
GET CLEAR. GET FOCUSED. GET RESULTS.™

The ClientWise Coaching Program

TM

Participant Benefits 

 �Develop your own customized 
action plan for growth

 �Foster a culture that supports firm strategy

 Enhance skills to hire and develop staff

 �Refine the skills required to build 
your own Wealth Advisory Firm

 �Learn the Proven Method for 
working more closely with your 
client’s other Trusted Advisors

 �Network with other high-performing, 
already successful industry leaders

 �Small group coaching format

 �Accountability to accelerate 
successful firm strategy

 �Become an advisor of the future�

Minimum Participant Requirements 

 �5 years experience or more as a Financial Advisor

 �$500,000+ in annual revenue / gross 
production for trailing 12-months

 �Advisor focus & attitude is on growing their business

 �Already building a team or focus is on 
leveraging others to grow their business

Coaching Program Format 

 �One full day each 90-days / total 
four days within 12-months

 �Curriculum designed for the high-
performing Advisor having success

 ��Curriculum designed by a PhD Instructional 
Designer, based upon proven results

 ��Program facilitated by 20-year industry veteran, 
Founder & President of Clientwise, Executive 
Coaching Firm for the Financial Professional

Atlanta

Boston 

Chicago

Dallas 

Miami

Minneapolis

New Jersey 

New York

San Francisco

Newport Beach

Program Locations To confirm your registration, 
or learn more about this 
program, visit www.clientwise.
com or contact Ray Sclafani 
at ray@clientwise.com or 
by calling 800-732-0876
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Wealth Advisor as CEO™ 
Many advisors run businesses with annual revenues 
of hundreds of thousands, or millions of dollars. In 
essence, advisors are small to medium-sized business 
owners. Interestingly, many advisors have little or 
no training in running a business, consequently they 
operate without a business plan, clear goals, or any 
sort of quantitative benchmarks. Learn how to treat 
your advisory practice for what it is—a thriving 
enterprise that creates value for your clients, and 
has an inherent value itself, with you as the CEO.

Building the Wealth Advisory Firm™ 
Studies have shown that financial advisors who 
build a functional organization can improve total 
productivity on average by 25%, and raise 30% more 
assets as compared to solo practitioners. However, 
effective firms don’t just happen. Constructing and 
sustaining a successful firm requires a detailed 
roadmap and a rigorous commitment to business 
building and practice management. We outline 
how advisors can build an ensemble that is: more 
productive, brings in more revenue, and allows 
for broader, deeper relationships with clients. 

Develop and Improve Your Client 
Segmentation and Service Model 
Are you over-servicing your smaller clients? Are 
you under-servicing your larger clients? Do you 
have a clearly defined client-service model? Have 
you defined pro-active client service activities 
that are customized to each client segment? We 
provide answers to these pressing questions that 
will enable you to meet and exceed the service 
expectations of all of your most valuable clients. 

Develop and Improve Your  
Client Acquisition Strategy  
Even though client acquisition is the essential element 
in a thriving advisory business, many advisors are 
content to grow their business by happenstance, if 
at all. Whether or not you meet prospective clients 
through your social network, focus on targeted niche 
markets, or actively prospect on the golf course, we 
show you how to establish a strategic methodology 
that builds connections that lead to clients who you like 
and who like you, in a thoughtful, efficient manner.

Organizing Priorities: The 90-Day Focus™ 
How would it feel if every 90 days following this  
program, you had your most productive days 
professionally, quarter after quarter? On a scale 
of 1-10, how organized and efficient do you feel 

right now? Are you investing your time optimally, 
or are you spending your time on busy activities 
that do not move you forward? Attendees discover 
what is important right now, and they establish 
an action plan that focuses behavior on the most 
critical activities that propel business forward.

The Professional Advocate Approach™
Trusted advocates are other professionals who, 
over time, have become believers in your quality of 
service and personal integrity to the point where 
they naturally recommend you to others. Attendees 
learn a 5-step process that yields a steady stream 
of quality introductions from quality professional 
advocates.  Most importantly, this approach outlines 
the steps necessary to build strategic partnerships to 
help you fulfill your role as a Wealth Advisory Firm.

New Client Integration Model
Imagine that you are a new client yourself. New 
advisor…new phone number…new assistant…
new account statements, etc. New clients often feel 
anxious and uncertain with a new advisor or firm. 
Instead of ignoring the strong possibility that new 
clients are experiencing some level of anxiety and  
“buyer’s remorse,” we point you to a process that 
reassures clients about their decision, builds confidence 
in you and your firm, and even acts as a springboard 
to gain introductions to other affluent clients. 

The Emotionally Intelligent Advisor™
Emotional Intelligence involves a set of skills that 
define how effectively we perceive, understand, 
reason, and manage our own and other’s feelings. 
High-performing financial advisors use their emotions, 
moods, and feelings, and those of others, to work for 
them. Emotionally intelligent financial advisors are 
more able to stay focused and motivated in stressful 
times, can overcome impediments, and enhance client 
relationships by communicating their ideas more 
effectively. What is your Emotional Intelligence quotient, 
and how can you raise it?

Wealth Advisor as Counselor™
When your clients view you as their financial coach, 
they come to appreciate you for your: honesty, empathy, 
accountability, capacity to calmly state the obvious 
… as well as for your ability to guide them to safe 
financial harbor. Advisors who are counselors use their 
emotional intelligence to: quickly gain the trust of 
prospects and clients, deal effectively with emotionally 
stretched clients, and respond positively to clients’ 
criticism in order to increase client trust and goodwill. 

The ClientWise Coaching Program™
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