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Calling Those Who Seek Excellence

Best Advisor Network isn’t for just anyone. It’s for
those willing to take the responsibility of being an
Advisor to the next level. Not all are up to the task,
much less the challenge. It’s up to you to determine
if you are or not.

Advisors in  our network become Servant
Advisors™ and benefit in two primary ways:

1. Become a world-class Advisor by
leveraging the framework given to become a
stand-out Advisor in their communities.

2. Make more confident decisions by using our
consulting, coaching, and mentoring
services.

Not everyone who claims the title of Advisor is cut
out for this. It takes a perpetual commitment to the
heart, soul, and intent of the Servant Advisor
concept. There is no wearing this hat at work and
then tossing it out the window on the way home.
It’s always on and it’s legitimately you — on good
days, on bad days, and during all the other crap that
falls in between.



Clients always need steady and assured guidance
from their Advisor. The best of you should be
offered to them and nothing less should be
acceptable.

Taking care of clients is first, always. You’re the
cart and the client is the horse. Get the idea?
How can | best serve YOU?

I’'m obsessed with creating Servant Advisors so |
want to know the #1 question on your mind. Email
me here: theservantadvisor@gmail.com
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Let’s Get Real: The Preface

I’m at a time in my life and career where writing a
book isn’t really a negotiable. Equally, our industry
is at a time when change is needed. Clients will not
continue to endure shallow, transactional
relationships — nor should they. A unified effort to
improve the way in which clients receive service
and advice is now expected.

What 1 have learned and how I’ve put this
knowledge into motion has guided me to this
Servant Advisor™ philosophy. There’s a bit of
vanity involved in the desire to write a book, I
suppose, but that’s not my angle or my motivator.
I’m the first one to admit that if I’d written a book
when | first thought of it, it would have been a
series of stories, thoughts, and ideas to “help”
others, but it would have missed the mark. Think of
a drawn arrow being released from the bow right
when a strong gust of wind comes along — an epic
miss happens a second later.

To become the master archer for these situations,
you’ve got to have a few experiences. I’ve had



these, and then some. Even shot myself in the foot
with my own arrow a time or two.

Servant Advisorship™ is here to make an impact,
create a movement. Whether you want to be a part
of it or not is out of my control. It’s not perfected,
but if I said it were you shouldn’t believe me. What
I have chosen to share does work. I’ve lived it and
for those of us in a competitive industry such as
this, we know how important it is to deliver what
our clients need most. This philosophy does this,
which is why | am sharing it with my brothers and
sisters of the Advisor community.

Look, | realize nobody has the time and desire to
dive into complex topics. Life is already
complicated enough at times, even for those of us
who understand the financial services industry. So,
this book is simple, nothing earth-shattering. | think
of it more as a damn good way to live life, both at
work and outside of work.

My journey has been defined.

And, yes, | am hoping you fit the bill to come along
for the experience. It is one worth having.

ABBA had a dream and I have a vision. (That’s the
former DJ in me coming out.)
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This gives you a glimpse of the results, which are
the start of a bigger process, a handful of the best
practices, crafted from experiences and results alike.

The financial services industry has treated me well,
but I’ve put in my time to also be an asset to it. I’ve
met and forged lifelong relationships with
incredible clients, friends, mentors, and colleagues.
I’ve learned so much and have barely scratched the
surface. I’ve had remarkable people work for me
and with me, and I’ve also worked for world-class
leaders. All this motivates me to no end. It’s
exciting and it’s what revs my engine. This is a non-
negotiable if you’re going to be in a competitive
industry such as this and desire a chance to deliver
what your clients need most.

| should caution you with this question: Are you
ready to “learn it all?” If you are, let me know
where you find a place to do that. I'm interested in
joining you on that journey. In this moment, it’s
about knowing just a little bit more. How? The
answer is, I’ve packaged and simplified what I’ve
learned and experienced so that the Advisor
community can deliver excellence to their clients.
It’s time to discover if you can be a Servant Advisor
and make a difference in the lives of clients. Or do
you want to be another Advisor with a fancy title?

