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Questions

v I’'m having MUCH BETTER results acquiring clients since you began walking
through your method of developing personal relationships rather than using
sales techniques. | was doing seminars and it took me 4 months to ramp-up
using your method, but I’'m now generating more revenue than | was before.
How should | be measuring my effectiveness with this method?

v" | have been implementing The Advisor P.A.C.T. Monthly Program for 9 months
and have built my team. Can | assess how well, or how closely I've
implemented The Truly Comprehensive Financial Services™ model in this
program?
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The First 15 Modules: Titles and Descriptions

Each month you'l receive the next module in the se
getin the first year

- : The Monthly Project™

for a period of 30 or 60 days. Seme of these first 15 modules are paired together, making up the first 12 months worth of projects. Here's what you
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Search Site

Members

The Essential Concepts Of Advisor PACT

Actions v Display v Add new... v Stale:
Vision and Goals | For Financial Advisors

fpeseanyy oo The Annual Referral Rate and Referability Dashboard

Potential Client Interaction Time

By exceeding client expectations, you can increase the quantity and quality of referrals you receive.
The Role of the Administrative Manager
Hiring an Extraordinary Administrative Manager
The Deliverables Team Recruitment Process
Evaluating Your Deliverables Team
The Ten Client Deliverables. Course 1 of 2
The Ten Client Deliverables. Course 2 of 2
The First 104 Days of a New Client Relationship

Setting Your Compensation

S ... THE ANNUAL REFERRAL RATE™

The Annual Referral Rate and Referability Dashboard

ReferabilityDashboard.png A N D
The Referability Dashboard v2019.03.01 Screenshot
Self-Assessment And Mastery ™
Manage portiets

with Mark Little

» 0:00/49:12
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The Annual Referral Rate™ (TARR)
February 2019
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The Annual Referral Rate™ History
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Ideal Clients acquired last 90 days: 1
Referrals (last 12 mos ) 82
Average ReferralsMonth (last 12 mos.): 6.833
Refemrals per Initial Client Interview™ : 0,99
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Question

v" | have been implementing The Advisor P.A.C.T. Monthly Program for 9 months
and have built my team. Can | assess how well, or how closely I've
implemented The Truly Comprehensive Financial Services™ model in this
program?



Delivering on The Promise

You
Can Do
This
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Our Business Model is different

Ideal Client

Trusted
Adyvisor

-
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Estate
Planning

Financial
Planning
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The Three
Meeting Process™

Target: 4 Months

The Annual Review™

Update your compreliensive fetine written
Sfinancial plan
Best Result:
' Peview recommendation: from the
comprehensive writhen stratesy for Cash
Razerve:
Review recommendations from the
ez ive written siratesy for Debt
*  Review of Key Frogress Feports
Beview your GPS ActiorFlan

The Initial Client Interview™ —

Client Meeting #1
Best Result:
Establizhwhere you azenow, and the specific soals
o want bo assomplish in arder for you o superience
those things that matter mast to you

Target: 14 Days

The Implementation
Meeting™ (IM)
Take Action On Your Plan
Target: 45 Days

recommendation

The Initial Progress Update
Meeting™ (IPU)
Follow-up on Actions Takent - Best Result
Measure progress sincs The Implementation
Meeting on your actions taken

The Comprehensive Safety
Review™ (CSR)
Adidress Every Risk to Your Plan
Best Result:

*  Review of Key Frogres: Reports

Target: 45 Days

Target: 4 Months

The Goal Progress Outlook™

(GPO)

Measure Your Progress Against Your Goals
Best Result:

*  Review Stratesic and Tactical written planfor
==l

*  Recommendations from comprehensive review

&update of your Estate Flan.
*  Review of Key Frosress Reports

Target: 4 Months e

UMD IV Comprehensive Adviser Services, LLC, all rights rezerved

Create a
comprehensive written
lifetime financial
strategy

(overarching plan)




Meet 3X per year,
once every 4-months
...FOREVER

Deliver Truly
Comprehensive
Financial Services™

Ensure goals are
on-track & stay on-track

The Three
Meeting Process™

el

Probability Stra

ep-by-step Plan of Actio

Target: 4 Months

The Annual Review™

Sfimancial plan
Best Result:

