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Attracting + Managing

Roughly 14% of financial professional's clients are considered high net worth (HNW).1

The number of HNW individuals in the US currently stands at 7.9 million.2 
The competitiveness to attract and retain these individuals accelerates as advisors 

everywhere vie for more business. Financial Independence Group (FIG) has processes 
and tools your firm can consider using to attract and manage more HNW clients.

Focus on value first.
Clarify the value of what you do for HNW 
clients and the impact you can have on their 
personal wealth. HNW clients expect discretion, 
reliability, and responsiveness, and by 
prioritizing these values you’ll convince 
them you’re the right choice.

Optimize your referral strategy.
Breaking into the HNW circle can be a potential 
goldmine. Make sure to refine and perfect your 
referral program to earn new clients. We have a 
Model Office ready to reveal and train you on 
their proven referral process.

Understand unique needs.
The HNW niche has advanced needs like estate 
and tax planning, philanthropic planning, etc. 
You’ll want to cater your business to their 
circumstances in order to land new HNW 
clients. Partnering with FIG Advanced 
Strategies experts supports and enables 
you to craft your advanced planning services.

Use educational marketing.
HNW clients take time to make decisions, and 
educational content guiding those decisions 
can convert more prospects to clients. From 
prospecting to client nurturing to strategy, 
FIG’s Elevate program has your marketing 
needs covered.

Ensure family legacies.
HNW individuals value transferring their 
wealth to loved ones. Comprehensive, 
wealth-maximizing legacy or estate planning 
is a common HNW priority and we have videos, 
guides, and Advanced Planning Strategy 
experts at your fingertips.

Improve service quality.
You’ll need top-notch and highly personal 
service to retain HNW clients. FIG’s partnership 
with Surge™ can create new habits and improve 
efficiencies in your client service model.

Consider financial literacy tools.
Wealth can be confusing. Keep HNW clients for 
the long haul by offering tools and resources to 
improve their financial literacy.

Offer product diversity.
Expand your horizons to retain more HNW 
clients. Their assets are plentiful, so your 
offerings should be too. FIG’s Family of 
Companies provides access to essential 
products and services that HNW clients 
expect from their financial professional. 

Make valuable time matter.
HNW clients have more to manage, so you’ll 
need more frequent and in-depth appointments 
to show you care about their wealth. 

Learn to scale business.
Your day-to-day routine can change with HNW 
clients. Finding a partner like FIG that supports 
scalable growth by applying proven internal 
processes can be critical in managing HNW 
individuals.
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If you’re ready to discover how our team can help you bring 
your unique business vision to life, contact us today!
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