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Global Investments

How to use Retirement Lifestyle Planning
to turn prospects into clients

Acquiring new clients is one of the greatest challenges for advisors. When an investor shops for a
new advisor, the discovery meetings often sound the same with the advisor saying, “I'll do a better
job than anyone else.” But Retirement Lifestyle Planning can totally change the conversation.

What is a “Retirement Lifestyle Plan?”

This is your client’s vision for what they want life after their career to look like and it includes an action plan to make it
happen. Advisors should care that their clients have this non-financial plan because it helps them live a happy and fulfilling
life. It's also important because this should be key in creating your client’s financial retirement plan.

“Seek first to understand, and then to be understood,” said Stephen Covey, author of The 7 Habits of Highly Effective People.

Advisors sometimes spend much of the prospecting conversation talking about themselves and how they are better than the
next advisor. Think about applying the 80/20 rule. In this case, that means you engage the prospect so they do 80% of the
talking and you do 20%. This means active listening is the vital part of this discussion.

What to ask?
But what do you want your client to talk about? And what are the right questions to ask prospects and new clients?

You want to know about their long- and short-term goals, their vision of how their life would look if they had and did
everything they wanted. You also want to hear about their fears and concerns, their strengths and opportunities.

Talking about their goals matters more to prospects and clients than focusing on the technical side of financial management.
It's important to convey that you have the knowledge and ability to help them achieve their goals. But you also want them
to know that you're on the same page as them, and you care about them as people. The information you gain from this
conversation will help you structure future meetings and assist in planning how to help them achieve their goals.

How to prepare?

Use a template for a conversation that guides the prospect to articulate their goals, what those goals mean to them and
what they fear could stand in the way. This template should also focus on their strengths that will contribute to their goals.
By the end of the conversation, through your questions and discussion, you will have shown them that you care more about
them than just their money.

It's important to recap the conversation and create an action plan. This will reinforce that you listened and that you will
incorporate their goals in your financial planning.

Retirement Lifestyle Planning can also help you to draw prospects into your office for a discovery meeting. The best way to
attract new clients is referrals, but people don't often tell their friends about their investment returns. They talk more about
their relationship with their advisor and how the advisor cares about them, understands their life goals, challenges and family
situation. Retirement Lifestyle Planning will differentiate you and inspire your clients to tell their friends about what you do
for them.
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The ongoing importance of lifestyle planning discussions

Consider sharing lifestyle planning articles to send to prospects and clients. Or post that type of content on social media.
This helps to highlight that you see the value in planning both the financial and non-financial side of retirement.

“The future of advice will certainly be high-tech, but it will also require high touch,” advises Joseph Coughlin, Founder and
Director of MIT Agel ab.

“Advisors will increasingly find that more of their time will be spent serving as educators, as coaches and even as navigators
to help people anticipate what might come next over an ever-increasing lifespan.”

Successful advisors will take this advice to heart and look for ways to fill each of these roles. Educating clients and prospects
about the need to plan their non-financial as well as their financial life in retirement is the kind of service Dr. Coughlin is
talking about.

Retirement Lifestyle Planning is a very effective way to change a prospect into a client and turn your clients into raving fans.

Interested in other resources?
Check out Sun Life Global Investment’s Retirement Hub to learn more.

@J Reach out to your Sun Life Wealth Sales Representative to learn more
about retirement lifestyle planning.

Information contained in this article is provided for information purposes only. It is not intended to provide or be a substitute for professional, financial, tax, insurance, investment, legal
or accounting advice and should not be relied upon in that regard. It also does not constitute a specific offer to buy and/or sell securities. You should always consutt your financial advisor
or tax specialist before undertaking any of the strategies discussed in this article to ensure that all elements and your personal circumstances are taken into consideration in developing
your individual financial plan. Information contained in this article has been compiled from sources believed to be reliable, but no representation or warranty, express or implied, is made
with respect to its timeliness or accuracy and SLGI Asset Management Inc. disclaims any responsibility for any loss that may arise as a result of the use of the strategies discussed.

SLGI Asset Management Inc. is the investment manager of the Sun Life family of mutual funds. Commissions, trailing commissions, management fees and expenses all may be associated
with mutual fund investments. Please read the funds prospectus. Mutual funds are not guaranteed, their values change frequently and past performance may not be repeated.

Sun Life Global Investments is a trade name of SLGI Asset Management Inc., Sun Life Assurance Company of Canada and Sun Life Financial Trust Inc. all of which are members of the Sun Life
group of companies.

© SLGI Asset Management Inc., Sun Life Assurance Company of Canada, and their licensors 2023. All rights reserved.
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https://www.sunlifeglobalinvestments.com/en/campaigns/sun-life-retirement/?target=1

