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The HNW Individual
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Definitions

Mass Affluent
• $200 k - $1 million in liquid investable assets

High-Net-Worth (HNW)
• $1 million - $5 million in assets

Very-High-Net-Worth (VHNW)
• $5 million - $30 million in assets

Ultra-High-Net-Worth (UHNW)
• $30 million+ in assets
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The Competition
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The Competition
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The Client Journey
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4 Ways to Market to the HNW

üHave a strong, impactful Value Proposition & Niche

üDevelop a Strong Digital Strategy

üHave a Referral strategy & utilize COIs

üBuild Trust & Credibility
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Tailor Your Value Prop – Focus 
on a Niche
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The Value of Articulating Your Value
Advisors with a Mission/Value Proposition…

Source: DFA 2014 Benchmarking Survey

Higher asset growth 
over past two years

Lower 
client 

turnover

More 
clients

40% 30% 29%
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Firms with a documented ideal client persona & client value 
proposition attracted more new clients and assets in 2019

Source: 2020 RIA Benchmarking Study from Charles Schwab

And Know Who You Want to Help
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The Power of Focus
Increases Likelihood You Will Get Results You Want to Achieve

With >$1m to Invest

Tech Executives
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HNW Niche Needs

Business Owners
• Retirement Plans
• Tax/Financial Planning
• Trust Services
• Charitable Planning

Next Gen Wealth
• Digital Access
• Tech Savvy Advisor
• Education Financing
• Impact/ESG Investing

Professionals
• Debt Management
• Liability Protection
• Private Banking
• Succession Planning

Female Investors
• Estate Planning
• Long-term Care 

Planning 
• Retirement Income
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How You Describe Yourself is How Others Will Describe You

A  mission statement /value proposition succinctly describes:
• What you do 
• Who you do it for, and

• The value you provide

Tell me more

Earn the next conversation
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Principles for Great Mission Statements

• A great mission statement. . . 
• Has to reflect 

• who you are 
• what you do 
• who you serve
• outcomes you provide

• Is short and succinct 
• Uses everyday language
• Transparent (no secret sauce)
• Earns next conversation
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Principles for Great Mission Statements



For Advisor Use Only. Not for Public Distribution.

Value Props



For Advisor Use Only. Not for Public Distribution.

Value Props



Symmetry Value Prop Resources
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Get Referrals



Referrals are Top Strategic Initiatives

Source: Schwab Benchmarking Study 2020
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Key Referral Facts

• 7 0 %  of loyal  mi l l ionaires  likely to refer pr imary  advisor, yet only  10.7% 
of  adv isors  a s k  for referrals

• Pe o ple  4 0 0 %  m o r e  l ikely to b e c o m e  cl ients w h e n  referred by  friend

• 9 2 %  of c o n s u m e r s  trust re co m m e n d at i o n s  f rom people  they k n o w

• Referrals inf luence u p  to 5 0 %  of A L L  p u r c h a s i n g  d e c i s i o n s  a n d  
ge ne rate  m o r e  t h a n  2x  t h e  sa le s  of pa id  advert is ing

• Referred custo m e rs  are 25% m o r e  loyal, a n d  m o re  profitable

• L i fet ime value of referred cl ient 16% h i g h e r  t ha n  no n-referred cl ients

Source: www.theadvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.html
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http://www.theadvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.html


How Affluent Search for Financial Advisors

Source: Oeschli .com study of Investors with a minimum of $500K, 2019
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Creating a Referral System
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Step 1. Start with Your Best Clients
Get them Engaged

Source: 2020 RIA Benchmarking Study from Charles Schwab
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2. Have This Referral Conversation

• Make a list of 10 clients you'd like to replicate (and who value 
your work together)

• Call each of these clients and say…

Source: Carl Richards

“We're considering some changes in how we go about marketing [or business 
development] at our firm, and I could use your help. Could we meet for 15 minutes, 
so I could ask you some questions?”
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2. Have This Referral Conversation

• When you meet…say:

“I've really enjoyed working with you, and I would love more 
clients just like you. If you were me, how would you go about 
that?” 

….And then be quiet

(Cont.)

Source: Carl Richards



For Advisor Use Only. Not for Public Distribution.

