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The way things were...
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.. 1sn't the way things will be.
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Capitalism’s “essential fact”

= Capitalism |
Soaa[ ism

| Democr’agy

JoserH A SCHUMPETER _‘ 

Can capitalism survive ?Ery o

month of war increases the timeliness and importance of this
. question. This book’s vivid analysis f the relatioy between i

democracy and capitalism, its discussion of whe! her socialism 9
) an work, make it indispensable for everyone c: ned with 1,

America’s future.
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Crealive Destuclion”

“The process of industrial mutation
that incessantly revolutionizes the
economic structure from within,
incessantly destroying the old one,
incessantly creating a new one."
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Things change
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7L is nol Uie strongest of Ve specics Uiall
swrvies, nor Uie most ilelligent Uil suwrvives. /¢
(s Uie one Dall &s most adaplable b change. ”

- Charles Darwin, The Origin of Species (1859)
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Whal are you doing lo adapl?

How are olicrs adapling?
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Questions “you” are asking

1)  How do we attract, train, and motivate the right people over the course of their careers?
2) How can | continue to build a career that's meaningful, well-compensated, and fun?

3) How do we deliver and scale impactful, “referral worthy” client experiences?

4) How do we distinguish our firm from the many competitors offering me-too services?

5) How do we build a culture that goes beyond well-worn aphorisms and has real impact?
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Our industry’s evolution

@ e & F
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CUSTOMER CLIENT HUMAN
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Advisors do many things

ADVOCATE
RESEARCHER
PLANNER MESSENGER
THERAPIST STRATEGIST ORGANIZER
MEDIATOR
CONNECTOR
TEACHER COACH ECONOMIST
RISK MANAGER CONF'DANT
BROKER  SeHEDULER HAND-HOLDER
ACCOUNTANT
COMMUNICATOR GHOSTWRITER PERMISSION-GIVER
MARKETER
BOOKKEEPER
INVESTOR

ANALYST TRUTH-TELLER NETWORKER

NUMBER-CRUNCHER
ALLOCATOR SKEPTIC G UIDE

FORECASTER ~ CoNNEcToR

ADMINISTRATOR
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Advisors do two things

Manage money
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Manage humans



But one gets more attention than the other

Manage money

The wealth management industry takes very
seriously decades of research on capital
markets, security selection, portfolio building
and risk management.
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Manage humans

The advice business is about people, but there is a
big gap between what we know about psychology,
decision-making, and happiness and how those
insights are practically applied.
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INn delivering human-centric advice, advisors and teams
play dual roles in helping people along life's journey:

S

Mechanic Guide

LN
X

One focuses on the technical aspects of money.
The other focuses on the human experience of money.
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Advisor-client communication gaps are wide

49% Q
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A Q 90%
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“Planner’s financial recommendations are based on client’s
personal goals, needs, and priorities.”
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Advisor-client communication gaps are wide

“Planner is open to discussing what client values most in life.”
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Advisor-client communication gaps are wide

“Planner contacts clients on a regular basis to see
what changes in life may affect the financial plan.”
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Advisor-client communication gaps are wide

“Planner explains pros and cons of investments
recommended to the client.”
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The percentage of ginancial advice clicnls who say
Viey pecl unsalispicd in lerms of
éawzg someone 1o lalk b aboul money. "

64%



Okay, so how lo work wih Tumars"?
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The behavioral science revolution is almost everywhere

Tl;/mKING,

FASTwmSLOW
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RICHARD H. THALER
~CASS R. SUNSTEIN

Improving Decisions About

Health, Wealth, and Happiness
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The invention of applied behavioral science over the
past half-century has transformed the worlds of

business, sports, and money:

Fortune 500 companies have behavioral science divisions
Major sports franchises use decision analytics
The public embraces “Moneyball” and “nudge” thinking
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INn the global wealth industry, behavioral finance has been a dead end.
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COGNITIVE BIAS CODEX

We store memories differently based We notice tt
on how they were experienced memory or
@

funny, visually-st

We reduce events and lists

Too Much
: ‘;‘ anthropomorphict K v t . |nformati0n

han non-bizarre/unfu

to their key elements @ : 5

What Should We
Remember?

