
6 Things They Want
from Their Advisors

Improve your relationship with HNW clients
by understanding their behavior around money.

EVERYTHING YOU NEED TO KNOW ABOUT HIGH-NET-WORTH INDIVIDUALS:
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EVERYTHING YOU NEED TO KNOW ABOUT HNWIs: 

6 THINGS THEY WANT FROM THEIR ADVISORS



Why is it important
for financial advisors
to understand their
client’s in today’s
context?
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Who are
high net-worth
individuals?

2



High Net Worth Individuals (HNWI)

Very High Net Worth Individuals (VHNWI)

Ultra High Net Worth Individuals (UHNWI)

2 Who are high net-worth
individuals?

According to Forbes , financial professionals categorize
HNWIs into three wealth stanzas: 

Based on statistics, we can say that high-net-worth individuals
are more prevalent than ever.
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An in-depth look at their

2. WHO ARE HIGH NET-WORT INDIVIDUALS?

Some archetypes
that we can explore to better understand the psychology

of HNWIs are the following:

financial behaviors

2.1.1
The Family Steward
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2.1



2. WHO ARE HIGH NET-WORT INDIVIDUALS?

2.1.3
The Anonymous

2.1.4
The Independent
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2.1.2
The Innovator



2. WHO ARE HIGH NET-WORT INDIVIDUALS?

2.1.5
The Mogul

2.1.6
The Gambler
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Where do HNWIs
invest their capital?

2. WHO ARE HIGH NET-WORT INDIVIDUALS?

What are HNWIs'
motivations for investing?
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2.2

2.3



What are HNWIs
concerned about?

2. WHO ARE HIGH NET-WORT INDIVIDUALS?
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2.4

2.4.1  Taking care of their legacy

2.4.2  The political landscape



Why do HNWIs
keep money out of the

investment field?

2. WHO ARE HIGH NET-WORT INDIVIDUALS?

13

2.4.3  Lack of liquidity

2.5



2. WHO ARE HIGH NET-WORT INDIVIDUALS?

14

The reasons for this phenomenon
relate to several factors :

2
3
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3What HNWIs
want from their
financial advisors?



3 What HNWIs want from their
financial advisors?
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6
5Using and leveraging data

Sustainable investing protocols

4A holistic approach

3State-of-the-art technology

2Risk-averse strategies

1Quality information



Risk-averse strategies

State-of-the-art technology

3. WHAT HNWIS WANT FROM THEIR FINANCIAL ADVISORS?
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3.1

3.2

3.3

A holistic approach
3.4

Quality information



3. WHAT HNWIS WANT FROM THEIR FINANCIAL ADVISORS?
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Using and leveraging data
3.5

Sustainable investing protocols
3.6



45 strategies
to attract
high-net-worth
customers



4 5 strategies to attract
high-net-worth customers
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Optimize
your business

Having
the right mindset

Niche down
your services

Quality
over quantity

2
3
4
5

Strenghten
your referral system1
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4.1

4.2

Strenghten your
referral system

Optimize
your business

4.3 Having
the right mindset

4. 5 STRATEGIES TO ATTRACT HIGH-NET-WORTH CUSTOMERS



4. 5 STRATEGIES TO ATTRACT HIGH-NET-WORTH CUSTOMERS
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4.4 Niche down
your services



4. 5 STRATEGIES TO ATTRACT HIGH-NET-WORTH CUSTOMERS
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4.5 Quality
over quantity



5Why is Modern Bank
right for you
and your HNW clients?



What can we

Who are we?

1. Full visibility into your clients’ funds

2. A non-competitive partnership

3. More value, no extra fees

5 Why is Modern Bank
right for you and your HNW clients?
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4. The best interest rates

5. Private Banking Experience

6. Expertise and Commitment

5. WHY IS MODERN BANK RIGHT FOR YOU AND YOUR HNW CLIENTS?
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