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1987
(In my 20’s -BB)

Mark’s Before & After

October 1987 (Black Monday) .
7 months into my career *

Dow Jones Industrial Average falls
508 points (22.6%)

The largest one-day drop (%)
in its history

MY LOW PRODUCTION .
(Last Place at S12/year)

Weekly meeting to keep my job

2002
(15 years later —AB)

100 Ideal Clients
Making a difference!

S$1.6MM in annual recurring
revenue

Client Service 100% delegated to
my team
(not me)

Working 3 days/week
(M, W, F)

#1 at the firm (for 12+ years)
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What was the first
breakthrough in my career?
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One Year to figure this out
(1987)
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-.And One Year to implement it
(1988)
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How important is Client
Acquisition to you?

On a scale from 1 -10
(10 being “new revenue is CRITICAL!"!!”)
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Career Breakthrough #1



Career Breakthrough #1
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v 1987 Figuring this out
v 1988 FULLY Implementing

.by 1989 | was #1 at my
nationwide B/D

-..FOREVER
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How does an introvert with call
reluctance acquire 1,242
clients?
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So, if Referrals From Friends
was my #1 business
breakthrough
...Can you guess what my next
business breakthrough was?
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Referrals
From
Clients
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So, what would you have to do
differently to consistently
receive 2-3 referrals after

EVERY client progress
meeting?
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If you want more
client referrals
You need to be
more referable
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So then...
How does an introvert with call
reluctance acquire 1,242
clients?
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| politely
disengaged from
1,225 Non-ideal

Clients

©Copyright MMXXI Comprehensive Advisor Services, LLC- All Rights Reserved







Lo

v Breakthrough 1: All friends refer
v Breakthrough 2: Client referrals

-..Can you guess what my final
business breakthrough was?

Breakthrough 3:
Build An Extraordinary Team
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Truly Comprehensive Financial
Services™







How to Consistently EXCEED Expectations

Ideal Client

Trusted

b Advisor "
P ——y——g ¥ Insurance |
y  Safety

" Estate
~ Planning

Financial
Planning









Make an
Advisor PACT™
Pledge to every
Ideal Cllent
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ADVISO
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PACT

A New Financial Advisor Paradigm

Protection
Attention
Coordination
Transparency
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No clients
shopping.
You’re the Only
Game in Town
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So what
happened
after 1 met Bill?
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1987
(In my 20’s -BB)

Mark’s Before & After

October 1987 (Black Monday) .
7 months into my career *

Dow Jones Industrial Average falls
508 points (22.6%)

The largest one-day drop (%)
in its history

MY LOW PRODUCTION .
(Last Place at S12/year)

Weekly meeting to keep my job

2002
(15 years later —AB)

100 Ideal Clients
Making a difference!

S$1.6MM in annual recurring
revenue

Client Service 100% delegated to
my team
(not me)

Working 3 days/week
(M, W, F)

#1 at the firm (for 12+ years)
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So what are the
skills required
for Financial

Adwsor Mastery"
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Lead
Conversion

Lead Client
Generation Service




Lead
Conversion

Lead Client
Generation Service




Lead
Conversion

Lead Client
Generation Service
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Unfortunately we
can’t cover
everything today
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The Mark Of Mastery™

Items Promised At Bill Bachrach's August 2021 Dojo

www. TheMarkOfMastery.com/bill-bachrach-dojo - :avisers asked me to provide when 1 spoke

d Workshop (Dojo):

Or JUSt gOt tO the blog & Sea rCh ”DOjO” tlines the 10 critical success skills for effective

et service.
3. My Ideal Client Profile. Here's the Ideal Client Profile | use to filter potential client leads. Feel
free to use any or all of the language I'm providing you here...
4. My strongest recommendation is to begin calculating The Annual Referral Rate™ (TARR) every
month.
® Your TARR is the number of referrals provided by your Ideal Clients over the past 12

months, but calculated as a “rate per Ideal Client.”

This calculation is the best and most direct method of measuring client satisfaction.

* You can learn to drive the trend of this rate upwards by focusing on consistently
exceeding your Ideal Clients’ expectations at every interaction.

* As promised, here's the calculation | recommend you calculate and circulate to your

entire internal team each month...

Blog

About Us Contact Us Logout

Getting Started

with The Mark Of Mastery™

We're so glad to see you here! Click
the button below for an overview
of what you'll find inside The Mark
Of Mastery™

Read more...

Find out more
about Referability

Ready to take your client
experience to the next level? Learn
more about our Referability
program.







