Index

A

Aburdene, Patricia, xxviii
Access, importance, 88
Accountability. See Reflective
accountability
cultural issue, 104
impact, 105
poor quality, Failure Point Analysis,
104-105
Account by production, screen, 33
Accumulation culture, continuation, 8
Acquisition, 54-55, 73
examination, 86
impact, 102
possibility, organization (impact), 89
Supernova schematic, 75f
thoughts, 113
ACT!, usage, 25, 47
Actions, 111
inspiration, 57
items, 66
Activity, planning (improvement), 106
Adversarial relationships, creation, 107
Alignment, 90. See also Supernova
Anger, grief stage, 29
Annuitized business, problem, 11
Annuitized model, migration, 11
Annuitized relationships, migration, 7
Anticipation, 98-99
Anticipatory change, 98
Approach buy-in, screen, 33
Aristotle, advisor status, 71
Assessments, sharing, 111
Assets
growth
consistency, 86
strategies, integration, 67
minimum level, comfort, 78
value, screen, 33

Attention, demonstration, 109
Audience connection, pathways/
modes, 71

B

Badaracco, Joseph, xxvii
Bargaining, grief stage, 29
Batch processing, 52
Bear market, occurrence, xxvi—xxvii
Biederman, Larry, 86
Binders, usage, 62—-63
Bitran, Gabriel, xxvi, 11n
Blanchard, Ken, 96
Blended team, 69
Blink (Gladwell), 70-71
Brainstorming. See Plan
focus, 83
Brand wisdom, 90
Brooke, Chris, 65—-66, 96
Buck, Tom, 89
Business
awards, practice (cessation), 106
belief, xix
growth
expectation, 89
team growth, 38
literature, consultation, 11
opportunity, 114
physics, law, xx
refocus, 17
reversal. See Collective business

C

Calendar
CA ownership, 49-50
usage, necessity. See Spreadsheet
calendar
CAs. See Client Associates
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Cates, Bill, 82
referral process, 86
Certified Financial Officer (CFO). See
Family CFO
planning practice, 65-66
Certified Financial Planners (CFPs),
usage, 64
Certified Public Accountants (CPAs)
calls/documents, exchange, 87
discussions, 64
recommendation, 87-88
review involvement, 70
selection, 67
upgrade, 88
CFO. See Certified Financial Officer
CFPs. See Certified Financial Planners
Change, resistance, 108
Choices, wisdom, xxv—xxvi, 115
Client Associates (CAs), xxi
appointments, goal (example), 102
chart placement, 56

client categorization, time inability, 27-28

go-to person, 55-56

leadership role, 45-46
Client-centered collaboration, 88
Clients

attack, xxi

contact, math, 13-14

conversations, example, 63

delivery, screens (usage), 32

departure, xxi—xxii

desires, xxii—xxiii, 12

experiences, 9, 67

financial plan, creation, 24

folders, usage, 84-85

handoffs, 33-36

introduction, 55

listening, xxviii

management, necessity, 5

maximum number, 36-37

minimum number, 37

number, estimation. See Kempf

ownership. See Growth

personalized plan, 35

plan, meaning (variation), xxiii

portfolio performance, 7-8

position, 86

relationships, 64
cessation, 77
roster, reduction, 34
satisfaction
connection, 14-15
surveys, examination, Xxi
service (quality), contact
(dependence), 13
serving, 113
12/4/2 contact ritual, discussion, 82
unhappiness, xxi
upgrades, 33-36
Coaching
action, 67—69
relationship. See Planning
roles, 68
Cold calls. See Supernova
Collective business, reversal, 38
Commission revenue, receipt, 31
Commitment
importance, 68
inspiration, 69
Compliance. See Securities regulations
leadership, advocates. See Merrill
Lynch
officers, 53-54
Contact
commitments, fulfillment, 34
contrast. See Investment
discipline/ritual, contrast, 15-16
model, 54-55
ritual. See 12/4/2 contact ritual
system, understanding, 85
Conversation
change, service (impact), 80-81
Conversation, importance, 70-71

Cooperation, philosophy (adoption), 106

Corporate Athlete Training System
(Loehr), 16

Covey, Stephen, 96

CPAs. See Certified Public Accountants

Creative breakthroughs (occurrence),
ritual (usage), 16

Creative insights, 53

Creative thinking, synthesis, 62—-63

Crisis, impact. See Organization

Csikszentmihalyi, Mihaly, 105



Customers
accumulation, reward (problem), 7-8
intimacy, synthesis, 62—63

D

Darwinism, meeting. See Financial
services
Day-to-day business, haiku, 95
Deming, W. Edwards, 106
points, list, 106-107
Demographics, usage, 62
Denial, grief stage, 29
Dental office
practice, lessons, 99-101
Supernova folder, comparison, 47
Depersonalized plan, 52
Depression, grief stage, 29
Details, attention (driver), 13
Developmental leadership, 96
aspect, 98
Dialogue, maintenance, 109
Discernment, focus, 38
Discipline. See Organization
contrast. See Contact
ritual, 52-53
Drucker, Peter, 50

