
Net profits generated from his books and 
coaching are used to fund scholarships and 
internships for deserving college students. 
These Knapp Scholars will receive instruction, 
training and experiences on the transformative  
potential of the capitalistic system.  His goal is 
to develop a new generation  of leaders whose 
core values include  integrity, creativity, 
character, physical health and service to 
others. 

Rob Knapp, President, Supernova

• Read The Supernova Advisor, Supernova Advisor Teams and The 
Supernova Multiplier 

• Sign up for coaching with a qualified Supernova Coach
• Join the Supernova Advanced Learning Library 

(www.supernovaconsulting.com/members
• Purchase the 90 day audio program, e-learning books and scheduling 

tool

Rob Knapp

Rob Knapp is the author of three books, 
The Supernova Advisor, The Supernova 
Multiplier and Supernova Advisor Teams 
(which he co-published with author and 
coach Curtis Brown). 

Helping successful financial advisors 
achieve consistent growth while delivering 
exceptional client service is Knapp's 
lifelong calling and ongoing passion. In a 
34 year career at Merrill Lynch, he was 
widely recognized as an innovator and 
architect of the Supernova model. His 
passion and commitment for helping 
financial advisors pursue excellence is 
evident in his books and his coaching. He 
continues to refine and adapt the program 
to new challenges in the industry and the 
world today. 

Supernova Additional Resources

To find out more, contact Cindy Beuoy at 866-448-7858 EXT. 702 or email  
cindy.beuoy@supernovaconsulting.com

Supernova Consulting Group LLC
P.O. 2160 Boca Grande, FL 33921
866.448.7858  •  www.supernovaconsulting.com

Book your Supernova Training: 
cindy.beuoy@supernovaconsultingllc.com 

Supernova Consulting Group LLC
P.O. 2160 Boca Grande, FL 33921
866.448.7858  •  www.supernovaconsulting.com

Book your Supernova Training: 
cindy.beuoy@supernovaconsultingllc.com 
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THE SUPERNOVA 
STANDARD

Giving clients a minimum level of 
exceptional first class service 
termed 12-4-2. You achieve this 
level of service through:

• Proactive Client Contact

• Rapid Response to Client
Issues

• Multi-Generational
Planning and
Implementation

Supernova will allow you to double 
your business in 24 months through:

• Introductions

• Clients consolidating their
wealth with you

• Less attrition

• Batch processing client
educational and product
needs together

• Supernova 7 Step
Acquisition Process

• More Efficient Teaming

12-4-2

”“
80/20 RULE: 
80% of your business 
comes from 20%  
of your clients. 
– PARETO

 “This has helped us focus on the most 
important thing – our communication 
in giving the service to the client.”  
– Advisor NY

“Clients loves 12-4-2. They’re telling 
their friends. We’ve got more 
referrals this past week than we have 
in the  last 3-4 months.”  
– Advisor, WI

“Completing segmentation was a 
confidence booster.  Now that we have 
created capacity, the growth component 
is a doable thing. “  
–Advisor MA

Supernova is allowing me to have  
stronger conversations and be more 
organized. I truly believe this is going 
to give me my life back in being able to 
add the proper amount of value to my 
relationships.”   
– Advisor in CA

Your Investment 
Our goal is excellence. We believe 
Supernova is the most actionable 
and comprehensive program offered 
today. We don't give you vague 
ideas on how to run your practice. 
We show you how to do it and give 
you the tools that make it easy to 
implement. The year long program 
consists of weekly 30 minute 
coaching calls with your team for 12 
weeks followed by 30 minute 
monthly calls for 9 months. You will 
have weekly training videos, our 
patented Supernova Scheduling 
Tool and training, a coaching guide, 
one year membership to the 
advanced learning library and 
unlimited email help between calls.

Testimonials

“I never would have thought it  
possible but I doubled my business  
in 24 months and am working less. 
I am a dedicated Supernova fan.” – 
Advisor WA

The cost of the program 
is $9,000

This includes:
• 10.5 hours of personalized coaching
• 6 hours of video instruction
• Supernova Coaching Guide
• Supernova Scheduling Tool & training
• 1 Year membership to the Advanced

Learning Library
• Unlimited email support between calls
• Scripts, templates and downloads to

help your practice grow

For more information, visit our website: 
www.supernovaconsulting.com/coaching 

or call Cindy Beuoy 866-448-7858 ext. 702

Are You Ready to Cross the Invisible Bridge? 



Is Supernova Right for You?

At a recent Supernova kickoff a regional manager put it simply: “In  the 60’s and 
70’s this business was all about personality. If you had that you did okay. In the 
80’s and 90’s it was all about the products you were offering. Today financial 
advisors must differentiate themselves by the services they offer."

10 Reasons to Embrace Supernova

1. Clients want more than a commodity experience. There are many places we 
all come back to visit even if there is a better priced alternative. None of us want 
to pay for a bad experience.

2. Clients want to know that they can trust you. Meeting monthly and solving 
their problems within twenty–four hours is a Supernova mantra. If you do what 
you say you’ll do, then they will come to trust you. 

3. The client experience must be consistent to have repeat business and long-
term relationships. This will enhance revenues when clients return and take 
advantage of your other services.

4. You must offer a high level of client service. This means you are responsive to 
clients and take time to understand what they want and communicate promptly.

