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Of all the services financial professionals provide clients, engaging the entire family in important financial 
conversations may be what clients remember as among the most important. As that trusted professional, you can 
help families have what many consider to be a difficult conversation. You have something significant to offer because 
you are knowledgeable, objective, and capable to redirect any potentially emotional responses back to a more 
productive state. 

Preparation for the meeting can go a long way in determining the meeting’s success. You can help lay the 
groundwork by asking these questions before the meeting: 

• Do you have buy-in from both your client – and the spouse – to hold the meeting? Are there concerns from 
either? 

• What does the family want to communicate? Who will be included? 
• What are the goals and expectations for this meeting? 
• Is the meeting informational, or is it intended to help the family make a decision regarding a money issue? 

Once the family is gathered, your role is to direct and moderate the conversation. Consider following these tips to 
keep everyone on task during the meeting: 

• As moderator, help start conversations by introducing topics, then step back to let the family talk. 
• Encourage an open dialogue that allows everyone to say what’s on their minds, yet also stays on track with the 

purpose of the meeting. 
• Help everyone find a voice. Many families have extroverts and introverts. Encourage quieter members of the 

family to talk so the conversation isn’t dominated by the extroverts. 
• Help the family focus on the future and decisions or situations coming down the road. A family money 

meeting is not a time to rehash past situations or previous mistakes a family member may have made. 

Following through after the meeting will be key to ensuring everyone felt heard and that the time spent was 
valuable. Consider these tasks to determine what you need to do once the meeting is over: 

• Make it a priority to touch base with your client and the family matriarch a few days after the family money 
meeting. 

• If you left the meeting with “to do” items, give them an update on the status of those items. Ask them how 
they feel the meeting went. See if they’ve had any additional conversations with their children which may 
have been triggered by the meeting. 

• If appropriate, call your clients’ children to see how they viewed the meeting. Many adult children find family 
money meetings to be an excellent way to help them establish their own successful financial habits and better 
prepare for their future. Knowing, for instance, that grandparents have started a college fund for their children 
can give the next generation more flexibility to focus on financial goals like saving for retirement or investing 
in a new business. 

Family money meetings can be a productive way to deepen the relationship with your client and begin a relationship 
with the rest of the family. Because the topics you discuss may have been avoided for a long time, you’re providing 
an important opportunity to clear the air and make sure everyone is on the same page. Of equal importance, you’re 
establishing yourself as a trusted part of the family and setting yourself up to be the financial professional of choice 
in the future.

How to improve the 
family financial meeting
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As independent financial professionals, it is up to you to choose whether any of the sales concepts contained in these materials might be appropriate for use 
with your particular sales strategy and clients. Please note that Sammons Retirement Solutions® does not require you to use any of these sales concepts; they 
are resources that can be used at your option for your own individualized sales presentations if appropriate for the particular client and circumstances.

Securities distributed by Sammons Financial Network®, LLC., member FINRA. Insurance products are issued by Midland National® Life Insurance Company (West Des Moines, IA). Sammons Institutional 
Group®, Inc. provides administrative services. Sammons Financial Network®, LLC., Midland National® Life Insurance Company and Sammons Institutional Group®, Inc., are wholly owned subsidiaries 
of Sammons® Financial Group, Inc. Sammons Retirement Solutions® is a division of Sammons Institutional Group®, Inc.

A.M. Best is a large third-party independent reporting and rating company that rates an insurance company on the basis of the company’s financial strength, operating performance, and ability to 
meet its obligations to policyholders. S&P Global Ratings is an independent, third-party rating firm that rates on the basis of financial strength. Fitch Ratings is a global leader in financial information 
services and credit ratings. Ratings shown reflect the opinions of the rating agencies and are not implied warranties of the company’s ability to meet its financial obligations. The above ratings 
apply to Midland National’s financial strength and claims-paying ability. A) A.M. Best rating affirmed on August 29, 2023. For the latest rating, access ambest.com. B) Awarded to Midland National® 
as part of Sammons® Financial Group Inc., which consists of Midland National® Life Insurance Company and North American Company for Life and Health Insurance®. C) S&P Global Ratings’ rating 
assigned February 26, 2009 and affirmed on May 24, 2023. D) Fitch Ratings’ rating affirmed an Insurer Financial Strength rating of A+ Stable on November 30, 2023. The rating reflects the organization’s 
strong business profile, low financial leverage, very strong statutory capitalization, and strong operating profitability supported by strong investment performance. For more information access  
fitchratings.com.
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A.M. BestA,B (Superior) (Second category of 15)
S&P Global RatingsB,C (Strong) (Fifth category of 22)
Fitch RatingsB,D (Stable) (Fifth category of 19)

As a division of Sammons Institutional Group®, Inc., Sammons Retirement Solutions® specializes in portfolio-management solutions, 
such as mutual fund IRAs, variable annuities, and fixed and fixed index annuities. Annuities are issued by Midland National® Life Insurance 
Company. Sammons Institutional Group and Midland National are wholly owned subsidiaries of Sammons® Financial Group, Inc. Through 
this affiliation, we’re a trusted partner positioned to stand strong well into the future. 

For more than a century, Midland National has stood by their customers—focusing on providing growth, income, and financial 
protection. Midland National brings their strong history and proven financial track record to each annuity. 

Independent rating agencies have awarded the following ratings:

Ratings are subject to change.

For more ideas on how to further meet your clients’ needs, 
contact Sammons Retirement Solutions® today. 

srslivewell.com
Access code: livewell855-624-0201
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