
Understand why coaching 
matters
	■ �Learn how the changing nature

of the advice industry demands a 
new approach.

	■ �Discover how you can easily
incorporate coaching into your 
practice.

Follow specific steps to get 
started with coaching
	■ �This guide is designed to help

you identify coaching prospects, 
strengthen your relationship with 
them, and improve the transition from 
financial planning to implementation.

Make the most of the information 
clients share
	■ �After clients complete the

Financial Behavior Assessment 
included, you can utilize our three-
step process to create and maintain 
a more successful partnership.

Dive deep on curiosity, courage, 
and compassion
	■ �This article explains why these

bedrocks of coaching are so 
important—and how you can build 
them into your practice to differentiate 
yourself from competitors.

The Next Wave of Advice:  
Differentiating with Coaching
Clients want more than just a financial advisor who creates a plan. They want a coach who 
can help them successfully implement it. Learn how to stand out from the competition—
both human and AI—by delivering your expertise in a way that many young and wealthy 
investors prefer.1

This program provides:

Principles and practices of 
exceptional coaching.

A repeatable, step-by-step process 
designed to improve client satisfaction.

Best practices for delivering advice that 
your clients are more likely to follow.

Why embrace a coaching mentality?

Materials for financial professionals
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Next Wave of Advice

Financial Behavior  
Assessment Guide

After identifying clients who are good candidates for coaching—such as high earners 
under age 50—share the Financial Behavior Assessment and ask them to consider 
their responses to each of the questions.

The type of open-ended questions in the assessment are based on behavioral 
psychology and T. Rowe Price’s own research on millennial and Gen X investors. 
These kinds of questions were shown to be the most effective in getting investors to 
open up about how they really feel about money and how they behave with it.

■ Create a judgment-free environment to capture the most honest responses from 
your clients.

■ Emphasize that there are no right or wrong answers. The goal is to uncover 
feelings, behaviors, and motivations about money.

Effective financial coaching can help you increase 
the probability of retaining clients, increasing client 

satisfaction and referrals, building trust, and setting your 
practice apart from competitors. To achieve this, we believe 
you must go beyond quantitative data-gathering and get to 
the emotions, perceptions, and behaviors that influence your 
clients’ financial decision-making.

The Financial Behavior Assessment is a tool that you can use 
to help develop this deep understanding. After clients have 
completed the assessment, follow this three-step guide to 
create and maintain a more successful partnership.

Getting Started: Positioning the assessment 
with your clients and prospects
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The way that financial advice is being delivered to 
investors is dramatically changing. Today, they can 
access investment expertise, such as portfolio 

management, asset allocation, and even financial 
planning guidance, through tech solutions like robo 
platforms and AI—at low relative cost. As a result, clients 
working with advisors demand more of their relationships.
To continue to be effective, advisors must go beyond simple quantitative data-
gathering and cultivate deeper, more meaningful relationships. This means 
tackling head on the emotions, perceptions, and behaviors that influence clients’ 
financial decision-making to empower them to achieve more in their financial 
lives and feel happier about doing so. For many, adding a coaching practice is 
the best way to accomplish this outcome.

This guide will help you: 

■ Incorporate research-backed practices and principles of
effective coaching.

■ Identify clients and prospects who are most receptive to
your style of advice.

■ Implement a process to make more meaningful connections
across your entire book of business. 

The Next Wave of Advice

Put Coaching 
into Practice

50% of clients implement less than 20% of the
advice they receive. Almost 20% don’t 
implement any of their financial plan.3

56% of the highest earners under age 50 
want a financial coach. Connect even
better with these clients.1

1 T. Rowe Price Next Wave of Wealth Research Study, January 2020. Highest earners here is defined as the top 10% of earners under age 50.
2 �CFA Institute, “Future State of the Investment Industry,” 2023.
3 �Wealth Professional, “When formal financial plans are a poor fit,” https://www.wealthprofessional.ca/news/industry-news/when-formal-financial-

plans-are-a-poor-fit/323484.
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68% expected increase in robo/AI platforms
by 2027. Stay relevant in the face of 
competitive technology.2



Guide clients to discover  
more about their relationship 
with money
	■ �Help clients better understand

their relationship with money, 
and pursue their financial goals 
with greater clarity.

Host a coaching workshop
	■ �Use this turnkey, 30-minute
presentation—complete with 
speaker notes—to guide clients 
and prospects through their 
coaching journey with you.

Materials for investors
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Being good with money is like any other skill—anyone willing to 
commit can become better as long as they have the right guidance 

and support. 

This assessment is designed to help you maximize your potential for 
financial success by helping you see yourself and your finances in a new 
light—revealing opportunities for positive growth. As a result, we hope 
that you will feel more empowered to make decisions and initiate the kind 
of change that will lead you to a richer life.

All responses are confidential—your answers are your own and will never 
be shared without your permission.  

What’s true for you about the role money played in your childhood?

Looking Back1

Next Wave of Advice

Financial Behavior  
Assessment

TO LEARN MORE 
Contact your regional sales consultant by calling 800-564-6958 or emailing us 
at AdvisorServices@troweprice.com.
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I N V E S T  W I T H  C O N F I D E N C E . ®

You can find additional resources at troweprice.com/
practicemanagement.
This is part of T. Rowe Price’s suite of practice management 
content, which is designed to help financial professionals and 
their clients succeed.


