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As we enter the new year, advisors are rethinking many
aspects of their business.

Yesterday, | received an email from an advisor struggling
with the right approach to use when talking to high net
worth prospects.
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The question
Here's part of his email:

"One area that | would like to improve in 2010 is turning high net worth prospects
into clients.

| was a financial planner for six years and see the value in asking several
questions and building the best plan to meet their goals. | would describe my
approach is a "soft sale" and most appointments have a natural progression and
close smoothly; however, | figure | am leaving some opportunities on the table.

Maybe | am wrong, but | have found it easier to plan or acquire clients in the
$100-$500k range since they often need more help as they seem more reliant on
their nest egg than other clients with more investible assets. As their net worth
goes up, | find it harder to motivate clients without more salesmanship.

Do you have any insights as to some great questions or strategies to get HNW
prospects’ attention and ultimately recruit them as clients?"

My answer

Many advisors are intimidated by the prospect of talking to million dollar
prospects.

© Copyright 2010, Advisor Perspectives, Inc. All rights reserved.


http://www.advisorperspectives.com/newsletters10/5-hnw2.php

ADVISOR

Two comments:

First, at a 4% withdrawal rate, $1 million provides annual income of $40,000 -
investors with nest eggs of this size may need less help, but they still typically
need help.

Second, research shows continuing anxiety with regard to funding retirement -
and often that concern is highest among mid- and high-income earners used to
more extravagant lifestyles than someone making $40,000 a year.

You can read more about this topic in my recent article, Tapping into Today’s
Number One Client Concern.

When talking to prospects, you want to do two things.

First, you want to reinforce whatever level of urgency to take action they may
already feel - or help create that urgency if it doesn't exist.

And second, you want to position yourself as someone who can provide a
solution to important issues in their financial life.

Once you've broken the ice, here's a question that | would consider asking to
help achieve both of these goals:

"Do you have a written plan forecasting income and expenses in
retirement, to ensure you don't run out of money?"

Once you've asked that, you might want to have case studies or samples of the
kinds of plan you put in place to help clients address this concern.

Let's be clear - to my knowledge, there are no silver bullets that will have HNW
prospects come flocking to your door.

But asking thoughtful, subtly provocative questions such as this one - not to

panic or alarm prospective clients but to get them thinking - can be helpful in
advancing your cause when talking to HNW prospects.

www.advisorperspectives.com

For a free subscription to the Advisor Perspectives newsletter, visit:
http://www.advisorperspectives.com/subscribers/subscribe.php

© Copyright 2010, Advisor Perspectives, Inc. All rights reserved.


http://www.advisorperspectives.com/subscribers/subscribe.php
http://www.advisorperspectives.com/
http://www.advisorperspectives.com/newsletters09/Tapping_into_Todays_Number_One_Client_Concern.php
http://www.advisorperspectives.com/newsletters09/Tapping_into_Todays_Number_One_Client_Concern.php

ADVISOR

Other Articles by Dan Richards

Client Communication
An Alternative Way to Conduct Client Reviews

Building Personal Connections with Clients
Communicating in a Sound Bite World
Five Steps to an Effective Portfolio Review

Five Steps to High Impact Client Meetings
How to Consolidate Client Assets

Lessons from the Loss of a Multi Million Dollar Account
Listening for the ECHO in Client Calls

Tackling Today’'s Number One Client Challenge

The Power of Proactive Client Calls

Thirty Seconds to Better Client Conversations
Three Powerful Words in Client Conversations
Three Ways to Inspire Clients

What to Say When You've Said It All

A Template for a Year-end Letter

The Best Way to Thank Clients for Referrals

Investment perspectives

Behavioral Finance Traps En Route to Investment Success
In Search of Unconventional Thinking

The Case for Optimism

The Pendulum Never Stops...

The True Cost of Volatility

Three Myths of Market Underperformance

Prospecting

A Prospecting Tip from Barack Obama

A Wakeup Call for Advisors: Turmoil at the Top of the Market
Becoming the Fall Back Advisor for High End Prospects
Getting Prospecting into First Gear

Tapping into Today’s Number One Client Concern
Tapping into Your Prospect’s Hot Buttons

The End of Prospecting

Three Easy Steps to Effective Networking

Three Steps to a Referral Conversation that Works Today
Turning Corporate Downsizing into Prospecting Success
Using Case Studies to Make Your Case

Six Words that Open the Door to Accountant Referrals
Competing for Referrals

Practice Management

Avoiding the Black Hole of Business Planning
Cleaning up Messes

Client Gifts that Stand Out

Developing an Optimistic Outlook

Lessons from Winning Athletes

Structuring Your Day for Maximum Productivity
Tips for Motivation in 2009

Turning Intention into Action

Work Smart by Building Thinking Time into Your Day
A Lesson from Lawrence of Arabia

Ten Tips to be More Likeable

Punctuated Equilibrium

© Copyright 2010, Advisor Perspectives, Inc. All rights reserved.



