


HOW TO CREATE YOUR EXPERT 
ADVISOR ACCELERATE PRACTICE IN 2019

By Wouter Snyman

You might ask me; “Why?”

Simple, you are the asset that will yield the highest returns if managed well, more so, it is the only one 
which YOU have full control over.   

In my general discussions with financial advisors and clients around the country I get a sense of despair 
with the current political, economic and state capture headlines testing our resolve to its limits. 

To a large degree I believe this is the effect that Stephen Covey coined as 90|10 thinking. Simply meaning 
that we control 90 percent of our life, the other 10 percent we have no control over. However, given the 
opportunity most of us will allow the 10 percent (politics, economic environment, state capture, legislation) 
to dominate and cloud our lives.

Einstein once was quoted as saying “Imagination is more important than knowledge. Knowledge is limited. 
Imagination encircles the world.” When I test adults on this idea of imagination, or the ability to innovate, 
very few felt they had the ability to imagine a better state, environment or business. 

Yet, if we want 2019 to be a year that is significantly better than 2018, we need to: 

The #1 Asset In Your Life Is YOU!

No matter what anyone tells you, or where you are in the 
evolution of your business, YOU are the biggest asset your 
business currently has. 

In the past as advisors we have defined assets in many ways, 
and we have been taught how to sell other companies as 
if they were the only asset, and if their brand is the most 
important.

The time has come to change this. 

Your past is 
important, but 
it’s not nearly as 
important to your 
present as it is the 
way you see your 
future.
 - Tony Compolo

…and that is exactly what 
most of us do! 

IMAGINE, 

 THEN DO.

If you do the same thing today that you did yesterday 
and expect a different outcome it is… 

Insanity…



As an advisor you support the quest that we can 
help people live a better future, they trust us to 
imagine a world where we truly impact their lives in 
a positive way.

We know from many studies that the current
financial independence rate in South Africa, 
and around the world, is at desperate low levels, 
somewhere in the region of 3 percent. This, 
considering that financial products and services 
have been around for centuries. I have a firm belief 
that financial products in the hands of ignorant, 
or uneducated people, is like giving a toddler a 
razorblade, something bad will inevitably happen, 
and it’s not going to be as advertised. 

Financial education is a topic that is grossly 
neglected in schools, universities, churches, homes 
and in the workplace. The question is simple; who 
must take responsibility to educate consumers. 

As financial advisors, I believe this is core to our 
responsibility.

We must ensure our clients are better looked after 
than what is currently the case. You and I can make 
this difference. 

Financial planning, as we know it, has for a long 
time been categorised as an industry and not 
a profession as is the case with the legal and 
accounting fraternities. 

I am of the opinion that amidst the legislative 
changes, regarding RDR, POPI, FIC, Twinpeaks, 
Equivalence of Reward, FAIS and many others, we 
have an opportunity as a profession to stand up and 
be noticed as the change makers. 

To effect this change we need to take a long hard 
look at ourselves with some introspective analysis 
and ask the very simple question; 

Do I run or belong to a professional financial planning 
firm that has my client’s need at the core of my process; 
deliver professional advice as my product; and use 
financial services instruments as tools to better serve 
my client’s end goal?

OR 

Am I just in the industry to make a quick buck, mostly 
at the expense of suspects on my journey?



This is certainly not an easy journey. I have been in 
the financial services industry for 28 years, first as a 
Merchant Banker and the last 20 years in Insurance. 
In my experience, we are now living in some of the 
toughest times! I have read almost every book on 
the subject of business, sales, growth and personal 
development, and as much as I have learnt a great 
deal from some of the icons of the world, I have also 
failed dismally in various aspects of running my 
own businesses. 

Failure can however be very expensive, and I have 
now resorted to try and learn, from those that 
failed before me (easier and cheaper)! This report 
is an extract from what I have learned. I am far 
from perfect in execution. I do however know that 
excellence only comes with trying, failing and trying 
again, until you succeed.  The Domino Effect will 
result in small successes that builds the foundation 
for eventual big milestones. 

It is a common known fact that overnight 
successes is mostly built on 10 or more years of 
hard graft.