We discard specifics

to form generalities @ hanged

We edit and reinforce

some memories after the fact @

anc

To get things done, we tend

omplete thing

avor the

o stay focus

mmediat

> thing

in front of us P g 3

We Need ‘

@® We imagine things and people
To Act Fast 2 6% % t vy familiar with or fond of a

To act, we must be confident

an impact and #7 %es 1 Not Enough

we can m

feel wk e do is important @ 1 t
B ities and numb .
z to make them easier to think about Meanlng
Visual & Algorithmic Design:  John Manoogian Il ®
@
Buster Benson We project our current mindset and

. _ . Concept & Categorization:
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List of 188 Cogpnitive Biases:

Wikipedia

and futur

designhacks.co
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Behavioral ginance was ...

0%

... 0f Uie CF P curricubum
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/s now ...
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Out of the cul-de-sac: From toolbox to gravity y’

A

Goal

Retiremel. 2 Tradking
Planning

Py ge
Manage. - : sVices
Managing [ nvesting
Risks

. Client
Managing - Events )
Liquidity Bechavioral

Market | Finance

Insights
‘egacy
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"Fow do we use
behavioral, /z/za/zcs wik
owr clicnts 2"
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Like gravity in the physical world, human behavior is

omnipresent in the social world. There is no “off” switch.

Behavior is everywhere and always.

So the better question is:

How do we accommodate human behavior at every
stage of the financial planning process?
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This is how we improve the human experience of money...

Abstract - Integrated
“Irrational” - *“Normal”
Weakness - Strength

Analytic - Empathetic
Piecemeal - Holistic

Investments - “Money Life"

Numbers - Stories

When we embrace Vial we are quides in addilion lo mecharics, we wilpck
otportundics gor growth and barsgormalion.
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Abstract — Integrated

Let's finally answer the question:
What are the practical/applications of behavioral insights?
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“Irrational” = “Normal”

Let's stop pathologizing understandable human behavior.
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“People aren't dumb. The world is hard.”

— Richard Thaler, economist & Nobel Prize winner
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Weakness — Strength

“The behavioral sciences can articulate a vision of the good life
that is empirically sound, understandable and attractive.”

— Martin Seligman (2000)
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Analytic = Empathic

Empathy is a superpower of the modern advisor.
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Piecemeal — Holistic

Let's start with a top-down view of wellbeing rather than
assembling the messy pieces of (money) life from the bottom-up.
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Holistic wellbeing
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Physical

Emotional

Spiritual

Financial
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Earning
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Saving

Investments — “Money Life”

DOOE

Spending Borrowing Investing Protecting Giving




Numbers — Stories

*“No one ever made a decision because of a hnumber. They need a story.”

— Daniel Kahneman (in Michael Lewis' The Undoing Project)
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More is a number. Enough is a story.



Going “beyond bias” to deliver human-first advice
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Abstract
“Irrational”
Weakness

Analytic
Piecemeal

Investments

Numbers
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Going “beyond bias” to deliver human-first advice

Real-Wortd Disciplines — Praclical Skitls
Growth (vs. fixed) mindset

Cognitive and social psychology

Positive psychology

Emotional intelligence

Multi-disciplinary...

Decision theory + habits

Narrative planning
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Behavioral finance is not a gimmick, trick, or hack.
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Searching for the good life...
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“Look for the helpers”

L @3 A

Doctors Counselors Clergy ?

In other wellbeing domains, we have /nstitutionalized and socially legitimate help.
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In delivering human-centric advice, advisors and teams
play dual roles in helping people along life's journey:

RS Qe
N I
Mechanic Guide

One focuses on the technical aspects of money.
The other focuses on the human experience of money.
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Guide

“‘Guidance” is a multi-faceted skillset
inspired by behavioral finance, positive
psychology, emotional intelligence, and
other evidence-based disciplines.

Plus...

o



ation,
d

7”?

