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WHY SO MANY 
ADVISORY TEAMS  
FIGHT ABOUT URGENCY
Did you ever watch one of those movies with a pirate ship 
that had a crew working hard to row the boat while the 
sailing master beat a drum to set the pace? The sailing 
master was critical to the motion of the boat. Without  
him, there would be no coordination, the oars would  
slam into one another and the ship would flounder. 

The first mate would call down through a hole in the deck to let the sailing master know  
how fast the boat needed to go, and the drum would change pace. As with any team, the  
big challenge was that all those moving parts needed to work together smoothly. Clear  
communication was the key to team effectiveness—and it continues to be the key today.  
The sailing master was also the point of contact for other issues between the first mate  
and the crew. 

Imagine what would happen if the sailing master announced, “I have some good news and 
some bad news for you today!” One of the pirates might call out, “Give us the good news first!” 
The sailing master would smile and say, “The good news is that everyone gets double rations 
for lunch today!” The crew would erupt in a short cheer. After a moment, toward the back where 
the more experienced pirates were seated, someone would ask, “What’s the bad news?” The 
sailing master would reply, “Well, the bad news is that, after lunch, the captain wants to go 
water skiing!”
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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). 

It is important to remember that (i) all planning services must be completed in accordance with your firm’s internal policies and procedures; (ii) you may only use approved tools, 
software and forms in the performance of planning services; and (iii) only Financial Advisors who are properly licensed may engage in financial planning. 
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As an advisor, your ultimate goal is to build better outcomes 
for your clients. At AllianceBernstein, we share your  
commitment. We’ve put our research to work for our  
clients around the world:

++ Exploring the opportunities and risks of the world’s capital 
markets and the innovations that can reshape them 

++ Helping investors overcome their emotions and keep their 
portfolios on track 

++ Defining the importance of investment planning and  
portfolio construction in determining investment success 

++ Providing tools to help advisors build deeper relationships 
that benefit their clients and their practices

Our research insights are a foundation to help you serve your 
clients. Speak to your AB relationship team to find out how 
we can help you.
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