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What you should say:   
 
This Circle represents all the money you will ever have.  Your Circle of 
Wealth is larger than some folks, some is larger than yours but there is one 
thing we all have in common and that is we want our Circle of Wealth to 
(grow)? 
 
 
What your client should hear:   
 
The amount of money in their control is a finite amount. 
 
Transition:  Press the forward key just as you say the word grow to move 
on from screen 1 to screen 2.   
 
   



 
 
What you should say:   
 
What is the first thing that comes to your mind of how to make your Circle of 
Wealth grow?  Eventually it is going to come down to finding better 
investments that pay higher rates of return that usually requires increased 
risk.  Like other advisors we can help you do that but I would like to share 
with you what makes us unique.   
 
What your client should hear:   
 
There are many ways to make their Circle of Wealth grow.  Your focus is 
not simply shopping for the highest returns and involves reducing risk.   
 
Transition:   
 
As you say the word unique you should be moving from screen 2 to 3. 
 
 
 



 
 
What you should say:   
 
I would like to talk to you today about 3 types of money.  The first is your 
accumulated money.  Those are the dollars you already have saved and are 
currently saving.   
 
What your client should hear:   
 
You are going to talk specifically about different kinds of money.   
 
Transition:   
 
At this point you want to click on Accumulated money which will take you 
from the main body of the Circle Talk to Retirement: Ready or Not 
 
 
 
 
 
 



 
 
 

 
 
What you should say:   
 
On a scale of 1-10, 10 being the highest, how do you feel you are doing in 
accumulating the assets you are going to need to meet your future retirement 
goals?   
 
What your client should hear:   
 
They are being asked to quantify their present financial position.   
 
Transition:   
 
This is extremely important here because you want to give them time to 
think and you do not move forward until they have given you a quantifying 
answer.  When they give you an answer you click on that number and you 
will move automatically to the next screen.   



 

 
 
What you should say:   
 
How would you like to see what a (their number) looks like? 
 
What your client should hear:   
 
You are asking permission to give them a peak at where they are today 
financially. 
 
Transition: 
 
You are going to be asking them to give you some financial information 
about themselves which they may not be willing to give you but they do 
want to see how they are doing.  Remember that you are not building the 
watch here, you are simply trying to tell the time.   
 
 



 
 
What you should say:   
 
Let’s just put in some data off the top of your head to give you an idea of 
where you are currently.   This is much like a doctor just taking an Xray.    
 
What your client should hear:   
 
This is just a ball park picture. 
 
Transition:   
 
It is important that your prospect not feel threatened here.  Remember they 
just told you on a scale of 1-10 where they thing they are financially.  This 
tool is going to allow them to see where they are and determine if they are 
where they want to be.  Most will find themselves short which will motivate 
them to want to work with you once they learn you can help them.   
 
 



 
 
If you click on the purple button next to life expectancy this screen will pop 
up and give you a calculator to determine life expectancy.   
 
 



 
 
Clicking on the purple box next to income this box will allow you to list the 
specific of income sources.  I would be careful in trying to get to specific 
which can ruin what you are trying to do here but this may be something you 
want to come back to at another meeting to be more accurate.   
 
 



 
 
Clicking on the purple box next to savings will allow you to itemize their 
savings. 
 
 



 
 
Clicking on the purple box next to inflation will bring up this calculator to 
help you when discussing inflation rates.  I like to ask for the year they 
graduated from high school to use as the first year from where to start.   
 
 



 
 
If your prospect has a defined benefit plan or you want to include Social 
Security in their results click on the button to View or Edit Defined Benefits.   
 



 
 
 
Click on this button to make inputs for future monies to be received.   
 
 



 
 
What you should say: 
 
This illustrates the year in which your money will run out based on your 
present income level.  What is going on in your mind as you see this? 
 
What your client should hear: 
 
I will have enough to live my current lifestyle during retirement or I will not. 
 
Transition:   
 
You have some options.  Let’s explore them together.   
 