-®

r wis

om

g

o

arvin

on

E.0. Wils

'
'
¥ e .
-. ’ .
.
5
. i 4
DR
. % v
5 s
' . .
i ¥ (_
. 1 ‘ ' !
. ;
v
. .b..
4 .
. 4 ’ S
S
AP ! BT Y
corsier 3 S A0
" . . ) A
. 3 e O
A
. - L o
vl 3
AL "

; '
i gl .
'
"
.
. '
'
$ine R
i .
} : O
.
0 &0 ;
i o !
1 48 s
(R 2 . ‘.
Ul . %
oy .
o S A [
(d . 4 i
‘ T EER: 3 S . .
. (3¢ . U 08 . .
. ! 2
. . 3 X
. . . . . 2 g
; ) . ‘
. % A y ¢
z Ve
& . . 4 .
. . oL Y
K seae .
g . ;
o . ) .
g ¥ { A0 .
% TR > % g
% ¥ . A
.




What is one piece of wisdom you want to share with clients?

e
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BUILDING

THE BEHAVIORAL ADVISOR

A Shaping Weaith Experience

Shaping Wealth is your first resource
for human-first financial guidance

Hello, Sarah

Compass Pro Exclusives

Vour top-tier

3 THE DRO® g

Rethinking Thanksgiving
Gratitude—it can sometimes feel e tired
cliche Attimes, gratiu fered 353

Qi o for et grawin

/- exormmo weairn 8

- amouey

Walking The Line: Distinguishing
financial therapy from advice

CE Thour

4 sHasinG meALTH

@ orrice ouws. 0

F

Office Hours: December 2024

Vouweren trained to be 3 therapist and no

L ser soumr B

FOUNDATIONS
OF BEHAVIORAL ADVICE

Zero to One:,
Advisor Wellbeing

EQ for Advisors

NAVIGATOR
SERIES




COMPASS

BY SHAPING WEALTH

Register for free to
access hundreds
of pieces of
original behavioral
content and ...
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compass.shapingwealth.com
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COME JOIN US AT THE

2025 BeFi Summit

Investor Psychology in Pivotal Times

% EARN UP TO 3 CFP CE CREDITS

REGISTER NOW

MARY BETH
TIM MAURER ANNAN'IIE-KONTE STORIOHANN RANIE VERBY
CFP®, RLP CFP® Founder & CEO  CFP® Founder & CFP® , CPA, Author,

The Advisors’ Dode: Wealth Acivicore CEO girlmeetsmoney.com,

Advisor Allora Wealth Director of Practice
Management,
Plancorp

JASON ZWEIG
Columnist

The Wall Street . =3/ : “
Journal | . v ~\ gl
‘,.;‘;:_" .’
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shapingwealth.com/lydia
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LYDIA IS LIVE!

Partner with Lydia right now if you're a financial advisor
engaging in conversations with:

A married couple fighting about money

A recent widow who is overwhelmed with grief
A business owner struggling to sell

A retiree struggling with lost identity

The adult children of your wealthiest clients

A junior advisor on your team needing higher EQ

Lydia helps you master the moments that matter most.

LYDIA MAKES ADVISORS MORE HUMAN.

© Shaping Wealth

CONPASS

Hello, Neil

Hil I'm Lydia — your thinking padiner, collaboratos, and coach. Atk me questions, role play a tough
chiont sconarno, soach across 10005 of pleces of behaviord contant, and tap into tho wisdom of the
Shaping Wealth team. Whether you're soiing o pain poins or degaming big, I'm here to holp.

Q Here are 30ome Ouith ideas 5 you slated
ITOATVE YOUr CONMVEriation il By practicing a dAoul clent meeting
Thase markets 309 chopeyt Mow ¢an | help rmy nervous clents?

Give me 3 0pen-0nded QUettions 10 LBe I a SLCovery meeting.

Wiew mocn v

Foby Ly Can you Nelp i DA Svy JUnGe 30viacrs 1aster?




Thark you!

shapingwealth.com

bp@shapingwealth.com

Our free behavioral insights platform: compass.shapingwealth.com
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