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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




Mindset
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Fear of Imposter All Clients Are
Rejection Syndrome | - Good Clients




THE “F* WORD

How Much
to Charge

Quoting
Your Fees

&

Not "fiduciary"

(and not that other one)

pbut "FEES"
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FEES

are only an
iIssue in the
absence of

VALUE

Free cheese
!

.
™
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PRICE VS, VALU

. I hat's a sn*tty
B cor 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:
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BOTTOM END TOP END
OF FEE SPECTRUM OF FEE SPECTRUM
o EDELMAN $260B AUM
- FINANCIAL SERVICES 1.75% on first
. S400k (tiered)
e =0.25% SRR $1598 AUM
- #4 Betterment -0.40% . INVESTMENTS® 1.25% first $IMM
i 2% % P CREATIVE .U $‘90-B _-AU-M
&wealthfront - Q.25% ne PLANNING 1.2% first $500k

 (tiered)

Source: 2021 ADVs. All Iogos are trademarks’of their
respective owners. .
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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:
« 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 Percentile: $2,SOO
Fee-Only Retainer Median O 75th Percentlle: $3'OOO
Most Comprenensive o 90th Percentile: $4,800
Comprehensive
Planning Lite*
e od Fee levels were reported as:
$2500 1950 3425 o 10th Percentile: $1,210
20 ’:""" S50 o 25t Percentile: S2,000
$2.300 750 $2,750 .
— — —r o 50t Percentile: 34,000
Fee-Only Hourly Plan Total Cost Median O 75th Percentlle: Sélzoo
Most Comprehensive (@) Qoth Perceﬂtlle $8,000
Comprehensive $3,000
Planning Lite* $2,000 £1.475 $2,625
Targeted* $2,000 $1,800 $15,000
* Sample SrzE <20 © Michael Kitces, wwww Kitces com

Source: "Financial-Advisor Fee Trends &
the Fee-Compression Mirage," Michael Kitces



PLANNING FEES

To charge or not to charge”?

FEE NO FE

* WORKS « WORKS

L |

- Higher barrier to entry - Lower barrier to entry
» Seen as nonstandard e Industry standard

« Ability to work with anyone < Requires screening
* Does not require AUM « Only works with AUM
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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'l
“know if you want us to. If we agrée I'm*the right advisor for
. you, Il quote you our fee to helpyou retire with confidence,
~and 2-3 weeks later we'll sit-dawn again and review your
preliminary financial plan. 99. LA




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

:) ‘ O ﬂ 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

‘c We charge for investment management and financial planning as two
separate services. For financial planning, it is an annual fee, paid monthly. That
breaks down to, for individuals, $57,500 up front and then S395 per month
thereafter. For practice owners, S2500 up front, then S695 every month
thereafter. We do ask for a one-year commitment for the full planning
experience, but after that we are essentially month to month. Our goal is to
always provide a planning experience and advice that far exceed any price we
may charge. Does that make sense, or do you have any additional questions? ”



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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SETTING YOUR FEES

| et’'s do the work.

SETTING YOUR FEES

Fill out this worksheat to get clear about your foe model. First, determine the gross firm revenus (C)
needed to achleve your goals (ines A & B). Mext, determine your minimum fee per client necessary to
achieve this. Third, evaluate the appropriateness of your fae for your target clientala. Once you have
‘defined your fee modeal, move forward with communicating your changes by using the Planning Fes
‘Changes Workbook.

STEP 1

A_Target Pre-tax Personal Income (Incl. Savings) Goal [EBOC): 3 l:l
B. Target EBOC Goal (%): [ =

C. Gross Firm Revenue Needed to achieve goals (A/B): 5 l:l

STEP 2:
Determine your minimum fee per client

Gross firm reveriue

Hours per week you are willing to work

Billable hours {50% of hours willing to work * 50 weaks)

Hours spent on each client per year

Maximum number of clients
(billable hours / hours spent on each clisnt)

Minimum fee per client

(gross firm revenus / maximum number of clients)

STEP 3
Evaluate the appropriateness of your fee for your target clientele

Does the fee work for your ideal client?

Does the minimum fee work for your client market?

@ Educe Inc. | Limitiess Adiisor
Limitless matenals may not be reproduced, used, or sold Inwhole or In part, Inany manner, without
written consent or bcense for use by Educe, Inc.




Advisor Coach Fee
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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,
Matt Matrisian

dip

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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