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E X P E R I E N C E



As a financial services professional, you

recognize the shifts in the industry and

the need to differentiate your practice. 

You and your team are open to evolving

and interested in behavioral finance –

among other trends – to provide a more

personalized client experience.  The

challenge with academic theory is that it

is very hard to apply in real life, be it

across a large book of clients or even

within one household with dynamic

needs.  
 

The concept of providing a hyper-

personalized client experience sounds

great but may not seem practical for your

book of clients. In this article, we will

demonstrate how to make hyper-

personalization easy to understand and

apply to your practice.

YOU CAN USE BEHAVIORAL
FINANCE AND CHARACTER
SCIENCE TO CREATE
PERSONALIZED EXPERIENCES.
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It is easy to see how hyper-
personalization works in transactional
relationships.  For example, Netflix can
predict what movie you want to watch. 
Using data and technology, financial
needs are also predictable.  We see
predictive and hyper-personalized
models used regularly in consumer
lending.  The auto-finance lender or
mortgage broker knows when you need
a loan before you do.  Hyper-
personalization in the future goes
beyond data and technology and
impacts how you deliver solutions and
communicate with your client. 
 
Hyper-personalization means providing
a personal and unique experience for
each client.  Stitch Fix got into trouble
when they marketed a personalized,
custom box of clothing for clients, and
then the clients learned that many
people received the same box.  We are
all growing accustomed to personalized
experiences across multiple industries,
and in doing so, client expectations
increase.  

Amazon knows what you like and delivers
it in a timely way.  That experience then
impacts expectations for other services,
including financial advice.

The way you deliver a
solution and communicate
with your client can also
be hyper-personalized.

Your ability to deliver a unique,
personalized, and timely discussion with
your client is important today and will be
even more important in the future.  If you
were initially drawn to financial services
for the quantitative aspects, now is the
time to hone your right-brained skills. 
Better and deeper qualitative
conversations are needed between the
client and the advisor.  Atlas Point created
an assessment called Financial Virtues to
accelerate and deepen the qualitative
conversations by taking complex academic
theories and making them easy for you to
apply in real-life situations. 

2



Through research and data collection, Atlas Point found that a person’s natural tendencies
grow stronger in the context of money.  Money for many is considered a stressful topic. 
When a person is under stress, they tend to lose their ability to be flexible, digging deeper
into their natural tendencies which were established early in life.  Therefore, it is that much
more important for an advisor to understand a client’s natural tendencies as they will need
to move in the direction of their client in order to be heard, understood, and motivate the
client to take appropriate action. 
 

Financial Advisor -  takes the five-minute Financial Virtues assessment
and learns about his/her natural tendencies, where they go under stress,
and where they may have biases impacting their financial advice. 
 
 Clients and Prospects - take the five-minute Financial Virtues
assessment.  Two reports are generated -- one for the client and one
custom report for their Financial Advisor.  The reports show preferred
communication style, decision-making style, where they may go
emotionally in a down-market.  The Financial Advisor report includes the
client’s behavioral biases and tips for coaching in this relationship.  
 
Households -  take the five-minute Financial Virtues assessment.  Couples
and extended family members may find it fun to learn about different
communication styles.  They have seen it before, but there it is on paper! 
This opens the dialogue between couples and helps to engage the next
generation in a healthy dialogue around their financial future.

What are Financial Virtues?

HOW
FINANCIAL
VIRTUES
WORKS

Each Financial Virtues report provides one of five
different personas as well as a unique set of the most
prominent behavioral biases.  The behavioral biases and
natural tendencies impact investment performance. 

For example, your client may prefer communicating in big ideas and have a recency bias that
causes her to mainly consider recent events over the long-term when making financial
decisions.  Alternatively, the client may like hearing all the details, with a tendency to stall
when it is time to make a decision.  This client may have a status quo bias.  Financial Virtues
provides insight into a person’s behavioral biases and decision-making style, providing you
with the information you need to create a more hyper-personalized experience for each
client.

Behavioral biases &
natural tendencies
impact investment
performance
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PROSPECTS

CAROL

DALLAS ,  TX

Financial Virtues works for prospecting. 
Here’s a real-life example; names have been
changed for confidentiality.
 
Carol is a financial advisor in Dallas, Texas. 
She is a very successful, experienced advisor. 
Carol learned about a female prospect named
Megan.   Carol believed Megan would be a
good fit for her RIA practice.  Megan recently
inherited a large sum of money from her
father.  Carol called on Megan and began
making investments in the relationship.
 
When we met with Carol, she was
exasperated.  She said she was ready to cut
her losses with Megan as she could not afford
to keep investing time in a prospecting
relationship that was going nowhere.  “If
Megan is going to keep shopping all over
Dallas for a Financial Advisor, I need to let her
go.  I don’t have time for this.”
 
We dug into the situation and asked Carol to
take the Financial Virtues assessment.  Within
10 minutes we could see the results.  Carol is
an “Orange Bull” with a strong tendency to
grasp quantitative data and a drive toward
action.  We asked Carol how this shows up for
her.  As she shared, we asked how she may be
presenting herself to Megan.  Again,
frustrated, Carol said, “I have made detailed
plan after plan.  I have spent hours sending
Megan information and proving that I can
support her.” 

We asked how Megan has responded to her
efforts to provide detailed plans.  She said,
“Indecisive.  She is all over town.  She cannot
make up her mind.  She is meeting with
everyone.”  Megan was showing up as a Blue
Bull.  We reviewed the general characteristics
of a Blue Bull with Carol and the lightbulb
went off!  She exclaimed, “That’s it.  That’s
Megan!”
 
