How to Conduct a Perfect Annual Client Review
You’ve booked a client for their financial review.  Since marketing your financial practice and services is almost 100% of the work, you’re almost home free.  

Almost!!!!
Now is the time to collect the money – so to speak, now is the payoff.  You can not afford to blow it by being ill-prepared! 

There are 5 components of an annual review, 5 systematic steps, when done in the proper order, will lead the client and the process in the direction you want it to go.   (It’s understood that you want it to go in the best interest of the client.)

1 – The Warm Up


Get the relationship “rekindled”.   It’s ok to just jump into a swimming pool, but it’s disaster to just jump into business.  Catch up with your client; find out what has happened in their lives over the course of the last 6 months – or however long it’s been since you’ve seen them.  
If they ask questions about you, answer the question quickly and turn the conversation back to them, talking about themselves.  You ask the questions, let them do the talking.  If you find yourself talking about yourself, mentally envision yourself lighting dollar bills on fire, because you’re burning cash!!!!!!!!!!!  Shut UP!

It’s an amazing phenomenon.  When people talk about themselves, they feel connected to you and “like” you – because they feel like you understand them, not because they understand you!
Don’t rush thru this step; warming clients up is an art and some people take longer than others.  This is a foundational step and extremely important.  Don’t discount or dismiss its importance in the process!

2 - Manage Contact Expectations

You will see your best, “A”, clients more often than others, but each client needs to be seen yearly at the very least.  If you don’t see your clients yearly, they aren’t clients, they were customers.

The first part of the business conversation should outline and establish how often the client wants and needs to be seen.  “A” clients are usually larger clients with more moving parts to their financial portfolio.  With change in their lives and portfolios, comes the need and opportunity to reposition assets.  This is less about an opportunity to generate commissions and more about doing what the client needs.  It just so happens that with doing the right thing for the client comes the opportunity to do the right thing for yourself.  It’s funny how that works!

Establish a schedule for how often you will meet.  A rule of thumb is once per quarter for “A” clients, every four to six months for “B” Clients, and yearly for “the end of the alphabet” clients.   At the conclusion of the review, they should know when they will be called back in.  Preferably, set the appointment before they leave.  
If you manage their expectation, let them know what to expect, you are filling your books well in advance, and training your client to be prepared to meet with you.  Essentially, you are removing obstacles to the sales process before they even appear.  
3 – Review Clients Holdings

If you are their financial advisor, not having just sold them one product, you should have a list of all their financial holdings.  Review their holdings and review the performance of those holding over the period of time since you’ve seen them last.  

If you have Act for Financial Professionals or another comprehensive software program, this info will be at your finger tips, if not – you need it, get one.

Reviewing this information might create opportunities to reposition assets based on your advice and their needs and goals.  During this part of the interview, we advise using a template or questionnaire to keep you on track and make sure all pertinent information is captured.  We recommend OnTrac.  This questionnaire will allow you to help your client determine and verbalize where they want to go financially.  It also helps you to create the “path” and uncover potentially missed opportunities for sales.
4 – Identify the “structure” of the plan – risk vs. reward

Everyone knows the formula – subtract your clients’ age from 100 and that is the percentage of their portfolio that should be exposed to “risk”.  You can then initiate a conversation with your client and get agreement from them about this percentage.  Now you have a launching point for “repositioning”.
5 – Education

Here’s where this whole process culminates into potential business.  You should be a student of the economy and market forces.  You should also be able to disseminate current events in digestible nuggets for your client to understand.  With this information, you will move them to action.  (We hold a Producer’s Power Call every other Monday morning at 10 am EST.  You will hear this kind of information and can use it close business)
Educating your client about current economic chaos and market forces builds a natural bridge for a conversation about principle protected investment vehicles – annuities.  When you have their agreement about the % of their portfolio they can afford to keep at risk, when you have agreement from them on the need for “safe money strategies” based on the current market climate, you have an opportunity to show them a vehicle that will fit like a glove and help them accomplish their financial goals – an annuity.
Safe Money Strategies is a boutique FMO dedicated to helping agents take their business to new heights.  If you are a seasoned producer looking to turn your business into a thriving 100% referral generated practice, we just might be what you are looking fro.  
