECTIOMN ATTENTION COORDINATION TRANSPARENCY

The Advisor PACT
Menthly Session™



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

Area\:‘d no place els€* \iax Di¥ON

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.



Powered by {l* SpeakPipe

Send a voice message
to Mark McKenna Little

What's your issue today?
If you could ask just 1 question, what would it
be? Your Biggest Struggle?

Is your microphone ready?

§ Start recording

Record - ¢ Listen - ) Send

Mark McKenna Little

Mark McKenna Little | Founder/Creator | The Mark of Mastery™ For Financial Advisors

www.TheMarkOfMastery.com
https://themarkofmastery.com/

advisorpact.me/question




Questions for today's session

v" | have an Ideal Client who is a worrier. How do | exceed the
expectations of a client like this?

v" | have acquired 3 of the 5 SMEs you recommend (FP, Tax, Est Pl),
and | am currently handling the money management for the
moment. Are there any regular reports | should require from my
SMEs?

v" I've heard you say to start exceeding clients' expectations by
focusing on the entire experience, even the little things. Like what?



Client Progress Meeting Preparation @

v' | have an Ideal Client who is a worrier. How do | exceed the
expectations of a client like this?

v’ This particular client tells me that he can't sleep sometimes
worrying about future financial problems that might happen.

v’ | want to ease this client's pain and calm him down since he's
currently on track for all the goals he's shared with me and he's
good about implementing all the planning advice we give him.

v' How can | help this client get some sleep?



The Initial Client Interview™
The Three Client Meeting #1
Meeting Process™ Bestiiesle

T e e T ey

ou want ta assomplich in order for you to experience
thase things that matier mast fo you.

Target: 14 Days

The Implementation
Meeting™ (IM)
Taks Action On Your Plan

Target: 45 Days

B e Tt e
recommendation’

The Initial Progress Update
Meeting™ (IPU)
Fellows-up on Actions Taket - Best Result:

The Comprehensive Safety
Review™ (CSR)
Address Every Risk to Your Plan
Best Result
*  Recommendations fom full insurance review
*  Review of Key Frogress Reports
*  Review your GPS Action Plan

Target: 45 Days

Target: 4 Months

Target: 4 Months

The Goal Progress Qutlook™

(GPO)
i T™M
The Annual Review’ Measuirs Your Prograss Against Your Goals
Update your comprehensioe lifstime writtsn Best Result
financial plan ®*  Feview Shategic and Tactical written plan for
Best Result every goal
*  Review recommendations from the - from 5
comprehensive writien strategy for Cash & update of your Estate Flan
*  Review of Key Frogres: Repork
*  Beview your GPS Action-Plan

Target: 4 Months

EMMOIV Comprehensive Advisor Services, LLC. all rights reserved

February 18, 2020 Copyright MMXX Comprehensive Advisor Services, LLC All Rights Reserved ADVISOR PACT




The Comprehensive Safety Review™ Meeting

We've developed a cathartic exercise which
asks your client to share every single thing
that worries them.

It's desighed to help them get everything off
their chest.



The Comprehensive Safety Review™ Meeting

It's a simple exercise called
The Comprehensive Safety
Review Exercise™
which you'll conduct
at least once annually.



February 18, 2020

The Comprehensive Safety Review Exercise™

Goal @
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in iife

End Result @

[ Today’s Date @ | Date of Last Goal & |
[ \

What are the risks and obstacles which Stratezy ®
stand between you and your goals?@ rategy

Copyright MMXX Comprehensive Advisor Services, LLC All Rights Reserved
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

Goal © End Result ®
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life

Today’s Date © Date of Last Goal ©

What are the risks and obstacles which

stand between you and your goals?®© Strategy ©
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo End Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life

Today’s Date © Date of Last Goal @

What are the risks and obstacles which

stand between you and your goals?© Strategy ©
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Financial Road Map®

for Living Life on Purpose

“There are those who travel and those who are
going somewhere. They are different, and yet
they are the same. Successful people have this
over their rivals: they know where they are going.”
Mark Caine

~ Where | Am Today

Cash Reserves

Growth/Income Assets
Now

270344

1517460

“What'’s Important to You?”