I have purposefully made it my journey to under-
stand the inner workings of our game and in this 
journey embarked with a couple of colleagues on a 
process searching for what the Financial Planning, 
“Practice of the Future”, would look like. 

A lot of work was done to explore models around 
the world and to tailor-make it for the South African 
advisor market. For the last 24 months a dedicated 
team, within our larger Financial Planning Business, 
developed the concept and have now implemented 
components of the XLR8 methodology. 

This will always remain a work in progress, as we 
learn more lessons, deal with new legislation and 
gear ourselves to cope with the threat of new 
disruptive competitors.  It still is very much a search 
for “The Practice of the Future”! 

In reading this report focus on the areas that will 
resonate with you and get going...

The lessons learned has served me and 
continue to do so. I have always thought that 
failure is not optional, but a part of success! 



First up herewith the 3 critical components of building any world-class business:

#1  MINDSET 
Simon Sinek explored the concept in his best-selling book “Start With Why”, understanding the impact 
of your mindset is critical, it is mostly overlooked in any training around advisory business models. You 
need to understand not just your reasons for doing what you are doing, but also to understand why 
you are getting your current results, and what you can do to get you on a winning path. Your inner 
game determines your outer game.

#2  STRATEGIES AND TACTICS
Without execution, the greatest ideas will come to nothing. Tony Robbins challenges the businesses 
he coaches to top performance to consistently ask six simple questions of yourself and your business:    

WHAT do you really want? In other words, what is your vision for your life? Clarity leads to 
power and power gives you the ability to do or act. We have seen that the number one reason 
most people don’t get what they want is because they don’t know what they want.  So, what do 
you really want? What do you want in each area of your life? The keyword here is “YOU” - what’s 
right for you? So many times, we see people living the dreams of their parents or someone else, 
instead of their own. 

WHY do you want this? What is important about it? This defines your values. If the first reason 
- most people don’t get what they want - is because they don’t know what they want; then the 
second reason - most people don’t get what they want - is that they don’t know WHY they want it. 
Your ‘why’ is your reason, your ‘why’ is your motivation, your ‘why’ is the emotion behind your ‘what’, 
and without emotion, there is no energy to make the changes necessary to achieve what you want. 
Author Jim Rohn said; “The bigger the WHY, the easier the HOW.” In other words, if your ‘reason’ is 
important enough, it becomes clearer and easier to see and develop your ‘plan of action’.  

WHY not? Why don’t you already have it? What is preventing you from having what you want, i.e. 
what are the obstacles in your path? So, if we say we want something and we don’t yet have it, there 
is going to be an imaginary reason that your mind makes up to protect you, and then there’s going 
to be the real reason why you don’t have it. Uncovering the real reason is critical so that we can get 



to the heart of what is blocking you. From there we can make the real changes needed in order to 
live the way we ‘say’ we want to live. This question; “Why not?” is even more imperative because… 
as T. Harv Eker would say; ”How you do anything, is how you do everything”.  

HOW will you get it, i.e. what is your plan? What are the methods you will use? It is very obvious 
that, to get from where you are to where you want to be, you will need a new strategy or plan to 
get you there. Our habits are ingrained in us, and without a new plan, we will just continue to do 
what we have done in the past, which means we will continue to get what we have gotten in the 
past. Without a plan, we will not succeed. The good news is that your plan, or strategy, does not 
need to be perfect, it is merely the starting point to a new direction, and you will most probably 
need to make some corrections, on the way to your new destination. A Boeing, flying from OR 
Tambo in Johannesburg to Cape Town International, will be off course almost 90 percent of the 
time? The reason why the pilot lands safely, and on the right landing strip, is because he constantly 
makes flight corrections to get his passengers to the correct destination. 

WHEN do you start, and what’s the first action needed for you to get going? Once we know 
what we want, why we want it, why we haven’t got it yet, and what our plan is, then we just have 
one thing missing to get us closer to a result. That is simply to take action. Many a great dream or 
goal has never seen the light of day, because it remained just that, a dream! Once you have taken 
the first action, what are the next steps to ultimately get you to your end destination? Action is 
critical if you want to be successful. The biggest problem with most people is that they think a lot 
more than what they are prepared to do. Thinking is mental, doing is physical. Do you just want a 
dream, or do you want your dream to materialise? At this starting point, you are only interested in 
doing one thing, one single action step that will get the ball rolling. It is critical because you will 
set the ‘Power of Momentum’ into motion. As Newton’s Law says, “… a body in motion will tend to 
remain in motion, and a body at rest will tend to remain at rest”. 

