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Clarity

• Remove 
ambiguity; avoid 
the curse of 
knowledge

• State the "why", 
not just the 
"what"

• Use direct 
language tailored 
to the receiver's 
communication 
style

Connection

• Match the other 
person's 
communication 
style

• Build trust 
through 
presence and 
psychological 
safety

• Create resonance 
by showing why 
the message 
matters to them

Comprehension

• Verify 
understanding 
using CAPS: 
Clarify, 
Acknowledge, 
Probe, 
Summarize

• Leverage 
perspective-
taking to 
anticipate 
misinterpretation

• Listen for both 
verbal and non-
verbal cues

The Power of Overcommunication1
Leaders are 10x more likely to be criticized for under-communicating than over-communicating. The goal is not just to be 
understood; it is to ensure your message cannot be misunderstood. 

By following the three-stage Communication Model and understanding Communication Styles, you can drive Clarity, build Connection, 
and ensure Comprehension with the receiver.
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Driver
•Take charge
•Quick decisions
•Direct
•Results

Analytical
•Process-oriented
•Details
•Logical
•Sequential

Expressive
•Big picture
•Creative
•High energy
•Spontaneous

Amiable
•Cooperative
•Supportive
•Loyal
•Consensus

Controls Emotion

Displays Emotion

AsksTells

Communication Model Communication Styles

Before sending any communication, ask: 1) Is it clear? 2) Does it connect to the receiver's perspective and style? 3) Have I confirmed they truly 
understand it? If you need support, your Dynasty Relationship Manager can help you name communication styles within your firm, tailor your 
messaging, and strengthen clarity, connection, and comprehension in both internal and client interactions.

1Berger, Gail. Articulating a Clear Vision and Strategy for Effective 
Organizational Executive. Kellogg School of Management, June 10, 2025.
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Finding Your M-A-D Brand Advantage2

Your firm's brand is not just a logo, name, or set of messages. A brand is a cup that holds all the attributes your clients and prospects 
associate with your business, which is their perceived value. There are two big issues in a crowded market when you are trying to fill your brand 
cup: 

1) It is impossible for a brand to be perfect for everyone. 
2) People do not value firms until they need to. 

Your goal should be to create memory structures full of positive associations for your primary brand, and any sub-brands.  Ideally, those positive 
associations help prospects choose your firm. One tool to help figure out main brand benefits is Benefit Laddering, which helps find functional and 
emotional benefits that provide value-add solutions.

4

Strong brands have cups full of associations but own a distinct MAD benefit. This benefit is Meaningful, Authentic, and Different. You can work with 
the Dynasty Marketing Team to help best position your primary and sub-brands to best differentiate against your competition so that your target 
prospects potentially choose your firm.

Emotional Benefit What psychological need does it solve?

Functional Benefit
What functional benefit does the product/service deliver?
What functional need does it solve?

2McTigue, Kevin. Driving Success through Brand Strategy & Management. 
Kellogg School of Management Executive Education, June 10, 2025.

Features Facts, attributes, details, objectively observable.01

02

03

SO WHAT?

SO WHAT?
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Entrepreneurial to Professionalized Growth with 
Deliberate Practice3
High-growth RIAs do not improve by working harder, they improve by practicing differently. Deliberate practice is the structured, feedback-
rich, uncomfortable, coach-supported method used by elite performers in every field.  It is the difference between "I've got this..." and "I can get 
10x better."

There are five conditions that must be present for an RIA to experience real growth:
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Get Continuous Feedback

Recruit Coaches

Try Differently, Not Harder

Move Out of Your Comfort Zone

Set Specific Goals
Practical Application for the Upcoming Quarter

1. Choose One Skill to 10x
o Pick a single high-impact skill, such as prospecting, discovery, storytelling, 

closing, or pipeline management
2. Use SMARTASS

o This will help you define what you will do every week to improve that one skill
o Specific, Measurable, Achievable, Realistic, Timely, Apparatus, Support, Stop

3. Build Your Feedback Loop
o Commit to getting 3-4 pieces of feedback per week from a coach, peer, or 

manager
4. Practice in the Learning Zone

o Role-play more than you rehearse by yourself. Make practice harder than real-
life conversations

5. Opt In or Opt Out
o Deliberate practice requires discipline and discipline is choice. Decide whether 

you are really committed to organic growth or not

If you are interested in professionalizing the growth of your firm, consider attending the upcoming DIAL Growth Conference taking place from April 
28 to April 29.  More information can be found in the Dynasty Desktop in the NEW Network Events widget on "My Dashboard".

