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Amazing First Meeting 

Prospect Process

Client Meetings

Conversion Process 

View samples in Resource Library
Share your One-Page Plan in Tribe



THE BIG 
QUESTION 

“What is ‘real’ financial planning”

Can this really work?

Real Planning    VS. Projections



Hundreds of Times
$100K to $70M

How consistently is our
process working?

This Works!



Stop playing 

to lose…

Where can we play

TO WIN?



PLAY TO WIN
Clear action items and/or 

recommendations

Differentiator from other firms

Streamline process to
help more clients

Demonstrate value



Gathering
INFORMATION

First Meeting





SECTION 1: GET TO THE HEART OF THE MATTER
Statement of Financial Purpose Example: 
“Time with family doing things we love and serving in our community.”

SECTION 2: SET & PRIORITIZE GOALS
Goals Example: 
1. Fully fund all retirement accounts each year
2. Fund kids’ education account each year
3. Save for a house

SECTION 3: NEXT STEPS
Next Steps Example:
1. Get all the assets moved to the right place and invested on purpose, 

based on your goals
2. Contribute $15,000 year to each child’s education account
3. Save $1,000 a month for a house

SECTION 4: CLARIFY COST
“Based on this plan, here’s our upfront planning fee.” “Here’s our 
engagement fee.” “Based on this plan, your annual fee will be between a 
range of X to Y.”
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MY FIRST TIME
(don’t overcomplicate it)



Ask the Right Questions
GATHERING INFORMATION

What has your attention 
today?

What are your biggest 
financial goals or 

concerns? 

What do you most hope 
to gain from our work 

together?

How successful 
have you been with 
your investments?

Where have you 
done really well?

What is your 
strategy for…?



SET EXPECTATIONS

“I used to create really long, elaborate 
financial plans.  While I really enjoyed 

them, nobody else wanted to read them.  
So instead, I just create a single page of 
my recommendations so you can easily 

and clearly see exactly what you need to 
do to achieve your goals.

Is that ok with you?”



INVESTMENT PORTFOLIO

• Can they consolidate?
• Can they pay less in fees?
• How should their portfolio be improved?
• What asset allocation do we recommend?
• Do they have a war chest?
• What advice can we offer and/or 

recommendations can we implement to improve 
their portfolio specifically as it relates to 
income?

INCOME TAX

• How can they pay less in taxes?

• ROTH conversion?

• Capital gains?

• Enhanced charitable giving?

• Asset location optimization?

• What advice can we offer and/or 
recommendations can we implement to 
reduce their income tax bill?

RISK MANAGEMENT

• Are their estate documents current?

• How would they handle LTC?

• What other risks are they facing?

• What advice can we offer and/or 
recommendations can we implement to 
improve their ability to avoid risks in 
retirement?

RETIREMENT INCOME

• How much money can their portfolio generate? 

• What are their other income sources? 

• Net of taxes, how much income will they have? 

• How does this compare to their current lifestyle 
expenses?

• What advice can we offer and/or 
recommendations can we implement to 
improve their retirement income?

CREATE
PLAN

Income Taxes

RiskInvestment



WHEN YOU CREATE THE PLAN
Primary Goals:

Using as many of their own words, restate their 
goals as gathered from the first meeting. In 
other words, why did they come and see us?

I always like to add “never run out of money” 
and “don’t leave the IRS a tip.”



• If they follow this advice, will they 
achieve their goals?

• Are the recommendations as 
clear as possible?

• Does it demonstrate your value?

CREATE
PLAN

Final Test



PRESENT 
PLAN
Curtains Up

EXPECTATIONS:
“I used to create really long, elaborate financial plans.
While I really enjoyed them, nobody else wanted to
read them. So instead, I just create a single page of
my recommendations so you can easily and clearly
see exactly what you need to do to achieve your
goals.”



APPLY ACTWATCH & 
READ

• Read the One-Page Financial 
Plan and Amazing First 
Meeting Guidebooks

• Review the One-Page Plan 
samples

• Tailor the One-Page Financial 
Plan Template to your firm

• Use the One-Page Financial 
Plan with a new client during 
your No Stress Prospect 
Process

• Use the One-Page Financial 
Plan with an existing client as 
part of your Model Client 
Meetings 

• Amazing First Meeting Lesson
• The One-Page Financial Plan, 

Carl Richards
• The Power of Practice 

Management: Best Practices 
for Building a Better Advisory 
Business
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