11



If I would have had a committed adult who helped
me figure this all out as a kid, they would have said
something like, “The best work you do is work you
do for others.” Unfortunately, I didn’t, so | had to
learn it on my own. Sometimes it’s better that way.

This book is filled with perspectives, observations,
best practices, snippets of thought, and philosophies
I’ve used as an Advisor and as an Advisor Leader.
These insights have helped me grow businesses,
build practices, and change lives. If you’d like to
grow your business and are sick of looking at an
endless plateau, consider thinking outside your box
and let’s talk.

Visit www.theservantadvisor.com or email me
directly at theservantadvisor@gmail.com.

The name | have given to all this is Servant
Advisorship. It’s not about being perfect; it’s about
doing something better. Not bigger. Better. Our
industry needs a refresher — a reminder of why we
all started as Advisors. Servant Advisorship offers a
new path. There exists a world of potential in
genuinely improving our clients’ lives, experiences,
and relationships. This new world is very
achievable. I’ve done it in my own microcosm, and
now | want to share how you can too. In some
ways, I’m naming and packaging what many great
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Advisors have always done. The package is new,
but not necessarily the content. Coca—Cola® made
drinking cola into an experience. There are some
good sodas out there — some taste even better than
Coca-Cola. Regardless, that company has created a
way to make us think of their name first when we
hear the word “soda.” Similarly, Servant
Advisorship has never been done before and
ultimately helps give clients something they can’t
get anywhere else.

You may have done some of these things
throughout your career, or even do them in your
practice today, but have yet to create a system with
all of it together. I’ve done this, I’ve created it. I’ve
grown a practice to $165 million in assets under
management. I’ve helped thousands of clients create
a path to financial success. I've led teams of
Advisors to massive success. I didn’t do any of this
alone and | am forever grateful for the people who
helped me along the way, but it did take me 40
years to figure it all out...and I’'m still learning. |
want you to get through this quicker than 40 years.

I’ve been observing myself all these years and now
I’'m going to share it with you. Why? Because | care
about Advisors and | care about clients. | believe
that if Advisors get what they need, then clients get
what they need. Be careful not to confuse getting
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what they need with getting what they want. These
are often very different things.

So here you have it...(half) a lifetime of wisdom
and experiences broken down into key components
to help you serve your clients better. By default,
you’ll find your personal life can get a bit better too.
I’ve made plenty of mistakes there but, equally, |
have plenty of triumphs (miraculous victories) to
share also.

Let’s journey, together.
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Summary of a Servant Advisor™

“Where there is not community, trust, respect,
ethical behavior are difficult for the young to learn
and for the old to maintain.”

- Robert K. Greenleaf, The Servant as Leader
Advisors and future Advisors, this is for you.

What is a Servant Advisor™? My inspiration for
this term and philosophy comes from a book written
by Robert Greenleaf in 1977 called Servant
Leadership: A journey into the nature of legitimate
power and greatness. This book’s ideas had an
immense impact on me about the value of a
relationship between a leader (boss, Advisor, etc.)
and those they serve. Over 40 years later, Servant
Leadership is now widely adopted throughout the
business world. Simply stated, the philosophy
encourages leaders to serve their people. Servant
Advisorship™ is not wildly different but takes it
one step further, encouraging Advisors to serve
their clients. You got that right. Advisors are the
servants, not ones to be served by those lower than
them on the employee totem pole.
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| wondered, how powerful would it be to evolve into
a Servant Advisor? It’s a good question to ponder if
you really want to make a difference in the lives of
your clients. Other peoples’ legacies and livelihoods
depend on you. Big pressure!

Advisors should focus on the client first, rather than
the product, commission, or so on. It starts with
customer service and client management skills, but
that only scratches the surface. The way you
approach everything — EVERYTHING - is
impacted by your values and vision.

