
The Session

Monthly Advice Session

June 20, 2023
With Host Mark McKenna Little



Questions

✓ I’ve heard that you charge potential clients for your first meeting 
with them.  In this program you call that The Initial Client 
Interview, is it true you charge for this meeting?  How much do 
you charge & why?

✓ You mentioned that you share client stories with potential 
clients, so they understand what you do.  Can you give me some 
examples?



Question

✓ I’ve heard that you charge potential clients for your first meeting 
with them.  In this program you call that The Initial Client 
Interview, is it true you charge for this meeting?  How much do 
you charge & why?



The Initial Client Interview

The very first time you sit 
down to “talk business” 

with a new potential client



The Initial Client Interview
✓ 3 or the 15 essential elements of an effective Initial Client Interview

✓ Is a Compelling experience 
✓ (BUT DO NOT attempt to describe the experience)

✓  Provides value whether or not you end up working together
✓  BOTH spouses find extraordinarily relevant

✓ BEFORE CHARGING I didn’t like the question, “why are you doing this? 
What’s in it for you?”
✓ BEFORE: I simply don’t charge for my first meeting (implies NOT 

valuable)
✓ AFTER: I charge because I’m a professional (This VALUABLE because 

this is what I do for a living)
✓  $500 since year 2000



Question

✓ You mentioned that you share client stories with potential 
clients, so they understand what you do.  Can you give me some 
examples?



The Reciprocal Moment Vignettes

TRF Meeting #1
(Have I ever told you what I do?)



The Reciprocal Moment Vignettes

What is 

The Reciprocal Moment?



The Reciprocal Moment Vignettes

1. Transition-in: (CONTEXT) "You know that I sit down and help 
people who are struggling with a Significant Financial 
Issue, right?“

2. Scripted Story: (Hero’s Journey) A couple came in to see me...
3. Transition-out: (USEFUL & SCARCE) "You have no idea how 

satisfying it is to help people like this. I love being the only 
person in town helping people have breakthroughs like this.“

4. Conclude with a question: (ENGAGEMENT) "Have you ever 
known anyone who’s (in this client situation)?"



The Reciprocal Moment Vignettes

TRF Meeting #2
(in response to The Reciprocal Moment)



The Reciprocal Moment Vignettes

1. Transition-in: (CONTEXT) "You know that I sit down and help 
people who are struggling with a Significant Financial 
Issue, right?“

2. Scripted Story: A couple schedules time to discuss many 
“Significant Financial Issues” that were keeping them up at 
night. 

✓ Their tension was obvious.  They walked into the office as a 
bundle of nerves.



The Reciprocal Moment Vignettes
✓ But, as they spoke to me they relaxed. One-by-one, they 

meticulously worked through each one of their Financial 
Issues.  

✓ Mission accomplished… at the end of the hour, they both 
were noticeably relaxed.  They were smiling and worry-free 
as they stood up to leave.

✓ On her way out of the appointment she paused to say, 
“Before this meeting I literally could NOT sleep through the 
night.”  I would lay there in bed and worry about all of this.  
But I’ll sleep like a baby tonight and every night after that.  
...and she was thankful.



The Reciprocal Moment Vignettes

✓ With that, HE began tearing up… and then crying.

✓ Well, he had been worried before they came in, but turns 
out he was mostly concerned about her. 

✓ And with her now having such confidence and calm about 
their financial future, it was an emotional moment of relief 
for him



The Reciprocal Moment Vignettes

✓ Transition-out: For me, it is so satisfying to be able help 
people make substantial breakthroughs like that, after 
struggling so much with an issue.  This couple came in tense 
and frustrated about their finances, and they left with calm 
confidence that everything was going to be OK. 

✓ CONCLUDE WITH A QUESTION: Have you ever known anyone 
who was so worried about their financial disarray, that they 
just put it permanently on the back burner?



