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The ability to forge bonds that lead to strong relationships 
is not a uniquely human attribute (just ask any pet owner). 
Nonetheless, it’s critical to our survival as a species. Our 
earliest bonding experiences are born out of a need for 
comfort, safety, trust, reassurance, and a connection with 
others on an emotional level.1 These same criteria are 
reflected in what many clients seek from their financial 
advisor relationships. How can I protect my irreplaceable 
capital? Can I trust you with the intimate details of my life 
and finances? How can I pursue growth without taking 
undue risk? Will you be a calm voice of reason, helping me 
to make confident and rational financial decisions? 

That’s why creating the touchpoints that deliver on your client’s needs and 
speak directly to their goals and desires is critical to cultivating and 
maintaining strong relationships through each phase of the client life cycle. 
It begins with clearly articulating your value proposition to prospects, 
delivering on it through every client interaction, and creating experiences 
that are not only personal and meaningful to your clients, but lead to 
increased referrals.

Articulating Your Value Proposition
Your value proposition should help prospects and clients draw solid 
connections between your value and your fee structure and differentiate you 
in a compelling way. While many value propositions list important attributes 
of an advisor’s firm and approach, they fail to make an emotional connection 
between the prospect’s needs and the advisor’s offering. To connect with 
prospects and clients, a value proposition should convey: 

 � Any unique characteristic(s) about you and your business

 �  The type of clients you work with to help clients self-identify

 � A rational explanation of how the firm’s attributes produce  
benefits for clients

 � Language that evokes a feeling

Developing a value proposition that resonates with your ideal clients and 
prospects begins with writing down what you do, why you do it, how you 
do it, and who you do it for. Think about the qualities that differentiate you 
from other advisors. How is your business unique? Why is it valuable to 
your clients? Write down some words you think represent you and your 
business. For inspiration, talk to your top clients and ask them what they 
appreciate about you and your offerings. It’s important that your value 
proposition is authentic and aligned with the client experience you deliver.

Onboarding Clients
Your clients’ onboarding experience creates a first and lasting impression of 
your firm. To ensure it’s memorable for all the right reasons, begin by 
creating a standardized and repeatable process that you and your associates 

Learn more about 
defining and 
differentiating 
your brand and 
value proposition.
Download our 
whitepaper Marketing: 
Strategies for Growth 
at joinlpl.com/WPMG

http://joinlpl.com/WPMG
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follow. The onboarding process 
should reflect and deliver on your 
value proposition and the client 
experience you seek to create. 

Documenting your internal 
procedures for onboarding clients 
can be as simple as developing a 
thorough checklist outlining steps 
for all associates to follow. Be sure 

to set aside time to train associates 
on the process. Consider 
developing a client Welcome Kit 
that can be delivered digitally or in 
hard copy form. Components of 
your Welcome Kit may include: 

 � Formal welcome letter

 � List of team members who will 
be supporting the client, 
including associates’ roles, 
contact information, and/or 
short bios

 � A brief overview of next steps in 
the relationship so the client 
understands what to expect 
going forward

 � Links to client resources  
on your website and social 
media sites

 � Any remaining forms requiring 
the client’s signature 

 � Client referral form

Delivering the Value 
Clients Seek
Shifting client demographics, 
regulatory changes, the advent of 
automated investment platforms, 
and dramatic advances in 
technology are among the catalysts 

driving advisors to focus more 
heavily on the quality of the client 
experience they deliver. The firm 
you choose to work with plays a 
significant role in your ability to 
deliver on your value proposition 
and the experience you desire for 
your clients. A 2016 EY wealth 
management survey concluded 

that while clients and firms are 
aligned on most of the key client 
experience drivers, there are three 
areas where many firms are out  
of step with clients: transparency, 
digital channels, and the role of  
the advisor.2 

Transparency
Transparency in regard to portfolio 
performance and fees builds a 
foundation of trust in the advisor-
client relationship. However, clients 
are clamoring for higher levels of 
transparency across all aspects of 
their relationships with their 
advisors from disclosure of sales 
practices and conflicts of interest to 
greater insight into the product 
providers and firms that advisors 
choose to partner with to serve 
client needs.2

TIP: It’s equally important for advisors 
to choose well in selecting business 
partners. Make sure the firm you 
work with extends that same level of 
transparency to you, providing clear 
and complete information about 
compensation, service offerings and 
fees, support capabilities, training, 
technology, practice management 
resources, E&O coverage, and more.

