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What is Referral Builder?

Referral Builder is a time-tested marketing system that
enables financial advisors to get more and better

referrals from existing clients and COls

Thisis NOT your typical referral program!

ltis a complete loyalty system that will enable you

and your team to turn clients into advocates in
consistent and deliberate way

When you implement this loyalty system as designed it will
transform your business in a meaningful way.
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The Foundation

Maximum Impact Marketing
C Clearand compelling story

C Toldtotheright people
C Usingtheright approach

Advocate-Based Marketing

C Thekey to getting referrals is to turn clients into advocates
BUT please understand thateée

advocacy begets advocacy!

If you want your clients to become stronger advocates for you,
you first have to become a stronger advocate for them
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HOW does Referral Builder work?

Client / COI

Event Referrals Public
Marketing Relations

Discovery Analysis Wealth Mgmt Roadmap Progress
Meeting & Planning Roadmap Implementatioy” Meetings

R f 1 ' Client Client Client
€ erlga icati Education Feedback Appreciation &
Ali\,,‘(,m.,gf System System Recognition
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WHY does Referral Builder work?

Bl wlder that moves people from :
AN ADVOCATE RASED clientsto ddeocdtes... a d Raving Fans

MARKETING SYSTEN

' B [}
Referral > LOvALTY PROCESS

Advocates

Clients

SALES PROCESS Customers

Thiis iis where adivisors

sperdmobst ofcheir time.f. .
he ' Shoppers

LOYALTY LADDER
Prospects

*Used with permission. Adapted from Up the Loyalty Ladder, By Murray

and Neil Raphel Raphel Marketing, Atlantic City, NJ | www.raphel.com E
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What kind of RESULTS can | expect?

Phase 1: STORY Builder

C Clear and compelling story
C Clarity of purpose
C Conviction

Phase 2: ADVOCATE Builder

C Greater client loyalty
C More and better referrals

A4

C More assets / money / fun
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Delivery Options

1. 61 Month Coaching Program .
A STORY Builder + ADVOCATE Builder m
A Limited to 15 advisor TEAMS
A Company-Specific OR Open Enroliment
2. Maximum Impact Marketing Boot Camp
A 37 5 days; up to 30 advisor teams can participate
A Can be customized to your organization
A ldeal as value-added program for managers/ m-fund companies
3. EnterpriselLicensew/ Train-the-Trainer Option
A Brokerage firms, custodians, broker-dealers w/ 100+ advisors
A Private label and train-the-trainer options available
A Ideal as value-added program for managers/ m-fund companies
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6 OMonth Coaching Program

1.

(14) Web Conferences
A\ Weekly calls; 60 minutes each

Specific projects after each call

50% review + 50% new material
Phasel, STORY Builder, 7 calls
Phase 2, ADVOCATE Builder, 7 calls
(11) Individual Sessions

A Bi-weekly; 30 minutes each

A 7 after web conferences #2, #4, #6, #8, #10, #12, #14
A 4 more in Months 5 & 6

Referral Builder SystemE
A STORY Builder + ADVOCATE Builder + AUDIO CD

> v D> D> P
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WHY does it work?

1. Thisisa hightouch/highimpact program
for serious advisors

2. Ledbyateam of highlyexperienced coaches
who are passionate about helping advisors succeed

3. Aprofessionallydesigned curriculum ensures maximum
transference of best practices into your business

Participantsare grouped by level of experience and success
Highly interactive environment allows peer-to-peer coaching
Advisors receive personalized coaching and consulting
Allteam members are encouraged to participate

Critical activities closely monitored to ensure maximum results
A 80% participation level is required to remain in the program
10. This loyalty system becomes a permanent part of your business

© 0N Ok

More Advocates A More Referrals
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Coaching Program Syllabus

1. Phase 1. STORY Builder
Web Conf #1, Maximum Impact Marketing

> > D>

> > D

>

Web Conf #2, Defining Your Core Values a

Web Conf #3, Defining Your Investment Philosophy

Web Conf #4, Defining Your Points of Distinction a
Web Conf #5, Drafting Your Mission Statement
Web Conf #6, Defining Your Investment / Wealth Management Process a

Web Conf #7, Drafting Your Biographies / Developing Your Brochure

2. Phase 2. ADVOCATE Builder
Web Conf #8, Developing Your Key Client List &
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Delivery:  Measuring Progress

Critical milestones are tracked online to ensure that our advisor teams stay on track

File Manager

Audio Recordings

Discussion Boards

Your Coaching Team

Referral Builder Information
Practice Management Library

78

days until
MISSION ACCOMPLISHED

Edit sidebar

| Additem | Customize this list

Due Date
Sort¥

January 19, 2010
January 26, 2010
January 26, 2010
January 26, 2010
January 29, 2010
February 2, 2010
February 2, 2010

February 4, 2010
February 9, 2010
February 9, 2010
February 12, 2010
February 16, 2010
February 23, 2010
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Milestone

Sort ¥

Program Orientation

Technology Set-Up

Schedule Individual Coaching Calls
Defining Your Core Values
Coaching Call #1

Core Values Exercise

Defining Your Investment
Philosophy

ClienTalk Orientation Call
Investment Philosophy Exercise
Defining Your Points of Distinction
Coaching Call #2

Drafting Your Mission Statement
Defining Your Process

Type

Sort ™

Web Conference
Administrative
Administrative
Web Conference
Coaching Call
Teamwork

Web Conference

ClienTalk
Teamwork

Web Conference
Coaching Call
Web Conference
Web Conference

Completed

Sort ¥
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Home Milestones
Calendar
This page contains a list of milestones (goals) that you and your team will be achieving during the next six months:

Showing 30 items
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Delivery:  Communication

Advisor Teams communicate with each other and their coaches online
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