Know Your Client Base:
A Behavioral
Intelligence Map for
Financial Advisors

This white paper explores the behavioral science and
research behind Unitifi's tools, which help financial
professionals better understand clients’.

www.unitifi.com
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Advisors who have worked through this guide leave with a sharper, more precise
picture of exactly who they are best built to serve. The seven-question framework
—modeled on proven audience-mapping methods—clarifies your ideal client
profile, uncovers what truly motivates their decisions, reveals how they prefer to
receive guidance, and maps the behavioral patterns most likely to surface when
markets put their plan under pressure. The result is a practice built around the
right clients, served in the right way.

\What You'll Learn

This guide walks you through seven audience-mapping questions that help you:

« Define your ideal client profile — go beyond demographics to understand
financial personality and decision-making style

» Clarify why clients choose you — identify the goals, life events, and
expectations that bring your best clients to your door

* Map the fears and triggers that drive behavior — understand what your
ideal client is really protecting and where emotional decisions surface

* Apply behavioral intelligence where it matters most — turn client
understanding into advice that lands, plans that hold, and conversations that
build trust

* Define the outcomes you're guiding clients toward — name the behaviors
that support long-term financial success and a referral-generating practice

e Match your communication style to each client — know how your ideal
client wants to be reached and how they process guidance under pressure

» Identify where clients are most at risk of disengaging — spot the friction
points before they become a reason to leave



02 Know Your Client Base: A Behavioral
Intelligence Map for Financial Advisors

1. What Are Your Clients Like?

Start with the basics, then go deeper. Demographics and life stage matter—but
financial personality matters just as much. A 60-year-old nearing retirement and
a 35-year-old who just sold a business may share the same risk score and behave
nothing alike when markets turn.

Think about who your clients really are: their age and life stage, their wealth level,
and the way they naturally make decisions about money. Are they deliberate or
quick to act? Cautious or confident? Driven by data or by gut instinct?

Write it down:
 Who are your typical clients (life stage, net worth, family situation)?
 How would you describe their financial personality in your own words?
¢ What patterns do you notice in how they make decisions?

Your notes:
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2. Why Do Clients Come to You?

Every client arrives with a reason—and an expectation. Some want to preserve
wealth they spent decades building. Others want to leave a legacy for their
children. Many simply want to feel understood and confident that someone
capable is steering the ship.

Knowing what your clients are truly seeking helps you deliver it. Often, what they
say they want and what they really need are two different things.

Write it down:
 What goals do clients most often bring to you?
 What do they expect from the relationship beyond performance?
* What life event or transition usually prompts them to reach out?

Your notes:
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3. What Keeps Your Clients Up at
Night?

This is where behavioral intelligence earns its keep. Clients carry fears they rarely
say out loud. Losing money stings far more than gaining it feels good—that's loss
aversion, and it drives more bad decisions than any market ever could.

The client who calmly checked "aggressive" on a questionnaire may panic at the
first 15% dip. Knowing those triggers before they surface lets you have the right
conversation at the right time, instead of cleaning up afterward.

Write it down:
* What worries do your clients express most often?
* Which clients are most likely to react emotionally during a downturn?
* What past events (a 2008, a bad experience) shape their fears today?

Your notes:
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4. How Can Behavioral Intelligence
Solve Their Problems?

Once you understand what drives and worries a client, you can bridge the gap
between their behavior and your advice. You stop guessing and start guiding.
You frame recommendations the way each client actually hears them. You
anticipate concerns before markets force them into the open.

This is precisely where behavioral intelligence makes the greatest difference—not
just in what you know about a client, but in how you use that knowledge to serve
them better.

Write it down:
 Where do you currently struggle to predict client behavior?
* Which clients would benefit most from a deeper behavioral profile?
 How could knowing a client's underlying motivations change the way you
advise them?

Your notes:
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5. What Do You Want Clients to Do?

Be clear about the actions that matter most. For most advisors, success looks like
clients who stay invested through volatility, trust the plan you've built together,
consolidate more assets with you, and refer the people they care about.

Naming those outcomes helps you design conversations that lead toward them.
Write it down:
 What behaviors do you most want to encourage in your clients?

e Where do clients tend to act against their own long-term interests?
 What would an ideal, loyal, referral-generating client relationship look like?

Your notes:
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6. How Do You Best Reach Each
Client?

People absorb information differently. Some clients want a detailed call. Others

prefer a brief, reassuring message. Some need to see the numbers; others need

to hear the story. Matching your communication style to each client's behavioral
profile builds trust faster and makes your guidance land more effectively.

When you speak to clients the way they're wired to listen, fewer messages get
missed—and fewer relationships drift.

Write it down:
 How do your best clients prefer to communicate?
¢ Which clients need more frequent reassurance, and which prefer less
contact?
* Where could tailoring your approach strengthen a relationship at risk?

Your notes:
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7.\WWhere Might Clients Resist or
Disengage?

Even strong relationships have friction points. A client may go quiet after a
market drop. Another may resist a recommendation that conflicts with a deeply
held bias. Communication gaps are one of the clearest reasons clients leave—

often before you realize something is wrong.
Spotting these risks early gives you the chance to act first.

Write it down:
* Which clients are most at risk of disengaging, and why?
e What emotional triggers tend to create tension in your conversations?
 Where have past clients drifted away, and what signals did you miss?

Your notes:
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Closing: The Advisor Who Truly Knows
Their Clients Wins

The seven questions in this guide are a starting point. The advisors who build the
most durable, trusted practices are the ones who never stop asking them.

But reflection only gets you so far. Acting on what you discover—and having the
tools to surface it consistently across every client—is what separates good
advisors from exceptional ones.

That's where Unitifi comes in.

About Unitifi

Unitifi is a behavioral intelligence platform built for financial advisors who want
to know their clients at a deeper level. Going far beyond a traditional risk
tolerance questionnaire, Unitifi reveals each client's financial personality,
decision-making tendencies, and how they are likely to respond when markets
put pressure on their plans.
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Here's what that means in practice:

» True risk insight — Understand not just what a client says they'll tolerate, but
how they'll actually behave when it counts. Unitifi's science-backed
assessment takes clients 3-7 minutes to complete and gives you a precise,
behavioral view of their real risk profile.

 Communication clarity — Know how each client prefers to receive
information, so every conversation is more productive and every message
lands as intended.

* Proactive client management — Anticipate concerns before volatility
surfaces them. Show up as the advisor who already knew what to say, before
the client had to ask.

* Scalable insight — Whether you manage 50 clients or 500, Unitifi gives you a
consistent, structured view of behavioral data across your entire book—at the
individual level or across your practice.

» Workflow integration — Unitifi fits into how you already work, connecting
with the platforms your practice depends on so behavioral intelligence is
always accessible, never a separate step.

A risk score tells you what a client says they'll tolerate. Behavioral intelligence
tells you how they'll actually behave when it counts. That difference is where
trust is won or lost—and where great advisory relationships are built.
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Know Who
Truly Fits Your
Practice

This guide helped you map what drives
your clients. Unitifi takes you further—
using a science-backed behavioral
assessment to reveal each client's

N financial personality and behavioral
NN NN ‘ attributes, so you can see who's a

N genuine fit.

Build a book of clients you
S understand deeply.
402-979-7185 N Book your Unitifi demo today »

Email S

info@unitifi.com

Website

unitifi.com


https://www.unitifi.com/
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