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The Seminar System
S t e p - b y - S t e p  B e s t  P r a c t i c e s

01
R E F I N E  T H E  L I S T

Raise the minimum home value threshold to 
$750K+. Shrink list from ~6,000 to 2–3,000. 
Fewer invites, far better conversion.

02
C H O O S E  A  T I M E L Y  T O P I C

Lead with what is top of mind in the market 
today. Avoid Social Security & Medicare. Use AI, 
geopolitical risk, market dynamics.

03
E L E V A T E  T H E  I N V I T A T I O N

Custom wedding-style design (Zazzle.com). 
Your direct RSVP line only. Hard cap: 30 
attendees. Turn people away — scarcity signals 
exclusivity.

04
P R O F I L E  E V E R Y  R S V P

Zillow for home value verification. LinkedIn for 
job title & industry. Pair top prospects with 
advisor. Assign relational fits to relationship 
manager.

05
A S S I G N E D  S E A T I N G  &  P I T C H  B O O K

Control the room with assigned seating. Pitch 
book on every plate before arrival. Competence 
book: bios, process, accolades — NOT products.

06
C L O S E  W I T H  C O N F I D E N C E

Offer free financial plan + initial meeting. Frame 
it as mutual selection. Stand at front with 
calendar — book appointments same night.
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Working with Business Owners
W h i t e  G l o v e  S e r v i c e  M o d e l   &   C P A  R e f e r r a l  S t r a t e g y

01
B E C O M E  T H E  C P A ' S  A D V I S O R  F I R S T

The path to business owners runs through 
CPAs. But referrals only flow when you are their 
personal financial advisor. All referral sources 
are current clients.

02
D E M O N S T R A T E  O V E R W H E L M I N G  
V A L U E

Give CPAs the same competence & clarity as 
every client. Be proactive, be available, be 
indispensable. Guard the #1 spot aggressively.

03
W H I T E  G L O V E  O N B O A R D I N G

Become the unified point of contact for all 
operational matters — business and personal. 
Handle money movement, wires, and account 
questions directly.

04
B E  T H E  F I R S T  C A L L ,  E V E R Y  T I M E

Respond faster than anyone else. Be reachable 
for planned and urgent matters. Become the 
assistant's contact too. Every touchpoint 
compounds trust.

05
E L E V A T E  Y O U R  B R A N D  T O  M A T C H

Model your brand after an ultra-HNW family 
office. Custom website, professional 
photography, team history page. No prospect 
should ever come in cold.

06
D E F I N E  R O L E S ,  P R O T E C T  T H E  
R E L A T I O N S H I P

Every client contacts the Relationship Manager 
first — always. RM handles operations & service. 
Advisor focuses on planning, strategy, and 
growth.
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Questions?
Please raise your hand and wait for 
the microphone to be brought to you 
before asking your question.
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