
Andrew Sobel Advisors 



The$Expert$for$Hire$ The$Client$Advisor$

Tells% Asks%great%questions%and%listens%

Is%for%hire% Has%“selfless%independence”%

Has%deep%expertise% Is%a%deep$generalist$$
(expertise%+%business%acumen)%

Analyzes% Analyzes%and%synthesizes$

Builds%professional%credility%% Builds%deep%personal%trust%

Is%reactive% Is%a%proactive%agenda%setter%

Sells% Creates%a%buyer%
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50-100 VIPs and 
High Potentials 

100s-1000s: Your 
Total Contact List 

The Many 
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Source: Harvard Business Review May 2014 
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$ Bn Worldwide revenue from recorded versus live music 

Source: Wikipedia, eMarketer 
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