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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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I love your comment, in past sessions, about the need for us 
to become more referable.   
 
We just had an Ideal Client get upset at us about a couple of 
service situations that could have gone better.   
 
Frankly they were internal training issues where our team did 
not have good procedures in place.   
 
Any suggestions?  

Question 



The Referability Rating Assessment™ 
To get more referrals you need to become more referable! 

tinyurl.com/referability 



tinyurl.com/referability 

The first time you 
arrive at  

The Referability 
Rating 

Assessment™… 
 

Bookmark  
this page 



An Ideal Client 
 

 Ideal Client is defined by you 
 Clients you love 

 The client profile you serve best 
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The Referability Rating Assessment™ 
To get more referrals you need to become more referable! 

 The Systematization Assessment 1 of 5 
 The Service Comprehensiveness Assessment 2 of 5 
 The Team Assessment 3 of 5 
 The Client Experience Assessment 4 of 5 
 The Referral Methodology Assessment 5 of 5 
 

tinyurl.com/referability 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 We are utilizing The Three Meeting Process™ for every Ideal Client, meet with 

every one at least once every 4 months, and maintain a "master calendar" for 
all client meetings over the next 12 months. 

 We conduct formal client progress meetings (use 60 minute CPM timeline) 
 Whenever an Ideal Client's circumstances change significantly, our updated 

recommendations are "in the client's hands" within four months' time or less  
(we pay attention and make required course corrections) 

 Every Ideal Client has a simple, prioritized, step-by-step implementation list 
comprised of every single recommendation and action item, made by anyone 
on our team; a single comprehensive action list which is updated at least 
three times per year (The Greatest Probability Strategy™ - GPS).   

Everything recommended to an Ideal Client by anyone on our team is on this single 
document we provide to the client. "If it's not on this list, our team didn't recommend 
it." 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 Every Ideal Client has at least three meetings with their Trusted Advisor 

currently on their calendar for the next 12 months 
  We have a documented process for every possible type of client meeting we 

hold… 
1. The Initial Client Interview™ (Financial Road Map® Meeting) 
2. The Implementation Meeting™ 
3. The Initial Progress Update™ 
4. The Comprehensive Safety Review™ 
5. The Goal Progress Outlook™ 
6. The Annual Review™ 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 The Five Critical Reports™ are updated by our Subject Matter Experts at least 

three times per year for every Ideal Client (then The Ten Client Deliverables™). 
 Financial Planning Subject Matter Expert: The Greatest Probability 

Strategy™ (GPS) step-by-step implementation plan-of-action. 
 Money Management Subject Matter Expert: The Circle Chart™ 
 Estate Planning Subject Matter Expert: The Legacy Flow™ 
 Insurance Subject Matter Expert: The Insurance Grid™ 
 Tax Planning Subject Matter Expert: The Annual Tax Projection 

 The same error is never made twice.  Once caught, a process is documented, 
utilizing The Best Way™ method, and scheduled for routine update. 

 New Deliverables Team Members are required to memorize the names, and 
fully know the backgrounds, of every Ideal Client within their first week on the 
job.   

We are utilizing The MISC Organizer™ to track our clients’ backgrounds. 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 We have documented processes for the way clients are handled over the 

phone.    
 Phone greeting scripts exist 
 Standards for "message taking" exist 
 Standards for returning calls exist  

(example, “all messages will be responded to within 2 hours or less 
whenever possible, and within 1 business day in all cases) 

 We are always aware of interactions between our Ideal Clients and other 
financial professionals.   

Either our Trusted Advisor or one of our Subject Matter Experts participates 
in the interaction and provides The Interaction Log™ documenting the 
details for the rest of our team. 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 For every new Ideal Client, there is a documented "new client welcome 

procedure" followed by my team.  
A client-focused process exists to help new clients best utilize the people 
and other resources within our business. 

 Every Ideal Client provides us with the information and documents our 
Subject Matter Experts need to do the work required.   

We have a process to get documents as well as an effective process to 
“escalate” the issue if clients fail to produce the items we need. 

 Every member of our team can locate any document related to any Ideal 
Client in 1 minute or less, no matter who has the document (or which Subject 
Matter Expert’s office has it).   

We never have to waste time looking for missing files or documents. 



www.thepapertiger.com 



The Systematization Assessment 1 of 5 
How referable am I? 

Optimal Standards… 
 We have a procedure to document every important process and work-flow in 

our business 
 We maintain, and keep current, a prioritized list of processes which are 

not yet documented in our business. 
 We have a weekly goal for the number of new processes to document 

using The Best Way™ method. 



The Referability Rating Assessment™ 
To get more referrals you need to become more referable! 

 The Systematization Assessment 1 of 5 
 The Service Comprehensiveness Assessment 2 of 5 
 The Team Assessment 3 of 5 
 The Client Experience Assessment 4 of 5 
 The Referral Methodology Assessment 5 of 5 
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