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Investment Products Offered 

 • Are Not FDIC Insured • May Lose Value • Are Not Bank Guaranteed

CurriCulum Guide

HiGH inCome

How to Tell the Story 
of a GREAT Investment Idea

The Advisor Institute at AllianceBernstein has created a program to help Financial Advisors structure a more compelling 
and clear presentation of a “great” investment idea. The program teaches FAs how to strike a balance between motivating  
a client to take action and exercising constraint in choosing information and language. It details the seven steps below.

  •  Are Not FDIC Insured  •  May Lose Value  •  Are Not Bank Guaranteed

1. introduce the problem. The primary motivator of all human 

behavior is the desire to avoid negative sensations. So, frame 

the investment strategy as attempting to solve a potential 

problem. This activates the primary motivator—avoidance  

of pain. Create a “burning platform” problem that allows  

the story to achieve relevancy quickly. 

2. explain how it happened. Show the client how this problem 

came to be. Demonstrate the specific trends and forces in the 

capital markets that came together to create it.

3. make it personal. For the investor to respond to the message, 

he or she must understand why it’s something to be personally 

concerned about. Be sure to make it personal. 

4. describe the usual solution. Start with the choice that’s  

familiar to the client. Describe how it’s commonly used as  

a solution to the problem you’re describing. 

5. Highlight the flaws. Reveal the mechanisms in the market  

that expose the flaws in the typical solution, which will open 

the door for you to introduce the great investment idea.

6. Present a better way. Investors are comfortable with the 

familiar, so use small steps to move them to a related new  

idea. This will alleviate doubts and bridge the confidence gap. 

Use graphics to present difficult concepts, and support them 

with relevant, timely research.  

7.  Show the benefits. Close by summarizing why the new 

solution is better. This step allows you to present the 

anticipated behavior of an approach over time, based on  

well understood mechanisms operating in the markets. 

If you tell the story well, the client will become excited and eager 

to accept the new investment ideas. Therefore, when making 

a recommendation, tailor the investment to a client’s actual 

situation and life. And make sure the investment is suitable. 
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This material was created for informational purposes only. It is important to note that not all Financial Advisors are consultants or investment managers; consulting and investment 
management are advisory activities, not brokerage activities, and are governed by different securities laws and also by different firm procedures and guidelines. For some clients, 
only brokerage functions can be performed for a client, unless the client utilizes one or more advisory products. Further, Financial Advisors must follow their firm’s internal policies 
and procedures with respect to certain activities (e.g., advisory, financial planning) or when dealing with certain types of clients (e.g., trusts, foundations). In addition, it is 
important to remember that any outside business activity including referral networks be conducted in accordance with your firm’s policies and procedures. Contact your branch 
manager and/or compliance department with any questions regarding your business practices, creating a value proposition or any other activities (including referral networks).
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1. introduce the problem. Bond investors feel like they have 

few places to turn today as they search for income in an 

environment of historically low yields. At the same time, 

equity markets are as volatile as they’ve been since the 

global financial crisis. 

2. explain how it happened. Yields on US Treasury bonds have 

been declining for decades, and the US Federal Reserve has 

committed to keep short-term yields low for several more 

years. At the same time, equity markets have been rocked  

by worries about the global economy and fiscal challenges  

in major developed nations.   

3. make it personal. Treasury yields are so low that once 

inflation is taken into account, investors are essentially  

paying the federal government when they buy its bonds.  

The inflation-adjusted, or “real,” yields on many Treasury  

bond maturities are negative. 

4. describe the usual solution. Some investors have sought  

to enhance their income by pursuing substantial allocations 

to high-yield corporate bonds, which offer relatively 

attractive yields compared with Treasury bonds and have 

historically been much less volatile than equities. 

5. Highlight the flaws. High-yield’s return potential is skewed 

to the downside compared with stocks: both investments 

may lose all of their value, but stocks have an unlimited 

upside…bonds don’t. Also, high yield bonds don’t necessarily 

thrive in every environment, and it can be challenging to 

understand the risk in some funds. 