Digital Access
Clients across all age groups and 
demographics are rapidly adopting 
digital channels for transaction-
based services as well as wealth 
management advice. They expect 
advisors to offer online services 
and information that meets both 
their needs and preferences, 
including the ability to conduct 
virtual face-to-face meetings.2

TIP: Firms that have successfully 
integrated technology capabilities 
enable greater practice efficiencies, 
which can lead to a superior client 
experience. Tools such as CRMs, 
sophisticated portfolio trading 
platforms, social media, and online 
client portals make planning and 
investing more efficient while 
highlighting your value as an 
advisor. Applications that enable 
web-based face-to-face meetings 
eliminate travel time while improving 
the productivity and frequency 
of client communications.

Advisor Value
Historically, advisors have been the 
gatekeepers of information and 
advice, but their roles are changing 
as clients gain broader access to 
many of the same resources and 
tools through automated advice 
platforms once available only to the 
advisor community. This paradigm 
change has led many clients to 
more closely scrutinize the value 
advisors bring to the relationship 
and how that value correlates to 
fees paid for services and advice.2

TIP: It’s important to work with a firm 
committed to investing in key areas 
that directly impact your productivity, 
including the integration of technology 
across trading, advisory, and client 
servicing platforms, as well as back-
office operations, research, and 

75% of clients working with independent advisors said 
that understanding advisor compensation drivers had 
a positive impact on trust versus 48% of clients 
working with captive advisors.2
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compliance. The firm should also offer 
the talent and expertise you rely on in 
specialized areas such as transition 
planning, insurance case work, 
high-net-worth investment solutions, 
retirement, estate planning, and more.

Structuring a Consistent 
Investment Process
Similarly to your onboarding process 
and client experience, a well-defined 
investment process supports and 
articulates your value proposition. It 
demonstrates to clients that you 
have a well-conceived, methodical, 
and disciplined process for helping 
them manage risk while pursuing 
specific goals. Your investment 
process should provide a structure 
for implementing a strategy tailored 
to specific client goals, objectives, 
and time frames that seeks to 
manage risk over time. 

Begin by documenting the steps and 
sequence of actions involved in 
identifying client goals and defining 
risk parameters, conducting due 
diligence, allocating assets, and 
monitoring portfolio strategies. 
Outline your buy/sell discipline and 
how you evaluate and communicate 
portfolio performance and track 
progress toward goals. The most 
important step is making sure the 
process is repeatable and scalable. A 
repeatable and scalable process 
allows you to efficiently deliver the 
same high-quality experience to 
clients regardless of portfolio size 
and affords clients a consistent 
experience when working with other 
advisors or associates at your firm.

Communicating  
Your Value
Regular and proactive client 
communication provides an 
opportunity to deepen relationships 
and deliver ongoing value. While 
client account statements, quarterly 
performance reports, and regularly 

scheduled client review meetings 
are important touchpoints, providing 
opportunities for clients to interact 
with you and benefit from your 
insight and guidance outside of 
performance reporting is critical to 
delivering on your value proposition. 
The use of technology tools and 
digital media makes it possible to 
deliver a scalable, high-quality client 
experience without adversely 
impacting profit margins. The 
following touchpoints allow advisors 
to communicate frequently with 
clients and prospects in a highly 
efficient manner: 

 � Face-to-face client review 
meetings via web conferencing

 � Market updates and 
commentary delivered via 
email and social media

 � Portfolio manager  
conference calls

 � Internet-based investment 
education: articles, blogs, 
videos, and podcasts

 � Online client events 
(educational webinars  
and workshops)

 � Access to a personal client 
website, featuring account 
aggregation software

Get Personal 
Customer relationship 
management (CRMs) systems are 
a valuable tool for automating a 
highly personalized experience for 
both prospects and clients. The key 
is to institute CRM best practices 
across your business. When CRM 
tools are used consistently by all 
advisors and associates to capture 
information about all prospect and 
client interactions—down to the 
smallest, seemingly insignificant 
details clients share about their 
lives or families—advisors can 
target communications to 
individuals or client segments that 
are highly personalized. This can 
lead to deeper relationships 
resulting from high-touch personal 
interactions even when the 
process is completely automated. 

