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"Personal finance is more personal than it is finance."

01 Over 80% of our financial decisions are made with System 1 — our

intuitive, emotional processor.

REFLECT When a client cries in your office, how do you respond — and

what does the research actually recommend?

APPLY Know your stuff. A fluency in behavioral economics is as

essential as knowing a stock from a bond.

02 What we believe about money will impact what we do with and for

it.

REFLECT How different is your life experience from your clients'? Where

might your assumptions diverge from theirs?

APPLY Be curious, not judgmental. Every client's money story was

written long before they met you.

03 When the Elephant (emotion) and the Rider (reason) are in conflict,

the Elephant wins.

REFLECT How are you gathering data about a client's values, attitudes,

and expectations — not just their assets?

APPLY Get to know the Elephant in the room. Stop separating clients

from emotion; learn to speak its language. (See: George Kinder's

EVOKE method.)

04 The Elephant has enormous strengths — and the Rider has a

crippling weakness: analysis paralysis.

REFLECT When have you or a client allowed analysis to become an

obstacle to a good decision?

APPLY Train & educate clients early and often. Simplify everything

about your client experience — every micro-decision depletes

the mental energy available for the meaningful ones.

05 "You can" is greater than "you should." Language shapes

implementation.

REFLECT Take one recommendation you routinely give and rewrite it —

shifting from "you should" to "you can."

APPLY Customize every recommendation to facilitate autonomy, lead

toward mastery, and connect to the client's stated purpose. Let

them be the hero.

06 Bad habits aren't eliminated — they are transformed into good

ones through deliberate habit loops.

REFLECT What is one habit of your own you're willing to name — and

one you'll commit to replacing it with?

APPLY Help clients build the habit loop using defaults: auto-escalation

clauses, automatic savings transfers, and CRM-driven

accountability reminders.
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Reach out with thoughts, questions, and speaking inquiries — especially

around Money & Meaning, Behavioral Finance, and Financial Life Planning.
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