
Client Meeting Process, Louie Lapa and team

CLIENT MEETING:    DISCOVERIES 
In depth financial review of current situation 
Portfolios, financial picture, cash flow, goals 
(60 - 90 Minute Meeting) 

CLIENT MEETING:  RECOMMENDATIONS 
Financial strategies described, specifics upon engagement. 
Liaison to accountant and or lawyers established 
Tax and estate specialists as needed 
(60 Minute Meeting) 
            

CLIENT MEETINGS: REVIEWS/NEW STRATEGY 
Reviews, ongoing portfolio and comprehensive reviews 
New strategies if applicable 
 

CHANGES or 
material new 
information 
 

FORMAL ENGAGEMENT:   
Investor profile, policy 
statement &   
First Financial Plan  

MEETING:  VALUE/ QUALIFICATION 
Overview of our service, particular attention to client goals/ 
concerns 
(20 Minute Meeting) 

Work with current accountant 
or lawyer 

Data gathering/ Docs/ 
coordinated with 
accountant if needed 


