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Whether your firm is making a transition to offer holistic wealth 
planning1 or establishing a planning-led firm from the start, it 
takes time and effort to gain traction and see results. There are 
multiple steps to establishing and growing a holistic wealth 
planning practice, including implementation of software, 
adoption of training, and embracing best practice workflows. 
These steps require both action and commitment.

As a firm progresses beyond the initial steps it strives to sustain 
its efforts and, over time, see improvement. The ultimate 
objective is to achieve the scale, efficiency, and penetration to 
deliver results to investors, advisors, and the firm. The goal is 
not just process improvement, but optimization.

Through research and interviews with hundreds of advisors, 
Fidelity has identified a path of advancement for a firm’s holistic 
wealth planning practice. This development path is represented 
in The Holistic Wealth Planning Maturity Model.
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The Holistic Wealth Planning Maturity 
Model has three phases of maturity, 
each distinguished by the level of action 
taken and the results seen by the firm. 
Firms can recognize themselves—and 
their competitors—in the different 
stages of the model.   
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Firms just starting 
or early on their 
adoption path,  
who are new to  

the systems, training, 
and strategies.

Firms that have 
taken steps to 
advance their 

practice, but not yet 
adopted practices  
to achieve scale  
and efficiency.

Firms lead with 
holistic wealth 
planning: They 
have formalized 

and optimized the 
systems, people, 
and processes to 

support this mission.
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Advanced Planner firms—those furthest along the maturity curve—
are optimizing their planning practice.

Advance Planner firms  
spend 1.5x the amount  

of time on each plan.

Spending more time to develop a plan  
moves it from being a transaction to an 

opportunity for deeper and broader 
 knowledge of clients’ lives.

Advance Planner firms deliver  
almost 3 times the number  

of plans per planner.

Greater productions of plans allows  
for gains in efficiency and expertise, and  

delivery of plans to more clients.

Almost 100% have established 
best practices and a support 

model. 9 in 10 utilize a central 
planning team.

Structures allow for more time  
and energy to focus on the client 

experience, not processes.

Advanced Planner 
firms have turned their 
commitment and efforts 
into results: greater 
productivity, deeper 
client engagement 
and expertise, and 
bandwidth to focus  
on what’s important.
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To help firms advance their practice, 
Fidelity research uncovered four areas 
of activity taken by Advance Planner 
firms: culture, technology, training, and 
marketing. By reviewing your firm’s actions 
across these categories you can identify 
opportunities to advance and optimize 
your holistic wealth planning practice.
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The Holistic Wealth Planning Maturity Model: Culture

Once you have identified holistic wealth planning 
as a central theme of your firm strategy, you need 
employees to buy in, support, and implement the 
strategy. Management also needs to be clear on 
direction and expectation in all communications.

Advanced Planner firms have not only committed 
to planning, but they have prioritized it and taken 
action to ensure that their strategic decision is 
known and understood throughout the organization.

Early 
Planners

Evolving 
Planners

Advanced 
Planners

Our firm prioritizes 
planning over product.

We believe financial 
planning is worth the 
time/resources required 
because it is profitable.

Our firm offers some 
form of incentives to 
advisors for planning.
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The Holistic Wealth Planning Maturity Model: Training

Training is both a challenge and an opportunity for 
advancing planning:
• Over 40% of advisors who started in investment 

management shared that obtaining the 
necessary training was a barrier to transitioning 
to planning.

• While nearly 1 in 5 advisors had their CFP 
before joining their current firm, 62% of all 
advisors are looking for additional training  
from their firm. 

Advanced Planners truly invest in their employees 
to accelerate planning knowledge and expertise. 
They are at least twice as likely to support 
training beyond the CFP, including continuing 
education courses, life coach training, and other 
designations.

Early 
Planners

Evolving 
Planners

Advanced 
Planners

We have a training 
program to support 
financial planning.

We reimburse for  
the Certified Financial 
Planner® program  
for advisors.

We have identified 
planning champions 
within the firm that can 
coach other advisors. DEVELOPING COMMITTED
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The Holistic Wealth Planning Maturity Model: Technology

Given the complexity of holistic wealth planning, 
the identification and implementation of planning 
software can be one of the first steps a firm 
takes in the establishment of their planning 
practice. But optimizing the technology can be 
challenging; while 3 in 4 advisors feel that they 
have the required technology tools to deliver 
planning successfully, only half feel that they have 
optimized their usage of their planning software.

Advanced Planner firms have taken steps to 
mitigate the challenges faced with complex 
technology solutions.

Early 
Planners

Evolving 
Planners

Advanced 
Planners

Our firm has planning 
software in place to 
support their planning 
model.

Our advisors feel they have 
the technology tools they 
need to deliver financial 
planning successfully to 
their clients.

Our firm has enabled 
strong integration between 
planning software and 
other systems. ADOPTING EMBRACING

39% 86% 97%

53% 84% 87%

15% 54% 92%
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The Holistic Wealth Planning Maturity Model: Marketing

Marketing your holistic wealth planning capabilities 
is critical to establishing your firm’s reputation with 
clients and prospects. In fact, survey respondents 
indicated that promoting their planning services 
was the number one way they believe they can 
grow their planning business.

