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04.15 PERSONAL PEAK COACHING CALL
with Coach Liz
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HELLO

my name Iis

Covering the cost
of small clients but
don't know it

MEET
CLIENT
PROFILE

CURATING A
(PROFITABLE)

CLIENT BASE

SERVICE IS A
ALIGNS PROFITABLE
WITH FEES RELATIONSHIP



REVENUE SERVICES CAPACITY PROFITABILITY



ANALYZE

FIT PROFITABILITY

O revENUE @) caPACITY

« Estimate profitability by segment
* Project cumulative client advisor-time needs

« Highlight capacity and efficiency concerns

The CLIENT BASE & PROFITABILITY ANALYSIS

tool is used to assess the relationship betwe
revenue, services, profitability, and capacity.

Analysis Input:

. . Huerage o t ™ * | Adv H Sraff - -
Tier  TiertMame  Revenu yotih  Per e His 1Y Expenses & Weighting Methods

1 Tier 1Hame  $12.000 4 3 8 L)

en

Expenses 126,000
2 Tier 2Nams  $5,000 13 8 10 8
3 Tier TNams  5$1200 415 1] 9 & ‘Waighting method for
assigning expensas to
4 Tier4dMoms & 500 56 [i} 4 5 cients. Revenue

L lvoHousperClieng@ _______________________________|

Rico Suave )
Jana Coa 1400 Mama 5 u}
Mama 2 ju} Mama & ju}

Profit Calculat

Tiar Revenue Overhead Profit Profit Per Client

His
o]
o]
o]

1 5 48,000 5 31,015 5 BPEs S 5 4246 o
2 5 65000 5 42,000 S ZFo00 f 5 1762
3 S 54,000 5 34,892 s ®?08 S 5 475 4
% 5 28000 & 18,092 5 =X=Tol= R A w7 oo
Firm Totals S 195,000 5 126,000 3 69000 / S 585 4
Future Projection: Growth trends are based upon client growth per tier.

Year 1
1 4 T 32 B4 4 16985 W0 3K a0 |0 % FE42T 1B 4 128 256
2 13 4x 130 o4 % 23000 23 3¢ 230 232 % 92343 45 W 450 360
3 45 134 405 270 % 1308 45 13 405 2T0 % 34392 45 13 405 270

4 BB T 224 280 % 9308 5B VM 224 280 % TTE33 56 T 224 280

$ 13513
% 168.166
$# 40365

$ 20930

OTA 118 25« 791 718 +63.000 140 31 3933 942 $ 2200 162 38 1207 1166

$ 373.000

CLIENT FPOPULATION (YEAR 1) CLIENT PROFIT (YEAR 1) ADVISER HOURS (YEAR 1)

Tha 1
Mam

T & R

Marme:_omy

STEO00

fwoa

—




Analysis Inputs:

Tier  TierNoms ~ gverce Cumsmt Newd ladv b /sve SIS Expenses & Weighting Methods ( : A: ; E S | l j DY
1 A

516,636

n 2 12 15
: Expenses $443,509 S540,000 PRACTICE

2 B 56,702 0 14 8 12
3 c ‘ $4.334 20 1 3 6 "v“-;'ei.ght.ing method for 8 O C |_| E NTS
. . N s 641 o : 05 ] c:smgnmgi:s{o;nses to Fwven R pC $7, 2 87

- JAvg HoursperClient @@ |

Advisor Roster and Annual Capacity Hours

His i i His
Alumni Member 1,800 MName 4 0 Name 7 o]
MName 2 5 MName 5 o} MName & 0]
EESE . i . i : AVERAGE RPC LOOKS GOOD BUT..
Profit Calculator:
Tier Revenue Overhead Profit Profit Per Client
1 5 182,994 S 40,982 S 122004 /S 11,092 1 g
2 S 261,378 S 216,211 5 45067 f S 1158 g
308 86,480 S 110,877 $ (26197 / $ 02100 & T3/T4 NOT PROFITABLE
& 3 6410 S 55,439 S (49.029) / S 4903 o
Firm Totals ] 5374484 S 443 509 S 93955 / S 1174 &

Yearl Year 3 Year b
#of ADY ADY Staff Prafit (%] # of A0 ADY Staff Erofit (1] # of Al ADYW Staff Profit (4]

Clients Capacity  Hours  Hours kI Clients Capacity  Hours  Hours rofit (4] Clients Capacity  Hours  Hours rofit (4] T2 / T3 N OW / N O M ARG' N

1 il 7% 132 Bs  § 12204 15 10% 180 225 5 W20 19 13% 228 285 5 260645
BREAD & BUTTER
2 I 7% 312 i85 43167 67 0% 536 804 5 192,849 95 £2% 760 M40 5 359,497
3 20 % [alu] 120 5 24197 22 4% [ala} 132§ N2I4 24 4% 72 144 & I3ges
4 o 0% 5 10 5 49029 12 0% f 12 5 (33188 14 0% 7 1% 5 [31,878) NO NEW T3, Tl" CL' ENTS
‘OTA 80 28% 509 763 5 93955 16 H4%, 788 173 5 358105 152 w]% 1067 1583 $ 622255 N EW M | N | M U M $750, OOO O R $1 M

b b b b P

CLIENT POPLULATION (YEAR 1) CLIENT PROFIT [YEAR 1) ADVISOR HOURS ([YEAR 1)
[‘swosen CAPACITY NOT REFLECTIVE
o OF REALITY




Analysis Inputs:

