
Curtis May & The Money Organizer Plan - (Episode 092) 

0:00:18 Todd: Hey everybody, welcome to The Prosperity Pathway for financial advisors. This 
is No BS Money Guy Todd Strobel along with the creator of the Pathway, Kim Butler. And we 
were just talking about the prosperity questionnaire and now we’re gonna just spend a few 
minutes talking about the action list or the steps that are going to be generating basically at 
your client’s homework. 

0:00:45 Kim: Absolutely. So this action list is generated from the questionnaire which of 
course auto populates the prosperity profile all on the web in a secure place. But the action list 
is what the client is gonna take notes on and you can make it bigger if you want, we’re gonna 
have it available to you in a way to be able to have the person either write in it by hand or type 
in it if they would prefer. And there’s just literally a box for every single thing that is on the 
prosperity profile which again, as a single sheet of paper that is horizontal so it shows well on a 
computer screen and enables you to print as a PDF if you want or showed on your screen. And 
then you have this action list that goes with it and we may end up changing up the order of this 
a little bit because life insurance as we know is the foundation of somebody’s financial 
environment and so really we should potentially be covering it first. But the action list covers 
every single thing that is on the prosperity profile so there’s a big life insurance section, there’s 
the PNC insurance section which is of course car insurance, home insurance, there’s medical 
liability, disability, long term care. There’s an entire section on what we call the protection 
mechanisms which are wills and trusts and entities and document storage and credit scores, 
etcetera. There’s a death section, there’s an asset section, investment real estate, net worth, 
residential real estate and then cash flow. Now, the cash flow here is really big picture bottom 
line, we’re not looking for pennies, we’re looking for basically how much are they saving every 
single year is the one question that we want answered. So this again is an action list that is in 
the same order with the same spaces as the prosperity profile and that is the document that 
you typically are gonna go over in either the second or third meeting of your prosperity 
pathway process. So it’s often in step 2 which is known as envision but it could easily be in step 
3, it could be in step 1 and it’s gonna depend on how quickly you get the questionnaire to the 
client and how quickly they get it back to you on the web form that we’ve talked about, again, 
that auto populates the prosperity profile which then will lead to this action list. 

0:03:14 Todd: Alright. So tell me, what is it that you do if you have a client who’s basically not 
doing his homework or basically procrastinating? 

0:03:25 Kim: It’s interesting, when you charge a fee for a process, that problem is eliminated 
fast. I haven’t had that problem in years but it is a good question and my answer would be that 
you put the ball back in their court including offering to refund their fee if that’s what makes 
sense. But typically, if somebody’s paid a fee for a process, they’re gonna step up and do the 
process and it’s one of the beautiful things about the client having skin in the game. 



0:03:54 Todd: Wonderful. At this point, would you also be including discussions with their 
other advisors like maybe their CPA or something or kind of tell me as far as the team that they 
have, what would you be including at this point? 

0:04:13 Kim: Well, it’s a wide open door really. I mean, you could provide all kinds of things 
that would be deliverables to the client but I think sometimes just being a little more focused at 
this stage of the game is the more valuable piece and having the ability with the profile to keep 
the clients visual focus in one place and then you bring in the team and there’s other pieces 
that we’ll be covering as to what the team is doing at this time that will get in to the specifics of 
their roles but this is really a section to involve the client both mentally as well as visually. 

0:04:53 Todd: Got it. So you’re keeping it as simple as possible at this point, am I 
understanding that correctly? 

0:04:58 Kim: Yes, yeah, simple and focused. 

0:05:01 Todd: Awesome. Anything else you wanna add before we wrap up? 

0:05:04 Kim: This is a great piece of action, that’s what an action list is for. Get them to go do 
their homework. 

0:05:10 Todd: Super. Thanks so much Kim Butler. This is No BS Money Guy Todd Strobel. 
Take care everybody. 

END 


