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Try these conversation starters with your clients! Your goal is to be a good listener, non-judgmental, non-threatening, and credible.  Ask yourself, if I the tax client, what questions and comments would I react well to?

Sample conversation flow:

· Begin the conversation with an open-ended question.  For example, “congratulations, $1,682 is a pretty good-sized refund.  What are your plans for it?”

· Listen carefully and patiently to your client’s reply.  This shows respect and gives you important clues about your client’s concerns, interests, and possible misunderstandings.

· Through your responses, make clear that you have heard your client.  For example, “I hear what you’re saying, a lot of people use their refunds to pay off some bills.  That makes sense to me.”

· Consider approaching the topic of Savings Bonds by asking if your client has seen or heard anything about the bond offering: “has anyone explained the US Savings Bond program we have this year?”  If your client responds “yes,” you have an opportunity to ask “what questions do you have about that?’  If a client has not heard about the program, you might follow with “may I briefly tell you about it?”

· Consider choosing 2 or 3 features to emphasize when describing savings bonds.  For example, “What I like about savings bonds is that you can buy one for as little as $50, and give them as gifts – that’s a hard combination to beat.”

To raise the topic of saving, ask open-ended questions: 
· I see you have a savings bond brochure; have you had a chance to look at it? What do you think? 
· Have you heard about U.S. Savings Bonds?  Can I tell you a little about I Bonds? 
· Do you recall how you used last year’s refund?  What are your plans for this year?

To address “I can’t afford to save right now”:

· Even a little is a start; you can buy a bond for only $50. 
· You can buy a bond for a loved-one as a gift; perhaps for a child or grandchild to go to college?  
To help clients decide to buy a bond: 

· Answer questions, and tactfully correct any misinformation.  
· Then ask directly, “Would you like to order a savings bond today?”  
Please remember, saving is hard!  Many clients won’t say yes, but please keep asking – you never know who will decide to save!







