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DCACP: Let’s Talk About Money.           Debbie May  

Steve Weisbaum  

Eric Wexler 

Part 1: 

 

Over-arching Considerations: 

• How much process can clients afford? 

• How much process do the clients actually want?  Are they looking for/candidates for 

transformative process?  What is important to the clients from a substantive standpoint, 

from a process standpoint?  How much drill down do they want/need?  We need to 

balance our need to maintain “pillars of the process” with the clients’ needs and wants. 

• Be flexible and creative with process. 

 

Part 2: 

 

What things give rise to higher costs? 

 

1. Team member considerations 

2. Process considerations 

3. Meeting considerations 

4. Client considerations:  understand their active role in moving case forward. Are there 

emotional or mental health considerations that might interfere with an efficient process. 

 

How can we address these things within the collaborative process? 

 

Team members: 

1. Disengaged professionals – client not prepared for meeting, getting caught in the weeds, 

unprepared for meetings, not fully engaged in the meetings. 

2. Someone takes lead as team administrator (especially when working with new people) to 

keep a 10,000-foot view of progress and next steps. 

o Comments: 

▪ Team administrator – use support staff whenever you can. 

3. All team members should keep an eye on costs, the clients’ endgame. 

4. Make professional team calls more efficient (shorter, less repetition, very directed) and 

closer in time to the actual meetings.  Don’t bill for delays in getting to the subject 

matter, delays caused by people coming to the call late.  Come to agreement on what will 

be charged. 

o Comments:  

▪ Focus on the efficiency of conversations. 

5. Billing:  How do we bill, what do we bill for? How might “how we bill” bear on process 

and client satisfaction where professionals bill differently? 

 

 

Process Generally: 

1. Collaborative Roadmap. 

2. Streamline process with preparation and organization. 
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3. Be flexible with process in the context of team make-up and team roles in the process 

(who attends meetings, how and when will different team members be engaged). i.e. 

doing global options in smaller groups such as FN, client and lawyer; lawyer and lawyer. 

4. Keep clients and team aware of fees to date, fees to completion of process. 

5. Get ahead of pressing issues that may cause delays or inefficiencies (i.e. difficult client 

dynamics - difficult client can oftentimes frustrate team efficiency by creating team 

divisions, alienate team members, derails the process, and generally makes things 

difficult for everybody and less efficient) 

o Comments: 

▪ Discuss things that cause inefficiency with clients early in the process to 

prevent inefficiency later on (i.e., family dynamic).  

▪ Be transparent with the clients. This is part of problem solving. 

▪ The greatest challenge is client inefficiency. Some clients won’t do the 

work on their own without a professional holding their hand. Supporting 

clients increases independence with their homework. 

6. Utilize time-saving organizational tools (i.e. Initial meeting documents/forms, agendas, 

pacing between team meetings) 

o Comments:  

▪ Checklist: move other docs to website 

▪ There is always a challenge with coach’s schedules – so it is better to 

schedule meetings far out.  

▪ Set a block of meeting dates and set expectations.  

▪ Calendar tasks by date. 

▪ Longer term view - look ahead with clients to upcoming meetings and 

expectations/tasks. 

▪ Look at tasks far in advance of meetings with the clients. 

7. Talk more globally about options or cluster interrelated issues/questions, verses engaging 

in things like “Yes, No, Maybe” analysis.  

o Comments:  

▪ Identify the client’s relationship with money (i.e., family nesting). 

8. Don’t put the difficult issues off until the end – if we find out early on that there’s a 

sticking point, a lot of additional information to be gathered, or work to do in connection 

with a bigger question – if the clients are focused on these issues they’ll be more efficient 

if they can address them sooner than later.   

9. Utilize clients existing advisors when possible, such as having their own accountants 

provide information or answers to questions.  

o Comments:  

▪ Bring in specialists, if needed. 

 

Meetings:  

1. Maintain and keep to agendas. 

2. Identify “where we are in the process” at the start, conclusion of meetings. 

3. Delay meetings if necessary homework is incomplete. 

o Comments:  

▪ Check in with the clients before the meeting and ask them if they did their 

homework.  
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▪ Remind the clients of their homework on the agenda sent out before the 

meeting.  

▪ Schedule a date to check in with the clients well in advance of the next 

meeting to ensure that their homework is ready/complete before the next 

meeting. 

4. Pace the frequency of meetings to comport with clients’ income/cashflow, but keep in 

mind that long delays between meetings can also result in an inefficient process. 

