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COI – Relationship Building Process

Engaging in a new relationship:

· First Meeting - Introduction // Assessment of COI // Introduce Evaluation Process 
· Second Meeting – Understand Each Others Services & Client Experiences
· Third Meeting – Commitment to Working Relationship
· Internal - 6 Month Check-In and 1 Year Decision

FIRST MEETING: INTRODUCTION // ASSESSMENT OF COI

WHO: 		COIs who have potential of being a good resource for our clients and 
		our business.

PURPOSE: 	Make a connection, assess COI relationship, and set clear expectations

MTG PLAN: 	Personal Introduction 
· Where are you from?
· If summer: ask about travels, if winter: ask about the holidays. 
· Family background
		Background
· Tell me about your journey in business.
· Tell me more about your company. 
· What makes this your passion?
· What’s your vision for you firm? 
		Ideal Clients & Client Experience
· Are you looking to work with new clients?
· Who is your ideal client? Who do you do your best work with?
· What are your clients like?
· How often are you in touch with or seeing your clients?
		Working Professional Relationships
· Besides financial advisors, what other professional services do you work closely with?
· When choosing to work with certain professionals what qualities do you look for?
· What has made your best professional relationships work? What hasn’t worked?
		Financial Advisor Background
· How many financial advisors do you currently work with? 
· How has your experience been?
· Has there been opportunity for your business? Have you made				introductions to them?
· Do you yourself work with a financial advisor? Understand their 
experience.
			
DECISION: 	Yes  - Feeling Good
I enjoyed learning more about you and your practice/service/expertise today. It’s important to share with you that we differ from many other advisors in how we work with our professional partnerships. We are not looking to have a ton of relationships in each specialty nor are we looking to just put meetings on our calendar to check off monthly coffees or lunches. We are looking to establish a mutual relationship with only 2 _____ firms who will be valuable resources to our clients and collaborate with us on both servicing clients and making introductions. We know that greater value comes from having solid relationship with only a couple people/firms versus being spread thin across many. How do you feel about that? Do you share the same sentiment? How do you best work with your partnerships?  

I feel really great about today and would like to learn more about your services and client experience and share more about ours to further explore how we can best be a resource for one another.  How does that sound to you? Is now a good time to look at calendars or would you prefer I send some dates when I get back to the office?

No  - Too many red flags // Not ideal
Thank you for your time. I enjoyed getting to know you. If we can be a resource to you in any way, please don’t hesitate in reaching out. 

TIPS:		Do your best to listen more than you talk.
You don’t have to ask all the above questions. Pick and choose so that you have enough information to know there is a connection and opportunity for reciprocity in being a resource for one another and building business. 
		While it’s a professional relationship, don’t underestimate the importance 
that comes from building a relationship. Be sure to learn about them.

	 	
SECOND MEETING: CLIENT EXPERIENCE AND SERVICE OVERVIEW

WHO: 		Only the COIs that we feel will provide great value to our clients, who we believe are influencers, and have full potential in reciprocity.

PURPOSE: 	Get a deeper understanding of each other’s services, client experiences, and establish the value we provide.

MTG PLAN:	Client Experience Overview
· Client on-boarding
· On-going services and monitoring (better if there is a relationship versus a transaction)
		Service Offerings
· Overview of services
· Communications and education
		Client Profiles
· Client profile review 
· Specific niches or target markets 
· Could do a case study
DECISIONS: 	YES – They have great services that our clients would benefit from, their ideal clients are similar to ours, and they show signs of being a connector and willingness to make introductions.

	Thank you for taking time to dive deeper and helping me understand your services and the value you add to your clients. We like our clients to have a seamless feel when working with advisors we introduce them too. I am confident they would feel that way and receive great benefit in working with you. How do you feel about the services and value we offer? Do you think your clients would benefit from these services? Any challenges you foresee?

	I would love to have you be one of the couple firms we work closely with. How about you? Are we a firm you would like to work close with?

	Great. I have found it’s best to have a meeting to share expectations, goals, and get a commitment from one another as to how we think we can best build our relationship and opportunities. Shall we get it on the calendar?

	NO – You are not impressed with their services, their ideal clients are not a match, they are transactional in their work, and they are not showing any interest in us or making introductions.

