TABLE OF CONTENTS

Lo =T iv
Preface .. a s vi
Editorial AdVisory Board.........ccccceememmmemmmmmmmmmmssesnessssssssssssssssssssssssssssssssnssnnssnne ix
(00e T 1 g1 1T L o Xi
Part I: Client and Planner Attitudes, Values, and Biases ....ccccccceevvrrrrrrnmemnnnnns 1
Chapter 1: Framing Advice in Light of Client’s Risk Tolerance ........cccoceevevevnee. 3

Chapter 2: Developing a Productive Client-Planner Relationship
That Addresses the Psychological Elements of Financial

PlANNING ottt ettt b ettt b et benaete b et e re e 19
Chapter 3: Identifying and Responding to Client Values and Goals.............. 41
Part Il: Behavioral FINANCEe ... s s 55

Chapter 4: Impact of Cognitive Biases and Heuristics on Financial

Decision-making and Well-l@ING ... 57
Chapter 5: Client Psychology Barriers in the Financial Planning

Process and Strategies for Overcoming Them .......ccoccoeeveeiinieenisceesenes 75
Part IlI: Sources of Money Conflict ... 95
Chapter 6: Building the Client’s Motivation for Achieving

Their FINanCial GOAlS ... 97
Chapter 7: Examining Couple and Family Financial Transparency............... 123
Chapter 8: Mediating Financial CoNfliCt ... 141
Chapter 9: Facilitating Goal CONGIrUENCE .....ccvceeeiceececeee e 161
Chapter 10: Identifying When Money Is Being Used as

[N F= TR T o YU] F= 1) o T 183
Part IV: Principles of Counseling .......ccoieeeeeeniiinimmnecemsssssssssnnssmsssssssssssnnnnnns 199
Chapter 11: Applying Financial Counseling Skills to the

Financial PlannNing PrOCESS ...ttt s 201
Chapter 12: Forging Trusting Relationships ... 221
Part V: General Principles of Effective Communication.....cccccccecveiernnncees 237
Chapter 13: Multifaceted Communication ..o 239
Part VI: Crisis Events with Severe Consequences .........ccoommemmmsssssssssnnnnnans 257
Chapter 14: Navigating Change ...

Chapter 15: The Necessity of Empathy

TABLE OF CONTENTS |



TABLE OF CONTENTS

PIEEACE cevnnereeeeeeeeeiitnreeeeeesisrnrreeeesessssssseeesssssssssssesssssssssssssssssssssssssasssssssssssassssssssssssassessns v

Part I: Client and Planner Attitudes, Values, and Biases
Chapter 1: Framing Advice in Light of Client’s Risk Tolerance.............ccccccceeuruncne 1
Chapter 2: Developing a Productive Client-Planner Relationship

that Addresses the Psychological Elements

of Financial Planning ...........ccccceviiiiiiiiiiiniiiiccccccce 19
Chapter 3: Identifying and Responding to Client Values and Goals..................... 29

Part II: Behavioral Finance
Chapter 4: Impact of Cognitive Biases and Heuristics on Financial

Decision-making and Well-being............cccocoeiiiiniiiiiiiiiin 41
Chapter 5: Client Psychology Barriers in the Financial Planning
Process and Strategies for Overcoming Them .........ccccoovoviiinnnnnn. 53

Part III: Sources of Money Conflict
Chapter 6: Building the Client’s Motivation for Achieving

Their Financial Goals ..o 67
Chapter 7: Examining Couple and Family Financial Transparency...................... 79
Chapter 8: Mediating Financial Conflict ..........ccoooiiiicce, 87
Chapter 9: Facilitating Goal CONgruence ...........ccococoeercrccccccccccccccccenes 99
Chapter 10: Identifying When Money is Being Used as Manipulation............... 111

Part IV: Principles of Counseling
Chapter 11: Applying Financial Counseling Skills to the Financial

Planning Process .........ccccocviiiiiiiiiiiiiiiicccicccccceas 121
Chapter 12: Forging Trusting Relationships ...........ccccocccooiiiiiiiniiiiiiii, 131
Part V: General Principles of Effective Communication
Chapter 13: Multifaceted Communication...........ccccoeueiiiiiiiiiinniiiiiiicn, 143
Part VI: Crisis Events with Severe Consequences
Chapter 14: Navigating Change ..., 157
Chapter 15: Building Your Empathetic Muscles...........cccoooovriiiiinine. 169
INA@X ettt ssss s s s s s s s s s s s s s s s s s s s s s s s s s s s s nenes 179



	Pages from The Psychology of Financial Planning_TOC1
	Psychology of Financial Planning Practitioner's Guide_TOC



