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The Ultimate Discovery Meeting



Inside The Mind of a Prospect

• Why Are They Here?

• Nobody wakes up and says “I’m excited to schedule an hour to talk with a stranger 

about my money!”

• Something prompted them to reach out and take the time to meet

• What Are They Feeling?

• Anxious, Uncertain, Vulnerable

• The #1 cause of financial advisor anxiety is lack of financial literacy (jargon)



Inside The Mind of a Prospect

• Nobody buys a plane ticket. They buy the destination.

• 90% of decisions are made with emotion and backed by logic.

• People are motivated to cure pain. Focus on the pain.

• 70% of buying decisions made to avoid loss rather than achieve gain



What Prospects NEED

Do I like you?

Do I trust you?

Am I certain you can:

1) Solve My Problem

2) Deliver My Outcome



The Ultimate Discovery Meeting



The Misery of Uncertainty



Pre-Meeting Email

▪ Send an email 3-7 days prior to the 
meeting

▪ Outline what to expect and provide more 
detail around the types of questions you’re 
going to ask.

▪ BONUS: Include a video with information 
about your firm, your expertise, your 
process (Or a link to your website).



Pre-Meeting Agenda

▪ Provides a visual roadmap of the 
conversation

▪ MUST INCLUDE:

▪ What’s on your mind? (First Item)

▪ Next Steps (as the very last item)



Purpose/Mindset

• Purpose: Guide the prospect through a conversation to arm both you and 

them with the information needed to know if it’s a fit

• Detach yourself from the outcome!

• A “no” is just as good (maybe better) than a “yes”

• This meeting sets the trajectory for the rest of the relationship

• The meeting where you are focused on learning about the client’s life, 

goals, concerns, fears, etc.



Inside The Meeting

▪ The Trust Zone

▪ The Sniper vs Shotgun Approach

▪ The Platinum Rule of Prospect Meetings



“Client satisfaction in a first meeting is 
directly related to the amount of air time 

they get.”

Dr. Moira Somers, Advice That Sticks
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The Trust Zone

Like an airplane taking off, the hard work to create an atmosphere of 
trust and connection happens in the beginning.



The Trust Zone

▪ You have to create conversational flow that gets them out of their HEAD and into their HEART.

▪ Ask “3E” Questions:

▪ Easy

▪ Exciting

▪ Emotional

▪ Examples:

➢ “How did you end up in Nashville?”

➢ “How did you get the idea to start your business?

➢“How did you two meet?”
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Sniper vs Shotgun Approach



Sniper vs Shotgun Approach

Focused on your value Focused on their problem
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The Platinum Rule of Prospecting

Let prospects proceed the way THEY want to proceed!

• “How would you like to proceed?”

• “At this point, I’m assuming you have some thoughts on what you want to do 

next?”



The BYIM Challenge

▪ 4 modules in 4 weeks

▪ See what other advisors are building

▪ Brainstorm and discuss along the way

▪ Starts January 8th, 2024 

Build Your Ultimate Intro Meeting In 4 Weeks

📧: brendanfrazier@wiredplanning.com

mailto:brendanfrazier@wiredplanning.com


Plans and pie charts don’t 
change lives.

People do.

www.wiredplanning.com Brendan Frazier – Wired Planning



The Ultimate Discovery Meeting



Meeting Recap Email

▪ Send an email 24-48 hours after the 
meeting

▪ Recap what you discussed in their words

▪ Outline next steps and what comes next
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