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The Up and Coming Couple
Young couple transitioning from early adulthood into
family life and a career. Ready to leave urban lifestyle
behind for a house with a garage and a yard. Like much
of their generation, they hold strong convictions about
social causes. Looking toward successfully navigating their
professional lives.

SELF DESCRIPTION

INTERESTS

Young Professionals seeking
help in providing for the family’s
current needs as well as planning
and saving for future needs

Family, technology, streaming
the latest popular shows

STATUS
25-35 years old. Husband works in sales. Spouse currently works, but will soon
transition to stay at home with children. Lives in a single-family home in the
suburbs. $140k total annual income.

PERSONA NEEDS

TYPICAL QUESTIONS

- Establish a financial plan
- Save up for a house and 		
children’s education
- Think beyond the next five years
- Stay disciplined when market is
volatile

“I think an online platform could
handle most of my investing
needs. It’s cheaper, faster, and
more modern. What can an
advisor offer me that going
online can’t?”
“How does investing work?”

HOW TO EXCEED THEIR EXPECTATIONS
Help them sketch out a financial plan for their entire lives, including a timeline
of how and when they’ll meet each goal. Explain difficult financial concepts in
simple language, preferably with compelling visuals. Be more casual.

The Widow
The Widow and her husband retired together, but he died
recently. Now she is managing her own finances for the
first time in her life. She is living off their assets. Feels very
vulnerable and uncertain about everything, especially
finances. Especially at risk of letting emotions drive her
financial decisions

SELF DESCRIPTION

INTERESTS

Grandmother, mother, widow
wanting to make sure my assets
last and, if possible, that I can
leave something for my children
and grandchildren

Grandchildren, traveling,
cooking, reading, cards

STATUS
75. Spouse has passed, but was married for forty years. Multiple children and
grandchildren. Lives in a condo. $100k annual income.

PERSONA NEEDS

TYPICAL QUESTIONS

- Needs someone she can trust

“I just want to know for certian
that I won’t run out of money.”

- Wants to maintain the lifestyle she and
her husband had
- Needs help with financial decisions
- Needs help with financial planning,
like social security

“I received a financial notice in
the mail and am not sure what
I’m supposed to do with it.”

- Needs to be confident in her assets
- Doesn’t want to burden children

HOW TO EXCEED HER EXPECTATIONS
Include or don’t include her children to whatever level she wants. Offer clarity
and a personal relationship, frequent communication. Help her organize all of
her key documents.

The Retiring Empty-Nesters
Empty-Nesters who are ready to start focusing on
retirement. They are looking forward to the freedom
retirement will offer them as they transition from claiming
dependents and commuting to and from work every day.
Somewhat knowledgeable on financial matters, but they
would rather just pay a pro to take care of it for them.

SELF DESCRIPTION

INTERESTS

Two people figuring out how
to transition to the life they’re
dreaming of.

Traveling, golf, local news

STATUS
Married for 30 years. Both work. $250k to $300k combined salary. Have built up a
six or seven-figure 401k. Children are grown and out of the house. Newly retired
or within 10 years of retiring. 55 to 62 years old. Live in a single-family home in the
suburbs.

PERSONA NEEDS

TYPICAL QUESTIONS

- A financial quarterback who will
coordinate with their attorneys
and CPAs for estate planning
- Advice on the best way to 		
handle their 401k
- A customized financial plan to
help make sure their assets last
the rest of their lives

“How do I withdraw money from
my portfolio?”
“I want to spend as much time
as possible enjoying what we’ve
created.”
“We are going to take an annual
sightseeing trip.”

HOW TO EXCEED THEIR EXPECTATIONS
- Coordinate with attorneys, CPAs
- 401k assistance
- Social Security guidance

- Provide easy digestible information
about their portfolio each quarter
with a personal note about items they
specifically care about

The Retiree
Retired but wants to stay active. He and his wife live
full-time in Arizona but spend time frequently in their
hometown in New England to see old friends and be with
their grandchildren.