Happiness

Furpose of life

Live how T wawnt

eel complete

- Jan1, 2015

A
Financial Tndependence |
200,000/ vear (net) |

Help Family Fund

100000/uear Europe w/Grondidds x3
Jan 4, 2015 500000
IO __hug15, 2017

Hoppy
__Relaxed

Howored
—TRelieved —

© 2007 Bachrach & ASsctimes, e A1 (s resoreed.

|
/




for Living Life on Purpose

Financial Road Map® _ “What's Important to You?”

“There are those who travel and those who are
going somewhere, They are different, and yet

they are the same. Successful people have this

over their rivals: they know where they are going.”

ARG ull + complete e 25 sl
Happivess
Live how T wavt
ccurity m
cdom P Satisfaction |
Pleased Freedom 4o do what T want
| Buy what T want + need

Name: | \p

| Am Today
Cash Reserves Growth/Income Assets
Now

di

100,000/4ear
Jan4,2015 —

b!agf /
cxafcd

270344

#wrcd_

1547460

© 2007 Bachrach & ASsctimes, e A1 (s resoreed.



Financial Road Map®

for Living Life on Purpose

“What'’s Important to You?”

“There are those who travel and those who are
going somewhere. They are different, and yet

they are the same. Successful people have this

over their rivals: they know where they are going.”
Mark Caine

Happiness
Live hiow T want

| Buy what T want + need 7
= Sl Ny i Name: VNN Name: TED
Where | Am Today %

Cash Reserves Growth/Income Ass. <

Now

Help Family Fund

Financial In@gggd;n-cc_‘\

_ 100,000/year Europe wiGrandidds x3
800,000/uear (net) | Jan, 2015 500000 |
AN | Jan1. 2015 | ; Aug 15, 2017 /
\ !
Aoy ‘ “Wd— e
Hoppy ___Pelieved
__Relaxed /

© 2007 Bachrach & ASsctimes, e A1 (s resoreed.



The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo ©» FEnd Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life

Today’s Date © Date of Last Goal @

What are the risks and obstacles which

stand between you and your goals?© Strategy ©
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo ©» FEnd Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life

OToday’s Date © Date of Last Goal @

What are the risks and obstacles which

stand between you and your goals?© Strategy ©
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo ©» FEnd Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life
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stand between you and your goals?© Strategy ©
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo ©» FEnd Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
dates I've set & experience those
things that matter most to me in life

°T0day’s Date © o Date of Last Goal @

What are the risks and obstacles which

stand between you and your goals?© Strategy ©
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The Comprehensive Safety Review Exercise ™

(Instructions: Fill out Boxes in order & do not write ANYTHING in Column 6 until you have completed all the boxes in Column 5 you can think of)

© Goalo ©» FEnd Result ©
Actualize my Financial Road Map®
Accomplish my goals by the target
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The Comprehensive Safety Review Exercise™

(Ingtructions: Al out boxes In order & do not writs ANYTHING In Column & untll you have complsted all the boxee In Column S you can think of.)

Goal @ End Result @
: : . @ Excited; secure > Couvfooily o iy
Actualize my Financial Road Map Fdfilled, st > i life

Accomplish my goals by the target

Cawreally enjey »  Relieved;

. : my life cenfident
da:‘.es T've set & experience tho.se - . i)
things that matter most to me in life
Today’s Date ® Date of Last Goal @
Novembei 28, 2012 August 15, 2017
‘What are the risks and obstacles which Strateey @
stand between you and your goals?® rategy
Both owr kids are-cuuvently out of Budgel $20,000/me-immed- ($10,000 for
_ each kid) fer up Ter 3 menthy

