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Praise for the Pareto System,
Featured in Breakthrough Business Development

“I wholeheartedly recommend the Pareto System to anyone who seeks to improve
their business and position themselves as the advisor of choice. The Pareto
System helped me get results by systematically taking my practice apart and
putting it back together in a way that created, and will continue to create, raving
fans. Furthermore, | have been able to systematize my practice, which has created
more time for me and my family. The service provided was excellent. The program
is of great value and was totally worth my investment.”

Victoria, British Columbia

“The personal coaching of the Pareto System has given me a very effective client-
centered process. This system has vastly improved my professionalism, my
presentation skills and my client delivery. I believe Pareto has enhanced my ability
to (1) develop and maintain a long-term, trusting relationship with my clients, and
(2) grow my practice with an improved quality of clientele. More importantly, this
system holds us accountable to follow a process that facilitates the realization of
clients’ goals.”

Chicago, linois

“Our service levels have made a huge difference in the level of our client satisfac-
tion. It has helped to increase client loyalty because clients know what to expect
from us now and they also are more comfortable referring us to friends, etc. For ex-
ample, we have had a client for several years and we did not know her at all. Since
we met with her and completed the Personal Financial Policy Statement (provided
by Pareto), she has transferred in over a million in assets and she could not be more
appreciative of our efforts. She has quickly become one of our favorite clients and
she is singing our praises and trying to find us a suitable introduction.”

New York, New York

“Pareto has revolutionized my business. They have given me a much greater
understanding of the elements of a successful practice. They have assisted me
in implementing these elements effectively, particularly in those areas where my
existing attitudes and fears got in the way. The coaching program made all the
difference. I strongly recommend Pareto to anyone who wants to feel that they are
running their business and it is not running them...Thanks for the help!”

Edmonton, Alberta

“I've received such a positive response from our event held last Thursday that
I'm beginning to wonder how I will top it next year! Your presentation was most
certainly a highlight of the day for everyone in attendance. After listening for two
hours, I'm sure there was not one [who] could claim leaving without a new idea or
simply a new-found enthusiasm to put to use in their business.”

Denver, Colorado



“We have been using the Pareto Systems program for the past three months.
Although we have not completed the entire program (we're about two-thirds
through), we have already seen significant improvements in our business in this
short time. Since we've started the program, we were referred and have trans-
ferred in both a $2,500,000 client and a $1,000,000 client. We're also in the process
of meeting with and transferring in several more qualified referrals. Of course
all of the new assets are a great benefit; however, the most important benefit of
going through this program is making our business run a lot more efficiently in
the long term. We are already seeing that our time is used more efficiently in the
office (we still have room to improve on this) and that our clients are enjoying a
significantly higher level of service and consistency. If two people of very average
intelligence and charm (my partner and me) can make this work, most advisors
certainly could very well do the same. Thanks again for your great follow-up and
tremendous support!”

San Diego, California

“From a Wholesaler’s standpoint I couldn’t imagine running my business without a
process in place like Pareto’s. The ability to focus my attention and have proce-
dures in place has allowed me to put a foundation in my business that gives me
ample room to grow. Thanks again!”

Carmel, Indiana

“I'd like to thank everyone at Pareto for a great consulting experience. I'm no
stranger to coaching...but I have to say that the Pareto System is the most
practical and useful coaching program I have seen or experienced. In particular,
the concept of systematizing client and office processes to ensure a consistent,
world-class experience is very powerful. It’s an idea that’s intuitive but much more
easily said than done. I think you have made ‘doing it’ as easy as it’s going to get!
Thanks again.”

Gold River, California

“I began working with Pareto Systems one year ago. The immediate impact on my
business was tremendous. By the end of the year, I had experienced my best pro-
duction month, and I had established myself solidly with a number of new clients.
The Pareto System has been of inestimable assistance to me during difficult times
[when] my goal became one of keeping existing clients. Incorporating the prin-
ciples of the Pareto System has resulted not only in client decisions to stay with
me, but to also bring additional assets to their accounts here. The Pareto System
is a unique program...Thank you.”

