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It’s every financial representative’s goal: being viewed as the 
center of his or her clients’ financial lives. Those who have 
attained that esteemed role explain that relationship building, 
joint work and comprehensive planning can transform good client 
relationships into invaluable partnerships. 

“It’s like peeling back layers of an onion,” explained John K. 
Goodwin, CLU, CAP, wealth management advisor with the 
Sarnecki network office in Prairie Village, Kan., who’s a four-time 
Forum qualifier and fee-based financial planner. “As we dig deeper 
with clients, they appreciate our attention to detail and broad-
based skill set. As a result of those efforts, clients invite us to be at 
the center of their financial lives.”

RETURN ON THE INVESTMENT
Matt O. Goodwin, CLU, CFP®, wealth management advisor with 
the Wright network office in Atlanta, shared an example of how 
he and Aubrey E. Vaughn III, CLU, ChFC, CFP®, REBC, director 
of business and estate planning, emerged as the center of one 
client’s financial landscape. “The client’s original goal was to 

“ In order to be at the center 
of your clients’ financial lives, 
you have to earn your spot 
by establishing touchpoints 
around their lives.”

–  John K. Goodwin 
Sarnecki network office  |  Prairie Village, Kan.
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explore succession planning options for his family-owned business,” 
Matt said. “As our relationship evolved over the next decade, the 
client’s perspective about his family’s financial future shifted.” 

Matt, member of the Planning & Sales field committee and a multi-
year Forum qualifier who had his Best Year Ever in 2014, stayed in 
touch with the business owner and found new opportunities to 
provide client-focused ideas about building personal long-term 
financial security. Since the beginning, he and Vaughn worked with 
the client — Vaughn offered his expertise as a business planning 
specialist. The relationship continued to grow.

“Joint work with other specialists broadens our offerings to best 
serve clients,” Matt said. “Dovetailing our expertise was an effective 
way to make the greatest comprehensive impact on our client’s 
financial future.”

More recently, they secured a fee-based financial planning 
engagement and developed a Business Planning Analysis (BPA) 
and Personal Planning Analysis (PPA), which served as a catalyst for 

optimizing the client’s financial plan. “At our very first team meeting 
with the client’s attorney and accountant, Aubrey and I sat at the 
far corner of the boardroom table,” Matt said. “But at the most 
recent meeting, I sat in the chair next to the client, who told the 
group, ‘I’m glad that everyone is here today. Matt is going to run 
this meeting.’ That vote of confidence was very rewarding.”

Vaughn, chair of the Advanced Planning and Markets field 
committee and a 10-time Forum qualifier, said this example 
illustrates there’s always more than what meets the eye when 
developing a comprehensive financial plan. “It takes time to clarify 
objectives and uncover details. But once that’s accomplished, 
there’s a definite return on investment.  We’re in a unique 
position that results in repeat business and building deeper client 
relationships.”

COMPREHENSIVE APPROACH — A COMPETITIVE 
ADVANTAGE
Tracy B. VanDyke, CLU, ChFC, CFP®, CASL, RICP, Leawood, Kan., 
and John Goodwin also pair up to augment client offerings. They 

continued on next page  >> 

“ It’s unrealistic for 
someone to know 
everything and have 
all the answers. Our 
knowledge-base 
is much stronger 
when we work in 
tandem.”

–  Aubrey Vaughn 
Wright network office  |  Atlanta
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recently established a fee-based financial 
planning engagement with a client whose 
net worth is more than $8 million. 

As John explained, “Our client told us she 
chose us over other advisors because of 
our comprehensive approach to managing  
her life.” 

She also felt more comfortable knowing 
there are multiple eyes and ears versus 
just one person. “Most advisors don’t 
present themselves that way,” John said. 

“That demonstrates a distinct competitive 
advantage for Northwestern Mutual.” 

VanDyke, who’s an FRA board member, 
achieved honors such as Forum and had 

her Best Year Ever in 2014, added: “No 
other company has the capacity to offer 
long-term financial security like we do. 
Tools like factfinders and PPAs differentiate 
us, as do our network of specialists and full 
suite of products,” she said. “Northwestern 
Mutual clearly owns the planning space.”

BECOMING THE CENTER OF YOUR CLIENTS’ FINANCIAL LIVES
Advice on enhancing client relationships:

1.  Ask the relevant questions. Spend time getting to know 
your clients by listening to them and learning relevant details 
about their lives.

2.  Expand your knowledge. Earn designations, work with 
specialists and consult Northwestern Mutual’s multiple 
resources to address clients’ needs. 

3.  Focus on objectives. Understanding priorities and crafting 
solutions to meet those needs lead to becoming the client’s 
trusted advisor.

4.  Be patient. Solving a client’s immediate problem can lead to 
more comprehensive planning. “Addressing the ‘pebble in a 
client’s shoe’ often builds trust and earns the right to move 
into comprehensive planning,” John Goodwin explained.

“ Teaming up on joint work allows 
us to efficiently bring the best 
solutions to clients and achieve 
critical mass more quickly, clients 
understand and appreciate that.”

–  Tracy VanDyke 
Sarnecki network office  |  Prairie Village, Kan.

FIND IT on LINKnet
Search: “Financial planning”

Want to learn more about how to get at the 
center of clients’ financial lives? Watch a video 
to hear more from Tracy VanDyke, Matt 
Goodwin and Aubrey Vaughn.

FIND IT on the Media Center
Search: “Heart of the Matter”

THE NORTHWESTERN MUTUAL COLUMNS  |  For internal use only. Not for use with the public.14   |   APRIL 2015