W (maf“' have t-help Then $10,000/me- ($5,000 for each kid)

inumediately) untilthey find-work (12 monthy max)
Sulbject tereach. kid-creating a-persenal
expense projection for The next 12 monthy

wo-()y albrout an econonmic Centinue projecting a-21% decline inthe

tosty :? 7 ok markel evevy 3 yeary (ay we've been

prejecting.)
Conlinue reviewing prajectiony annually
& making required course covvections
One year priev to Financial Independeince
date (1 Jar 2015) make final decisien
whether margin. of safely iseneugh
(before we stop werking)

M[ghtome,w money Assume we'll spend less Than our money ig
growing-each year after Financial
Independence (1 Jan 2015)
Ifever projections shew meney exhausted
i legrthan 20 yeary, after Financial
Independence; then tightes belty Te

| eliminatethat preliem
Costofhvmg/wu.ghtruexﬁxmr than The styalegies alove resclve Thiy risk:

our plaw projecty (we ruv out of
money)

sustainable?)

The strategies above resolve this risk

Will Phil Dodd honor hisgpromise tor
repay $604,990 Lo by the 30 Sep
2012 due-date?

Lywiv & Ted will bring all decuwmentalien
t.'crnzxtmezr’m.gf

Add-this acliew ileny e The Greatest
Prebability Shrategy (GFS)




The Best Way of:
Managing The Comprehensive Safety
Review ] Exarcize

TA: Provids camglated CSR Exercis=
{with SME addiions/edits) o lseal Client
Review anly if SMEs addsd anything
substantive ar f new recommendations
wiers craated.

TA PO Day

Frint out The Comprehensive Safaty
Review Exerciss 165 and place in The
FINAL Client Prep Packet1id for the CSR

AM CSR -10 Days

RELATIONSHIP MANAGER
The team member accountable
for this process is:

Insurance Subject Matter
Expert

The Relationship Manager will
review & update this process at
this frequency:

Annually

The date of the next review and
update of this process:
1 Jan 2021

BACK-UP RELATIONSHIP
MANAGER. - The back-up
team member accountable for
this process is:

Financial Planning Subject
Matter Expert

DETAILS OF THIS PROCESS
Full detailed steps of this
process are located at (location
of any further details for this
process overview):

Page below this page

(page down)

Discuss SMEs confributions and wark on
the CSR Exercise at DRPM if there are
new action items or recommendations (if
naot simply note that all comment,
reaction, analysis are linked-to in The
Online Mesting Plan12 for the GPO

INS SME GPO-10 Days

TA Review The Comprehensive Safety

Review Exercise 14 in the C5R Script
Binder (Part 2 of 2, The Focused Portion
of client progress masting)

TA CER -6 Days

AM: Have completad CER Exsrcise
{including any addiions and edits by
SMEs since the CSRY in The Client Prep
Facketys for DRPM & client progress
meeting

Gat TA approval to add to the agenda if
there are any new action items ar
recommendations

A GFO-30 Days

Conduct The Comprehensive Safety
Review Exercise 1z during the C3R
client progress meeting

TA CSR Day

Link CSR Exercise to The Online
Meeting Plantes for GPO (Ensure INS
‘SME coordinates this and ensures all
SMEs fully review, update and come to
DRPM prepared to defend any
recommendations added 1o GPS from
new issues discovered during the most
recent CSR Exsrcise

AM: Add to GPO Agenda for review

AM GPO -75 Days

Type up the completed Comprehensive
Eafety Review Exercise'td with all chent
and TA respaon:

Create Ilnk in The Onfine Mesting
Plani before archiving

AN CER +1Day

Add the following item to the “Action
Iterms From Previous Client Meetings™
section of The Online Meeting Planid for
The Goal Progress Cutlockins (the next
client progress meating):
“All SMEs: Provide AM with farmal
wiriten respanse/analysis for every tem
on previous CSR Exsrcise” Assign to ING
qME and esiab. Target date as GP0 -0
BP0 75 Days

Send the completed Comprehensive
Safety Review Exercise' to all SMEs
for comment, reaction, analysis, and
recommendations. Request “triage” and
3sk INS EME to assign esch CER
Exarcisa item to 3 specific SME. FP in
obtain responses fror SMEs on any
urgent CSR. Exercise iterns and forward
o AM with recornmendation