	Thank you for your time and sharing more about the services you provide and your ideal clients. It’s very important to us that any professional partnership we engage in that we are able to provide mass value to that person and their business. After learning more, I am concerned that we would not be able to provide that value to you. I want to be respectful of your time and the professional relationships that can bring you most value. If you have someone that would be a better fit… make an introduction. If not, end it with… I would love to stay in touch and if I can be a resource in any way to you, please don’t hesitate to reach out.

TIPS:		Send an agenda in advance of the meeting
		Prepare this meetings materials so it’s repeatable for other COI meetings
		Be engaged and ask questions about their firm as they share
As they share about their services and processes, take note of creative ways they could insert opportunities to make a connection with us.
Bring leave behinds and visuals of services and processes
		Set expectations for your final meeting
		
THIRD MEETING: COMMITMENT TO WORKING RELATIONSHIP

WHO: 		Only the COIs after the first 2 meetings we believe there is great opportunity for a long-term relationship and good business.

PURPOSE: 	To set clear expectations for the relationship going forward. Up front contract!


MTG PLAN:	Growth Goals
· Annual goals - # of new HH, # of new business owner clients, # of new retiring clients. I would stay away from revenues.
· BD/Marketing goals – growth from professional partnerships, 
· Personal goals –optional, but a good relationship building piece if meeting with someone who clearly values relationships.
		Introduction Process 
· What is the best way to introduce you?
· What do you need from me when making an introduction?
· Once an introduction is made to us, what follow up expectations do you have?
		Lead Generation Expectations
· Quick ideal client review
· Discuss ideal COI introductions
· Estimated number of introductions/referrals
· Commitment to engaging in the process and reviewing prospect and lead opportunities. 
On-going Communication and Relationship Review
· Discuss expectations around collaboration on shared client
· Discuss best practices in building this relationship.
		Commitment Moving Forward
· Agree to quarterly in person meetings
· Sample Agenda
· What’s happened in the last 90 days?
· What do the next 90 days look like for you?
· Review any clients we are collaborating on.
· Discuss leads and prospect opportunities.

DECISION:	YES – Commitment to moving forward and giving this relationship opportunity to be successful. Now, do your best to be the first person to give!

	NO – There are red flags – worried about making introductions, hesitant on making a commitment, your 3 meetings in and don’t feel a connection or wouldn’t feel comfortable putting your clients in front of them. 
	
Thank you for your time and fully exploring the opportunities in which we can work together. It’s very important to us that any professional partnership we engage in that we are able to provide mass value to that person and their business. The way we have found that best works is by having open communication, commitments, and reciprocity in the value we add to each other and our businesses. I am concerned that we may not be able to meet the expectations discussed today or provide that value to you. I want to be respectful of your time and the professional relationships that can bring you most value. If you have someone that would be a better fit… make an introduction. If not, end it with… I would love to stay in touch and if I can be a resource in any way to you, please don’t hesitate to reach out.


TIPS:	Don’t move forward with a formal commitment if it’s not a good fit. Any red flags, slow it down.
	Be clear in expectations for ongoing commitment and partnership
 	If a proven influencer, may want to move from quarterly meetings to every 6 weeks or every month!
	Be transparent with your goals. 

RELATIONSHIP BUILDNG & SIX MONTH AND 1 YEAR REVIEW

RB:		Quarterly meetings, set agenda, review collaborations, review opportunities, discuss and uncover new things happening in each other worlds. Discuss how we are going to move the needle the next 3 months. 

REVIEW:	Review # of introductions made to us
· How many in total?
· How many are qualified?
· Do they have the characteristics of type of clients we like to work with?
Review # of introductions made to them
· How many in total?
· How many are working with them?
· Review client feedback.
Review working relationship
· Are you still as excited about this relationship as you were when we engaged?
· Is there good communication in between meetings and when introductions are made?
· Do you want to explore more ways to work with them?
· Do you have concerns or challenges?
· Do you believe a long-term relationship is forming?

OUTCOMES:	FEELING GREAT – Exceeding expectations, introductions are being made, there is a connection and likeability, good feedback from the introductions we have made. 

	STATUS QUO – Meeting the commitments, leads have been generated, still feeling out the relationship, and good feedback from the introductions we have made.

	NOT GOING WELL – No introductions, lack of commitment to the relationship, still struggling to make a connection, or things seem to have gone in a different direction. 


TIPS: 	No matter the outcome, discuss at the 6 month and 1 year “quarterly” meeting. Share your excitement if things are going well and put it out there if things can improve. That’s why we have the commitment meeting up front so we can be straightforward in our conversations. 
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