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In December we sent out an email titled “No Haircut Financial Planning’.  We know you are inundated 
with a lot during year end so wanted to resend the information through this week’s Thursday Tip with 
some additions.   
 
You may remember that shortly after we sent the original email out Securities America sent out 
notification of a Webinar on the resources available for Financial Planning.  If you missed the Financial 
Planning at Securities America/Advisor Group webinar you can watch the replay under the Growing 
Business menu>Business Partner Webinar Series.   
 
One of the recurring themes at all of the 2022 SAI conferences was the difference in growth numbers for 
offices that provided financial planning over offices that didn’t.  We strongly believe in the value of 
financial planning and are willing to validate that belief by encouraging everyone who is advisory 
licensed to include adding or increasing financial planning activity to your 2023 resolutions, with a 
financial incentive.  We have dubbed this program “No Haircut Financial Planning”. 
 
The keys to this program are: 

You must use approved Financial Planning software to generate the plan for your client.  (Check with 
our office to review software). 

Eligibility applies to financial plans provided to the client between January 1, 2023 and March 31, 
2023.  It does not apply for clients who have paid a portion of the fee in advance with balance due upon 
receipt, if the deliverables will not be received by March 31. 

If client pays a fee for plan within that time period, Mike will submit an adjustment request to 
transfer difference between gross fee and net FP fee from his personal commissions to the rep.  Yes, he 
is crediting you both his override and Securities America’s override.   

For clients that received a financial plan with a waived fee Mike will request a $50 
adjustment.  Please note, if you have installment billing the requested adjustment will be for the 
difference between total gross charge and net, provided deliverables are received by March 31.   
 
Remember, Financial Planning isn’t about determining how to invest a current check in hand.  It’s about 
looking at the client’s current and future goals, their cash flow and anticipated changes based on various 



life events and developing a trackable roadmap to help them navigate their financial paths.  That 
broader perspective of your clients can also provide an opportunity to be sure your client has a clearer 
picture of all your skillsets.  Do your clients know you have an OBA for taxes, mortgages, etc.?  In asking 
them detailed questions, not just about their finances, but also about their travel goals or philanthropic 
aspirations, you may discover that you have the ability to help them in other arenas.  Referrals will only 
come in part because of what you know, the balance will be based on who knows what you know. 
 
Whether you have questions about financial planning software options, or first steps to integrating 
financial planning into your practice, give us a call. 


