
The purpose of the open talk is to connect with your prospect, establish the foundation for a solid working 

relationship, and to motivate them to want to work with you. It is critically important that you have a thorough 

understanding of the steps of the open talk so that you can focus on your prospect; listen to what they are telling 

you, and to be able to respond appropriately. While many meetings may require you to “pivot” or adapt the flow of 

your conversation, it is imperative to have an organized process and carefully chosen language so that you can stay 

on track, or get back on track and accomplish your goals. 
 

The goals of the open talk are to: 
 

o Build rapport with our prospect 

o Gain Interest 

o Educate and motivate 

o Differentiate yourself and your process 

o Eliminate Complacency (Disturb) 

AND 

o Gain commitment to the fact finder 
 

In this meeting the client will ask themselves a number of questions. The three most likely are: 
 

o Can I trust this person? 
 

o Does this person care about me? 
 

o Is this person committed to excellence in what they do? 
 

We do not provide a specific “script” as we believe it is important to have the conversation flow and be as natural to 

you as possible Additionally, if you know and understand the flow of the meeting, you will never get lost or have 

trouble adapting to a prospects challenges. The following flow chart or schematic is intended to be a reference for 

your open talk. It provides an outline of a “classic” meeting, breaks down the steps, and provides sample language 

and talking points for each step. It is not intended to provide comprehensive instruction. There is much more to the 

topic and additional information and instruction is provided in our classroom, in the LBS Training manual and on 

GOL in The Center. Do use this as a foundational tool to understand the flow of the meeting and to help you 

develop your own style. 
 
 
 
 
 
 
 
 
 

 

 



Copyright© 2009 The Bulfinch Group All rights Reserved 

 

 

 

Stage of 

Open Talk 

 

Purpose 
 

Suggested Key Language or Talking Points 

Rapport Establish 

Commonality 

Talk about your relationship /the relationship shared with the referrer/look for 

common interests in lifestyle, family, sports, hobbies, interests. Remember to prepare 

by asking yourself who you are to them and how and why did you get there. 

Bridge to 

Purpose of 

meeting 

Clearly 

communicate 

what the meeting 

is about 

Use Agenda to create expectations and communicate that this meeting is about Them 

first, and foremost. Review agenda and then ask “Before we begin today, is there 

anything you were hoping we could accomplish, any questions you were hoping 

we could address?” 

Up Front 

Contract 

(UFC) 

Reduce tension 

Manage 

Expectations & 

test decision 

making 

inclination 

‘Here is what I was hoping we could do today. I would like to get to know more 

about you (and your business), I would like to have you know more about me 

and the work that I do and how we help individuals/business owners like 

yourself. I am going to have a few questions for you and I am sure you will have 

some for me. Hopefully, we will have a good conversation and find a few reasons 

to want to work together. The only decision you will need to make today is 

whether or not you would like to see me again/meet to learn more/go forward in 

our process – yes or no, and no is ‘ok’. Are you ‘ok’ with that? Great…let’s get 

started Bridge to 

initial 

understandin

g of their 

situation 

Prefacing 

statement before 

beginning 

personal 

questions 

Tell them what you do in a short statement. Example: “We have a proprietary 

process that allows us to work with clients to help them see their entire financial 

world and their ability to build and use wealth in a whole new way. Our clients 

enjoy the benefits of enhanced protection, improved asset performance and a 

more organized and efficient financial world. Before I share more detail about 

what we do and how our clients benefit from our work, I would like to learn a 

little about your situation, so that I can speak to you on a more meaningful 

basis…ok” 

30,000 Foot 

View 

Learn about 

what they have 

done in the past, 

and what they 

are doing now. 

“From the 30K foot view, in real broad‐brush terms, tell me a little about what 

types of financial programs you have used or are using… 

 Savings –investments‐retirement/education plans‐insurance, etc. 

 Are these earmarked for any special goals –why are those important to you? 

Do you feel you are on track? How do you know? 

 Do you consider yourself a good saver (or planner)? Why/Why not – what 

gets in the way? 

 Anything you wish you could improve? 

 Relationships? Are you working with anybody…tell me how that relationship 

works, what does the work they do look like? What do you like best about 

what they do ? What would you change or improve if you could? How did 

you go about making that buying decision? 

 If no relationships – why? By choice, or never found the right one? 

 Are you concerned about taxes? Do you actively pursue strategies to reduce 

your taxes? 

R-Factor / 

DOS 

To understand 

their future 

vision and their 

goals, dreams 

and concerns 

It is very important to read the article by Dan Sullivan entitled “Differentiate Yourself 

with D.O.S.”In this article you will find the language and philosophy which will make 

this conversation a valuable part of the process. As you conduct this questioning, you 

will want to follow up and probe on why they feel the way they do. This will give you 

insight into their motivations and help you to tailor the description of our process to 

their wants. 
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Pivot to LBS Transition to 

what we do 

“This is the process we use to mitigate the dangers, focus on the opportunities 

and maximize your strengths to enable you to achieve your vision of the future.” 

Introduce the LBS brochure and conduct the discussion of LBS focusing on the 

knowledge you have gained prior to the pivot point. The brochure should be used to 

speak to the client and their goals, dreams and concerns – do not just talk through the 

brochure as a canned presentation. Excellent talking points for the brochure can be 

found in the LBS Agency training manual Lesson 7. Remember to continue to keep 

this a dialogue with the client engaged. 

Securing 

Commitment 

Get agreement 

to the process 

At this stage you do not want to ask a yes/no question about moving forward. If you 

have had a good conversation, there should be a flow of assumed consent to the next 

step. “What specifically have you seen, or heard today that was of value … what 

really resonated with you? And why is that important? If we were able to help 

you achieve/avoid…goals/pains…what would that mean to you? Great! Let me 

explain where we go from here.” 

Introduce the 

Questionnaire 

Explain the next 

step” 

Introduce the Questionnaire. “This document will allow you to gather all the 

information we will need for our analysis. “I’ll need you to complete the 

background section and gather the documents here on the checklist page. Please 

complete the sections for which you don’t have the documents or statements “At 

our next meeting we will review all of this and really get to work on helping you 

with everything we have discussed today.” Lesson 7 provides additional language 

regarding this step. 

Set the next 

meeting(s) 

Commitment to 

the process and 

practice 

management 

Do not leave the meeting without the next one (minimum) set. Set the review meeting 

and then say “Great, and while you have your calendar out, I know that if we 

meet next   , I will want to be back to you very soon with my findings. Is   __   

typically a good time to meet? Let’s set up a follow up for then.” Thank them for 

their time, show enthusiasm for the relationship and the possibilities of working 

together. 
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