Presentation: 
Accelerating Growth And Improving Client Transparency By Communicating How You’re Different (Instead Of Better)


Presenter: 
Adam Van Deusen, CFP®, is the Associate Financial Planning Nerd at Kitces.com, where he writes on practice management and technical topics for the Nerd's Eye View blog, with a particular interest in how advisors can show their ongoing value to prospective and current clients. In addition to hosting live events on the Kitces platform, Adam writes the popular weekly Weekend Reading For Financial Planners. His work has appeared in the Investments & Wealth Monitor and TheStreet, among other publications. 
 
Adam previously worked at a financial planning firm in the Washington, D.C., area and as a journalist covering the banking and insurance industries. In addition to his work with Kitces.com, he serves as a volunteer financial planner and financial literacy class instructor for local non-profits. 

Session Description:
In an increasingly competitive marketplace for financial advice, standing out as an advisor can be challenging. That said, many advisors today are successfully differentiating themselves through clear, upfront communication with prospects and clients regarding their unique expertise, service offerings, fees, and ethical standards (including the fiduciary responsibilities of CFP professionals). Leveraging Kitces Research data and real-world examples from advisory firms, this session explores how advisors can decide what makes them different and options for how they can communicate their unique value proposition (including the use of jargon-free language clients can easily understand, communicating how planning services will be performed, and graphics, such as client service calendars) to improve transparency of both services and fees, enhancing client understanding of the planning process and their advisor’s ethical responsibilities. 

Learning Objectives:

1) Learn how advisory firms can differentiate themselves and accelerate growth by using their websites to transparently communicate information about services and fees
2) Identify effective communication strategies (including how financial planning services will be undertaken) to improve client understanding of services and pricing, enhancing the delivery of fiduciary financial planning. Learn why having an ideal target client avatar can help a firm differentiate itself and provide better-tailored advice to the clients it serves
3) Discuss how client services calendars can help advisors clearly communicate to clients the services they can expect to receive throughout the year 
4) Learn how advisory firms have approached posting their fees on their website in a way that is linked to the unique value they provide and their fiduciary responsibilities
	Time
	Topic

	0:00–0:05
	Introduction: Session overview, CFP® professional responsibilities around transparency and communication

	0:05–0:15
	Defining “Different” vs. “Better”: The marketing gap in a fiduciary context; overview of common industry language pitfalls

	0:15–0:25
	Client Communication Strategies: Using plain-language explanations, visuals, and planning process clarity to support understanding

	0:25–0:35
	Client Service Calendars: Demonstrating value across time; how they enhance fiduciary engagement and manage client expectations

	0:35–0:50
	Transparent Fee Disclosure: Real-world examples of how firms link fees to service and use websites to communicate pricing and ethics

	0:50–0:57
	Building an Ideal Client Avatar: How targeting specific client needs improves planning relevance and ethical service delivery

	0:57–1:00
	Wrap-Up & Key Takeaways: Reinforcing how transparency, communication, and fiduciary duty align for client trust and business growth



Level of Complexity:
- < Beginner / Intermediate / Advanced> 

Topic Area(s):
- < General Principles of Financial Planning / Insurance Planning / Investment Planning / Income Tax Planning / Retirement Planning / Estate Planning / Client Trust & Communication >

Hour(s) of CE:
- < 1 hour / 1.5 hours / 2 hours >


Presentation:    Accelerating Growth   And Improving Client Transparency   By  Communicating   How You’re Different  (Instead Of Better)       Presenter:    Adam Van Deusen, CFP®, is the Associate Financial Planning Nerd at   Kitces.com , where he writes on  practice management and technical topics for the Nerd's Eye View blog, with a particular interest in how  advisors can show their ongoing value to prospective and current clients. In addition   to hosting live  events on the Kitces platform ,  Adam   writes the popular weekly Weekend Reading For Financial Planners.  His work has appeared in the Investments & Wealth Monitor and TheStreet, among other publications.         Adam previously worked at a financial planning firm in the Washington, D.C., are a and as a journalist  covering the banking and insurance industries. In addition to his work with   Kitces.com , he serves as a  volunteer financial planner and financial literacy class instructor for local non - profits.       Session Description:   In an increasingly competitive marketplace for financial advice, standing out as an advisor can be  challenging. That said, many advisors today are successfully differentiating themselves through clear,  upfront communication with prospects and clients regar ding their  unique expertise,  service offerings,  fees, and ethical  standards (including the fiduciary responsibilities of CFP  professionals) .  Leveraging  Kitces Research data and real - world examples from advisory firms,  this session explores   how advisors  can decide what makes them different and  options for how they can communicate their unique value  proposition   (including the use of jargon - free language clients can easily understand, communicating how  planning services will be performed, and graphics, such as client service calendars)   to   improve  transparency of both services and fees, enhancing client understanding of the planning  process and their  advisor’s ethical responsibilities.       Learning Objectives:     1)   Learn how advisory firms can differentiate themselves   and accelerate growth   by   using their  websites   to transparently communicate information about services and fees   2)   Identify effective communication strategies   (including how financial planning services will be  undertaken)   to improve client understanding of services and pricing, enhancing the delivery of  fiduciary financial planning .  Learn why having an ideal target client avatar can help a firm  differentiate itself   and provide better - tailored advice to the clients it serves   3)   Discuss how client services calendars  can help advisors clearly communicate to clients the  services they can expect to receive throughout the year    4)   Learn how advisory firms have approached posting their fees on their website in a way that is  linked to the unique value they provide   and their fiduciary responsibilities  

