
1.  What is Wealth Management? 

2.  Utilizing a consultative client relationship 

3.  Advanced Planning Process 

 



What is Wealth Management? 

u WM = IC + AP + RM 

u  IC – Investment consulting 

u AP – Advanced Planning 

Ø Wealth enhancement (tax efficiencies) 

Ø Wealth transfer 

Ø Wealth protection 

Ø Charitable giving 

u RM – Relationship Management 
Ø Understanding client needs 

Ø Managing a network of financial experts 

Ø Effectively work with clients other professionals 



Wealth Management Formula 
 

WM = IC + AP + RM 
 

WM = IC 

(Investment Consulting) 
 

+ AP 
(Advanced Planning) 

 
+ RM 

(Relationship Management) 

 

 
IC = INVESTMENT

 CONSULTING 

 

• Historical Portfolio
 Performance Analysis 

• Risk Evaluations 
• Asset Allocation 
• Investment Policy Statement
 Building and Review 
• Portfolio Protection 
 
It is a verbal description of
 how all this moves toward
 goal fulfillment aligned
 with stated values. 

 

 
AP = WE + WT +WP + CG 

 

WE = Wealth Enhancement
 (tax and cash-flow planning)  

 
The investment plan is

 completed during IC, which
 includes Asset allocation

 (both current and
 recommended) . 

 
WT = Wealth Transfer
 (transferring wealth

 effectively; may not be within
 a family)  

 
WP = Wealth Protection (risk
 mitigation, legal structures

 and transferring risk to
 insurance company) 

CG + charitable giving 

 

 
RM = CRM + ENRM 

CRM = Client Relationship  
Management 

 
ENRM = Expert Network  
Relationship Management 

 



Utilize a consultative client relationship 

u Discovery meeting 

Ø  Exhaustive questionnaire 

Ø  Begin total client profile with mind mapping 

u Analysis and plan presentation 

Ø Not a sales meeting 

Ø  Provides clients insight to your process 

Ø Allows client to see you understand and have focused on their 
needs 

Ø Discussion of mind map 



Continued 

u Mutual understanding meeting (scheduled one week after 
presentation) 

Ø Opportunity to answer questions 

Ø Adjust investment plan as required to better fit the client 

Ø  Begin the implementation process – client should sign initial 
paperwork 

u 30 to 45 day follow-up meeting 

Ø Opportunity to cement the relationship 

Ø  Begin the “Advanced Planning” process where applicable 



THE WEALTH  
MANAGEMENT PLAN 

Comprehensive evaluation of the
 entire range of financial needs out

 recommendations for  
moving forward 

 

INVESTMENT
 PLAN MEETING 

Presentation of
 investment plan 

 

MUTUAL
 COMMITMENT

 MEETING 

Confirma(on	  of
	  commitment 

45-DAY FOLLOW
-UP MEETING 

Organization of
 account paperwork 

 

REGULAR
 PROGRESS 
MEETINGS 

 
Review	  of	  progress	  and
	  implementa(on	  of
	  wealth	  management

	  plan 

INVESTMENT PLAN AND IPS 

Diagnostic of current situation,
 our recommendations for

 moving forward and details on
 our investing approach 

 

DISCOVERY
 MEETING 

Complete
 discovery
 process 

THE WEALTH  
MANAGEMENT NETWORK 

Team of carefully selected
 experts, each with a high level
 of knowledge and skill in key

 financial areas 

 

WEALTH  
MANAGEMENT  

NETWORK MEETING 

Our team of specialist applies its
 expertise to evaluate all aspects of your

 financial situation and devise  
appropriate solutions 

 

Two Weeks One Week 45 Days 90 Days 

Wealth Management Consultative Process 



Discovery Meeting Agenda 
 

1. Introduction to meeting 

2. Discovery interview 

3. Pre-commitment for moving forward 

4. Reassessment of expected value-added level 

5. Overview of next steps 

6. Scheduling of the Investment Plan Meeting, if
 appropriate 



Total Client Profile Interview Guide 
Values 
What’s important to you about money? 
What in particular is important to you about that value? 
Is there anything more important than that value? 
  
