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Client Relationship Management: An Efficient 
Client-Centered Model

By David L. Lawrence
Defining your relationship with a typical client is the most basic and fundamental aspect of your practice. It is necessary to define your relationship with a client so that you can fairly assess your value to the client and determine your fees for such things as a financial plan, etc. Some Broker/Dealers set fee structures so that you may not have much flexibility. Nevertheless, it is important to ascertain the services you provide to your clients so that you can develop a value proposition that justifies those fees, no matter how they may be determined. 

But client relationship management is about more than just fees. It is about how you are perceived by your clients and how satisfied they are with your services. There is an old saying in the profession that goes: “under promise and over deliver.” Leaving your clients with the impression that they are getting much more than they are paying for leads to higher levels of satisfaction, higher client retention rates and higher numbers of referrals from those clients. Everyone likes to be treated special and that is what the client-centered model is all about. Developing a client relationship strategy that embraces the client-centered model is an excellent way to improve your financial practice and, at the same time, increase the efficiency of your operations.

David Lawrence is President of David Lawrence and Associates, your practice efficiency consultant. He also writes a monthly column on practice efficiency for Financial Advisor Magazine. For further information or to inquire about his services, please visit www.efficientpractice.com or email David at: dLawrence@efficienpractice.com. 
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