Beview rscommendation: from the
comprehensive writhen stratesy for Cash
Razerve:

Review recommendations from the
comprehensive writhen siratesy for Debt

The Initial Client Interview™
Client Meeting #1
Best Result:
Establishwhere you are now, and the specific soals
you wantts ascomplizh in arder far yeu bo evperience
those things that matter most bo vou

Target: 14 Days

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

Target: 45 Days
vear of your life for which our team has 2
recommendtion

The Initial Progress Update
Meeting™ (IPU)
Follow-up on Actions Takent - Best Result
Measure progress since The Implementation
Meeting on your actions taken

The Comprehensive Safety
Review™ (CSR)
Aditress Every Risk to Your Plan

Best Result:
*  Pecommendations from full irswrance review

Target: 45 Days

Update your compreliensive fetine written

Target: 4 Months

The Goal Progress Outlook™
(GPO)
Measure Your Progress Against Your Goals

Best Result:
= Review Stratemic and Tactical written planfor

Jupdate of rowr EstatePlan
Review of Key Progress Reports

i Action-Flan
Target: 4 Months B EEEEs
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Ideal Client

Trusted
Advisor y

- " -

Insurance

Team Captain

Financial

Planner




Delivering on The Promise

Trusted
_ Become the
Extraordinary  \osT Trusted
Deliver an Advisor

extraordinary

Comprehensive  client
Deliver Truly experience
Comprehensive

Build Team Financial

Build & Lead a Services™
skilled Team of
Subject Matter
Experts

These Are The
Tactical Steps For
Delivering On The Promise
Of Your Advisor PACT™ Pledge




Delivering on The Promise

Cannot SKkip
Any Steps



Delivering on The Promise

We’re a financial services monopoly

We’'re the only game in town.

For what we do, potential clients have
no other option than utilizing us




FAM CERTIFICATION (prarT):
Financial Advisor Mastery...

1. ' Team of 3+ covering ALL FIVE areas of Personal Finance

2. # The Ten Client Deliverables covered by annual list of Deliverables
Checkpoints created by your Subject Matter Experts across all 5 areas

3. W CWLFS updated at least annually for every ideal client

4. W45 impressive, above average, action items per ideal client over the past
12 months.



Our Business Model is different
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Trusted
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FAM CERTIFICATION (prarT):
Financial Advisor Mastery...

o Team of 3+ covering ALL FIVE areas of Personal Finance

# The Ten Client Deliverables covered by annual list of Deliverables
Checkpoints created by your Subject Matter Experts across all 5 areas

# CWLFS updated at least annually for every ideal client

o 45 impressive, above average, action items per ideal client over the past
12 months.

# The Three Meeting Process in place — Next 12-mo meetings are currently
scheduled (at all times)

% W W TARR >3 & 1 Ideal Client acquired over the past 2 consecutive
quarters
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MOM Lexicon: Guide to the vernacular we use in The Mark of Mastery programs (our shared lingo) [ ~ B -
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- 0One of the mestings in The Three Meeting Process™
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Abbrev Term Definition or explanation
CSRE The Comprehensive Safety Review Exercise |The Ideal Client exercise conducted during The Comprehensive Safety Review™ (CSR)
CYA The Correct Your Aim™ (CYA) client exercise |The Ideal Client exercise conducted during The Annual Review™ (TAR)
DCP Deliverables Checkpoints™ Truly Comprehensive Financial Services™ = The Ten Client Deliverables™ = 142 Deliverables Checkpoints™
DRPM The Dry-Run Prep Meeting™ The internal dress rehearsal 7-days prior to a client progress meeting with any Ideal Client
DSM The Deal Structure Meeting™ The third of 3 meetings in the DTRP in this process of elimination (you'll conduct the DSM only with the final SME you've selected to join your team)
DTM Deliverables Team Member Any member of your team who is responsible for contributing in any way helping deliver on the promises that have been made to your clients (both Idea
DTRP The Deliverables Team Recruitment Process™ | The 12-step process for filling one SME vacancy in less than 60-days
FAM ancial Ad stery Program The one-on-ong sulting program that we offer month-to-month
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GPS (TIP) | The Greatest Probability Strategy™ (GPS) also known as The Implementation Plan (TIP). The Greatest P hility Strategy™ (GPS) step-by-step implementation plan-of-action.

