TheStandard §

How to Get Clients
to Open Up

To get meaningful answers, ask great questions.

When meeting new or prospective clients, ask open-ended questions to understand their financial needs.
These questions encourage clients to share meaningful information and create an open dialogue.

Help get the conversation going by asking:

e Who have you used for investment advice e Why do you bank here?
in the past? e Why are you looking for a financial advisor?
e Who else is involved in your decision-making
process? e How have you made financial decisions in the
past?
e What brought you to the bank today? e How would you describe yourself as an investor?
e What do you like the most and least about e How should | follow up with you?
your portfolio?
e What are your retirement goals? e Tell me about your best and worst investment
experiences.
e Where do you find financial information e Tell me about your last investment advisor.
and advice? e Tell me how much risk you are willing to accept.

e Where else do you invest or bank?

e When do you plan to retire?
e When do you expect to start taking income
from your investments?

Opened-ended questions can help you learn about your clients’ financial needs.

This will help you recommend the best product for them.

| Not FDIC-Insured ® No Bank Guarantee ¢ May Lose Value ¢ Not Insured by Any Federal Government Agency ® Not a Bank Deposit |

S1 17071 (7/24) For producers only. Not for use with consumers. How to Get Clients to Open Up
Page 1 of 2



Standard Insurance Company | 1100 SW Sixth Avenue, Portland, OR 97204 | standard.com

The Standard is a marketing name for StanCorp Financial Group, Inc. and subsidiaries. Insurance products are offered by Standard Insurance
Company of Portland, Oregon in all states except New York. Product features and availability vary by state and are solely the responsibility of
Standard Insurance Company.

Surrender charges may apply to withdrawals during the surrender period. A 10% IRS penalty may apply to withdrawals prior to age 59%.. Annuities
are not guaranteed by any bank or credit union and are not insured by the FDIC or any other governmental agency. The purchase of an annuity is
not a provision or condition of any bank or credit union activity. Some annuities may go down in value. The guarantees of an annuity are based on
the financial strength and claims-paying ability of Standard Insurance Company. An annuity should not be purchased as a short-term investment.
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