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Key Differentiators

Key differentiators are your selling points. They describe what makes your firm unique when compared with 
other financial advisors that also benefit your client. 

To help you brainstorm a list of key differentiators, answer the following questions about your business and 
how it benefits your clients.

What niche markets do you specialize in (e.g., dentists who own their own practice)?

Which areas of expertise or life stage do you specialize in (e.g., retirement income distribution)?

What services do you offer that are unique and differentiate you from an average financial advisory firm? 

How is your fee structure different from that of other firms? 



www.kaleidocreative.com 
© 2016 Kaleido Inc. C R E A T I V E  S T U D I O

How is your investment philosophy different from that of other advisory firms? 

What is the size and structure of the business (e.g., national firm, team, solo)? 

What unique or specialized education or designations does your staff hold? 

How is your service model different from that of other firms (e.g., “We have a service model that grows as a 
person’s career grows, from their first job to retirement”)? 

What is your reputation in the community? 
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What is your firm culture (e.g., how do clients feel when they leave your office or work with you)? 

What results do you achieve for your clients that are different from that of other firms?

Now that you have brainstormed a list of differentiators, choose the five that benefit your clients the most 
and make you stand out from the crowd.
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