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One-Page Plan 
 
Your value is advice, not information. Avoid the confusion and crutch of relying 
upon thick plans by focusing instead on what matters most to clients: establishing 
a legitimate, honest connection with a trusted financial advisor. Refocus your 
agendas and elevate your client conversations with a simple yet powerful One-
Page Plan, which is centered on this client-focused concept: 
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Best Practices 
The One-Page Plan can be an incredibly powerful tool—one which promotes a 
positive advisor/client relationship while allowing both parties to optimize their 
time, energy and outcomes. Of course, as Carl Richards remind us, if you want 
to produce a big, two-inch thick plan, you can. He almost never did because 
he “broke planning into chunks and taught clients that planning was an 
iterative process,” one where they would “make a guess, take a step forward, 
incorporate new information, and then repeat over and over.”   
 
The One-Page Plan is, at its root, “a living, breathing document that applies to a 
process. It’s also a great tool for client retention because, from the beginning, 
you’re helping them understand, ‘Hey, this is a relationship. This isn’t a one-time 
event. I’m not here to sell you some product and move on. It’s a relationship.’ You’re 
setting the stage for that expectation, and it’s a powerful moment.’” 
 
As you develop your own One-Page Plan, remember to:  
 
SECTION 1: GET TO THE HEART OF THE MATTER 
Your top priority while creating the One-Page Plan is to get to the primary value and 
purpose driving your client. This is their “Big Why.” Remember, if you help your clients fully 
understand their financial—and life—statement of value, it can lead to a bigger “yes” that 
will help them say “no” to all the other distractions. Gently prompting questions can help 
clients understand what their “Big Why” is, including, “Why is more time important to you?” 
or “Tell me more about why financial freedom means so much?”  
 
  Statement of Financial Purpose Example:  
  “Time with family doing things we love and serving in our community.” 
 
SECTION 2: SET & PRIORITIZE GOALS 
Once your client has determined their driving purpose, you can move on to the next 
section: goals. Most of the time, a client might be able to state several financial goals. It 
is helpful to prioritize these goals in order of risk of failure, putting the goal with the biggest 
consequences first and focusing more immediately on that one. After you’ve generally 
ordered the goals, be sure to set it in front of the client and ask, “Did I get this right?” 
 
  Goals Example:  

1. Fully fund all retirement accounts each year 
2. Fund kids’ education account each year 
3. Save for a house 

 
SECTION 3: NEXT STEPS 
After establishing goals, you might say, “Based on your values and goals, here are the 
recommended steps over the next 3-6 months.” 

  



 

 

© Educe Inc. | Limitless Advisor 
Limitless materials may not be reproduced, used, or sold in whole or in part, in any manner,  
without written consent or license for use by Educe, Inc. 

 

Next Steps Example: 
1. Get all the assets moved to the right place and invested on 

purpose, based on your goals 
2. Contribute $15,000 year to each child’s education account 
3. Save $1,000 a month for a house 

 
SECTION 4: CLARTIFY COST 
The last section to address is a statement of what you think it’s going to cost. You might 
say, “Based on this plan, here’s our upfront planning fee.” or “Here’s our engagement fee.” 
Or you can say, “Based on this plan, your annual fee will be between a range of X to Y.” 
 
  
FINALLY, 
Remember, using a one-page plan is not bypassing compliance. A large chunk of 
disclosures will go behind that one page, and most of the compliance gurus that Carl 
Richards has spoken with feel like the One-Page Plan in no way hinders compliance. You 
will get to your important disclosures—just think of the One-Page Plan as an executive 
summary on top of all the other work you are already doing.  
 
Also, feel free to refer to other documents during the process. If you need to elaborate on 
a particular point, direct the client there. For example, feel free to say, “There’s an area 
that’s really important that we review together, so I’m just going to walk you through the 
details about the kids’ education. Let’s flip to page 52…”  
 
Finally, as you move through items on the One-Page Plan, don’t remove them entirely. 
Instead, strike them out to show clients the meaningful progress you are making together. 
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One-Page Plan Samples 
 
Please see the online lesson “One-Page Plan” for samples and templates.  
Editable versions are available. 

 
 
 

 
 

 