Goals  
What are your top accomplishments? What would you like them to be? 
What are your personal goals? 
What are your professional goals? 
What do you do (or want to do) for your children? 
What do you do (or want to do) for your parents? 
What do you do (or want to do) for other family members or close friends? 
What do you want to do for the world at large? 
Ideally, where would you like to be when you are 45? 55? 65? 75? 
What are your quality-of-life desires (houses, travel, boats, cars)? 
What would you like to achieve with your money?* 
In dollar figures, how much money do you need or want? 
When you think about your money, what concerns, needs or feelings come to mind? 
If you didn’t have to work anymore, what would you do? 

  
Relationships 
Which family member relationships (spouse, children, siblings, parents, etc.) are the most important ones to you? 
How important are your relationships with people you work with? 
How important are your relationships with people in the community? 
What is your religious orientation? How devout are you? How important are your relationships with people associated with your 
religion? 
Would you describe yourself as an introvert or an extrovert? 
What pets do you have? How important are they to you? 
What famous people do you know? How did you meet them? 
What schools did you go to? How important is your relationship with these schools? 
 



Assets 
What is your source of income (privately held business, employer, profession)? 
How do you make money today? How is that likely to change in the next three years? 
How do you save or set aside money to invest? How is that likely to change in the next three years? 
What are your investment holdings? Explain your strategy for handling your investments in the way you do. 
What benefits do you get from your workplace? 
What life insurance do you have? 
What property do you have (real property, artwork, jewelry)? 
How are your assets structured now? 
What new assets do you expect to receive (for example, from inheritances or stock options)? 
What is your opinion of taxes? What kinds of taxes bother you the most? 
When you think about your finances, what are your three biggest worries? 
What were your best and worst financial moves? What happened? 

 
Advisors 
Do you have a lawyer? How do you feel about the relationship? 
Do you have a life insurance agent? How do you feel about the relationship? 
Do you have an accountant? How do you feel about the relationship? 
Do you have an investment advisor? How do you feel about the relationship?  
Do you have a financial planner? How do you feel about the relationship? How frequently have you switched financial
 planners? 
What were your best and your worst experiences with a professional advisor? 
Of late, how frequently have you switched professional advisors? 
 
 



Process 
How involved do you like to be in managing your finances?* 
How many face-to-face meetings would you want over the course of a year? 
How often would you like phone updates on your situation? 
Do you want a call about your personal situation when there is a sudden change in the market? 
Do you want contact by email? What should the email contacts be about? 
What security measures do you want to see used to protect your personal and financial information? 
How often do you want an overall review of your financial situation and progress toward your goals? 
Whom else do you want involved in the management of your finances (spouse, other advisors such as an
 accountant or an attorney)? 
How important to you is the confidentiality of your financial affairs?* 
 
Interests 
Do you follow sports? Which are your favorite teams? 
What are your favorite types of TV programs and movies? 
What do you read? 
Do you have health concerns or interests? What is your health program? 
Are working out and fitness important to you? What is your program? 
What are your hobbies? 
What would an ideal weekend be? 
What would an ideal vacation be? 
What charitable causes do you donate to? Volunteer for? 
  
*Indicates questions that determine high-net-worth personality. 



Investment Plan Meeting Agenda 
 

1. Outline of the agenda  

2. Step-by-step walk-through of the investment plan 

3. Review of the remaining steps in the process 

4. Determination of commitment for moving forward 

5. Discussion of any questions or concerns about the investment plan 

6. Overview of next steps 

7. Scheduling of the Mutual Commitment Meeting, if appropriate 
 



Tim (55)  
and Andrea (53) 

Assets 

Goals 

Advisors 

Process 

Values 

Relationships 

Interests 

  







Mutual Commitment Meeting Agenda 

1. Outline of the agenda 

2. Address any questions about the investment plan 

3. Execute all documents related to the investment plan 

4. A word of warning about “buyer’s remorse” 

5. Explanation of the concentrated nature of gains 

6. Overview of business development process (request for 
referrals) 

7. Schedule the 45-Day Follow-up Meeting 
 



Investment Policy Statement 



Continued 



Continued 



45-Day Follow-up Meeting Agenda 
 

1. Outline of the agenda 

2. Address any questions 

3. Organize all paperwork 

4. Frame short-term progress with a long-term perspective 

5. Overview of business development process (request for 
referrals) 

6. Schedule first Regular Progress Meeting 
 



Marketing Initiatives 

u  Introduce Wealth Management Process to existing clients 

u  Offer “Second Opinion Service” to existing clients – phone call/email 

u  Offer “Second Opinion Service” to friends and family of clients 

u  Interview professionals for inclusion in your expert team 

u  Have quarterly meetings with select professionals to discuss cases 

u  Provide “The Informed Investor” workshops 

u  Consider partnering with a CPA firm as their Wealth Manager 

u  Develop “Second Opinion” offer to expert team clients 



Positioning Statement Notes 
u  Want to convey: 

