
Advisor Development  ·  Sales Leadership

GROWTH TOOL

Closing Meeting Preparation

Field Productivity Partners  ·  Driving FPP Build the case for implementation before you walk into the close. For coaching use

Write the case for and against implementation so you can address real objections, not imagined ones.
Then script the few points that must land in the plan and the conversation — the reasons the client should move now.

CLIENT / CASE MEETING DATE RECOMMENDATION The action you want them to take

Build the case —  list the client's reasons, not yours

REASONS TO IMPLEMENT Value, timing, risk of waiting REASONS NOT TO IMPLEMENT Objections you must handle KEY POINTS IN THE PLAN / CONVERSATION

Walk-in commitment —  what you will ask for in the room

THE ASK — WHAT DECISION DO I NEED TODAY? Be explicit IF THEY HESITATE — MY NEXT PLANNED MOVE Question, proof, or follow-up
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