But what about money, Kris? | need to make a
living. If you thought this just now, you are not
alone. I’d never suggest earning an income is not
important. Money is a great tool for surviving and
experiencing great things. Money can also lead you
toward the cesspool of life if your values and the
scope of your vision aren’t strong, guiding forces.

I’'m an Advisor who has put money first before. If
you are currently an Advisor, the odds are good you
have too. This is flawed. You know when it
happens because you no longer experience personal
joy in your work. “Let’s get to work!” becomes
“another day at the office...” Now nobody is
serving anybody.
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Your clients’ best interests being served is a
winning scenario for you. You can’t lose (even
despite yourself).

Advisors working for the wrong reasons is a
disaster. A lack of a consistent belief system creates
chaos for clients. They deserve better than that.
They should trust you for a reason, not just because
they need you. And that game will be up when they
realize they maybe do not need you at all.

Advisors needs to deliver a better experience to
clients in an authentic way. I’ve trained countless
Advisors on this, have dived into this from the
corporate level, and, most importantly (not to
mention what | love best), have been the boots on
the ground, a trusted Advisor to thousands of
clients. Out of everything I’ve done and the success
I’ve had, being an Advisor is where I’ve enjoyed
the most rewarding experience.

Understanding what an Advisor really needs to
provide for a client is necessary, unavoidable. If
there were a recipe, it would be the 7 Core Tenets,
combined with having a roadmap, that will be
shared later in this book. Advisors can be okay or
even good when missing an ingredient or two, but
they can’t be great. Clients have saved all their lives
and will make one of the most important decisions
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of their life when choosing an Advisor. If their
Advisor is average, it will limit other parts of their
lives to being just average.

Clients’ lives change for the better when they’re
confident their needs are being met first — that they
take priority over their Advisor’s or their Advisor’s
firm’s needs. By nature, this is serving someone’s
needs well. It’s not about you, as the Advisor.

It all comes down to benefit. Everyone likes to
know they benefit. We’re selfish by nature but for
some things, we must be selfish — our survival and
well-being often depend on it.

Believe in what’s best for your clients.

Know you can deliver it.

Be all in, not just a half-assed player in the game.
Make an impact. Make a difference.

Promoting this type of culture for people who rely
on an Advisor is important to me. Can we work
together to create a massive wave of principled,
servant-minded Advisors? If we don’t, lives will be
negatively impacted. Don’t let the number of

Advisors who really aren’t committed to the entire
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scope of client service be the norm for our
profession.

| challenge you to be better than that.
This book is broken into four main sections:

Part One | My Story

Why is it important for you to know about me? My
life has been raw and interesting from the time |
was a child up to the present. Everything that has
happened has formed me, and even the lousiest
aspects of it all have helped me stumble upon the
key qualities that have led to my success. Similar
experiences can lead to your success as well, so
prepare to be uncomfortable. You’re about to bust
free from restrictions and confining ideals that do
not work.

I challenge you to take the worst crap that has been
flung your way and use it to your advantage. Instead
of holding you back, it’s catapulting you forward. A
Servant Advisor does this, whether with a bit of fear
or fearlessly.

Part Two | Walking the Walk

Just as the great Robert Greenleaf focused on
Servant Leadership and how it serves people, you
are at a point where you MUST KNOW what is
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involved with transforming your business practices
into something more meaningful than just the
boring term “Advisor.” Being a Servant Advisor
means something — it’s not a title just given; it’s
earned. We are not entitled to anything in this
business.

Part Three | Seeing is Believing

If you don’t know the differences between dreams,
goals, and visions, you really don’t know if you’re
doing anything right. | know a thing or two about
vision, enough to realize it’s misunderstood by most
people. Some think they know, but they’re off track.
Getting off track is tricky. It can be a slow
derailment or, bam! You’re suddenly paralyzed and
ineffective. I’ve been there. | can’t wait to dive into
this with you because it takes you from the concept
of being a Servant Advisor to actually jumping in
and showing your clients how awesome your spirit
of service is to their well-being.

