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Introduction  
 

Welcome, coaches and consultants! Today, we're diving deep into how to effectively use 

the "Financial Chess: Planning Moves Ahead" module with your clients, whether in one-

on-one settings or group formats. This module is a cornerstone of our Money Mastery 

program, designed to equip your clients with the skills needed to master long-term 

financial planning and strategic risk management. 

 

"Financial Chess: Planning Moves Ahead" focuses on setting long-term financial goals, 

optimizing investment strategies, and enhancing risk management. As coaches and 

consultants, your role is to guide clients through this intricate process, helping them think 

several moves ahead in their financial strategies, just as a chess player would on the 

board. 

 

 

Module Breakdown and Integration 
 

I’ll provide some general guidance on helping integrate the content provided in this 

module into your work with clients: 

 

• Strategic Goal Setting: 

o Help clients define clear and actionable goals using the SMART criteria. 

o Encourage them to think big but realistically, ensuring goals are aligned with 

their broader business strategy. 

 

• Investment Strategies: 

o Discuss the importance of diversification and balancing growth with safety. 

o Assist clients in analyzing their current portfolios and identifying new 

investment opportunities that align with their goals. 

 

• Advanced Risk Management: 

o Guide clients through the process of identifying potential business risks. 

o Work on developing robust mitigation strategies and regular review 

processes to adapt to changing circumstances. 
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Tips for Group Settings 
 

• Interactive Workshops: Use the module content to facilitate discussions and 

workshops where clients can share experiences and strategies. 

 

• Breakout Sessions: Organize small breakout groups to allow deeper discussion 

on specific topics like risk identification or investment strategies. 

 

• Peer Reviews: Encourage participants to review each other’s financial goals and 

provide feedback, fostering a collaborative learning environment. 

 

 

Tips for 1:1 Settings 
 

• Tailored Sessions: Customize discussions based on the specific needs and 

industries of your clients to make each session highly relevant and impactful. 

 

• Progress Tracking: Implement regular check-ins to monitor the implementation 

of strategies discussed and adjust as needed. 

 

• Personal Accountability: Help clients set up systems for accountability where 

they report progress on their strategic goals and adjustments to investment 

strategies. 

 

 

Using the Worksheet 
 

The worksheet provided with this module is crucial for applying the learned concepts. 

Here’s how to maximize its effectiveness: 

 

• Preparation: Encourage clients to complete the worksheet before meetings to 

ensure they are prepared and engaged. 

 

• Discussion Base: Use the completed worksheets as a discussion base during 

your sessions, focusing on areas where clients feel unsure or need more guidance. 
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• Actionable Steps: Help clients translate the insights from the worksheet into 

actionable steps in their business plans. 

 

 

Addressing Common Sticking Points 
 

There are some common sticking points that clients may have. Here are some of them 

and how to handle them. 

 

• Overwhelm with Long-Term Planning: Clients may feel overwhelmed by the 

scope of long-term planning. Break down the process into smaller, manageable 

parts and emphasize the importance of incremental progress. 

 

• Risk Aversion: Some clients might be hesitant to address potential risks. Highlight 

the benefits of proactive risk management and share success stories where 

effective risk strategies benefited other businesses. 

 

• Investment Confusion: Clients new to diversifying investments might find it 

confusing. Provide simple, clear explanations and consider using visual aids like 

charts or graphs to illustrate concepts. 

 

 

Conclusion 
 

As we wrap up today's training, remember that your expertise and guidance are vital in 

helping your clients navigate the complexities of financial planning. Use the "Financial 

Chess: Planning Moves Ahead" module not just as a curriculum element, but as a 

strategic tool to deepen your client relationships and enhance their business success. 

 

In the coming weeks, review the progress with your clients, adapt the strategies as 

needed, and always aim to keep the sessions dynamic and interactive. Your ability to 

adapt and personalize the content will make a significant difference in how your clients 

perceive and achieve their financial mastery. 

 

 

 

 