Hampton, Virginia

“Dear Pareto, There is no question that your system is the finest I have ever used.
I feel as if I have taken the first steps up Mount Everest. My team and | also want
to discuss the possibility of having the full treatment (customized consulting)
sometime in the not-so-distant future. Thanks for all the updates.”

St. Louis, Missouri
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PREFACE

fter a successful multi-year strategic alliance between our

two original firms, Duncan MacPherson & Associates and
Mindset International, we decided to formally combine our
strengths by establishing Pareto Systems in 2000.

We called our company Pareto Systems because of our
fascination with the many layers of the Pareto Principle and
how they impact an entrepreneur. Also known as the eighty-
twenty rule, the Pareto Principle suggests, for starters, that
approximately eighty percent of an entrepreneur’s business is
generated by about twenty percent of his or her clients. Our
objective has always been to help entrepreneurs predictably at-
tract and keep clients like those in the twentieth percentile
while creating a precise and efficient business in the process.

Because of our fixation on predictable execution and
quantifiable results, our business development and practice
management coaching and consulting services grew steadily.
In 2003, we unveiled the Pareto Platform, a one-of-a-kind busi-
ness-building solution that integrates time-tested best practices
with a turnkey, Web-based Client Relationship Management
(CRM) system. Today, entrepreneurs and their teams from a
variety of sectors in the marketplace use the Platform every day
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to consistently manage and maximize their client relationships
while deploying our tried-and-true concepts and procedures.
We haven’t looked back since.

It’s funny how the word “entrepreneur” conjures up different
meanings for different people. Some people think it’s a French
word for someone who works at home in their underwear (that
would make for a strange Casual Friday if you think about it).
Others think it describes someone who can’t hold a real job or
is a dreamer or serial opportunity-chaser. In truth, an entrepre-
neur is someone who likes autonomy and has a vision for how to
bring value to clients. They are hard-working, persuasive, dedi-
cated, motivated and resilient. Rather than simply kavea job and
make some money, they want to build something that is worth a
lot of money while maximizing their personal fulfillment.

As you are about to read, we are going to walk you through
our process, which will enable you to take your business to
the next level and ultimately experience a breakthrough.
Like any book on this topic, there are countless ideas to be
found in these pages. Unlike a lot of books on this topic, you
can rest assured that everything we suggest has been proven
to work. Not a single concept is theoretical or on trial. Every-
thing has been time-tested by ourselves in our own business
and by the coaching and consulting clients who have hired
us over the years. The success stories we’ve seen first-hand
from our clients have often been staggering. In one recent
example, an already extremely successful new client decided
to simply implement our process to attract referrals from his
clients. After three months of refinement and mastery, this
client generated more new business in one month of actual
implementation than in the entire previous year!
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But it doesn’t stop there. While most authors tell you why
you should be using their ideas and concepts and sprinkle
in the occasional hero story like the one we just gave you, we
won’t leave you hanging like that—we’ll also show you how to
implement our ideas. After all, you read a book to get better
results, not just ideas, right?

On our website, www.paretoplatform.com, you will find the
seventeen turnkey, actionable templates for the core ideas we
describe in this book. You and your team can download these
proven strategies for free and implement them to translate these
conceptsintoresults. Furthermore,youcanregistertoreceive up-
datesandvisitourblog,whichwe update onaregularbasis. Check
www.breakthroughbusinessdevelopment.com often to get up-
to-the-minute insights.

At the risk of belaboring the point, a lot of people tell us
that they like our ideas and creativity. We aren’t creative. Any
appearance of creativity stems from our ability to simply con-
ceal our sources.

All kidding aside, the feedback and results achieved by our
clients over the years act as an ongoing stress-testing mecha-
nism that you can rely on. So strive to implement the ideas you
like, ASAP! We say that because we believe the value of read-
ing a book begins when you are finished reading it. If you can
execute the relevant concepts quickly and quantify the impact,
well then, reading this book will have been a good investment.
Just don’t delay. You’ve heard the old saying, “After all is said
and done, more is often said than done.” Don’t let the Law of
Diminishing Intent rob you of the value of what’s in here.