AM CSR +2 Day

deal Client (Lynn &
Yes. This is good. | am a worrier and | worry about
what happens if the future isn't as perfectas you
Euys are painting it to be and planning on paper.

rusted Advisor
And that's the point of routinely sitting down, like
this, to challenge our assumptions, so that we
never have our combined heads buried in the
sand. And make no mistake; you are
subconscicusly aware of risks, unique to your
situation, of which our team will be unaware
unless we take the time to pry them loose from
you. Sometimes seemingly insignificant risks of
which only you are aware.

The whole point is to have enough alternate
strategies in place, to address every form of risk
we can identify, in order to effectively plan for an
uncertain future.

IT's not even necessary that we identify every
conceivable future risk, because that's impossible.
The goal is to envision enough risks 5o that your
plan has the greatest probability of success.

Let's begin The Comprehensive Safety Review
Exercise™

[Hand Lynn and Ted their copy of The
Comprehensive Safety Review Exercise™]

I've given each of you a blank worksheet; please
feel free to take notes on them, if you wish. I'll
play the role of scribe” and my Administrative
Manager will provide you with a copy of my final
version before our next meeting

[Begin with a large sweeping hand gesture over
the entire Financial Road Map® ending with a
smaller circular gesture over their values]

First let’s agree that your goal is to make your
Financial Road Map*® a reality so that you can
experience those things that matter most to you—
which are your values.

The

Comprehensive
Safety Review

Financial Road
Map®

P.2

Once approved, naty SME assignad to
add the approved reosmmendstions to

TA review and apprave inital SR
Exarcise comment, reation, analysis,

the next GPS (for GPO) and recommendations.
TA: Contact client with
analysisfrecommendations if urgent or
important
AM CSR +11 Days
TA CER +10 Davs
-« -

The Comprehensive Safety Review™

Page 38




Client Progress Meeting Preparation

v Over the past 6-months | have acquired 3 of the 5 SMEs you
recommend (FP, Tax, Est Pl), and | am currently handling the money
management for the moment.

v All of my SMEs are contract labor, so they have their own firms
serving their own clients, and I've hired them to serve my Ideal
Clients within their area of specialization.

v" | have lots of software, should | ask them to use my software, or
their own?

v’ Are there any regular reports | should require from my SMEs?



Our Deliverables Team Structure

Ideal Client

Trusted
Advisor

Administrative .
Manager
N

Financial
Planner



SME Requirements

Impose as few new things on your
SME as possible.

Let them use their own software



SME Requirements

Ask each SME to...

v' Merge their process into The Three Meeting
Process™

v'  Attend a Dry-Run Prep Meeting™ prior to
every Client Progress Meeting

v' We do ask that each SME create a single
simple summary report that we've designed.



SME Requirements

The Five Critical Reports™
(One for each SME)



Our Deliverables Team Structure

Ideal Client

Trusted
Advisor

Adminjistrative L
Manager

N

Money
Manager

Financial
Planner




1. Financial Planning Subject Matter Expert

The Goal Blueprint™

Ideal Client: Lynn & Ted Smith

Goal #2: Help Family Fund {Ahead-ofschedule) $1(
PHASE |

Accumulation Strategy:

o the Smith Trust

PHASE I
Distribution Strategy:

up fo tar
unts in th

o e = Er e Updated
At least
once

Annually




2. Money Management Subject Matter Expert

The Circle Chart™

Her Tax Advantaged His Tax Advantaged
Account Total Lynn & Ted Smith Account Total
$6,666,320 Mar 15, 2013 $7,731,330
08/27/1950 (62) Grand Total: 527,541,979 12/08/1944 (88)

&
Retirement
41

His Tax Advi ged Acc

\ccounts

$6,000HT

Updated
Market Value = $3,512,500 eve ry

Equity = 52,186,440

AstngSHSIZUH A . 4_months

Advantaged Acc
$13,144,329




3. Estate Planning Subject Matter Expert

As of:
Mar 2013

Ted Dies

Trustee

-=¥| Succession

. Lynn

. Andrea
. Ted, Sr.
. Steve
v . Christa

- . Union
Lynn Bank

(wiin 9 months)

)
Lynn M Disclaimer
Trust

Net income & principal
(HEMS standard)

The Legacy Flow™

Lynn Dies

Trustee
Succession

1. Ted

. Andrea

. Ted, Sr.

