
ADAPT & CONNECT
STRATEGIES  TO CREATE DEEPER CL IENT CONNECTIONS AND APPLY  BEHAVIORAL F INANCE
WHEN FACE TO FACE MEETINGS ARE NOT AN OPTION
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?Deeper connections in a

virtual environment?

Yes, it is possible! In the wake of COVID-19, Financial
Professionals are unable to conduct in-person client
meetings, making it even more challenging to address
investor emotions amid uncertain times.  

Reading micro-expressions over the phone or video
conference to glean insight on how a client is feeling
can be exhausting.  Connecting with clients in a
meaningful way and articulating your value in a COVID
environment is a challenge for many Financial
Professionals today. 

Here we'll walk through Financial Virtues - a simple,
science-backed survey that facilitates better financial
conversations.
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Addressing investor emotions when it comes
to their money
Making complex academic theory and
behavior finance easy to apply
Better articulating value and fees by closing
the client behavior gap

Financial conversations are scary for many
investors, and with COVID-19, there are
heightened stress behaviors. Use technology to
interact AND learn more about your clients.

Prior to COVID-19 and in a growth market, 53%
of investors said that thinking about their
finances made them anxious, and 60% stated
they were not comfortable making financial
decisions at all [1].  In the current environment
and with market volatility, these figures are even
higher.

You need way to engage clients beyond
traditional video meetings in this climate.  It
helps to engage all the decision makers in a
household in a fun and easy way, too. 80% of
women change Advisors during a divorce or
upon the death of a spouse.  Seeking to
understand all the decision makers in a
household is critical.

Financial Virtues can be used to support the
Financial Professional’s practice amid uncertainty
and social distancing by:

CONNECTING
VIRTUALLY
requires more than Zoom
meetings
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"It's awesome!  I asked my wife to take it, and I know this will help us communicate. The only
topic that has ever caused friction in our marriage is financial decisions.  Financial Virtues is
a game-changer for these discussions.” - Joe, 57

“I loved how user friendly it was, giving me lots of valuable information about myself and how
I approach financial decisions.” - Renee, 31

"I was surprised by the low-effort required for the benefit provided in terms of
understanding personal biases related to investments.” - Burl, 59

Financial conversations are scary for many investors, and with
COVID-19, there are heightened stress behaviors.  

Financial Virtues is a technology-
based survey that helps Financial
Professionals have better, more
meaningful conversations with their
clients and prospects.  It provides
the Financial Professional with
insight into the client’s behavioral
biases, financial fears, and
communication preferences.
Additionally, the investor receives

insights, gaining awareness around
their individual behavioral biases, as
well as financial strengths, which
impact their financial decisions.
Together, the customized client and
Advisor reports open the door for
better financial conversations with
the Financial Professional and
within a household.

INVESTORS LOVE FINANCIAL VIRTUES
FINANCIAL VIRTUES IS A QUICK AND EASY SURVEY THAT BOOSTS INVESTOR CONFIDENCE
AND OPENS THE DOOR FOR BETTER CONVERSATIONS.  INVESTORS ACROSS ALL
DEMOGRAPHICS ARE RAVING ABOUT FINANCIAL VIRTUES.  
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Emotional decision-making leads
to poor financial outcomes and
can reduce annual investment
returns by over 4%. [2] 

Financial Virtues makes complex
academic theory and behavior
finance easy to apply.  The tool
provides the Financial Professional
tips on how to have the
conversation with the investor,
noting when to be a teacher and
when to be an accountability
partner to help the client change
behavior.

Behavioral finance theory is
interesting but difficult to apply.
Some biases are easier to identify
than others, and opening the door
to discuss biases can be tricky.
Financial Virtues assesses 18
different behavioral biases that
impact financial decisions.  Imagine
having a report that highlights the
top behavior biases. 

HELP YOUR CLIENTS
Take the emotion out of making decisions
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Now when your client calls with a
request for a quick move to gold, you
can review together the Financial Virtues
report and identify what biases may be
at play (e.g., a recency bias resulting in a
desire to move to gold after watching a
news update).  

The Advisor report for this client
provides tips for having the discussion.
Financial Virtues is an easy-to-use tool
that provides education for the client
and opens the door for financial
coaching.  

TRY FINANCIAL VIRTUES TODAY

https://s.surveyanyplace.com/pvchxvdy
https://s.surveyanyplace.com/pvchxvdy


It is getting even harder to differentiate and articulate fees to clients.
Closing the behavior gap can drive up to 4% improvement in annual
investment returns, which more than covers the annual fees of a Financial
Professional.  Changing behaviors is hard.  If it were easy, we would all be
physically fit and healthy.  In fact, studies show we are more likely to make
sure our pet takes medicine than we are to take our own prescribed
medicine.  The Financial Professional who focuses on coaching clients to
appropriately support behavior changes in them can increase the value of
their practice up to 50% over a five-year period [3].  Closing the behavior
gap drives real results.

COVID-19 is accelerating the pace of change across the industry.  With the
right tools in place, it can also accelerate the depth of your relationships
even when in-person meetings aren't possible and continue the growth of
your practice! 

PRO
T I P

Behavioral biases (e.g. recency bias, status quo, confirmation bias)
are a great ways to learn more about your client's unstated needs.
Combine what you learn with the expertise you've developed, and
you can help your client anticipate and solve their biggest financial
challenges.

WEALTH MANAGEMENT IS

ACCELERATING
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[1] FINRA, National Financial Capability Study, 2018

[2] DALBAR, Qualitative Analysis of Investor Behavior, 2018

[3] These figures are based on independent assumptions and industry averages.  Atlas Point does not

guarantee future earnings or increased valuations. Individual results may vary.
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Atlas Point helps Financial Advisors grow their practice with
greater momentum using tools and frameworks for deeper
conversations and applying strategic consulting methods to
your practice typically reserved for the largest firms.