How will you KNOW that you are successful? What measurements and metrics do you 
need to determine whether you have achieved your goals? Success leaves clues! Mark Victor 
Hansen said the following; “Big goals get big results; no goals get no results or somebody else’s 
results,” meaning your results are the critical final step in ensuring you live your dream life. the best 
metric is to use the ABC’s in measuring yourself, not just against your ultimate financial goal, but 
against your A - alignment goal, B - Beginning goal, and C - Competition goal. Using this simple 
mechanism will ensure that you have the required metrics in place to measure your achievements. 
If you are certain about these six questions, the lessons learned in this book will ultimately help you 
to achieve all the happiness, health, and wealth you desire.

#3  SYSTEMS 
Successful advisors and business owners make use of systems to ensure a predictable outcome. The 
fastest growing businesses of today, have systems that manage the outcome and results. A core 
component of the XLR8 program  is providing systems to help run Advisory practices smoothly and 
professionally. 



X – [EXPONENTIAL GROWTH]

The most impactful companies such as Facebook, Amazon and Uber rate SPEED as one of the core 
differentiators between them and their competitors. Become a master at making decisions by setting 90-
Day goals in your business. 

Understand what you want to achieve in respect of your growth this year. Is it 10 percent, 30 percent or a 
100 percent growth? Or do you want to go extreme and 10 X your growth, meaning you add a nought to 
your current numbers. 

A quick question looking at the above numbers, 
at what level did you start saying …

         Was it at 10/30/100 or 1000%? 

You see, that is your mental ceiling, you need to put a definite plan together to enable you to implement 
strategies and tactics that will take you way outside of your comfort zone, otherwise you will still be exactly 
where you are 90 days or a year from now.

90 Days is the extent to which the mind can:

        Get clear about what is achievable within a time-frame;
        See the impact it will make on your current world; and
        Keep you motivated and focused towards its achievement.

Having a goal of exponential growth in your business, would simply require you to understand the 5 levers 
of growth, and the strategies to be implemented around these levers over the next 90 days. The 5 levers 
XLR8 Advisors must master, is:  1. Lead generation,  2.  Conversion of leads,   3.  Number of transactions, 
4. Average rand value of transactions, and 5. The Profit margin of your business. 

L – [LEVERAGE YOUR RESOURCES]

Our progress is restricted to the resources we have at our disposal. Are you using yours optimally?

Anyone that grows a 7 to 8-figure business, understands they only have 4 resources at their disposal, and 
they must protect and leverage them at all costs:

Time
Energy
Relationships
Money

“ARE YOU NUTS?”



TIME - the most precious resource of all can never 
be repeated, but it’s easy to leverage. Experts are 
masters at leveraging their time every chance 
they get. In simpler terms … they follow the 6’D 
principles every day.

If you want to be a super successful advisor and 
build a multi-million-rand business, it’s essential 
you reduce the time dedicated on ANY tasks that 
are outside your zone of genius. At times, this 
sweet spot isn’t even your favourite thing to do ... 
but it’s where your genius flows and it’s where you 
are most impactful.

ENERGY - speaks to your ability to channel your 
physical AND emotional energy, on the tasks that 
yield the best returns, personally and in your business. 
Logically, as long as you’re alive, you naturally 
replenish your energy. But that replenishment takes 
time, and it takes more energy to do things that are 
outside of your zone of genius. Meaning, it will take 
more down-time for replenishing energy that could 
have been spent more wisely and more effectively. 
Be smart with your energy.

RELATIONSHIPS - is a reference to the team that 
you surround yourself, the ideal clients you serve 
and the partnerships that you establish.   

Most advisors don’t want a ’big team’ and that’s 
fine … when they have the RIGHT team. XLR8 
advisors understand the importance of being able 
to delegate a task and forget about it.

They trust they have the right team in place to get 
things done.

