
Purpose:  To ensure your prospects understand the full extent of what you provide as an advisor.   

  Use this tool to show, contrast and compare your complete line of services and value you deliver.  

Use with: Prospective clients 

Instructions:    

1. Create your own Service and Value Matrix by using the examples provided on the last page of this tool.     

Input the services and value-adds that embody your value proposition and that you are comfortable          

positioning with prospects.  Once complete, you’re ready to start using your matrix with all your prospective 

clients.  

2. When meeting with a prospective client, present a blank version of the Service & Value Matrix—Current   

Advisor/Bank and ask them to share what services and value they are currently receiving.  You may assist 

and provide the prospect examples for each category. 

3. Present your own matrix to the prospect.  Review the prospect’s completed matrix and compare it against  

your own. 

4. Position your service offerings and value to help you set and manage their expectations.   

During this time, you may also discuss the statements and reports that you provide to show your  

commitment to being transparent.  

5. Move forward with your meeting by addressing any questions or concerns the prospect may have. 

6. Store both copies in the client folder and make notes of your conversation in your client management      

system.  

Services and Value Matrix 
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