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The Philosophy
Behind Your Review Service
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The Client View
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Creating A Killer Ongoing Review Service

• Surveyed over 60,000 clients around the world

• Results:

• Clients rate the review process 10/10

• Clients rate what they actually receive 3/10

• Why the discrepancy?

Business Health CATScan™
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“My adviser would turn up to my home 
in his Maserati, and make me feel stupid 

for 3 hours.”
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So, what does make an 
amazing client 
review service?
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Only two things



8

1 Show me that everything is going to 
be alright 
(and if it’s not, tell me what to do about it)
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2 Politely remind me what you’ve 
done for me lately
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Does my existing approach achieve these two 
objectives?”“

Ask yourself the question – 
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is more important by a 
factor of 10

(This is the cake)

Number 1
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If all you ever did was deliver 
point 1.
you would have a great 
and thriving business
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is more important for you

(It’s the icing on the cake)

Number 2
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How do you ‘show’ people that
everything is going to be 
alright?
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Delivering Outcomes
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Demonstrating Your 
Value Added

(the icing on the cake)
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What is

value?
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Peace of mind

Certainty

Clarity
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What is

value?
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How do you
identify & 
demonstrate 
value?
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My Accountant



22

£xx,xxx of Savings

£6,000 Fee

My Accountant Doesn’t Do This
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£xx,xxx of Savings
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£xx,xxx of Savings

£6,000 Fee

My Accountant Doesn’t Do This
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Where’s 
the real value 
from my accountant?
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Think of one of 
your very best clients
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You’re allowed to think of value-added 
at any stage of the client relationship. 

(Not just the last 12 months)
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Client with £1M invested

0.5% pa fee saving = £5,000
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Client with £1M invested

0.5% pa fee saving = £5,000

£5,000 pa X 10 years = £50,000
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings
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Business Owner Scenario

Business

£50,000 pension 
contribution

Wife Husband

Accountant advises 
the business

Saves 20% 
corporations tax

Saves some personal 
tax
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Business

£50,000 pension 
contribution

Wife Husband

Accountant advises 
the business

Saves 20% 
corporations tax

Saves some personal 
tax

Business Owner Scenario
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You educate the 
business owner

Business

Business Owner Scenario

I hate pensions... 
blah, blah, blah
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You educate the 
business owner

Business

Business Owner Scenario

Did you know the 
government gives 

you 40% off?

I hate pensions... 
blah, blah, blah
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You educate the 
business owner

Business

Wife Husband

Saves 20% 
corporations tax

Business Owner Scenario

£50,000 pension 
contribution

Saves some personal 
tax

I hate pensions... 
blah, blah, blah

I hate pensions... 
blah, blah, blah
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings

◆ Lifetime Allowance
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings

◆ Lifetime Allowance

➔ CGT
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings

◆ Lifetime Allowance

➔ CGT

➔ Investment earnings
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings

◆ Lifetime Allowance

◆ Salary sacrifice

➔ CGT

➔ Investment earnings
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

➔ Pension tax savings

◆ Lifetime Allowance

◆ Salary sacrifice

➔ CGT

➔ Investment earnings

➔ PAYE/NI
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Insurance Wins

Re-brokered a policy?
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Insurance Wins

Re-brokered a policy?

Claim paid out?
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Insurance Wins

Re-brokered a policy?

Claim paid out?

Fought for a client to 
be paid?
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

➔ Insurance premium tax savings
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Debt Wins

Re-brokered a 
mortgage?
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Debt Wins

Re-brokered a 
mortgage?

Debt attached to 
non-deductible property?
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Debt Wins

Re-brokered a 
mortgage?

Debt attached to 
non-deductible property?

Eliminated debt?
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Debt Wins

Re-brokered a 
mortgage?

Debt attached to 
non-deductible property?

Eliminated debt?
Take on more debt - create 

wealth?
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Debt Wins

Re-brokered a 
mortgage?

Debt attached to 
non-deductible property?

Eliminated debt?
Take on more debt - create 

wealth?

Refinance a non-standard 
loan?
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

➔ IHT
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Problems Avoided

The Client “I’m going to invest £50,000 into the Guernsey Investment trust. 
It’s paying 10% capital guaranteed.”
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Problems Avoided

The Client “I’m going to invest £50,000 into the Guernsey Investment trust. 
It’s paying 10% capital guaranteed.”