 
 



 
 
What you should say: 
 
The first place most people go to solve a shortfall is Increased Rate of 
Return.  
 
What your client should hear: 
 
Rate of return may be part of their solution but not the sole answer.   
 
Transition: 
 
I like to first illustrate the effects of getting just one percentage point higher 
on their investment returns than they are currently earning.  If they say they 
are earning 7% manually illustrate the impact of earning 8%.  The result will 
be better but usually not make a significant difference.   



 
 
After selecting Manual Rate of return you will be given a chance to plug in 
the rate of return you would like to illustrate.  Again I like to show just one 
percentage higher than they are currently earning.   
 
 
 
 



 
 
Hit the reset key and click on Increase ROR again but this time 
Automatically Calculate the ROR.  This will give you the amount of return 
required for the client to enjoy their present level of lifestyle through their 
life expectancy.  Obviously the higher the life expectancy the higher the rate 
of return will be required.  
 



 
 
Be sure and click on the purple wording ROR Increased __Percent units 
(just above the ROR required) to illustrate how much more return would be 
required to solve their lifestyle shortfall.  Click on those words again and it 
will show the percentage of additional risk that will be required over and 
above the risk they are currently taking.   
 
 
 



 
 
What you should say: 
 
What this says is that you would have to earn (the rate of return showing 
just above the Increase ROR button) from this day forward all the way 
through your life expectancy. 
 
What your client should hear:    
 
While it may be possible it is not very probable.   
 
Transition:   
 
Before you move on make sure your client understands that your focus is 
going to begin by helping them solve this problem without taking more risk.   
 
 
 
 



 
 
What you should say: 
 
You probably figured out that part of the answer is that you are going to 
have to save more money than you have been saving.  If you could save more 
you probably would have been doing so already. Many believe the only way 
to save more will require a reduction in lifestyle. More on this later.   
 
What your client should hear:    
 
I need to save more and there may be ways to so without reducing lifestyle.  
 
Transition:   
 
Do not click on the Save More button at this time.  Your prospect does not 
have enough information from you yet of how you can help them without 
interfering with their lifestyle.  You are going to show them how much they 
need to save when you get to screen 13, after you have explained what you 
do which is find the money.  Move on to the Work Longer button.   
 



 

 
 
What you should say: 
 
Working longer is not something that many people want to plan for however 
this knowledge can be very helpful.   
 
What your client should hear:    
 
This information is not exciting but can be informative. 
 
Transition:   
 
If the prospect is younger this can be a huge motivation factor to get them 
moving.  People move in the direction of their wants and if they want to 
retire earlier rather than later they will be motivated to do what it takes.  If 
they are nearing retirement this question is on the top of their list and can 
give them much needed guidance on when they should look to retire.   
 
 



 
 
 
 
 

 
 
When you get to this screen you will want to automatically Calculate the 
Withdrawal.   
 



 
 
What you should say: 
 
This illustrates the most you can spend at your desired retirement date and 
still draw the same amount adjusted for inflation until your life expectancy.    
 
What your client should hear:    
 
Will this be enough? 
 
Transition:   
 
This is the place where you will get the most conversation from you prospect 
because they have the belief that they are not going to need as much money 
when they retire as they do today.   
 



 
 
You will notice on the revised projection on the right the purple column 
header of Annual Withdrawals.  If you click on those words the future value 
will be converted to a Present Value number which will give your prospect a 
different look at this issue.  Simply ask them if they could get by on that 
amount today.  This will give them insight into if they are going to be able to 
live at their desired lifestyle in the future.  
 
Remember the RRON calculator is designed to answer one question which is 
will you have enough money to retire at the same “lifestyle” as you enjoy 
today?  Some will have enough, most will not.  If they have enough they still 
want to be more efficient.  If they do not have enough they are now going to 
be motivated to do something about it.  Now we have their attention.    
 
