Contents

Section 1: Let’s Get Started 15
A Primer for the Professional Advisor
Starting with Action 17
Let’s Shoot Your Trailer 41
Hands-On in a Hands-Free World 46

Do You Need to Become a Better Advisor to Get Better Results? 49

Section 2: Strategic planning 53
Analyze your gaps
Controlling the Controllable 55
Crack the Code: Make it Actionable 57
From Commodity to Communication 61
The Rookie with 15 Years of Experience 63
The Power of Incrementalism 66
Start Your Strategic Plan for Next Year Now 70
W-5 and Goal-Setting: The Importance of the Moment 75
The W35 Process 76
“Fire Your Coach!” 8o
Bringing It All Together: A S.T.A.R. is Born 82
A Break-out Year: Putting Your Strategy into Practice 89

Section 3: Branding 95
Your Sense of Purpose and Proprietary Approach Make You Referable
Branding and Marketing 2.0 99
The Anti-Elevator Speech 103
‘I Just Lost a $7 Million Client?!” 105



Section 4: Professionalize the Client Experience
Organizing Yourself and Your Clients
Vapor to Paper
The Multi-Sensory Office: Create a Refer-able Experience
The Not-So-Hidden Agenda
Don’t Meet Their Expectations
The Onboarding Process: Fast-Track a New Client to Advocacy
Document Your Onboarding Process
Mistaking Motion for Action
Clients Should Be Loyal To a Process, Not Just To a Person
Moments of Truth Can Define Your Client Relationships
From M.O.R.F to F.O.R.M
What is Your Capacity?
Triple-A: Defining your ideal client
Your Rules of Engagement
The Art of Manufacturing Capacity: Efficieny with B Clients
Never Negotiate Your Value: Focus on Worth, Not Fees
The Service Matrix Makes You Fee-Worthy
Improve What You Do: Listen to the People You Do it For
Hail, No!

Section 5: Refer-ability
Being Attractive to Your Ideal Clients
The Contrast Principle and P.A.S.
The Law of Reciprocity: Being Interested Makes You Interesting
Advocacy and Leadership during Uncertain Times
A Simple Phrase
The One-Way Street: Attracting Referrals from Professionals

10

111

113
116
119
120
125
127
130
133
137
140
142
145
152
154
157

159
164

167

169

171

180
182
188

190



section 6: The Advisor of the Future 197
Integrating it All

LinkedIn Essentials 199
How to Develop a Website and Online Marketing Strategy 201
The Multimedia Advisor: Make It Easy For People to Refer You 205
The Bridge to Client Acquisition 208
The DRIP Process: Friction-Free Client Acquisition 210
Bringing it All Together 213
section 7: The Next Chapter 217
Done is Better Than Perfect
Be Positioned for Anything 219
Connecting With Your Clients on a Different Level 222
Defining the Best 226
Be Referable 365 Days a Year 228
Demographics give you an Edge 231
Becoming a Fee-Worthy Advisor 234
Bringing Success to Your Succession 237
The Multiplier Method: Creating Your Ideal Life 243
The Advisor Flight Plan: The Next Chapter of Your Life 248

Knowledge is Everywhere 254

11