. Steve

. Christa

. Union
Bank

(wfin 9 menths)
Disclaimer
Trust

Net income & principal
(HEMS standard)

Both Die

o

Trustee
Succession

. Andrea

Ghitdren >

e ==

5

Foundation L
Trustee
Succession Smith

Family
1. Tom & Foundation

John
2. Steve
3. Ken

. Ted, Sr.

. Steve

_ Christa

. Union Bank

]

Trust
{Residual) —
Balance

7.14% each ]
1. Lifesavers, Inc.
2. Amer. Int. for Cancer Res.
3. Redwings Home Sanctuary
4. Amer. Hum. Asso.
5.Amer. Soc. Prev. Cru.
Animals
6.Alley Cats
7.Donkey Resc.
B.CABr. Can. Rsrch
9.Am. Sanc. Assoc.
. Plan Parenthood
. Noah's Lost Ark
2 Fepl Help Pepl
If Waystat'n

YW CA.—pDC nty

beneficiaries, —
Ann
— 3 Shares

g ™
20% each e 15%
== -~
1.Bright Hope. Ted Sr re——
2.Rock Church K‘—;—" 3 Shares
3.Lance
Ammstrong Fn. .

; 15%
4.Wilow Creek [
Community \‘_ Irwin A—
Church 3 Shares
. Willow Cresk
Global
Leadership
Summit

Updated
At least
once
Annually




4. Tax Planning Subject Matter Expert

The Annual Tax Projection™

Farm or ranch in
(Frimary produc

Updated
Annually

© mhmEdTutal(




5. Insurance Subject Matter Expert

Upies te The Insurance Grid™
Rl el -

Type of

I
_ . . ] . ¥ dae : ) .
"
1

Homeowners [ |

ts
Inj Tetal; PD = Prop Dam

jonial Pariner
jonial Pariner

Updated
At least
once
Annually




SME Requirements

The Five Critical Reports™

FP: The Goal Blueprint™

MM: The Circle Chart™

EP: The Legacy Flow™

Tax: The Annual Tax Projection™
Ins: The Insurance Grid™

Al



The Greatest Probability Strategy™ (GPS) step-by-step
implementation plan-of-action.

The Greatest Probability Strategy™ (GPS)

For Lynn & Ted Smith’s March 15, 2013 Comprehensive Safety

Action Items for the year 2020

Updated
every
4-months

x5432 in the amounl
Revenu




SME Requirements

v Impose as few new things on your SME
as possible.

v’ Let them use their own software

v But require The Five Critical Reports™



Client Progress Meeting Preparation

v’ I've heard you say to start exceeding clients' expectations by
focusing on the entire experience, even the little things.

v’ Like what?



OUR SEASONS
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Powered by {l* SpeakPipe

Send a voice message
to Mark McKenna Little

What's your issue today?
If you could ask just 1 question, what would it
be? Your Biggest Struggle?

Is your microphone ready?

§ Start recording

Record - ¢ Listen - ) Send

Mark McKenna Little

Mark McKenna Little | Founder/Creator | The Mark of Mastery™ For Financial Advisors

www.TheMarkOfMastery.com
https://themarkofmastery.com/

advisorpact.me/question




Can You Explain Your
2020 Vision & Goals to Your Team?

Create a vision of your ideal future so compelling that you'll do whatever
it takes to achieve your goals. Learn and develop disciplines to help you
succeed in actualizing your vision.

Read more._.

} Vision and Goals | For Financial Advisors
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Contact Us Login

ADVISOR PACT

‘You 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




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" Is 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.




