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Financial planning is a process, 
not an event. 



KNOW YOUR

AUDIENCE 

IDEAL CLIENT PROFILE
What Value Adds support them

Categories:
• Personal
• Advice
• Technical

Provide mass 
value and personal 

attention. 



• Comprehensive List
• Tax Prep Letter
• Beneficiary Review & 

Estate Checklist
• Long-Term Care Review
• Roth Conversion Review
• Tax Management Review
• Risk Management Review
• Guest Speaker
• Book Club 



LONG-TERM 
CARE REVIEW

• Work with the agent who underwrote the policy or 
hire someone who is willing to review them on an 
hourly basis (see me if you need this resource)

• Get local costs of coverage for area from 
https://www.genworth.com/aging-and-
you/finances/cost-of-care.html

• Had my assistant prep the letters in Word and print 
to PDF and mail to clients

• Used as topic in upcoming review if didn’t have 
coverage – added costs to financial plan

• Schedule in CRM

Why
The Need

Current costs in your area and future 
projected costs

Your policy details
Your Wishes

Trusted Contact

What

How

https://www.genworth.com/aging-and-you/finances/cost-of-care.html


ANNUAL CALENDAR

What

How

Customized & branded annual wall calendar

• Compile content for calendar, ex. KPIs, 
important dates, quotes

• Work with graphic designer to create
• Print & ship to offices 



LIFE PLANNING OR 
IMPROVEMENT EVENTS

Life Planning or Improvement Events

Mission Wealth Inspired Talk
• Guest Speaker Facilitated by Seth
• Speaker talks on an interesting topic 

(Blue Zones, Money and Mind, Making 
an Impact, Surviving to Thriving 

• Guest Speaker (Could be a local person of interest or 
someone who would appeal to your target audience)

• Send invite via contact management or Mailchimp
• Host via Zoom 
• Could also do a Book Club for a smaller group (top 10)
• Read first 1/3 of book and set up time for discussion; 

then next third (Talking with Strangers by Malcom 
Gladwell; 4,000 Weeks; Big Magic)

• Could do an open Financial Q&A for clients’ friends or 
for adult children

What

How



CLIENT SERVICE CALENDAR



CHART YOUR 
PATH

in your workbook

PAGES 21 - 24



APPLYWATCH & 
READ ACT

• Plan implementation 
for your scheduled 
value adds. 

• Review the samples included in 
this lesson.

• Use the Client Value Adds 
Monthly Schedule to plan your 
yearly value adds. 

• 9 Ways Advisors Can Add Value for 
Clients, Jamie Hopkins

• The Importance of Lifelong Learning 
for Financial Advisors, Kate Healy
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