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Investors and advisors understand the value that financial planning can deliver.

Investors work hard to build their wealth so that they can live a life Advisors are working to prevail over commoditization pressure
that aligns with their values. Financial planning plays a pivotal role: while meeting shifting customer needs. They see that financial
It lays out a plan to maximize the likelihood of achieving their goals planning can both help clients on a personal level and grow
for their wealth. their practice.

919% of advised i ith a i Ublan feel th Advisor Net Promoter Score (NPS) is 4.5X
91% 6 of advised investors Wlt' ? nar.1C|a plan feel they 4.5X higher among investors who have a
are on track or ahead of their financial goals. . .
financial plan (63 vs. 14).
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Investors and advisors also understand that financial planning alone is not enough.

Few people define wealth
through the lens of finances
alone. While research continues
to reveal a connection between
personal wealth and well-being,
dozens of factors outside of
investments can impact goals.
The definition of wealth is highly
individual.
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Fidelity proposes a different
approach to financial planning:
Holistic Wealth Planning

Holistic Wealth Planning goes beyond
traditional financial planning. It engages
a broader and deeper model of client
engagement, considering factors across
an investor’s life.
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Holistic Wealth Planning has three key principles:

Continuous

Personal

Comprehensive services
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Holistic Wealth Planning is continuous. s) Monitoring

and adjusting

With Holistic Wealth Planning, the creation of a financial plan is not

a one-time event, but a continuous cycle. Discovery is never over: Implementing (5
Advisors are always listening for cues to clients’ needs, wants, worries,

and behaviors to help them develop and refine financial plans. With

each new element of discovery, advisors adjust the plan through

translation, development, delivery, and implementation. Monitoring

continues throughout to check performance and make any adjustments

to the plan. The process does not end with the delivery of a plan. Delivering
financial plans

Conducting
discovery

Holistic Wealth

Planning is a verb,
not a noun.

2 | Translating facts
Advisor NPS is higher among investors who revisited their plan within the last year (66 vs.
55). Yet, only 59% of advised investors say their advisor helps them stick to their plan /
goals on an ongoing basis.

Developing
financial plans
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Holistic Wealth Planning is personal.

Holistic Wealth Planning requires that an advisor develop deeper,
more connected relationships with clients. Those closer relationships
can be brought to the forefront during important life events.
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Life events—expected or unexpected, large or small—can have a significant impact on plans
and well-being. Everyone can reflect on their life and the events that have shaped them and
recall the people that were there as a resource to guide them through, or as a support for
difficult decisions and complex emotions.

Life events can be uncomfortable to talk about, especially when someone has not
experienced them personally. Advisors practicing Holistic Wealth Planning work to move
past that discomfort, striving to be close confidantes and trusted advisors to their clients,
especially during these important life events.

Only 10% of advised investors say their advisor has spent time helping them navigate
major life events (e.g., marriage, death of a loved one, having a baby, etc.).

Change Wofk
career part-time
Start IEI ............................... @ ........
afamiy Ve el

—~ L G - < T Retire
E S S /)L AT . Wi

B RN .

Home e Raise
purchase h children Send children

Imn\ to college
Return
to school Sell home

Three principles of holistic wealth planning



Holistic Wealth Planning delivers comprehensive services.

Financial planning often stays within financial goals, but Holistic Wealth
Planning includes a comprehensive range of services.

Investors today have broader needs from their financial advisor beyond traditional
investment management. These investor expectations are represented in the Advice
Value Stacke®.

Financial planning may stop at cash flow and debt management, planning for retirement,
and retirement income distribution. Holistic Wealth Planning broadens the offered range
of services to include life planning, small business consulting, and long-term care decisions.
Holistic Wealth Planning delivers value at all levels of the Advice Value Stack®.

Fidelity research found that nearly 4 in 10 advised investors with $1M+ in investable
assets expect their advisor to provide services beyond financial advice and investment
management. Among those with $5M+, it’s even higher at about 1 in 2.

Advice
Value Stack®

A Holistic Wealth Planning

PEACE OF MIND

ACHIEVING GOALS
MANAGING THE MONEY

Traditional Financial Planning
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There is an opportunity for advisors to broaden and deepen their practice with
Holistic Wealth Planning.

As you consider shifting your approach, there are key questions to answer:

&

1

4

Does your discovery and onboarding process allow for deep conversations
with clients and their families? Does your technology support a smooth and
simple yet flexible process?

What questions have you successfully used with clients to uncover life events,
shifts in values, behavioral trends or revised goals? What obstacles have you
worked around in developing a personal relationship with clients? Document
the strategies that worked.

How have you adapted to be comfortable with uncomfortable conversations?
In what areas or situations can you improve? Do you have access to training
to strengthen soft skills, including listening and empathizing?

4

Q

Q

What services have clients been asking for? What services have they not yet
asked for, but you know may serve their needs?

How can you expand your service offering? Can you gain training to provide
adjacent services? Can you team with other people in your firm for additional
services or areas of expertise? Can you expand your network of partnered
providers to deliver other services?

What efficiencies can you drive in your process to free the energy needed
for a more holistic approach? Can your technology scale to meet the needs
of your practice?
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Unless otherwise noted, all data referenced is from The 2025 Fidelity Investor Insights Study. The 2025 Fidelity Investor Insights Study was conducted during the period February 7 through February 25, 2025. It surveyed a total of 2,018 investors, including 998 Millionaires
and 1,215 investors with advisors. The study was conducted via an online survey, with the sample provided by an independent firm not affiliated with Fidelity. Respondents were screened for a minimum level of $50K in investable assets (excluding retirement assets and

primary residence), with additional quotas by age and affluence levels.

For investment professional use.

Unless otherwise expressly disclosed to you in writing, the information provided in this material is for educational purposes only. Any viewpoints expressed by Fidelity are not intended to be used as a primary basis for your investment decisions and are based on facts and
circumstances at the point in time they are made and are not particular to you. Accordingly, nothing in this material constitutes impartial investment advice or advice in a fiduciary capacity, as defined or under the Employee Retirement Income Security Act of 1974 or the
Internal Revenue Code of 1986, both as amended. Fidelity and its representatives may have a conflict of interest in the products or services mentioned in this material because they have a financial interest in the products or services and may receive compensation, directly
or indirectly, in connection with the management, distribution, and/or servicing of these products or services, including Fidelity funds, certain third-party funds and products, and certain investment services. Before making any investment decisions, you should take into
account all of the particular facts and circumstances of your or your client’s individual situation and reach out to an investment professional, if applicable.

Fidelity Investments® provides investment products through Fidelity Distributors Company LLC; clearing, custody, or other brokerage services through National Financial Services LLC or Fidelity Brokerage Services LLC (Members NYSE, SIPC); and institutional advisory
services through Fidelity Institutional Wealth Adviser LLC.

© 2025 FMR LLC. All rights reserved.
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