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Take advantage of every meeting with prospective clients to get inside the head, and heart, of the decision-makers by executing a sincere, 
service-oriented approach to understanding their retirement plan and identifying solutions to address areas of concern. Twenty to Thirty 
minutes of thoughtful conversation can give you everything you need to develop, and later communicate, a solution that meets the specific 
needs of your next client. Through this process, you’ll encourage a comfortable dialogue where the client will gladly share the details of their 
plan, disclose their priorities, concerns and decision-making factors and timeline for potential conversion.

Request a Plan report from BCG in advance of the meeting, so you don’t waste time asking questions to which you should already 
have the answer. Rather, demonstrate to the prospective client that you are professional and prepared by confirming plan data versus 
asking for it.

After gaining agreement on the amount of time together and mutually objectives, begin with:

 Open-Ended Questions (What, Why, How, Tell me more…
• What can you tell me about your retirement plan? What else should I know?
• What do you like most about your existing plan(s)? Why?
• What would you improve if you could? How did you select your (provider or advisor)?

In some situations, a more targeted approach may be necessary to uncover areas in need of improvement, known or unknown.  
For example:
• Would you recommend your (provider or advisor) to a friend?  Why or Why not?
• Tell me about your participant education and communication program? Is it effective? Why or Why not? Do you have an updated EPS 

(Education Policy Statement)?
• Can you tell me about your investment selection and monitoring process? Do you have an updated IPS (Investment Policy 

Statement)?
• Are you aware of your fiduciary responsibilities/liability? How are you meeting them (what are you doing)? Who is helping you under 

standing your responsibilities and how best to meet them?
• Is your plan design maximizing the benefits to the organization? Your employees? Your owner? When did you last review your plan 

design?

Once you believe you have a full understanding of the needs of their plan, further demonstrate your comprehension, and care, by 
summarizing the key points they’ve shared. Ask whether or not there’s anything you’ve missed, or if anything further comes to mind 
that hasn’t been covered during your time together.

Close the conversation by assuming agreement that you will develop a custom solution for their consideration specifically address 
areas of concern.

Confirm the next step – the date of your return and presentation for further discussion! 
Contact your BCG AdvisorEdge Plan Consultant at 800-524-4015, option 3 to discuss how we can support your efforts with executing 
this service approach.

Warning: Rapid fire questioning will feel like an interrogation and usually is not well received. Be sure to communicate to all parties that 
the goal is to learn more about their situation, and to identify areas of improvement. A well planned, conversation will yield better results 
than an assault of questions. Below are SAMPLES, use language and style that’s appropriate for the prospective client and situation.
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