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Introductory Meeting Agenda

Client:	 											Date: 


How we got here
· Introduction to your CERTIFIED FINANCIAL PLANNER™ professional, CFP® 
· MetLife and Barnum Financial Group announce corporate alliance. Why Barnum? (click here to learn more) 
· What to expect from today’s meeting – and your follow-up meeting  

Learn more about you
· Besides being complimentary, what brings you here today? What is your most important financial goal or concern for us to discuss? What is on your bucket list?
· What accomplishments / progress towards your goals are you most proud of to date?

Your preliminary financial information
· Review and organize information already provided (if applicable) – and discuss:
	Covering needs
	Building wealth
	Preparing for the unforeseen
	Leaving a legacy

	· How do you feel about your current process to track your cash flow?  
· How do you feel about how much you are spending today?
· How much have you set aside for emergencies?
· What big expenses do you need to plan for (e.g., new car, upcoming medical expense, travel)?

	· What is leftover each month that could be used toward saving for your goals?
· How do your savings strategies and current investment mix align toward helping you reach your goals?
· If you continue your current savings strategies, how confident are you that you will reach your goals?
	· How have you prepared for the impact of an unforeseen event (e.g., death, disability, extended healthcare stay)?
· How do you know if you are adequately protected for one or more of these scenarios?
· When did you last review your insurance policies to assess the adequacy of your coverage?

	· When did you last update your: 
· Will? 
· Trust? 
· Power of attorney? 
· Healthcare directive? 
· How have recent life changes impacted the desires defined in your estate documents and beneficiary designations?
· How prepared do you feel about leaving a legacy?
· How confident are you that someone will be able to step in and distribute your estate as you wish? 



Your vision and goals 
· Your goal summary to document what’s most important to you
· Your vision for your goal timeline
Financial planning offered through qualified representatives of MML Investors Services, LLC, a registered investment adviser, and subsidiary of Massachusetts Mutual Life Insurance Company (MassMutual) 1295 State Street, Springfield, MA 01111-0001. 
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