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Presenter
Presentation Notes
This is your Administrative Manager’s Desk, because this is your Administrative Manager’s project.

As your Project Leader, your Administrative Manager proactively initiates and continues to manage this process



Presenter
Presentation Notes
This is a process to recruit a professional to serve your Ideal Clients

This is not a process to gain an agreement to share referrals (or ask for referrals)

There is no quid pro quo other than you’re seeking to hire a professional to serve your Ideal Clients (that’s all)

(NOTE: If they’re a good fit, they’ll refer into this unique high-performance environment… because it makes them look better to their best clients)
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Presentation Notes
First, select the role you want to fill

Then, Identify Candidates



Presenter
Presentation Notes
An initial meeting (meeting 1 of 3, in a neutral location)… just to see if there’s a personality fit
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Presentation Notes
Meeting 2 of 3 is to determine if they are truly skilled, or not.
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Presentation Notes
After you’ve identified at least 3 viable candidates, then you pause the interviews and involve your team.

You want your current team’s opinions before you make any final decisions
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Presentation Notes
After the advice & consent of your team, you make an offer to someone to join your team as a Subject Matter Expert



Presenter
Presentation Notes
The Deliverables Team Recruitment Process™ in The Trusted Advisor Toolkit™ has 12 well-documented steps, with email templates, position descriptions & interview talking points.

Our purpose here is to provide only a high-level overview; to provide enough detail to allow you to implement this process even if you don’t have access to The Trusted Advisor Toolkit™.
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Presentation Notes
Let’s talk about identifying candidates
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Presentation Notes
The starting point is to select a single SME role to fill (not more than one).

 1. Financial Planning Subject Matter Expert
 2. Tax Planning Subject Matter Expert
 3. Money Management Subject Matter Expert
 4. Estate Planning Subject Matter Expert
 5. Insurance Subject Matter Expert

Once your Administrative Manager has received your approval to fill a role, and before you get involved,  there are several things your Administrative Manager will coordinate.

 - Creating draft position profiles for your approval

 - Doing background research on candidates

 - AM Commitment: This entire process should not exceed 60 days, so commit on day 1 to marshal the process so that your AM has filled this role, and moved onto the next role, 60 days from now (requires commitment to establish a 60-day timeline and stick to it)… even if you can’t figure out how to pay for the SME… commit to bringing them on within 60 days for your future Ideal Clients (with agreement to LATER figure out how to get this SME to serve your existing Ideal Clients.

 - Creating emails for every team member to broadcast out to everyone they know explaining that we’re hiring, and “who do you know”




Presenter
Presentation Notes
Attach a pdf flyer to every email; a 1-page description of the skills you’re seeking for this position (something which could be easily forwarded-on to others, or printed out & posted on a bulletin board)
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Presentation Notes
 Neutral location
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Presentation Notes
 - Only interview if your AM has thoroughly researched the individual and the firm (what does this individual, and this firm, do? Is this the most skilled person at the firm?  Should you be interviewing someone else at this firm?)

 - Main questions for this meeting:

 Does this person SEEM skilled

 Do I like this person?

 Do they understand this is a team sport?
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Presentation Notes
 Meeting 2of 3 is the most important meeting

 They have to prove to you they’re skilled

 “show me what you do of Ideal Clients”







Presenter
Presentation Notes
 If you’re new to this… this is where you build your initial deliverables

 You don’t leave this meeting until you’re crystal clear on exactly what services, deliverables, and Deliverables Checkpoints™ this professional provides to their Ideal Clients

 For example, if you do this with half a dozen Tax Planning Subject Matter Experts… you’ll have a fairly complete list of tax Deliverables Checkpoints™

 If you do this with a dozen Tax Planning Subject Matter Experts… you’ll likely have a complete set of tax Deliverables Checkpoints™

 So it’s through The Best in Class Assessment Meeting™ you’ll establish your own Deliverables Checkpoints™… it’s time-consuming, but it’s what will radically differentiate you from the other financial advisors your potential clients could hire.  

NOTE: By making an Advisor PACT™ with every Ideal Client to deliver Truly Comprehensive Financial Services™, you’ve created a financial services monopoly… these BICA meetings simply provide you with the Deliverables Checkpoints™, internally, to deliver Truly Comprehensive Financial Services™ to your Ideal Clients.
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Presentation Notes
 1. Agrees to deploy their proactive professional process for every one of your Ideal Clients (their process should be even more robust than your Deliverables Checkpoints™ and they agree to provide their best work for your Ideal Clients)

 2. Agrees to collaborate with the other Subject Matter Experts in-between client progress meetings (require The Interaction Log™)

 3. Agree to review the work of the other Subject Matter Experts prior to every Dry-Run Prep Meeting™ (DRPM is a 20 min dress-rehearsal 10 days before your client progress meeting)
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Presentation Notes
 Only invite Subject Matter Experts who have at least 2 admin people supporting them
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Presentation Notes
There are 5 meetings in The Three Meeting Process™

Document each of the 5 meetings using The Best Way™ method

 Emphasize the timeline of what you expect from each SME and when do you expect it








Presenter
Presentation Notes
Sit down with your AM until you’re comfortable they have created a timeline which will complete this process in less than 60 days.

You need a commitment to wrap this up and move to filling the next role 60 days from now.
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