6. Present a better way. You may want to consider another  

strategy that takes a global, diversified approach to seeking 

income. AllianceBernstein’s High Income Fund, for example, 

invests in multiple income-producing sectors that extend 

beyond corporate high-yield bonds.   

7. Show the benefits. This strategy pursues a global opportunity 

set that also includes investment-grade corporate bonds, 

emerging-market debt and bank loans—because no single 

sector or country wins all the time. An active manager has 

many opportunities to enhance returns—in addition to 

managing country, sector and security allocations, selective 

currency exposures can also be a source of added return.  

    A multi Sector Approach Can Work in High income*
     Correlation to High Yield 1994–2010

Principles and guidance are a good starting place when preparing to tell a story, but theory doesn’t equal practice. 
Here’s an example of how an advisor can use the seven steps to build a tight, motivating case and present a specific 
investment idea.  

AllianceBernstein High income Fund (AGdAX)

High Correlation  1.0

Zero Correlation 0.0

Inv. Grade Corporates

Bank Loans

EMD USD 
EMD Local

Strong Correlation >0.7  

CMBS

*Past performance does not guarantee future results. These returns are for illustrative purposes only and do not reflect the performance of any fund. Diversification 
does not eliminate the risk of loss. Through December 31, 2010 Bank Loans are represented by Credit Suisse Leveraged Loan Index; Corporates (investment grade) are 
represented by Barclays Capital US Corporate Investment Grade; CMBS is represented by Barclays Capital CMBS Index; EMD (Emerging Markets debt) US$ are represented 
by the JPM EMBI-Global; EMD Local is represented by the JPM GBI-EM Index from 2002 to 2007 and prior to 2002. An investor cannot invest directly in an index or average 
and they do not include sales charges or operating expenses associated with an investment in a mutual fund, which would reduce total returns.  Source: Barclays Capital, 
Credit Suisse First Boston, JPMorgan Chase and AllianceBernstein

12–0934  TAI–FA–6701–0412

A Word About Risk—Derivatives Risk: Investing in derivative instruments such as options, futures, forwards or swaps can be riskier than traditional investments, and 
may be more volatile, especially in a down market. Foreign (non US) Risk: Non-US securities may be more volatile because of political, regulatory, market and economic 
uncertainties associated with such securities. Fluctuations in currency exchange rates may negatively affect the value of the investment or reduce returns. These risks are 
magnified in emerging or developing markets. Leverage Risk: Trying to enhance investment returns by borrowing money or using other leverage tools—magnify both 
gains and losses, resulting in greater volatility. Inflation Risk: Prices for goods and services tend to rise over time, which may erode the purchasing power of investments. 
Credit Risk: A bond’s credit rating reflects the issuer’s ability to make timely payments of interest or principal—the lower the rating, the higher the risk of default. If the 
issuer’s financial strength deteriorates, the issuer’s rating may be lowered and the bond’s value may decline. Interest Rate Risk (with prepayment risk): As interest rates rise, 
bond prices fall and vice versa - long-term securities tend to rise and fall more than short-term securities. The values of mortgage-related and asset-backed securities are 
particularly sensitive to changes in interest rates due to prepayment risk. Below Investment Grade Securities Risk: Investments in fixed-income securities with lower ratings 
(commonly known as “junk bonds”) tend to have a higher probability that an issuer will default or fail to meet its payment obligations.  
investors should consider the investment objectives, risks, charges and expenses of the Fund/Portfolio carefully before investing. For copies of 
our prospectus and/or summary prospectus, which contain this and other information, visit us online at www.alliancebernstein.com or contact 
your AllianceBernstein investments representative. Please read the prospectus and/or summary prospectus carefully before investing. 
 

AllianceBernstein Investments, Inc. (ABI) is the distributor of the AllianceBernstein family of mutual funds. ABI is a member of FINRA and is an affiliate of 
AllianceBernstein L.P., the manager of the funds.    
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