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Because investor situations and objectives vary this information is not intended 
to indicate suitability or a recommendation for any individual investor. 

This is for informational purposes only, does not constitute individual investment 
advice, and should not be relied upon as tax or legal advice. Please consult the 
appropriate professional regarding your individual circumstance.

Client case studies are for illustration purpose only. The case studies may not be 
representative of the experience of other clients. Individual results may vary. Past 
performance does not guarantee or indicate the likelihood of future results. 

Securities offered through Concorde Investment Services, LLC (CIS), Member 
FINRA/SIPC. Advisory services offered through Concorde Asset Management, LLC 
(CAM), an SEC Registered Investment Advisor. Insurance Services offered through 
The Silbernagel Group Insurance Services, LLC, Tax and accounting services offered 
through Real Wealth Tax & Accounting, LLC. Legal services offered through Third 
Party Entity(s). All listed entities are not affiliated with neither CIS nor CAM, all of 
whom are independent of Caleb Guilliams, David Buckwald, and David Walker. 

Disclosures

ia-ld-a-71-2-2023
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Next up…David Buckwald
● Founding partner at Atlas 

Advisory Group, LLC
● Specialties include life 

insurance strategies, 
estate planning, and 
wealth transfer issues

● Featured speaker at 
industry conferences and 
training seminars around 
the world

Friday, March 10th

10:30am CT

Don’t forget to register for these 

sessions every month!

2nd Friday @ 10:30am CST
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Announcing an extra speical guest in April… 

David Walker
● Former US Comptroller General

● Senior Strategic Advisor, PwC
● Served as 7th U.S. Comptroller General 

(‘98 – ’08)

● Former CEO of the Comeback America 
Initiative

● Earned three presidential appointments, 
each by different Presidents

● Has over 40 years of public, private & 

nonprofit sector experience
● Back for the first time since 8/12/16

Don’t forget to register for these 

sessions every month!

2nd Friday @ 10:30am CST
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• Back office tax service for 

financial professionals

• Letter of recommendation from a 

CPA + option for additional 

consulting

• Tax planning, not just tax 

preparation!

RWTax.net/back-office

Scan here 

to learn 

more!



Scaling Virtually



1. Who is Caleb 

2. Value Leverage Framework

3. 5 Steps to Scaling Virtually  

Overview





“The things you can’t 
control don’t worry about... 
But the things that you can 

control go all in…”

-MOM





















Value Leveraging™

1. Create Value 

2. Maximize That Value



Service 

Product

OutputInput

Value Equation



Value = Output

*Perception of The Output



“The thing we call profit should just 

mean over time that the value of the 

output is worth more than the inputs."

-Elon Musk



Use to maximum advantage

LEV-ER-AGE



Disclaimer 

Leverage without value is 

a DISASTER



Service

Product

OutputInput

Value Leverage Equation   

Leverage

SERVICE
PRODUCT



6 Leverage Areas 



1. Labor - People  



2. Capital - OPM

$$$



3. Media - Language 



4. Platform - Stages 



5. Code   



CharismaticWarmth Competence 

EQ

Likable

Empathy 

Smiling 

IQ 

Knowledge 

Efficiency 

Product knowledge

6. Influence - Charisma



5 Steps to 

Scaling Virtually 
1. Offer 

2. Irrestiple Gift 

3. Sales

4. Automation 

5. Marketing 



Offer 

(Proprietary Process) 

1



Who & How



1. Who’s your ideal client?

Value Exercise 



1. Who’s your ideal client?

2. What problem do they have?

Value Exercise 



1. Who’s your ideal client?

2. What problem do they have?

3. How do you crazy over-deliver to

solve that problem? 

Value Exercise 



Proprietary Process 

❏ What results or outcomes come from your 

proprietary process?

❏ Brand it and make it your own! 





Give Your $ More Then 1 Job



Irresistible Gift 

(Value Add Free Offer No 

Strings Attached)

2



Ideal ClientGift



Examples
❏ Checklist

❏ White papers 

❏ E-Books 

❏ Video 

❏ Podcast

❏ Documentary 

❏ Webinar 

❏ Calculators



Sales

( Efficiency)

3



Sale Tactics 



Sale Tactics 



“the ability to avoid wasting 

materials, energy, efforts, money, 

and time in producing a desired 

result.”

ef·fi·cien·cy



1) DESIRED RESULT



2) Eliminate Friction  



20
(12 hr. days)



2
(12 hr. Days)



4 Hours



Examples of Wealth Friction

❏ Lacking Clarity 

❏ Overpaying on Taxes 

❏ Underperforming Investments 

❏ Bad Debt 

❏ Overspending 

❏ Insurance Gaps 

❏ Not knowing your numbers. 

❏ Lack of Control

❏ Anything that leads to an unintentional life…



Automation

(Technology)

4





5 Main Tech Components Needed

❏ Website - Offer is clear and CTA is present

❏ Funnels- Virtual sales process



2017



5 Main Tech Components Needed

❏ Website - Offer is clear and CTA is present

❏ Funnels- Virtual sales process

❏ Calendars - Ability for someone to book a 

meeting with you without having to go back and 

forth. 



5 Main Tech Components Needed

❏ Website - Offer is clear and CTA is present

❏ Funnels- Virtual sales process

❏ Calendars - Ability for someone to book a 

meeting with you without having to go back and 

forth. 

❏ Workflows - Internal and external 

communication 



Video Emails







5 Main Tech Components Needed

❏ Website - Offer is clear and CTA is present

❏ Funnels- Virtual sales process

❏ Calendars - Ability for someone to book a 

meeting with you without having to go back and 

forth. 

❏ Workflows - Internal and external 

communication 

❏ Virtual meetings - Meet virtually with people



Virtual Whiteboard Hack



Marketing

(Get in front of your ideal 

clients 😊)

5



Ideal ClientOffer / Gift Attention

Marketing



❏Where are my ideal clients at?
❏How can I add value to them today? 
❏What’s the best way to get their 

attention and transfer that value?

3 Marketing Questions



Your Offer 

Value Exercise

1. Who

2. Problem

3. Solution



Your Offer 

Social Media 

Stages

Virtual Stages

Physical Stages 

Joint Partnerships

Value Exercise

1. Who

2. Problem

3. Solution

Referrals from 

clients



❏ My Presentation Slides

❏ Value Leveraging Checklist 

❏ Virtual Studio PDF

❏ Virtual White board video

❏ Social Media Breakdown 

❏ Chrome Extension

❏ Elon Musk Video 

❏ Social Media Guide



Virtual Audit

❏Clear Offer (Right Away)

❏Obvious Call to Action

❏Free Lead Magnet 

❏Easy Navigation 

❏Relatable Images







Thank You 

Caleb@BetterWealth.com

ValueLeverageing.com/realwealt

h

Virtual Audit

mailto:Caleb@BetterWealth.com


Thank You

Caleb@BetterWealth.com

@calebguilliams

mailto:Caleb@BetterWealth.com
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Testimonials herein may not be representative of the experience of other customers, do not guarantee of future performance or success, and no participants have been compensated for their testimonial.
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