
The Monthly Session

Monthly Advice Session

Sep 19, 2023
With Host Mark McKenna Little



Question
✓ I acquired my first Ideal Client 3 months ago & was excited. All 

was going well until now.  Just last week we met for The Initial 
Progress Update meeting, and this couple began melting-down 
about the investment markets.
✓ They’re concerned about world events.
✓ They’re worried about the future of the economy.
✓ They have a feeling that the markets could drop significantly 

within the next couple of years.
✓ THEY WANT ME TO DO SOMETHING TO PROTECT THEIR 

INVESTMENTS! They told me this is why they hired me.
✓ What would you recommend I do?



The Implementation Meeting
If you missed this with ANY Ideal Client, 

you can conduct this at any time.

Call it a “refresher” on how things work best

Set the ground-rules and expectations for the relationship



The 
Implementation 
Meeting

Beginning of the Client 
Implementation Phase…
• No significant client 

deliverables prepared
• Establish roles: Client 

role & the Trusted 
Advisor role

• Establish ground-rules
• Document client 

expectations



Examples of Establishing Roles….
✓ As “Client” your role is to… 
✓ Focus on living your life …enjoying your life
✓ Go live your values
✓ Ask questions & bring up Significant Financial 

Issues whenever they occur
✓ Allow me to orchestrate your financial affairs

✓ As “Trusted Advisor” my role is to…
✓ Meet with you at least once every 4-months
✓ Keep you fully informed & up-to-date
✓ Coordinate all your financial issues & people
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The Oversight Team

The Implementation Team

Role: Fill critical gaps
✓ Create Strategy
✓ Measure Success 

(oversee implementation)

Role:
✓ Implement Strategy
✓ Be a good team player



Examples of Establishing Ground Rules….
✓ Client progress meetings at least every 4-months… 
✓ I need you both there at all client progress 

meetings
✓ I need you to share all Significant Financial 

Issues
✓ I need you to establish my role as strategist 

with your current Implementation Team.
✓ Advisor PACT Pledge: My promise to you
✓ Clearly establish your fundamental investment 

principles up front. In this meeting!



Document Client Expectations….
(For your team to review)

✓ Establish The Team Goal

✓ What do you expect from the relationship 
between you & my team? (ask EACH spouse)

✓ If we were sitting here a year from now, and we’ve 
exceeded your expectations, what did we do for 
you? (ask EACH spouse)

✓ [ Document these responses & update this client’s 
expectations at the end of EVERY ,Progress Meeting ]



Clearly articulating your

Fundamental Investment 
Principles



Clearly articulating your Fundamental Investment Principles

Why?
✓ Sets some ground rules
✓ Gains agreement up front
✓ Earns you the right to confront 

irrational behavior down the road
✓ Establishes your TRUE value



Here are some things 
you might want to know 
about my background…



✓ I was that nerdy kid who 
enjoyed tracking 
investments

✓ I’ve been tracking stocks, 
bonds & Mutual Funds 
since I was 11 years old

✓ I understood fundamental 
investment principles from 
a very early age

✓ The investment basics 
were easy  

✓ The emotions around 
investments made things 
complicated



The investments 
were easy

The people investing 
were difficult



Then in 1989 
I discovered Nick Murray



Nick Murray



The 6 Investment 
Variables

The strategies and tactics required for 
long-term investment success...



The 3 Fundamental 
Investment Principles….

1. Faith in the future
2. Patience is required
3. Discipline avoids mistakes



The 3 Critical Investment 
Tactics….

1. Asset Allocation Delivers Returns

2. Diversification mitigates risk

3. Commitment: buy low & sell high
(periodic rebalancing)



Clearly articulating your Fundamental Investment Principles

What just happened?
✓ You set some ground rules
✓ Gained client agreement up front
✓ You have now earned the right to confront 

irrational behavior down the road
✓ Establishes your TRUE value (managing THEM)

✓ Now when a client is fearful or greedy & 
proposes something unwise, you reset!



The 
Implementation 
Meeting

You can have a refresher 
on your ground rules at 
any time.

When your client needs 
a reset, just make your 
next client progress 
meeting just that!

Re-run The 
Implementation Meeting



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?



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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