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The Execution Gap Nobody Talks About

After two decades working at the intersection of Wall Street and Silicon
Valley and advising Fortune 50 financial institutions, | have seen the same
pattern repeat itself hundreds of times:

The top 15-20% of your team generates 60-80% of your results.

Everyone knows this. But almost nobody can tell you exactly what those
top performers do differently in every conversation, every day.

That gap between your best people and everyone else is the single largest
unrealized revenue opportunity in your organization. We estimate it costs the
average wealth management team 15-30% of potential revenue every quarter it
goes unmeasured.

This guide distills what we have learned from analyzing thousands of financial
services conversations into five specific, observable patterns. These are not
theoretical frameworks. They are behaviors we see top performers execute
consistently that average performers miss.

Each pattern includes what it looks like in practice, why it matters, and how
you can start recognizing it in your own team today.
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0 Deep Discovery Before Solutions

WHAT TOP PERFORMERS DO

Top performers spend 60-70% of early conversations asking questions, while
average performers flip that ratio, spending most of their time presenting
solutions. The best advisors ask layered questions that uncover not just the
stated need, but the emotional and situational context behind it.

They ask questions like: "What prompted you to think about this now?" and "How
would your situation change if we addressed this?" These are not scripted.
They emerge from genuine curiosity about the client's full picture.

WHY IT MATTERS

Clients who feel deeply understood are 3x more likely to consolidate assets
and 2x more likely to provide referrals. Deep discovery also surfaces
opportunities that the client did not come in to discuss, which is the
foundation of organic growth.

WHAT TO LOOK FOR ON YOUR TEAM

» Talk-to-listen ratio in initial meetings (aim for 30/70 or better)

« Number of open-ended questions per conversation (top performers: 8-12)
» Whether follow-up questions build on previous answers or change topics
« Time before the first product or solution mention

"The best advisors I've worked with treat every conversation like a diagnostic,
not a pitch. They're solving puzzles, not selling products.” — Mike Levine
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o Value Articulation Over Feature Listing

WHAT TOP PERFORMERS DO

When it is time to present solutions, top performers frame everything in terms
of the client's specific situation, goals, and language. They connect features

to outcomes the client has already expressed caring about. They say "Based on
what you told me about your daughter's education timeline..." rather than

"This product has a 7-year growth feature."

They also quantify impact. Instead of "this will help with tax efficiency,"
they say "based on your bracket, this could save you approximately
$12,000-15,000 annually, which compounds significantly over the 10 years
before your retirement target.”

WHY IT MATTERS

In a world where products are increasingly commoditized and fee compression is
real, the ability to articulate personalized value is the primary

differentiator. Clients who clearly understand their advisor's value are 4x

less likely to leave over fees.

WHAT TO LOOK FOR ON YOUR TEAM

* Whether recommendations reference the client's stated goals by name
» Use of specific dollar amounts or percentages vs. vague qualifiers

« Ratio of feature language vs. outcome language in proposals

* Whether the advisor bridges back to discovery insights when presenting
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e Proactive Risk Identification

WHAT TOP PERFORMERS DO

Average performers wait for clients to bring up concerns. Top performers
surface potential risks before the client has to ask. They say things like:
"One thing | want to make sure we've considered..." or "Some clients in your
situation have found that..." This is not about creating anxiety. It is about
demonstrating thoroughness and building trust through transparency.

They also address objections before they become objections. If a fee
conversation is likely, they initiate it. If a market risk is relevant, they
name it. This positions them as a trusted advisor rather than a salesperson.

WHY IT MATTERS

Proactive risk conversations are the single strongest predictor of long-term
client retention we have observed. Clients who hear about risks from their
advisor first (rather than reading about them later) report significantly
higher trust scores and are far more likely to increase their relationship
over time.

WHAT TO LOOK FOR ON YOUR TEAM

» How often does the advisor name a risk or concern unprompted?

« Are fee conversations initiated by the advisor or forced by the client?

» Does the advisor prepare for market events with proactive outreach?

* Is there evidence of pre-meeting preparation (referencing recent events,
portfolio changes, or life milestones)?

blueeyeadvisory.com Page 5 mike@blueeyeadvisory.com



BlueEye Advisory 5 Conversation Patterns That Separate Top Performers

° Confident Next-Step Commitment

WHAT TOP PERFORMERS DO

Every conversation ends with a clear, specific, mutually agreed-upon next
step. Not "I'll follow up" or "let's touch base soon," but "I'm going to send

you the revised allocation proposal by Thursday. Can we schedule 20 minutes
next Tuesday at 2pm to review it together?"

Top performers also confirm understanding before closing: "Before we wrap up,
let me make sure I've captured everything correctly..." This creates
accountability on both sides and eliminates the ambiguity that kills deal
momentum.

WHY IT MATTERS

The difference between a productive conversation and a wasted one often comes
down to the last 90 seconds. Teams that consistently set specific next steps

see 25-35% higher conversion from meeting to action. This compounds
dramatically over hundreds of client interactions per quarter.

WHAT TO LOOK FOR ON YOUR TEAM

« Does every meeting end with a specific date, time, and action item?
» Are next steps confirmed verbally before the conversation ends?

* Is there a summary/recap moment in the final minutes?

* Are follow-up commitments fulfilled within the stated timeframe?
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e Authentic Rapport That Creates Stickiness

WHAT TOP PERFORMERS DO

This is the hardest pattern to teach and the easiest to recognize. Top

performers build genuine human connection in every interaction. They remember
details from previous conversations. They acknowledge emotions. They share
relevant personal experiences when appropriate. They make the client feel like
the most important person in the room.

But it goes beyond warmth. They weave rapport into the business conversation,
not as small talk at the beginning that gets abandoned once the "real” meeting
starts. A top performer might say: "Last time you mentioned your son was
starting at Michigan. How's that going? | ask because college expenses often
change how people think about their liquidity needs."

WHY IT MATTERS

In financial services, relationships are the product. Clients choose advisors
they trust, and trust is built through consistent personal connection over
time. Clients who rate their advisor relationship as "strong" are nearly
immune to competitor outreach and fee-based switching.

WHAT TO LOOK FOR ON YOUR TEAM

» Does the advisor reference details from previous conversations?

* Is personal context woven into business discussion (not just front-loaded)?
» Does the advisor acknowledge client emotions and life transitions?

* Do clients voluntarily share personal information (a sign of deep trust)?
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3 Quick Wins You Can Implement Today

You do not need new technology or a new training program to start closing the
execution gap. Here are three things you can do this week:

1. Shadow your top performer for one day.

Sit in on three conversations. Do not coach. Just observe. Write down every
guestion they ask, every time they reference a previous interaction, and how
they close. You will see Patterns 1-5 in action. Then do the same with an
average performer. The gap will be immediately visible.

2. Audit your team's next-step language.

Pull your last 10 meeting notes or CRM entries. Count how many have a specific
date, time, and action item for the next step. If the number is below 80%,

Pattern 4 is your biggest quick win. Institute a simple rule: no meeting ends
without a calendar invite for the next one.

3. Ask your clients one question.

"What's the one thing | could do to make our relationship even more valuable
to you?" Ask it in your next five client meetings. The answers will tell you
exactly where your execution gaps are, and they will almost always map to one
of the five patterns in this guide.

Ready to See What Your Team Is Missing?

Book a free 30-minute diagnostic call. We will show you exactly
where your team's conversation patterns stand, with data, not opinions.
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