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Long-Term Investing Resilience

FOR INVESTMENT PROFESSIONAL AND INSTITUTIONAL USE ONLY. Should not be shown, quoted, or distributed to the public.

The Upside of Down Markets
Five steps to help you win with clients when the markets are losing

In 1924, MFS launched the fi rst US open-end mutual 
fund, opening the door to the markets for millions of 
everyday investors. Today, as a full-service global 
investment manager serving fi nancial professionals, 
intermediaries and institutional clients, MFS still 
serves a single purpose: to create long-term value 
for clients by allocating capital responsibly. That 
takes our powerful investment approach combining 
collective expertise, thoughtful risk management 
and long-term discipline. Supported by our culture 
of shared values and collaboration, our teams of 
diverse thinkers actively debate ideas and assess 
material risks to uncover what we believe are the 
best investment opportunities in the market.

MFS Fund Distributors, Inc., Member SIPC, Boston, MA  MFSB_VOLAD_BRO_3_25 
 44531.7

linkedin.com/company/mfs-investment-management

facebook.com/followMFS

 twitter.com/followMFS

 youtube.com/followMFS

Keep in mind that all investments, including mutual funds, carry a certain amount of risk including the possible loss of the principal amount 

invested. Past performance is no guarantee of future results. No investment strategy, including diversification and asset allocation, 

guarantees a profit or protects against a loss.
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Great advisors know that serving 
clients well is not just about managing 
their investments. It's also about 
managing their expectations and 
emotions. It starts with effective 
communication. Clearly articulating 
why events happen and how you 
respond can be extremely valuable to 
both clients and prospects. 

Turbulent times can be a great 
opportunity to demonstrate your  
worth and grow your business. It all 
starts with a plan. 

Determine the goals  
of your plan
Having a proactive plan is one way for 

skilled advisors to prove themselves 

and build lasting relationships. The first 

step in developing a plan is to think 

about your goals, which could include 

the following:

n  Prepare clients for the next volatile 

market to calm their fears. 

n  Demonstrate your value by being 

proactive and attuned to client and 

prospect needs.

n  Stand out from other advisors with 

potential prospects.

n  Assess and reposition portfolios 

before the market turmoil strikes.

The next thing to do is to map out the 

steps needed to pursue your goals, 

and the tools you'll need. 

Creating a silver linings action plan 

Implement your plan
Once you have determined your 

goals, take the steps below to 

implement your plan. To help you 

implement your plan, we've put 

together lists of suggested actions, 

tools and resources you can make 

use of for each step.

 S T EP  

01
Prepare your  
client 
communications

 S T EP  

02
Build your 
audience  
list

 S T EP  

03
Provide  
educational  
materials 

 S T EP 

04
Assess  
clients'  
portfolios

 S T EP  

05
Analyze your 
investment 
managers

We all know that being proactive and having a plan makes most things run 

smoothly. A good plan touches on your goals, the steps to achieve them,  

the tools you'll need and how to overcome obstacles. 

Usually the best time to make a plan is before you need it. After all, you  

want to know where the exits are when you smell smoke. Volatile markets, 

like fires, can cause anxiety and lead to poor decisions, so now may be the 

time to develop an action plan. 

The steps you take 
today with clients and 
prospects can set the 
tone for how things 
unfold when the next 
downturn strikes.
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Reaching out to 
clients can show 
them that you're 
prepared and 
thinking of their 
needs.

Discussing how to respond to a market slowdown is a conversation that 

can be tough to have. Even the mention of a downturn can be scary. 

While many clients realize that the market can't go up forever, the reality 

of a bear market can push clients into making poor decisions. Preparing 

your clients for volatility now may help reduce anxiety when the market 

drops. Knowing what to expect can instill confidence.

Talking to your clients about volatility can be easy. You can use our "Buy 

Low, Sell Why?" flyer, which explains why staying invested and sticking 

with their plan can help them pursue their goals. It's easy to show clients 

that despite bear markets (represented by the red parts of the line in the 

illustration below) the market moved higher over time and that selling 

out of the market could be detrimental.

Prepare your client communicationsS T EP  

01

You can refer to the chart below as you kick off the conversation  
by asking your clients the questions listed on the following page.

BUY LOW, SELL WHY? FLYER

By setting realistic expectations of what can happen, 

your clients can potentially be better prepared. Take the 

time to reflect with them on decisions made in the past 

that didn't pan out and discuss what they can do 

differently this time

Question "Looking at the bear that started in ____,  

with the benefit of hindsight, what could you 

have done?”

Answer
Emphasize that either of the typical answers, 

buy more or wait it out, are good.

