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Workbook Instructions

v’ Print out this workbook right now. NOTE: To save printer ink,
instruct your printer only to print out pages 2-34 of this workbook
(Omit the workbook cover).

v Keep your workbook handy when you’re listening to or working on
these courses.

v Make all your notes in this workbook (feel free to use the blank
pages on the back too).

v To ensure you’ve mastered the essentials in each section, complete
all the questions and exercises before moving on to the next session.
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Are You Crazy or is the World Crazy?

1. Explain the result of crafting your business in alignment with The 6 Fundamental Laws™, rather than the way the
financial services industry traditionally teaches.

2. Describe your current level of openness to new perspectives about what your clients want from you.

Are You Crazy or is the World Crazy?
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6 Fundamental Laws for Becoming Indispensable
1. Describe the only way to positively impress anybody.

2. Describe why "the client experience" is the only way your client ever knows which standards you actually live up to.

6 Fundamental Laws for Becoming Indispensable
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3. Explain why it's the “client's standards” that determine "the client experience" that you need to live up to.

4. Why is it that the more successful and affluent the client, the higher their standards are for "the client experience?"

6 Fundamental Laws for Becoming Indispensable
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5. Explain how your “client experience” determines who wants to be your client.

P U

6. Explain why a client will switch Financial Advisors if another advisor’s “client experience” seems to demonstrate
better standards than yours?

6 Fundamental Laws for Becoming Indispensable
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Designing Your Ideal Business Around What Clients Already Want

1. Explain what you REALLY want from your business compared to what you’re getting from it now. What’s the gap
between the two?

2. Describe the business activities you love doing the most (and note how many hours you’ve invested doing those
activities over the last month).

Designing Your Ideal Business Around What Clients Already Want
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3. Describe the business activities you most dislike doing (and note how many hours you’ve invested doing those
activities over the last month).

4. Do you have a business or a job? (Make the case either way.) Which would you prefer?

Designing Your Ideal Business Around What Clients Already Want
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5. How happy are you with your compensation compared with the number of hours you invest in your business? (Is your
current compensation above expectation, at expectation, or below your expectations?)

6. Would your top clients describe you as more of a strategist or more of a tactician? Provide examples and evidence of
things you consistently do for your clients that support your answer.

Designing Your Ideal Business Around What Clients Already Want
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7. Which role do you enjoy more, strategist or tactician? (Creation & oversight of the strategy, or implementing the
details?)

Seeing The World Through Your Clients' Eyes

1. Explain how offering services that clients say they want is better than limiting services to those we want to provide.

Seeing The World Through Your Clients' Eyes
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2. List the current client services you provide (e.g. financial planning, investment management, estate planning, etc. List
all the services for which clients currently compensate you.)

3. For which of the specific services that you offer (or could offer) are your clients willing to pay the most?
Which of your services are most wanted and valued by clients?

Seeing The World Through Your Clients' Eyes
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4. How do your clients describe your competence? (Describe evidence of your competence that’s self-evident to clients.)

5. In what ways do your clients describe you as “worthy of trust?”

Seeing The World Through Your Clients' Eyes
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6. What are you currently doing for clients that makes you different or better than the other Financial Advisors your
clients could hire? (List specifics that distinguish you from your competitors.)

7. Describe the 3 basic types of clients and how many of each you currently have.

Seeing The World Through Your Clients' Eyes
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8. Explain why meeting client expectations isn't enough and why it’s important to exceed a clients’ expectations instead.

Attracting Ideal Clients

1. Describe how the vast majority of your Potential Ideal Clients would significantly prefer learning about you.
(Through what means do potential clients prefer discovering skilled Financial Advisors?)

Attracting Ideal Clients
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2. Of the 3 types of referrals, why are “client referrals” the most valuable?

3. Explain why the lack of a continual stream of client referrals is a sign of dysfunction.

Attracting Ideal Clients
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4. Once it’s clear to others that your standards exceed theirs, what’s the result? What’s the impact on your business?

5. If “raising your game” sounds like a lot of extra work, describe how much extra work it takes to build your business
while not impressing people.

Attracting Ideal Clients
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You Are Sitting on Acres of Diamonds
1. Explain why people are natural referrers.

2. Make a case for how you actually might be sitting on “acres of diamonds.”

You Are Sitting on Acres of Diamonds
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3. Explain how a high client referral rate demonstrates a high percentage of “impressed clients,” and how a low client
referral rate indicates that clients are not sufficiently impressed to introduce you to others.

4. How many spontaneous unsolicited referrals have you received in the past 12 months and describe what you feel is
driving them?

