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A New Approach to Discovery

Online Tool

We are excited to offer you and your clients our online version of the popular Client Discovery cards. While we believe
that an in-person experience of the Discovery exercise is superior, having a virtual exercise option available will allow you
to go through this powerful exercise with your clients via any screen-sharing virtual platform. Below we offer some tips,
best practices and answers to frequently asked questions for successfully using the cards online.

Just like an in-person process of going through the cards, the online exercise will also take only about 10-15 minutes.
Although the exercise is digital, be sure to guide your client through it—do not simply send them the link and have them
complete the exercise on their own. You would miss a valuable opportunity to learn from observing their decision-making
process and build trust with your client. Here is what you can expect online!

A brief welcome message that succinctly highlights
the benefits of going through the process: Quickly
identifying and prioritising what matters most to your
clients.

A short two steps explaining how to sort the cards in the
two groups of “Important to me today” and “Not
important to me today,” followed by identifying the top
three priorities in the “Important” group.

Instructions

Step 1. Take a look at the list of items on the left. We'd like you to sort those items into
the first two groups provided on the right - "Not important to me today” and "Important
to me today."

There is no right or wrong answer, just do what comes naturally.

Step 2. From the "lmportant to me today", identify the top three pricrities that you
would like to focus on this year and drag them over to the "Top Three Priorities" group

on the right hand side.

The individual cards will appear on the left hand side
of the screen, grouped into the six categories of the
Wealth Wellness Wheel. The client will simply click
and drag each card into the first two groups, and
lastly drag the top three priorities into the last group.

Once the client has identified their top three priorities,
ask the client open-ended questions to begin exploring
their top priorities. Start scribing to capture these
details on the Client Discovery Worksheet provided
with this 1-pager.

For example: Tell me more about these top three
priorities? Which other family members need to be
involved? How would you and your family feel if we
accomplished these goals?



Your next steps are:

Review the notes you captured on the worksheet
regarding the client’s or prospect’s top three
priorities and any other additional information.
For your top clients, update their financial plan if
necessary and create their customised roadmap
that demonstrates all the work you will be doing
for the client in order of priority of their goals.
Present the custom Roadmap to the client and get
started on execution.

For qualified prospects, utilise the roadmap to
recommend next steps for implementation if they
choose to work with you.

Once the client clicks “Finished,” a thank you message
will appear that includes the following statement “Your
adviser will now help you develop and continuously
update your plan accordingly. We also know that life
happens and these priorities could change, so be sure to
continue communicating changes to your trusted
adviser.” At this point, you will know the clients three
priorities and can begin a deeper dialogue regarding
those priorities.

Access the tool here



https://lozr3tw7.optimalworkshop.com/optimalsort/russellinvestments-1-0-0-0-0-0

What is the best way to share this cool new tool with clients?

We recommend that you do not share the link with the client or prospect, rather share the tool on your screen
and give the client mouse control so that they go through the exercise. It is important that you facilitate the
exercise for the client so that it is a discovery and trust-building opportunity between you and the client.

What other questions could | ask the client or prospect regarding each priority?

What does this card mean to you?

What are you doing or not doing that makes this a priority?
What does having this addressed look like to you?

What will this help you achieve?

Why is this important to you?

In what stage of the process should | engage the Russell Investments team?

We know your familiarity and confidence in guiding clients through the discovery exercise will grow with time. But
regardless of how many times you have gone through it, please rest assured that the Russell Investments team is
always a resource to you! Whether it’s facilitating the conversation with one of your top clients, role playing the
exercise before engaging with the client, debriefing a call that you have had, or helping you think through a Client
Engagement Roadmap you are crafting for a client, please feel free to engage your Regional team. We love doing
this!
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We are passionate about helping you build the business you want, whether that means
building more efficient processes, improving client relationships, or simply freeing up more of
your time.

To learn more on how we can help elevate your business, please contact your Russell
Investments regional manager or visit russellinvestments.com/au/support/financial-
adviser/business-solutions/meet-the-team

IMPORTANT INFORMATION

Issued by Russell Investment Management Ltd ABN 53 068 338 974, AFS Licence 247185 (“RIM”).
This document provides general information only and has not been prepared having regard to your
objectives, financial situation or needs. Before making an investment decision, you need to consider
whether this information is appropriate to your objectives, financial situation and needs. This
information has been compiled from sources considered to be reliable, but is not guaranteed. Past
performance is not a reliable indicator of future performance.

Copyright © 2020 Russell Investments. All rights reserved. This material is proprietary and may not
be reproduced, transferred, or distributed in any form without prior written permission from
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