
 
 

 

 

How to Make Your Clients Decide To Say 
"YES" When They Tend to Procrastinate 

 

You probably recognize this. 

You are talking to your client and you’re having a deep and thorough 
conversation about his (or her) financial goal. And then it’s time for your 
client to make a decision. A decision to go in business with you. 

And then he says, “I want to think about it”. 

Now, let me tell you this. Your client isn’t going to think about it at all. He 
doesn’t know how. He’s already done all the “thinking” he’s going to do. He 
either wants your service or not. 

What your client is really saying, is one of these two things. 

He is either emotionally incapable of saying “no” for fear or how you might 
react if he told you the truth.  

Or you haven’t provided him with enough “food” his unconscious mind 
craves. 

Either way, little or no thought enters into the transaction. Despite what you 
would like to believe, the decision was made unconsciously and 
instantaneously. In fact, the decision was probably made before you even 
spoke. But your client didn’t know it.  

The question then becomes: if your client doesn’t know if he wants to do 
business with you, how can you? 

The answer is: you can’t. 



 
 

Not unless you know more about him than he does about himself. And after 
reading my article you know that your client’s unconscious mind needs to 
be influenced.  

You know that you haven’t triggered your client enough to make him “YES”.  

What’s important here is that you also know you did have an in depth 
conversation about your client’s goals, desires and wants.  

But still, you didn’t engage him enough to makes him say “YES”.  

That’s why I’m giving you an example for your client conversation that helps 
you to influence your client to say “YES”. 

Here goes. 

Client:  “I want to think about it” 

Planner:  <Pause for about 5 seconds> 

Planner: “I don’t think I understand. Can you please tell me again what 
your core purpose is? What your true goals are?” 

Client:  <Tells about his goals> 

Planner:  “Tell me, I don’t hear you saying that procrastinating our 
working together leads to achieving your goals. Or am I missing 
something? 

Client: “What are you saying?” 

Planner: “I’m not saying, I’m asking” 

Planner: “Silence” 

I mean World Series silence. Like what happens when this visiting team has 
scored eight runs in the first inning. Then ask again: 

Planner: “I’m asking if you want to achieve your goals, is not acting on it, 
consistent with what you stand for?” 



 
 

Your client doesn’t need to answer.  

You probably can see it in his face.  

You see, reaching goals is everything. It’s a financial planner’s job to help 
clients reach their goals. When your client is making a move away from 
working with you, check to see if it’s consistent with who they are.  

Why does this work? 

It’s the power of consistency.  

This ‘weapon’ lies deep within us (as humans), directing our actions with 
quiet power. It is, quite simply, our nearly obsessive desire to be (and to 
appear) consistent with what we have already done. 

Once we have made a choice or taken a stand, we will encounter personal 
and interpersonal pressures to behave consistently with that commitment. 
Those pressures will cause us to respond in ways that justify our earlier 
decision. 

So if your clients has confessed his goals to you, appeal to the consistency-
urge. And your clients will probably say yes. 

Your client’s goals are at the heart of who he is and who he wants to be. 
Yet, your client often strays from them. He gets engrossed in his day-to-day 
life. And loses sight of the forest for the threes. It happens because it’s very 
human to be drawn into things that fulfill your client’s hunger for 
achievement, wealth, power, and fame. 

But these don’t nurture your client’s heart and soul. 

When to use this strategy? 

• When you see your client is doing or saying something which is 
inconsistent with achieving his goals. 

Alternative versions of the used questions 

• Can you remind me of your goals? 

• Is this consistent with your values and beliefs? 



 
 

Follow up questions 

• Why or why not? 

• Are there other ideas you’re considering in which I can help you to 
achieve your goals? 

For more powerful stuff about consistency, please read Influence: The 
Psychology of Persuasion by Robert Cialdini. 

 

Let’s make financial planning matter, 

Ronald 

   


