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SET THE STAGE

BE PROFESSIONALLY CONFIDENT

BE PRESENT

ASK THE RIGHT QGUESTIONS

LISTEN & LOOK
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Initial
Inquiry

\ .
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Phone call
Email

Website funnel
Nurture funnels

@)

Learn-More
Call

@

e 15-minute call

e Screen for fit

* Introduce brand
messages

*  Seed key messaging

e Share process &
invite
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1ST MEETING:
DISCOVERY

60-minute meeting
Clarify needs & goals
Explore expanded
questions

Do a process walk-
through

Ensure Fact Finder
completed

Agree to move forward

©

One-Page
Plan

il

* Introduce financial-
plan investment
analysis

«  Offer
recommendations

+  Draft One-Page
Plan

ROCESS

9,

2nd Meeting:
Present/Decision

.t

*  45-75-minute meeting
¢ Present One-Page Plan
& recommendations

*  Quote fee
«  Offer decision
o Clarify next steps

Decision

Sleep on it
prior to
appointed
meeting
If "no,"
send closing
email

!
If "yes,"
initiate
onboarding

?

If "maybe," use

S-strike rule

TRANSITION TO ONBOARDING PROCESS

Onboarding

Includes the following:

*  Weekly check-ins

e 30-day advisor call
*  60-day meeting

e Paperwork training

* Tech show-and-tell
*  Service training

*  Progress review



| T L ESS

M

L |

Script for
Intro Call

* What are you looking for from an
advisor?

* What have you accomplished thus
far? (assets)

* What do you hope to accomplish in
retirement? (goals)

* What might that cost? (income)




L‘mm More Intake Form LIMITLESS SAMPLE

e e -irst-Meeting Presentation

Marital status: O Married O Domestic partners O Single O Widowed 0O Divorced O Cther

Primary occupation:
Secondary cccupation:

Best method of contact: O Phone. 0 Email

e 60 MINUTES
oM OF Motes 5_10 mlnutes: WOrm_Up

oM OF
amMm arF

50 minutes: Plan & Client Questions
5 minutes: Portfolio

How did you hear about us?

What is going on in your life right now that led you to reach out?

Portfolio Introduction

‘What's currenthy on your mind about your money/finonces? How can | help you today? 4% 8 %

W o
'
Are there any pressing needs, concems of life changes that | should know about | ..n-mr TN
talk about? . . .
Triage Meeting Details
Wi e @ fusll-service wealth management fism best suited for cptametric private p wha want ?
We dont need deep detoks now, but con you give me o ouick snopshot of youfll | Wiomlh e ses gt daagie el Istnest neshgrsect 19 & W of Spw, Mot e 00 W o Poury eeschedute
understand your situgtion? : or 8 one-time project fee aptian),
Income: _ Investable assets: Other + Sounds like a patential fitt | don't want d or
strategles. I'd rathor puide ma. *
How did you hear about us? *
Google search
20,20 Morey Podcast
T o e o
‘Optematry Publication
Speaking Engagement
Linkedin
Referrsl
D youl awn your own practice? *
.

What Is your practice’s trailing 12 menths' top-line, gross callected revenue? *

athering | =
INFORMATION o

Do you want ta jain our “Planning Lite, On Purpose” newsletter? *

yes ono

What s the biggest financial challonge or concern yeu have right nouw that you'e lacking te have sobd?
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Hundreds of Times
S100K to S7TOM

4  How consistently is our
process working?






What's in..

THE One-Page FINANCIAL PLAN?

SECTION 1: GET TO THE HEART OF THE MATTER

Statement of Financial Purpose (Example)
"Time with family doing things we love and serving in our community.”

SECTION 2: SET & PRIORITIZE GOALS

Goals (Example)

1. Fully fund all retirement accounts each year
2. Fund kids' education account each year

3. Save for a house

SECTION &: NEXT STEPS

Next Steps (Example)

1. Get all assets moved to the right place and invested on purpose,
based on client goals

2. Contribute $15,000 year to each child’s education account

3. Save $1,000 a month for a house

SECTION 4: CLARIFY COST

"Based on this plan, here's our upfront planning fee.” "Here's our
engagement fee.” "Based on this plan, your annual fee will be between @
range of X to Y."
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‘| used to create really long, elaborate
financial plans. While | really enjoyed
them, nobody else wanted to read them.
So instead, | just create a single page of
my recommendations so you can easily
and clearly see exactly what you need to

do to achieve your goals.

