
The Monthly Session

Monthly Advice Session

Aug 15, 2023
With Host Mark McKenna Little



Question

✓ In past sessions you’ve shown a tentative list of certification 
requirements for this program (The Advisor P.A.C.T. Monthly 
Program).
✓ Why did you create that certification?
✓ Who is that certification designed for?
✓ Will you ever finalize that certification?
✓ Can you walk through those certification requirements again 

(but very slowly)?
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Mark McKenna Little Timeline
1981 - Present

2 years

21 years

24 years

18 years
Generating ample 

unsolicited client 

referrals. 

Exceeding Client 

Expectations

No idea how to 

acquire clients

Starvation

Successful generating  

new revenue every week

Top Producer

Can grow 

significantly faster 

through M&A than 

through organic 

growth 

M&A
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How to 
eliminate 
limiting 
beliefs

How to 
acquire 

new 
clients

How to 
generate 

client 
referrals

How to 
double the 

business 
value
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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
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Tax

Legal

Financial

Planner

Money

Manager

Insurance

Administrative 

Manager

Ideal Client

Trusted 

Advisor

1 Administrative 
Manager
On your payroll

3-5 Subject 
Matter Experts
Covering all 5 areas



Subject Matter Experts
On a shoestring budget

1. Fill 5 INTERIM SMEs: 30-days
2. Replace with Permanent SMEs: 

60-days to fill each role permanently
3. SME Expectations Conversations: every 

4-months without fail
4. The Team Goal: Consistently exceed 

clients’ expectations
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The Ten Client Deliverables™

1 2 3 4 5 6 7 8 9 10



The 142 Deliverables Checkpoints™

1 2 3 4 5 6 7 8 9 10

The Ten Client Deliverables™
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Your Subject Matter Experts will 
create 5 independent 
documents…
1. A comprehensive written lifetime 

Tax strategy
2. A comprehensive written lifetime 

Money Management strategy
3. A comprehensive written lifetime 

Risk & Safety strategy
4. A comprehensive written lifetime Estate 

Planning strategy 
5. A comprehensive written lifetime 

Financial Planning strategy

$10,000 - $20,000 
Client Fee 

(minimum 50% Margin)



Client Acquisition Metrics
Assume for now

1. Every 10 Initial Client Interviews 
= 1 Ideal Client

2. Every 10 Initial Client Interviews 
= 2 Non-ideal Clients ($10k minimum)
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Create a 
comprehensive written 
lifetime financial 
strategy - CWLFS
(overarching plan)



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

Deliver Truly 
Comprehensive 
Financial Services™

Ensure goals get 
on-track & 
stay on-track



The Three Meeting 

Process
Book all meetings 12-months out

✓ Create the overarching strategy: 
104 days

✓ Routine client progress meetings: 
One (1) every four months (3X per year)



The Advisor PACT 
Pledge
✓ Protection
✓ Attention
✓ Coordination
✓ Transparency

The 4 Client Expectations
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SME Expectation
Failing to meet this is unacceptable

✓ I expect 10 – 15 impressive Client Action Items or 
recommendations for each Ideal Client annually. 

✓ I expect 15 from you, but the minimum is 10 per client 
per year.

✓ Since we meet with Ideal clients 3 times per year, I’ll be 
expecting a bare minimum of 3 client action items prior 
to every dry run prep meeting.
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At least 15 impressive 
action items per client 
per meeting
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The Annual Referral Rate (TARR)

Total number of Ideal Client referrals over the past 12 months

÷
Total number of Ideal Clients

=
The Annual Referral Rate (TARR)

✓ Calculate to 3 decimal points

✓ Track this number like a stock over time (chart it over time)

✓ It’s the trend (the change over time) that’s important

✓ Update entire team at least monthly





20















The APM Program
Assess your progress

1. Do you have all 5 SME areas covered by a team?
2. Have you required each of your SMEs to create an annual 

checklist?  (Your annual Deliverables Checkpoints created?)
3. Are you charging a minimum $10,000 client fee to create an 

overarching strategy?
4. Is The Three Meeting Process booked 12-months out right now?
5. Has every SME provided a minimum of 10 impressive Action 

Items for each Ideal Client over the past 12-months?
6. How many Ideal Clients have you acquired over the past 

12-months?
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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


