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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?



advisorpact.me/question



Questions for today's session

✓ I have a few clients who are now not delegating, what do I do?

✓ I'm having a hard time managing client expectations during this 
virus scare

✓ I'm thinking about adding an email signature reminder to provide 
referrals, what do you think?



Earning the right to confront non-financial-delegator behavior

✓ Most of my clients are calm during these rocky economic times, 
because we've discussed the long-term nature of their investments 
in the past.

✓ But I now have a few clients who are now not delegating. Maybe I 
should say they're exhibiting non-financial-delegator behavior.  

✓ Questions such as, "shouldn't we be buying more oil stocks?"

✓ What do I do?
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Making it clear
up front

That you ONLY work with
financial delegators

Earns you the right to confront 
non-financial-delegator behavior



Make it clear
that the client you serve best is a financial 

delegator. 
That's why you ONLY work with

financial delegators

This earns you the right to confront 
non-financial-delegator behavior





Earning the right to confront non-financial-delegator behavior

✓ Assuming you've made it clear that you only work with financial 
delegators...

✓ If an Ideal Client asks, "shouldn't we be buying more oil stocks?"

✓ My formula response is always...
✓ As you know, I only work with financial delegators, and that's not a financial 

delegator type question, what's driving the question?
Then answer the question

✓ Finally, offer to coach them through the issue, so they can return to being a 
financial delegator again.



Earning the right to confront non-financial-delegator behavior

✓ Make it clear...

✓ The main issue is NOT about oil stocks
✓ The main issue IS their non-financial-delegator behavior
✓ Then don't cloud the issue by failing to answer their question

✓ Offer to give them more of a "peek behind the curtain" showing 
how things are done... 

✓ ...as long as they agree,
✓ It's only for a short period
✓ it will help them return to their financial delegator behavior.



Exceeding Ideal Client Expectations

✓ I'm having a hard time managing client expectations during this 
virus scare.

✓ A few clients are worried about their future incomes after this lock-
down is over.

✓ A few other clients are simply worried that they might not be on-
track for their goals anymore.

✓ How do I exceed Ideal Client expectations when things seem so iffy 
for some clients?
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Before you can exceed client 
expectations, the first step is to 

establish your ground-rules
(your expectations)

...and then continually work to 
uncover each client's 

individual expectations.















Exceeding Ideal Client Expectations

✓Your greatest value to them is not...

✓ Establishing their overarching strategy & plan
✓ Measuring success (alerting when off-track)
✓ Deploying & overseeing their investments



Exceeding Ideal Client Expectations

✓Your greatest value to them is...

✓ Advising through uncertain times
✓ Avoiding mistakes & 

decisions driven by emotion
✓ Making exceptional & dispassionate decisions 

when times are scariest
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During periods of crisis or panic, your clients are 
looking to borrow confidence and optimism 

about their financial future from you. 

So, be confident for them.  
Because throughout history, optimism is 

the only realism.    
-Mark McKenna Little



Email signature requesting client referrals

✓I'm considering adding the following to my email 
signature as a simple no cost reminder to clients 
about referrals. 

✓"Your referral is our greatest compliment"

✓What are your thoughts on this?



Sends the

wrong message



No data

that shows

it helps



An email signature

like this associates

you with salespeople
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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.