 
 
 



 
 
What you should say:   
 
This brings up the second type of money which is your lifestyle money.  How 
much energy would you like advisor to spend with an advisor trying to help 
you reduce your present standard of living so you can save more money? 
Our focus is to help our clients without requiring a reduction in their 
standard of living.   
 
What your client should hear:   
 
You can help them without them having to reduce their standard of living.  
 
Transition:  
 
That brings up our third type of money, transferred money, and this is what 
makes us unique.   
 
 



 
 
What you should say:   
Transferred money represents dollars you could be transferring from your 
Circle of Wealth unknowingly and unnecessarily.  Such as:  Taxes, Interest 
on debt like credit cards and car payments, how you pay for your mortgage, 
how you fund your pension plan.  If in working together I can help you find 
money you are currently loosing and bring it back to you that will give you 
money to put in two places. 
You just shared with me that in your mind you are a (5) on a scale of 10 in 
your accumulated money so the lion share of what we find should be 
funneled to your Accumulated money to make your future more solid.  We 
are also realist as well because some of that money needs to go toward your 
lifestyle so that the journey along the way is a pleasant one.  How does that 
sound with what you are looking for? 
 
What your client should hear:   
 
What you do is exactly what they are looking for.  
 
 



 
 
What you should say:   
 
Are you familiar with the term Opportunity Cost?  Click on the purple words 
wealth transfers.  Let me give you my readers digest version.  If you lose a 
dollar you did not have to lose you not only lost that dollar but what that 
dollar could have earned for you had you not lost it.   
 
What your client should hear:   
 
The impact of losing money can have a major impact on my future. 
 
Transition:   
 
We are going to look at the impact of opportunity cost and how it impacts 
your ability to maximize your Circle of Wealth.     
 
 
 
 



 
 
What you should say:   
 
Here is a list of some of the major areas of wealth transfer.  (you should 
have a good idea of where they may be having issues if you have done a 
good job asking the 10 Open Ended questions from step 1) 
 
 
What your client should hear:  
 
There are lots of areas where transfers can occur.  
 
Transition: 
 
You only want to cover one or two of these.  Your purpose is simply to give 
your prospect hope that there are areas where you can find money to help 
them.    
 
 



 
 
What you should say:   
 
What am I saying?  You must put yourself in a financial position where you 
are in control of your money.  You will either be a customer of a bank or you 
must be the bank.  By that I mean you are in a position where you decide if 
you should use your money or someone else’s.   
 
What your client should hear:   
 
Others are trying to gain control. 
 
Transition: 
 
Speaking of Control (move to screen 7) 
 



 
 
What you should say:   
 
Who won this game the first time you played?  That’s right, the person who 
showed you.  They said I am the X and you are the O the object is to get 3 in 
a row.  You and I played and lost regularly until we learned the strategies of 
the game.  The same is true in the world of finance.  The financial 
institutions we have to work with on a daily basis have rules.  Do they teach 
you the rules?  We must learn as we play and unfortunately we can end up 
transferring away our wealth unknowingly and unnecessarily 
 
What your client should hear:   
 
You can help them with the rules 
 
Transition:  
Should you decide to work with me my job is not to play the game for you 
but to help you with the rules.  How does that sound with what you are 
looking for?   
 



 
 
 
What little time most people spend on their finances is spent on their Savings 
& Investments.  Like you they do not what to reduce their Lifestyle but they 
do have areas where they are transferring money unnecessarily.  We have 
already seen that to increase your Circle of Wealth by finding better 
investments with greater returns is going to require greater risk. (click on 
the purple slice of pie Savings & Investments) 
 



 
 
What you should say:   
 
The golfer is there for this reason.  Suppose we were going to send you to 
play in the Masters, golf’s most prestigious event.  We have two things to 
give you, you can choose only one.  You can have the ability of any player 
who has ever played or you can have their ability.  Which would you 
choose?  The swing is more valuable than the clubs.   
 
What your client should hear:   
 
Knowledge and experience are more valuable than equipment. 
 