SELF DESCRIPTION

INTERESTS

Retired medical professional
seeking to maintain an active
lifestyle while preserving a legacy
for our children

Fishing, boating, woodworking,
spending time with family

STATUS
Late 60s or older, retired professional, married. Three adult children, full-time
residence in Arizona with time spent in Virginia and Vermont, $400k annual
income.

PERSONA NEEDS

TYPICAL QUESTIONS

- Assistance navigating tax issues,
especially regarding financial
gifts
- Someone they can trust to 		
make sure their money lasts
- Estate planning

“I don’t want to touch my
principle.”
“Can I maintain my current
lifestyle without running out of
money?”

HOW TO EXCEED THEIR EXPECTATIONS
Coordinate with his CPA or, handle his tax questions in-house. Demonstrate clear
understanding of how he is wired with a focus on building a retirement plan
centered on the needs of his family, his tax situation, and the ever-changing
events of his family.

The CEO
He runs his own company and doesn’t have time for much
else.

SELF DESCRIPTION

INTERESTS

Busy business executive needing
to delegate as much of my life
as possible.

His business, reading trade
publications, marketing materials
and management books, family

STATUS
Late 40s/early 50s. Three kids in high school through college. Wife doesn’t work.
Lives in the suburbs. $750k salary

PERSONA NEEDS

TYPICAL QUESTIONS

- Delegate oversite of his family’s
financial future
- Maximize tax efficiency at
home and at work
- Hasn’t thought much about
retirement, but needs to start
planning

“I need someone I can hand this off
to so I don’t have to think about it as
much.”
“I know I need to start planning for
retirement, but I don’t have any time
to even think about it, and I can’t really
imagine not working anyways.”
“I could handle our finances just as well
as any advisor.”

HOW TO EXCEED THEIR EXPECTATIONS
Prove you can handle his finances better than he can. Understand the
importance of time, show how much time you will spend on his finances. Offer
tax efficiency. Stress importance of planning for retirement and introduce
retirement income plans.

The Planner
She thinks about all the possibilities that are on the horizon
- from weddings to illnesses, she often feels like the only
one in her family who’s concerned about tomorrow. She
wants to set up game plans for every possibility.

SELF DESCRIPTION

INTERESTS

As the quarterback of the
household, I manage after-school
events for my children and social
events for me and my husband.
Everyone’s calendar goes
through me, so do finances.

Anything relating to her children,
sports, school events, shopping,
etc.

STATUS
Married. Mid-40s. Works part-time. Husband is primary bread winner. Three
children. Lives in suburbs. $150k combined income.

PERSONA NEEDS

TYPICAL QUESTIONS

- Needs to start saving for the next big

“Nothing gets done around here
unless I do it.”

family expense (typically college for
kids)
- She’s probably only thinking of the
oldest kid’s college, but needs to get

“We really want the kids to have
the opportunities we didn’t.”

started on the other two
- Needs to keep her retirement plan
intact through this big expense

HOW TO EXCEED THEIR EXPECTATIONS
Coordinate the family’s assets and give a clear picture of what they can afford.
Give mom clarity that she doesn’t have to be the pro in this area. Help them
see the big picture of this expense - how it impacts them, their children, and
their plans.

The Nervous Investor
The Nervous Investor sees the value of investing, but is so
worried about losing money that he wants to jump ship
at the first sign of trouble. Low risk tolerance, high-touch
client.

SELF DESCRIPTION

INTERESTS

Hard-working father and
husband who’s dedicated to
making it all work. I think investing
could be good for me, but it
seems like everyday you hear of
another market disaster.

Family activities - kid’s sports,
vacations, and any other
bonding time they can fit in as a
family

STATUS
Married. Both spouses work. Combined income of $100k to $150k.

PERSONA NEEDS

TYPICAL QUESTIONS

- An advisor who understands 		
how to navigate risk
- Someone who can keep him
on track even when things 		
aren’t going great
- Reach investment goals despite
himself

“I don’t know if now is the right
time to invest. Maybe we should
wait.”
“I wanted to invest this year, but
then {insert event} happened.”
“I didn’t work this hard to lose it
all now.”

