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FOLLOW
ALONG
on your worksheet

(see Cvent resources)

PAGES 21 - 24



WHAT ARE YOU REALLY 
SELLING?

IT’S ALL ABOUT TRUST
(IN THE OUTCOME)



THEN: Tangible as value

o Product as value: sale of products

o Plan as value: delivery of financial plan

o Director Advisor
o Assumes the assumptions
o Driven by data
o Focuses on the plan ("This is the 

37-year plan")
o Provides directive communication

NOW: Intangible as value

o Advice as value: sale of outcome

o Process as value: sale of experience

o Trusted Advisor
o Accepts uncertainty
o Driven by data
o Focus is organic and ongoing
o Collaborates continuously

THE ADVICE MODEL HAS EVOLVED—
SO SHOULD YOUR PROCESS

Trusted Advisor (partner)
“Here are your options and the impacts…”

Directive Advice (patriarch)
“Here is your RX…”



NO-STRESS
Prospect Process

Screen and align for fit

Educate and inform

Establish expectations

Create a common language

Focus on value, not features

Preempt objections

Create decision opportunity

FEEL

THINK

DO

Learn-More 
Call

2 3

1st Meeting: 
Discovery

4

Analyze, Draft
One-Page Plan

5

2nd Meeting: 
Present/Decision

6

Onboarding

1

Initial 
Inquiry



NO-STRESS 
PROSPECT PROCESS

Onboarding

6

• Introduce financial-
plan investment 
analysis

• Develop 
recommendations

• Draft One-Page 
Plan

• Weekly check-ins
• 30-day advisor call
• 60-day meeting
• Paperwork training 
• Tech show-and-tell
• Service training
• Progress review 
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One-Page 
Plan

4

-
If "no,"

send closing 
email

!
If "yes,"
initiate 

onboarding

?
If "maybe," 

use
3-strike rule

Fees & 
Decision

• 45–75-minute meeting
• Present One-Page Plan

& recommendations
• Quote fee
• Offer decision 
• Clarify next steps

2nd Meeting:
Present/Decision

5.1

5.2

Initial 
Inquiry

1

• 15-minute call
• Screen for fit
• Introduce brand 

messages
• Seed key messaging
• Share process & 

invite  

Learn-More 
Call

2

• 75-minute meeting
• Clarify needs & goals
• Explore expanded 

questions
• Do a process walk-

through
• Ensure Fact Finder 

completed
• Agree to move forward

1st Meeting:
Discovery

3

• Phone Call
• Email
• Website funnel
• Nurture funnels



Taylor Schulte

ADAM’S 5-STEP PROCESS



AM I WORTH IT? 

AM I JUST A FRAUD? 

How can I build a 
system to support my 
imposter syndrome?



S C R E E N  F O R  F I T

You receive an interest inquiry via:

STEP 1: INQUIRY
(PERSONAL OR DIGITAL)

Y O U  o r  T R U S T E D  A S S I S T A N T  T A K E S  T H E  C A L L
"Before scheduling a meeting time, Adam likes to [or, 'I like to'] have a quick 
call to learn more about your situation, see if we’re the best firm for you, 
and share our process for learning more about how we can help you retire 
with confidence."

W E B S I T E  O N L I N E  F U N N E L  Q U A L I F I E S
"Define Financial does our best work with…"



STEP 1.1: REFERRAL THANK-YOU
(See REFERRAL ROADMAP lesson)



You are not 
an ambulance 
chaser

ACT LIKE IT!

You are a 
qualified 

professional

See Three-Strike Rule resource under 
Prospect Process lesson!
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While I’d love to work with you, your situation is outside of 
my specialty. I’d be happy to connect you with an advisor 
that is better suited to your needs…

IF THEY ARE NOT A FIT

Some Will, Some Won’t.
So What? So Who’s Next?

SEEDING CREDIBILITY,
TRUST AND VALUE

HOW ARE YOU PUTTING A 
PROSPECT AT EASE? Most ODs have never had the type of client experience 

that we deliver here at IPWM. In order to demonstrate to 
you how we'd serve you, we want to show you exactly how 
we'd help you solve your most pressing questions. We do 
this by providing to you an Executive Summary/One-Page 
Financial Plan...and we provide this to you before you pay 
us one dollar in fees.

STEP 2 
Learn-More Call

Just as ODs have a process in which they see patients to 
deliver the best patient experience, so too do we when 
talking to a potential new client relationship.



What am I 
asking for in 
advance,
and why?

STEP 2.1
Premeeting

Intake & Prep



PRE-APPOINTMENT 
CONFIRMATION EMAIL

How can I use every step to
build trust, add value,

and preempt concerns?

In reviewing the information you 
provided, it’s clear that you’ve 
been doing a great job with your 
finances. I did, however, find a 
few areas where improvements 
can be made, and I look forward 
to sharing them with you during 
our meeting on [DATE].



