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3 Greatest Challenges  
Working with Clients  
in the Financial  
Services Industry 

As a financial professional, you face complex challenges that go far beyond numbers and market strategies.  

Here are three common — and critical — challenges in building meaningful, long-term relationships with clients.

1 	 The Trust Factor
Trust is the foundation of every successful client 

relationship.

•	 �Start with the person, not the portfolio. Before 

discussing finances, make a personal connection. 

Learn what clients are worried about, what motivates 

them, and what they value most.

•	 �Be human first, then a financial expert. Showing 

empathy and genuine interest builds the emotional 

bridge needed to earn trust.

•	 �Avoid rushing into data collection. Asking 

about savings and risk tolerance too soon can feel 

transactional instead of relational.

2 	 Objections and Rejections
Hesitations are not roadblocks — they’re opportunities  

for clarity and growth.

•	 �Anticipate objections as a natural part of 

decision-making. Many clients need more 

information, not more persuasion.

•	 �Stay curious, not defensive. Ask questions to 

understand the “why” behind the “no.”

•	 �Differentiate between rejection of an idea and 

rejection of you. Keep your focus on the client’s 

needs and preferences.

•	 �Get as many “Nos” as possible. The more you 

experience rejection, the better you’ll become at 

getting accepted. YES!

•	What is your client worried about?

•	What is important to them?

•	�Do you understand their problems 
that may prevent their success?

Begin with...

•	What's your risk tolerance?

•	How much do you have saved?

•	What are you contributing now?
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Neither Security Benefit nor its affiliates are fiduciaries and the information provided is 
not intended to be investment advice. This information is general in nature and intended 
for use with the general public.  For additional information, including any specific advice 
or recommendations, please visit with your financial professional. 

Security Benefit, its affiliates and subsidiaries, and their respective employees and/
or representatives do not provide tax, accounting or legal advice. Any statements 
contained herein concerning taxes are not intended as and should not be construed as 

tax advice, nor should they be used for the purpose of avoiding federal, state or local 
taxes and/or tax penalties. Please seek independent tax, accounting or legal advice. 

For more information, contact your Financial Professional or Tax Advisor.

Services offered through Security Distributors, an indirect subsidiary of SBL Holdings, 
Inc. (Security Benefit).

Mastering these three challenges will elevate your practice from transactional to transformational. Focus on trust, 

embrace objections, and strive to communicate your expertise with clarity and empathy.

Eisenhower Decision Matrix
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Do  
This Stuff.
If you don't do  

these things quickly,  
there are real  
consequences.

Urgent Not Urgent
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Delegate  
This Stuff.

These things have to  
get done but someone  

else is capable of  
doing them.

Schedule  
This Stuff.

You must do these  
things, but you can wait.  

If you wait too long,  
they will end up urgent.

Delete  
This Stuff.

Remove these from  
your to-do list,  
and stop being  

distracted by them.

Source: loneprarie.net

We’re here to help your clients  
To and Through Retirement®.

Call us for more information at 800.747.5164, option 3, 
or visit SecurityBenefit.com.

3 	 Getting to Great
Excellence is a blend of expertise and 

the ability to communicate it.

•	 �Knowledge + Communication 
= Understanding. No matter 
how much you know, it 
only matters if your client 
understands.

•	 �Translate complexity into 
clarity. Use stories, visuals,  
and everyday language to 
explain concepts.

•	 �Use the Eisenhower Decision 
Matrix to define and prioritize 
what’s urgent vs. important 
 — this builds alignment  
and confidence.

•	 �Remember: The greatest 
service you can offer is not just 
advice — it’s empowerment 
through understanding.


