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What Is A series of actions that are carried out in
C[ient a particular order, not just one action.

These actions should achieve the desired
outcome.

Process?

IDENIFYING YOUR CLIENT PROCESS




Your
"Client Process  is
the Ultimate Key

Value Proposition

Customer Experience

Increase your ability to be referred

Reduce compliance or competitive pressure
Improves communication between all parties
Increases wallet share

Deepens advisor-client relationships

IDENTIFYING YOUR CLIENT PROCESS
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» The key attributes of an effective process must be aligned with and
driven by your overall goal.

- Be well documented, and clear, leaving no room for
misinterpretation.

* It must be repeatable, followed precisely.

- Re-evaluate annually to ensure ongoing effectiveness and simplicity.

- It should be presented at each appointment and discussed. It
highlights the client-advisor relationship over time

IDENTIFYING YOUR CLIENT PROCESS
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» THE HABIT OF IMPROVING AND/OR ESTABLISHING PROCESSES
WHEN NEEDED SHOULD BE ENGRAINED IN YOUR CULTURE.

« A GOOD PROCESS ENSURES QUALITY WITHIN YOUR
ORGANIZATION, RESULTING IN HIGHER SUCCESS FOR BOTH
YOUR CLIENT AND YOUR BUSINESS, ATTRACTING PROSPECTS.

IDENTIFYING YOUR CLIENT PROCESS




Scaling

Your
Process
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- You can not scale yourself - you can scale
your process even if your intent is not to
become a large practice.

- A process will give you an Increased Quality
of Life or superior work-life balance.

- Your process should be "bigger” than yourself

IDENTIFYING YOUR CLIENT PROCESS
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REGAL

FINANCIAL GROUP RE‘H’iEW
AUSTIN .
Regularly review
6 and refine plan

Implement

Transform plans
into actions

Action Plan

| ay out a clear and
actionable roadmap

4

Goals & Needs

Evaluate today and
map out tomorrow

Explore
Opportunities

|dentify challenges and
pinpoint opportunities

Strategy
Formation 3

Shape a strategy through
collaborative sessions

Mario L. Ruiz, RICP®
512.524.6693 direct | mruiz@regalfin.com

Irvestrment advisory seraces offeren through Fegal Investment Advisors, LS, an SEC Begetered investmert Advesor Begal iInvesmen Advisors and Begal Hodrgs are affilaned envnes. Begisranon with the SEC does notimcly any evel of sioll or manming.




REGAL

FINANCIAL GROUP
APEX

Review & Continue
Process as Needed
or Required

Adjust/Tweak
Plan Based on
Client Input

Step 34

Many
Renditions

Foundation
Conversation:

Understand Concemns,
Goals & Ideas

Gather
Information

Establish
Broad Stroke Plan
& Discuss with
Client




CLIENT ENGAGEMENT PROCESS
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We are a wealth management firm focused on retirement income and believe our relationships begin with a foundation of truth and honesty. We are interested in building long-term
relationships not brokering transactions. Our clients are like family and not everyone who completes our process will be a fit for our practice. Our comprehensive retirement planning
process uniquely positions our advisors to meet the needs of guiding our clients through the transition of asset accumulation to asset distribution. The process of crafting your custom
retirement plan generally involves these steps towards the goal to Retire the Job and KEEP the Paycheck.

DISCOVERY
(MEETINGS 1 &2)

« Getto kn% w one another,
0

including how we get paid

ﬂ|scuss current plan &
goals.

« Identify risk tolerance.

« Analyze risk, fegs & tax
inefficiencies of current
portfalio.

« Show Social Security
Optimization strategy.

+ Side-b

INTRODUCE
A STRATEGY

(MEETING 3)

« Craft a custom ;i»lan to
|

protect desired lifestyle
Provide recommendations to
contain losses, cut fees &
risks, improve tax
efficiencies.

¥ side comparison of
current plan vs.
re:ummandatmns

« Live, on-screen "what if*

scenarios.

» Adjust plan with desired

changes.

IMPLEMENT
STRATEGY

(MEETING 4 & BEYOND)

« Review final plan & address
questions.

« Decide if a fit exists.

« Income & investment plan
initiated with signature.

« Establish Trusted Contact.

PRESENT
COMPLETED
STRATEGY

- Deliver partfolio with

documents.

Review log-in information,
office contacts &
communication policies.

« Introduce Friends & Family

program.

« Address Lon

ONGOING
REVIEWS

(AT LEAST ANNUALLY

& ANYTIME BY
APPOINTMENT)

. Rew ad]ust Ian based

nnll @ changes pan
performance.

E Address ?fngnm strate |es

fortax e base
current opportunities.

g-Tarm care
needs & coverage.

» Address Legacy goals.
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SUMMIT Trajectory & Plan Inventory
FINANCIAL GROUP .
OF INDUANA Check-In Commitment
Will/Desire

Milestone
6 Course Correction

Open Dialogue

Open Dialogue
Top Three Goals

Environmental

Risk & Condition Scan-Feedback
Accountability Sessions
Key Performance e

Indicators (KPI1)

Open Dialogue Demographics

Geographical
Risk/Reward

S Strategy & _
Deployment Action Plan
Short-Term Final Approval
Long-Term Implementation

Overall Philosophy Transition Process

Process-Time Frame
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- Conclusion — Establishing a process becomes a foundational part of your practice.

 Processes are critical because they describe how things are to be done, provide the
guide rails for a client relationship, allow us to stay accountable, and give us a
standard to compare our results.

* Your process should be tweaked and reviewed annually as you may add new services
or have regulatory changes.

« Over time, your process will become streamlined and more efficient.

« When you focus on the right processes, you design your way to success.

IDENTIFYING YOUR CLIENT PROCESS



How do

you start?
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. Download the C4G Process Generator
. Complete the generator after or during a private

coaching session(1 hour)

. Return it to catalyst4growth.org
. Wait for a draft from designer
. Tweak draft and then send to print by our

professional printer

. Wait for the delivery by UPS/FedEx of your

customized process

. Use this daily with prospects & clients

Lucky Seven

IDENTIFYING YOUR CLIENT PROCESS



Questions?

- jkailunas@regalfin.com
kberwald@regalfin.com 616.258.5001
734.626.1281

IDENTIFYING YOUR CLIENT PROCESS
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