
 happiness through sensitive fi nancial planning



 Our passion is contributing to your happiness.

We believe it is important to...

Earn your trust
Trust n. fi rm belief in the reliability, honesty and integrity of another person

Build rapport
Rapport n. a harmonious and understanding relationship between people

Understand you
Understanding adj. being sympathetic towards others’ feelings and points of view

Keep plans simple
Plan n. a method or way of proceeding, thought out in advance

 Manage your plan
Managing adj. having under eff ective control

 Gain mutual benefi t
Mutual adj. (of a feeling or action) felt or done by each towards or to the other
Benefi t n. something helpful, favourable, or profi table

 Help you take the fi rst step
Step n. a short distance



 We all have our own views on what constitutes a happy and successful 
business relationship, but most people would put trust near the top of the list.

We believe that trust is vital to securing the mutually benefi cial, long-term 
relationships we seek with our clients. In this brochure, we share our thoughts 
with you on how we might earn your trust. 

Earning your trust.
Trust n. fi rm belief in the reliability, honesty and integrity of another person

Building rapport.
Rapport n. a harmonious and understanding relationship between people

Developing a good understanding and sense of empathy helps immensely with 
building rapport.

Will we be happy working together? It may help if you feel you have things in 
common with our typical client. 

We are introduced to all of our new clients by word of mouth. Our typical client has 
little experience of managing money and this can cause worry and uncertainty. 
Our role is to help them feel happy about their investments through sensitive 
fi nancial planning.

A focus on building strong rapport enables us to develop a good understanding 
and sense of empathy with new clients.

It all begins with rapport. Our next challenge in earning your trust 
is to ensure that we understand you.



We believe that the most important skill we must practise is our ability to listen.

It is vital we understand all that we can about your current situation and your aims 
and aspirations for the future.

This will not only help you to trust our advice but it will also enable us to tailor our 
recommendations to your unique circumstances.

Understanding you.
Understanding adj. being sympathetic towards others’ feelings and points of view

It is vital we understand all that we can about your current situation and your aims 
and aspirations for the future.

Having taken the time to understand you, it would be a waste of that time if the 
recommended plan was so complicated and full of jargon that you could not 
understand it!

When formulating plans, we subscribe to the KISS principle - ‘Keep It Simple and 
Straightforward’.

Our initial report will give a broad outline of our suggested strategy for your fi nances. 
If you are happy with this, we will prepare a second report which will explain how we 
will implement the recommended plan.

Keeping plans simple.
Plan n. a method or way of proceeding, thought out in advance

When formulating plans, we subscribe to the KISS principle - ‘Keep It Simple and Straightforward’.

Once we understand, we can start to plan. With the plans in force, our role is only 
part complete.



The key to the success of any plan is to evaluate how well it is doing. 

This involves ongoing monitoring combined with regular meetings to review and 
update your aims and aspirations for the future. 

Action can then be taken to ensure that the plan will continue to achieve the 
required outcomes.

We place great emphasis on holding a review meeting at least once a year. This helps 
to ensure that you feel in control.

Managing your plan.
Managing adj. having under eff ective control

We place great emphasis on holding a review meeting at least once a year.

By win/win we mean a relationship from which we both benefi t. 

Your wins are:

 • a caring fi nancial planner and friend whom you enjoy meeting
 •  a simple plan which is easy to understand and control
 •  value for money.

Our wins are:

 •  knowing that we are making a positive diff erence to someone’s life
 •  a commensurate fi nancial reward
 •   a happy new client who will be pleased to recommend us to friends and family.

Gaining mutual benefi t.
Mutual adj. (of a feeling or action) felt or done by each towards or to the other
Benefi t n. something helpful, favourable, or profi table

We subscribe to the concept of win/win.

There is one fi nal element which we 
feel is crucial in earning your trust.



The fi rst step is to meet one of our planners. 

We have a wealth of fi nancial planning experience and understand how to put you at 
your ease, so that you feel comfortable with the benefi ts of working together.

Profi les of our team of planners are detailed separately and are available on our 
website www.breedelliott.com

Taking the fi rst step.
Step n. a short distance

We hope this brochure has given you confi dence in us and started the process of earning your trust.

Breed Elliott was originally founded in 1993 and subsequently became Breed Elliott 
LLP in 2014. 

We are an elite Chartered fi rm of experienced and highly qualifi ed fi nancial planners.
This means we have satisfi ed rigorous criteria relating to professional qualifi cations 
and ethical good practice so you can be confi dent that you are dealing with one of 
the UK’s leading fi rms that is wholly committed to providing you with the most 
suitable advice, service and support.

Our success is built upon happy clients feeling comfortable inviting friends and 
family to meet us, so it is paramount that we look after clients as best we can. 

We are a Chartered fi rm.



 happiness through sensitive fi nancial planning

Visit our website: www.breedelliott.com

Registered Offi  ce
Broadham Manor  Woodhurst Lane  Oxted  Surrey  RH8 9HJ

Breed Elliott LLP is authorised and regulated by the Financial Conduct Authority. 

Breed Elliott is a Limited Liability Partnership. Registered No. OC390767. B
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