Without an effective team, responsibility falls back 
to the top. If the advisor needs to hustle to get tasks 
completed on behalf of their team, they will never 
build an effective business.

MONEY - is the outcome that we want in any 
business, XLR8 advisors realise that they must 
leverage the money they have, by investing and 
spending it wisely. Yet, they know it’s about balance. 
More than just investing and spending, they know 
they must protect their bottom-line assets and 
cash-flow. However, it goes further than saving and 
spending. These advisors realise that money can 

DO IT
Touch it once – take action

DAILY LIST
Make a list of 6 core priorities 

for your day.

DIARISE IT
Allocate time for each priority and task 

DESIGN IT
Plan your day

DELIVER IT
Prioritise the highest priority 

activities and tasks

DUMP IT
Dump tasks that you should not be 

doing or that someone else is better at, 
than you.



be made again. Unlike much of society, they aren’t 
attached to the money they generate.

XLR8 advisors also understand, that to earn your 
worth, you need to understand and serve your ideal 
clients. Ideal clients are those that you love working 
with and that value the advice that you give them. 

Ultimately, you need to understand that a 
relationship consists of three critical elements; 
firstly, it has to be personal; secondly, it must be 
value added, and thirdly, it has to be consistent. 

Without these three you will not have any great 
relationships.

A simple question that will determine whether you 
are optimally utilizing your resources would be:

“What is your current hourly rate?” and to 
achieve your best year ever in 2019, “What should 
your hourly rate be at the end of 2019?”

As financial advisors we understand the principle of 
ROI, or Return On Investment, yet when it comes 
to our biggest asset – ‘US’, we don’t measure our ROI. 
You see, most advisors can’t tell me what they are 
worth per hour! The reason why this is important, 
is simply, if you don’t know your rate, you will be 
spending it on activities that will not give you your 
ultimate Return On Time Invested, or better 
known as your ROTI. 

If you are your business, you currently exchange 
your time for money, and your biggest limitation 
will be that you only have 24 hours a day, of which 
most of us work between 8 and 10 hours. 

If you want to earn more, you either need to 
increase your hourly rate, or you need to find a 
way to leverage your time. If you are a business 
owner, meaning you have other people working 
for you, you have tapped into the opportunity of 
selling other people’s time.

To enable you to increase your ‘hourly rate’, you need 
to understand the context of how value is created. 
The importance of this is that you will never earn 
more than the value you add to the community 
you serve. 

Price is what you pay and Value is what you get.

In the long run people will not pay you more than 
the perceived value they received.  Value is a 
function of:

        The level of competition that you are 
        operating within;
         Your level of education and skill; and
         The leverage you are able to deliver.

Level of Competition:

How many people compete against you in your 
space, if you are ’just’ an advisor, you are competing 
against about 50,000 other advisors in South Africa.

Level of Education/Skill:

If you are highly educated, i.e. you have qualified as a 
Certified Financial Planner (CFP™),  the competition 
reduces to about 5 000 Advisors.  Depending on 
your unique skillset, you could be THE competition.

Leverage What You Can Deliver:

This refers to the number of clients you can optimally 
serve.  As an individual advisor, it is estimated that 
you can properly look after 150 clients. The better 
your skill, the wealthier your clients, and the more 
you can charge for your services the fewer clients 
you need. 

Running a business is one of the most effective 
ways to leverage your reach and multiply your 
income.  Transferring your skill will have a further 
impact on your income. 

IF YOU ARE THE 
BUSINESS, YOU 
DON’T HAVE A 

BUSINESS.



R – [R.P.M – RESULTS FOCUSED - PURPOSE DRIVEN - MASSIVE ACTION PLAN]

RESULTS FOCUSED 

The first step in developing a business growth plan is thinking about what you really want – What are the 
results you crave? What is the ultimate desired outcome or result for your pursuit? Once you have a clear 
outcome in mind, think about your motivation behind the goal.

PURPOSE DRIVEN 

Your motivation, behind what you want to achieve, is driven by your purpose! The higher your purpose, 
the more motivated you will be to follow through in tough times.