Avaraga
Hevanua

Curmant
Numbar

New &
Par Yaor

Adv Hrs / Yr Stﬂ.:* = Expenses & Weighting Methods
8 6

1 A $18.120.00 31 10
= Expenses 818,155
2 A $8.758.00 52 b a &
3 B #4.429.00 27 o 1 2 weighting methad for
assigning expenses to i
4 C&D $1603.00 0 0 1 1 . Adviser Hours

[ [AvgHowsperClienc @ |

Advisor Roster and Annual Capacity Hours

Meal M. Albritton 1173 Mame & 0 Mame 7 0
Kevinw. Albritton a0 Nome 5 0 Nome 8 0
Mame 5 8] Mame & 8] Mame % 8]

Profit Calculator:

Tier Revenue Overhead Profit Profit Per Client
1 5 561720 5 371616 5 190004 f 5 6132 | e
2 s 367836 5 377,610 5 9774 /S (233) o,
3 5 119583 5 40,458 5 FRAV SIS 2931 4o,
4 5 30571 5 28471 5 200 /5 m g
Firm Tatals S 1075710 5 818,155 5 261555 / § 2198 .

Future Projections: Growth trends are based upon clisnt growth per tier.  Total &vailable Advisor (ADV) capacity = 2123 HOURS S YR

Prafit [$]

1 3 12% 248 184 S 190004 51 19% 408 06 5 466850 T % Sa8 42 5 778082

2 42 12% 252 a8 & [@774) 4o 13% X6 184 & 93538 50 14% 300 200 5 169359

w
S
#
S
b
“r

T9025 I 1% e 56 5 apI22 X 1% & S = Q5414

2100 19 1% 19 ° 5 9@ W 1% 19 9§ 1353

5
OTA 19 26% 546 427 5 261555 43 4% 730 563 & 658987 W67 43% i &9 5 1056419

CLIENT PROFIT [YEAR 1) AINMISOR HOURS [YEAR T)

’ 5250000
£200,000
5150000
5100000

450,000

5
A A 5] CRD
$(50,000)

CASE
STUDY

ALUMNI LEADER

OBSERVATION 1

OBSERVATION 1

OBSERVATION 1



Andalysis Input

. . _ Avaroge Cumant New# |AdvHrs/ StoffHrs
Expenses & Welghting Methods
8] Diamond $h7 843 ”° 3 15 20
Expenses 51,058,382

1 One 524199 41 12 (] 15
2 T $12,272 T4 20 S 15 Weighting method for

assigning expenses to
3 Thres 56797 100 6 5 12 dlients: Even

e g Hours per Clienc il

Advisor Roster and Annual Capacity Hours

Sherri (CED) 730 Tyler (FT Advisor) B0 Mome 7 0
Jason (S0 700 Jdessie (Inv Anclyst) [=l8] MName 8 0
Jill (Inee £ FP /S 401K) 340 Melissa (Pearl Planning &0 MNarme 9 0

Profit Calculatc
Tier Revenue Owverhead Profit Profit Per Client

D S 109907 3 85,937 5 1013080 /S 53320 g
1 5 92159 5 185 443 3 BO&716 f 5 19676 o
pd 5 08,128 5 334702 5 573426 /5 TILD
3 5 679700 5 452300 5 207400 05 2274 B
Firm Totals S 3,679004 5 1,058,382 5 2620622 /5 M9
Future Projection: Growth trends are based upon client growth per tier.  Total Availoble Adviser (A0Y) capacity = 1970 HOURS / ¥R
Yoaar 3 Yaar b

o | #of aDW aDv i oo | #of  ADY ADV S T

Profit (4] Clier, Capacit  Hours = FiellE(EY Clien Capacit  Hours Rcrils)
m] = 4% 285 80 S 13020 25 19% 75 500 5 1362342 3 245, 455 a20 S 1710856
1 &1 12% 248 515 5 BO&TI6 &6 20% 220 975 5 1355230 89 7% 534 1235 5 1917028
2 T4 1% Exin] mo & 57426 TG 9% 570 7o 5 1Lm7e7 15s 9% 770 230 5 1480343

I 100 25% 500 1200 & 27400 T2 28% 540 1244 5 IBA1E 124 F% &20 “Ea 5 E1Z080

OTA 234 71% W40l 3305 524620622 366 6% 1895 4520 $ 4120900 398 121% 2389 5753 § 5421178

CLIENT POPULATION YEAR T) CLIENT PROFIT YEAR T) ALNVISER HOURS YEAR 1)
A $1.200,000 A
1,000,000
SR04, 7148
8% $300.000 ]
. 7% 3800.000 Safize 0
3% 28%

o $400,000 | )

\_/ $200,000 18%
5 6%
Digmond Oine Two Three

CASE
STUDY

ALUMNI LEADER

OBSERVATION 1

OBSERVATION 1

OBSERVATION 1



ASSESS

SEGMENTATION CHANGES

REVENUE IMPACTS

@
© FEE CHANGES
e

ition away cli
who are no longe
services, fees or alignment

SEE "RIGHT-SIZING CLIENT BASE" LESSON

The CLIENT SEGMENTATION & FEE ANALYSIS tool
allows you to Monte Carlo what impact changes to
segmentation and fees would have on revenue

Client Segmentation & Fee Analysis Results

@ Eduzs Inc. I Limi

Limitlors materiale max fared

lear fudvirar

inpart,in any i i izenrefarureby Educe, Ins.