The Reciprocal Moment Vignettes

1. Transition-in: (CONTEXT) "You know that I sit down and help 
people who are struggling with a Significant Financial 
Issue, right?“

2. Scripted Story: (Hero’s Journey) A couple came in to see me...
3. Transition-out: (USEFUL & SCARCE) "You have no idea how 

satisfying it is to help people like this. I love being the only 
person in town helping people have breakthroughs like this.“

4. Conclude with a question: (ENGAGEMENT) "Have you ever 
known anyone who’s (in this client situation)?"



The Reciprocal Moment Vignettes

TRF Meeting #3
(in response to The Reciprocal Moment)



The Reciprocal Moment Vignettes

1. Transition-in: (CONTEXT) "You know that I sit down and help 
people who are struggling with a Significant Financial 
Issue, right?“

2. Scripted Story: A couple is all stressed-out because her father 
had fallen ill, and she had moved to another state to go care 
for him, which separated her from her husband for more than 
a year.

✓ This obviously caused stress in the marriage, although he 
was always supportive of his wife’s decision to care for her ill 
father.



The Reciprocal Moment Vignettes

✓ He was an executive with a large nationally known company, 
and she had gone out of state to care for her Dad.

✓ On one of his trips to go visit his wife, they decided to 
schedule a session with me, even though they were doubtful 
a 1-hour session would resolve much.

✓ So, I asked them both some questions designed to get them 
focused on the big-picture.  They shared many things they’d 
never said to each other before, or at least had not shared in 
many years.



The Reciprocal Moment Vignettes

✓ That conversation really opened things up and the real issues 
quickly emerged.

✓ Turns out he was willing to stop working, so they could be 
together again, but didn’t know if they could make that work 
financially

✓ We did some quick math and it turned out they have enough 
money to allow them to still achieve all of the financial goals 
they had established.

✓ They were both pleasantly surprised.



The Reciprocal Moment Vignettes

✓ MISSION ACCOMPLISHED.  That decision was a huge 
breakthrough, and resolved the biggest source of stress in 
their lives.

✓ They could live together again, and lived happily ever after.
✓ TRANSITION OUT: This couple walked in feeling they had no 

options to their current dilemma, yet they walked out an 
hour later with 2 problems fully resolved. It’s always amazing 
to me how powerful this process is. 



The Reciprocal Moment Vignettes

✓ CONCLUDE WITH A QUESTION: Have you ever known a 
couple who is just so stressed out about some Significant 
Financial Issue, they don’t know which direction to go?



The Reciprocal Moment Vignettes

TRF Meeting #10+
✓ Make a list of past clients having a 

“Breakthrough of Clarity”

✓ Craft each story loosely using “The 

hero’s journey” – Joseph Campbell

✓ Follow The Reciprocal Moment 4-Step 

Process (1 ½ - 2 ½ min)

✓ Record these meetings to improve 

(Wind-Sprints 2X per week)
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The Reciprocal Moment Vignettes

1. Transition-in: (CONTEXT) "You know that I sit down and help 
people who are struggling with a Significant Financial 
Issue, right?“

2. Scripted Story: (Hero’s Journey) A couple came in to see me...
3. Transition-out: (USEFUL & SCARCE) "You have no idea how 

satisfying it is to help people like this. I love being the only 
person in town helping people have breakthroughs like this.“

4. Conclude with a question: (ENGAGEMENT) "Have you ever 
known anyone who’s (in this client situation)?"



FAM CERTIFICATION (DRAFT):

Financial Advisor Mastery…

1. ⭐Team of 3+ covering ALL FIVE areas of Personal Finance
2. ⭐ The Ten Client Deliverables covered by annual list of Deliverables 

Checkpoints created by your Subject Matter Experts across all 5 areas
3. ⭐CWLFS updated at least annually for every ideal client
4. ⭐The Three Meeting Process in place – Next 12-mo meetings are currently 

scheduled (at all times) 
5. ⭐ 45 impressive, above average, action items per ideal client over the past 

12 months
6. ⭐ ⭐ ⭐The MONTHLY Referability Dashboard: TARR >3 & 1 Ideal Client 

acquired over the past 2 consecutive quarters



Mastery.link



Best Advice

Invest 5min completing your 
Business Activity 

Spreadsheet EVERY week
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Get the advice you’re paying for in The Advisor P.A.C.T. Monthly Program™.

“Contact Us” with every issue you’re struggling with



Protection
Attention
Coordination
Transparency

The Only Game in Town
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