3Wortmann, Craig. Transitioning from Entrepreneurial to Professionalized Growth: A Kellogg 
Sales Institute MasterCourse . Presented June 2025 for Dynasty Financial Partners.
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Future-proof your RIA by Building an In-house
Internship Program
For RIAs looking to create a pipeline of culturally-aligned professionals, internship programs offer a cost-effective way to build 
talent internally, reduce recruitment expenses, and shorten ramp-up times compared to external hires. 

To create, run, and replicate a successful internship program, RIAs must consider the following: 

6

For more information on building, running, and enhancing your Internship 
Program, please reach out to your Dynasty Relationship Manager.

PREPARING FOR INTERNS DEVELOPING INTERNS RETAINING ELITE INTERNS

• Always be recruiting and constantly identify 
elite talent to keep pipeline full.

• Assess current gaps in roles, responsibilities, or 
expertise to identify intern capacity, areas of 
focus, and length of program 

• Create an intern training and event calendar 
prior to the start date to ensure all stakeholders 
are prepared to support the program when 
appropriate 

• Set the tone with a standardized orientation 
program to cover key contacts, technology, 
and expectations

• Establish clarity around roles and provide 
meaningful, impactful tasks

• Consider informal biweekly check-ins and 
formal reviews during the midpoint and final 
week to ensure interns are kept on track

• Discuss potential career paths within the 
company and provide insights into various 
roles and promotion policies 

• Offer structured support through mentors who 
can help interns build confidence and see a 
future at your firm

• Understand key drivers of satisfaction so you 
can offer fair compensation and desired 
incentives

• Week 1: Orientation, compliance training

• Weeks 2-4: Department rotations 

• Weeks 5-7: Project Work 

• Week 8: Final project presentation

• Post-Internship: Feedback survey

TRAINING & DEVELOPMENT 

Intern Program 
begins

Intern
program ends

Full-time 
hires begin

WEEK 1 WEEK 2 WEEK 3 WEEK 4 WEEK 5 WEEK 6 WEEK 7 WEEK 8 WEEK 9 WEEK 10

Department 
rotations 

Project Work

Final project 
presentation 

Orientation & 
compliance training
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Important Disclosures
Dynasty Financial Partners is a U.S. registered trademark of Dynasty Financial Partners, LLC (“Dynasty”). Dynasty is a brand name, and functions through Dynasty’s wholly owned subsidiary, Dynasty Wealth Management, LLC, 
(“DWM”) a registered investment adviser with the Securities and Exchange Commission, when providing investment services. Any reference to the terms “registered investment adviser” or “registered” does not imply that 
Dynasty or any person associated with Dynasty has achieved a certain level of skill or training. A copy of DWM’s current written disclosure statement discussing our advisory services and fees is available for your review upon 
request.

The information contained herein is for informational purposes only and should not be construed as an attempt to sell or solicit any products or services of DWM or any investment strategy, nor should it be construed as legal, 
accounting, tax or other professional advice. This material is proprietary and may not be reproduced, transferred, modified or distributed in any form without prior written permission from Dynasty. Dynasty reserves the right, at 
any time and without notice, to amend, or cease publication of the information contained herein.

Certain of the information contained herein has been obtained from third-party sources and has not been independently verified. It is made available on an "as is" basis without warranty. Any strategies or investment programs 
described in this presentation are provided for educational purposes only and are not necessarily indicative of securities offered for sale or private placement offerings available to any investor. The views expressed in the 
referenced materials are subject to change based on market and other conditions. This document contains certain statements that may be deemed forward-looking statements. Please note that any such statements are not 
guarantees of any future performance; actual results or developments may differ materially from those projected. Any projections, market outlooks, or estimates are based upon certain assumptions and should not be 
construed as indicative of actual events that will occur.

Dynasty Connect is a service offered through Dynasty Wealth Management, LLC, an SEC registered investment adviser and a wholly owned subsidiary of Dynasty Financial Partners, LLC.

Dynasty Securities Disclosure
Dynasty’s wholly owned subsidiary Dynasty Securities LLC (“Dynasty Securities”) is a U.S. registered broker-dealer and member FINRA/SIPC. All security related transactions are 
through Dynasty Securities. Dynasty securities does not hold customer securities or customer funds.
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