
Do you think you’re an “A” list, whale, big fish, top-tier client to your advisor with the amount 
of funds you have with them right now?

BIG QUESTION

ABOUT THIS DOCUMENT
Over the years, we’ve discovered numerous articles, printouts, instruction letters, and YouTube 

videos advising brokers, variable agents, and money managers to prioritize calls to their clients 

based on the amount of money each person has with them.  This document outlines some of 

the most outrageous things that have been heard over the years.  The goal of this document 

is to help make you aware of some of the common jargon, phrases, and perspectives in the 

financial industry that are potentially harmful to you and your retirement.

The information on this document has been collected through years of experience in the 

annuity business.  Although the common theme behind these perspectives is obvious, please 

do not take them word for word. This document is meant to expose the disappointing view of 

many people in our industry, but is by no means a representation of all financial professionals.

THINGS TO NOTE
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 Listed below are some of the most disturbing things heard over the years on what 

these so-called brokers, advisors, money managers have been advised on how to prioritize 

their calls.  They first call their “A” list, Whale, Big Fish, Top-Tier clients (i.e important people) 

when the market drops or is unstable and tend not to worry about their little fish or bottom 
feeders (i.e. unimportant people), placing them at the bottom of their call list, leaving them at 

an even greater risk to the volatility of the market.

• Call your “A” clients first to let them know you’re aware of the market  volatility and 

are watching their accounts closely, to maintain your relationship with them.

• If they don’t have $500,000 or more to invest, then don’t bother calling them - 

they’re a waste of your time.

• Call the Big Fish first - they’ll cause the biggest ripples if you upset them.

• Maintain your Top-Tier clients first because most of your income depends on them.

These are very disturbing!  Over the years, we’ve helped thousands of clients retire and one 
thing is found to be true:

Example:     If you have $10,000,000 and you lose 50%, you still have $5,000,000.  

           If you have $300,000 and you lose 50%, you only have $150,000 left.   

This is MAJOR!  And it makes it even worse if you are trying to draw income for life.

• Pick your top list of clients and invite them to special events you put on.

• Never spend too much time on a client with less than $500,000 to invest.

• When they have less money to manage, charge them a higher fee.

• We will only help clients with $500,000 or more to invest.

Again... DISTURBING!

The smaller the amount of money someone has,
the greater the impact a big loss is to them.

OTHER THINGS HEARD ABOUT 
HOW BROKERS SHOULD TREAT CLIENTS
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Even though you ask these questions, be wary of 
hearing the answers they want you to hear!

• How far down the call list am I?

• Will they even get to me in time before I lose a bunch of money in a market decline?

• Why would someone base my value or importance on the amount of money I have with 

them?

• If losing 10, 20, 30, 40, 50% of my money is a huge deal to me, why would it not be       

important to them?

• Do I get charged a higher fee because I have less money to invest?

• Do I have fewer investment options because I don’t have a hefty sum of money to         

invest?

• Do I want to risk my money in the market even if I am important to them?

7 QUESTIONS TO ASK YOURSELF ABOUT YOUR 
BROKER, BANKER, FINANCIAL PLANNER

REMEMBER:
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