5. Have allied team members attend “as needed” to save on fees. 

o Comments:  

▪ Have a shadow attend the meeting to take meeting minutes.  

6. Utilize technology to create more efficient meetings. 

o Comments: 

▪ Take the minutes during the meeting and before the end of the meeting, 

identify important issues for the next meeting. 

▪ If anyone wants to change the minutes, the minutes can be prepared by 

one lawyer on their laptop and they can project the old minutes on the 

screen and keep ‘rolling minutes’ that consist of key topics or key details. 

▪ Running minutes during meetings is sometimes hard with technology.  

• Running minutes during meetings is efficient but requires 

technology.  

• Use of the shared screen.  

• Using technology saves the costs of printing. 

• Financial neutral could host the meetings if they have the 

technology.  

7. Make meetings longer (3 hours instead of 2) if clients are on board – would improve 

efficiency, reduce time out of work. 

o Comments: 

▪ Longer meetings will allow for less meetings.  

• 3-hour meetings.  

▪ More efficient pre and post professional meetings. 

▪ If meetings are longer blocks of time, teams can meet in different 

formations.  

▪ Longer meetings might motivate preparation. 

▪ Longer meetings motivate increased preparation:  

• Homework  

• Agenda  

• Creativity 

o Break out meetings 

o Meetings together & meeting in separate smaller groups. 

▪ Because of team members different schedules, less meetings frees up 

everyone’s schedule. 

8. Be ready to start on time, have copies made, etc. 

9. Keep clients focused on agenda. 

o Comments: 

▪ Stick to agenda’s and be firm if the clients get off topic. 
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▪ There could be a time manager for each meeting. Each agenda item 

should have a time limit.  

▪ Increase accountability.  

▪ Map out the agenda with the clients. 

▪ At the end of each meeting go over the agenda for the next meeting.  

 

Clients: 

1. Discuss and manage expectations with respect to cost from the outset of the case. 

o Comments: 

▪ Free Services – Mortgage / Comparative Market Analysis (CMA) 

2. Ascertain at the start of the process what resources are available for process fees and 

revisit availability of funds throughout process. 

3. Help clients understand their role in maintaining an efficient process (for example: client 

repeatedly delayed the process in an effort to control the flow of information while also 

complaining that it wasn’t moving quickly enough, and occasionally blaming other team 

members for delaying when they held him to the process.  Husband insisted at every turn 

that he wanted a process that tended to Wife’s emotional and material needs through the 

process and in resolution).  

o Comments:  

▪ Bring clients into the decisions about the process. 

4. Let clients do more of the work outside the room – for example, when putting together 

their budgets make sure they understand that the more accurate it is, the more efficient it 

will be going forward. This also applies to gathering documents and providing 

information.  Better work on the front-end of the process results in more efficiency on the 

back-end. 

o Comments:  

▪ Budget – longer check-in projected. The clients can’t leave it to the 

financial neutral before circulating it to their attorney to look at it.  

▪ It is important to educate clients:  

• You do this  this is the cost vs. we help you  this is the cost 

o Ex. Doing a budget 

▪ Choices of independent work vs. going thru it with a 

professional. 

5. Be mindful of what’s important to the clients and don’t waste time on things that are not 

important to them – unless necessary. 

6. Be direct with clients about questions/issues that are sticking points which may be 

delaying resolution and extending the process. 

o Comments:  

▪ Write down each professional’s hourly rate on the board and if the clients 

are fighting ask them to “do you want to pay to fight about this?” 

▪ If a client is doing something that is wasting time and running up fees, one 

professional needs to talk to them about it. 

• Develop shorthand to name and describe the issue.  

7. Importance of completing homework in a timely manner. 
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8. Where are the clients emotionally, are they ready to move forward?  Are clients being 

stalled in the process due to emotions that have to be processed before they can move 

forward? 

9. Post-client meeting: maybe post-resolution, a conversation or a questionnaire might give 

us insight into places where the clients perceived inefficiencies. Allow some time to pass 

post-resolution, for client to gain perspective. 

 

Revisit the over-arching Considerations: 

• How much process can clients afford? 

• How much process do the clients actually want?  Are they looking for/candidates for 

transformative process?  What is important to the clients from a substantive standpoint, 

from a process standpoint?  How much drill down do they want/need?  We need to 

balance our need to maintain “pillars of the process” with the clients’ needs and wants. 

• Be flexible and creative with process. 

 

 

 


