
Growing the Personal 

Financial Planning Including 
Marketing and Coaching 



1. Expertise

2. Services

3. Systems

Key Ingredients for
HIGH LEVEL Success



Uncertainty??

Overview of a Successful Initial 
Client Interview

This Session is like drinking 
from a fire hose!



Client & Prospect Interviewing: 
An Overview

• #1 priority for financial professionals is to 
always be meeting with clients

– The more appointments you have, the more 
assets under management you will 
accumulate and the more profitable you will 
become.

• Remember – Rule #2 is to always follow Rule 
#1!

NEVER sell anything at the 
first meeting except the 

SECOND MEETING!



Five Keys to a Successful 
Initial Client Interview

• Establish trust and credibility

• Break down the prospect’s defenses

• Evaluate the prospect’s situation 

• Offer solutions, not products

• Discuss methods of compensation

Do Not Conduct the Initial Client 
Interview Unless Prospect Has Brought 

the Following Documents

• Most recent tax return (all pages!)

• Most recent copies of all statements 
from different financial institutions. 

• Their Spouse! 



The 
Longmans



Find Out Prospect’s 
“Hot Buttons”

• Breaking down the prospect’s defenses:

• Specifically, you need to find out:

1) What are their top 3 priorities?

2) Has anyone else attempted to 
address these issues?

3) Why are they not happy with the 
advice they’ve been given in the past?

Develop your own 
Gold Medal Services

• It’s important that your client understands
all of the services and benefits you provide
as their financial advisor

• To appeal develop you own menu of
specific services your firm provides

• The ability to provide a multitude of
services under one roof is a value to your
clients and will make your firm stand out



Does Your 
Advisor Offer the 

Following 
Services?

The best compressive approach to 
review all their important financial 

planning issues is to conduct a 
“Financial Check-Up”



There are 5 key areas to a 
client’s financial success:

1. Protection 

2. Taxes

3. Estate Planning

4. Retirement

5. Investments

Do Not Discuss Specific 
Solutions at the First Meeting

• Explain to client the proper way to giving 
advice

1. Gather the data

2. Analyze the information

3. Make educated recommendations



Comprehensive Financial 
Action Checklist

Discuss Your Compensation at 
the End of the Meeting

• We get compensated in 3 different ways:

– Fees

• Tax Preparation

• Estate Planning 

– Managing your wealth

• Commissions vs. Fees

– Referrals



Discuss Your Compensation at 
the End of the Meeting

Explain that your fee includes all of the services 
listed in your Gold Medal Service.

– Do not dwell on this subject at this time – save the
details for the next meeting.

– Exception – if you discover that the client does his
own investing and is not paying any fee, make sure
that you get the client to agree that they will be happy
to pay a fee if you illustrate that you are worth the fee.

Closing the First Appointment

Get a verbal commitment from the client 
before you schedule a second 
appointment:

“I see a number of things I believe we can 
help you with. If I put together a list of 

recommendations that you agreed with, 
would you implement these through me?”



Closing the First Appointment

• “There is no cost or charge for this next meeting. 
I have not been able to give you specific advice 
at this meeting. I will go over the details and 
answer your questions at the next meeting.”

• “If I have a question while preparing your report, 
is it ok to call you?”

• Make the follow-up appointment before they 
leave!

Transitioning From the 1st

Meeting to the 2nd Meeting 

• Make sure the follow-up appointment is no 
more than two weeks later.

• Make a list of things for them to bring to 
their next meeting or drop off these 
documents before the next meeting.



How to Master the 
Closing Meeting

The Closing Meeting 

• One of the biggest mistakes that most 
advisors make during the initial interview is 
give answers. 

• NEVER GIVE ANSWERS DURING THE 
FIRST MEETING!



Financial Action Plan

• Review Your Sample Action Plan with Client
• There are usually 3 topics:

– Estate Planning 
– Income Tax Reduction Strategies 
– Investment Planning

• Limit Financial Action Plan Items to 10-12 
Recommendations 

• Leave Investments for Last!
• Prioritize Top 3 Things to Implement 

Immediately

Financial 
Action Plan



Discuss Things Their Financial 
Advisor Probably Overlooked

• National Health Plan 
• Income Tax Return and Tax Reduction Strategies

– Roth IRA Conversion
– Inherited IRA vs. an IRA They Inherit 

• New Estate Tax Laws
• Consolidated Asset Allocation Report
• Financial Action Plan

– Confirm Beneficiaries of Retirement Accounts same as in Estate 
Plan

– New HIPAA Laws

• Retirement Income Planning 

Consolidated Asset 
Allocation Report

• A Picture Paints a 1,000 words!

• KISS – Stocks/Bonds/Cash

– 40% vs. 60% vs. 80% Equities

• Review the Consolidated Asset Allocation 
Report. Compare the Risk Level They are 
Taking to the Risk Level They said They 
Wanted
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Keys to Closing Clients

• Sell the Solution, Not the Product

• Enthusiasm is Contagious!
– List the benefits of your recommendations you get excited about 

• Compare Yourself with Your Competition:
– “How often does your advisor look at your tax return?”
– “Didn’t your advisor bring that up?”
– “We are interested in a Long-Term relationship with our clients”
– “I would like to be the last financial advisor you ever have!”

• The “True Objection” rarely gets asked

• Use words the client understands – only 32% of people 
surveyed knew what a “percentage” meant!



Compare Yourself 
with Your Competition

• “Do You Know What Makes Us Different?

• Fiduciary Relationship
– Financial Advisor vs Financial Planner

– “Suitable” vs “Best” Investment

• Compare your credentials to their current F.A. 

• Gold Medal Service

• “We look at your big picture.”
– Consolidated Asset Allocation Reports

Overcoming Prospect Objections

• “The Stall” – “I have to think about it!”

• “The stock market is too risky!”

• “I do not want to invest right now –
the stock market is too high!”

• “I can do it that myself!”



Once the Client Has Given a 
verbal agreement to go ahead

Once the Client Has Given a 
verbal agreement to go ahead

Summarize what you will be doing:
1. We are going to fill out the paperwork.

2. We will be transferring the assets.

3. Schedule a client meeting and review the 
specific investment recommendations. 



Once the Client Has Given a 
verbal agreement to go ahead

Remind the client of the things you never do:

– I never delegate advice. If you have any 
questions on your investments, tax planning, 
or other major areas of your financial picture, 
then you’ll be dealing with me!”

– “However, one of the things I do delegate is 
the paperwork!

Growing Your 
Client Base and 

Referrals!! 



In Order to Grow Your Investment 
Advisory Business You Will Have 
to Become Effective Marketers!

Client Retention

– Always return your clients calls the same day

– Meet with clients quarterly

– Send out meaningful mailings to maintain 
visibility 

– Incentivize clients to refer YOU

– Make those who refer YOU feel special 



Referrals are not NICE to have, 
but NEED to have

• Build a qualified referral mailing list

• Review the list and approve

• Mail out meaningful mailings

• Follow up with calls

• Schedule a “Complimentary Financial 
Checkup”

Be Visible!



Make those who refer 
YOU feel special

Referrals

• Happy Client = Referrals

• Make ASKing for referrals a consistent 
part of your client meetings

• Conduct Education workshops for clients 
and referrals



Questions

11098 Biscayne Boulevard, Suite 304
Miami, FL 33161
Ph:  (305) 892-8598 
Fax: (305) 892-9949

tjlongman@tomlongman.com

www.tomlongman.com


