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are we having o
conversation about...

“M-m-my f-f-f-fee is.."



Adam’s
PERFECT STORM

No service increase, just fees
Eveball-to-eyeball

Real increase, real money (300%!)
ep up or step out
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% own imagination than
in our own reality. 3

- Seneca
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Fear of Imposter All Clients are
Rejection Syndrome | - Good Clients




THE “F* WORD

How Much
to Charge

Quoting
{3;.__‘_,?;'%;_ Your Fees
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Not fiduciary,

and not that other one,

but FEES

LIMITLESS



FEES

are only an
iSsue in the
absence of

VALUE

Free cheese
!

.
™
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PRICE VS, VALU

? B thot's ash*tty
B Ccor payment.”



AUM-Based Fees

AUM + Planning Fee

I:l ﬂ d | ﬂ g t h e AUM + Subscription (Fee for Service)

Planning Fee Only.

Model

Percent of Net Worth / Income

Other:

LIMITLESS
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BOTTOM-END
OF FEE SPECTRUM

. N - 03%
* : | 84 Betterment [EEXeREA
> -0.40% -

(wealthfront —f 0.25%

Source: 2021 ADVs. All Iogos are trademarks‘of their
respective owners. .

TOP-END
OF FEE SPECTRUM

EDELMAN

FISHER
INVESTMENTS"®

¥ CREATIVE
PLANNING

$260B AUM
1.75% on first
S400k (tiered)

$159B AUM
1.25% first SIMM

. $S90B AUM

1.2% first $500k

~ (tiered)



LIMITLESS

SEARCH

Overall, roughly 25% of advisors who completed the

* Financial advisor pricing data 2020 Kitces survey reported that they do produce and
« Stand-alone planning fee percentiles charge for stand-alone financial plans for clients.
* Financial planning pricing based on
comprehensive structures Stand-alone planning fees varied as:
« Advisor AUM fees by asset level o 10th Percentile: $1.000
o 25t Percentile: 1,500
Financial Plan Pricing Based On Comprehensiveness and Structure o SOth Percent”e: $2,5OO
Fee-Only Retainer Median O 75th Percen‘tlle: $3'OOO
E— o 90th Percentile: $4,800
Comprehensive
Planning Lite*
S T, . Fee levels among advisors reported as:
$2500 1950 3425 o 10th Percentile: $1,210
20 ";"’"" S50 o 25t Percentile: S2,000
$2.300 750 $2,750 .
— — " o 50t Percentile: 34,000
Fee-Only Hourly Plan Total Cost Median O 75th Percentlle: $é'200
Most Comprehensive (@) Qoth perceﬂtlle $8,000
Comprehensive $3,000
Planning Lite* $2,000 £1.475 $2,625
Targeted* $2,000 $1,800 $15,000
* Samnple size <20 © Michael Kitces, wnw.kilces.com

Source: Financial Advisor Fee Trends &
The Fee Compression Mirage, Michael Kitces



AT Does not require AUM

PLANNING FEES

To charge or not to charge”?

"EE NO-FE

- Higher barrier to entry
e Seen as non-standara

« Ability to work with

* Requires
anyone

. WORKS ° WORKS

- Lower barrier to entry
 Industry standard

screening

* Only works with AUM

LIMITLESS
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66 While many firms will claim to offer a free® ﬁnancml ollelg} it's.

often like the ‘free’ dinner at a timeshare p.resentahon that

S ends with a hard sell. We're not that-kind of firm. Just like

your doctor, we charge for our expertise to focus on your
needs, and nothing else. 99

6Cour goal during this hour together is to learn more about
ur  situation so that we can answer your pressing
- 1s, understand your options and give you the
need to make informed choices about your
re. There is no charge for this initial meeting,
‘which will last an hour. At the end of our time together, we'll
“know a lot more about you and how we can help and you'll
“know if you want us to. if we agrée I'm*the right adviser for
. you, Il quote you our fee to helpyou retire with confidence,
~and 2-3 weeks later we'll sit.-down again and review your
preliminary financial plan. 99. LA




. . ‘ S71500 up front
| n O n C | O Individuals: $395o month billed on the

:) ‘ O n n | n g 15t of the month thereafter
:O Q A Practice $2500 up front

owners: $6950 month billed on the
15th of the month thereafter

66 we charge for investment management and financial planning as two
separate services. For financial planning, it is an annual fee, paid
monthly or quarterly based off of cash flow preference. That breaks
down to, for individuals, S7.500 up front and then S395 per month
thereafter. For practice owners, 52,500 up front, then S695 every month
thereafter. We do ask for a one-year commitment. 9



SHARING o Clearly

o Directly
YOUR o Confidently

— S o Without Apology




_,The"fee was X and is now Y.

