
Example of Leveraging Stages of Change Model in a Client Conversation

**THIS IS MEANT FOR ILLUSTRATIVE PURPOSES ONLY**

Advisor: I understand you've been thinking about investing in the renewable energy
sector. Can you tell me more about your thoughts?

Client: I'm really interested in renewable energy because I believe it's the future. But
I've also heard it can be risky, and I'm not sure if I'm ready to take that risk.

Advisor: It sounds like you're in the contemplation stage, where you're weighing the
pros and cons of this investment. This is a normal and important part of the
decision-making process.

Client: Yes, I feel a bit stuck. I don't want to miss out on potential growth in this
sector, but I also don't want to risk my financial stability.

Advisor: That's a valid concern. How about we move to the preparation stage and
gather more information? We can research this sector together, look at different
companies, assess the risks and potential returns, and consider how it would fit into
your overall portfolio. This can help you make a more informed decision.

Client: That sounds like a good idea. I think having more information would help.

Advisor: Great, let's do that. And remember, it's your decision in the end. My role is to
help guide you through this process and provide you with the necessary information
to make the best decision for your situation.

Breakdown:

In this conversation, the advisor helps the client move from the contemplation stage
to the preparation stage, where the client is willing to take steps towards making a
decision. The advisor does this by offering to help the client gather more information
and assess the potential risks and benefits of the investment. The advisor
emphasizes that the final decision is the client's, reinforcing the client's autonomy
and control over their financial decisions.


