
TH E EFFIC IEN T 
A DV IS O R

LIB B Y  G R EIW E

Join The Community C O N N EC T W ITH  M E O N  LIN K EDIN



1.  MARKETING/PROSPECTING
2. PROSPECT-TO-CLIENT (FINANCIAL PLANNING) 
3. ONBOARDING
4. ONGOING CLIENT SERVICE MODEL
5. CLIENT EXPERIENCE
6. REFERRAL PROCESS
7. INVESTMENT PROCESS 
8. EMPLOYEE EXPERIENCE 

TH E 8  P R O C ES S ES :

*Don’t worry, this list is in the resources! 



G R A B  Y O UR  
FR EE R ES O UR C E

TH E EFFIC IEN T A DV IS O R

Onboarding S C A N  TH IS  Q R  C O DE 



DAY 1 - 30: PROFESSIONALISM & EFFICIENCY

DAYS 31 - 60: SURPRISE & DELIGHT

DAYS 61 - 90+: SHOCK & AWE

O N B O A R DIN G
Before 

First Year 



DAY 1 - 30: PROFESSIONALISM & EFFICIENCY

DAYS 31 - 60: SURPRISE & DELIGHT

DAYS 61 - 90+: SHOCK & AWE

R EM A R K A B LE O N B O A R DIN G  M US T H A V ES
Intel Process, Team Involvement, Solid Planning Process

SOPs & Error - Free Processing; Paperwork Party; Weekly Status 
Updates; Breaking Up Process; Thank You Card

Formal Onboarding Meeting; Expectations of Our Engagement;  Check -
ins; Welcome Email/Kit

Check - ins incorporating intel; Contract Review and/or Statement 
Review; Something Extra (Gift, Tax Season, Personal Video, etc)
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