
 
 

Class Notes 

Sales Process and Client Interview 

 

I. Increased need for planning for one’s financial future 

A. Market crash of 2008 saw portfolios drop by double digits 

B. People are living longer, increasing concern of outliving assets  

C. Only 20% of people today covered by defined benefit plan; people must 

create their own retirement plan 

D. Issues with current portfolios: lack of proper diversification; lack of 

coordination between taxable and nontaxable accounts; risk not properly 

assessed 

II. Client Life Cycles 

A. Accumulation Phase 

o Building up the value of investments 

o Typically raising a family, paying mortgage, education expenses 

o May be most expensive phase 

B. Transition Phase 

o Stage not tied to age but to a mindset 

o Still working - starting to think about cash flow and retirement budget  

o Beginning to reflect on moving into next stage of life 

C. Distribution Phase 

o “Drawdown” phase 

o Living off of assets which are all now retirement assets 

o Distributions for living expenses, health care, legacy, charitable 

giving 

III. College Savings 

A. Never too early to begin saving for college expenses 

B. Ways to save: 

o Savings plan 

o Loans 

o Combination of savings and loans 

C. Financial advisor tools to plan for college savings  

o Tools show amounts needed to save over different time periods to 

meet the cost of different colleges 

D. 529 Plan 

o State-sponsored, tax-advantaged account 

o Plan is named after Section 529 of Internal Revenue Code 

o Invested money grows without being subject to federal income tax 



 
 

o No federal income tax on any money that is taken out of the plan if 

used to pay for qualified educational expenses (e.g., room, board, 

tuition, books) 

o Offer multiple investment options with varying risk and reward 

characteristics 

 

 

IV. Social Security 

A. Social Security is not, and was never intended to be, the only source of 

income upon retirement 

B. Predictable source of retirement income 

C. Pegged to inflation; yearly benefit will typically increase 

D. Four components to helping clients make distribution decisions:  

o Gathering of benefit information – obtain from Social Security 

Administration 

o Timing of collection of benefits 

o Spousal benefits  

o Survivor benefits 

E. Full Retirement Age (FRA) – based on birth date 

F. Primary Insurance Amount (PIA) - monthly benefit a person is eligible to 

receive at FRA  

G. Timing of the distributions is important decision - affects amount 

received: 

o The earliest one can begin collecting their benefits is age 62; will 

result in a locked-in reduction to monthly amount 

o The reduction decreases for each month an individual waits after age 

62, up to FRA 

o Benefits will increase for each month that an individual waits to begin 

collecting beyond FRA until age 70  

o If an individual waits until after age 70 to collect, the benefit will max 

out at 132% of their PIA 

H. Spousal Benefit 

o Married couple’s choice of when to collect benefits will impact the 

spouse’s benefit 

o Married couples entitled to claim SS based on their own work record, 

or payments worth up to 50% of the higher earner's benefit 

o Spousal benefits have the highest reduction factor if collected before 

FRA     

o Spousal benefits do not grow if collected after FRA 



 
 

o A person that has reached his or her FRA can claim spousal payments, 

then switch to payments based on his/her own work record (which 

will then be higher due to delayed collection) 

I. Survivor Benefits 

o Usually equal to the benefits the deceased spouse was receiving 

o Amount is impacted by when the spouse begins collecting benefits; 

married couples strategies need to account for both spouses’ life 

expectancies 

 

 

 

 

V. Consultative Sales Process 

A. Four key steps:  

1. Gathering information 

2. Presenting Financial Plan and Proposal 

3. Implementing the plan and managing the assets 

4. Ongoing monitoring of client account and research 

B. Step 1: Gathering information to create a client profile 

o First Meeting: 

 Have an agenda 

 Prospect should talk more than advisor 

 Advisor must become skilled listener 

 Decide if client is a good fit for firm as well as firm good 

fit for client 

o Questions to ask: 

 Relationship-building and open-ended questions 

 Experience questions 

 Cash flow questions 

 Follow-up questions 

o Client Profile or “Snapshot” allows advisor to: 

 Determine what life cycle phase the prospect is in 

 Create a Living Plan for client 

 Determine risk tolerance – most difficult task 

o Establish risk baseline, record, use for future reference 

o Advisor risk assessment tools -  used as starting point 

o Risk tolerance will change 

o Must assess risk on both the upside and the downside 

C. Step 2: Presenting Financial Plan and Proposal 

o Plan reiterates the goals and objectives 



 
 

o Proposal includes an investment policy statement (IPS): 

 Strategic guide (road map) to planning and 

implementation process    

 Customized to the individual client’s needs and 

circumstances 

 Important elements include:  

o Client’s overall goals and objectives 

o Outlines the strategic asset allocation plan 

o Assigns responsibility to the advisor and/or money manager(s)  

o Describes the investor’s risk tolerance and outlines monitoring 

requirement 

D. Step 3: Implementing the plan and managing the assets 

o Investor signs investment proposal and IPS 

o Signs off on the transition plan: 

 Plan for creating a portfolio or, if the client already holds 

a portfolio, transferring the portfolio 

 Tax considerations for taxable accounts 

 May need to transfer a portfolio slowly or in pieces 

o Service model: 

 How the advisor, firm and the client will communicate 

 Different clients may require a different service model 

 Client preference in receiving reports - mail, email, client 

portal 

 Advisor’s form ADV  

 Money manager’s ADV 

E. Step 4: Ongoing monitoring of client account and research 

o Regular communication with the client including:  

 Review of client objectives 

 Performance of the portfolio  

 Determination if changes have occurred 

o First follow-up meeting is time to ensure the client understands 

the information being received and is comfortable with the 

method in which they are receiving the information   


