
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  l i st  i s  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

Theme-Based Planning S C A N  TH IS  Q R  C O DE 



S C UB A  IN S TEA D 
O F S N O R K LE

Mile wide inch deep vs .
Inch wide mi le  deep 

 



EX A M P LE TH EM ES  &
LA Y IN G  O UT Y O UR  Y EA R
• Impact  score
• Don’t  overdo i t  -  s tart  smal l
• Think about  your  ideal  c l ient  

avatar
• Dif ferent  s ty les  of  va lue-adds
• Get  your  c l ients  exc i ted about  i t -  

make i t  d i f ferent  &  known



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

Theme-Based Planning S C A N  TH IS  Q R  C O DE 
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