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GET CLEAR. GET FOCUSED. GET RESULTS.TM

 FIVE CRITICAL QUESTIONS 
YOU SHOULD BE ASKING YOUR CLIENTS RIGHT NOW
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LISTEN

“The most basic of all human needs is the need  
to understand and be understood. The best way  

to understand people is to listen to them.”

— Ralph Nichols
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What’s A Frame?
The frame is constructed  
of those words the client,  
the media, your team, or  

anyone else uses to describe 
what it is that you do and 

the way in which you do it.



FOR INTERNAL USE ONLY     © 2018 ClientWise  LLC           092518                4            clientwise.com              clientwise.com/blog           (800) 732-0876      

FIGURE 6.1:  The Five Steps to Reframing Your Wealth Management Business
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The ClientWise Conversation™
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1.    “ What is the one thing you value most about 
how my firm and I serve you?”

The ClientWise Conversation™
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how my firm and I serve you?”

2.    “ What is the one thing you would most like me to change, 
or improve, about my firm and how I serve you?”
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1.    “ What is the one thing you value most about 
how my firm and I serve you?”

2.    “ What is the one thing you would most like me to change, 
or improve, about my firm and how I serve you?”

3.    “ If you were to describe the services that my firm and I 
offer to clients like yourself, what would you say?”

4.    “ How would you describe what it is that 
we have achieved together?”

5.    “ Among your other professional advisors, who  
do you trust the most and why?”

The ClientWise Conversation™
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ClientWise Conversation Data Collector™ 

Name: Date:

GET CLEAR. GET FOCUSED. GET RESULTS.TM
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clientwise.com/fpi/questions



 

 
Ray Sclafani

Founder and CEO

914.269.0050 

ray@clientwise.com

       raysclafani 

      @raysclafani

       

 
 

Connect with ClientWise 

Check out our website:

      clientwise.com

Read our blog:

      clientwise.com/blog

Join us on LinkedIn: 

      clientwise

Follow us on Twitter:

      @clientwise

       

Learn more about  
ClientWise services
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Sectors  

International  

Principled Investing
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Advisor tools



7 FPI educational tracks

• Principled Investing

• Working with a TAMP  

and with SMAs

• Small accounts

• Variable annuities

Providing the solutions

• Being a proactive advisor  

(OnTarget)

• Individual workplace  

retirement accounts

• Group retirement accounts



REGIONAL BUSINESS CONSULTANTS

We can help

SVP, Head of Distribution, 

National Sales Manager

Patrick Cahill

610-636-9427



The views and opinions expressed herein are those of the author and do not necessarily reflect the views of Flexible Plan Investments Ltd. its affiliates, or its employees. The information set

forth herein has been obtained or derived from sources believed by the author to be reliable. However, the author does not make any representation or warranty, express or implied, as to the

information's accuracy or completeness, nor does the author recommend that the attached information serve as the sole basis of any decision and it has been provided to you solely for

informational purposes only and does not constitute an offer or solicitation of an offer, or any advice or recommendation, and may not be construed as such.

PAST PERFORMANCE DOES NOT GUARANTEE FUTURE RESULTS. Inherent in any investment is the potential for loss as well as profit. A list of all recommendations made within the

immediately preceding twelve months is available upon written request. Please read Flexible Plan Investments’ Brochure Form ADV Part 2A carefully before investing.



Questions?

Please type any questions  

into the chat box to the right.


