
 

 

 



 

 

 

 

Questions in between the lines.
This helps to close objections during the advising session.

==>

Who makes the decisions at home?

Is it important to have a private, quality education for your children?

Who's responsible for paying for your children's education?

What have you done so far to cover this expense?

Is this a priority for you, to start planning for your children's education, or not?

==>

Do you have a chance of getting promoted?

How's the company's organizational chart? (for referrals)

==>

Do you have a fixed or variable income? What is your NET monthly income?

When do you receive bonuses? How often?

For example, rentals, other businesses, dividends, etc.

==>

Write down most or ALL of your expenses

<==

VERY IMPORTANT: Add up client's monthly expenditures.

CALCULATE: the monthly surplus (income - expenses) from the monthly surplus,UP TO 50% can go towards LONG TERM SAVINGS

==>

Monthly surplus = income - expenses

<==

Write down most or ALL of their properties

==>

Bank name and type of account (Debit, cheque, savings)

Liquid cash - They should have between 3 and 6 months of their monthly expenses.

^

^

^

Medium term savings - E.g. Fixed interest over 30 days to 1 year. Savings for more expensive items or holiday.

Savings aimed at 4-5 years or longer. Investments, retirement plan, kids educational plans.



 

 

 

Find out what credit card they use and mention to them if they are accepted by the regular savings plans for automatic international monthly payments (Accepted cards are: VISA, MC, AMEX)

CEMEX $100,000 - Since ZOIS

AFORE $500,00

What type of insurance do you have?

How much?

Find out if there are any other advisors who could be your competition.
An insurance agent isn't knowledgeable in investments/ international investments.



 

 

 



 

 

 



 




