
USE ZOOM CHAT FOR TODAY’S QUESTIONS

CRUSH

YOUR

CLIMB

UPCOMING  COACHING CALLS

06.03  PRODUCTIVITY VIRTUAL SUMMIT 

UPCOMING EVENTS

04.08  OFFICE HOURS 
 with Stephanie & Coach Natalie

04.15  PERSONAL PEAK COACHING CALL
         with Coach Liz
 

05.22-24  LEADERS EVEREST EVENT



LEADERS

PEAK PRACTICE 
COACHING CALL
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OUR FOCUS 
THIS QUARTER

CLARIFYING YOUR 
IDEAL CLIENT BASE

CLEARLY DEFINING & 
DELIVERING DEEPER 
VALUE 

BUILDING A HYPER-
EFFICIENT DELIVER 
SYSTEM



STRATEGY & 
LEADERSHIP 

ADVISOR 
CAPACITY

LEAD 
GENERATION

CLOSING
RATES



CURATING A 
(PROFITABLE) 

CLIENT BASE

Covering the cost
of small clients but

don’t know it

IS A 
PROFITABLE

RELATIONSHIP

MEET  
CLIENT

PROFILE

SERVICE
ALIGNS

WITH FEES



REVENUE SERVICES CAPACITY PROFITABILITY



ANALYZE The CLIENT BASE & PROFITABILITY ANALYSIS 
tool is used to assess the relationship between 
revenue, services, profitability, and capacity.

FIT

REVENUE

PROFITABILITY

CAPACITY

• Estimate profitability by segment

• Project cumulative client advisor-time needs

• Highlight capacity and efficiency concerns



CASE STUDY
$540,000 PRACTICE 

80 CLIENTS
RPC $7,287 

T3/T4 NOT PROFITABLE

NO NEW T3, T4 CLIENTS 
NEW MINIMUM $750,000 OR $1M

T2/T3 NOW/NO MARGIN 
BREAD & BUTTER

CAPACITY NOT REFLECTIVE 
OF REALITY

AVERAGE RPC LOOKS GOOD BUT…



CASE 
STUDY

ALUMNI LEADER

OBSERVATION 1

OBSERVATION 1

OBSERVATION 1



CASE 
STUDY

ALUMNI LEADER

OBSERVATION 1

OBSERVATION 1

OBSERVATION 1



ASSESS 

SEGMENTATION CHANGES

FEE CHANGES

REVENUE IMPACTS

The best way to make money 
is to not lose big chunks of it

The CLIENT SEGMENTATION & FEE ANALYSIS tool 
allows you to Monte Carlo what impact changes to 

segmentation and fees would have on revenue

SEE "RIGHT-SIZING CLIENT BASE" LESSON



Survival Strategy
(working towards rent & ramen)

What stage of client base 
building are you in? 

What is your
next best step?

Container Strategy
(maintain current, upgrade new)

Shift Strategy
(exit/sell all non-ideal clients; T1, T2 only)

Optimization Strategy
(exit non-ideal client $ as new come on)

Are you clear on how your 
client base is performing?



CLARIFYING YOUR 
IDEAL CLIENT BASE

CLEARLY DEFINING & 
DELIVERING DEEPER 
VALUE 

BUILDING A HYPER-
EFFICIENT DELIVER 
SYSTEM
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Q&A
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