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Discern why less is better and quality 
wins over quantity

Recognise what makes clients a bad 
fit

Discover how to craft a 
communication to disengage clients. 

Learning Objectives
by the end of this, you’ll be able to:



Principles that you can apply to life as 
well as your firm

It will be practical as well as thought 
provoking

It’s for you if you’re feeling 
overwhelmed, over committed and 
burnt out

And if you’re growing your firm but 
want to do it strategically

What to expect:



Key idea

A disciplined pursuit of 
LESS delivers MORE fulfilment 
and higher quality work.



DirectIndirect

The Triple 
Whammy: 

Too much 
work, for 
too many 
clients, for 
too little 
money.

Morgan 
Ranstrom



Overstaffing

Low margins

Burnout

Inefficiencies

Frustration

Resentment

Challenging client relationships

Too many clients, too much work, not 
enough money leads to



How did we get here?



1. The undisciplined pursuit of more (Jim Collins)



2. The idea that you can “have it all”



3. When we’re overcommitted, overextended and overwhelmed, it’s hard to 
carve out space to reflect and think rigorously 



What can we do?



Ideal clients

Healthy work/life blend

Ample time for holidays

Profitable firm

Happy and well-paid staff/contractors

An efficient and respected practice

If you’re willing to make some tough 
decisions, here’s what’s waiting for you



How do we get there?



Create some space to think and focus on what matters



The Way of the Essentialist involves doing less, but better, so you can 
make the highest possible contribution.

Greg McKeown



Only once you give yourself permission 
to stop  trying to do it all, to stop saying 
yes to everyone, can you make your 
highest contribution 
towards the things that really matter.



Rather than assume you can have it all…

Ask yourself:

What is the trade off I want to make?
Which problem do I want?
What can I go big on?



“If I work with this individual for the next twenty years, will I be satisfied with 
the terms of the relationship? Will I always be happy to hear from them and 

proactively serve their financial needs? Will I feel compensated and valued for 
my efforts?”

When taking on a new client or reviewing an existing one, 
ask yourself…



Dunbar’s number



Dunbar’s number: 150

In a nutshell: the depth of relationships 
starts slipping at a certain number 

of connections. 



It’s not a lifestyle practice; it’s a lifetime practice. This is the pace I know I can 
sustain over the course of my lifetime even as I help my clients achieve their 

financial goals over the course of their lifetime.

I like to think of us as a deep-planning boutique. We generally cannot help but 
go deeper for our clients. Holistic financial planning is wired into our 

intellectual and emotional fabric. So why fight this tendency in a race to 200 
clients?

@morganranstrom



You can trickle your time away attempting to be everything to everyone, or 
you can focus on being the perfect fit for 50 someones.

The power of a niche



You don’t have to say ‘yes’ to every prospect

You can refer or move on from many of  your current relationships

You can raise fees on your clients, work with less of them, not hire

staff, and likely come out with a similar income

You don’t have to be a martyr to your business and clients

Remember…



Discern why less is better and quality 
wins over quantity

Recognise what makes clients a bad 
fit

Discover how to craft a 
communication to disengage clients. 

Learning Objectives
by the end of this, you’ll be able to:



Lack of respect

Earning potential

New direction

Type of work/timing/complexity

Characteristics: (clear vision/solid plan?)

Motivation: (why wouldn’t they do it themselves?)

Relationship with adviser (contact/control?)

Temperament: can they hold nerve? Seem pleasant?

Location

What makes clients a bad fit?



Being able to trust someone
Listen and understand my needs
Long term relationship
Always being available to talk

Passive relationship with sporadic contact
Lack of proven expertise
Too expensive
Being able to achieve the same results going it 
alone

Ref Boring Money

Happy clients vs Grumpy clients



“When value exceeds price, 
people part with money”

Grant Cardone



But there is no fee low enough for a 
client who doesn’t value your advice.

(And they won’t value your advice unless 
you do first.)



Discern why less is better and quality 
wins over quantity

Recognise what makes clients a bad 
fit

Discover how to craft a 
communication to disengage clients. 

