
October 20, 2015 
Copyright  MMXV  Comprehensive Advisor Services, LLC 

All Rights Reserved 

The Advisor PACT  

Session™ 
 

October 20, 2015 
Hosted by Mark Little 



This online meeting system technology uses lots 
of memory & system resources, so please… 

 Close your email program 
 Close all browsers 
 Close all programs on your computer 

other than this GoToWebinar system 

Consider taking this attitude starting right now: 
Something discussed today will be a significant positive game-changer for my business 

I want to focus so I don’t miss it 

How much benefit do you want from today’s session? 
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How can I get my Subject Matter Experts to collaborate?  
 
I have a team of Subject Matter Experts, 

 Financial Planning Subject Matter Expert 
 Tax Planning Subject Matter Expert 
 Money Management Subject Matter Expert 
 Estate Planning Subject Matter Expert 
 Insurance Subject Matter Expert 

 
But they seldom talk to each other. How can I get them to collaborate 
over client issues.  

Question 



1. Set the initial expectation 
I only invite highly skilled Subject Matter Experts (SME) onto 
our team; the ways I measure skill are, 

 I expect every SME to have a robust process 
 I expect every SME to contribute (every meeting) 
 I expect every SME to collaborate  

(in between meetings) 
 I expect every SME to review the work of the others 

(prior to every client progress meeting) 
2. Begin publicly praising collaboration when you see it 
3. Conduct an “Expectations Conversation” with each Subject 

Matter Expert every 4 months (3x per year) 



Begin by encouraging simple interactions between Subject Matter 
Experts 
 
Explain that the way you measure “collaboration” is by the 
number of interactions among Subject Matter Experts in between 
client progress meetings 
 
Interactions discussing, brainstorming, & consulting over issues 
related to our Ideal Clients. 
 
Ask that Subject Matter Experts submit The Interaction Log™ to 
your Administrative Manager within 24 hours after every 
interaction 
 
 



The Interaction Log™ (TIL) 
 

 TIL is simply a standardized format for taking meeting notes 
 Every person takes meeting notes in a different way, TIL 

corrects that by creating an “expected format” for notes 
 TIL ensures that all the relevant information is included in the 

notes 
 TIL eliminates that the natural human tendency to omit 

relevant information (information excluded because it’s 
thought to be “obvious”) 

 A standardized format simply allows those reading the notes to 
 Quickly absorb the information  

(grow accustom to standard format) 
 Focus on most important information  

(such as action items & expected “next steps”) 









Require that The Interaction Log™ be 
submitted to your Administrative Manager 

within 24-hours after every interaction 
between Subject Matter Experts  

 
Make those Interaction Logs™ available to 

your other Subject Matter Experts  
so they can benefit from the insights, or 

“join the conversation”  
(contribute additional helpful information or analysis) 
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How do I create an extraordinary client experience?   
 
I’ve heard you mention how important the client experience is, what can I 
be doing to enhance the experience my clients have at our meetings? 

Question 



Gather your team and announce that your goal is to disengage 
from your existing business model. 
 
That your decision to provide Truly Comprehensive Financial 
Services™ delivered through a team of skilled Subject Matter 
Experts will not be just a new set of  
processes slapped on top of the existing business model.  
 
Inspire your team by explaining you will need their help “ripping 
up the script,” starting with a blank page & creating a completely 
new business model. 
 
A “Blue Ocean Strategy” 



First we’ll let existing clients tell us The Crucial Few™ things we do 
that are truly valuable (indispensable).  
 
All other processes will be uprooted, completely reengineered, 
streamlined, or dropped completely. 
 
We’re getting rid of the culture of… “that’s the way we’ve always 
done it here.” 
 
We’re going to deliver on Advisor PACT™ by starting with a blank 
page (zero based thinking) and adding processes which deliver on  
that promise.   
 
Think simple. 





Blue Ocean Strategy  
by W. Chan Kim and Renée Mauborgne 

RED OCEAN STRATEGY 

Compete in existing market space 

Beat the competition (dog eat dog market) 

Exploit existing demand (thinks: clients 
want “better investment management) 
Make the value-cost trade-off  
(compete for business)  

Make strategic choice of differentiation or 
low cost of service (race to the bottom) 

BLUE OCEAN STRATEGY 

Create uncontested market space   

Make the competition irrelevant  
(new business model) 
Create and capture new demand (thinks: 
clients want, can’t find, Advisor PACT™) 
Break the value-cost trade-off (make cost 
irrelevant by changing the playing field) 

Pursue differentiation and low cost of 
service (you exist in a “blue ocean”) 

V
S 



So what’s the “Blue Ocean” in our Business Model? 
What’s missing in our potential client’s financial lives? 

 Strategy to pull together tactics 
 Overarching Strategy 
 Oversight 



New Business Model 
Truly Comprehensive Financial Services™ 

Worthy of trust 
Deliver an 

extraordinary 
client 

experience 

Increasingly Competent 
Build & lead a team of 
skilled Subject Matter 

Experts to deliver Truly 
Comprehensive Financial 

Services™ 

Trusted Advisor 
Committed to developing a 
“Blue Ocean Strategy” 



New Business Model 
Truly Comprehensive Financial Services™ 

Worthy of trust Increasingly Competent 

 Acquire a new Subject Matter 
Expert (SME) every 60 days 

 Set The Ten Client 
Deliverables™ standard 

 Every SME contributes  
 Every SME reviews the  

work of the others 
 

 Implement The Three Meeting 
Process™ 

 Create standard for 
“responsiveness” 

 Set a weekly goal for 
documenting processes 

 Orchestrate every step of “the 
client experience” 



New Business Model 
Truly Comprehensive Financial Services™ 

to becoming an Ideal Client 
 The MISC Organizer™ 

Delivering a Truly Client Experience 







New Business Model 
Truly Comprehensive Financial Services™ 

to becoming an Ideal Client 
 The MISC Organizer™ 
 Extraordinary The Initial Client Interview™ 
 Consistent process for confirming appointments 
 Preparing for potential client’s arrival 
 Office decorum (dress, cleanliness, atmosphere) 
 becoming an Ideal Client 
 Orchestrate the moment one becomes an Ideal Client 

 Signature moment should be memorable 
 Practice Advisor PACT™ pledge 

 New Ideal Client Welcome Kit 
 Deliver an extraordinary client progress meeting experience 

 The Progress Report™ (no market analysis) 
 The Highest Priority Conversation™ 
 The Greatest Probability Strategy™ (GPS) 

Delivering a Truly Client Experience 
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