
A practical guide  
to referring clients 
When to refer a client 
 
 
 
 
 

 
 
 

 

 

 

Business sale 
proceeds 

Large cash 
balances 
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Common referral scenarios 

Client has sold, or 
is preparing to sell, 
a business. 

Surplus cash or term 
deposits maturing 
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Property sale or 
desire to diversify 
beyond property 

Approaching or 
entering retirement 

Inheritance or 
sudden wealth 
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Business sale or 
liquidity event 

KiwiSaver review or 
uncertainty 

Client has $250k+ 
to invest and needs 
guidance 

Client has $1m+ and 
may need wealth 
management 

How referrals work 

Warm  
introduction 
You introduce us to 
your client when the 
timing is right. 

Initial  
conversation 
We have an initial  
chat to understand their  
goals and circumstances. 

Advice  
pathway 
We recommend the  
most appropriate pathway  
– investment solutions, 
KiwiSaver or wealth 
management. 

Relationship  
protected 
You remain the trusted 
adviser. We keep you 
informed where  
appropriate. 
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Client is holding cash 
and wants to consider 
longer-term options. 

Diversifying 
beyond property 

Client wants investment 
exposure beyond 
residential property. 

Retirement 
income 

Client is approaching 
retirement and wants 
income planning. 

We respect your client relationships and will keep you informed where appropriate. 
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