E

Education, program (institution), 107
Effective Executive, The (Drucker), 50
Effectiveness, description, 50
80/20 rule

assertion, 30-31, 32-33

impact, XXX—XXXi

intuitive power, understanding, 5—-6

names, alternates, 7, 6

pattern, discovery, 6

problem, 1

wisdom, xx
E-mails, management, 56
Emotional resistance, undercurrent

(understanding), 108

Employee/supervisor relationship, 104
Energy, management, 15
Engagement, missing link, 105
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Entrepreneurial groups, organization, 5
Estate planning, 64
Ethos, 71
Evolution. See Teams
Evolutionary change, leading, 97-98
Excel spreadsheet, creation, 25
Exceptional service

approach, xix

referrability, 78

F

FAC. See Merrill Lynch Financial
Advisory Council
Failure Points Analysis, usage,
XXX—XXXI1
False grails, impact, xxv
Family CFO, 65-66
Family office, creation, 69-70
FAs. See Financial Advisors
Fear, cessation, 112, 107
Fee-based financial model, migration, 8
Fee-based model, migration, xxii—xxiii
Feedback, receiving, 111
Fee revenue, receipt, 31
50/50 Fallacy, 7
Financial acumen, synthesis, 62—-63
Financial Advisors (FAs)
annuitized/fee-based financial model,
migration, 11
appointments/day, 48—49
book, reversal (continuation), 38
CA invitation, xxviii
client
demand, meeting, 97
number, average, 30
productivity lesson, 52
financial plan, creation, 52
game plan, 24-26
grief, 29-30
instruction, requests, XXiX—Xxx
office, meeting, 103
organization, 5
phone calls, movement, 50
prosperity, 53
reward, 8
service delivery, seriousness, 34-35
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Financial Advisors (continued)
success, xxi, 26
Supernova, usage (request), XXv—XXvi
Financial Foundations
completion, 27
plan, implementation ability, 31-32
Financial legacy, 63
Financial services
Darwinism, meeting, 97
growth, integration, 80
Financial wherewithal, screen, 33
Folders. See Permanent folder
appreciation, 81
color, variation, 48
usage. See Clients
Force field (creation), service
(creation), 80
Frankl, Viktor, 115

G

Gameboard. See Supernova
discussion, 103-104
performance, 104
success, reasons, 100-101
usage, 99-100

Game-changing insights, opportunities

(emergence), 16

Game-changing moments, 24

Get More Referrals Now! (Cates), 82

Get Slightly Famous (Van Yoder), 85

Gladwell, Malcolm, 88, 70

Goals, discussion, 104

Golf problem, 11

Goodwill, importance, 88

Grails
impact. See False grails
selection, xxvii. See also Holy Grail

Greenleaf, Robert, 95

Grief. See Financial Advisors
stages, 29-30

Group-generated problem solving,

invitation, 105

Growth. See Minimum/Maximum
client ownership, 86
control, 73
creation, 95
importance, 79-81

increase. See Practice growth
integration. See Financial services
opportunities, screen, 33
relationship. See Supernova

H

Hallowell, Roger, xxvi, 11n
Happiness, rating, 63
Hard-dollar profitability, screen, 33
Health, money (relationship), 62
Henley, Darby, 99-101
High-net-worth individuals
response, Xxii
time value, 14
High-net-worth professionals, revenue,
85-86
Holy Grail
quest, xix
selection, xxvii

I

Indiana_Jones and the Last Crusade, Xix
Inner actuary, development, 38
Intentions, demonstration, 102
Interdependence model, 90
Internet trading, success, 17
Interruption, avoidance, 109
Investment

impact, 67

performance, contact (contrast), xxiv

process, 69

success, 67
Invisible bridge, 114

belief, xix

metaphor, xx
Invitations, actions, 111
Issues, anticipation (driver), 13

J

Jobs, completion, 112
Juran, Joseph Moses, 7

K

Kempf, George, 26-27
business growth, 35
client number, estimation, 31



screens
listing, 33
potential, 32
Supernova, initiation, 30-31
Knapp, Rob, 117, 118

L

Leaders
cultivation, Supernova teams
(impact), 109
development, 91
job, perception, 96
trust, 107-108
Leadership. See Developmental
leadership; Servant leadership
adoption/institution, 107
aim, 107
behaviors, release, 108—-109
ownership, impact, 109
principles, exploration, 98-99
sharing, 112. See also Teams
Supernova schematic, 93f
teams. See Merrill Lynch
thoughts, 113
Leading Quietly: An Unorthodox Guide to