It’s no wonder that Advanced Planner firms lead 
with planning, including basic planning in the 
proposals delivered, communicating the benefits  
of planning, and encouraging clients to have a plan.

Early 
Planners

Evolving 
Planners

Advanced 
Planners

We have developed 
a pricing model to 
accommodate financial 
planning.

Our firm promotes  
our planning capabilities  
to clients.

We do basic planning 
as part of our proposal  
to prospects.

REACTIVE PROACTIVE

7% 53% 89%

12% 72% 92%

60% 71% 76%
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The Holistic Wealth Planning Maturity Model can be 
used to help firms assess their current capabilities, 
efforts, and activities to understand what they can do 
to improve. By taking action across the four pillars—
culture, technology, training, and marketing—firms 
that identify as Early Planners or Evolving Planners can 
accelerate their progress toward optimized results.

Consider the checklist of activities on the following 
pages to advance your planning practice.
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The Holistic Wealth Planning Maturity Model: Actions to Advance Your Practice
Checklist of Actions:

Culture
While almost 100% of advisors agreed planning was beneficial to clients, not 
all advisors believe in the benefits that planning can bring to the firm. Deliver 
consistent communication across all levels of the organization on the benefits 
of holistic wealth planning.

Identify, track, and measure KPIs for the activity and adoption of financial 
planning at the advisor level. Report these metrics regularly across the 
organization to demonstrate commitment.

Talent
Provide access to a variety of ongoing training programs to meet the varying 
needs of planners. Offer reimbursement for professional development programs 
to advance the capabilities and career aspirations of the team.

Identify planning champions that can coach other advisors. Adopt a “planning 
buddy” program to partner more experienced and less experienced planners to 
provide development opportunities and accelerated training.

Review your compensation plan for opportunities to reward performance, 
number of meetings, or highest penetration of clients.

Consider a centralized planning team to accelerate efficiency and expertise. 
Alternatively, consider segmenting your planners by capability set and specialty, 
in lieu of a broad team of generalists.
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The Holistic Wealth Planning Maturity Model: Actions to Advance Your Practice
Checklist of Actions:

Technology
Identify and implement the software modules and tools that support your 
service model. Engage advisors in the selection and implementation of the 
tools to drive adoption and satisfaction. Be prepared to expand your solution 
set to meet client needs.

Fully integrate planning software with other technology solutions, including 
CRM, document management, performance reporting, and billing.

Leverage planning software to collect prospect data and show sample 
deliverables with all proposals. Consider demos to demonstrate the  
client experience.

Marketing and Communications
Remember the importance of promoting planning capabilities to all clients and 
prospects. Consider a segmentation approach to identify clients who may be 
most open to planning.

Ensure your marketing collateral, website, and social media are updated with a 
firm story that incorporates financial planning.

Review your pricing model to ensure it accommodates planning. Provide options 
for new clients to meet various levels of complexity.

Ensure your content and communications, such as emails and newsletters, 
incorporate planning-related topics.



1 “Holistic Wealth Planning” is a concept developed by Fidelity to explain a relational approach to financial planning. Holistic wealth planning has three key principles: it is continuous, personal, and includes comprehensive services. For more information on the principles of 
Holistic Wealth Planning, contact your Fidelity representative for other materials.

Unless otherwise noted, all data referenced is from The 2020 Fidelity Financial Advisor Community—Financial Planning Study. The study was an online blind survey (Fidelity not identified) and was fielded from December 19, 2019, through January 2, 2020. Participants 
included 393 advisors who manage or advise upon client assets either individually or as a team, and work primarily with individual investors. Advisor firm types included a mix of banks, independent broker-dealers, insurance companies, regional broker-dealers, RIAs, and 
national brokerage firms (commonly referred to as wirehouses), with findings weighted to reflect industry composition. The study was conducted by an independent firm not affiliated with Fidelity Investments.

For investment professional use.
Information provided in this document is for informational and educational purposes only. To the extent any investment information in this material is deemed to be a recommendation, it is not meant to be impartial investment advice or advice in a fiduciary capacity and is not 
intended to be used as a primary basis for you or your client’s investment decisions. Fidelity and its representatives may have a conflict of interest in the products or services mentioned in this material because they have a financial interest in them, and receive compensation, 
directly or indirectly, in connection with the management, distribution and/or servicing of these products or services, including Fidelity funds, certain third-party funds and products, and certain investment services.
Information presented herein is for discussion and illustrative purposes only and is not a recommendation or an offer or solicitation to buy or sell any securities. Views expressed are as of July 2020, based on the information available at that time, and may change based on 
market and other conditions. Unless otherwise noted, the opinions provided are those of the author and not necessarily those of Fidelity Investments or its affiliates. Fidelity does not assume any duty to update any of the information.

Third-party trademarks and service marks are the property of their respective owners. All other trademarks and service marks are the property of FMR LLC or its affiliated companies.

Fidelity InstitutionalSM provides investment products through Fidelity Distributors Company LLC; clearing, custody, or other brokerage services through National Financial Services LLC or Fidelity Brokerage Services LLC (Members NYSE, SIPC); and institutional advisory 
services through Fidelity Institutional Wealth Adviser LLC.

©2020 FMR LLC. All rights reserved.
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For more information, contact your Fidelity representative.