HOW TO EXCEED THEIR EXPECTATIONS
Demonstrate thorough understanding of risk types and how to use them. Blog
regularly about risk - why we need it, how to navigate, etc. and send him
relevant articles BEFORE he calls you. Be available via phone/email for questions
regularly.

The DIY Client
He reads everything there is to read on investing and can
quote Warren Buffett in his sleep. He subscribes to every
financial advisor blog out there, but thinks hiring one would
be a waste of money. That’s for people who don’t know
what they’re doing, right?

SELF DESCRIPTION

INTERESTS

Educated investor looking to
save money by doing as much of
my own financial planning and
investing as possible.

Financial news, analysis, and
research.

STATUS
Married. Mid-50s. Three grown children. Lives in a rural setting. $125k combined
income with spouse.

PERSONA NEEDS

TYPICAL QUESTIONS

- Needs help with financial 		
planning, but will never commit
to the full experience
- Need help getting his head out
of the latest news and blogs so
he can see the big picture of his
financial plan

“I know more about the markets
than most advisors.”
“I don’t need any help with my
investments...could you take a
look and tell me how you think
I’m doing.”

HOW TO EXCEED THEIR EXPECTATIONS
This persona will almost never sign on to have you manage their assets, so there
is not much point in trying to convince them. If you offer him a free 30 minute
call, he will try to get as much information as possible out of you.

The Business Owner
Her business is like one of her kids. She runs a familyoriented business. Some of her kids work for her and her
husband handles the books.

SELF DESCRIPTION

INTERESTS

Busy business owner with little
freedom to think beyond her
employees’ next paychecks or
the next big sale.

Business and family, in that
order

STATUS
Lives in the suburbs. $200k salary.

PERSONA NEEDS

TYPICAL QUESTIONS

- So caught up in running
her business, she needs help
planning ahead - for her family
and her business
- Needs help navigating an exit
strategy from her business

“I’ll sleep when I’m dead.”

HOW TO EXCEED THEIR EXPECTATIONS
Blog regularly about the importance of business planning. Demonstrate your
insider knowledge as a business owner yourself

The Last Minute Emergency
Something has come up and this client has realized
he needs some help. It might be an expense (divorce,
death of spouse, college), it might be an influx of money
(inheritance , winnings, etc.). Either way, he’s not ready for
it and he wants help now.

SELF DESCRIPTION

INTERESTS

Fairly competent financially,
I’ve just never been much of a
planner.

Family and hanging out with his
buddies. Loves taking road trips
and other vacations.

STATUS
Married. Mid-40s. $75k salary. Lives in the suburbs.

PERSONA NEEDS

TYPICAL QUESTIONS

- Immediate assistance 			
navigating his most pressing 		
need
- Help looking beyond the 		
immediate to 10 to 20 years 		
down the road

“I’ve been meaning to get a
financial advisor for years.”
“I don’t want to mess anything
up.”

HOW TO EXCEED THEIR EXPECTATIONS
Be available on short notice, possibly outside of business hours for his pressing
need. Compare the experiences of people who don’t plan with those who do.

The Industry Worker
He works for the big local employer and has for pretty
much his entire life. He’s been faithfully contributing as
much as he can to his 401k thanks to his company’s match
plan. Now he’s ready to retire.

SELF DESCRIPTION

INTERESTS

Hard worker ready to retire and
reap the benefits he’s been
promised for so long.

Sports, family, vacationing, and
hanging out with his buddies.

STATUS
Married. Early-60s. $90k annual income. Three grown children. Lives in the
suburbs.

PERSONA NEEDS

TYPICAL QUESTIONS

- Someone who understands the
finer points of his company’s 		
401k and/or pension plans
- To know that his money will last
the rest of his life

“I know it sounds crazy, but I’m
worried my company’s gonna try
to screw me out of some of my
retirement money.”

HOW TO EXCEED THEIR EXPECTATIONS
Demonstrate insider knowledge of his company’s employer compensation plan.

“Planning is bringing the
future to the present
so that you can do
something about it now.”
- Alan Lakein
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