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Important Disclosure

Please carefully review the following disclosures and limitations of  this course.
• Although the sponsor of  this course, RIA Compliance Consultants, Inc. “Sponsor”), is an affiliate of  a law firm and 

Sponsor may have an individual on its staff  that is also licensed as an attorney providing legal services in a 
completely separate capacity, Sponsor is not a law firm and does not provide legal services or legal advice. A 
consulting relationship with Sponsor does not provide the same protections as an attorney-client relationship.

• This course is offered for educational purposes only and should not be considered an engagement with Instructor 
or Sponsor. This presentation should not be considered a comprehensive review or analysis of  the topics discussed 
today. These educational materials are not a substitute for consulting with an attorney or compliance consultant in a 
one-on-one context whereby all the facts of  your situation can be considered in their entirety.

Key Point: Taking this educational course does not create an attorney-client relationship or a compliance consulting relationship between 
you and your Instructor or the program Sponsor. If  you have questions about your particular circumstances, we encourage you to discuss them 
with your compliance professional and/or your attorney.



Please Read Our Fine Print

• Instructor and Sponsor make all reasonable efforts to ensure the educational material is current and accurate 
at the time of  presentation. Instructor and Sponsor are not to be under an obligation to advise you of  any 
regulatory developments or subsequent changes to educational material presented in this IAR CE course.

• Information provided during this course is provided “as is” without warranty of  any kind, either express or 
implied, including, without limitation, warranties and merchantability, fitness for a particular purpose, or non-
infringement. Instructor and Sponsor assume no liability or responsibility for any errors or omissions in the 
content of  the presentation.

• There is no guarantee or promise that concepts, opinions and/or recommendations discussed will be 
favorably received by any particular court, arbitration panel or securities regulator or result in a certain 
outcome.

Key Point: Laws and regulations change over time, and it is impossible to predict how a court, arbitration panel, or securities 
regulator will act in the future. After taking this course you should be alert for future regulatory developments.



Keep in Mind…

• Communication with Instructor is not protected from discovery by third-parties during litigation or 
regulatory proceedings. Please keep questions during this course in a hypothetical form.

• Reviewing the slides and/or attending this course does not create a consulting engagement with RIA 
Compliance Consultants, Inc. A consulting relationship can be established only after the following two events 
have been completed: (1) our thorough review with you of  al the relevant facts pertaining to a potential 
engagement; and (2) the execution of  a written engagement and fee agreement and our advance receipt of  
any retainer required under such an agreement. The slides and/or course should not be regarded as a 
complete analysis of  the subjects discussed. The information on these slides and in the course should not be 
relied upon as a substitute for one-on-one compliance advice. Oftentimes, a party needs professional advice 
that applies to his or her specific situation. Your investment adviser firm should retain a compliance 
professional and/or attorney to provide you with specific guidance regarding your firm’s situation.

Key Point: Do not disclose confidential or proprietary information during this course. If  you have questions about your particular 
circumstances, we encourage you to discuss them with your compliance professional and/or your attorney.



Live Course Requirements

• View Entire Live Presentation – You are required to watch the entire live presentation of  
the course. If  you do not watch the entire live presentation, you will have to watch the 
recorded version in its entirety.

• Attendance Codes – As you watch the live presentation, you will receive two attendance 
codes, each containing three alphanumeric characters. Save these codes. You will need to 
enter the full six-character attendance code prior to accessing the final quiz.

• Login – You will need to login into https://www.CE4Advisers.com and select this course.
• IAR Acknowledgement – Sign the IAR CE Acknowledgement & Attestation.
• Final Quiz – You must complete each lesson and receive a score of  70% on the final quiz 

to receive IAR CE credit.

https://www.ce4advisers.com/


Content Questions & Technical Help

If  you have questions about the content of  this course or need technical help, 
please contact us via the email address below:

ContEd@ria-compliance-consutlants.com

mailto:ContEd@ria-compliance-consutlants.com


RIA COMPLIANCE CONSULTANTS ~ 
CE COURSE

Behavioral Finance - " Why Now? Why Me? - Compliant, Reliant, 
Preferred

By Jerry Szatko, CEO ~ Unitifi: Subject Matter Expert in Behavioral Finance

“NASAA does not endorse any particular provider of IAR CE courses. The content of the course and any views expressed are my/our own and do not 
necessarily reflect the views of NASAA or any of its member jurisdictions.” 
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The History of Behavioral Finance







Tulipomania





Behavioral finance has evolved since it was first introduced as a 
concept in the early 1980s. At the outset, investors were often 
thought of as being economically 'irrational', frequently falling 
victim to cognitive biases in their pursuit of what standard 
finance calls 'rational' wants.Jan 9, 2020

The Evolution of Behavioral Finance Research - LinkedIn

        search…When did behavioral 
finance stock market



“No one cares what you 
know until they know 

that you care!”