http://www.advisorperspectives.com/newsletters10/Punctuated_Equilibrium.php
http://www.advisorperspectives.com/newsletters10/Ten_Tips_to_be_More_Likeable.php
http://www.advisorperspectives.com/newsletters10/A_Lesson_from_Lawrence_of_Arabia.php
http://www.advisorperspectives.com/newsletters09/Work_Smart_by_Building_Thinking_Time_into_Your_Day.php
http://www.advisorperspectives.com/newsletters09/Turning_Intention_into_Action.php
http://www.advisorperspectives.com/newsletters09/Twelve_Tips_for_Motivation_in_2009.html
http://www.advisorperspectives.com/newsletters09/Structuring_Your_Day_for_Maximum_Productivity.html
http://www.advisorperspectives.com/newsletters09/Lessons_from_Winning_Athletes.html
http://www.advisorperspectives.com/newsletters09/Developing_an_Optimistic_Outlook.php
http://www.advisorperspectives.com/newsletters09/Client_Gifts_that_Stand_Out.php
http://www.advisorperspectives.com/newsletters09/Cleaning_up_Messes.php
http://www.advisorperspectives.com/newsletters09/Avoiding_the_Black_Hole_of_Business_Planning.php
http://www.advisorperspectives.com/newsletters10/Competing_for_Referrals.php
http://www.advisorperspectives.com/newsletters09/Six_Words_that_Open_the_Door_to_Accountant_Referrals.php
http://www.advisorperspectives.com/newsletters09/Using_Case_Studies_to_Make_Your_Case.php
http://www.advisorperspectives.com/newsletters09/Turning_Corporate_Downsizing_into_Prospecting_Success.php
http://www.advisorperspectives.com/newsletters09/Three_Steps_to_a_Referral_Conversation_that_Works_Today.php
http://www.advisorperspectives.com/newsletters09/Three_Easy_Steps_to_Effective_Networking.php
http://www.advisorperspectives.com/newsletters09/The_End_of_Prospecting.html
http://www.advisorperspectives.com/newsletters09/Tapping_into_Your_Prospects_Hot_Buttons.php
http://www.advisorperspectives.com/newsletters09/Tapping_into_Todays_Number_One_Client_Concern.php
http://www.advisorperspectives.com/newsletters09/Getting_Prospecting_into_First_Gear.php
http://www.advisorperspectives.com/newsletters09/Becoming_the_Fall_Back_Advisor_for_High_End_Prospects.html
http://www.advisorperspectives.com/newsletters09/A_Wakeup_Call_for_Advisors-Turmoil_at_the_Top_of_the_Market.php
http://www.advisorperspectives.com/newsletters09/A_Prospecting_Tip_from_Barack_Obama.html
http://www.advisorperspectives.com/newsletters09/Three_Myths_of_Market_Underperformance.html
http://www.advisorperspectives.com/newsletters09/The_True_Cost_of_Volatility.php
http://www.advisorperspectives.com/newsletters09/The_Pendulum_Never_Stops.html
http://www.advisorperspectives.com/newsletters09/The_Case_for_Optimism.php
http://www.advisorperspectives.com/newsletters09/In_Search_of_Unconventional_Thinking.php
http://www.advisorperspectives.com/newsletters09/Behavioral_Finance_Traps_En_Route_to_Investment_Success.php
http://www.advisorperspectives.com/newsletters09/The_Best_Way_to_Thank_Clients_for_Referrals.php
http://www.advisorperspectives.com/newsletters09/A_Template_for_a_Year-end_Letter.php
http://www.advisorperspectives.com/newsletters09/What_to_Say_When_Youve_Said_It_All.html
http://www.advisorperspectives.com/newsletters09/Three_Ways_to_Inspire_Clients.php
http://www.advisorperspectives.com/newsletters09/Three_Powerful_Words_in_Client_Conversations.php
http://www.advisorperspectives.com/newsletters09/Thirty_Seconds_to_Better_Client_Conversations.php
http://www.advisorperspectives.com/newsletters09/The_Power_of_Proactive_Client_Calls.php
http://www.advisorperspectives.com/newsletters09/Tackling_Todays_Number_One_Client_Challenge.php
http://www.advisorperspectives.com/newsletters09/Listening_for_the_ECHO_in_Client_Calls.php
http://www.advisorperspectives.com/newsletters09/Lessons_from_the_Loss_of_a_Multi-Million_Dollar_Account.html
http://www.advisorperspectives.com/newsletters09/How_to_Consolidate_Client_Assets.html
http://www.advisorperspectives.com/newsletters09/Five_Steps_to_High_Impact_Client_Meetings.html
http://www.advisorperspectives.com/newsletters09/Five_Steps_to_an_Effective_Portfolio_Review.php
http://www.advisorperspectives.com/newsletters09/Communicating_in_a_Sound_Bite_World.php
http://www.advisorperspectives.com/newsletters09/Building_Personal_Connections_with_Clients.php
http://www.advisorperspectives.com/newsletters09/An_Alternative_Way_to_Conduct_Client_Reviews.php

	February 2, 2010

