
 

  



10 Things you Must Do to 
Thrive in the  

Financial Advisor Business 
 

Number 1.  

Premium Pricing is the Quickest Route to a High Net.  

Know your value and price your services accordingly. We are not in 
an industry where low price buys market share. In almost all cases 
all low price does is limit your revenue per client and convince your 
clients of your limited value.  

“Absent other Criteria, Price Determines Perception of Value.”  

Number 2.  

Focus “Internally First”  

Take out a blank legal pad and focus on what you can do to improve 
client perception of value. Value starts with Rapport. Hire only 
sincere and honest people who truly care about their client’s 
achievement more than their own.  

Number 3.  

Have a Strong Sales Process in Place.  

Have a STRONG introductory, Enrollment, Orientation, and Upgrade 
Process in place. Implement a focused SYSTEM to support that 
process. Vigorously train all staff on that system, continuously. 
ADVISOR WEALTH MASTERY provides extensive training on all 
sales and marketing processes as well as comprehensive programs  



Number 4.  

“What gets measured gets done”  

Keep COMPLETE operations statistics on your business and always 
have an up to date Profit and Loss statement. Learn how to read 
your numbers. Learn what your benchmarks should be for each 
area. Pay attention, daily, weekly, and monthly.  

ADVISOR WEALTH MASTERY has a complete set of statistics 
tracking forms that are available at the member website. See 
www.AdvisorWealthMastery.com.  

Number 5.  

Upgrade your staff.  

The most important thing you can do once you have employees is to 
run regular (weekly or twice weekly training.) An employee either 
does or does not have the aptitude to perform the role that you need 
filled. They bring their own motivation to the job. You most 
important role is to have  

There are many sources of staff. These include internal 
development, referrals from current clients and staff, and external 
recruiting from a variety of sources. Your priority does not need to 
be advanced financial knowledge that can be developed within to 
the level you need for your staff.  

Number 6.  

Focus on Retention.  

The least expensive sale you ever make is the second or third sale to 
the same client. Unfortunately in most every case it’s expensive, 
either in time or money to enroll a new client. You may spend $500 



to $1,000 or more in paid advertising to get a new client. Or, you 
may average several hours of time in community outreach activities 
to generate each new client.  

To grow your client body it’s infinitely easier to lose fewer clients 
than to enroll more clients.  

Number 8.  

The Marketing Parthenon.  

Relying on only one or two methods for generating new clients is 
not only lazy but inherently dangerous. You must develop a wide 
range of systems and methods for creating introductory traffic 
consistently.  

Your systems must include each of the key areas:  

1st. Internal Marketing Events and Processes that help great friend 
referrals.  

2nd. External “Community Outreach” events that inexpensively 
introduce your business to individuals and groups in your 
community.  

3rd. Effective Advertising methods that are not time intensive but 
which create a cost-effective stream of introductory clients.  

Number 9.  

Separate Your Hobby from Your Business.  

The vast majority of business owners confuse their interests as a 
“hobbiest” with their role as a professional advisor. You must not 
forget that your interests and needs as someone who’s inherently 
interested in your chosen profession are different than the interest 
and needs of most of those who are interested in protecting 



themselves and growing their assets. 

While you should never lose your zest for your personal curiosity 
you must structure an appropriate recommendation and 
appropriately clear and simple explanation for your target audience.  

Once that’s done you basically teach and recommend the same thing 
over and over to a constant changing group of clients (ie. New 
clients coming in all of the time.)  

Number 10. Eliminate Self-Defeating Thinking and 

Elevate your Expectations  

Just like in the recent phenomenon “the Secret” ultimately you get 
what you expect and attract what you focus on intently. It’s 
important to look for references that support your goals and 
objectives and to ignore the naysayers. Be very careful that you pay 
attention to the top 10% of our industry and ignore the opinions, 
pricing, results of the rest.  

You must be careful to surround yourself with people who have 
achieved what you want to achieve. The great sales trainer Tom 
Hopkins puts it this way: “Never take advice from someone more 
screwed up than you are.”  

If you watch the news then you will see that in the United States a 
very small percentage of the population earns most of the income. 
One statistic that I found shows that a little over 15% of the 
population earn over $100,000 a year and less than 1.5% earn more 
than $250,000 a year.  

So looking at that number alone you know that if you want to earn 
over $100,000 a year then 85% of the people are doing the wrong 
things and have opinions that are not useful to you. If you want to 
earn $250,000 or more then 98.5% of everyone is wrong about how 
to get there.  



I’ve been in the top 1% in our industry for over 33 years. We now 
have most of those who have been in the top 1% for 10 or more 
years sharing ideas with you and contributing on an ongoing basis 
to advisor wealth mastery. Most of the “experts” really haven’t 
grossed more than $300,000 per year much less had NET Profit of 
that much or more consistently.  

Thank you...... I look forward to personally helping you grow your 

business.  

Stephen Oliver, MBA  

CEO – Advisor Wealth Mastery 
 

 
 

Learn more about Advisor Wealth Mastery –  Free Book, Free 
Seminar Video, and Free Business Evaluation: 

www.AdvisorWealthMastery.com 
Or, call for more information:   1-720-256-0208 

 

 

http://www.advisorwealthmastery.com/

