
The Session

Monthly Advice Session

July 18, 2023
With Host Mark McKenna Little



Questions

✓ I charge $36,000/year for Truly Comprehensive Financial 
Services, but there are no Ideal Clients in my area. 

✓ You’ve mentioned that when people ask you what you do, you 
tell them.  But what do you do if they keep asking details about 
what you do?

✓ I just had a client leave me for greener pastures (another 
Financial Advisor), what can I do to retain clients?



Question

✓ I charge $36,000/year for Truly Comprehensive Financial 
Services, but there are no Ideal Clients in my area. 



Call me skeptical

But even if it’s true…
You’re not a tree!



How many Initial Client 

Interviews per week?

For me… Goal = 5  Actual = 2 (for year 1)  
& my ratio is 7.8:1



You charge $36k/yr

Who is your Ideal Client?
Financial delegator

Serious about your goals
Appreciates advice

Has financial assets of $3,600,00+



Client Acquisition Mapping

18
134

281

231



The more common 

problem is Lead 

Generation
Failure to have enough people who want 

to sit down & “talk business”



SOLUTION: 
Seriously Ramp-up

Hours

Lead Generation Activity
(interacting with more non-clients outside 

the office every week)

20

10

Client Acquisition



Question

✓ You’ve mentioned that when people ask you what you do, you 
tell them.  But what do you do if they keep asking details about 
what you do?



What do you do?

Think “next step” not “long-term”
(NOT “Ideal Client”)



Create a 
comprehensive written 
lifetime financial 
strategy 
(overarching plan)



Meet 3X per year,
once every 4-months
…FOREVER

Deliver Truly 
Comprehensive 
Financial Services™

Ensure goals are 
on-track & stay on-track





Compelling Experience?

Compelling for BOTH spouses?

Valuable even if don’t work together?



What’s accomplished for 

them at 

The Initial Client Interview?

What’s in it for them?
What’s the beneficial outcome for them?



You’re a stock broker, right?

Actually…



You only want to meet with 

people if they don’t currently 

have a Financial Advisor, 

right?

Actually…



What’s the difference 

between a Financial Advisor 

& what you do?



What do you charge for a 

meeting like that?



Question

✓ I just had a client leave me for greener pastures (another 
Financial Advisor), what can I do to retain clients?



Dan Sullivan

The 4 referability habits

1. Show up on time
2. Do what you say you’re going to do
3. Finish what you start
4. Say please & thank you



Mark’s 3 Retention 

Standards

✓ Be highly responsive to clients
✓ Meet deadlines you promise
✓ New ideas at every meeting



Mark’s 3 Retention 

Standards

Be highly responsive to clients

2-hours whenever possible



Mark’s 3 Retention 

Standards

Meet deadlines you promise

The Interaction Log™ circulated to your 
entire team within 48 hours



















The Interaction Log™

What do you notice about TIL?
What does TIL look like to you?

It’s just NOTES from the interaction
(notes in a required format)



Mark’s 3 Retention 

Standards

Meet deadlines you promise

The Interaction Log™ circulated to your 
entire team within 48 hours



Mark’s 3 Retention 

Standards

New ideas at every meeting…

Without fail… require 15 impressive 
Action Items or recommendations 

prior to every client progress meeting



Require a 
minimum of 3 
impressive 
Action Items 
from 
each SME

15 TOTAL



15

15
15

45 per year



Mark’s 3 Retention 

Standards

✓ Be highly responsive to clients
✓ Meet deadlines you promise
✓ New ideas at every meeting



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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