Ø  Overall level of expertise beyond the average broker 
Ø  Care about needs  

u  Words we like:  
Ø  sophisticated 
Ø  unique 
Ø  superior 
Ø  innovative 
Ø  novel 
Ø  modern 
Ø  revolutionary 
Ø  extreme 
Ø  enhanced 
Ø  complex 
Ø  multi-faceted 

“I do advanced wealth management 
and estate planning for family-owned 

businesses and professionals.” 

“I coordinate a team of experts to 
implement advanced estate 

planning concepts for professionals 
and family-owned businesses.” 

u  Call to Action- Our approach is to have a 
“Discovery Meeting” where we ask 
questions to see if we can identify gaps or 
overlaps in your current financial situation 
and try to help determine if you are on the 
right track.  In some cases, we can add 
value, if not we can point you in the right 
direction. 



Second Opinion Service Script 
u  As one of our top clients I wanted to let you know of a new service that we are now offering our 

best clients for the people that they care most about.  

u  With all the disruption in the financial markets, research indicates that over 80% of investors are 
actively considering switching their financial advisors. Investors are unsure what to do now. Are 
they well‐positioned today with their current financial advisors? or Should they switch advisors 
and if so how can they find the right one? To help those people you care most about we are now 
offering our Second Opinion Service so that they can make informed decisions.  

u  In this service, we will provide a second opinion. We will take them through the same experience 
you had with our exploratory discovery process to get very clear on where they are now and 
what they would like to achieve in the future. We'll examine any gaps that need to be filled. If 
they are in good shape with their current providers we will let them know or if it is more 
appropriate for us to work with them will let them know. As we have discussed, we limit our 
practice to only working with successful families (or your niche) so that we can make a major 
impact. If we’re not a good fit and they should consider switching, we will be happy to point 
them in the right direction for a financial advisor that can work with them more effectively.  

u  Who do you know that would most benefit from our Second Opinion Service?  



Professional Network Interview Guide 
1. The Person 
You want to determine the professional’s history and motivation, as well as how you
 might relate to him or her on a personal level.  
•  How did you get into this business? 
•  What is your area of expertise? Why did you choose to specialize in this area? 
•  Ideally, where would you like to be in ten years? 20? 30? 
 
2. Areas of Expertise 
You’re bringing experts into your network in order to help you solve specific client
 challenges. You therefore need to determine whether the professional has the
 requisite skill and know-how.  
•  What do you consider to be your primary area of expertise? How did you develop

 this knowledge? 
•  Can you give me some examples of client challenges that you’ve solved using this

 expertise? 
•  What do you consider to be your secondary areas of expertise? 
 



3. Practice Goals and Objectives 
You are looking for professionals who are motivated to be more financially successful or who are 
seeking to enhance their lifestyles without decreasing their incomes. In this part of the profile, you want 
to determine whether the professional will respond to the opportunity that being a part of your 
network offers.  
•   How long do you expect to keep practicing? 
•   Is there someone at your firm who will eventually succeed you? 
 
4. Practice Management 
In order to understand how you can best work together, you need to understand how potential 
partners manage their own practices.  
•   What is the main focus of your practice? 
•   Are you part of a study group? 
•   What percentage of your practice is trusts and estates planning? What percentage of your   

income is from trusts and estates planning? 
   
5. Clients 
To gain a clear picture of the ability of potential partners to work with affluent clients, you need to 
know what types of clients they currently have and how they work with these clients.  
•   How do you present ideas to your clients? 
•   Do you do financial modeling? 
•   How do you get new clients (for example, referrals from other professional advisors, client referrals, 

seminars, public relations?)  
•  What markets are you in (for example, business owners, executives, retirees, physicians)? 
•  Do you specialize in any specific industry? 
 