Part Four | 7 Core Tenets — The Foundation

I love (and live) these. | could not have done what
I’ve done without them. When you understand
these, serious shifts will take place. Knock you off
your old way of thinking, jar your actions into the
right direction. It’s massive stuff that will lead to
massive action. The 7 Core Tenets, when combined
with vision and determination, bring it all together.
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This is where change happens and no one may be
able to define it specifically, but they feel it. Clients
trust the process with you more, and you know that
they do. Relationships strengthen, you know your
clients better and get what their lives are about. It
becomes more than casual chit-chat before you
shove a predetermined product down their throat.
Solutions should NEVER be predetermined.

Furthermore, the 7 Core Tenets are like a puzzle — if
one piece is missing, it just does not work. All this
together forms the recipe that creates a Servant
Advisor. Your heart and mind shift in big ways.
You sense it and you love it. | mean, really love it,
like you enjoy doing your favorite activity. It’s as
sweet as golfing under par, winning your marathon
race division, or enjoying your favorite glass of
wine in a pristine setting that reminds you how
great this world is. It’s all that — and more.

Clients have inherent needs and you have certain
responsibilities as the person who is influencing
their lives. Service comes in many forms and it is
centered on what “they,” the client, wants:

e They want their calls returned promptly.

e They want you to do what you’ve promised.

e They want you to fulfill your marketing
suggestions.

21



e They want to be listened to and heard.
e They want their questions answered.
e They want their fears quelled.

e They want their needs met.

All these things are important. There is one thing
even more important that “they” want from you,
and that’s a trusting relationship. Trust doesn’t exist
simply because someone boisterously says they’re
trustworthy. Because I’ve got news for you: If you
must tell someone you’re trustworthy, you are in the
midst of an epic fail. Trust is formed through
demonstrating enough that you reveal you are
trustworthy.

We need our clients and our clients need us. The
principles of Servant Advisorship are a better
groundwork for serving clients’ needs.

It’s time to step up to the plate and embrace this
philosophy, this opportunity.

We don’t hesitate to take or charge fees for our

services, so why should we hesitate to make every
client request a priority?
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Part One | My Story

“Your life story is a gift, and it should be treated
as such.”

- Emily V. Gordon

You’re about to read a chapter that is anything but a
sweet story of growing up into your own. Yes, it’s
that kind of story.

If you’re anything like me, you recognize how
jarring, true stories lead to the most growth. Hearing
someone whose story is worse than yours
automatically makes you think, if that guy can make
it through what has happened to him, I don’t have
anything to complain about.

We all have first memories from childhood. Ice
cream, special toys, images of our parents, time
spent together. This is all common. Take a moment
to picture it and enjoy the reflection. It feels good,
right?

Well, | could sit here for a day and can only get
glimpses of good times rolling in my mind from
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when | was a kid. My life was not common, and
those things generally didn’t exist for me.

But here’s one memory I managed to put together
for you, just to give you an idea...

| was four years old, sitting on the floor and staring
at the cheap, dingy, marked-up door of my mom’s
apartment. First there was a loud bang. Then a
bunch of yelling.

Even as a toddler, |1 knew something bad was about
to happen. I couldn’t escape the thought any more
than | could escape the shock of the cops kicking in
the door a bit later.

I knew my alphabet enough to recite “DEA.” Of
course, | had no idea what DEA was at the time.
Their visit resulted in my mom being busted for
possession and dealing of cocaine. Oh, | almost
forgot, she was also concealing a loaded weapon
without a license. Turns out this gun was used years
earlier in the robbery of a convenience store.

Twenty years later, my mom died of an overdose on
Christmas Day.

Fast-forward another ten years, and my brother died
of liver failure. He had contracted Hepatitis C from

24



Mom at birth. Nurture, combined with nature, had
taken my brother.

I will never have an opportunity to understand my
mom in any capacity. | never knew her free of
addiction or affliction. My legal name is Kristopher
Levin Kane Bonocore. Kristopher, courtesy of my
mother’s admiration for Kris Kristofferson. Levin,
my elusive biological father’s name. Kane, my
mom’s maiden name. Bonocore, my mom’s first
husband’s surname. He adopted me, then overdosed
not long after, leaving my mom nine months
pregnant with her second child, my brother
Michael.