Question " Is the line in the chart generally going up or 

down? Does the market spend more time in 

bear markets (red parts of line) or bull markets 

(blue parts of line)? Can you see how the 

market was able to rebound after declines? 

Given this historical perspective, what should 

an investor do when markets decline?"

Answer

Point out two recent bear markets that most 

clients remember — the dot-com bubble and 

the financial crisis. Underscore that making 

emotionally driven decisions during bear 

markets can be counterproductive. 

Question “When the next bear market occurs, we  

won't have the benefit of hindsight, but  

what do you think you should do when the 

market declines?”

Answer

Drive home your point with this question and  

write down what they say. When the market 

drops, call your clients to answer any questions 

and give your perspective. Then ask, “When we 

talked about bear markets a few weeks (or 

months) ago, you said your plan was to wait it 

out (or buy more or move some assets to 

stocks). Do you still think that’s the right plan?

Conversation starters

Source: SPAR, FactSet Research Systems Inc.
Past performance is no guarantee of future results.

1 Dow Jones Industrial Average, 4/28/42–12/31/24.
Returns are shown based on price only. It is not possible to invest in an index.
The Dow Jones Industrial Average (DJIA) measures the US stock market.

NOT FDIC INSURED • MAY LOSE VALUE • NO BANK GUARANTEE

Buy Low, Sell Why? 

2021
As of 12/31/21

Investing for the long term and having a disciplined plan can help you work toward reaching your goals.

Source: SPAR, FactSet Research Systems Inc.

Past performance is no guarantee of future results.
1 Dow Jones Industrial Average from 4/28/42–12/31/21.

Returns are shown based on price only. It is not possible to invest in an index. 

The Dow Jones Industrial Average (DJIA) measures the US stock market.

See next page for important disclosures

Historically, bull markets have beaten bears and driven long-term gains
A pause, a correction or a bear market. While no one likes market declines, they are part of investing. But over time, stock markets 

have moved higher, bouncing back from declines. If you sell when the market falls, you’ll likely miss a potential rebound and any 

subsequent gains, possibly falling short of your goals. Having a long-term plan, one that can work through market volatility, may 

help to pursue long term goals.
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Bull-market gain

6/13/49

-24.0%
Bear-market drop
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-27.1%

10/7/66

-25.2%

5/26/70

-35.9%

12/6/74

-45.1%

2/28/78

-26.9%

8/12/82

-24.1%

10/19/87

-36.1%

10/11/90

-21.2%
9/21/01

-29.7%

10/9/02

-31.5%

3/9/09

-53.8%

12/13/61

354.8%

2/9/66

85.7%

12/3/68

32.4%

1/11/73

66.6%

9/21/76

75.7%

4/27/81

38.0%

8/25/87

250.4%

7/16/90

72.5%

1/14/00

395.7%

3/19/02

29.1%
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History of Dow Jones Industrial Average

2/12/20

351.4%

3/23/20

-37.1%

12/31/21

95.5%
So far

AVERAGE BULL 
MARKET RETURN: 

Up 138.5%1

AVERAGE DURATION:  

Over 4 years1

AVERAGE BEAR 
MARKET RETURN: 

Down 30.3%1

AVERAGE DURATION:  

Over 1 year1

NOT FDIC INSURED • MAY LOSE VALUE • NO BANK GUARANTEE
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Your outreach to clients and prospects should be based on their concerns or interests. Prepare six groups of clients or 

prospects based on the list below. Gather their contact information so you can reach out quickly. If you are a skilled advisor, 

volatility can be an opportunity to prove yourself. Below are some client outreach ideas to get you started.

Client outreach ideas

Build your audience list

Most clients have a hard time keeping calm and on track during market declines. So it's important to be proactive, to arm 

them with knowledge and to ease their anxiety. Educational resources can help keep your clients on track and focused on 

their investment goals. Here are some of the tools and resources that you can mail, email or present in person:

Principles of Investing With Resilience Client Seminar
This educational seminar can be used with clients and prospects alike. It addresses volatility head on and explains 

how to navigate volatile markets, as outlined below.

n  Explains that volatility is a normal part of investing

n  Demonstrates how emotion-based decision making and market timing can impact a portfolio 

n  Delves into the benefits of taking a long-term approach and the power of compounding

n  Explores how diversification can help manage risk and add return potential

n  Shows the importance of a proper allocation

Principles of Investing with Resilience Playbook
For one-on-one meetings with your clients or prospects, this playbook-style presentation is a modified version of 

the client seminar, with easy to understand key points and actionable takeaways.

