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8 Steps to Developing  
the Most Important  
Marketing Tool of All

GET CLEAR. GET FOCUSED. GET RESULTS.TM

 YOU’VE  
BEEN  

FRAMED
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Old Frame                       New Frame

Reframe #1
I provide my clients with one  
particular financial service. 

We provide our clients with comprehensive  
wealth management that begins with  
outcomes-based financial planning.

Reframe #2 I sell to my clients.  We partner with our clients.

Reframe #3 I am the best at serving my clients.  Our team is the best at serving our clients.

Reframe #4 I know what is of value to my clients. 
Our clients and our team work together  
to define what value our clients need  
and what value our team can provide.

Reframe #5
I allow clients to rent my services  
until I choose to stop practicing. 

We build a legacy business that serves  
multiple generations to come.

Wealth Management Practice Reframes for the Twenty-First Century 
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PITCH  
BOOK
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8 Steps to Developing  
the Most Important  

Marketing Tool of All
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CAPABILITY DECK
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 Five Uses of the Capability Deck

  1.  With current clients - “The Re-Frame”

  2.  With client advocates

  3.  With professional advocates and centers of influence

  4.  With prospective clients

  5.  With team members
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8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               8                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               9                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               10                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               11                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               12                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               13                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               14                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

8 Steps to Developing Your Capability Deck
 

1    Why you do what you do

2    Who your firm is built to serve

3    Known needs of your ideal client

4    Unknown needs of your ideal client

5    Solutions, not just “products,” you provide your ideal client

6    Your unique, client-outcome oriented wealth management process

7    Your team of trusted professionals (internal and external)

8    Setting expectations



     © 2018 ClientWise LLC               15                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

Now what?
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1 
Begin to answer  
the questions to 
help develop your 
capability deck



     © 2018 ClientWise LLC               17                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           
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Get Help  
No need to go it alone

clientwise.com/marketinghelp
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Get Help  
No need to go it alone

 YOU’VE  
BEEN  

FRAMED

YBF tools are designed to be used  
in conjunction with the content in  
the YOU’VE BEEN FRAMED book and  
have proven to be valuable to our 
coaching clients at ClientWise.

Stay up-to-date and visit 
youvebeenframed.clientwise.com  
for newer versions of this tool 
and additional tools.

Financial advisors:  
Learn about how others  
are re-framing themselves  
and their business by  
joining the conversation  
at exchange.clientwise.com. 

For Information and questions: 
800.732.0876 ext. 923  
ybf@clientwise.com 
 
youvebeenframed.clientwise.com 

Marketing Firms to Help  
You Build Your BrandTM

clientwise.com/fpi/value-prop
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Speak with us directly:

       (800) 732-0876

Check out our website:

       clientwise.com

Browse our community:

       exchange.clientwise.com

Read our blog:

       clientwise.com/blog

Follow us on Twitter:

       @clientwise

       

3 
 
 
Contact  
ClientWise



     © 2018 ClientWise LLC               19                clientwise.com/blog                    (800) 732-0876             info@clientwise.com           

clientwise.com/fpi/value-prop



QFC Strategies 
Core  
All-Terrain 
Domestic Tactical Equity 
Fixed Income 

Flexible Plan Investments strategy categories 

Tactical Fixed Income 

Alternatives 

Sectors 

International 

Principled Investing 





Advisor tools  



Committed to service 
100+ staff  

ADVISOR SERVICES 
• 30+ business consultants and sales support staff  
• Practice management resources 

 
CLIENT SERVICES 
• Call center 
• Interactive client website 

 

COMPLIANCE 
• 80+ years combined legal experience with two 

attorneys on staff 
• Dedicated Compliance Officer and staff 
 
RESEARCH  
• 75+ years of professional market analysis 

experience 



7 FPI educational tracks 
• Principled Investing 

• Working with a TAMP 
and with SMAs 

• Small accounts 

• Variable annuities 

 

Providing the solutions 

• Being a proactive advisor 
(OnTarget) 

• Individual workplace 
retirement accounts 

• Group retirement accounts 



REGIONAL BUSINESS CONSULTANTS 
We can help 

x 2  

Market Leaders Product Specialist 



The views and opinions expressed herein are those of the author and do not necessarily reflect the views of Flexible Plan Investments Ltd. its affiliates, or its employees. The information set 
forth herein has been obtained or derived from sources believed by the author to be reliable. However, the author does not make any representation or warranty, express or implied, as to the 
information's accuracy or completeness, nor does the author recommend that the attached information serve as the sole basis of any decision and it has been provided to you solely for 
informational purposes only and does not constitute an offer or solicitation of an offer, or any advice or recommendation, and may not be construed as such. 
 
PAST PERFORMANCE DOES NOT GUARANTEE FUTURE RESULTS. Inherent in any investment is the potential for loss as well as profit. A list of all recommendations made within the 
immediately preceding twelve months is available upon written request. Please read Flexible Plan Investments’ Brochure Form ADV Part 2A carefully before investing. 
 



Questions? 
 

Please type any questions  
into the chat box to the right. 
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