There was another marriage and two more children,
including the brother who passed from liver failure.

I’ve watched my mother try killing herself with,
yes, razor blades on several occasions. Not a pretty
sight.

I’ve witnessed my mother doing drugs and dealing
drugs. | saw her handcuffed, thrown in jail and sent
to nine drug rehab centers, forcing my brother and
me to live with family members for periods of time.

I’ve also witnessed violent fights involving my
mother.
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I’ve witnessed and experienced things I may never
share.

The dreamier version of my mom who | wish |
would have had a chance to know was the smart,
beautiful, ambitious, athletic type that, everyone
reminded her, existed once upon a time. | rarely saw
a glimpse of that woman. I’'m pretty sure I would
have liked her if | had. | loved my mom, but | did
not like her very much. | would have been equally
safe as a kid if |1 was playing in front of an open
window with scissors and a loaded gun. Really.

Somehow, Mom went from all those ‘“golden
accolades” to becoming a woman messed up with
drugs, pregnant, and about as emotionally unhinged
as a person can be.

Sometimes she was clean, but the addiction always
found its way back. It was in an attempt to be clean
that she met my biological father — Brad Levin.
Love (okay, let’s keep it real, lust) was sparked and
they dated. A few months later, | was in the making.
Not coincidentally, that is when her relationship
with Brad ended. All he was to me for most of my
life was a name on my birth certificate. Everyone
does what they must do at times, don’t they? I can’t
recall ever thinking bitterly about it, not even once
throughout my life.
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I know when my mother passed, I wasn’t angry at
her or anyone. And when | finally met my
biological father at age thirty-eight, I couldn’t have
cared any less about the past. It wasn’t a priority
because I’d already moved beyond the statistic |
could have become and was getting along quite well
in life.

Given my experiences, | learned a lot about
assessing people, and this skill remains helpful to
this day. | could sense when it was best to talk with
my mom, avoid my mom, or just hope she didn’t do
anything foolish that meant someone would have to
come and get her. Because if they did, that meant
taking us away (again) and, although we could have
been better off for it, children like to be with their
parents, even if they are lousy parents.

After a few years of the single-motherhood struggle,
Mom met Mark Finch and remarried. It was a
lateral move at best. A bit more financial support,
and it brought two more siblings — Robert and
Paige.

Six mouths to feed.
A bank account usually in the single or double

digits.
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Cabinets and refrigerator/freezer that were often
bare.

When things were bad, our grandmother (Mom’s
mom) would step in to fill the gaps. We were close,
and we had to go stay with her on more than one
occasion.

These temporary fixes were needed, but they were
like putting a Band-Aid® on the Titanic. From what
| observed, Mom was living in fear and uncertainty,
and it showed. She had perfected verbal and
physical abuse, using those as her only coping
mechanism when things were tough. She was a
complete authoritarian more than anything remotely
resembling a mother.

During this period, a valuable lesson that’s
highly applicable to Servant Advisorship™
was formed — and that is the value of solid,
long-term solutions for people. Temporary
fixes are lazy and ineffective, guaranteed to
catch up and burst open at just the wrong time.

Before long | was an older, gangly kid with acne
and just about zero self-confidence, not to mention
no real friends. Nothing shocking there, considering
my environment. When the comparison game
started, things grew agonizing in a different way.
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Knowing you are poor and you can’t do anything
about it sucks. You can’t hide it as a kid because
your clothes are second-hand and your entire
demeanor is one that simply begs to go unnoticed or
worse, noticed.

Maybe | could have gained some skills during that
time if I didn’t have one other thing holding me
back. | was not allowed to go anywhere or do
anything. If we did go out there was a high chance,
like 99.99%, that she would do something
outlandish in public. That embarrassment was
tough; the risk that someone who knew who | was
would see it was not a risk worth taking.