Provide educational materialsS T EP  

02
S T EP  

03

Are Investors 
Piling on Risk in 
Search of Returns? 

Demonstrates how 
market dynamics 
have changed 
substantially and 
to try and achieve 
the competitive 
returns as in the 
past, investors  
may need to take 
on more risk.

Rule  
of 72 

Shows an easy way 
to estimate how 
long it will take 
clients to double 
their money

20 Years of the  
Best and Worst

Builds the case  
for a diversified 
portfolio

Full Market  
Cycle 

Explains how 
investing today 
could give  
clients more 
opportunity  
to grow their 
investments  
over time.

How a Dollar  
Grew Over Time 

Helps clients 
maintain 
perspective  
during volatile 
markets by asking 
fundamental 
questions. 

Managing the Ups 
and Downs

Teaches that 
historically market 
declines haven't 
lasted and stocks 
have generated 
positive returns 
over long periods 
of time. 

F LY E R S

Keep in mind that your clients have other things going on in their lives. They could be 

trying to decide whether to put a parent in a nursing home or concerned that they may 

be laid off. Use the "What Keeps You Up at Night Checklist" to make sure that you're 

covering all their needs. You might identify unmet needs or even uncover a previously 

unknown need.

MFS ADVISOR EDGESM

mfs.com

NOT FDIC INSURED • MAY LOSE VALUE • NO BANK GUARANTEE
MFS FUND DISTRIBUTORS, INC., BOSTON, MA    
HP_CKLST_FLY_11_21    22544.15

What Keeps You
Up at Night?

MFS HERITAGE PLANNING®

Please take a minute to review the topics and related questions below. Check off any concerns you have right now. 

Chances are I have information that will help us address many of the issues that may worry you.

This material should be used  
as helpful hints only. Each  
person’s situation is different.  
You should consult your   
investment professional or  
other relevant professional  
before making any decisions.

MFS® does not provide legal, tax,  
or accounting advice. Clients of MFS 
should obtain their own independent 
tax and legal advice based on their 
particular circumstances.

NAME

ADDRESS

CITY

STATE

ZIP CODE 

BUSINESS PHONE 

HOME PHONE 

EMAIL

BEST TIME TO CALL

Retirement      Will my money last through retirement?

     Do I need long-term care insurance?

     How do I manage all my retirement plans?

     What should I consider before claiming Social Security?

     What should I do with my employer retirement plan?

     Since I am retiring soon, what do I need to do now?

 Education Planning      How much should I save for college?  When should I start planning?

     What are my education savings options?

 Life Events      How do we manage our finances after getting married?

     What happens to my 401(k) when I change jobs?

     What are my options if I am laid off?

     How do I help my recent college grad transition into the workforce?

     What do I do when a loved one dies?

 Eldercare      How can I learn more about Medicare?

     What should I consider when evaluating care facilities? 

     How do I cope with Alzheimer’s disease?

     What happens if I have to care for my parents?

 Estate Planning      What is estate planning? 

     How do I protect my estate?

     Will my family be secure if something happens to me? 

     How do I create a legacy for my children?

     Can I provide for my favorite charity when I am gone?

     What will my survivors need to know?

 Financial Basics      How do I keep my records safe and organized?

     How do I do a better job budgeting? How do I reduce my debt?

     How do I teach little kids about money?

     How do I help a young adult establish a financial strategy?

     How do I have financial discussions with family?

To customize, type “Courtesy of:” and then your name,
firm, and contact information; and include the following:

"Neither MFS nor any of its subsidiaries is affiliated
with [Insert Name of Company]."

If you do not wish to customize this sheet, highlight this
text and delete.

CLIENT GROUP TOP CLIENTS

Group criteria Clients who are waiting for a market decline of 10% before investing 

Action Call them when the market declines 10% or more.

Conversation starter "You wanted to invest after the market pulled back 10%. We crossed that threshold yesterday."

CLIENT GROUP DIFFICULT CLIENTS

Group criteria Clients that require a lot of attention or have high expectations

Action Call or email them now, before volatility increases or the market corrects.

Conversation starter "I think we're in the late cycle of the bull market. I'd like to talk about what could happen 
given the recent volatility. Let's see how you're feeling and review our plan."

CLIENT GROUP WORRIED CLIENTS

Group criteria Clients who didn't react well during the last downturn or who seemed nervous when you launched your playbook 

Action Call them the week before the first bad statement is due.

Conversation starter "I'm following up on our conversation last month about volatility and market declines.  
The market has been rocky lately. I want to talk to you about what to expect when you  
get your next statement and whether we should consider modifying our plan."