6. Financial Advisors 
Critical to your understanding of any potential network member is his or her views on working with 
financial advisors.  
•  How many financial advisors are you currently working with? 
•  What have been your best and worst experiences in working with financial advisors? 
•  Do you have undivided loyalty to any financial advisor? Upon what is it based? 
•  Do you refer business to financial advisors? Is there reciprocity? 
•  On what topics or subjects do you seek the expertise of these financial advisors? What effect have 

these financial advisors had on your revenue? 
   
7. Financial Services and Products Issues 
You want to determine the professional’s knowledge and comfort with the financial services and 
products you currently provide or that you may provide to meet your clients’ wealth management 
needs.  
•  What is the role of life insurance in the planning you do for your clients? 
•  How do you feel about life insurance as a planning tool? 
•  Do you feel life insurance is overused or underused in estate planning?  
•  What are your thoughts on managed money? 
•  When was the last time a client asked you about investments? How did you answer that question? 
  
8. Compensation 
Compensation is the economic glue that will hold your network together, and any professional will be 
motivated to join your network by the boost in income that it may mean. By understanding the 
professional’s current compensation arrangements, you’ll fully understand the nature of his or her 
motivation. 
•  How do you generally charge your clients (for example, hourly rate, fixed fee, success fee)? 
 



9. Teamwork  
Your goal is to build a close-knit network. Therefore, you must know whether the potential partner is 
open to working closely both with you and with other members of the team.  
•  Could you see yourself working with me? Could you see yourself working with other professionals 

in my network as needed? 
  
10. Professional Contacts 
One of the best ways to locate additional needed experts for your network is through existing 
members of the network. You should find out what a potential partner can bring to the table in 
terms of contacts for such experts.  
•  Do you ever work with other types of professional advisors to address client needs? What types 

of professionals (for example, insurance specialists, derivatives specialists, valuation experts, 
actuaries, credit experts, corporate tax lawyers, securities lawyers, income tax specialists)? 

•  Who are some people whose abilities you have particular respect for? Would you be willing to 
introduce me to these individuals? 

 



Advanced Planning Process 

u Review of Advanced Planning mind map with client 
Ø  Explain process 

Ø Determine what additional services are needed 

Ø Map out an ongoing game plan  

Ø  This is your opportunity to build an expert team 

Ø Meet with team and go over a couple client profiles 

Ø  Request suggestions to bring back to clients in follow-up meetings 

Ø  Potentially refer clients to expert team members 



Questions for Potential Clients 
1.  Tell me a little about your background. Where are you from? How did you get into your present career?  

2.  As you look back on your life, what role has money played in it? Have you worked with a financial advisor in the 
past and if so, what kind of experience did you have?  

3.  What are some of the important things that have happened in your life that will help me put together a better 
plan for you?  

4.  What are a few of the things you value most in life?  

5.  What event or occurrence in your life really moved you?  

6.  What did/do you teach your children about the value of money?  

7.  If money was not an issue, what would your ideal lifestyle be? Where would you live? Who would you surround 
yourself with?  

8.  If you had all the money you ever needed, what would give you purpose and motivate you throughout the 
day?  

9.  How do you define success?  

10.  What would you like to accomplish while you still can?  

11.  What impact would you like your estate to have after you’re gone?  

12.  If you could pass on one secret to life to all future generations, what would that secret be?  

13.  What’s the number one issue you’d like help with right now?  

14.  Are you more concerned about growing your assets or protecting what you already have?  

15.  What needs to happen over the next few years in order for you to feel our relationship has been successful?  





Summary 

u  Develop a process – consultative in nature 

u  Learn a script to convey the process to a prospect 

u  Connect with the prospect emotionally 

u  Showcase the advantage of your recommendations 

u  Build in a follow-up appointment to close the case 

u  Deliver the value expected from the fees charged 

u  Stay in touch on a regular basis 



Positioning Statement Notes  
 
 
 
“I do advanced wealth management and estate planning for family-owned businesses and 
professionals.” 
 
 
 
Want to convey: 
 
Overall level of expertise beyond the average broker 
 
Care about needs 
 
 
“I coordinate a team of experts to implement advanced estate planning concepts for 
professionals and family-owned businesses.” 
 