Weighing good risk versus bad risk became a
lifeline of sorts. You’d better do it right or you’d be
dealing with the consequences of it, either at home
or at school. Yes, this is also a theme that carries
over into work, doesn’t it? Advisors are intricately
linked to the entire good-risk-versus-bad-risk
concept.

Can you imagine being like my mom, acting out of
fear, not love? As an adult, I get it, and it’s hard for

me to imagine any adult not getting it.

That said, | do remember times of love and
compassion from Mom too. Rare but special. As the
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poet Cesare Pavese wrote, “Good thing we
remember moments, not days.”

Let’s catch up here...

Tough lessons from Mom +
strategizing survival + realizing what
I did not want to have for my life =
ENVISIONING MORE!

| always envisioned more for my life. How could |
not? It started off with adjectives like:

Bigger
Faster
Better
Stronger
Smarter

| saw it plain as day. As a child, I remember
envisioning: “Kris Bonocore in this three-piece
power suit living a powerful life. I would be a CEO
and run a large company. The world would be my
oyster.”

This was what | wanted. | knew it. But | suppressed
it. Why? Good question. You see, the thought of
actually doing something to make my never-
endingly disappointed mother happy was something
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that appealed to me. So, my dream would become
her dream, for a while.

Nothing changes unless you change it. (Duh.)

This was why | took massive action at age sixteen.
It was up to me to change my situation. | ran away
from home. Through relentless determination, |
chose to pursue life as | envisioned it.

The night I left is vivid to me. | scaled our backyard
fence and fled to a neighbor’s house. They knew my
situation and called some family members. Then
they sent me on my way to meet up with my uncle.

Couch jumping for a period of time eventually took
me from Camden County, NJ, to Montgomery
County, PA.

Just being away from my old home gave me a range
of new experiences that cemented | had done the
right thing for me, for my life. Today, | realize the
value of these life experiences and how they impact
all 1 do. They are a valuable part of Servant
Advisorship, in fact.

My Uncle Steve and his wife eventually obtained
custody of me and | was able to live with them in
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Lansdale, PA, until 1 graduated high school. This
gave me time to plan my future.

It was a precise plan:

e Penn State University

e Biology major with the hopes of going to
medical school to become that doctor Mom
wanted me to be — a desire to please a
parent is a strong one even in less-than-
ideal circumstances

e Show the world what I have

e Earn money to show the world what I have

Shock alert...
College is hard work!
Study all day.

Work as a disc jockey in Philadelphia (three hours
away) every weekend.

Make the vision reality.

What I didn’t plan on was “fall in love.”
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Hellooooo Julie!

| was DJ-ing at a wedding one weekend, where |
met Julie. She was a bridesmaid in the wedding. |
had more confidence at this time. | was in shape.
Seeing a girl didn’t paralyze me. | could even talk
to one without feeling like my tongue was swollen.

We began to date and shortly after in January 2000,
| started an internship at Walt Disney World®. Julie
and | drove to Florida together and she flew back
home, then she came and visited during Spring
Break — and that’s when something unexpected and
life-changing happened. She called me up with
news: She was pregnant.

What does that statistic say about the easiest way to
avoid poverty? Avoid broken homes and children
out of wedlock, right?

Truth is, [ don’t have a redemption story. Like most
people, I have a story of struggles, some blessings,

and most importantly, choices.

Life’s path is all about choices.

| remember the moment of my choice.
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My internship ended so | immediately drove home
to propose to Julie.

Thankfully, she said “yes.”

| also remember the feelings | had when she said
“yes.” An immediate overwhelming feeling of “I
need to provide,” with an even stronger feeling of I
have the responsibility of keeping these two people
as far away as humanly possible from the life | grew
up knowing.”

| wanted it to work out. However, making it all
work out had grown challenging.

We were living in my in-laws’ home, we had plenty
of debt, I was still in school, and | was working two
jobs.

| was faced with one of two choices: 1) a self-
focused life, dwelling on my past struggles, or 2) a
focus on the needs of others.