You “Don’t do that. Send me any information you have and let me take 
a look at it first.”
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Problems Avoided

The Client “I’m going to invest £50,000 into the Guernsey Investment trust. 
It’s paying 10% capital guaranteed.”

You “Don’t do that. Send me any information you have and let me take 
a look at it first.”

You Ask More 
Questions

“Do you remember that we said risk and return were correlated - 
even if you can’t see it? That is, you never get more return without 

taking more risk.”
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Problems Avoided

The Client “I’m going to invest £50,000 into the Guernsey Investment trust. 
It’s paying 10% capital guaranteed.”

You “Don’t do that. Send me any information you have and let me take 
a look at it first.”

You Ask More 
Questions

“Do you remember that we said risk and return were correlated - 
even if you can’t see it? That is, you never get more return without 

taking more risk.”

The Client “Well, sort of.”
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Problems Avoided

You “So how much are banks paying for cash deposits right now?”
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Problems Avoided

You “So how much are banks paying for cash deposits right now?”

The Client “I don’t know; maybe 1% or 2%.”
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Problems Avoided

You “So how much are banks paying for cash deposits right now?”

The Client “I don’t know; maybe 1% or 2%.”

You “So how are the Guernsey Investment Trust generating 10%?”
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Problems Avoided

You “So how much are banks paying for cash deposits right now?”

The Client “I don’t know; maybe 1% or 2%.”

You “So how are the Guernsey Investment Trust generating 10%?”

The Client “I don’t know. But it is capital guaranteed.”

You
“Guaranteed by who? Who owns the Guernsey 

Investment Trust?” 
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“I saved you £50,000”
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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How much cash have you saved this 
particular client?

(Not just the last 12 months)
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle

Benefit to Client (£)

£50,000

£23,000

£640

£0

£0

£300,000

-
£34,000

12 hours

Total £507,640
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle

Benefit to Client (£)

£50,000

£23,000

£640

£0

£0

£300,000

-
£34,000

12 hours

Total £507,640

Fees Paid To Date

Total £146,000
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James Harvey & The Perfect Client 
Engagement

Investment Costs Saved = £6,000

They were about to leave
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This is a vital skill to master
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What if you
don’t add value
every year?
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The Value Added Checklist

Value Added:
First 10 years
● Investment costs £   50,000
● Tax savings £   23,000
● IHT £300,000
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The Value Added Checklist

Value Added:
First 10 years
● Investment costs £   50,000
● Tax savings £   23,000
● IHT £300,000

2021
● Investment costs £    5,000
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The Value Added Checklist

Value Added:
First 10 years
● Investment costs £   50,000
● Tax savings £   23,000
● IHT £300,000

2021
Nil
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The Value Added Checklist

Value Added:
First 10 years
● Investment costs £   50,000
● Tax savings £   23,000
● IHT £300,000

2021
● Investment costs £    5,000

2022
● Investment costs £    5,000
● Pension tax savings £    2,000
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What if I’ve added value 
but it’s less than the 
client’s paid me in fees?
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£100,000 of Cash Wins

£5,000 Fee

Your Fees vs. Your Value In Cash



84

£10,000 of Cash Wins

£5,000 Fee

Your Fees vs. Your Value In Cash
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£5,000 of Cash Wins£5,000 Fee

Your Fees vs. Your Value In Cash



86

1 Show me that everything is going to 
be alright 
(and if it’s not, tell me what to do about it)
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is more important for you

(It’s the icing on the cake)

Number 2
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£2,500 of Cash Wins

£5,000 Fee

Your Fees vs. Your Value In Cash
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What if you
don’t add value
at all?
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Option A:

Work harder to add 
value
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Option A:

Work harder to add 
value

Option B:

Have an honest 
conversation
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The Value Added Checklist
❑ Investment (extra returns, costs saved)

❑ Tax savings (IHT, Pension, CGT, PAYE/NI)

❑ Insurance

❑ Education

❑ Debt

❑ Estate planning

❑ Problems avoided

❑ Other professionals

❑ Administration hassle
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Create Case Studies
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There’s some homework to do
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Large Client

Mid-Sized Client

Small Client
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Who gets the biggest shock from this 
exercise? Advisers or clients?
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