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The Bad Guy Notice: 

Copyright 2013, with all rights reserved. It is illegal to copy, distribute, or 
create derivative works from this book in whole or in part, or to contribute 
to the copying, distribution, or creating of derivative works of this book. 
When you purchase this book, you agree to the following statement: 

"©2013, All Rights Reserved. If you try to copy, steal, or distribute all or 
any part of my book without permission, you may be prosecuted to the full 
extent of the law. By purchasing this book, you agree to the following: You 
understand that the information contained on this page and in this book is 
an opinion, and it should be used for personal entertainment purposes 
only. You are responsible for your own behavior, and none of this book is 
to be considered legal or personal advice." 

We expect you to abide by these rules. We regularly and actively search 
the internet for people who violate our copyrights. 

Now that we're finished with the bad guy notice, let's learn about how to 
be successful with building client trust... 
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Put The Client At Ease 
Immediately	  

So many reps focus on “the close”… that 45 minute educational meeting 
where you recap what you talked about last time, present 
recommendations to the client, set the stage for the future and then see 
if they want to move forward to become a client. 

As you know, this is the one meeting where they may or may not 
become a client. 

What you may not know is that the focus is NOT on getting a check to 
be written.  Instead, the focus is ensuring you are their GUY or their 
GIRL.   

You have less than one hour to do this by building a relationship 
(rapport) and trust (credibility) with two people (the original and the 
new person—typically spouse) to get them to move forward into action.   

The problem is, most reps focus on closing the PRODUCT.   

We’re going to suggest a different way… 

Focus on the process instead of the product 
You are guiding the client through the PROCESS where they sell 
themselves.  

What is the process? 

The process is the communication and the questions asked to help 
somebody do what they already know they should do ---i.e. align their 
life goals with what they are actually doing.   
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The best way to do that is to build a relationship with the client.  We’ll 
call that rapport. 

You start to build that rapport at the beginning of the relationship—long 
before “the closing meeting”. 

You see, there are many “closes” before the client finally decides to sign 
and they all start at the beginning of each and every meeting with the 
client by putting the client at ease…immediately. 

Here are a few tips to get you started. 

	  

Have the close at your office	  	  	  
The closing meeting should always be scheduled at your office.  Why? 

 

First, it’s a litmus test.  It shows you whether they are serious enough 
to become a client.   

A great mentor once said: “The best answer is yes, second best is no, 
and the worst is maybe.” 

If the client doesn’t want to show up at your office for the close, then 
he is a maybe and likely wasn’t ever that interested anyway…more on 
that later. 

Second, it’s a very inviting environment.   

If you’re saying to yourself right now, “It is?” then you might want to 
make YOUR office a more inviting environment.   

Here are some tips: 

• Add some nice window treatments (Ask an interior decorator 
for some tips). 

• Get a BIG monitor – the bigger monitor puts people at ease. 
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• Make sure you have at least two client chairs. 
• Paint your walls a warm and inviting color. 
• Add at least 2 pieces of artwork.  
• Include a personal photo of yourself showing you’re a real 

person. 
• Personalize you professional space with lamps, flowers, a clock, 

etc.  
• Get rid of all clutter and even organize stacks of paper.   

Grab a glass of water 
You can start to build a relationship immediately by making your clients 
feel welcome – at the beginning of the meeting.   

Build rapport right away by bringing them into your office and excusing 
yourself to get a glass of water in order to give them an opportunity to 
look around and get comfortable. 

It also helps to calm and soothe them.   

Here’s what a recent client and his wife had to say after Karl dropped them 
off in his office: 

Karl:  “I’m going to go grab a water for myself…would you like 
one…?” 

Client: “Yes thank you.”  

Karl: “Ice or no ice?” 

Client: “No ice would be great!” 

(Karl leaves to get the water.) 

Client: “Look at the wedding picture…I don’t have a pen.” 

Client’s wife: “Here you go – I try to keep one in every 
purse.  Did I tell you in 2 weeks I get my new furniture?” 
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(Karl returns with the glasses of water) 

Karl: “Alright – water no ice.” 

While Karl was gone, the clients talked about his wedding picture, 
reminisced about their own wedding, and got themselves ready with a pen 
in hand.   

