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A recent survey shows

� Those who DO NOT work 
with a financial professional 
had a median retirement 
asset value of $28,000.

� Those who DO work with a 
financial professional had a 
median retirement asset 
value of $78,000.
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A recent survey shows

� 29% who DO work with a 
financial professional say 
they will have a need to 
work in retirement.

� 40% who DO NOT work 
with a financial professional 
say they will have a need to 
work in retirement.
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Agenda

Evaluating your needs

Examining life situationsExamining life situations

Taking steps for getting started

Creating sample questions



Why do you need a financial professional? 

� I’m confused about conflicting financial guidance 
from varying sources.

� I’m anticipating a life change that will impact 
my finances.my finances.

� I’m hoping for a better financial performance from 
my investments yet I’m afraid of financial risks.

� I’m unprepared to leave behind my legacy.



Working with a 
financial professional

If not, why not?
Identify why you don’t use 
the services of a financial 
professional.

- I don’t have enough money.- I don’t have enough money.

- I don’t trust them.

- I’m embarrassed about my financial 
situation.

- I don’t know enough about finances.

Then see why you may want 
to reconsider.



Is it right for you?

� There’s no time like the present to work toward a 
better financial future.

� Financial professionals specialize in a variety 
of areas.of areas.

� Find a good fit for your particular needs.

� Focus will be on helping your financial situation, 
not what you don’t know.



Develop a strategy for your financial future

Meet Kathleen:

Age 59, divorced, music teacher
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Anticipate financial impact of life changes
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Objectivity
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A more positive outlook
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So, is it right for you?
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� Are judged on comfort level 

� Are based on results achieved
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� Get to know their knowledge, skills, credentials

� Ensure they are client and financially focused

� Are you comfortable with their communication and 
personal style ?



Finding the right financial professional

Five Steps:

1. Identify your most important financial needs.

2. Describe the type of relationship you’d like to develop.

3. Identify several financial professionals that you think may 
fit your needs and style.

4. Make a general inquiry by phone to further qualify.

5. Meet and interview your final selection to find the best 
match.



Step 1: Identify your needs

Identify your most important and/or urgent financial needs:

� List a specific need, goal, or objective such as 
“retirement planning”.“retirement planning”.

� If in a relationship, discuss with spouse or partner.

� Set a timeline for yourself.



Step 2: Define the relationship

Describe the type of working 
relationship you’d like to have:

� You may already know or it may 
evolve over time.evolve over time.

� Don’t need to know or have it all 
figured out.

� Start with what feels comfortable 
to you.



Step 3: Explore the possibilities

Identify several financial professional possibilities:

� Consider more than one source.

� Cover a wide range of specialties.� Cover a wide range of specialties.

� Ask family, friends or associates for referrals.

� Get referrals from other professionals you trust.



Step 4: Gather information

Make a general inquiry by phone:

� Describe your needs and type of
assistance.

� If a good prospect, schedule an 
interview.

� If the contact doesn’t provide that          
service, ask for a recommendation.

� It may feel uncomfortable, but it is   
completely appropriate.



Step 5: Conduct interviews

Interview several professionals to find the best match:

� There’s no magic number of how many to interview.

� The more you talk to, the more confidence you’ll build.� The more you talk to, the more confidence you’ll build.

� Write up questions in advance.

� Take notes.



Create sample questions

� Service, style, approach

� Qualifications, experience, 
credibility

� Cost



Create sample questions

Service, style, approach

� What services do you offer?

� What is your approach to _______?

� What type of clients and situations do you work with?

� What is your approach to financial planning or product 
recommendations?

� Who would carry out those recommendations?



Create sample questions

Qualifications, experience, credibility

� What are your qualifications?

� How long have you been in practice?

� Briefly describe your prior work experience.

� How do you keep current in your expertise?

� Have you ever been publicly disciplined?



Create sample questions

Cost

� How much do you typically 
charge?

� How do I pay for your � How do I pay for your 
services?

� Do you have any potential 
business conflicts?

� If paid on commission, are 
you being objective?



Making it work…

Regular reviews:

� It’s typical to have reviews at least once or twice a year.

� Changes in life circumstances may warrant more frequent 
reviews.reviews.

� Financial market changes can also affect frequency.

Proactive management of your account:

� They should inform you of actions that may be suitable to 
your financial strategies and goals.

� They should also explain potential risks and rewards.



Evaluated your need for assistance

Examined life situations

Closing summary 

Explored steps for getting started

Reviewed sample questions to ask
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