Enhancing the Client Experience

While Maximizing Practice Value

How one practice used outsourced client prep to drive growth.

A New Model
Many advisors reach a point in their practice where the skills and
methods that helped them succeed in the beginning won’t help them to
continue to grow their practice.
John Everson, Private Wealth Advisor with The Myrias Group, found himself in this position. “I was
working an old model,” says Everson. “It was a very front end, sales-oriented approach. I hadn’t
transitioned to managed accounts nor was I as efficient as I wanted to be.”
Everson evaluated his practice and realized that what he needed was a system and a process that
helped him prepare for the client meeting. Everson adds, “Put me in front of somebody and give
me an objective, I can sell it.” Where he struggled was in developing the methods that would help
him identify client needs, seamlessly manage the client meeting, and provide a more consistent
experience, especially in terms of what opportunities they could identify for clients. After he
determined he wasn’t the one to develop those processes, he started to look for outside help.
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A Better Client Prep Process
One of his partners at The Myrias Group,
Andy Huggins, introduced Everson to Nicholas
Tucker at Key Management Group. Tucker
showed Everson how his team helps advisors
plan for each client meeting and coordinate
the client meeting process. Their customizable
meeting templates and comprehensive
approach to evaluating and presenting client
opportunities inspired Everson to give them a
try.
“The difference Key Management Group made
was stark,” remarks Everson who eagerly adds
that “everything is scheduled, there’s a process,
and there’s a customizable client experience.
Instantly it gave our meetings focus and a
structured process.” One of the greatest
benefits was the value versus the relative cost
of engagement. Says Everson, “It was almost
like hiring another employee, but without
putting them on my payroll.”
Everson has continued to work with Key
Management Group for several years, even as
his practice has grown. “I don’t know that we
would want to ever bring it in house.” Everson
shared that the number of meetings and
workload varies week to week. “Having Key

Management Group focus on the client prep
allows us to stay eyeball to eyeball with the
client.” Which to Everson is the best way for he
and his staff to keep focused on client needs
and serving them well.
Phil McCoy, an advisor who works with
Everson, also believes its best to keep
outsourcing their client prep needs. “If we
were to bring this in house, some things would
suffer. This approach allows us to service
clients efficiently.” McCoy goes on to explain
how the process works. Their Client Meeting
Coordinator sends out weekly schedules, along
with agendas and reports. Key Management
Group reviews the information with Everson
and his team, and they agree upon the final
recommendations.
Afterward, all client notes are updated and
used to continue to build on agendas and
opportnities for follow up as the client’s
situation evolves and changes. Adds Everson,
“For years we were flying by the seat of our
pants, rushing to get things done before the
client arrives. Now it’s all there and ready to go
when we walk in.”

“Instantly it gave our meetings focus and a structured
process. It was almost like hiring another employee, but
without putting them on my payroll.”
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Outcomes
Everson and McCoy express that the value they
have received from using Key Management
Group is tremendous. “We are much better
financial planners today as a result and the
value that the client receives is high level,” says
Everson. McCoy adds, “I don’t think we could
do what we need to without Key Management’s
help.”
Because they are able to focus on what they
do best and have strengthened the value
provided during the client meeting, Everson
says they are able to justify a premium price
for their service. The comprehensive and
holistic approach provided by Key Management
Group ensures that Everson and his team are
providing a thorough and customized client
experience. As a result, Everson says “we have

John Everson and Team

no apprehension about charging for it.”
The client prep process is very collaborative.
Key Management Group works closely with the
advisor and his team to develop an agenda and
identify opportunities. “Sometimes advisors
can become blinded to opportunities,” says
Everson, “and Key Management Group helps us
see them, while also valuing our understanding
of the client situation since we are the ones
who work closely with our clients.” McCoy adds
by saying, “I’ve always appreciated that we can
be open with them and can debate with them
on recommendations and how our practice
works.” The result is a process and service that
truly represents the practice and that creates
the best possible outcomes for both the client
and the advisor.

“I’ve made two
really good business
decisions in my 30
years,” declared
Everson. “The first one
was when I stepped
out of leadership. The
second was to hire Key
Management Group
and to do what they
recommend.”
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UNLOCK YOUR POTENTIAL

Key Management Group works directly with practice leaders to define
goals and implement strategic solutions that accelerate growth,
improve efficiency, and increase the value of your practice.
AFA Support & Analysis

Executive Coaching

We help you develop the
right compensation package
and provide coaching and
support to help you maximize
your return from your AFA
investment.

Our coaches serve as a reliable
resource partner guiding and
supporting you throughout every
stage of your career, allowing
you to soar to new heights and
unlocking your full potential.

Practice Assessment

Business Valuations

Our in-depth assessments include
key industry benchmarks and
recommendations to follow to help
you improve the efficiency, value,
and profitability

Our detailed valuations give
you a clear picture of the health
of your practice along with key
recommendations to help you
increase your practice value.

Outsourcing Services

Succession Planning

We help you scale and stay focused
on client service by providing
quality financial planning and case
prep.

We help you define your personal
goals, build your practice value, and
map out your ideal succession so
you can leave your client legacy in

Practice Management

Acquisitions and Sales

We work closely with practice
leaders to find opportunities to
improve operations, increase value,
and support growth.

Our Advisor Legacy platform allows
us to connect you to qualified
buyers while we help you navigate
the entire process thru to a
successful outcome.

Visit us today at
www.keymanagement.com

Key Management Group
50 Big Beaver
Suite 175
Troy, MI 48084
Office: (248) 404-9660
info@keymanagementgrp.com
https://keymanagementgrp.com