The results that followed have been suggested by
some to be statistically impossible. Others have said
it sounds like a movie script. Insiders (people who
knew me) called my story the result of hard work
met with a lot of good fortune.
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But the truth is wrapped in one simple word:
Servanthood.

I chose to focus on the needs of others.

At the moment of that choice, | was placed on the
starting blocks of a new race track.

| took a job on the Philadelphia Stock Exchange as
an intern, thanks to the good fortune of meeting a
VP of a clearing firm who got me an in. Too much
of anything is no good, except people. You can
never know too many people. My network is my
most valuable professional asset. More on this later.

My job at the Exchange was collecting tickets from
floor traders. |1 immediately fell in love with the
stock market and became obsessed with learning
everything | could about it. So much so that I
switched my school major to business/finance,
which extended my graduation time quite a bit. Not
much transferred from science to business. |
remember calling Julie from the Exchange floor and
telling her what | was doing. Needless to say, she
thought | was a bit crazy.

| wanted to become a broker, so after four months
on the floor of the Exchange, | sent my (meager)

resume to every brokerage firm within fifty miles of
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where | lived (with my in-laws). | followed up each
one with multiple phone calls until | received an
answer. “NO” was okay with me. It was an answer.
| knew that one was exhausted and to move on or
keep trying (an approach that served me well in my
future roles).

| finally received a call back from Scott Miller, a
Senior Vice President at Morgan Stanley (back then
it was called Morgan Stanley Dean Witter). We
went to lunch and he agreed to hire me at $10 per
hour as an unlicensed assistant. | would work from
7:30 a.m. until 1:30 p.m. most days so | could leave
and make it to class by 2. | was still in college with
two semesters remaining. After finishing class
around 7 p.m., most nights would offer an
opportunity for me to DJ at a bar and on the
weekends, | would work weddings and other
parties.

Long year.

| learned an incredible amount from Scott. |
remember him telling me, “Don’t worry about the
money. Take care of your clients and your clients
will take care of your money.” This may very well
have been the earliest professional example of
Servant Advisorship™ I had witnessed.
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Finally, | graduated. Now | had a degree and a year
of experience. | wanted to look for another
opportunity that offered upside potential. 1 had
heard that Merrill Lynch was hiring brokers in one
of their newly formed call centers. Shortly before
this, Merrill Lynch had moved accounts valued at
$250,000 and less away from the branch offices and
to the call center, where they would be serviced and
managed by brokers over the phone.

| interviewed and was hired, with the condition |
pass my Series 7 and 66 exams within six months.

No problem.

| passed and began working. The call center was
divided into two sites. One was just outside
Princeton, NJ, and the other was in Jacksonville,
FL. I worked out of the NJ location, which was
about an hour from my home. Now having a wife
and daughter, 1 wanted to be sure to be home at a
reasonable time to see them. This meant arriving to
work early and bringing my lunch so I could eat at
my desk and conserve time.

Most of my work peers were also in their early

twenties but weren’t married and didn’t have
children. Their work time was a bit more leisurely.
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Arriving early in the morning gave me an edge.
Because of this, | quickly learned a great deal about
the industry and the strategy of influence. (Sales is
noble and necessary. | prefer to call it influence,
given the connotation). Within a short period of
time, 1 became a top-five producer between both
sites and from amongst nearly 250 brokers. After
only four years, | was making a six-figure income
(commission-based bonuses were where the real
money could be made), had been promoted to
Assistant Vice President, and was leading a small
team of brokers.

Massive realizations came to me during this time.
We were not doing poorly or wrongly for clients,
but we weren’t doing the very best we could.
Merrill Lynch, like many other institutions, had
selling agreements with certain fund families. These
limitations influenced true service. For this reason, I
sought independence. | wanted to find a place
where | could build something with fewer barriers
to serving a client’s needs better.

| discovered The Mutual Fund Store®, which
offered everything | was seeking in an opportunity.
The position was even to run a new office. So, |
applied.
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It wasn’t as easy to get hired at first as I’d hoped.
I’d had a long work night prior, having tried my
hand in rehabbing properties to earn income.

| changed in the parking lot.
Went in and thought I interviewed great.
But where was the call?

| was persistent and kept following up. | finally
connected and they said they had hired someone
else. | was surprised.