5. Clients are people with real emotions; therefore the experience must
be on an emotional level.

6. A positive client experience must be deliberate and cannot happen
by accident.

7. The customer experience must deliver value, be easy, non-complicated,
and enjoyable.

8. Meet, set, and define client expectations in order to create a
positive interactive experience. A Positive Experience = Loyalty.

9. Improve the client experience as a competitive differentiator. Your value is 
positively impacted by understanding how the information impacts the client 
positively or negatively. 

10. Listen to your clients and their needs. A disgruntled consumer will tell 
between 9 and 15 people about their experience. It takes 12 positive service 
experiences to make up for one negative experience. 

What must you give up to get 
these things?

• Chaos

• Smaller accounts

• Lack of structure (freedom)

• Annually increase of the number of 
assets you accept

• Reassign clients that don't meet your 
minimum

• Touch every client every month

• Turn over scheduling to the practice 
manager/CA/CSA

• Implement the Supernova Acquisition 
Strategy for growth

• Use the Supernova accountability tools 
to keep your team on track

Segmentation

Organization
Planning

Team 
Building

Acquisition

Leadership

Segmentation is the first step in the Supernova 
Process. This is a growth strategy for FA's. 

Organization and Planning will turn your practice into an time- 
efficient machine and increase client satisfaction. Multi-
Generational planning is essential in a Supernova practice. 

Team building will increase your potential and create successful 
outcomes for everyone on the team leading to higher 
productivity and job satisfaction.

The Supernova Acquisition Strategy:  90-6-4-2-2-1-1 will give 
you a clear path to growing without spending more time or 
acquiring a greater number of clients. 

Every member of the team is a leader within the 5 Star 
Leadership model. Supernova creates transparency of roles and 
responsibilities, and divides leadership among the entire team.

Supernova System – 6 Simple Principles

Key Concepts of the Program

 segmentation

planningorganization acquisition

leadership



Segmentation
Segmentation is a necessity in order 
to deliver exceptional client service. 
An unmanageable client load leads to 
client dissatisfaction and loss of 
business. We view segmentation as a 
growth strategy and we give you the 
tools and scripts to make it easier to 
segment.

We will address setting your minimum 
amount of assets per client, maximum 
number of clients and defining your 
ideal client. Your coach will work with 
you to reset your practice, manage 
your energy reserves and become a 
corporate athlete that embraces every 
day with renewed energy.  

Organization/Planning
   Organization is the cornerstone of a 
successful practice. You empower 
your CSA/CA or office manager to 
take over this aspect of the business. 
Setting up your ideal day will 
determine the schedule for client calls. 
Using our patented Scheduling Tool 
your team will be able to create a 
client monthly call schedule and 
download to your Outlook Calendar. 

We will also provide you with the 
template to build your client folder 
system for clients, prospects, Centers 

of Influence and your Mastermind 
Group. These folders along with the 
monthly contact will reduce phone tag, 
unnecessary client calls and develop 
a higher level of trust with clients. 

Another important aspect of the 
Supernova model is Planning. “He 
who owns the plan owns the client” is 
a Supernova axiom. Retirement 
planning helps clients realize 
consolidating their assets lowers their 
risk and gives you a clearer picture of 
what they have and how to manage it.  

Join the community of financial advisors that have taken 
the path to disciplined growth and estatic clients

Team Building
Teams are the principal building 
blocks of any successful organization. 
The Supernova model provides a 
template for building collaborative 
teams that have a unifying vision, a 
business plan with a delegation of 

duties and responsibilities for each 
team member. Creating a working 
agenda for each day, working on 
communication strategies and 
measuring performance are part of a 
successful Supernova team. 

Acquisition and Leadership
The most recent Supernova book, 
The Supernova Multiplier, is a 
comprehensive guide to the 
Supernova Acquisition Strategy. Your 
team will learn the best way to apply 
those principles to your particular 
needs though our personalized 
coaching platform. 

Advisor's tell us "I want to grow but I 
am already working at my maximum." 
Our acquisition strategy is about 
relationship building that results in 
doubling revenues in 24-36 months 
without spending more time in the 
office. 

Supernova 90-6-4-2-2-1-1 approach 
refers to a 90 day free look (by 
prospects), 6 Centers of Influence per 
FA, a 4-member Mastermind Group, 2 
community or nonprofit boards, 2 

niches, 1 social networking strategy 
and using the introduction method 
with clients. 

We work with you on every detail to 
build an acquisition model that will 
keep you growing. This results in 
creating a work/life balance that will 
free up time for family and outside 
interests. 

The Servant Leadership component 
of Supernova embraces giving to give 
and the rule of reciprocity. When 
each team member realizes and 
works at their potential the entire 
team benefits. We show you how to 
effectively use tools such as the Gap 
Analysis, Five Star Model, Giving 
Board, Score Board and daily, weekly 
and monthly team meetings to 
achieve your goals. 

Supernova 365 - A Year-Long Process©

After an intensive 12 weeks of coaching your one year 
transformation continues with a 30-minute monthly coaching 
session for nine months. You will work on getting your practice 
down to its core, establishing your brand, developing a belief 
statement and hitting the reset button on an already successful 
practice. Accountability is a priority for your success. It will help 
you achieve the organization, balance and growth you are 
looking for. 


