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After Client Meetings: Invigorated or Exhausted. You Choose. 

 

Let’s paint a hypothetical picture (it could be you). It is quarterly review time. You are running from 
meeting to meeting. You just spent a ton of time putting together a comprehensive presentation 
about the economy, China, volatility, oil prices, performance, alpha, beta, etc. You may be 
stressing over a few under-performing investments, even though the rest of the portfolio seems 
fine. 

You spend an hour and a half (or more) with the client. At the end of the meeting you are not really 
sure whether or not you were on target. Your client seemed a little quiet, almost uneasy. You felt 
like you were on the defensive. You never found the right opportunity to talk about the big account 
they have elsewhere or to ask them for an introduction to their super wealthy doctor friend. 

You feel exhausted. 

You have another meeting in 15 minutes. 

Here is my simple template to a tighter, more pleasant, and more focused client meeting that help 
you get the information you really need from clients. 

Before each client meeting, take 10 minutes to formulate this game plan. 

In plain English, (not investment verbiage) write down three or four priorities you feel are the most 
important to the client. If you can't nail this step with some ease, you may want to reconsider the 
foundation of your client relationship! 

Begin the meeting by saying “In our past meetings, you indicated these three (or four) things were 
highly important to you. Is that still correct?” Take notes. Clarify. Help them prioritize. Ask follow up 
questions like: Why is that important? How do you define success? You’d be amazed what one 
well timed clarifying question can do. 

Depending on the answer, you can ask “Is there anything else that should be on the list?” Or ask: 
“What keeps you up at night?” This is an IMPORTANT question. 

As you get into the heart of the meeting, focus on how the overall plan is still on track to meet 
those objectives. Don’t tell. Demonstrate. If need be, this is the time to suggest potential changes. 
You are now on offense, suggesting improvements, not defending individual investments. The 
client is probably now more engaged, which may give you more credibility. You are advising, not 
selling. For example, if the portfolio isn’t going to meet cash flow needs in an inflationary 
environment, now may be the time to suggest a dividend growth strategy (I happen to know a 
fantastic manager!). 

Since about 80% of spouses fire advisors after the death of their spouse and a similar percentage 
of heirs do the same, you could now ask “Is there anyone else, like your spouse or your children 
who should be informed about what goes on at our meetings?” In addition to locking down the 
relationship, you might find a large account or a daughter running a successful law practice who 
needs your help. 

Every advisor self-help book says “Communicate with your client.” We all know that! But what 
should we communicate? How should we communicate it? I don’t guess. I ask “How would you 
like me to communicate future developments - email, phone, text, in person etc? “What type of 
information will you find most useful?” “How frequently?” I even customize further, based on 
whether my client likes details or high-level bullets or lengthy prose. 

Make a pact with your client. Ask them to speak up if they are not happy about something. I ask 
“While I try to be proactive and strive for perfect service, if something comes up that makes you 
unhappy, or there is something I am not addressing, can you agree to share it with me sooner 
rather than later? Usually I can fix it, but I can’t fix it if I don’t know. Is that fair?” So far, I’ve never 
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Dividend Highlights 

■ Dividend growth can often 
provide transparent insight into a 
company’s fundamentals and 
vitality. 

■ Dividend growth can provide an 
attractive stream of increasing 
cash flow to satisfy many 
financial objectives. 
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had anyone say “No. Be a mind reader.” 

So now you are probably an hour or so into the meeting. A few things have probably happened: 

• You are listening and not talking (always a plus). 
• You are not defending underperforming investments or individual stocks. 
• You are focused on solving big problems. Remember, SOLVING BIG PROBLEMS, which potentially means GETTING BIG ASSETS. (Hat 

tip to Dan Richards!) 
• You are positioning yourself with other stakeholders of the money. 
• The client is opening up and seeking solutions from you. 

 

For more information on Berkshire Dividend Growth Strategy, please contact us. 

