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Planning To Jettison Your
‘C’ And ‘D’ Clients? Think Twice
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ONVENTIONAL WISDOM HAS LONG HELD that adsisers

have o focus ther ractices around their most profitble clents

ifthey'r o enjoy success, Why, expests ak,devote time o the.

bottom tier of one' cienele, the ‘C” and ' clients, when you eam

potentially for more in comissions and fees catering o ‘A’ and B

clents: individuals who are wealihier, and who g

ate more epeat

business and refetals 0 other high achievers in thei aset class.
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cotinaed from pge 10

isapolicyhokler marketing campaign offered
through a third-party provider. ReMark, for
example, will custom advertise products
and srvice to designated clints by phone,
e-mail and direct mil. The markeing cam-
paign requires o nvestment from advisors,
who receive 25% of esultng sals.

Some of those transactions could in
volve up-and-coming clients whom the
advisor once accorded low priority.

Says Young: “One of our dlients, a
dentis, didn't have any money [to invest]
when he started his practice. Our inital
thought was to tell him to call back when
he got some. But the planner involved
wanted the dentis to develop good finan-
cial habits and so agreed to work with him.
in four years, this dentist was neting
$1 million ayear.In retrospect, the planner
‘made the right decision.” @





