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What is a profession

A professional is a member of a profession. Professionals 
are governed by codes of ethics, and profess 
commitment to competence, integrity and morality, 
altruism, and the promotion of the public good within 
their expert domain. Professionals are accountable to 
those served and to society.

Source: Sylvia R. Cruess, Sharon Johnston & Richard L. Cruess (2004) "Profession": A Working Definition for Medical 
Educators, Teaching and Learning in Medicine, 16:1, 74-76, DOI: 10.1207/s15328015tlm1601_15
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Technician
Lives in present
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Craves Order

Entrepreneur
Lives in the future

Visionary

Craves control

Creates chaos

Source: Michael E Gerber –
The E-Myth revisited
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WHAT
Every organization on the planet 

knows WHAT they do. These are 

products they sell or the services 

HOW
Some organizations know HOW 

they do it. These are the things 

that make them special or set them 

apart from their competition.

WHY
Very few organizations know WHY 

they do what they do. WHY is 

not about making money. That’s 

a result. WHY is a purpose, cause 

or belief. It’s the very reason your 

organization exists.
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• Percentage Upfront

• Percentage OngoingAUM

• Service Menu

• Fixed FeeFee for Service

• Monthly Amount

• Usually via debit orderRetainer

• Quoted based on scopeHourly Fee

• Paid on the sale of a financial productCommission



FOE?



OR FRIEND?



• The core business of your practice must be financial 
planning.

• Your business must have a defined process for 
financial planning that meets the FPI’s 6 Step 
Financial Planning process and must be offered to 
your clients as a default part of your service.

• Your practice must confirm that the structures 
reflect a clear fiduciary responsibility to your clients.

• Your practice must follow a clear investment 
philosophy which is well documented

• and visible to your clients.
• Your practice must confirm that your clients, or a 

percentage of them, receive cashflow modelling.
• Your practice must have a clear quality assurance 

function to ensure quality financial planning to your 
clients.



We used to sell products and 
give away advice; Now we do 
just the opposite

Source: Dr Deena Katz CFP® - FPI Convention 2017 


