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THE 8 PROCESSES:

1. MARKETING/PROSPECTING

2. PROSPECT-TO-CLIENT (FINANCIAL PLANNING)
3. ONBOARDING

4. ONGOING CLIENT SERVICE MODEL

S. CLIENT EXPERIENCE

6. REFERRAL PROCESS

7. INVESTMENT PROCESS

8. EMPLOYEE EXPERIENCE

*Don't worry, this list is in the resources!
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EXAMPLE THEMES &
LAYING OUT YOUR YEAR

Impact score

Don't overdo it - start small
Think about your ideal client
avatar

Different styles of value-adds
Get your clients excited about it-
make it different & known
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THEME-BASED PLANNING
EXAMPLE

Q1 - Client Meeting

Objective of Q1: To education on the theme.
Introduce clients to the different ways that you
create incorme in retirement and the taxation of
those income streams.

Prep: Create an educational agenda for this
rmeeting to discuss things such as:
» How social security works & different filing
strategies
« How pensions work & different filing
strategies
» How you create incorme for clients in
retirerment (i.e. Dividends, Bucket Strategy,
Annuities, RMDs, etc.
» Education on how different types of income
are taxed

. tting
Jucatmwﬂf & ce
]u;‘t e e ctage:

Q3 - Client Meeting

Objective of Q3: To connect the educational
pieces to the planning you are doing for them.

Prep: Create a sample retirement income
distribution strategy for your clients. Show them
what their retirement income projections are
and what sources they have. Discuss different
investment strategies that apply to their
personalized situation. In this exarmple, that
could be raising cash for a bucket strategy,
introducing an annuity with an income rider, or
Roth conversations to create more tax free
income in retirement.

Implement!
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Q2 - Value Add

Objective of Q2: To continue to educate on
the theme and build knowledge.

You could host an event, do a webinar, create
a video, or provide educational content to
expand on your Q1 meetings.

In this example, you could host a social
security filing strategy workshop or do an
educational event on the different types of
annuities that exist and pros and cons (if
that's your thing).

You could have a CPA talk on what they see
for retirees on their taxes and talk about
strategies you use to create more tax-friendly
income.

The goal is to deepned their undestanding.
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Q4 - Reinforce

Objective of Q4: Reinforce key strategies,
answer commaon questions, and help clients feel
confident heading into the new year.

You could host an event, do a webinar, create a
video, or provide educational content to expand
on your Q3 meetings. You could cover things
like:
« Recap of income strategies discussed this
year
« Howyear-end planning can reduce taxes in
retirement
« Mistakes to avioid before yvear-end (e.g. Roth
CONVErsions, maxing our H5As, etc)
« Preview of what planning focus is coming
next year
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