 

They’re now more comfortable and definitely more ready to listen to what 
Karl has to say.   

 

See If Anything Has Changed using ANCHOR 
questions 
The close is all about business.  Seeing if anything has changed makes the 
client feel SAFE during that business discussion.  

Ex: “Has anything changed since last time we met?” 

Ex: “Is it still important to you to be responsible with your 
money?” 

Ex: “Is it still important to take care of your risks?” 

We call these anchor questions and they are powerful because they:   

ü Pull the clients out of the minutia 
ü Give the clients a benchmark to come back to in case they get lost 
ü Help ground the client 
ü Help the client stay on track 
ü Give you something to refer back to later in the meeting 
ü Focus the clients on the 3 financial keys to life: 

1. Be responsible with your money 
2. Take care of risks 
3. Don’t procrastinate 
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Now that you have asked those anchor questions, you can bring them up 
again and again during the closing meeting…more on this later. 
 
But, (and don’t miss this), here’s the best part: It’s much more efficient to 
use these anchor questions because it forces THE CLIENTS to do the work 
as opposed to you doing the work.    
 
You conserve energy and the clients sell themselves.   
 
And… 
 
This is a way to avoid feeling drained at the end of the day. 
	  

Build Trust With BOTH 
People 

“Building Trust allows you to better control the direction of where the 
meeting goes.” 

          --Karl Dettmann 
 

Refresh the clients’ memory on why you exist 
Now that you have asked those anchor questions, you can bring them 
up again and again during the closing meeting.    

The best way to start building trust is to give a “mini approach” to build 
another anchor.  This will help you conserve energy and it will help the 
clients stay on track relating to what you can offer them and what you 
want them to close. 
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So, why DO you exist?   

You’re the coach.   

When you show the client that you’re an advocate (a coaching 
advocate) then it becomes SO much easier for them to say yes to you. 

Too often, clients get stuck on the products.  Focusing on the process 
(the coaching process) alleviates that.   

It isn’t rocket science.   

People already know they should do this stuff– get life insurance, invest 
their money for later in life, etc.   

But they don’t.  

Once they decide you’re their GUY or GIRL – their COACH – then they 
trust the coach and they’ll do 10 laps for you because they know they’ll 
be better off as a result – even if the coach asks them to do something 
painful.   

Let’s face it…sometimes doing what they need to do to become 
financially independent is painful. 

Here are some of our favorite ways to go about explaining the 
coach/advocacy relationship with you and your client: 

“My job is just to be a coach.  Did you play any sports in 
your life?  Then you know, we’re usually better off with a 
coach…” 

 

Did you catch the anchoring statement to set the stage for our 
relationship? Then you move on with the financial anchoring 
statements:  

“There are three things that cause financial regret -- 
procrastination, lack of vision and, lack of a plan.  You are 
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looking at transitions in your life…buying a home…if I really 
serve any role, it’s to help make sure you have no financial 
regret…(kiddingly) – unless you want financial regret?” 

 

Did you notice how we recapped what the previous conversation was 
about so they felt listened to?  Finally, you can finish up by showing 
them that they are normal clients: 

“Most people I work with have advisors already…” 
 

Get everyone on the same page for process 
You can increase trust sometimes two or three fold by continuing little 
“mini-closes” throughout the process by one simple concept: Ask the 
client if they can agree with you on the process.   

I’m going to say it another way: “Can we agree on this process?” 

The best way to agree on the process is to present the client(s) with a 
vision statement (bulleted sheet that lists out their personal, 
professional, financial goals).  

Read the vision statement list in front of them.  You’ll want 3 copies (1 
in front of you and 2 in front of them). 

As you’re reading, point your finger toward the person who was not at 
the meeting previously.  Then, paraphrase what you have already 
learned from them:  

“You guys just got through XYZ firm…I want to make sure 
you aren’t paying too much…Today – looking at your risks… 
and also the opportunity to save for retirement…this is what 
I know.”   
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So far so good, they feel like you have listened and understand their 
problems.  Now comes the first key anchor statement (the first “mini-
close”) where you ask if they agree: 

“Is buying a house still important to you?” 
 
