
Through AdvisorPower Business 
Building Toolkits, advisors immedi-

ately leverage Excella’s decades of  

success delivering solutions to leading  

high-net-worth and institutional firms. 

At the same time, your organization 

benefits in several ways:

• �Increasing its brand recognition 

among a broader audience  

of advisors

• �Building a larger and more loyal  

base of clients 

• �Enhancing its reputation as a provider 

of actionable education that helps 

advisors achieve profitable growth 

• �Delivering solutions in a  

cost-effective manner

Available to your firm in PDF format, 

each AdvisorPower Business  
Building Toolkit includes robust  

educational content and a workbook 

that helps advisors develop and  

execute effective plans with focus  

and discipline.

 
Distribution Is Easy 

1. Email the PDF toolkit to advisors
2. �Post it on your firm’s  

password-protected “advisor  
only” Internet site 

3. �Deliver a printed copy during  
one-on-one meetings  
 

All Types of Firms Benefit

• Asset management firms
• Brokerage firms
• Independent broker/dealers
• RIA custody providers

• Specialty service providers 

.

.

AdvisorPower Business Building ToolkitsSM

Tools to Grow Your Business

Institutions who offer investment products and services to financial  

advisors have repeatedly asked for Excella’s help in providing them with  

advanced practice management solutions to deliver as a value-added  

offering to advisors.

In response, we offer you AdvisorPower Business Building Toolkits,  

a set of actionable educational guides and workbooks designed to empower 

financial advisors with institutional-quality expertise and help them grow  

and manage a thriving practice.



Excellamarketing.com

Results for Six Months Ending

Relationship Name Goal Actual Difference

1 Referrals (#)

Closed Business ($)

2 Referrals (#)

Closed Business ($)

3 Referrals (#)

Closed Business ($)

4 Referrals (#)

Closed Business ($)

5 Referrals (#)

Closed Business ($)

6 Referrals (#)

Closed Business ($)

7 Referrals (#)

Closed Business ($)

8 Referrals (#)

Closed Business ($)

9 Referrals (#)

Closed Business ($)

10 Referrals (#)

Closed Business ($)

R E S O U R C E S  Y O U  C A N  U S E 

Results Tracker

Use the table below to track referrals and closed business from each of your Level 2 and 
Level 3 COI relationships. When reviewing the results, ask yourself:
• Which relationships have been most eff ective? Why? 
• What features of these relationship can you bring to other COI relationships?

 

Available AdvisorPower Business 
Building Toolkits 

Building a Powerful Platform  
For Growth 
Ten Steps to Cultivate  
Center-of-Influence Relationships

The most successful firms have  
multiple referral platforms.     

Referrals from existing clients are  
essential, but they’re not sufficient.  
In order to experience long-term,  
profitable growth in today’s highly  
competitive marketplace, advisors 
must develop extensive relationships 
with professionals – attorneys,  
accountants and others – who are 
“centers of influence.”  

Our center-of-influence (COI)  
toolkit empowers advisors to do  
the following:  
• �Identify and evaluate professional  

referral sources to support  
their practice

• �Learn and implement the most  
effective strategies for building  
COI relationships

• �Develop actionable plans that will  
enable them to achieve their goals

Upcoming Toolkits

Building Client Loyalty  
Five Strategies to Assess and  
Deliver on the Priorities of Your  
Key Constituency

Producing Marketing Results 
Ten Ways to Select and Implement 
the Best Strategies for Your Practice

Get Started Today

Contact an Excella representative:

Ani Yessaillian, principal  
and founder, at 617-886-6001 or 
AY@excellamarketing.com

JoAnne Mulligan, sales  
executive, at 978-821-1455 or  
contact@excellamarketing.com

Relationship Name      

Regular Contact 
with Your Ideal 
Client Profi le 1

Describe your typical client. 
Probe for net worth, demographics, interests and values. 
Look for a description that matches your ideal client. 

Findings:

Satisfactory Response?      Yes     No    

Trust and 
Respect 2

Why does your typical client choose to do business with you? 
Look for two or three tangible reasons why clients trust and respect 
the Level 1 professional.

Findings:

Satisfactory Response?     Yes     No    

3
How do you develop a strong personal relationship with your clients? 
Look to understand how the Level 1 professional communicates 
and assesses client needs on an ongoing basis. 

Findings:

Satisfactory Response?      Yes     No    

4
How frequently do your clients provide you with high-quality referrals? 
Seek evidence that clients have a high degree of trust and respect for 
the Level 1 professional by providing frequent referrals.

Findings:

Satisfactory Response?      Yes     No    

Excellamarketing.com

R E S O U R C E S  Y O U  C A N  U S E 

Interview Guide and Worksheet 

Use the questions in this interview guide to help you determine which of your Level 1 contacts possess 
the essential qualities to become a COI relationship for your fi rm.

Pursue relationships with professionals who possess all three of these qualities:
• Has regular contact with the types of individuals that fi t your ideal client profi le
• Earns trust and respect from you and from others
• Demonstrates a willingness to provide referrals6  Step 3: Classify Your Relationships for Better Management
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S T E P  3 :  C L A S S I F Y  Y O U R  R E L AT I O N S H I P S  F O R  B E T T E R  M A N A G E M E N T 

Develop and manage your COI relationships most 

effectively by classifying them into three categories.

Building successful COI relationships requires focus, diligence and persistence. 

Th e best relationships may take one, two, three or more years to reach their full potential. Like any 
other type of successful relationship, it’s an exercise in building trust. 

To help make the process easier, organize your COI relationships into three categories. Each will fi ll 
a specifi c role as you build your powerful new platform for growth. 

Be careful about overlap among relationships, particularly with the Level 3 partners.    

Keep things clean. Avoid entanglements that could lead to confusion and confl ict. 

Th at doesn’t mean, however, that professionals in your network shouldn’t have other fi nancial advisors in 
theirs. Most professionals like to off er their clients a choice.

“ Personality fi t is equally as important as credentials. Th at’s why when my clients ask me for referrals, 
I always provide them with two to three names of advisors to evaluate. Th ey need to choose a partner 
they feel comfortable with.” 

 —  Sonya Nersessian, tax attorney and estate planner,
past President of the Boston Estate Planning Association

Type Objective Suggested Number

Level 1 Professionals you recently met and are evaluating to see if they are a match Unlimited

Level 2 Professionals who provide periodic introductions to prospects who fi t your 
ideal client profi le

Eight to Ten

Level 3 Trusted partners who provide regular access to their clients and ongoing 
referrals

Three

Ten Steps to Cultivate 
Center-of-Infl uence Relationships

B U I L D I N G  A  P O W E R F U L  P L AT F O R M  F O R  G R O W T H

AdvisorPower Business Building Toolkits

For Financial Professional Use Only