Doing the Right Thing (Badaracco),

XXVii
Least Effort, principle. See Principle of
Least Effort
Lendl, Ivan, 15
Life coaching, synthesis, 62-63
Life goals, understanding, xxvi
Likeability, screen, 33
Listening, primer, 109-110
Loehr, Jim, 15
Logos, 71
Loyalty, importance, 68

M

Management by objectives, 107
Man’s Search for Meaning (Frankl), 115
Marketing

importance, 82

sales, contrast, 82
Market position, importance, 82
Massachusetts Institute of Technology

(MIT), Supernova study, xxvi
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Mass inspection, dependence
(cessation), 106
Maximum (Max). See Minimum/
Maximum
McCluskey, Rita, 65-66, 96
McEnerney, Jim, 5-6
Supernova implementation, 8
Medical practice, Supernova folder
(comparison), 47
Meeting, quality, 96-97
Megatrends 2010 (Aburdene), xxviii
Merrill Lynch, 5-6
client service, measurement, 7
compliance leadership, advocates,
53-54
FA, advisor relationship, 38
fee-based business model, practice,
13-14
leadership teams, 98
Supernova
impact, Xxvii—xxx
usage, requirement, Xxiv

Merrill Lynch Financial Advisory Council

(FAC), 35
Meticulous team, 69
Meyerson, Debra, xxviii
Minimum/Maximum (Min/Max),
36-37, 39
environment, growth, 78-79
knowledge, 81
Money and the Meaning of Life: Spiritual
Search in a Material World
(Needleman), 61
Motivation, missing link, 105

N

Needleman, Jacob, 61

Needs, marketer focus, 82

Numerical goals/quotas,
elimination, 107

O

Oliva, Rogelio, xxvi, 11n

O’Neal, Stan, xxi

“On Rhetoric” (Aristotle), 71
Opening Closed Doors: Key to Reaching

Hard-To-Reach People (Weylman), 82
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Organization, 41
change, crisis (impact), 97
chart (org chart), inversion, 45-46
discipline, 69
impact. See Acquisition
principle. See Supernova
relationship. See Planning
Supernova schematic, 43f
thoughts, 114

Ownership, impact. See Leadership

P

Pareto, Vilfredo, 6
Pareto Principle, 7
Pathos, 71
Peer-to-peer momentum, 24
People, change (reasons), 105-107
Permanent folder, financial /personal
aspect, 4647
Permanent Record, update, 4648
Personal training, synthesis, 62-63
Phone calls
rescheduling, 51
usage, 48-49
Phone tag, time waste, 51-52
Plan. See Depersonalized plan
brainstorming, 63
documents, inclusion, 62-63
meaning, variation. See Clients
necessity, xxiii
ownership, xxiii
Planning, 57. See also Estate planning;
True planning
coaching, relationship, 71
core component, 68-69
ethic, 63-64
implementation, relationship,
63-64
meaning, deadlines, 63
organization, relationship, 64
success, 113
Supernova schematic, 59f
thoughts, 113
usage. See Relationships
Population, wealth (mathematical
relationship), 6
Portfolio allocations, adjustment, 64

Power of Full Engagement (Loehr/
Schwartz), 15

Practice

leading, 91

productivity, 100
Practice culture, synthesis, 63
Practice growth, increase, 79-81
Presegmentation mind-set, 46
Presentation appointments, setup, 88
Price-value perception, screen, 33
Pride, impact, 98
Principle of Least Effort, 6-7
Priority client capability, screen, 33
Priority client status, screen, 33
Problems, response rapidity (driver), 13
Production

data, xxii

goals, energy, xxiii

measurement, 12

system, improvement, 106
Productive changes, making, 39
Productivity. See Practice

enabler. See Technology

lesson. See Financial Advisors
Products

improvement, purpose constancy

(creation), 106

merchandiser focus, 82
Professional networking, 87-89
Promises, 41

power, 112
Propel Frontline Leaders (Reavis), 111

Q

Quality Movement, 6
Questions, asking, 111

R

Reavis, George, 111
Referrability, asking, 90
Referrals
calls, activity, 103
development, 78
harvesting, 90
ideas, 81-83
mind-set, 81
techniques, 81-82



Reflection, impact, 105
Reflective accountability, 103-105
Relationships
acquisition, success, 113
protection, planning (usage), 66-67
Respect, importance, 68
Revenue, cessation, 8
Reward, problem. See Customers
Right-sized segmented book, sizing,
36-37
Ritual
contrast. See Contact
principle, 16
Rolodex
development, 85
importance, increase, 88-89
usage, XX
Rule of the Vital Few, 7