Best Regards, 
Gerry 

Gerard Mihalick, CFA, Portfolio Manager gmihalick@berkshiream.com or (570) 825-2600 

Jason Reilly, CFP®, Strategy Specialist jason@berkshiream.com or (570) 825-2600 

 

All information provided is supplemental to its attached GIPS compliant presentation 

Berkshire Asset Management, LLC claims compliance with the Global Investment Performance Standards (GIPS®). Berkshire Asset Management is a fee-based, SEC registered 
advisory firm serving the portfolio management needs of institutional and high-net worth clients. The Dividend Growth Composite contains portfolios invested in Berkshire’s 
Dividend Growth Strategy with an equity allocation target of 90% - 100%. The Dividend Growth Strategy’s primary objective is to generate a growing stream of equity income by 
investing in a diversified portfolio of equities with stable, high, and growing dividends. The benchmark is the S&P 500 Index. The index returns are provided to represent the 
investment environment existing during the time periods shown. For comparison purposes, the index is fully invested, does not include any trading costs, management fees, or 
other costs, and the reinvestment of dividends and other distributions is assumed. An investor cannot invest directly in an index. Gross returns are presented before management 
and other fees but after all trading expenses. Net returns are calculated by deducting actual management fees from gross returns. Returns reflect the reinvestment of dividends and 
other earnings. Valuations are computed and performance is reported in U.S. dollars. To receive a complete list of composite descriptions and/or a compliant presentation, contact 
Jason Reilly, CFP® Tel: 570- 825-2600 or info@berkshiream.com. Past performance does not guarantee future results. 

Definitions: The S & P 500 Index is a market capitalization weighted index of the largest 500 U.S. stocks. It is a market-value weighted index (stock price times # of shares 
outstanding), with each stock’s weight in the index proportionate to its market value. The index is designed to measure changes in the economy and is representative of most 
major industries. You cannot invest directly in an index. Beta is a measure of volatility vs. an index. Upside/Downside capture ratios refer to a portfolios performance as a 
percentage of either positive returns (upside) or negative returns (downside) vs. an index. Standard Deviation is a measure of total risk. Alpha, Beta and capture ratios are 
represented as calculated by Morningstar. 

No reliance, no update and use of information: You may not rely on this document as the basis upon which to make an investment decision. To the extent that you rely on this 
document in connection with any investment decision, you do so at your own risk. This document is being provided in summary fashion and does not purport to be complete. The 
information in this document is provided you as of the dates indicated and Berkshire does not intend to update information after its distribution, even in the event the information 
becomes materially inaccurate.  

Risks: Past performance does not guarantee future results. All investing carries risk including risk of principal or income loss. Dividends are subject to change, are not guaranteed, 
and may be cut. Investing based on dividends alone may not be favorable as it does not include all material risks. There is no guarantee any stated (or implied) portfolio or 
performance objective mentioned by Berkshire can be met. Berkshire’s equity style may focus its investments in certain sectors or industries, thereby increasing potential volatility 
relative to other strategies or indices.  

Market Commentary, Aggregate Holdings, Securities, Sectors, Portfolio Characteristics Mentioned: No statement made in this presentation shall construe investment advice. This 
presentation is for informational purposes only. Views, comments or research mentioned is not intended to be a forecast of future events. The mention of any security or sector is 
not deemed as a recommendation to buy or sell. Any reference to any security or sector is used to explain the portfolio manager’s rationale for portfolio decisions or philosophy. 
Research or financial statistics cited regarding securities or sectors do not contain all material information about them. Any securities mentioned represent a partial list of holdings 
whereas Berkshire portfolios typically contain approximately 30-40 securities in percentage weightings ranging from 1-5%. A complete list of holdings from a representative 
account is available upon request. Overall portfolio characteristics mentioned are from a representative account deemed representative of the strategy; data may be compiled from 
Bloomberg, Baseline or Berkshire estimates. Individual holdings, performance and aggregate characteristics of actual portfolios may vary based on a variety of factors including 
market conditions, timing of client cash flows and manager discretion. This presentation contains Berkshire opinions and use of Berkshire estimates which are subject to change at 
any time. Berkshire employees may have personal positions in any securities or sectors mentioned. Charts, presentations or articles may be obtained from third parties and 
Berkshire does not guarantee their accuracy. 

*Platform restrictions may apply. Preliminary returns are based on composite estimates only. Individual accounts will vary. 
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