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Life has Changed



Today’s Agenda

• Impact on the Advisor Mindset

• The Evolution of Financial Services 
(past 10 years)

• Digging into a practice – A look at 
Freedman Financial

• Stories, Ideas and Inspiration



Financial Crisis 

…and the Advisor Mindset



Mindset of Advisors



Mindset of Advisors



Mindset of Advisors



Emotional Responses 24/7



The Evolution of Financial Services over 

the Past 10 Years



Banks – Financial Advisors 

• 16,406 Advisors

• 5.3% market share

• High Employee Turnover

• Process Sales 

• Limited Prospecting

2001 2006 2011



Insurance – Financial Advisors 

• 70,405 Advisors

• 22.7% market share

• Investments in 

Insurance Products

• Annuities

• High Commissions

• Limited Choices for 

Clients
2001 2006 2011



Brokerage/Wirehouse – Financial Advisors 

• 90,925 Advisors

• 29.2% Marketshare

• Wealth Management 

Services

• Excellent Branding

• Many Choices

• Selling from inventory

2001 2006 2011



Independent – Financial Advisors 

• 122,059 Advisors

• 52.2% Marketshare

• Financial Planning and 

Wealth Management 

• Entrepreneurial

• Many Choices

• Run Business while 

Serving Clients

2001 2006 2011



Why Do Clients Switch 

Advisors?



Top Reasons Clients Switched Advisors  2004 vs. 2009

2009 Cerulli Associates & Wealth and Advice, 2004 Fidelity Investments
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Advisor Revenue Sources - 2003-2010

Source: Cerulli Associates, in partnership with College for Financial Planning, the Financial Planning 

Association, Investment Management Consultants Association and Morningstar Inc.
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Digging into a Practice

An in-depth look at Freedman Financial 



Who We Are

• Founded in 1968

• 2 Financial Planners

• 3 Support Staff

• 350 Households

• 90% live within 30 Kilometers

• Average Account Size $450,000

• Revenues of $1.5 Million



Our Services

Financial 

Planning 

Fee-Based 
Investment  
Services

Brokerage 
Services

Cash 
Mangmn’t

Insurance/

Annuity 
Solutions

Tax 
Planning

Therapy ☺



Facts about Freedman Financial 

4%
24%

43%

29%

Age Demographics

Under 40 41 - 55 56 - 70 71 and up

350 

Households



GAME TIME

1%
7%

75%

13% Greater than $3 Million

Between $2.1 - $3.0 Million

Between $500k - $2.0 Million

Less than $500K



Adapting to the Times – A Great Support Team

• 15 New Clients October 2009 – December 2010

• 99% Client Retention Rate

• 1/3 of Clients Draw Regular Monthly Checks

• 18 New Children/Grandchildren

• 12 Deaths

• New Trusts

• Dream Trips and Second Homes



Meet the Mass Affluent

• Household incomes between $75k - $175k

• In retirement 

• spend $4,000 – 8,000/mo.

• Have between $500K and $1.5M in investment 

assets

• Net Worth (including real estate) 

• $500,000 - $2,500,000

• Legacy to Children – Not Charity



Meet the Mass Affluent

• Save more than they spend

• Seek to invest for their future

• Worry about college funding  

• yet, won’t impoverish themselves

• Worry about paycheck replacement in retirement 

• will likely be encouraged to spend more. 
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Mass Affluent Views on Retirement

Source: Health & Wealth Planning for Retirement Survey, 2010



Mass Affluent Views on Retirement

Source: Health & Wealth Planning for Retirement Survey, 2010
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Defining Financial Goals Today



Mass Affluent Views on Retirement

Source: Health & Wealth Planning for Retirement Survey, 2010

What do you want most from your planner? 

0% 10% 20% 30% 40% 50% 60% 70% 80%

Trustworthiness

Understands My Particular Needs

Communicates Financial Information

Clearly

Competitive Returns

Saves Me Money

Works For a Well-Known Company

Percentage



The Golden Circle of Trust

Finding your Why!



The Golden Circle of Trust

What? 
Was?



The Golden Circle of Trust

How? 

Wie?

What?  Was?



The Golden Circle of Trust
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Companies with a Why 



Make it Memorable!



What’s Your Why Now? 

DAX – July 2007 to March 2009



Dow Jones Avg. – April 2008 – Feb 2011

Weekly Planning Pointers

= Seminars = Client Only Letters



Sample Letter to Client 350 Households



Weekly Planning Pointers 3,875 Emailed Weekly

Emailed to Clients, Prospects, Friend, Businesses, Vendors, 

etc



Sign Up for our Weekly Newsletter

www.freedmanfinancial.com



What’s Your Why?  



The Formula for Financial Planning 

Financial Planning



Describing Financial Planning 



Describing Financial Planning 



What is Financial Planning 

• Cash Flow

• Taxes

• Insurance

• Unexpected Expenses

• Education 

• Retirement

• Investments

• Estate Issues

• Divorce

• Second Marriages



Discover the Power of Financial Planning 

• Goals, Challenges, SuccessesDiscovery

• Life, Family, Wealth, Legacy
Capital 

Protection

• Net Worth, Net Cash Flow
Wealth 

Management

For Broker/Dealer Use Only – Not for Public Use
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Strategies for Your Clients

– Post Crisis



Be an Environment Scanner



Environmental Scanning – Set the Right Mood



Environmental Scanning – Set the Right Mood



Communicate Regularly 

•Weekly Communications

•Planning Pointers

•Hyperlinks to Resources

•Stay Top of Mind

•Lasting Impressions



Document Everything

•Document, Document, Document

•Keep Organized Records

•CRM Software

No More Sticky Notes



Establish and Advisory Council 





Share Your Portfolio!

Are You 
Kidding 
Me???



The Portfolio You Can’t Live Without!

Human Capital!
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