
B. Wealth Management Implementation Checklist

In our opinion, our industry’s #1 deficiency is positioning ourselves as wealth managers but never fully implementing

the plan. To put it succinctly, too often we “bait” our clients with a wealth management approach, but once the assets

come in, we “switch” to portfolio management and never implement the remainder of the plan. The bad news is that this

approach tarnishes the reputation of the entire industry. The good news is that there is potential to figuratively drive a

truck through the opportunity this presents to attract and retain wealthy clients by simply implementing your

comprehensive wealth management plan!

With that challenge in mind, we have created these two checklists.

The vertical version is designed to:

Take with you for each client/prospect meeting 

Ensure you don’t miss a step in your sequencing model 

Delegate discrete tasks to members of your team 

Allow you to add anything we might have overlooked

The horizontal version is designed to: 

 Take a snapshot of your Platinum (top 10%) and Gold (top 11%–25%) clients (clients ranked qualitatively and

quantitatively) 

Uncover any gaps in implementation 

Look for patterns that might exist within your clientele 

Sort, assign and batch your implementation process 

Allow you to add anything we might have overlooked
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Comprehensive Client Snapshot Using Mind-Mapping

Most comprehensive financial plans, while thorough, can be somewhat bloated and cumbersome to deliver in front of

your IPT and eventually your client. Your ability to distill the key elements and insights from the plan to your network

and ultimately to your client is often the difference between success and failure. Below is an example of using a mind-

mapping structure to accomplish this task. You can, of course, use other mechanisms to convey this.


