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FIRST APPOINTMENT OPENING 

1. Ask them specifically why you’re meeting 
 
When we spoke on the phone, you told me you were interested in 
[Retirement]. Did you have something specific on your mind when you 
agreed to meet with me today/tonight? 
   
2. Tell them how your meeting will work: 
 
Have you ever sat down with someone like me before? I work a little 
differently than a lot of people in my industry. Let me explain to you 
how our meeting will go: 
 
 a. Most of our time to be spent learning about them 
I’ll start by spending a minute or two explaining the work I do.  But 
most of our time will be spent finding out about you. I’ll be asking you 
questions about where you are financially at the moment and where 
you’d like to be, how you feel about different types of investment risk 
and what steps you’ve taken and need to take to protect your family 
or your assets if either of you were to die. 
 
 b. No pressure 
My main job is to get enough information from you to help you make 
informed decisions about your finances—decisions that feel right to 
you—which actually means doing nothing, if that is what feels right.  
This isn’t about me trying to pressure you into buying some solution or 
program from me—so you can relax. 
 
Of course, I do have solutions and programs to recommend to you, 
but that isn’t a requirement of us working together today/tonight. 
 

c. We’ll be setting another appointment 
Once in awhile I see something glaring—something that should be 
done right away.  If that happens, I’ll make some recommendations to 
you today/tonight. Either way, though, the next step is for me to set 
up another appointment with you, take all of your information (back to 
the office with me), do whatever analysis needs to be done, discuss it 
with my team, and come up with recommendations for an overall 
strategy that we’ll discuss on the next appointment. 
 

d. We’ll be talking about other people I can help 
Before we’re done, I’ll spend a few minutes talking with you about 
some of the people you care about who you think might want to sit 
down with me and go through this same process.  If we think it makes 
sense, I’ll talk to you about what you think is the most comfortable 
way to arrange an introduction to them.  Fair enough?


