Reviewing Client Goals

Do You Have an Effective Plan to Meet with Clients?
Is is time to take stock with your clients by setting up a portfolio review? A face-to-face meeting
is an opportunity to discuss client goals and changes, as well as to ensure that your client’s
portfolio performance and positioning are meeting current needs and future objectives.

Begin by Scheduling a Face-to-Face Meeting
Set aside a time when you and your client can have a face-to-face conversation. While phone
calls and emails work for routine matters, nothing trumps the personal meeting for maintaining
a relationship. The meeting doesn’t have to be long, but make sure to budget the time wisely to
ensure that you’re providing the client with your full attention.

During the meeting, you’ll want to talk about three things:
 client goals,
 portfolio performance, and
 investment positioning.

 ace-to-face meetings are key
F
to reaffirming the relationship and
ongoing planning with your client.

Armed with this information, you can develop an action plan tailored for your client. This step
will set the stage for ongoing client communications and an action plan for how you will work
together going forward.

Plan for a Successful Client Meeting—
Focus on the Long Haul

Your instinct when talking with clients may be to immediately go to the details—investment
performance, winners and losers, and what to do next in the portfolio. Resist this temptation!
Instead, help set the stage by taking time to listen to your client. Ask about job issues, children
and/or family, and vacation plans. Find out about any changes to the family structure, home
situation, or income streams. Learn as much as you can about your client’s everyday life, because
these nuggets of information can be invaluable in providing a backdrop for setting clear goals for
your client’s financial future.

Consider the following topics as essential to successful
engagement with your clients:
A
 re your client’s goals the same?
H
 as your client experienced any life changing events?—new spouse or children,
a new job (or loss of a job), changes with parents or extended family, etc.

Information gleaned from this meeting
will provide a much better view of
your client’s needs, goals and risk
tolerance. Most importantly, you’ll
have a greater understanding of
how your client defines a successful
investment outcome.

Focusing on portfolio outcomes rather
than solely on portfolio performance
can help you change the conversation
from a review of short-term issues to
a plan for the next five years.

 Has

your client been faced with any recent challenges—paying for college,
starting a new business or building up a current business
 Are there new opportunities to consider?
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For more information, call
toll-free 866.655.3600 or visit
provasicapital.com.
@provasicapital
Provasi Capital Partners
FAconnect@provasicapital.com

For Financial Advisor Use Only
Alternative investments may involve higher fees, more limited liquidity, and greater risks, including higher
volatility and the opportunity for significant losses, compared to traditional investment strategies. Alternative
investments are not suitable for all investors.
Past performance is neither indicative nor a guarantee of future results. Diversification
does not ensure a profit or guarantee against a loss.
About Us
Provasi Capital Partners LP offers access to specialized investment strategies through a multi-manager approach
presenting advisors and their clients with unique options for allocating capital, managing risk and diversifying
assets.
Principal underwriting and wholesale distribution services are provided by Provasi Capital Partners LP.
Please see the applicable offering documents for further information pertaining to funds and other investment
products that are distributed by Provasi Capital Partners LP.
Provasi Capital Partners LP is a member of FINRA/SIPC.
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