MASSIVE ACTION PLAN (’MAP’) 

Everyone has the power to change their lives and business for the better. Whether you seek further fulfilment 
in your personal or professional life, the first step is deciding you’re ready to commit to a personal business 
growth plan. The next step is to get going. Take ‘Massive Action’ towards your goals. “If you do what you’ve 
always done, you’ll get what you’ve always gotten.” Start making changes to obtain results in your life 
today.

If   you  have a  clear  focus on  your  RESULTS, with a  PURPOSE 
driven mindset, taking MASSIVE ACTION towards your 

GOALS, it  will happen almost automatically.



8 – [EIGHT PILLARS TO BUSINESS MASTERY]

The eight pillars make up the core of the XLR8 program, giving guidance and mentorship as to what the 
focus areas must be. Repeat eight components in your business a thousand times versus doing a thousand 
things eight times, will determine building a sustainable, scalable  business, based on mastering the right 
components.

Implementing this model, has proven across the board, to grow advisory businesses exponentially.

Any business has four core components that make up their business model:

• PERSONAL
This relates to you, the business owner, what your ultimate  purpose is and how do you stand out from 
the crowd in respect of your brand;

• PEOPLE
Who supports you in your practice, and what does your perfect client look like, and how would your 
client prefer to work with you;

•  PRODUCT
Understanding what you sell, what you charge for this, and how you pitch your product to your perfect 
client;

• PRACTICE
Building a business that is rated as the preferred advisory practice, as well as running on professional 
business principles.

Most financials advisors will be great at one or two of these elements in their practice, which means they 
will need to work with a strategic plan to enhance the other two. The framework of the Expert Advisor 
XLR8 Program is based on 8 pillars, overlaying the four core elements, which can be seen below and will 
make up the full spectrum of any XLR8 advisory practice.



STEP 1: PURPOSE
Understanding your life’s true purpose, and how 
your business fits into this.

STEP 2: POSITION
How to position yourself as the go-to expert in your 
market and generate a steady stream of perfect 
clients or leads in your ideal target market.

STEP 3: PERFECT
Understand what your perfect clients look like, 
where to find them, how to attract them, deliver a 
professional service and retain them once they are 
onboard.

STEP 4: PRESENT
Create a compelling world-class presentation that 
reveals your prospects core challenges and needs, 
so they’re ready to do business with you on your 
terms
 

STEP 5: PRICE
Get maximum value from every advisory interaction 
with no brainer offers, as well as a core understanding 
of, and implementing systems, to manage, assess 
and grow your personal and business finances.

STEP 6: PITCH
Use a proven system to persuade, influence and 
ask for the sale, either 1-on-1 or 1-to-many. Your 
pitch need to be one of your main differentiators to 
eliminate the competition.

STEP 7: PREFERRED
Become a  referral  magnet  by  ensuring your 
business processes, systems and technology support 
the advice and products that you recommend and 
implement for your clients.

STEP 8: PROFESSIONAL PRACTICE
Run the ultimate professional practice by combining  
all  of  the  above elements in a single business.

THE EIGHT PILLARS ARE:



BUSINESS ASSESSMENT

To get anywhere in life and business, you must have an ability to follow a MAP, understanding where you 
are, where you want to go, and the steps that will get you to the end goal. 

To ensure that 2019 is truly the best year of your life, you need to assess and determine where you are 
right now, in respect of the XLR8 components of your business. 

It is your proverbial GPS setting and it’s the most important exercise you, as an advisor or business 
ower can do right now. I guarantee it will help you identify where you are in your business and 
give you the starting point to excellence.

Start by taking a little time away from your practice - take a walk, get a coffee, do something you enjoy, that 
has nothing to do with work … then read on.

Now, I want you to stop being the optimistic advisor that you are. You need to turn on the fact-finding, 
pessimistic hater in your head that normally try to ignore the facts of your business and life.

Forget about your ego. This exercise is meant to get your head out of the sand and open your eyes to the 
harsh reality of your business.

STEP 1

Quickly, without over thinking it, give yourself a score for each of these systems in your Expert Advisor 
Practice. 

EXPERT ADVISOR SCORE SCORE

LEAD GENERATION: 
A strong system to generate new, 
qualified and perfect clients.

Rock-solid system. 
Generate leads on 

demand.

No system.
Haphazard leads.