-

UP FEES=

AT
1

Service was A and is now B.

oy MY 4 These are your options.




PRACTICE!

Rehearse your scripts
until you can say them

ike your middle name.
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¢¢ Many advisors will offer to do a 'free’ financial plan, but

we all know nothing is ever really free. Instead of offering (CHARGING A

a 'free’ plan in hopes | can sell you something later, like

your attorney or accountant, | simply charge you for my PLANNING FEE
time and expertise, thus eliminating another conflict of
INnterest.

We assess an annual planning fee for our services and
have implemented a system that allows our clients to
seamlessly satisty the annual commitment on either @
monthly or quarterly basis. My planning fee in your
situation is an annual planning fee, broken up into two
oarts: a $2,500 onboarding fee and then either o
monthly or quarterly commitment going forward.. This BRDIAG YOUR

breaks down to $695 monthly or $2,085 quarterly. Now it o ek
would only make sense for you to pay this fee if the value |
you received was worth multiples of that amount. Did |

explain this well or do you have any additional questions?-99

LIMITLETSS Find all these scripts in the
Fee Moadel Scripts resource!



¢ toch quarter we will deduct a fee of just over 1/4 of a percent
from your accounts. This will be done as a line item so we can

both see very clearly the fees for working together. Is that OK
with you? 39

6€ Our initial planning fee to design your personalized financial plan
will be $2,500, with an ongoing monthly planning fee of S595 to
implement, manage and advise you on your financial life every
step along the way. Do you have questions | can answer, or are
you ready to move forward?

_l_H E DlRECT If prospect hesitates...
APPROACH "What questions can |-answer for you? This is a major ‘decision
point in your financial life.” Should-we work together, my.job is to
be your trusted advisor. That begins with you being comfortable
with our approach and fees.: This isn't a time-share sale, so I'd
ike to invite you both to take the night to think it over. b

LIMITLESS



990 my XX years of experience,
these plans ARE worth multiples
of the fee, but my reputation is
far more important than the
olanning fee, which means that
it YOU have any doubts about
the value of the plan | provide
for you, | will refund my entire MONEY-BACK
olanning fee with no hassle. 99 GUARANTEE

LIMITLESS



MOST/LEAST
APPROACH

6€ 'd love to help you retire with confidence
and buy that bed & breakfast in Napa
you've always wanted. Our fee to move
forward and develop a comprehensive plan
that lays out your personal path to retire
with confidence will be $7,500 a year. 39

6€Our fees aren't the least expensive, and they're
not the most expensive, but our clients are here
because they're more- than fair. for. the value

they receive. b,

LIMITLESS
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QUOTING FEES

If you're charging on AUM + Separate Planning Fee

(with implementation discount)

"Our up-front planning fees range from $2,500 - $7,500 depending on your
situation, goals and complexity. At the end of your planning session, if | think | can
add real value to you and you feel I'm the right advisor for you, I'll share the fees to
work together. We retain 50% up front and 50% at the end of this phase of the
process. Should you continue to work with us to implement the plan we design, we
waive the remaining 50% of the planning fee.”

If you're charging on AUM + Separate Planning Fee

(no implementation discount)

"Our up-front planning fees range from $2,500 - $7,500 depending on your
situation, goals, and complexity. At the end of your planning session, if | think | can
add real value to you and you feel I'm the right advisor for you, I'll share the fees to
work together. If you're ready to move forward, we'll start the process and schedule
your plan design meeting 2-3 weeks after our first meeting.”

If you're charging on AUM + Separate Planning Fee + Annual Fee
"Our up-front planning fees range from $2,500 - S7,500 depending on your
situation, goals and complexity. At the end of your planning session, if | think | can

add real value to you and you feel I'm the right advisor for you, I'll share the up-front

planning fee and the ongoing fee, which is half % of the up-front fee.”

