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Making the transition from transaction-based to fee-based business

Many RRs doing transaction-based business and considering a move to fee-based business see a problem in making the transition.

For example, suppose you are now raising $1 million per month, producing gross commissions of $40,000 a month—and, for simplicity, suppose all your transactions are in mutual funds.  Now let’s say that you “see the light” and decide to convert to a fee-based business overnight.

Raising the same amount per month, $1 million, and putting it into no-load mutuals with a 1% annual fee, guess what?  If you’re paid your fees quarterly, your $40,000 per month transforms into $2,500.  If you put it into managed accounts instead, with a 2.25% wrap fee, it’s a whopping $5,625 for the month.

That’s a big decline from $40k.

However, there is a safe, realistic, and practical way to convert your practice to a fee business without joining the ranks of the homeless and destitute.  It requires up to two years of preparation and about two years to complete the transition.  In that period, your objective is not to increase production.  Your realistic goal is:  To make the conversion without letting your production drop.

Using the Bill Good Marketing System®, you take four broad steps to survive the transition.

maintaining existing production in less time

Before venturing into a new style of business, you need your current practice to be running as efficiently as possible.  So immediately after coming on the System, we focus on what you’re doing now, by launching a campaign called “Find the Money.”  This campaign goes to your current clients and finds heretofore unknown assets they possess.

After running Find the Money, you know where the money is, when it’s due, and where it’s coming from—and moreover, you’re keeping in touch with your clients.  You’ll find it’s much easier to do a given amount of business when you have all this information.  

During this campaign, you’ve also put in place a part-time Computer Operator and you are strengthening your service support.  By delegating non-sales functions and by locating and tracking additional funds, we routinely find that RRs can maintain their production in less time.

	Estimated time for this phase
	3–6 months

	Estimated drop in production
	None

	Method of accomplishment
	Find the Money Campaign in the System


Doing this first step is critical in order to avoid production going down in the next step, because in that step you start devoting sections of your current day to managed money.

However, if you’re maintaining production in less time, then—and only then—you can allocate time to producing fee-based business.

get your fee-based feet wet with your smaller accounts

The first fee-based business you do should definitely not be with your biggest and best clients.  Rather, you should use our “Managed-Money Campaign” to go after existing assets in small accounts that have been relatively inactive.

In other words, some of your clients have some of these, some of that, one of those, and a little bit of the other—some or all of which you may not even have bought for them.  The Managed-Money Campaign takes these comparatively unproductive assets and opens a series of small managed accounts.

How big is small?

$50,000.  $150,000.  Thereabouts.

	Estimated time for this phase
	2–4 months

	Estimated drop in production
	None

	Method of accomplishment
	Managed-Money Campaign in the System


How long this phase takes depends on how many of your clients qualify for this kind of account.  By the end of the period, you should have built up over $1 million in managed business—and you should have still been maintaining existing production.

Now you know how to sell managed accounts.  You’ve developed a list of favorite managers.  And it’s time to go to step 3.

develop a prospecting system that brings in both transaction business and fee business

While any significant portion of your business is dependent on new-account commissions, if you prospect only for managed business, then of course you’ll take a hit.  So you need a prospecting system to bring in both kinds of business.

The best of these is giving a generic seminar in which, instead of talking product, you talk problem and solution.

The Bill Good Marketing System includes six different seminar-promotion procedures, so no matter what market you’re in, you can turn out a crowd!

You will pull a variety of investors into your seminars.  Some of them will have relatively small portfolios, and whatever kind of business you’ve been doing will undoubtedly be appropriate.  Others will have larger portfolios, and some of that money should probably be allocated into a managed or fee-based account.

	Estimated time for this phase
	1 year or more

	Estimated drop in production
	None

	Method of accomplishment
	Seminar Module
 in the System


complete the transition

By this time, you should have built up six figures worth of fees—enough to counteract what will now happen to your business as you take your top clients and move them into your new business format.

	Estimated time for this phase
	2 years

	Estimated drop in production
	None

	Method of accomplishment
	Bill Good Marketing System in general


To see the features you’d use in achieving this goal, take a look at your main proposal.

System Help with the Transition

Here is how “The System” helps complete the transition.

1. Our “Find the Money” Campaign has for years had this objective: enable the RR to maintain existing production in less time.

An RR intent on converting to fee business urgently needs that extra time because basically, you are going to build a new business in the shadow of the old, but if you neglect the old, your new one will quickly be “out of business.”

2. You will be able to use our Small Managed Account Campaign to target clients who may have inactive assets. This is a critical part of the early phase of converting to fees.

3. When you launch the prospecting phase of the conversion process, we have all the campaigns you could possibly want right on the shelf.  If you choose seminars as your route (highly recommended), we offer unparalleled seminar support.

4. As you develop more and more fee-based clients, it is essential that you maintain a high degree of contact.  Do we ever have the system for that!

5. Should your search for fee-based clients take you to 401K plans, we can easily help you with the management of these.
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� A special Seminar Supplement to the main proposal is also available.