Learning Objectives
by the end of this, you’ll be able to:



I suggest that all of these communications are best
delivered through conversations and followed up 

in writing



When you are changing your charging structure…



Dear…

I am writing to let you know about some important changes to the service you receive from us. 

New charging structure and the way we offer advice.

So that (we can add more value), our ongoing service will be subject to a minimum annual fee of XX. A portion of that will already be covered by some ongoing 
commission that we receive for looking after your existing insurance plans investments or pensions.

Your two options:

1. You’d like to remain a client.  Please tell us via letter, email or phone within 10 working days from the date of this letter. We will then bill you accordingly, prior to your 
next Annual Review Meeting. You can then take advantage of xyz(value)

2. You can do nothing and we will resign as your advisers. If we do not hear from you within 10 working days from the date of this letter, we will assume you are happy 
to look after your own financial affairs and we will resign. Or you will seek advice from another adviser who charges fees more in line with your needs.  You can find a
national database of advisers here:
https://www.thepfs.org/yourmoney/professional-advice/finding-your-adviser/
https://www.boringmoney.co.uk/

If you are unsure of your best option, please give us a call and we will be happy to go through the implications of either choice. And ifour relationship does end at this 
point, thank you for your business and we wish you all the best.

Yours sincerely



When you haven’t heard from them for too long



Dear

You haven’t replied for a while/we haven’t heard from you for a while. 

We understand life gets busy, new priorities emerge and your financial requirements do change. And as we haven’t had any communication from you for the (state 
time), we’re no longer in a strong position to offer advice on your financial future. However, it’s very important that you receive suitable advice and therefore are 
suggesting a couple of ways forward:

Your two options:

If you’d like to remain a client, please tell us within 10 working days via email, phone or letter. You can then take advantage of (xyzvalue)and we’ll continue work with 
you to help offer peace of mind that your financial future is in adequate shape.

You can do nothing and we’ll resign as your advisers. If we don’t hear from you within 10 working days from the date of this letter, we’ll assume you’re happy to look 
after your own financial affairs, or you’ll seek advice from another adviser who charges fees more in line with your needs.  Youcan find a national database of advisers 
here:
https://www.thepfs.org/yourmoney/professional-advice/finding-your-adviser/
https://www.boringmoney.co.uk/

If you’re unsure of your best option, please call us and we’ll be happy to go through the implications of either choice. If it means we are no longer the right adviser for 
you, thank you for your business and we wish you all the best.

Yours sincerely,



When you no longer want to work with them (lack of respect)…



Dear…

I’ve been giving our relationship lot of thought as we have worked together for a long time. Over the past few [insert time],I’ve noticed issues in our working relationship 
and have come to the conclusion that we’re not the best fit. 

It’s important that you have an adviser who can offer a service more in line with your vision and expectations.  As such, I’dbehappy to introduce you to someone in my 
network. Or you can seek advice from another adviser, a national database of advisers can be found here:
www.thepfs.org/yourmoney/professional-advice/finding-your-adviser/
www.boringmoney.co.uk/

On a practical note…

I wish you all the very best,

Yours sincerely



When you want to flag the relationship is in jeopardy

(suggest this is done via a conversation rather than email)



When you call making demands in an abrupt way, it makes us feel belittled and under pressure. In future, I’d like you to speak to us with more respect. 
Afterall, we’re on the same team.

OR.

When you ignore my calls, it makes me feel like I take your financial planning more seriously than you do. In future, I’d like you to get back to me sooner/within 3 working 
days (even if it’s a quick text to say you’re too busy for the next couple of weeks). Afterall, we’re on the same team.



Discern why less is better and quality 
wins over quantity

Recognise what makes clients a bad 
fit

Discover how to craft a 
communication to disengage clients. 

Learning Objectives
by the end of this, you’ll be able to:



“If you don’t prioritise your life, someone 
else will”

Greg McKeown



Melissa Kidd
Melissa@motem.co.uk

www.motem.co.uk
https://www.linkedin.com/in/melissakidd

For more information on communication courses for advisers 
and paraplanners: 

https://go.motem.co.uk/corporate

Next steps:

mailto:Melissa@motem.co.uk
http://www.motem.co.uk/
https://www.linkedin.com/in/melissakidd

