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Are you an adviser who provides risk advice? 
Then WORTH PAYING FOR should be on your bookshelf. 

It will be your constant guide as you navigate new industry 
challenges and build a profi table, sustainable business.

www.elixirconsulting.com.au/pricingadvice

WORTH PAYING FOR

Unlocking the value of your 
RISK ADVICE SERVICE to 
ensure the successful future 
of your business and your clients.

If you advise your clients on their risk needs and 
your business is at a crossroads, buying this book 
is a great investment in your future.

SUE VISKOVIC has been helping professional advisers to improve their 
businesses for over 15 years and is a sought-after speaker and business 
mentor. Her consultancy, Elixir Consulting, provides business development 
advice, coaching and tools to fi nancial and risk advisers around Australia.
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ORTH PAYING FOR
 Unlocking the value of your RISK ADVICE SERVICE

If you provide advice on risk insurance you’re probably worried right now. 
Will your business survive the life insurance reforms? Sue Viskovic argues that 
it can. Not only that, but the changes present a great opportunity to expand your 
client base, deepen client relationships and increase profi tability. In fact, to thrive, 
rather than just survive.

Sue believes clients will pay for your advice if they see value - but only if you work out 
an optimum pricing structure, target selected clientele and communicate your value. 
Using her trademark straight-talking style, she explains how to review and reshape 
your business and shares the experiences of advisers who already charge fees.

A companion to Sue’s best-selling guide for fi nancial advisers, 
PRICING ADVICE, this book will help you to:

 • Identify what type of clients are best for you and your business
 • Appreciate the true value of the services you offer
 • Understand the pros and cons of different pricing options
 • Work out a pricing structure that suits your business – 
  whether that includes commissions, fees or a combination of both
 • Onboard new clients in a way that sells your value 
 • Answer questions such as “Should I really be charging for claims management?”
 • Get closer to your clients and educate them.

ARE YOU READY?
A HANDY CHECKLIST  

So you’ve considered all your options and are relatively clear about the pricing model 
you’re going to use for your risk advice in future?

That’s great. Here’s a checklist so you can cross-check all the elements that require 
consideration and ensure you have a solution you’re happy with.

Most importantly of all - Do you believe your services are worth paying for, and are 
you ready to quote your new pricing structure to the next person who makes an 
enquiry?

Are you crystal clear on the types of clients you want to work with?  
Tip: ‘everyone’ isn’t good enough! 
Have you enhanced your value proposition? 
From the client’s point of view, is your value proposition definitely worth 
paying for? 
Have you developed marketing materials to articulate your value 
proposition and attract new clients? 
Do you have a way to ensure all your clients know why it’s important 
to have their parachutes packed by you rather than relying on direct or 
group insurance?



Have you enhanced and systemised your onboarding process so every 
client gets a fantastic experience and you are delivering it efficiently? 

Have you built consistency and technology efficiencies into the rest of 
your administrative and compliance processes that will drive costs down 
and client satisfaction up? 



Have you developed engaging ways to educate clients about your 
service so they value your expertise?  
Tip: Not just that the cheapest policy can end up the most expensive if it 
doesn’t pay out at claim time, but the intricacies that you will decipher - 
policy definitions, structures, stepped/level, underwriting, disclosures etc.



Have you determined your Minimum Recoverable Amount for new 
clients, as well as for delivering your ongoing services? 
Do you have a plan for clients whose cases aren’t straightforward and 
where it will take more work than average to get them covered? 
Have you catered for clients whose policy applications are declined or 
who are offered cover with a loading? 
Have you worked out how to deal with a situation where your client 
cancels a policy within the first two years, triggering a clawback of 
commission?



Have you decided how you will cover your costs if you are asked to assist 
clients with their claims? 
Are your clients aware of your claims management service and how 
valuable it is? 
Have you defined the structure of your pricing model? 
Have you designed supporting templated documents?  
This may start with updating your FSG, through to creating terms of 
engagement letters, client service agreements, fee disclosure statements, 
opt-in letters etc.