S

Sales
contrast. See Marketing
usage, 82
Schedule
nonadherence, Failure Point
Analysis, 54
relinquishment, Failure Point
Analysis, 49
Scheduled contacts, 101
drivers, 13
importance, Xxiii—xxiv
Scheduled contacts, drivers, 13
Schwartz, Tony, 15
Screens. See Kempf
delivery, 32
Securities regulations, compliance, 53-54
Segmentation, 19
absence, Failure Point Analysis, 36
bluntness, 27-30
continuation, 39
customization ability, 29-30
identification, 26-27
importance, 23
planning, relationship, 37
Supernova schematic, 21f
thoughts, 114

Selection, wisdom, xxv—xxvi, 114
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Self-directed portfolios, success, 17
Self-improvement, program
(institution), 107
Self-knowledge, 56
Self-limiting environments, 77
Sentences, completion (avoidance), 109
Servant as Leader, The (Greenleaf), 95
Servant leadership, 95
Service
approach. See Exceptional service
delivery, seriousness. See Financial
Advisors
depth/breadth, driver, 13
drivers, list, 12-13
impact. See Conversation
importance, 79-81
improvement, purpose constancy
(creation), 106
model. See Supernova
probation, 23-24
scores, examination, 17
surveys, usage, Xxii—Xxiv
system, improvement, 106
usage. See Force field
Service-oriented profession, belief, xix
Singh, Tony, 28-29
subspecialty, construction, 85-87
Skepticism, encouragement, 114-115
Skills training, institution, 106
Slogans/exhortations, elimination, 107
Small-scale experimentation, usage, 111
SMART Marketing technique, 86
Soft-dollar profitability, screen, 33
Spreadsheet calendar, usage
(necessity), 25
Statements, arrival, 14
Supernova
acceleration, 87-89
advisors
inflexibility, 54
transformation, 67-68
cold calls, 84
contact ritual, 14-15
experiences, creation, 101
plan alignment, 64
creation, 110
demands, 28
disruption, 110
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Supernova (continued)
efficiency/growth, 69
failure, reasons (Failure Points
Analysis), 25-26
gameboard, 101-103
growth, relationship, 77-78
impact. See Time
implementation, XXix—xxx
initiation, 35
interaction. See Teams
model, implementation, 69
non-negotiable, 19
opportunity, 62
organization, 46—47
flexibility, 52
principle, 54-56
usage. See Trust
presentation, success, XXix
principles, 3f
revolution, Xxvii—xxx
rollouts, 46, 115
science, Xxiv
segmentation, 8
service model, 95
teams, impact. See Leaders
training, xxviii
usage
request. See Financial Advisors
requirement. See Merrill Lynch
Supernova Consulting Group, 117-118
Supernova teams
composition, 102
goal, 78
types, 69

T

Tag tem, 69

Tax code, changes, 84

Teams. See Blended team; Meticulous

team; Tag team

emotions, 108
evolution, 97-98
growth. See Business
leadership, sharing, 108-109
members, trust, 107-108
self-examination, 105
Supernova, interaction, 110

thinking, 105

12/4/2 contact ritual, function, 101

types. See Supernova teams
Technology, productivity enabler, 45
Technology bubble, xxvi
Telecom stocks, bubble, xxvi
Tempered Radicals (Meyerson), xxviii
Thankin, actions, 111
Time

availability, 89-90

growth

Supernova, impact, 78
usage (failure), Failure Point
Analysis, 87

value. See High-net-worth individuals
Tipping Point, The (Gladwell), 88
True planning, 62-63
Trust. See Leaders; Teams

acceptance, 51-52

account (increase), Supernova

organization (usage), 51

building, 112

documents, review, 68

importance, 68

preservation, 108

team orientation, 107-108
12/4/2 contact map, extension, 46
12/4/2 contact ritual, 14-15, 23

adherence, observation, 25

appropriateness, 101

discussion. See Clients

examination, 112

function. See Teams

implementation, impossibility, 15

plan implementation, devotion, 63-64

A%

Value
continuation, 84
creation, 34-35
legacy, 63
Value Important Permission Suggestions
(VIPS)
concept, 83
process, 82—-83
Van Yoder, Steven, 85
Vertical marketing tactics, usage, 86



Vertical specialization, business growth,
85-87

Vital Few, Rule. See Rule of the Vital Few

Voice mail, maximization, 56

w

Wealth (direction), client under-
standing, xxiii
Weylman, Richard, 86, 82

Index

Wilson, Larry, 96
Win-win situation, 106

Z

Zipf, George, 6-7
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