Building a Golden Circle Around your Clients
By Sheryl Glasse — Auckland New Zealand

(See samples below)

At the initial interview | 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 | 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.
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independent
professional
financial advice
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It Happens. We bend over backwards to ensure yow're prepared.

: 08 357 B4k
: 09 357 0480

M 027 474 7755

sglasse@ithappens.co.nz

W : www.ithappens.co.nz
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With Complimants...

Sheryl Glasse
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