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You receive an initial inquiry via:

Step 1.1:  If Referral

Referral Contact Thank You 
(referral roadmap)

STEP 1: 
Initial Inquiry
(Personal or Digital)



IN IT IAL SCREEN 
FOR F IT

T R U S T E D  A S S I S T A N T  T A K E S  T H E  C A L L :
Before scheduling a meeting time, Adam likes to have a quick 
call to learn more about your situation to see if we’re the best 
firm for you, and to share our process for learning more about 

how we can help you retire with confidence.

W E B S I T E  O N L I N E  F U N N E L  Q U A L I F I E S :

Define Financial does our best work with…



STEP 2: 
Learn More Call

“This is Adam from Integrated Wealth, is now 
still a good time for you?”

“Well Dr. Smith, I'm grateful for us to share in 
this conversation today. In my experience, 
most ODs don't wake up and think, 'Hmm, 
today's a great day to work on my financial 
plan and investment portfolio.' There's usually 
an underlying motive that causes ODs to 
reach out. So, may I ask...what's your 'big why?' 
What is it that's top-of-mind for you that 
caused you to schedule time for this 
conversation?" 

S C R E E N  F O R  F I T



SCRIPTING

We’ve carefully designed a process for 
helping you make an educated and 
informed decision about whether I am the 
advisor best suited to your needs.

Adam’s job in this first meeting is to learn 
what matters most to you, answer your 
most pressing questions and give you the 
information you need to make an informed 
decision about your financial life.

Just as ODs have a process in which they 
see patients to deliver the best patient 
experience, so too do we when talking to a 
potential new client relationship.

The theme of our first call is "alignment of 
expectations." During this call you'll have 
the opportunity to share what it is that's 
most important to you to have solved and 
also learn more about our process and 
how we serve ODs just like you. Our goal is 
to provide you with information 
throughout this process so that you can 
make an educated and informed decision 
whether IPWM is the firm best suited to 
serve you well.



Seeding Credibility 
Trust and Value

HOW ARE YOU PUTTING A PROSPECT AT EASE?

Most ODs have never had the type of client experience that we 
deliver here at IPWM. In order to demonstrate to you how we'd serve 
you, we want to show you exactly how we'd help you solve your most 
pressing questions. We do this by providing to you an Executive 
Summary/One-Page Financial Plan...and we provide this to you 
before you pay us one dollar in fees.

Before you pay us a dollar of fees or trust us with a penny of your 
hard-earned money, we want to show you exactly how we can help 
you achieve your financial goals.



“While I’d love to work with you, your situation is outside of my 
specialty. I’d be happy to connect you with an advisor that is 
better suited to your needs…”

“I’m glad you called. I can see where planning can really help 
you. I’ve developed a specialty working with optometrists and 
while I could help you, in all honesty, I wouldn’t be the best 
advisor to serve your needs. I’d be happy to introduce you to an 
advisor who is a better fit.”

“I’m glad you called. Over the years, I’ve developed a specialty 
working with people with complex wealth management needs. I  
would love to help you, but the work we do is far more than you 
need and I wouldn’t feel right about charging you our fees, and 
sooner or later you wouldn’t feel right about paying them.  Susan, 
I can best help you and Bob by referring you to another advisor.  
Just like you wouldn’t go to a heart surgeon for the flu, you 
should find an advisor who is perfectly suited to meet you and 
Bob where you are in life.”

If They Are 
NOT A Fit

Some Will 
Some Won’t

 So What 
So Who’s Next?



You are not 
an ambulance 
chaser

ACT LIKE IT!

You are a 
qualified 

professional





Hi NAME,

Hope you are doing well!  I wanted to circle back and see if you have 
any questions after our Triage call and follow-up information that we 
have sent.

Our goal with this process is to provide you with all the information 
you need to make an educated decision about working with our firm. 
If you have additional questions about our process or feel that we're 
not the right fit, please feel comfortable letting us know by either 
responding to this email or giving us a call at XXX-XXX-XXX. 

If the timing is better-aligned and you are ready to get started, 
please  click on this link  to provide us with additional pieces of 
information that will allow us to kick off the onboarding process and 
welcome you to the family of IPWM clients.

In an effort to not be a pest and respect your inbox, I'll leave the ball 
in your court and refrain from reaching out again until I hear from 
you. If you're subscribed to our newsletter list, you'll still receive those 
emails as we send them out, but you can always opt-out if you'd 
rather not receive them.

