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During your events and presentations, you should be ready to answer or
clarify these questions and concerns attendees may have to increase
your appointment ratio.
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How much in retirement savings
do I need to work with you?

What happens at the first appointment,
and what do | need to bring?

| already have a financial professional giving
me advice, why should | work with you?

How are you compensated, and are there
fees to work with you?

Do you have any partnerships with CPAs or
attorneys that can help me?

What's your philosophy regarding /O’J

wealth management?

I'm not happy with my current advisor, how can|
transfer or move my assets without dealing with them?

Which professional designations or
education training do you have?

Do you work with a particular demographic
or niche, and how many clients do you have?

How often do you meet with your clients?

Can you provide me a list of all the
services you provide?

Is there a transparent way for me to see
how you manage my assets?

Is there a team supporting you? If so, ) )

who would be my primary point of contact?
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The content within this infographic is for educational purposes only and does not represent legal, tax or investment
advice. This document is not an offer to buy, sell, replace or exchange any product. Customers should consult

their tax or legal professional regarding their own unique situation.



