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THE LITMUS TEST 

 Yes No 

Intangible  
Value  

I have conducted a deep discovery of this client and have provided a     
tailored and formal financial plan to meet all their goals. 

  

My years in the industry and expertise are above average in my market.   

I have expanded my services to include support beyond financial advice 
for this client. 

  

I have set, communicated and abide by high service standards with        
this client. 

  

Concrete  
Services  

The value I am providing to this client is spread over four or more         
categories of concrete services.    

  

The products and services I am providing to this client sufficiently support 
and/or address most of their life goals. 

  

The concrete services I provide to this client could not easily be converted 
to a do-it-yourself approach (i.e. self directed investing vs. estate planning) 

  

This client does not focus only on performance.   

Fees  

My client knows the exact dollar amounts of all their fees and charges.      

My client’s assets do not currently include embedded fees.    

I would feel comfortable explaining how the fees charged balance with the 
value and services I have provided this client. 

  

Upon seeing the fees my client has incurred,  I do not feel they are likely 
to obtain a second opinion from a competitor. 

  

Other  

I am the sole and only advisor this client uses.   

I have created a relationship involving a high level of trust with this client.   

The impact of this client moving their assets elsewhere would not           
significantly affect my business. 

  

I have communicated at least 6 times with this client in the last 12 months.   

Total   

Comments: 

 

 

 

CLIENT NAME:____________________ 



 

31-103 GAME PLAN - CLIENT 

CLIENT NAME:____________________ 

Services not currently being provided that this client would most benefit from:   

   

   

   

Action Plan for the next 12 months:  

 

 

 

 

 

Responsibilities/Requirements: : 

Who: What:  

 

 

 

 

 

 

 

 

 

 

 

 

Notes:  
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Client: _____________________________        Appointment Date: ________________  

  
Introduction  

 

 

 

 

Value provided 

 

 

 

Highlight the 
Changes 

 

 

 

 

 

State your fees 

 

 

 

 

 

Summary  
of benefits 

 

 

 

 

 

 CONVERSATION PLANNER 



 

®CI Investments and the CI Investments design are registered trademarks of CI Investments Inc. This communication is published by 
CI. Any commentaries and information contained in this communication are provided as a general source of information and should 
not be considered personal investment advice. Every effort has been made to ensure that the material contained herein is accurate at 
the time of publication. However, CI cannot guarantee its accuracy or completeness and accepts no responsibility for any loss arising 
from any use of or reliance on the information contained herein. 
 
Facts and data provided by CI and other sources are believed to be reliable when posted. CI cannot guarantee that they are accurate 
or complete or that they will be current at all times. Information in this presentation is not intended to provide legal, accounting, invest-
ment or tax advice, and should not be relied upon in that regard. CI and its affiliates will not be responsible in any manner for direct, 
indirect, special or consequential damages howsoever caused, arising out of the use of this presentation. You may not modify, copy, 
reproduce, publish, upload, post, transmit, distribute, or commercially exploit in any way any content included in this presentation. You 
may download this presentation for your activities as a financial advisor provided you keep intact all copyright and other proprietary 
notices. Unauthorized downloading, re-transmission, storage in any medium, copying, redistribution, or republication for any purpose 
is strictly prohibited without the written permission of CI. 
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