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Spring is often associated with the themes of new life, rejuvenation, and of course, cleaning! With tax
season coming to a close, do you have plans to reenergize your practice and your team? Does your
business need a spring cleaning? Below we provide you with a Call to Action.

New Life: Referrals — Today, most advisors have a goal of becoming referral-only businesses. Traditional
marketing can be time consuming and expensive. However, creating connections and developing
relationships with centers of influence that in turn become "feeders" or sources of new clientele can be
far more productive, efficient, and cost effective. Centers of Influence (COls) or Spheres of Influence (SOls)
have the propensity to refer your business. They understand your business and the value that you and
your team bring to clients; they are advocates and supporters of your practice. Ideally, they can articulate
your story and your unique value proposition. Ask yourself some questions. Do you have both client and
non-client referral sources? How strong are those relationships? Are your centers of influence proactively
providing referrals to the practice? Are the referrals qualified? Is asking for referrals a normal part of your
sales or relationship building process, or, do you avoid making "the ask"? More than likely, you can
breathe new life into your practice by focusing on a referral strategy. Perform some analysis on the
referrals you've received in the last 12-24 months. Whether clients or centers of influence, identify your
best sources and reconnect with them. As an aside, many advisory teams have strong CPA and accountant
relationships and with tax season almost over, now is a great time to send those CPAs a tray of cookies,
brownies, bagels, etc. They will appreciate your thoughtfulness, and it is a means of keeping your name in
front of them for future referrals! (See process on following page).

Rejuvenate: Organic Growth — For those of you engaged in a more holistic financial practice model
offering multiple products and services, we find there is often tremendous growth potential within your
current client base. Perhaps you can sell additional services to existing clients or expand the household
through multi-generational relationship building. You may have existing clients who have put you in a box
as the provider of one specific product or service, and they are unaware of your overall value proposition
including the varying solutions that you offer. With some additional fact-finding or profiling of current
clients, you will likely find additional opportunity! Obviously it makes sense to focus on maximizing your
existing relationships and we are great proponents of this growth strategy. Ask yourself, do we have some
opportunity for growth within our current client base? If the answer is yes, be sure to take action. You
should specifically identify the opportunity by reviewing your current clients and then establish
appointments to gain knowledge, uncover specific needs, and close with the appropriate services. This will
deepen your relationships and increase your assets and/or revenues.

Below is a simple process to both identify new opportunity, whether through referrals or organic growth,
and make it a reality within your business!
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Spring Cleaning: Segmentation — The above process also provides an excellent opportunity to review your
client segments and ensure that you have them coded correctly based on your segmentation criteria.
Have you been keeping your segmentation up-to-date? Do all team members know who in your practice
are the BEST clients? Are you serving your varying segments appropriately? Do you still have clients within
your book of business who would be better suited and served by another financial professional and should
be migrated accordingly? As you review your current clientele for organic growth or referral opportunity,
take the time to clean up your database. For more information, visit www.BoundlessPublishing.com for

our book entitled, Know Service. Segmentation is included in step one of our 5-Step Process to 5-Star
Service and is loaded with how-to instructions, tools, resources, and samples to help you develop and
execute the segmentation plan that is right for your practice.

Reenergize: Your Team -

A) Appreciation. Tax season is one of the most energy-draining and time-consuming periods of the year,
particularly for support team members. Now is a great time to show appreciation to your team! Providing
individual tokens of thanks to your team members based on their interests and passions can go a long way
to showing appreciation of the extra work they encountered during tax season. It is also a great time to
schedule a team event such as dinner, bowling, going to a movie, or some other activity that the team
members enjoy. Blowing off some steam, in addition to celebrating the end of tax season and hopefully a
successful quarter, can go a long way toward energizing the team.

B) Evaluate. As the financial services industry continues its complex evolution, so does teaming. It has
become far more difficult to execute the sole practioner model in an industry that continues to place
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more demands on the financial advisor. Whether it is due to the new rules and regulations, increasing
amounts of paperwork, new and exciting products and solutions, or the introduction of new technology to
enhance efficiencies, staying on top of your craft AND delivering exemplary service to clientele (who also
have increasing expectations), is an arduous proposition. Having seen some teams implode over the years
due to a lack of due diligence in the planning process, many advisors seek our advice to help ensure that
they avoid the pitfalls. They want to know HOW to expand their team, WHO would make a good addition
or partner, WHAT is the process they should follow, and WHEN is the right time to add new members.
They want to know about trial periods, prenuptial and formal agreements, specifically assigning roles and
responsibilities, setting goals and expectations, and assessing the success of the new team. Expanding
from the sole practioner model and finding the right people to fill the specific gaps in the practice does
not automatically solve the identified challenges. Successful teams are constantly looking for ways to
improve and breathe new life into their practice in order to drive more revenues or to take advantage of
economies of scale. With tax season behind you, now is a great time to check in with your team, assess
how roles and responsibilities are aligned, and discuss any capacity challenges you may be encountering.
(You may also be interested in our Business Insights program that allows you to conduct a 360° survey on
how your team and business functions. See www.ParagonResources.com for more details.)

C) Solidify Your Team Communication Plan. One of the biggest challenges that we see relates to internal
team communications. In our Know Service book, we show you HOW to create a CLIENT communication
plan that leads to loyal clients. Clients expect constant communication from their financial professional to
make sure that they are on track with meeting their goals and that you are doing your job. Teams are no
different. Whether your team is made up of two or ten individuals, a TEAM communication plan
encourages engaged team members and is vital to the success of your business. People are the most
important element of your practice, and a lack of good communication is the number one reason that
problems occur within relationships. A consistent team communication plan can make a difference to
both the revenue and efficiency arenas of your practice; the plan can even mean the difference between
team member retention and departure. It is so easy to get caught up in daily activities and distractions
and become reactive to your day, thereby allowing outside sources to take control. Creating and
consistently executing a team communication plan ensures that all members of the team understand
what is going on and what priorities they need to focus on in the business.

Tax time and year-end are often the times when teams feel disjointed. Individuals have been swallowed
up by seasonal paperwork and they often feel a disconnect to what the rest of the team has been working
on and how clients and the business are doing. So ask yourself, do you HAVE and consistently EXECUTE a
TEAM communication plan? Are all your team members on the same page in regards to vision, goals, and
priorities? If you have strayed from regular team meetings for the last few weeks, be sure to come back
together and recommit to your daily huddles, weekly tactical gatherings, and monthly strategic meetings.
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