
27809R-G� REV 02-25FOR INSTITUTIONAL USE ONLY. NOT INTENDED FOR CONSUMER SOLICITATION PURPOSES. Page 1 of 2

An annual review is an important milestone in the financial professional/client relationship. While clients likely hear from you and/or your 
staff throughout the year, the annual face-to-face opportunity to focus on “the state of the union” can be one of your most critical 
opportunities to build trust and rapport, plus demonstrate the value you bring to the table.

As a cornerstone of the relationship, take time to assess if you are giving each meeting the time and preparation it merits. Do you have 
a standard format for annual reviews? Does your staff have a checklist and timeline of documents or information to have ready for each 
meeting?

As you develop your strategy for making these meetings efficient, consider if you’re 
covering, at minimum, these four key areas:
1.	 What’s happened in your client’s life since you last met?

  Before discussing the financial plan, find out what’s happening in your client’s life. 
•	 Have there been changes to your client’s or another family member’s health?
•	 Has there been any change to career and/or income?
•	 Has your client had a milestone birthday that might trigger changes to savings plans?  
•	 Have there been other significant changes such as moving, marriage or divorce, children graduating, or children moving back home?
•	 How have any of these changes affected financial goals or attitudes toward risk?
•	 What goals were discussed at the last meeting? Are they still current, and has progress been made? What goals does the client 

have now?
2.	 What’s the state of the portfolio, allocations, and other fundamental information?

•	 What was the portfolio’s rate of return? Do adjustments need to be made? 
•	 Are allocations still within acceptable limits, or is there a need to rebalance? 
•	 Is the allocation appropriate for the current situation? 
•	 Have there been regulatory or other changes that affect contribution levels to any account?
•	 Is basic information up-to-date, such as phone numbers, email addresses, dependent ages, and beneficiary names? (Ensuring 

beneficiary designations are current is a simple task that can make a major difference, especially for clients who are divorced 
but haven’t updated records. Remind clients to check all accounts, especially retirement accounts, employee benefits, and life 
insurance policies, since the beneficiary designation determines where proceeds go—not the client’s will.)

3.	 What additional financial needs can be addressed?
•	 What’s the state of assets you may not control?
•	 While it may be beyond your area of expertise, does your client have access to other professionals for needs such as life insurance, 

tax issues, or estate planning?
•	 Does your client have a will? If there are minor children, is there a designated guardian? 
•	 If you don’t provide these services, do you have a network of other professionals you recommend?  

4.	 How does the client view you?
•	 Have you and your staff provided exceptional service? Have there been issues, good or bad, that need to be addressed?
•	 What additional services would your client like to have from you?
•	 In what ways could you improve?

An annual review is unique and personal for each client and will vary by several factors. Taking the time to review your overall approach to 
annual reviews and implementing that approach with each client can go a long way toward building the relationship and your business.

Four tips for better 
annual client reviews 



27809R-G� REV 02-25FOR INSTITUTIONAL USE ONLY. NOT INTENDED FOR CONSUMER SOLICITATION PURPOSES. Page 2 of 2

NOT FDIC/NCUA INSURED, MAY LOSE VALUE INCLUDING LOSS OF PRINCIPAL, NO BANK/CU GUARANTEE, NOT A DEPOSIT, NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY.

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 13, 2024. 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 22, 2024. D) Fitch Ratings’ rating affirmed an Insurer Financial Strength rating of A+ Stable on June 26, 2024. 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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Helping your clients enjoy a life of living well
As a dedicated division of Sammons Institutional Group®, Inc., Sammons Retirement Solutions® specialize(s) in tailored portfolio-
management solutions, including mutual fund accounts, variable annuities, and both fixed and fixed index annuities. These 
annuities are issued by Midland National® Life Insurance Company, a proud subsidiary of employee-owned Sammons® Financial 
Group, Inc. This strong affiliation highlights our dedication as a trusted partner, prepared to support you well into the future.

For over a century, Midland National has been dedicated to supporting its customers by prioritizing growth, income, and financial 
security. We are proud of our impact on the financial futures we help secure and the legacies we help establish. With a rich history 
and a proven financial track record, we bring experience to every annuity we offer. Independent rating agencies have consistently 
recognized this financial strength:

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

srslivewell.com
Access code: livewell855-624-0201

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)
Ratings are subject to change.
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http://ambest.com
http://fitchratings.com
https://my.srslivewell.com/connectlearn