Next comes the second key anchor statement (the second “mini-close”) 
where you relate it to the client’s life and future goals: 

 “When I talked to Mr. Prospect, he said it’d be nice to retire 
at some point.” 

 

Address and assess the known hurdles  
To avoid the “Hope and Pray Method” (which is what most reps do) 
continue to use the Anchor and Address method throughout the 
meeting.  Here are some steps to help you out:  

Step 1: Identify potential hurdles 
 During the fact finder, find out what issues would keep your client 
from closing later on.  
 

Step 2: Go through the hurdles together with the client to see how 
much of a real risk they are. 

 Are they “smoke and mirrors” or are they a real hurdle?  Below is an 
example of a smoke and mirrors hurdle from a client that claims she 
doesn’t need a new financial planner because her dad worked in 
investment banking. 
 

 “And your dad worked in investment banking…and how did 
he enjoy it?”  
 

She (The Client) loved this question.  After some prodding, she 
admitted her Dad doesn’t really know what he’s talking about on that 
particular subject. 
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Step 3: If it is a smoke and mirrors hurdle, then if at any point during 
the close they bring up one of these hurdles, call it out for what it 
is…smoke and mirrors! 

 
“You told me your dad doesn’t know what he’s talking about 
on this.” 

 
Notice we simply tell the client what they told us, and they will affirm 
again it is true.   
 

Step 4: If it’s a real hurdle, then somebody else needs to be brought 
into the conversation. 

REAL HURDLE:  

 “We have no money.” 

 Then this is probably not the right client. 
 

REAL HURDLE:   

“I need to talk to so and so…” 

 If the person your client needs to talk to is a good person who 
knows what they’re talking about – then what you will want to do is 
include them in the meeting and put them on the calendar for future 
meetings.  In the meantime, ask the client NOW if it still makes sense 
to them at this time.  Once the client says yes, get them to initiate 
and sign the paperwork and then wait for full signing until the new 
person gives the blessing. 
 

Remember: It’s the client’s job is to say maybe.  It’s the job of the 
person the client needs to ask to say NO.  Both situations can be 
remedied with one technique: ‘The Fifteen Thousand Dollar Story.’   
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In this case, the client wanted to talk to her Dad.  One of the best ways 
to get the clients to say YES is to tell the clients the $15,000 story about 
whatever is important to them. 

  “So now that we know each other…let’s just say I want to 
give you fifteen thousand dollars to do whatever – for your 
church, remodeling…whatever you want, with truly no 
strings attached…would you accept the money?  Now if you 
call your Dad up and say “this person is going to give me 
$15000”…what do you think your Dad is going to say?” 

 

What we’re doing is getting everyone on the same team.  It’s not the 
Dad and the client against the advisor anymore.  It’s Dad and client 
working with the advisor. 

These are the defining moments.   

If it’s the client and dad against advisor, then we become product 
salesman.   

Not good. 

But if it’s the client and advisor, then there’s a line.   

Wouldn’t you rather have two people on your side and 1 person on that 
side?   

Remember, it’s the parent’s job is to say no and they’re just doing their 
job – congratulations.   

Let’s bring this full circle. 

Know what the roadblocks are going into the closing meeting (aka – 
parents, advisors, others). Use the closing meeting to see how 
wonderful these roadblocks actually are. 
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Then, convince them this isn’t really a roadblock.   

When you ask them about roadblocks, remember to come back to the 
anchoring statements by starting out with the words: “out of curiosity” 
and finishing with the anchoring statement. 

Ex: “Just out of curiosity, is it still important to you to be 
responsible with your money?” 

Ex: “Just out of curiosity, is it still important to take care of your 
risks?” 

We’re asking from a curiosity standpoint, but we REALLY ask this to see 
what hurdles we need to get over, and to help the client to overcome 
their own hurdles. 

Addressing the hurdles and coming back to the anchor statement builds 
trust. 

It’s part of the design.   

 

	  

We hope you enjoyed this and learned from it. 

Best, 

Karl Dettmann and Jason Teteak 

Please email us at karl@ruletheroomfinancial.com or 
jason@ruletheroomfinancial.com if you have any feedback! 
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