Is that okay with you?”

LIMITLESS



Iﬁgg%ENT INCOME TOZX&Y

INCOME TAX

How much money can their portfolio H th | in t 5
gener(]te? Oow Ccan ey Pay Iess IN TaXes ¢

. i ?
What are their other income sources? ROTH conversion?®

Net of taxes, how much income will they * Copital gains?

have? * Enhanced charitable giving?

How does this compare to their current
lifestyle expenses?

* Asset-location optimization?

«  What advice can we offer and/or
recommendations can we implement to
reduce their income tax bill?

What advice can we offer and/or
recommendations can we implement to
improve their retirement income?

Risk

RISK MANAGEMENT

Investent
INVESTMENT PORTFOLIO

Can they consolidate?
Can they pay less in fees?
How should their portfolio be improved?

e Are their estate documents current?

* How would they handle LTC?

What asset allocation do we recommend? *  What other risks are they facing?

Do they hgve a war chest? «  What advice can we offer and/or
What advice can we offer and/or recommendations can we implement to
recommendations can we implement to improve improve their ability to avoid risks in
their portfolio specifically as it relates to retirement?

income”?
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Using as many of their own words, restate their

goals as gathered from the first meeting. In
other words, why did they come and see us?

| always like to add, “Never run out of money,”

and, ‘Don't leave the IRS a tip.”
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My Model Meeting Schedule

Fill in the this pi
is pie chart with
your Model Meeti
eeting Schedule. Use the e
> exarnples from Limi
imitless Advis:
sor and Carl

Richa
chards below
v
for reference as you segrr
nent your 75
minutes
tes for model client meetings.

75/0 min
/ //"‘ ; A i
£ | / k"
,/// > . | / \
I.-'rlf ~ / y )\\
60 min / i \
|" ® _\ 18min
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45 \Q\ d \ b //
min T~ | , o
G s 25 f.// 30 min
gl..n'lmﬂwl T 8]
uestions, iy, K
Small Talk
Llrr~.._..1|T|_E55 s v
ample i CARL RICHARDS
T 1 Sample
e : 0-60

30-50

Performance
Review

Model Meeting Mapping

ELIP THE SCRIPT
Evaluate your curre! C , which migh
revnew—bosed meeting, s o few minutes @
touching on client goals. Carl Richards ¢
spend 0% of your client review discussing client @
those goals {things YO CAN control). Also, e
listening than ralking (Corl urges us to
clients "out of the trees.” reconnect the
gpend time with them reinforcing your m

der to get your

seting!). In Of
tablished ond

t were initially €S
ach those goals.
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unch defender of the map.

a trusted tour guide, 0S opposed toasta
meeting. Continue to reinforce this idea throughout any of
remembering that it is okay to grad ition clients
i ools—bosed meeting | ing this

MAKE A RANSIT
\ntroduce Your role as
peginning ot your firs

from Q O

transition by sayin9 things like, “Yes,

let's circle pack to the neart of this meeting,
meeting your persono\ and fi ial goo\s') Reme!
performance review is the plan, which consists largely ©

which wil
mber, the foundation of a

f o family update and family




OMNE-PAGE
PLAN MEETING

ONGOING
COMMITMENT ' | SERVICE
MEETING
- >



« Lighting the Torch: The Kinder Method
of Planning, George Kinder

»  Questions Great Financial Aavisors
Ask... and Investors Need to Know, Alan
Parisse and David Richman

»  The One-Page Financial Plan, Carl
Richards

* The Power of Practice Management:
Best Practices for Building a Better
Aadvisory Business, Matt Matrisian

- READ

"Amazing First Meeting'
Guidebook

« USE

"Elevated Questions” tool to
uplevel your conversations

« REVIEW

One-Page Plan samples

‘*4’\‘
= "
ACT L Y}

* Use "Amazing First Meeting" schedule
to update your meeting schedule

"« Create your One-Page Plan and
implement its use in your practice
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