3. Educate Clients on All You Do
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4. Educate Clients on How to Refer 

• Good Referral: “My financial advisor specializes in working with 
business owners and entrepreneurs, and I know you’re thinking 
of selling your business. You should give my advisor a call.“

• Not a Referral: "You should call my financial advisor, she's great.“

• Good Referral: “My financial advisor has helped us put in place 
a plan so we can retire at 62. You should give her a call.

• Not a Referral: "You should call my financial advisor, she’s amazing.”
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5. Remove the Risk

People are sometimes hesitant to provide referrals because they’re 
putting their reputation on the line and don’t want to look bad

• Let clients know that referrals get extra service and attention from 
you and that you won’t pester the referral with calls/emails 

• Give Clients the Right to Say "No"

• Keep the client posted on the status of the referral

• Don’t forget a “Thank You” note
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6. Ensure Referrals Can Validate You Online
Your Digital Ecosystem Should Supports Referrals

CRM

Your 
Brand

Your 
Articles/ 

Press 
Release

Search 
Engines

Online
Ads

Campaigns

Online  
Brochures

Email/
Business

Cards

Social
Media

Client
Portal
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7. Build Business/Social Relationships
Affluent Investors Who…

Source: Oeschli 2016 Affluent Investor Survey
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8. Give Referrals

• Establishes you as trusted resource
• Activates “Reciprocity Principle”

• Refer clients to COIs
• Provide referrals to clients as appropriate—especially those who 

are lawyers, doctors, business owners, managers, etc.
• Provide other useful referrals for client (architects, plumbers, etc.)



Symmetry Referral Resources
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Develop a Digital Strategy
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Your Digital Ecosystem

CRM

Your 
Brand

Your 
Articles/ 

Press 
Release

Search 
Engines

Online
Ads

Campaigns

Online  
Brochures

Email/
Business

Cards

Social
Media

Client
Portal
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Your Digital Ecosystem

Source: Business Wire
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How Affluent Search for Financial Advisors

Source: Oeschli .com study of Investors with a minimum of $500K, 2019
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Your Website
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Be Yourself
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Be Personal
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Optimize for Mobile
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Create an Offer- Educate
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Use Digital Ads
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Use Digital Ads



For Advisor Use Only. Not for Public Distribution.

HNW on Social
How the HNW are using Social Media

Source: Putnam Social Advisor Survey, 2019
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Client Impact
How Social Media Has Changed Client Relationships

Source: Putnam Social Advisor Survey, 2019



For Advisor Use Only. Not for Public Distribution.

Social Media’s Growing Impact  

• 50% of investors say social media impacts whom they hire as 
a financial professional 
• 20% of investors said that an Advisor’s social media was  the 

sole deciding factor in their decision-making process

Source: www.fa-mag.com/news/more-investors-are-vetting-their-financial-advisors-on-social-media-62762.html
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Social Media Habits of Successful Advisors
• Have a presence. You have to be online to expect success

• Post frequently. On average, the successful Advisor is active on their 
social networks 21 days out of every month

• Diversify. Top-performing Advisors use four or more social networks

• Blend the personal and professional. Reconnect with old friends and 
colleagues; post content about work as well as personal interests 

• Nurture. Social media can be a long-term, ongoing effort 

Source: 2014 Putnam Investments Social Advisor Survey
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SEO
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SEO
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Keyword Research

Financial Planner for Executives

Wealth Manager

Tax Planning Advisor

Family Wealth Advisor

Financial Advisor
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Link Building
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BUILDING TRUST & 
CREDIBILITY
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Trust Could Be a Lot Better

Source: Earning Investors’ Trust How the Desire for Information, Innovation, and Influence Is Shaping Client Relationships, CFA Institute, 2020
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Be a Thought Leader

Source: semrush.com

What content can you create that showcases you as w thought leader? 
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Be Transparent
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Be Consistent Everywhere

BRANDING

Mission Values Vision

“The quickest way to earn customer trust is through consistency.”
 — Bryan Carter, thinkwebstore.com



financial advisorfinancial advisor
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Putting it All Together
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Let’s Wrap it all up!

• Build Trust & Credibility
• Have a strong, impactful Value Proposition
• Have a Referral strategy and utilize COIs

• Ensure your digital ecosystem is working for you 24/7

When targeting the HNW, if you can: 
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Luxury…
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“Scrappy,” the Symmetry bull is a symbol of our firm’s belief in the long-term power of markets.

Thank You
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