Transition: 
 
Move forward to screen 9 giving them a chance to see it before you 
comment.  
 



 
 
What you should say:   
 
What do the financial institutions deliver?  They have products which we are 
going to call the club.  You have to have a club to play golf but what we are 
saying is that we think it makes more sense to help our clients improve their 
swing and by that we mean avoid their unnecessary transfers before helping 
them pick out the clubs.  
 
What your client should hear:   
 
You help them with their swing, not just sell them the clubs.   
 
 
 
 
 
 
 
 
 



 
 
What you should say:   
 
The reason we hold to this philosophy is that your Circle of Wealth is going 
to grow whether you work with us or not.  However if you are not working 
with someone who can help you avoid unnecessary transfers those problems 
compound right along with the growth of your money.   
 
What your client should hear:   
 
There may be more to be gained in avoiding the losses than picking the 
winners.  
 
Transition: 
 
That brings us back again to our Three Types of Money (move forward to 
screen 11) 
 
 
 
 



 

 
 
What you should say:   
 
Where would you like to begin our initial focus in working together?  We 
can start first with your Accumulated Money and try to find better 
investments that pay higher rates of return taking more risk.  We can focus 
on your Lifestyle money and help you reduce your present standard of living 
so you can save more or we can focus on Transferred Money and try to 
uncover areas where you could be transferring money unknowingly and 
unnecessarily.  Where would you like to begin?   
 
What your client should hear:   
 
You can help them in many areas but the one that can have the biggest impact is 
transferred money.   
 
Transition:   
 
Let me illustrate mathematically the power of finding money.   
 



 
 
First show them the interest earned on their annual savings.  Then increase their ROR on 
Savings by 1% to illustrate the fact that it does not make a significant difference in that 
one year. 
 



 
 
This screen illustrates the value of a 1% increase in ROR.  (9%) 
 



 
 
What you should say:   
 
Rather than focusing on the ROR on Savings let’s take a look at the Annual 
Expenses line.  If in working together I could recapture 1% of that amount 
the Return Equivalent would be___.  This is in addition to the interest you 
are earning on your original investment all with no additional risk.   
 
 
What your client should hear:   
 
Being more efficient can increase my return potential with no more risk.   
 
 
 
 
 



 
 
What you should say:  
 
There are two ways to fill up a bucket with holes.  What are they?  The first 
is to plug the holes and the bucket will fill up even if the flow is just a trickle.  
The second is to pour more in 
What your client should hear:   
 
Saving while losing makes little sense.   
 
Transition:   
 
Which one of these two strategies do you feel the financial institutions have 
had you employing in your present financial position?   
 
 
 
 



 
 
What you should say:   
 
If I were to write you a generic financial prescription it would like this.  You 
should save about 20% of your gross income, with no debt other than your 
mortgage, living off of 80%.   
 
What your client should hear:   
 
This is just a recommendation 
 
Transition: 
 
Let’s take a look at what your earlier numbers say you should be saving on 
an annual basis.  Click on the word Saving.   
 
 
 



 
 
What you should say:   
 
This says you should be saving X increasing each year because of inflation.  
When you see that number what is going on in your mind right now? 
 
If I could find that amount of money for you to put away without 
dramatically impacting your present lifestyle, would you save it?   
 
I know you do not know how I am going to do this but assuming I can do 
what I said I could do, on a scale of 1-10, how does what I do meet with 
what you are looking for?  If they answer 10 then move to the Confidential 
Questionnaire.  If they say anything less than a 10 you should respond with: 
 
Did you say what I do is an 8 because you have heard what I do and you do 
not wish to proceed or does your 8 mean you do not know how I am going to 
be able to find the money you need to save but you would like to see if I can. 
 
 
    



 
What your client should hear:   
 
You believe that you can help them without them having to change their 
present lifestyle.   
 
Transition: 
 
Hand them the CQ which is Step 3 of the Sales process.   
 
 
 
 
 
 
 