This tool is designed to help you analyze and segment your current client base. The below summarizes your segmentaotion and fee analysis results based uponyour inputs. [t summarizes
current valug, new value and the delta (or difference) between these values. If you input your current fee schedule then the delto should be zero or negligible. If you input o new fee
schedule the delta will show you the change to revenus, fees aond segmentation. Inorder to assess the impaoct of changing the annual financial planning fee, input the new fee for each
client.

EDIT CELLS WITH BLUE TEXT, all other cells are formulas.

To prevent possible issuss in calculating formulas this worksheet is protected. To customize the tool or odd additional analysis, simply unprotect the sheet by selecting "unprotect
shest” under the Review menu.

gmentation Results
Tha balow chart summariz es the results betwesn your current modsl and the new modsl Tha fes schaduls baing used in the model is shown to the right.

e egmentatiol Fee Schedule

Sagmantatio : Minimurm AUM Fas

n Ravanus # ofClisnts % of Cliants et GBI ST o e | o e it el s e i a2 T G BUM =)

Revanus Ravenus par Clisnt par Cliant (BPS)
A 5 15,000 1 1% 5 17 486 4% 5 17 486 1 1% 5 P8BS 3% 5 19488 75 S 3,000,000
B = 10,000 & &% = FOATZ 15% ] Nn73e & &% S 77884 4% = 12981 75 $ 1,000,000
C S 5,000 x % $ 205035 43% G 7 5 b 7% & TTNT A 2% ] 6,351 100 % 500,000
o] ] 2500 = T% S 136084 28% S 3478 Ex) T § 209403 T% ] 5560 105 $ 250,000
* =] 1.000 20 26% k=] 47,025 10% ] 1809 2 20% 5 [amiels] 12% k=] 254 ns S -
Z k=] - 3 3% k=] 2885 1% 5 a2 3 % 5 12687 2% k=] 4,562 [u] 3 -
TOTALS 100 100% 5 47B948 100% = 4789 100 100% 5 562174 100% 5 5.622

Client :nt Results
Tha balow chart summariz es the changss on a client-by-clisnt basis. Be sureto input a new annual financial planning fes to assess the impact of making changing to your financial planning fae

nagement Revenu (EPS] Anrwual Planning Fletainer Feven, s Total Revenue
AU CLURREN ME' DELTA CURRENT MEYW DELTA CURRENT MNEW DELTA CURRENT MEW DELTA
TOTALS S WYLEIZ S ITIRAR S TLAATL S 46726 a2 ) 12 $ 151000 % 19FECOC S E00 (S 47894805 562174 0 5 8322
Currant
Currant Al Netwr AL Dalta AL Currant New Dalta Currant FI Input N FP Ravan Total MNaw Tot Delta Tota
Client E AUM Dwgnuﬁ ngnuh ngnuiﬂi s] EDE‘Z‘ Aug EDElz‘ Aug EIDE ngnunfi‘ FP Rs\mﬁ Dalta ‘Ii ngnua Dwgnu&‘ nggnu
Client 1 3 1931,508 14,486 14,486 - s s 1] 3.000 S.000 2,000 17,486 19,486 2,000
Client 2 % 1826,029 13.688 13.688 - 75 75 o 1.000 =2.500 1.500 14,658 16,158 1.500
Client 3 k3 1530,329 1.477 1.477 - iz} iz} 1] 1,000 2500 1.500 12,477 13,377 1.500
Client 4 3 1523595 1,427 427 - iz} iz} 1] - - - 1427 427 -
Client 5 * 1,380,085 0,351 10,351 - s K} 1] - - - 10,351 10,351 -
Client & # 1244197 933 933 - 5 75 1] - - - 933 933 -
Client 7 3 1226,202 9183 9.183 - s s 1] - - - EN:E] 9,189 -
Client & % 1208338 3.045 9.045 - 75 75 o - - - 9,048 3.045 -
Client 3 k3 1180,838 §.656 8.856 - iz} iz} 1] 2,000 5.000 3,000 10,656 13,656 3.000
Client 10 * 1,083,231 G170 G170 - iz} iz} 1] 1.000 2500 1.500 3,170 10670 1,500

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



Survival Strategy Container Strategy

(working towards rent & ramen) (maintain current, upgrade new)

Optimization Strategy Shift Strategy

(exit non-ideal client $ as new come on) (exit/sell all non-ideal clients; T1, T2 only)

Are you clear on how your What stage of client base
client base is performing? building are you in?
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