
The Value of Coaching To Your Business 

The world of financial planning is changing rapidly. New regulations, technologies, company culture, and 

customer expectations have drastically altered our usual playing field, leaving financial planners wondering exactly what 

role they are meant to take on. It is our strong belief that coaching is essential to the future of our practice and urge any 

financial planner to become certified as a financial coach to ensure the survival of their business. Financial planners 

provide a powerful knowledge of cash flow, budgeting, savings, investments, insurance and estate planning. Yet financial 

planners sometimes find the use of emotional intelligence uncomfortable. This is despite the obvious fact that our 

emotional intelligence will be the most valuable asset in the years to come.  

 Robo advisors and other fintech are slowly infiltrating the financial industry. While undeniably 

beneficial for the general public (who now have the ability to browse detailed and comprehensive reports and 

comparisons on asset allocation and investment opportunities, the access to personal monitoring and constant contact 

through phone or internet providing a feasible financial plan for millions of people who would not have otherwise 

afforded or been advertised to for such services), Mike, Joe, and Bob are disappearing and being replaced by Sigfig, 

Vanguard and Sofi. In 2016 Betterment became the first robo advisor to surpass five billion assets under management. 

It’s no wonder why this sort of business attracts so many customers with reliable, consistent computations combined 

with side by side comparisons on minimum deposits, asset allocations, account type, support and custody of funds. The 

regulatory industry loves them too. Robo advisor activity is much more transparent and leaves less room for human 

error. 

However there are still some things that robo advisors lack. Human connection and emotional intelligence are 

not something that you can get from fintech. That, at least still rest in the hands of individuals. As people we are capable 

of not only advising our client but guiding them. We are not just experts in growing money but also in understanding 

where, when and why to apply it in our client’s lives in order to facilitate their personal goals with insights; the insights 

only available through human connection and rapport.  

Still Robo advisors pose a real problem for financial planners. In addition to the ease of use and accessibility, 

the lack of which has previously barred the masses from utilizing financial services, it also addresses the general mistrust 

financial planners’ face in the public’s opinion of their profession as a whole. Long before Bernie Madoff, reps have had 

an unfortunate reputation as sharks and ticket takers. Abusers of fee based services have painted financial planners in a 

poor light and children born in 2000 have been alive during an overwhelming onslaught of financial crisis. The dot com 

bubble, the 2000s energy crisis, the subprime mortgage crisis, the U.S. housing bubble and subsequent market 

correction, and the automotive industry crisis, have all taken place within the last twenty years. These children were nine 

years old when the European sovereign debt crisis made headlines. They have lived during the war in Afghanistan, the 

Iraq war, and seen their county involved in Yemen, Pakistan, Somalia, and Syria among other terrible conflicts many of 

which are still ongoing. They are witnessing domestic and worldwide political upheaval that does not bode well for the 

promise of economic stability in the near future. Well versed in human fallacy and raised on the comfort and 

convenience provided by the age of ever booming technological advancement why would they ever choose man over 

machine?  

Fortunately the next generation was born with an advantage that financial planners can help focus and grow. 

They, more than any generation before them, have the foundational education for the power of coaching. With the 

technologies they have grown up on constantly encouraging interactive learning, and having teachers working alongside 

parents to get increasingly hands on in early education, young adults have been raised on coaching fundamentals. Goal 

setting, active listening skills, strong communication, a working understanding of their fears and beliefs, and the 

knowledge and acceptance of their existence in others, these things are natural to them. They come to us needing only 



the human connection and reflection provided by an impartial guide and the financial and emotional literacy to 

effectively chart a realistic and proficient course of action.  

While we will have to do a little ground work with some of our older clients and staff the next generation of 

potential clients and employees are ready and expect a coaching environment in their services and workplace. Sadly, for 

the financial planning rep who does not relish changing their business, the next generation holds all the cards. After 

Robo-advisors the biggest challenge facing your business will be impending wealth transfer. We are looking at the 

largest transfer funds since WWII. That’s about thirty trillion dollars moving from baby boomers to Millennials and 

Generation Xers. A financial planners’ ability to develop a rapport with their clients’ children and grandchildren, and the 

younger generation as a whole, is absolutely crucial at this time. 

The Sound Coaching Academy offers a succinct process for this kind of client retention through its family 

financial coaching procedures which offer tools and techniques for children as young as six and advanced processes and 

plans for students throughout college and entry into the workforce. It also strengthens the bond we share with our 

current clients and the gaps in customer retention disappear as we are able to see more clearly, exactly where our business 

is lacking. Our skill in financial planning does not vary too largely. There are qualifications that we all have to meet and 

tests of comprehension that must be passed in order to even become a financial planner. What makes or breaks a 

business is the core understanding of our client base as a whole and an intimate understanding of our individual 

customer’s wants and needs. The better we understand these things the better the customer’s experience and the better 

the businesses reputation.  

With the expected increase in profit for simple client retention and turnover, coaching offers an entirely new 

stream of income. Although it would be impossible to predict the individual outcome of any one particular coach, we 

can lay out the general prospective profit increase to your personal bottom line. Ignoring the simple fact that we must 

prepare for the future and hedge the possibility of a time where the current fiduciary type legislation will increase to 

include all account types: qualified and non-qualified. At which time we may be forced as fiduciary agents to charge our 

clients a flat fee for managing money or be able to clearly justify why we charge someone who has ten thousand dollars 

in assets under management with us one thousand dollars per year and somebody who has one million dollars in assets 

under management ten thousand dollars per year. But how can we? Are we not simply charging as much as the market 

will bear? If this is the case, coaching is a way to differentiate the services rendered to the client which is not based on 

the amount of A.U.M. they have invested. It is also an extremely practical way to reach clients that we have not been 

able to affordably service. Despite our title we have allowed ourselves to become financial investors rather than someone 

focused on the fiscal stability necessary to begin investing. This of course is not out of a lack of caring, willingness and 

desire to help, but rather to do with the feasibility of maintaining a business on clients who don’t have a substantial sum 

of cash to manage. With coaching we have an affordable service for our clients that does not threaten our ability to 

sustain those services.  

Look at your average client, the one who is currently working, most of their money is in a qualified plan. They 

could be anywhere from two to twenty years from retirement. We have already imparted the essential of sound estate 

planning, a life insurance policy, a couple of 529 plans and maybe a disability policy. They may be saving $200 to $500 

a month in a brokerage account. Ultimately we are looking to get the rollover that comes when our client switches jobs 

or when they retire. Until that happens we are continuously servicing the client for little, to no income. In addition we 

are banking on the fact that those clients won’t move towns or get married and be forced to, or choose to, change their 

financial planners. Through the coaching program you can make anywhere from $125 to $375 per hour on an 

individual client per hour and $375 to $975 per hour working with a small business. If you convert or attract only 150 

clients to the coaching program at the lowest rate you’ll gross an additional 18,750 dollars a month. That’s 225,000 

dollars a year. All while delivering a dynamic, progressive and structured experience. 

 