Now we have something to work with.  Carol
is overloading Megan with details that Megan
could not absorb.  Megan recently lost her
father.  She felt alone and needed
acceptance.  She also was shopping around
because she did not want to be locked-in and
exhibited some herding bias by going along
with the advice of her closest friends.  If
Carol could change her approach (e.g. hyper-
personalize her approach), she may just land
Megan as a new client.
 
Carol called Megan and offered to attend an
estate planning meeting with her as a way to
demonstrate to Megan that she is not alone. 
Carol also made a point to share with Megan
that she will always have options with Carol. 
She would continue to present her with
options as needed so Megan would not feel
pushed or locked-in.
 
Carol landed Megan as a new client.  Megan
stopped shopping around for a financial
advisor as soon as her unconscious needs
were met.  Financial Virtues creates
awareness around behavioral biases and
natural tendencies that we bring to
relationships.  It can help to open conversion
and can be used to enable hyper-
personalized experiences with prospects and
clients.
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CLIENTS

BOB

CHARLOTTE ,  NC

Financial Virtues can be used for deeper,
more qualitative conversations with existing
clients. 
 
Bob is a very experienced financial advisor in
Charlotte, North Carolina.  Bob has worked
with a corporate-executive couple, Sara and
David, for 15 years.  Sara and David are both
leaders in financial services and consider
themselves knowledgeable in terms of their
finances and retirement goals.  Meetings to
review the couple's plan have historically gone
very smoothly. 
 
Bob recognized early on that David had a
strong attention to detail and appeared most
dominant in the review calls.  He was the clear
decision maker.  Over the years, Bob’s
interactions with David became more
frequent.  If there was an update needed to
the plan or a detail missing, the two would
have a quick exchange and keep things
moving. 
 
In 2008, Sara called Bob and voiced her
concerns with the market downturn.  She
showed up in a frantic state and stated her
strong desire to move to cash.  Bob was able
to calm Sara and worked with David to keep
things steady.  The couple persevered and
now in 2020 things were looking very good. 
But there was a problem brewing.

Sara was uncomfortable feeling in the dark
about the household finances.  She had not
shared this with anyone, but her concern
with financial security was impacting her
sleep.  While she is a corporate-executive
with strong earning power, she still felt
scared, fearful, and like she was standing on
quicksand.  Sara did not feel financially
secure because she was in the dark with her
household finances.  It had happened
gradually and over time as David seemed
more interested in the details. 
 
She had kept quiet, but she could not any
longer.  Note, this part of the story is unusual
because as clients, especially the “quiet
ones,” tend to keep quiet and then suddenly
move their business following a major life
event (e.g., job change, divorce, death).  In
this scenario, Sara felt confident enough to
call Bob and share her fear of being
financially insecure. 
 
Bob realized that he may have read the
couple’s situation wrong.  The couple was
exceeding their plan in every way; however,
Sara was still insecure.  He reviewed his
communication history and could see he had
met with them regularly, though he also
noticed that in recent years, he started to
communicate with David more than Sara. 
Bob decided to reset the household with a
hyper-personalized, qualitative discussion.
 
He asked Sara if she would be willing to take
a short assessment called Financial Virtues. 
Bob explained that this would help to open
the dialogue between Sara and David, and it
would help Bob to better meet her needs. 
Sara agreed and excitedly asked David to
take the assessment, too.
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Bob learned that David is a strong Orange Bull
with tendencies for details and action.  David
has an overconfidence bias as well as a bias
for mental bucketing, and when he is under
stress, he may start to lean into the details
more, feeling a strong need to take more
direct control over his finances. 
 
Sara, on the other hand, is a holistic thinker. 
She is a Yellow Bull who needs the big picture
view.  She needs her agenda to be recognized,
and when her needs are not met or when she
is under stress, she may show up impulsively
(e.g., Bob recalled when Sara wanted to move
to cash in 2008). 
 
Equipped with this new information, Bob
scheduled a call with the couple.  He opened
the call by asking what they thought of the
assessment.  The couple talked for a while
around how their tendencies show up
especially as it relates to their finances.  Sara
was the most open and communicative she
had ever been in one of their discussions. 
She was not the quiet one in this meeting at
all, as the Financial Virtues report opened the
dialogue for the couple and Bob. 
 
Bob quickly asked for Sara’s agenda per one
of the “tips” in her profile report.  She had it. 
Yellow Bulls typically have an agenda at the
top of their minds.  The meeting flowed and
the conversation was very open and honest. 
Sara shared where they have other accounts
currently and how much it troubles her for the
household’s finances to be distributed across
multiple firms.  David shared his quantitative
approach and why he has historically done it
this way. Bob had no idea 

the couple had more accounts.  After all, they
had been working together for 15 years!  He
thought he knew the situation, but it appears
there was a lot to learn and a lot more he
could do to help them.
 
Together the couple came up with a plan,
and they began to consolidate assets with
Bob. Sara called Bob a few weeks after the
meeting to thank him again for his help.  She
said, “This discussion calmed my fears
around our financial situation. I can finally
see the big picture and feel safe and
financially secure.  This was the BEST
discussion!  Thank you for including my
agenda and for your support.”
 
Financial Virtues works for prospecting and
existing client relationships.  There is often
room to go deeper in client conversations,
and the results can be powerful.  Financial
Virtues helps open the discussion and
provides Financial Advisors with the tools
needed to retain more clients, engage the
“quiet one,” and grow the practice.
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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.