If you're charging a retainer fee only:

"We assess an annual planning fee for our services and have implemented a system

that allows them to seamlessly satisfy the annual commitment on either a monthly
or quarterly basis. My planning fee in your situation would be $7,140, which is either

S595 monthly or $1,785 quarterly with a $1,500 up front onboarding fee. Now it would
only make sense for you to pay this fee if the value you received was worth multiples

of that amount. Did | explain this well or do you have any additional questions?”

QUOTING
FEES:

By Fee
Mlelel=]




66 Assume that good advice
costs about one percent o
year... I a high-quality
advisor can either help you
INncrease your return by more
than that, or save you more
than that in time, effort and
WOrry, or save you more than
that by preventing you from
making the classic behavioral
mistakes..s/he's worth it. If
the advisor can do all those
things—and s/he very well
may—then hiring an advisor
is a no-brainer. 99




99 Over the past few months, we have been focused

ADAM'S FEE
CONVERSATION

(Raising Fees)

on evaluating the business, services, costs and how
we have grown. I've learned that our fees are not
aligned with the full breadth of services and value
we offer to clients. Going forward, we have
delineated between providing investment
management services and financial planning
services for our clients. As such, we will be adopting
a new fee structure for annual financial planning
services, with options to pay. either monthly or
quarterly via a 39-party automated - payment
platform. This -aligns. 'more - closely. ‘with . our
ohilosophy that, regardless of what-happens'in the
market or any financial decisions you make, we will
orovide you with advice in your best interest. 99

LIMITLESS



6€ | Understand that this is o big increase, Mr./Mrs. Client.
| believe that great, uncompromised financial advice
delivered through a great client experience shouldn't
be expensive—it should be priceless.

In order to continue to deliver that experience to each
and every client, I've had to take a good, hard look at
my business and made some changes to previous fee
schedules.

| truly do value our relationship and hope to have the ,

orivilege of serving you in the future. Should you ADAM'S FEE
decide against this fee increase, please know that my CONVERSATION
team and | will do everything we can to make your . (Questioning Increase)
transition to a different advisor as smooth as possible.

Does that make sense? ”
LIMITLESS



Advisor Coach Fee
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(.mnprclwnsiw Wealth Management Fees

ASSETS
Under $500,000
$500,000 - $1,000.000
$1,000,001 - $2.000,000
$2,000,001 - $3.000,000
$3,000,001 - $5,000,000

$5,000,001 Or more

CLIENT SIGNATURE

CLIENT SIGNATURE

PRICING

SIMPLE AND TRANSPARENT PRICING

* Deiver masyye Value for entrepreneyrs wiftt complax financial frves,

° Shive to elimingse ‘ecenomic conpicy op Interest.

Charge iransparent rae Dased 0n fhe varue we Provide,
* Nelwortn s & quny tnaitc,

ator of fnanciqp complexiy,

* Afattee basaq o Compiextty best OH9Ms 0ur Interest gy Yours,
© Smple ang eqsy 1, vnderstand fees are fhe best.

ANNUAL FEE

1.65%
1.50%
1.00%
0.90%
0.85%

0.75%

DATE

DATE

We accompyst 5 by keeping yoyr inferas
We Provide gng tha 1085 we recelye, OUr compensgfign
doesn't change 00sed on how oy, Poritolio ks oliocgreg
Sndwe aren's compe,

nsated by Qnyone gthey than yoy
Because we org nerg f0serva you

15 first in the Odvice

COoMm PENSATION STRUCTURE‘

A0t Quartery req Pasad on a runge of G Clent's ne v,

Nef Wari Quarterly Fee
30- $10m $5.000

$10- 315 $6.250

$15- $20m $7.500

$20- 525 $8.750

$25- 330m $10.000

Above $30m

Negotiabie




Q o

WATCH &
READ

Getting Unstuck & Re-Aligning Fees to Build the
Solo Advisory Firm You Want, Tanya Nichols,
Michael Kitces

The Power of Practice Management: Best
Practices for Building a Better Advisory Business

Wi

APPLY

Download Planning Fee Changes Workbook .
Run Client Profitability Analysis .
Evaluate/update fee model and fees

Plan the process of sharing with clients .

Set your schedule and timeline

Draft your letters and scripts
Rehearse until you can say it "like your
middle name”

Put into practice beginning with your
lowest risk / smallest clients
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