Duncan and David


http://www.paretoplatform.com
http://www.breakthroughbusinessdevelopment.com
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OVERVIEW OF OUR
STAR BUSINESS
PLANNING PROCESS

hroughoutthisbook,wewillwalkyou through the exactpro-

cessweusewithourcoachingandconsultingclients,aswellas
within our Pareto Platform, framed by our business development
acronym STAR. Our hope is that you will create a personalized
business development plan using our methodology.

Achieving a breakthrough is done by design, not by luck or
chance. It starts when you gain clarity about how you should
move forward and what opportunities you should act on. A
solid plan will kick-start that process. Within our coaching and
consulting process, as well as with our Platform subscribers,
we are constantly urging entrepreneurs to create and rely on a



2 INTRODUCTION

business development plan. This book has been written, along
with the actionable templates on our website, to urge you to do
the same.

The purpose of sculpting a plan is to enable you to stop
for a moment to kick your own tires and conduct a personal-
ized state-of-the-nation regarding your business. Think things
through, effectively analyze your business, and then crystallize
your thoughts on paper to create a guidance system going for-
ward. The process in and of itself is powerful and revealing.
Furthermore, you then have a blueprint to guide you as you
embark on your business development journey. We use STAR
because we feel it represents what we like to think of as the four
cornerstones of a good, solid plan. We are convinced that, like
the sun shining through a magnifying glass, with this plan you
can harness and focus the power that you already possess and
make tangible progress quickly.

Think of STAR as if it is a combination lock. Each of these
letters represents a number in the combination. If you dial all
the numbers in the combination in the right sequence, good
things will happen.

The S in STAR is the strategic analysis. It may sound trite,
but it is crucial that you continually analyze your business. If
you think about where you are today and where you want to be
in the next twelve months, the space between those two places,
between today and next year, is called the gap. It is important to
conduct a gap analysis, as this process will enable you to ana-
lyze what needs to occur in your business to take you to that
next level and achieve a breakthrough. Whether you’re cur-
rently humming along, have hit a plateau or have simply run
out of gas or new ideas, this process can be invaluable to you.

The T stands for targets and goals. After the strategic analy-
sis process, proceed to goal-setting and examine where you see
yourself in the future. This process will build anticipation and
provide enduring motivation as you move forward.
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The heavy work begins with the A in STAR—activities!
These are the actions you’ll engage in to achieve your desired
results. Based on the Law of Cause and Effect, you’ll identify
the activities you should deploy on an ongoing basis in order
to meet the productivity goals you've set.

The R is the reality check. This simple process will hold you
accountable as you go forward.

As you go through this process, you may come to one of the
following three realizations:

1. I'm actually doing okay. This is a good validation.

2. I'm on the verge of a breakthrough and this is going to
tip me over to a whole new level.

3. Ican’t believe how much I'm doing wrong! This book has
revealed some majors flaws in my approach.

Either way, if you feel you need to make some dramatic
adjustments, minor adjustments or simply stick to the course
you’re on, this book will be of value to you. Some of our clients
in the past have been pleasantly surprised because they were
at the proverbial tipping point with their business and just
needed a nudge from us to break through to the next level.
For others, we confirmed their suspicions that they had some
big issues in terms of staff accountability, systems, and client
loyalty, to name a few areas. We’ve seen the full spectrum of
issues out there and are confident that virtually all of them can
be addressed using this process.

We must say that while there are numerous universal issues
addressed in this book thataffectvirtually all entrepreneurs, our
mindset and philosophy is especially effective for knowledge-
for-profit business professionals and those who focus on long-
term client relationships. That’s not to say this book won’t be
of benefit to entrepreneurs who are more transactional. Many
points are in fact applicable even if you happen to sell your