Then | was even more surprised when | got a call a
week or so later that the other guy wasn’t going to
work out after all. Did I still want the job? I did, and
now | felt compelled to reveal why I felt | was a
good fit for it. (Okay, some ego mixed with the start
of Servant Advisorship.)

Over the course of four years, I, along with my
team, grew the practice to approximately 600
households and $165 million in assets under
management. This was good by any standards. |
didn’t do it alone and I am grateful to have
developed the client relationships | did. Many of
them are still dear friends today. It’s one of the most
rewarding feelings | know.
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Next, | leapt from Advisor to Executive at one of
the biggest RIA’s in the country, leading hundreds
of Advisors to high achievements across the
country. Some of my proudest moments were
guiding Advisors, perhaps like yourself, to high
levels of success through Servanthood principles.
This eventually led to a role leading training and
employee engagement across the firm.

Today, leveraging these same principles, | lead a
rapidly growing investment firm in the role of
President, and | manage an intimate book of clients,
because that’s what I love to do.

Yes, this sounds good. I want to be unambiguous
though, it was more than hard work that made all
this happen. The singular defining difference in my
journey began when | made the shift into Servant
Advisorship.

Let’s be clear. I'm not a monk or a spiritual guru.
This isn’t magic. What happened is a result of my
choice, a choice toserve my wife, toserve my
children, and to serve my clients as a Financial
Advisor. This was my difference maker.

A choice of servanthood turned my limits into my
strength.
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And I’m going to teach you exactly how to do this.

While others tell you to chest thump and practice
your closing skills, I'm going to share with you —
and hopefully teach you at the same time — how |
followed this simple Servant Advisor model.

If you do, your entire life will change like mine did.
The best part? It’s simple.

You can do this. No matter what struggles you
come from, no matter what stage of your career or
your personal situation, I want to show you how.

I know | am damn fortunate to have been blessed
with the whack alongside my head to realize this at
a young age. It saved me a lot of time, and time
saved upfront gives me more time to follow this
bigger, bolder vision today. | will save you even
more time. It will never be about me, but it is about
us (Advisors) and what we can do as Servant
Advisors™.
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Opportunity and Tunnel Vision

Most people like to think they are making a move
up when they switch jobs. This is not always the
case for Advisors. Sometimes you must look around
you and not just through the tunnel vision of money,
because new opportunities do not mean more
money all the time. With this job, | took more than
a 60% pay decrease in exchange for what | was
craving — an entrepreneurial, independent
environment with unlimited potential.

As mentioned, my team and | grew the new office
from $0 to $165 million in assets under
management. My office became one of the largest
and fastest-growing in company history. The
exceptional part? This was also through the
financial crisis, when we saw $90 million in assets
under management plummet to $45 million.

How did I (really, we) do that? My small team and |
worked hard, using the resources of the corporate
business coupled with the Servant Advisor™
philosophy to capture market share. People wanted
this new approach and we focused on making sure it
was distinct and different. It was the budding of true
Servant Advisorship™ as a viable business model
for an entire team.
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When it came to the parent company’s magnificent
growth, it really was a result of its franchising
model. The model impressed me, and | was
interested in it. As a second opportunity aside from
my Advisor work, | began to raise capital so | could
purchase franchise offices. In the end, I invested in
offices in Pittsburgh, PA, Madison, WI, Providence,
RI, and a few other places. This opportunity was
insightful and positive for me, but building the
client base and a team of Advisors who valued
service as much as sales was where most of my
focus lay.

Your people are everything, and whether you like it
or not, they make your brand either work or not
work. Leveraging leadership skills and inspiring
others to see the value of this became my passion. It
was a daily dose of invigoration, even when
challenges wo