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Mentorship Cases Commentary Guidelines
Participating in the Registered Life Planner® Mentorship Program is a real commitment to furthering your client communication skills. Please follow these guidelines when developing and responding to case commentaries:

· The cases are primarily about the first three stages of the EVOKE® process
· Each commentary should be 700-1000 words
· Keep feedback specific and avoid extraneous comments
· Avoid using industry jargon, like “Financial Planner talk”
· Avoid speculating about psychological dynamics 

· Refrain from giving advice unless the Presenter has specifically requested it in their Questions

I. “Reading Meditation” -- Share Your Inner Experience While Reading Each Case
· What feelings and sensations did you experience while reading the case presentation? 
· How did your feelings change from moment to moment in the meetings? Cite five or more Inner Experiences. Focus on feeling states, not thoughts (e.g., Instead of saying “Presenter lit a burning Torch,” you might say “When I read Angela’s Torch, I was excited and happy. I could feel my heartbeat quicken.”
· Sample feelings: moved, excited, enthusiastic, thrilled, anxious, annoyed, impatient, bored, worried, disappointed
· Ask yourself: Did I empathize or identify with my client? (with one vs. the other, in a client couple?)
II. Insights Regarding Seven Stages* and this Client (or Presenter): Be on high alert for Innocence, Pain, Knowledge (its presence its lack), Understanding (i.e., coming to peace around difficult emotions related to money), and Vigor that limit person’s freedom to light Torch and achieve their dreams.
· Innocent belief (half-truths) around money
· Pain relating to money and related issues. 
· Knowledge: Where is the client strong, and where lacking, in Knowledge of money: financial naiveté, misinformation, illusion, avoidance, and the like? Include additional Knowledge that the client may need to acquire in order to achieve the life plan. For example, managerial skills, learning the art of saying No to opportunities that aren’t in their life plan and disperse focus.
· Understanding: Where do they have, or need to learn, understanding (to attain peace while experiencing turmoil around money)? Think of this stage as Equanimity, not cognitive “Understanding”. It is not an intellectual process. It refers to attaining peace while experiencing turmoil around money issues. E.g., learning to tolerate the personal tension around discussing money issues with planner (or spouse) is “understanding.”  
· Vigor: Where does the client have passion in, and for, their life? Where do they “light up” in the life planning meetings? Where are their Vigor drains at present? What Vigor drains, if any, do you foresee in Execution?
· Vision: in what areas do they see what is needed in (their) community? In what way do they take (visionary) action that benefits their community and environment?

· Aloha: In what ways does the Client demonstrate the humility, kindness, and blessing to another person without regard to economic difference.

The following three sections (III, IV, and V) include examples of questions for reference and inspiration. They do not need to all be answered for each case commentary. Answer those that contain the most useful information for the case.

III. Where Are Client and Planner in EVOKE®? To drive home the importance of successfully completing one stage (e.g., Exploration) in order to fully engage in the next (e.g., Visioning) 
· In Explore, the Planner must light Client’s Torch for life planning! Without it, the client is just “tagging along,” with no Vigor for the process. 
· Are they still in Explore? How do you know?
· Do they need to go back to Explore to clarify and/or deepen the exploration? 
· Has planner re-lit Torch in subsequent meetings? 
· Have client and planner moved beyond Explore, and are they solidly in Visioning? 
· Has Torch been lit? How do you know? If not, is there tinder?  

· What are Obstacles: ones client and planner have identified? Do you see other O’s? 
· What are the risks if the Obstacle(s) is/are not addressed?

· How might these Obstacles be dealt with?  
IV. What has Planner Done Very Well? To attune you to identify the gem moments. Consider any and all stages.
· What caught your eye, and impressed and delighted you, as you read and re-read the presentation?
· Where were you inspired? moved? thrilled?
· What gave you a WOW!?
· What did they do that taught you something: something that (a) you’ve wondered about, or (b) thought couldn’t be done, or (c) they did in a way you wouldn’t have, but worked? (d) opened your mind, or your heart?
· What did they do that stretched them? Or that stretched your picture of who they are?
· What did you admire?
· What made you want to “be like them,” at least in what they did in that moment?
· What led you to think, “Oh: so THAT’S how it’s done.”
· And “anything else” that they did well -- note it in this section.
V. Your Response to Presenter’s Questions (Please answer all questions. It’s okay (occasionally) to write “I’m stumped on this one.”)
· What insights and suggestions can you offer? 
· Please “ground” answers in any/all the following:
· the EVOKE® method
· the five-day training
· previous Mentorship cases and/or discussions
· your felt experience in reading the case
· your prior (or current) clients
*We focus on Seven Stages to sensitize Mentees to how these factors hinder or energize EVOKE®. Most of the time, when you see, for example, an Innocent Belief, Pain, or Vigor drain, you can use that awareness later, during Obstacles. Additionally, use factors such as where Vigor is present and where client has Understanding (Equanimity), as strengths and resources to use in Obstacles and Execution.
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