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At the initial interview I provide the 
prospect with a brochure containing my 
Adviser Disclosure Statement, some 
recent newsletters, a pocket calendar 
and a short summary of the various Risk 
Protection Options I offer. 

 
This gives the prospect confidence that 
he/she will be dealing with an adviser 
who offers her clients that extra service 
not received elsewhere.

(See samples below)  
 



 
 