Struggle to get 
new quality 

clients.

LEAD CONVERSION: 
a strong conversion and sales 
system is what separates high 
quality businesses.

Great system to 
convert majority 

clients.

Convert clients but 
not consistently.

No system. Sales 
are getting harder 

& harder.

NUMBER OF CLIENT 
TRANSACTIONS: 
Great focus to existing clients 
which leads to up-sell or cross-sell 
oppertunities.

Great recurring 
revenue and high 
customer loyalty.

Clients return to 
you every now 

and then.

Clients don’t 
return or come 

back infrequently.



AUTOMATION AND 
TECHNOLOGY
You are using systems to 
automate activities that focus on 
time-saving, growth and leverage. 

Leveraging 
software to 

automate and run 
your business.

Some technology, 
not optimized.

Limited to zero 
technology to 

help streamline 
and automate 
your business.

BACK-END OPERATIONS
Defined processes for “What 
goes where” which optimise’s 
effectiveness and
in your practice. 

Back-end systems 
clearly defined.

Some progress in 
place.

Business firefighter 
trying to prevent 
business “burning 

down”.

PEOPLE AND TEAM
You have a quality team of people 
and great culture.

Amazing team 
of people and a 

culture attracting 
great people.

Mix of good and 
average players.

Glorified 
babysitter, people 

dragging the 
business down.

FINANCIAL SYSTEMS
You optimise the financial 
management and reporting of 
your practice.

Solid financial 
dashboard 

delivered weekly 
and monthly.

Accounting 
taken care of 

but reporting is 
haphazard.

Scramble every 
year to complete 

financials and 
taxes. Barely any 
financial system.

PERSONAL LEADERSHIP
You are the #1 asset in your 
business and you continually 
invest in your own growth and 
leadership skills.

You know your 
strength and 

you build your 
business to serve 

your strengths.

Work in your 
areas of strength 

sometimes, 
business pulls you 

back.

Your business 
isn’t serving 

you, and you’re 
overwhelmed.

I know we don’t always like to be faced by the harsh realities in life and business. However, if you completed 
this exercise as honestly as you could, it will change your entire view of your business. Any change you 
want to undertake, start with an honest assessment and then with your exact plans to get going.



STEP 2

Now that you know where you are, the next step would be to repeat the exercise, only this time give 
yourself a score 90 days from now. If you continue down your current path, where will you be 90 days from 
now in respect of your business.
 
Your answer can only be one of three options:

You will have increased your scores;
They would be the same; or
You would be worse off.

 
It considering your score, remember Einstein’s theory that if you expect a different result by doing the 
same things you are touching on insanity.
 
The next question is quite simple, in all these areas, what do you need to do to achieve your 90-day 
goal? More so, considering that the results we achieve in life and in business is a direct result of the small 
actions called habits we take every day, the better question would be, “What are you going to do tomorrow 
morning, or better right now, to get you closer to your 90-day goals?”
 
To achieve a goal of improving over the next 90-days or for 2019, you and I would have to start applying 
our minds and take action towards the goals as set out. Without a new focus or vision for your business 
and some serious new action steps, you and I can with a fair amount of accuracy determine your expected 
results.

I believe we owe it to our family and our 
community to actively work on ourselves 
and our businesses to ensure that we indeed 
can celebrate at the end of 2019 – “One of 
Our Best Years Ever!”



 

IN 90 DAYS, WE HELP YOU IMPLEMENT 
RELEVANT GROWTH STRATEGIES, 

BY LEVERAGING YOUR RESOURCES, 
WITH A RESULTS FOCUSED 

PURPOSE DRIVEN 
 ACTION PLAN.

 
IF YOU’RE READY TO BLOW UP YOUR PRACTICE AND MASSIVELY 
GROW YOUR CLIENT BASE, REVENUE, AND NEW PARTNERSHIPS 

OVER THE NEXT 90 DAYS…
 

  

CLICK HERE TO CONTACT US TO SEE IF THE EXPERT 
ADVISOR XLR8 PROGRAM IS A FIT TO GROW 
YOUR   PRACTICE  AND  THE  DIFFERENT OPTIONS 
WE HAVE AVAILABLE TO WORK WITH YOU...