HPC The Highest Priority Conversation™ The most important conversation that needs to be conducted e Ideal Client at the next client progress meeting

IC Ideal Client An individual who meets ALL of the criteria listed in our Ideal Client Profile, not just a few criteria, but ALL of the criteria.

ICI (FRME) | The Initial Client Interview ™ also known as The Financial Road Map Experience (FRME)

ICP Ideal Client Profile Every Trusted Advisor has an Ideal Client Profile detailing the profile of the client best served by the firm.

IDM The Initial Discovery Meeting™ The first of 3 meetings in the DTRP in this process of elimination

KPMs Key Performance Measures Key metrics that measure success for each Deliverables Team Member. There are different KPM tracking sheets for AMs, SMEs & Trusted Advisors
LEIK "Literally Everyone | Know" A list maintained by every Financial Advisor with the names of Literally Everyone they Know. A long list of people (individual names) known by the Financia
M101 Marketing 101 Make a List Project A Client Acquisition Project

MISC The MISC Organizer™ Also known as The Relationship File™ (TRF). MISC is an acronym (Meaningful, Important, Significant, Compelling information about a person)

MOM The Mark of Mastery™ https://themarkofmastery.com/ A free website for Financial Advisars introducing concepts developed by Mark McKenna Little for consistently exceeding
NIC Non-ideal Client A Non-ideal Client is someone who does NOT meet our Ideal Client Profile

NICP Non-ideal Client Profile If Non-ideal Clients are being accepted, then there also needs to be a Non-ideal Client Profile created (establishing the minimum standards)




ADVISOR PACT

The Monthly Project™

The Monthly Session™

You are here: Home / Welcome to Advisor PACT™ Monthly

Welcome to Advisor PACT™ Monthly

Congratulations—you've taken the first step towards delivering Truly Comprehensive Financial
Advisor PACT™ Monthly program.

§'0Y Joining the

First Steps

Before diving into your first module, we recommend reviewing some of the basics of the Advisor PACT philosophy that drives all of our courses and content.

Block two hours on your calendar to watch the video below in its entirety, in which Mark walks through the 4 things that every client wants from a financial

advisor, but can't find anywhere.

ADVI ACT

The 4 things ladly pay you
$50,000/year to do

https://advisorpact.com/useractions

Marque Little ¥

Dog-Eared

Search Site

l Dashboard

Preferences

Contact Us

Log out

Upcoming Eve:
Q & A Session (Nov 2022)

Nov 15, 2022 08:00 AM - 09:00 AM — Webinar

Monthly Q & A Session (Dec 2022)
Dec 20, 2022 08:00 AM - 09:00 AM — Webinar

Monthly Q & A Session (Jan 2023)
Jan 17, 2023 08:00 AM - 09.00 AM — Webinar

Upcoming events.

News

Holiday Closure: December 24, 2022 - January 1, 2023
Nov 01, 2022

Holiday Closure - November 24, 2022
Aug 24, 2022

AdvisorPACT (and Toolkit) NOT Affected by the Logdj
Vulnerability Discovered Last Week.

Dec 15, 2021

The Referability Dashboard™ (TRD) Has Been Updated
May 21, 2021

NOW LIVE: Replay of December's Group Coaching
Webinar

Dec 15, 2020

More news. .



Get the advice you're paying for in The Advisor P.A.CT. Monthly Program™.

“Contact Us” with every issue you're struggling with

Send a voice message

to Mark McKenna Little Explain your biggest
What's your issue today? @,r@b,l@m @'r Qbé\t"a‘"@l@
If you could ask just 1 question, what would it _a_:.ﬂd Il gl'\ﬁ@ you my
be? Your Biggest Struggle? advl@é b@%@ on "
what I've done in
your situation

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/
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PACT

The Only Game in Town

Protection
Attention
Coordination
Transparency
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