HOW TO USE THESE CHECKLISTS AND FLOWCHARTS

Do you intend to use
these checklists and
flowcharts directly
with clients?

No Yes

No problem. Some
advisors use these
resources behind the
scenes as their “secret
sauce.”

Vv

Are you a new advisor or
do you need a quick
introduction to a new
topic?

[ 1

Yes No

I

If so, you can use these
resources to get a
high-level overview of a

concept before doing
additional research.
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Do you want to incorporate
these resources into your
marketing or prospect
meetings?

Will you present these
resources to clients in
meetings or email them

See the “How You Can
Incorporate These
Resources Into Your
Marketing Efforts”
flowchart.
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If so, you can use
these resources as a
conversation script to

>

Proactively prepare by
finding a few resources
that cover areas relevant
to a client situation.

to clients? guide your client through
planning discussions and
T ) ensure that you've asked
s No N all the right questions.
\l/ Yes ——
Do you need help T

identifying planning
opportunities?

If so, find and share
relevant resources with
your client. Show the
actual complexity of
financial planning and
how you can guide them
through the process.

—— Yes No

[ 1

—

Do you need help
explaining your
observations or

recommendations to
clients?

If so, share a resource
with your client and walk
through it together. This

can assist in the
decision-making process
when formulating a

recommendation.

Do you ever forget a rule
or planning issue?

Are you part of a team,

> working in coordination

with other advisors?

Y Y
Yes No

!

If so, your team can
structure discussions
around these resources to

create consistency and
impose a multi-advisor
quality control measure.

Y
No

>

Do you prepare reports
for clients to share your
observations and
recommendations?

o

Yes No

Are you looking to be
more efficient?

If so, before or after a
meeting, review a few
resources relevant to
your client’s situation to
ensure that no discussion
points or planning
opportunities are missed.

r 1

Yes No

!

If so, keep these
resources close by to
save time in your
research and to quickly

and systematically
uncover planning issues
when talking with a client.

r I

Yes No

Il

If so, these resources can
supplement a financial
plan that you provide to a

client, offering additional
detail or explanation.

If so, use these resources
to enhance and

document your work.
This can support your
compliance initiatives.