 
Words we like:  
 
sophisticated 
unique 
superior 
innovative 
novel 
modern 
revolutionary 
extreme 
enhanced 
complex 
multi-faceted 
 
 
“I have a background as a CPA and Estate Planning attorney and use that experience to 
work with clients as a type of personal CFO.  Much of what we do centers around a 
comprehensive approach to wealth management.” 
 
 
Call to Action- Our approach is to have a “Discovery Meeting” where we ask questions 
to see if we can identify gaps or overlaps in your current financial situation and try to 
help determine if you are on the right track.  In some cases, we can add value, if not we 
can point you in the right direction. 
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Our Investing Approach  
 
Our investing process centers around five steps: 
 
1. Assess your goals and circumstances. The investment plan process begins during the Discovery 
Meeting with a discussion of your financial values and goals, as well as your key relationships, existing 
assets, other professional advisors, preferred process and important interests. 
 
2. Set long-term investment objectives. Taking into account the long-term nature of successful investing, 
we set objectives for your portfolio that are appropriate for your willingness, ability and need to take risk, 
and the investment horizon(s) you identify.  
 
3. Plan your asset allocation. Because it is so important, asset allocation is the first investment decision. 
During this process, we decide how much of your portfolio to invest in each of the different investment 
types, or asset classes, including stocks, bonds and short-term investments, both domestic and foreign.  
 
4. Select your investment approach. With an asset allocation in place, we now select the investment 
vehicles that you will use to implement your portfolio strategy. Two key investing principles guide these 
decisions: the importance of diversification and the value of remaining invested.  
 
5. Build your portfolio. Building on the first four steps, we construct a portfolio suited to your needs, 
goals, investment horizon and risk attitude. The building blocks for the portfolio are institutional asset class 
funds, an excellent way to implement a diversified portfolio investment so as to maximize the probability 
of achieving your goals. 
 
The result of this process is a diagnostic report of your current situation with our recommendations for 
repositioning your portfolio to maximize your probability for success. In addition to the above 
considerations, these recommendations take into account portfolio costs as well as the potential tax impact 
of the restructuring.  
 

Step One: Assess Your Goals and Circumstances 
 
Long-term investment success means different things to different people. The best investment plan for you 
depends on your specific circumstances and objectives. That is why we began the investment planning 
process with a discussion during our Discovery Meeting of your values, goals, relationships, assets, 
advisors, preferred process and interests.  
 
While everyone’s situation is unique, certain factors matter in creating any investment plan. These factors 
include the purpose of the investment, its size, the sources and planned uses of the funds, and the amount of 
uncertainty you are comfortable having. By thinking clearly about your goals and circumstances, you build 
the foundation of an investment plan that best matches your needs and the realities of the financial markets.  
 

Step Two: Set Your Long-Term Investment Objectives  
 
Investors know they should be long-term investors. This often gives rise to the question “How long is long 
term?” The answer for many investors is surprising—your long-term horizon should be as far into the 
future as possible. One of the many surprising facts about investing is that having a long horizon is a 
powerful advantage. You want your horizon to be as long as possible, because as an investor, time is your 
best friend.  
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Introduction 
 
As with any investment made in life—a family, a home, a college education—the best results are achieved 
by carefully constructing a plan and then following that plan consistently over time. A well-crafted 
investment plan and investment policy statement provides a broad context for making important financial 
decisions and then prescribes a prudent investment philosophy and set of investment management 
procedures for achieving your long-term financial goals.  
 
This document will clearly describe a range of critical factors that affect your financial decisions, including 
your investment goals and time horizons, your tolerance for risk (as measured by returns in bear markets 
and historic volatility), and the prudence and diversification standards you wish to maintain. Taking these 
critical factors into account, this document will also set forth an investment structure that details permitted 
asset classes and the desired allocation among those asset classes.  
 
Clearly articulating your critical factors and our recommendations for achieving your financial goals in an 
investment plan and an investment policy statement has a number of important benefits: 
 

1. It helps provide long-term discipline to your investment decision-making. A well-conceived 
plan helps assure that rational analysis is the basis for your investment decisions, making you less 
likely to act on emotional responses to short-term or one-time events. 

