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As a financial adviser, establishing trust with your clients is the bedrock of your practice. 
A trusting relationship helps:

 • Calm tensions during periods of market volatility.  
 • Foster a “we’re in this together” attitude. 
 • Promote candid and thorough communications.

But how do you engender trust with your clients? Below are practical steps you can take in your day-to-day 
interactions to promote the three components of trust — functional, emotional, and ethical.

Building functional trust
Functional trust reflects your credentials, your skills, 
and the day-to-day operation of your practice.

To increase functional trust:

 Make a commitment at your first client 
 meeting to create a financial plan and 
 update the plan as needed. This act 
 will demonstrate your dependability 
 and willingness to collaborate.

 Talk about your financial industry 
 qualifications and current trends in 
 the financial markets. 

 Think proactively about clients’ needs, 
 respect their risk tolerance, and keep 
 clients informed about negative results.

 Remain accessible, return calls promptly, 
 and offer alternative points of contact.

 Learn the extent of a client’s desired  
 involvement in decision-making, and 
 respect it.

Building emotional trust
Emotional trust means clients can count on you 
to be there for them no matter what happens.

To foster emotional trust:

 Pursue your clients’ goals as if they were 
 your own.

 Discuss your personal background (as 
 appropriate, e.g. your participation in the  
 community, charitable organisations, and 
 family life. Look for common life experiences 
 and mutual acquaintances.

 Understand clients’ previous advice  
 experiences and why those relationships ended.

 Strike a balance between professional  
 detachment and human warmth, working 
 to make clients feel valued overall.

  Acknowledge how anxious it makes  clients to 
surrender control of their money to an adviser.

 Handle client questions patiently.
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Building ethical trust
You can establish ethical trust over time by avoiding 
conflicts of interest, charging reasonable fees, and 
acting in the best interests of clients.

To demostrate ethical trust:

 Avoid hard-sell tactics.

 Describe how your compensation insulates 
 clients from conflicts of interest.

 Display a physical copy of your code of ethics, 
 or include it as part of your mission statement.

 Take responsibility when appropriate, and 
 speak plainly about what occured. 

Building trust over time
With these actionable ideas, you can deepen 
the advisory relationship in the months to come.

Putting clients’ needs ahead of your own and 
being their advocate are the keys to a successful 
relationship. But be aware that trust builds over 
time. So continue to look for ways to solidify ties 
with clients and build on that foundation of trust.

 




