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PSA UPDATES 
 

MFIS PSA Group 1 Training  
 
We are very pleased to CONGRATULATE April Hamilton from 1st Choice 
Savings AND Isha Raina from SunCu Financial on their recent PSA 
Certifications.  Great job April & Isha! 

 
MFIS PSA Group 2 Training  
 
This group is currently participating in their one-on-one calls to button down Pillar 1: Client Analysis and 
Pillar 2: Client Experience.  They will enjoy a breather through the rest of December and be ready for a 
restart on January 6th 2021! 
 
We were delighted to have a guest speaker on our PSA MFIS Recap Call, April Hamilton from 1st Choice 
Savings, share her amazing stories and successes with the various PSA concepts as it relates directly to her 
role as an MFIS.  She shared several stories of having meaningful impact on the lives of her clients – 
through the Care & Compassion Cards she sent last spring at the outset of Covid, the Thanksgiving Cards 
she sent to her top clients in October, as well as an awesome Moment of Truth that went above and 
beyond!  She also talked about how important it is to have all of your client meeting tools organized, 
branded, and ready to go on your desktop for easy access and use.  Thank You April : ) 
 

Advisory Team PSA Group Training for Financial Planners & Assistants at Kootenay Savings Credit 

Union (KSCU) will kick off this week on December 2 and we are excited to begin our work with each of 

them! 
 

ACE SUMMARY  
 
The ACE process is well underway at this time and many of the Financial Advisory teams have turned in 
all of their deliverables – thank you!  A reminder all items are due on/by the day before our scheduled call 
so I have time to thoroughly review them ahead of time.  I’ve met with a few of you already and it’s really 
great to have the opportunity to ‘see’ you this year as we meet virtually : ) 
 
Summaries will be completed in December for delivery in early January 2021.   
 
As always, I’m available if you are looking for additional guidance and support on the specific items 
outlined in your individual ACE Summary Report. 
 

 
 



THE NEW YEAR RESET 
 
Just a reminder that 2021 is just around the corner and 
provides a great opportunity to do a reset on some of your 
2021 client activities to enhance this experience even more for 
your clients.  Here are some things to consider: 
 

• One idea that is easy to implement and can be sent to all of your clients is a NEW YEAR email sent 
in January which simply welcomes your clients to the New Year and sets the stage for positive 
expectations in 2021. This can be a blend of business and pleasure and about one page long – 
keep it simple. 

 

• The amazing TAX PACKAGE idea has been shared several times and I know some of you have 
already implemented with great success.  If you haven’t done this for your high value clients yet, 
you really need to!  This is also best done in early January, so planning is needed now.  

 

• If you are making any shifts with BIRTHDAY ACKNOWLEDGEMENTS, whether it is calls, cards, or 
emails now is the time to get set so you have a clean slate for January 1, 2021.  We always 
recommend if you make changes to birthdays to do so at the beginning of a calendar year to 
ensure consistency within the same household.  Please note, Birthday Acknowledgements are not 
required by CUSO but some Advisory Teams have long-standing traditions in this area and/or 
would like to – and that is great!  

 

• Look to making sure you continue to offer VIRTUAL MEETINGS as an option to In-Person meetings 
as we continue to be mindful of health safety and social distancing.  If you are not doing this for 
your clients already, you are doing them a great disservice.  Before you know it – an entire year 
will have passed without having ‘seen them’ and this puts high value relationships in jeopardy.   
 

• Lastly, start planning your Q1 VIRTUAL CLIENT EVENTS.  CUSO has coordinated a few of these 
amazing events for your clients so be sure to invite your clients – they will appreciate the invite 
even if they don’t attend!  Several advisors have already reported great feedback from their 
clients on this value-add service : )  

 
Contact me for more information on any of these concepts and I’ll be more than happy to share!   
 

ADVANCED COACHING SESSIONS   
 
Are you looking for some great resources to get excited about 2021?  Great news – we have several 
Advanced Coaching topics uploaded to the CUSO Training Portal for you to review at your convenience: 
 

• Strategic Partners – Part 1: Understanding & Working Collaboratively with Your Current 
Strategic Partners 

• Strategic Partners – Part 2: How to Meaningfully Grow Your Strategic Partner Network 

• Summer Reboot – How to Stay on Track for 2020 

• What to Do In Times Like This – Volatility & Virus 

• Anchor Back to Your PFO 

• Set Your Goals * This topic is also a great way to reset for 2021 professionally and personally * 
 
Thank you to those who have provided ideas for future topics – this is very helpful.  We look forward to 
announcing a new series of Advanced Coaching topics for 2021. 



QUESTIONS FROM THE FIELD 
 
“Who is supposed to receive the PFO Mini?” 
 

We are delighted to let you know we have a new and improved version of the PFO-Mini which is used as 
follows: 
 

• A summary piece for Financial Planners to include with the PFO Binder for their “A” clients 
(like an Executive Summary at the front of the binder);  

• A tool for Financial Planners to keep their “B” clients on track, fully engaged, and growing; and 

• A tool for MFIS to use with their top clients to keep them on track, fully engaged and growing. 
 
This simple tool helps keep your clients on track with the various ways you are able to help them 
simplify, organize, and coordinate all aspects of their wealth as well as, helps you identify natural 
opportunities to bring additional value and financial peace of mind to your clients.   
 

• I’ve attached a copy of the latest PFO Mini update to this edition of the Coach’s Corner, but 
partner-branded versions are also available.  Soon these will be on the website in the Partner 
Portal in the EPIC Library – but for now, please reach out to me and I’ll be happy to send them 
along to you : ) 

 
Starting to incorporate this with your financial planning approach may also be a great reset for 2021. 

 
  

 
 
 

As another means of preparing for 2021, it is a great idea to review and clean up your Hotlist.  Carefully 
review the remaining items and follow the 4D Approach: 
 

• Do It! 

• Defer it 

• Delegate it 

• Delete it (only where appropriate)  
 
Here are a few additional odds & ends about maximizing Maximizer going into 2021. 
 

• A Power of Attorney field is available in the 
individual Contact Record on a drop down tab 
called “Client Income, Banking & Tax” 

• A Trading Authorization field is available in the 
individual Contact Records for clients on a drop 
down tab called “Estate Planning” 

• A Country of Origin field is available in the 
individual Contact Records for clients on a drop 
down tab called “Client Information – Specific”.  
Please note, if the country you need isn’t there 
reach out to Danielle and she will gladly add it for 
you.  Unfortunately, there is no option for a 
complete drop down list of all the countries at this 
time : ( 



WELCOME DECEMBER 2020!!! 
 

 
 
 

 