Thank you again for considering us, <<>>.  On behalf of the entire 
team here at X, I wish you continued success and happiness!

A Final 
Check-In…



PRE-APPOINTMENT 
CONFIRMATION EMAIL

How can I use every step 
to pre-empt concerns?

In reviewing the information you 
provided, it’s clear that you’ve 
been doing a great job with your 
finances. I did, however, find a 
few areas where improvements 
can be made and I look forward 
to sharing them with you during 
our meeting on [DATE].



STEP 3: 1st Meeting 

Discovery

RESET EXPECTATIONS

NO SELLING

ASK AND LISTEN

NO ADVICE!

LAY THE TRACKS

How can I improve 
my office / Zoom 

experience?

• About You 
• What’s Important to You?

• FIRST/PROUDEST money moment
• What’s been on your mind? 

• Tell Me Your Story  
• Your Current Reality
• About Us:  Why do people pay us?

• Align Financial Process Guide 

• Where do we go from here?
• If this sounds like a fit:

• Complete risk tolerance survey
• Schedule Observations Meeting

• If not:
• Referral to another local advisor
• Check out community education 

classes
• www.letsmakeaplan.org

http://www.letsmakeaplan.org/


What am I 
asking for in 
advance,
and why?

INTAKE & PREP



“Most of our clients are just like you…”

“When we work together, you’ll call me 
anytime these kinds of questions come 
up so that you don’t have to wonder…” 

“After the first meeting we’ll get 
together again in 2-3 weeks to review 
the plan we designed together to help 
you and Bob retire at 50 with enough 
money to enjoy your time together 
without having to worry all the time.”

SEEDING KEY 
Messages
What are my key 
phrases to seed?



STEP 4:
One-Page Plan
Analyze and Prepare

• CLEAR  
• SIMPLE
• RELEVANT
• RELATABLE



Follow Up & 
Call to Action

Meeting 2, Present One-Page 
Plan & Recommendations



STEP 5:
Second 
Meeting
Present One-Page 
Plan
o RESET EXPECTATIONS

o PRESENT RECOMMENDATIONS

o DECISION OPPORTUNITY



speak benefits 
Not Features

FEATURES

Tax rate arbitrage

Tax-free growth

Tax liquidity

BENEFITS

Keep more of your money 
so you don’t run out

Gives options should you 
need a future lump sum

Pay the devil we know 
vs. the devil we don’t
Control (no RMD)



How do I articulate my 
advice in plain English?

TALK IN PLAIN ENGLISH

“To achieve your goal of ____________________, we 
will ____________ because it will ________________.  



WITH PROSPECTS

I’ve helped a lot of clients with ____________________.

Be sure to consider ______________________________.

Lots of people make the mistake of ________________.



STEP 5.1:
Quoting 
Fees

Many advisors will offer to do a ‘free’ financial plan, but we 
all know nothing is ever really free. Instead of offering a 
‘free’ plan in hopes I can sell you something later, like your 
attorney or accountant, I simply charge you for my time 
and expertise, thus eliminating another conflict of interest.

We assess an annual planning fee for our services and 
have implemented a system that allows them to 
seamlessly satisfy the annual commitment on either a 
monthly or quarterly basis. My planning fee in your situation 
would be $7,140, which is either $595 monthly or $1,785 
quarterly with a $1,500 up-front onboarding fee. Now it 
would only make sense for you to pay this fee if the value 
you received was worth multiples of that amount. Did I 
explain this well or do you have any additional questions? 

However, unlike your doctor, if at the end of this process 
YOU don’t feel you received value worth multiples of our 
fee, will we refund 100% of our fee.



AM I WORTH IT? 

AM I JUST A FRAUD? 

How can I build a 
system to support my 
imposter’s syndrome?



Overcoming OBJECTIONS

MAY I HAVE A DISCOUNT PLEASE 
“I couldn’t give a discount and feel good about the 
next client who’s paying full fee for the same 
service; we don’t discount our fees because we 
would never consider discounting our value.”

YOUR FEES ARE TOO HIGH 
“We’re not the most expensive, and we don’t strive 
to be the cheapest; we believe that good financial 
advice should not be expensive but priceless.”

DO I HAVE TO GIVE YOU 
ALL MY MONEY TO MANAGE
“Only if you want my best advice.”   
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