2. It encourages our effective communication. Because it clarifies both the issues that are most 
important to you and the investment approach and strategy that will be used, it minimizes any 
misunderstandings that may arise.  

3. It allows both of us to accurately review your critical factors as they may change over time. 
Such evaluations may indicate that corresponding changes to your investment plan are called for.  

 
In addition, this investment plan and investment policy statement will provide the foundation for wealth 
management—our ability to address the range of your financial challenges beyond your investments. 
Having a comprehensive wealth management plan in place allows us to systematically manage each of your 
major financial issues, which in turn maximizes our ability to help you achieve your most important 
financial goals.  
 
This document consists of two parts:  
 
Part One is your investment plan. It provides an overview of your client profile, our consulting process 
and our investment recommendations. It also includes brief descriptions of our fees, as well as our firm’s 
background and philosophy. 
 
Part Two is your investment policy statement, or IPS. It delves into more detail on our investing approach 
and our portfolio management process. It also provides summaries of the returns of key indices, as well as 
important disclosures, including the asset classes used to construct hypothetical portfolios, sources and 
description of data used and treatment of certain data. 
 
If, during our Mutual Commitment Meeting, we both decide to work together, we will create Part Three of 
this document. This will be your wealth management plan. It will deal with the four key areas of your 
financial life beyond your investments: wealth enhancement, wealth transfer, asset protection and 
charitable gifting. We will present this plan to you during our first Regular Progress Meeting.  
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Client Profile 
 
No two investors are alike. Each has different circumstances and aspires to different dreams. As financial 
advisors, we can meet your needs well only when we know you and your unique life situation well. As we 
discussed during our Discovery Meeting, we believe it is important for us to deeply comprehend not only 
your investments and other assets, but your most important values, goals, relationships and interests.  
 
This level of insight provides several important benefits: 
 

1. It allows us to construct an investment plan that will maximize the probability of achieving all that 
is most important to you and your family.  

2. It sets the foundation for our long-term relationship. 
3. It enables us to work with you in precisely the ways which you prefer.  

 

Summary of Your Profile 
 
In our Discovery Meeting, you shared with us many important insights into your financial situation, the 
challenges you face and the goals you seek to accomplish. The summary below reflects our understanding 
of these issues.   
 

Financial Values 
 
You described the importance of money to you as follows: 
 

1. Money is important to you in that it allows you to ensure financial security of your family. 
2. Money is important to have enough but not too much. 
3. Money is also important to you to allow you to maintain your standard of living. 

 

Goals 
 
You described your key goals (life and/or financial) as follows:  
 

1. To ultimately be able to, spend more time in Indio, enjoy cars and travel 
2. To be able to do medical missions 
3. To help granddaughter through college. 

 

Relationships 
 
You described your most important relationships as follows: 
 

1. Each other 
2. Our children, stepchildren and grandchildren 
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Assets 
 
You identified the following major assets: 
 

1. Income: Bill $2,250 SS + investment income gross mo/ Susan $14,500  Income + $2,500 PERS 
gross mo 

2. Various after tax and retirement accounts, valued at approximately $1,700,000 (Bill) 
3. Kaiser retirement accounts, valued at approximately $100,000 (Susan) 
4. Your primary residence (Auburn) 
5. Indio Home 
 

 

Advisors 
 
You stated that you are currently working (or have worked) with the following professional advisors: 
 

1. CPA:  
2. Attorney: 
3. Broker:  
4. Life insurance agent:  
5. Financial Advisors:  UBS, Morgan Stanley, Smith Barney, Menlo Park? 

  

Process  
 
You described your preferred process for working with your financial advisor as follows: 
 

1. Bill prefers to be more involved. Susan, you are less interested in details of management of your 
finances. 

2. Bill, your preference is to meet with you advisor annually and to have a phone conference each 
quarter to review your progress toward your goals. Susan, your preference is meeting with your 
advisor each quarter and then email. 

 

Interests 
 
You described the following personal interests as being most important to you: 
 

1. Cars, golf, spending time in Indio for Bill, reading, knitting, and cooking for friends for Susan. 
2. Travel is important to you whether it is a night at the ocean or being in the mountains.  
3. You are both active and enjoy bridge. 

 

 

 