Learn more about how an 
investment strategy can  
also be a powerful 
relationship strategy.
Download Thematic Investing: 
Build Stronger Client Relationships 
at joinlpl.com/WPTI

http://joinlpl.com/WPTI
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Working with LPL
The challenge many advisors face in strengthening client 
relationships is driving that message through every 
aspect of the client experience from prospecting tools 
and materials to client onboarding to ongoing 
communications and client touchpoints. LPL Financial 
offers a full array of business development and 
marketing resources to help you reach prospects and 
clients with solutions and messaging that resounds with 
your client base, helping you to attract, retain, and grow 
existing client relationships and drive more referrals. 
With LPL, you’ll be able to focus more on building your 
practice, deepening your client relationships, and 
expanding your financial services capabilities.

LPL helps you enhance and expand your current offering 
and client experience with: 

 � Multiple private wealth management platforms and 
advisory platform tools that help you attract and 
service a more diverse group of investors while 
keeping your business running efficiently without 
sacrificing client service.

 � ClientWorks, our single sign-on, mobile-friendly 
web portal, featuring a suite of productivity tools to 
help reduce the time you spend managing 
documents, gathering client signatures, and even 
making trips to the bank. That’s valuable time you 
can spend on activities that drive growth and your 
vision of independence.

 � Experienced consulting teams that can help you 
analyze your practice to identify opportunities for 
growth, find ways to streamline your business for 
efficiency, and provide solutions to a diverse range 
of complex client needs.

 � Objective research and information to help you 
confidently share impartial recommendations that 
serve the needs of your clients.

In addition to your expert consultants, we’re continually 
investing in our Service Center to provide you with the 
support you need. Our customized service model 
delivers timely, accurate, consistent, and personalized 
service for financial advisor programs.

To help make an impact with your client 
communications, our Marketing Solutions Center is 
your first stop for all marketing-related questions and 
consultations. We help you identify your marketing 
needs and provide education on the supporting tools 
and resources offered on the LPL platform and through 
our industry-leading partners. Resources include: 

 � Marketing On Demand (MOD), an online platform 
that provides advisors with a variety of 
compliance-approved, customizable marketing 
materials. You have convenient access to high-
impact solutions for building brand awareness and 
effectively communicating with clients and 
prospects. Order business cards, stationery, 
brochures, advertisements, and much more. 

 � Automated Campaign Tool (ACT), a free 
marketing communication tool available on 
Marketing On Demand that allows advisors to 
send automated, consistent communications to 
clients and prospects via email, social media, and 
direct mail. Advisors can select their message 
frequency, topics, and audiences.

 � ClientWorks Resource Center, which offers easy 
access to a broad array of advisor marketing tools 
and materials, including how-to guides and practice 
management tools. The center includes a 
designated section for web marketing and a 
Marketing and Social Media Section of the Vendor 
Affinity Program, providing access to social media 
guides for profile setup and best practices, as well 
as content for posting. 



Your Practice, Your Way 
However you envision the future of your practice or program, LPL’s comprehensive support and broad range of 
innovative business models can help you build and grow your business, your way. LPL understands that 
independence doesn’t have one single meaning. Whatever lens you view your independence through, LPL is here 
to support and provide clarity to that vision, whether you want to:

 � Be an independent financial advisor at LPL with access to custodian services and a fully integrated platform to 
address the varied needs of your clients.

 � Leverage the LPL Hybrid RIA model, which allows you to join LPL’s broker/dealer platform while maintaining 
your Registered Investment Advisor (RIA) firm.

 � Join an existing practice, bank, or credit union for established infrastructure, structured support, and access to 
new referral sources.

 � Specialize in retirement plans and leverage tools and resources built by retirement plan advisors, for retirement 
plan advisors.

 � Bring your entire practice or build one—LPL offers customized clearing, advisory platforms, and technology 
solutions to help create efficiencies and scalability within your practice.

Discover how LPL Financial can help you and your practice reach your full potential.  
Call us at (888) 250-2420 to speak in confidence with one of our experienced recruiters,  
or visit us online at www.JoinLPL.com today.

1  ScientificAmerican.com; “Birth of a Bond: Illustrating a Year of Mother and Baby Development”
2  The Experience Factor: The New Growth Engine in Wealth Management; 2016 EY wealth management client survey.

LPL Financial is one of the nation’s leading financial services 

companies and a publicly traded company under ticker symbol 

LPLA. The firm’s mission is rooted in the belief that objective 

financial guidance is a fundamental need for everyone. LPL 

does not offer proprietary investment products or engage in 

investment banking activities; this means advisors affiliated 

with LPL are not pressured or influenced by LPL to sell its 

products. Thousands of financial advisors nationwide are  

able to rely on the firm’s tools and resources to help them 

provide financial guidance and recommendations to address 

their clients’ needs. For more information about  

LPL Financial, visit www.lpl.com.
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