You Are Sitting on Acres of Diamonds
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5. What percentage of your clients does that represent and what clues have you seen for increasing it?
(HINT: have you asked your clients what you do that impresses them most?)

6. How many of your referrals over the past 12 months (from any source) have become clients?
What ideas do you have for increasing the quality of your referrals from now on?

You Are Sitting on Acres of Diamonds
R
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7. Describe what your business and your life would be like, if every client was “lit up” and excited about your Client
Experience? What if every client couldn’t wait to share you with everyone they know? What if your existing clients
were so impressed and thrilled with you that they spread the word everywhere?

Crushing It In Client Meetings

1. How valuable do you believe your client meetings are to your clients? Why?

Crushing It In Client Meetings
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2. On a scale from 1-10, how excited are your clients to meet with you? Describe how you arrived at that score.

3. Describe how you ensure your client is crystal clear where they stand and whether or not they're on-track or off-track
in every meeting. How do you ensure your client leaves every meeting knowing whether they're on-track or not?

Crushing It In Client Meetings
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4. Explain why it's important that every client meeting has a high-priority conversation on the agenda, designed to move
the client financially and emotionally.

5. Why is it important that all your clients leave each meeting with an overwhelming sense of confidence that they are
making progress toward their goals?

Crushing It In Client Meetings
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6. Explain why simplifying your clients’ financial lives, making their life more convenient, and saving them time, is
impressive to them.

Reports That Clients Love (And Hate)

1. Explain why clients perceive that they need to study and learn the information contained in every report you provide,
either now or later?

Reports That Clients Love (And Hate)

e
23
©Copyright MMXVIII Comprehensive Advisor Services, LLC, All Rights Reserved




The Only Game In Town - Workbook

10 Game Changing Strategies For Financial Advisors

2. Explain why fewer, but highly customized reports and statements are often better in client meetings.

3. How do the reports you provide your clients focus on clearly measuring financial progress towards your clients’
specific objectives (rather than performance comparisons to benchmarks or other market indicators)?

Reports That Clients Love (And Hate)
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4. Why do you think many clients prefer reports measuring values and amounts instead of reports displaying
percentages?

5. With reports you provide, how easy is it for your client to quickly assess bottom line impacts for them?

Reports That Clients Love (And Hate)
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6. How often are there errors in your reports? Why are even the smallest errors in reports a ‘major disaster’?

7. Why do clients like reports that tell them exactly what they need to do, step-by-step, to remain (or get) on-track?

Reports That Clients Love (And Hate)
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The Critical Path To Getting More Done

1. Are your priorities clear and written down? What are most Financial Advisor’s two priorities?

2. Do you know what your critical tasks are to get your business where you want it to be?

The Critical Path To Getting More Done
R
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3. How much time do you invest each week directly serving clients face-to-face or on-the-phone?
What does this tell you about your priorities?

4. How much time do you invest each week directly speaking with potential clients face-to-face or on-the-phone?
What does this tell you about your priorities?

The Critical Path To Getting More Done
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5. How much time each week do you spend doing everything else? What does this tell you about your priorities?

6. How much time do you invest figuring out what you should be doing right now,
moment-to-moment throughout your day?

The Critical Path To Getting More Done
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7. What more could you do each day to “create time” for more important tasks by dumping, delegating, or deferring
less important action items?

Clients Prefer Relationships Over Technology
1. How are you maximizing the available technology to free you up for more important activities?

Clients Prefer Relationships Over Technology
e
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2. How are you maximizing the people available to free you up for more important activities?

3. Explain why clients are suspicious of the “one man band” business model and prefer a “team of experts” model
instead.

Clients Prefer Relationships Over Technology
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4. In what way does each of your clients measure progress and whether or not they’re on-track?
(Do you provide an overarching strategy or plan for this?)

5. In what ways can you describe your “client experience” being as well-choreographed as a “Disney experience,” like
Disney World?

Clients Prefer Relationships Over Technology
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7. What do you believe the impact would be on your business if your meetings were just as well-choreographed as a
“Disney experience?”

The Ladder Won't Climb Itself

1. List the 7 golden threads which have run throughout this essential course tying it all together.

The Ladder Won't Climb Itself
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2. In this series, you’ve considered many elements of your business, from client acquisition to compelling client progress
meetings, and you’ve documented many actionable concepts in this workbook. Take a minute to review everything
you’ve written and list, in priority order, the 3 most important action items you feel will have the most positive impact
on your business.

3. Finally, what'’s the single most important thing you feel you need to be doing right now, before you retire for the day?

The Ladder Won't Climb Itself
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