Benjamin Franklin



The Sveriges Riksbank Prize in 
Economic Sciences in Memory of 

Alfred Nobel 2002

“for having integrated insights from 
psychological research into 

economic science, especially 
concerning human judgment and 

decision-making under uncertainty”



The Sveriges Riksbank Prize in 
Economic Sciences in Memory of 

Alfred Nobel 2017

“for his contributions to behavioural 
economics”

Richard H. Thaler



The Role of Behavioral Finance Now



4 Reasons Why Clients Leave Financial Advisors
(Plus 4 Client Retention Strategies)

PRACTICE MANAGEMENT

Joe Buhrmann • September 13, 2022

https://emoneyadvisor.com/blog/blog-category/practice-management


Why do clients fire their advisors?

34% said the advisor's Investment 
performance was poor.



Advisors Lose up to 90% of Their Clients When 
the Husband Dies: What's Your Plan?

Written by: Annette Bau | PMA360 Academy

A client retention strategy is critical whether you are an advisor, 
consultant or entrepreneur. Industry statistics and our 

own research shows that advisory firms lose up to 90% of  their clients 
when the husband dies. One financial firm is losing 98% of  their clients 

at the death of  the first spouse.

http://pma360.com/financial-advisor-marketing/


According to 
University of  

Kansas 
research, it 

takes 
considerable 

time 
commitment 

to build 
relationships:

40 and 60 hours to form a 
casual friendship

80-100 hours to transition to 
being a friend

200+ hours together to 
become good friends



Advisor/Client Time per Year:

o Meeting 1/Year - 40 years

o Meeting 2/Year - 20 years

o Meeting 4/Year - 10 years

o Meeting 12/Year - +3 years



Behavioral Finance & 
Fiduciary Responsibilities





















Evaluation of Organizations 
for 
Trust of Behavioral Finance 
Assessments & Results



Do they have publications available, such as a white paper 
or printed presentations regarding their Research?

Are they associated with one organization?

How Valid are the Results?

How easily Understood are the Results?

How long does it take to complete the Assessment?

How Many Questions are in the Assessment?

How Can 
We Best 
Evaluate



The  Reasearch is Key



Types of 
Assessments



4 Point 
Likert Scale



Sliding Scale



A good questionnaire can be of  25 to 30 questions and 
should be able to be administered within 30 min to keep 
the interest and attention of  the participants intact. It is 
observed that as the number of  questions increases there 
is a tendency of  the participants speeding up or satisficing 
through the questions, which severely affect the 
quality, reliability, and response rates.







Cronbach’s alpha is a 
measure of  internal 

consistency, that is, how 
closely related a set of  
items are as a group.  

Technically speaking, 
Cronbach’s alpha is not a 

statistical test – it is a 
coefficient of  reliability (or 

consistency).

Cronbach’s alpha can be 
written as a function of  
the number of  test items 

and the average inter-
correlation among the 

items.



More specifically, bivariate analysis explores how the dependent 
(“outcome”) variable depends or is explained by the independent 
(“explanatory”) variable (asymmetrical analysis), or it explores 
the association between two variables without any cause and 
effect relationship (symmetrical analysis).



Industry Preferences & Utilization 
of  Behavioral Finance



Understanding Compliance Claims
NAIFA ClaimsFrequency by Error Type

BEHAVIORAL
  FINANCE

   COVERS

OVER
68%



Registered investment advisers who leverage behavioral 
finance tactics when working with clients saw more new 
assets from existing clients in 2022 than those who did 
not incorporate the method, according to Charles Schwab 
Corp.’s 2023 RIA Benchmarking Study.

In data drawn from 1,300 adviser firms, the financial 
services company found that advisers implementing 
behavioral finance—the psychological factors that go into 
investment decisions—saw 3.3 times more new assets 
from existing clients. 

About half of the firms surveyed responded that they use 
behavioral finance in their practice and implement it with 
more than half of their client base.

“Behavioral finance can help advisors deliver more 
impactful client experiences by increasing client 
satisfaction,”

DATA & RESEARCH July 24, 2023

Schwab: Financial 
Advisers Using 
Behavioral Finance 
Gain More in New 
Assets

https://content.schwab.com/web/retail/public/about-schwab/schwab_ria_benchmarking_study_2023_deck.pdf
https://www.planadviser.com/news/data-research/


Increasing 
Revenue

Client 
Retention



Increasing Revenue Client Retention







Client Onboarding 
& Using 

Behavioral Finance 
Tools

To Assist"You will never get a second chance to make a first 
impression" Will Rogers
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Questions

Please submit any questions online or email with any questions about the 
content of  this course.

ContEd@ria-compliance-consultants.com 

mailto:ContEd@ria-compliance-consultants.com
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