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Today’s Questions

v" Where does “Ideal Client Acquisition” end & “Ideal Client Service” begin
within The Three Meeting Process™? Are the first few meetings designed to
acquire a client?

vl usually ask a potential client for $1,000 to complete their financial plan, then
use a simple financial plan to identify investment and insurance revenue
opportunities. Does this seem like good client acquisition process?

v" When | meet people casually and introduce myself as a “financial advisor,”
they smile, nod politely, then run from the room like they’re escaping from a
burning building. Why do people seem to dislike financial advisors and what
should | do about it?
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Question

| usually ask a potential client for $1,000 to complete their financial plan, then
use a simple financial plan to identify investment and insurance revenue

opportunities.

Does this seem like good client acquisition process?
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Question

v" No, a small fee with a vague outcome is not a compelling offer
v The issue of what you should charge was discussed in Episode #5 of The
Advisor P.A.C.T. Monthly Session™
1. Not accepting Non-ideal Clients will accelerate your results
2. No more than 2 clearly defined, starkly contrasted service offerings
v' Option A: My team and | will provide oversight by coordinating all
your personal financial affairs, make course-corrections to keep you
on-track & will help you make smart choices about your money
along the way: $50,000 per year
v' Option B: A comprehensive written lifetime financial strategy:
$10,000 one-time fee & you go implement the strategy (no future
entanglements)
3. You decide which is the most appropriate option (if any) and add clients
by invitation only
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Question

When | meet people casually and introduce myself as a “financial advisor,” they
smile, nod politely, then run from the room like they’re escaping from a burning
building.

Why do people seem to dislike financial advisors and what should | do about it?
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Traditional Model

1. Set Goals

FINANCIAL 2. Create Financial

Values-Based
Financial Planning™

1. Values (the ‘why’)
2. Set Goals

Plan 3. Create Financial
PLANNING Plan
The Art of Creating an Inspiring
Financial Strategy
Premise
“When your values are clear,
r decisions are easy”
BILL BACHRACH your decis y
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s I R I Traditional Model Inspiring Leaders

HOW GREAT LEADERS INSPIRE Wh t
EVERYONE TO TAKE ACTION 1. a 1. W y

WITH : &'

3. Why 3. What
SIMON SINEK

WHY
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Bt The Limbic System

Fornix

Pineal gland
Corpus callosum

COMPONENTS IN
THE CEREBRUM

COMPONENTS IN Cingulate gyrus

THE DIENCEPHALON -

Anterior group of Parahippocampal

thalamic nuclei gyrus
Hippocampus

Hypothalamus
Mamillary body

Amygdaloid body

How the New Science of Happiness Can
Change Your Life for the Better

DAN BAKER, Ph.D.

sefor of the: Life Enhancement Program at Canyon Ranch

and CAMERON STAUTH
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v’ People do things for their own reasons, not yours

v People are motivated by their own aspirations, not
yours

v’ If people are inspired by you, they’re inspired by

“why” you’re doing this, not “what” or “how” you're
doing it
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Conduct your own little research study

v The data is clear, affluent people don’t trust the
financial services industry and don’t like financial

advisors.

v Why do you think that is?

v" 1 think so too... that’s why last year | transformed our
business model to address issues just like that
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Traditional Advisor Inspiring Advisor

1. Why

2. How
3. What
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Complete your own
Financial Road Map®

EINANCIAL

p LAN N | N G Connect your own goals with the values that

The Art of Creating an Inspiring matter most to you
Financial Strategy

’ Establish your own “why”

BILL BACHRACH
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ACTION ITEM
Block Time On Your
Calendar

Establish your “why”
Articulate your why first
What you do is the proof of what you believe
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