CLIENT GROUP TOP PROSPECTS

Group criteria Prospects who already have an advisor

Action Call them after the market declines, maybe a week after quarterly statements arrive.

Conversation starter "I know you have an advisor, and I'm sure they've already called you to discuss what's been 
happening in the market. I thought you might appreciate another viewpoint."

CLIENT GROUP NEW CLIENTS (SINCE 2009)

Group criteria Clients that have joined your practice and haven't been through a bear market

Action Call them now before the market corrects or enters bear territory.

Conversation starter "I think we're in the late cycle of the bull market. Let's talk about what to expect and review 
your plan."

CLIENT GROUP RETIREES

Group criteria Clients that have retired in the past few years

Action Call or email before the market corrects or enters a bear market.

Conversation starter "The market has been volatile recently. I'd like to review your portfolio and your plan given 
recent market activity." 

CLIENT GROUP BUY LIST

Group criteria Clients that want to buy when the market declines

Action Call them when the market declines 20% or more.

Conversation starter "I know you wanted to buy when the market declined and valuations were cheaper. The 
market's now down about 20%. Some of the areas you were interested in look attractive."



6 7

Your investment plan is another tool in your arsenal. A well-allocated portfolio may be a key part of minimizing the impact of a 

bear market, and knowing what you own is more important than ever. While you can't control the market, analyzing and 

reassessing your clients' portfolios is something you can manage. 

The financial crisis most likely formed a lasting impression in your clients' minds, perhaps placing a premium on downside risk 

management. As markets change, it may be more important than ever to find managers such as MFS that have navigated 

effectively through full market cycles and have a risk-aware culture. To find out if your manager has these key capabilities ask them 

the following:

n  Do you have a succession plan in place? What happens when a key person leaves?

n  What kind of attrition have you experienced over the past five years? 

n  How do you compensate you portfolio managers and analysts? Which period is most heavily weighted in your compensation?  

In other words, is your compensation aligned with your clients' long-term goals?

n  Do you have a clear risk management process? How long has it been in place? 

n  How do you manage capacity? 

n  In a fiduciary-advice world, how are you addressing fees? 

n  How did you fare over the last bear market? 

Founded in 1924, MFS has actively managed assets through the Great Depression, wars, recessions and the global financial  

crisis. We manage the oldest mutual fund in the United States, and to this day no other mutual fund company has navigated  

more bear markets. 

What we feel sets us apart is our commitment to a single purpose: to create long-term value for clients by putting investors' money 

to work responsibly. We do this by taking a long-term view and striving to manage capital in difficult markets. 

Assess clients' portfoliosS T EP  

04
Analyze your investment managerS T EP  

05

Rerun your 
matrix

It's been over 10 years 

since the financial crisis; 

as a result, 10-year 

numbers may provide 

less insight. However, 

IRIS, MFS' new analytical 

tool, can run 15-year 

data if they're available. 

We use IRIS to compare 

funds and create simple, 

easy-to-read reports 

that go beyond standard 

performance, providing 

real transparency. IRIS is 

an in-house analytical 

resource using third 

party data and provides 

a high-level fund 

overview, including  

asset allocation, 

holdings and fund 

statistics; multiple  

views of performance  

and risk measures;  

and a comprehensive 

breakdown of funds.  

The result? Clients can 

be confident they know 

what they own.

Stress-test client 
accounts

There are a number of 

financial planning 

software packages 

available on the Internet 

for stress testing 

portfolios.

Review risk 
tolerances 

While executing your 

silver linings action plan 

with clients, you can 

review your allocations 

to make sure they're still 

aligned with the clients' 

risk tolerances. This is 

especially important for 

retired clients, who are 

more affected by 

downturns because 

they rely more on their 

portfolios.

Conduct a 
liquidity review

Keeping a portion of 

client assets in liquid 

assets ensures they 

have access to funds  

if they need them. 

Conduct a liquidity 

review to see which 

assets can be sold if 

necessary without 

impacting clients' long-

term financial goals.

Another strategy to help manage bear markets 
is to invest in actively managed funds. While 
index funds follow the market down, well-
resourced active managers can potentially 
provide some downside risk management by 
pivoting out of overbought industries or even 
avoiding them from the start.
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Start planning today 

Markets can change in an instant. Now may be 
the time to demonstrate your value to clients and 
prospects by helping them act on insight, not 
emotion. Your guidance could mean they thrive 
throughout the cycle rather than just survive a 
down market. 

Start planning today to turn adversity into 
opportunity. Visit the managing volatility  
page on mfs.com.


