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Attracting Clients

Make First Encounters Count This Summer
By: David Richman | June 9, 2023

Be intentional about which networking events make it onto your calendar this summer as they are an important aspect of new client
attraction. How can you make first encounters count while ensuring your attendance is perceived as genuine rather than superficial?

First, identify events that you, your family or your clients feel strongly about so your attendance makes sense. For example, you know that
your client Denise is involved in an event benefitting Alzheimer's research. Give her a call about an upcoming event:

You: "Denise, are you going to the fundraiser supporting Alzheimer's research next month?"

Denise: "Of course. In fact, I am a co-chair for the event."

You: "That's great. It's such a worthy cause. I will be buying a ticket today and will see you there."

Second, when you're at an event, ask questions that show genuine interest. Attendees are likely there because they feel deeply about the
cause or charity. A question such as, "What brings you here this evening?" could return some powerful emotions. Let's imagine you
encounter Sarah at the Alzheimer's event, and she shares that both of her parents suffer from the disease. Ask her thoughtful questions
about how her parents are doing and how she is coping.

Third, practice agenda-less listening. Rather than thinking about what you could say to look smart or generate a first meeting, listen to
Sarah's answers and ask thoughtful follow-up questions.

By approaching your conversation with Sarah with genuine interest and asking thoughtful questions, perhaps you discover she is interested
in getting more involved with the organization hosting the event. Given your connection to Denise, you could say, "I happen to know the
co-chair of this organization. She will likely be tied up all evening and I'd prefer to connect you two in a better setting. Would you like me to
reach out to her and circle back with you?" Rather than pivoting the conversation to what you do for a living and pitching Sarah, you are
connecting her to someone of value, thereby presenting a follow-up opportunity.

Bottom line: When you meet someone for the first time, be intentional. Ask questions with genuine interest and practice agenda-less
listening to help you make first encounters count and create an opportunity for a follow-up phone call.
Related Content
Prospecting Calls: Reframe Your Purpose, Reap the Benefits

David Richman
Managing Director
Advisor Institute

Our latest commentary to help you elevate the success
of your practice



"How can you make first encounters count this summer while ensuring your attendance is perceived as genuine
rather than superficial?"

To report a website vulnerability, please go to Responsible Disclosure.

Eaton Vance is part of Morgan Stanley Investment Management, the asset management division of Morgan Stanley.

For USA PATRIOT Act Disclosure Notice please click here.

 This image indicates content designed specifically for Financial Advisors / Investment Professionals. This material is not to be used with the public.

Before investing in any Eaton Vance, Calvert or Morgan Stanley Investment Management Inc.-advised fund, prospective investors should consider carefully
the investment objective(s), risks, and charges and expenses. Read the prospectus carefully before you invest or send money. For open-end mutual funds,
the current prospectus contains this and other information. To obtain an open-end mutual fund prospectus or summary prospectus and the most recent
annual and semiannual shareholder reports, contact your financial advisor or download a copy here. For closed-end funds, you should contact your financial
advisor. To obtain the most recent annual and semi-annual shareholder report for a closed-end fund contact your financial advisor or download a copy here.
To obtain an exchange-traded fund, ("ETF") prospectus or summary prospectus, contact your financial advisor or download a copy here.

Before purchasing any variable product, consider the objectives, risks, charges, and expenses associated with the underlying investment option(s) and those
of the product itself. For a prospectus containing this and other information, contact your investment or insurance professional. Read the prospectus carefully
before investing.

NOT FDIC INSURED | OFFER NO BANK GUARANTEE | MAY LOSE VALUE | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | NOT A
DEPOSIT

Eaton Vance does not provide tax or legal advice. Prospective investors should consult with a tax or legal advisor before making any investment decision. The
information on this Web page is for U.S. residents only and does not constitute an offer to sell, or a solicitation of an offer to purchase, securities in any
jurisdiction to any person to whom it is not lawful to make such an offer.

© Eaton Vance Management. All rights reserved.

Eaton Vance open-end mutual funds are offered through Eaton Vance Distributors, Inc. One Post Office Square, Boston, MA 02110. Member FINRA / SIPC.
Exchange-traded funds are distributed by Foreside Fund Services, LLC.

   