How would a prospect 
see you in the crowd?

Software
Reporting
Custodian
Investment options

Performance
Education

Credentials
Service

I Have the BEST…

What really makes you different, better, and worth it?



STEP 3: First Meeting

Discovery

RESET EXPECTATIONS

NO SELLING

ASK AND LISTEN

NO ADVICE!

LAY THE TRACKS

How can I improve 
my office/Zoom 

experience?

• About you
• What’s important to you?

• FIRST/PROUDEST money moment
• What’s been on your mind? 

• Tell me your story
• Your current reality
• About us:  Why do people pay us?

• Align Financial-Process Guide

• Where do we go from here?
• If this sounds like a fit:

• Complete risk-tolerance survey
• Schedule Observations Meeting

• If not:
• Refer to another local advisor
• Check out community education 

classes
• www.letsmakeaplan.org

http://www.letsmakeaplan.org/


“Most of our clients are just like you…”

“When we work together, you’ll call me 
anytime these kinds of questions come 
up so that you don’t have to wonder…” 

“After the first meeting, we’ll get 
together again in 2–3 weeks to review 
the plan we designed together to help 
you and Bob retire at 50 with enough 
money to enjoy your time together 
without having to worry all the time.”

SEEDING KEY 
Messages
What are my key 
phrases to seed?



STEP 4
One-Page Plan

Analyze and Prepare

PROSPECT FOLLOW UP & 
CALL TO ACTION

PREPARE
ONE PAGE PAGE



STEP 5
Second 
Meeting
Present One-Page 
Plan
o RESET EXPECTATIONS

o PRESENT RECOMMENDATIONS

o GIVE DECISION OPPORTUNITY



SPEAK BENEFITS 
Not Features

FEATURES

Tax-rate arbitrage

Tax-free growth

Tax liquidity

BENEFITS

"You keep more of your money 
so you don’t run out"

"It gives options should you need 
a future lump sum"

"Pay the devil we know 
vs. the devil we don’t"
Control (no RMD)

How do I articulate my 
advice in plain English?

TALK IN PLAIN ENGLISH
“To achieve your goal of ____________________, we will 
____________ because it will ________________."



STEP 5.1
Quoting 
Fees

Many advisors will offer to do a ‘free’ financial plan, but we 
all know nothing is ever really free. Instead of offering a 
‘free’ plan in hopes I can sell you something later, like your 
attorney or accountant, I simply charge you for my time 
and expertise, thus eliminating another conflict of interest.

We assess an annual planning fee for our services and 
have implemented a system that allows them to 
seamlessly satisfy the annual commitment on either a 
monthly or quarterly basis. My planning fee in your situation 
would be $7,140, which is either $595 monthly or $1,785 
quarterly with a $1,500 up-front onboarding fee. Now, it 
would only make sense for you to pay this fee if the value 
you received was worth multiples of that amount. Did I 
explain this well, or do you have any additional questions?

However, unlike your doctor, if at the end of this process 
YOU don’t feel you received value worth multiples of our 
fee, we will refund 100% of our fee.
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Overcoming OBJECTIONS

MAY I HAVE A DISCOUNT, PLEASE?  
“I couldn’t give a discount and feel good about the 
next client who’s paying full fee for the same 
service; we don’t discount our fees because we 
would never consider discounting our value.”

YOUR FEES ARE TOO HIGH 
“We’re not the most expensive, and we don’t strive 
to be the cheapest; we believe that good financial 
advice should not be expensive but priceless.”

DO I HAVE TO GIVE YOU 
ALL MY MONEY TO MANAGE?
“Only if you want my best advice.”



YOU PLAY HOW YOU PRACTICE
STACK THE 

DECK
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OVERCOME 2 OBJECTIONS

QUOTE YOUR FEE



Q
&

A



APPLY ACTREAD

• Read & apply the No-Stress Prospect 
Guidebook and reference the Script 
Resource Packet

• Design your Prospect Process using the 
Prospect-Process Worksheet

• Use resources, samples, and scripts to get 
started, then refine as you go!

• Watch & apply the Amazing First Meeting 
lesson

• Retrofit your current process or create a 
new one to follow these proven practices 
in a way that’s right for you

• Develop scripts and rehearse aloud 30x or 
until you say them like your middle name

• Update website to reflect changes

• Design/update prospect deliverables

• Launch and learn (progress is the direct 
result of practice, not perfection) 

• The Game of Numbers: Professional 
Prospecting for Financial Advisors, Nick 
Murray

• Questions Great Financial Advisors Ask, 
Alan Parisse

• Fanatical Prospecting, Jeb Blount

• "Use ‘Passion Prospecting’ to Boost Your 
Business, and Yourself," Holly Batchelder
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