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By the end of this course, you will be able to:

• Gain skills and confidence to exhibit boldness in key moments 
interacting with clients

• Guide clients to an outcome that provides a “win” for both sides

Objectives
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COURAGEOUS

Achieving Win-Win
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THINK
about it

THINK
about it

Why is it important for an advisor to be 
courageous?

Who do you know professionally that 
“lives out” being courageous?
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THINK
about it

THINK
about it

What is the impact of courage 
(or lack thereof) on your 
trustworthiness?
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T =
C + R + I

S

T = Trustworthiness

C = Credibility
R = Reliability
I  = Intimacy

S  =  Self Orientation

Adapted from – “The Trusted Advisor Fieldbook” – Charles H. Green

o

o
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FEAR COURAGE

High  LowSelf-orientation

Courageous advisor
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What are some examples of 
relationship pinches that you 

tend to experience?

Pinches
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CRUNCH

Mutual Expectations

Effective 
Communications

Measurable Value

Relationship Neglect

Growing 
Relationships

Dying 
Relationships

PINCH

Pinch model
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P
 A

 C
 T

 ALIGNMENT:

What synergies can we 
create by aligning with your 
people and priorities?

 ANTICIPATION:

In what areas would it be 
valuable for us to look ahead 
and/or provide proactive 
advice?

 ADDING VALUE:

In what ways can we be a 
strategic partner to you –
making a true difference?

Establish a PACT
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THINK
about it

THINK
about it

Are you encouraging 
or discouraging?
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Feed 
Them 

Courage

Action 
Precedes 

Clarity

Be 
Courageous

Make Them 
Think

Care With 
Purpose

Stretch Them

Share 
Stories…Good 

and Bad
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The 5C’s

We build strong long-term relationships by understanding others and their aspirations, 

and remaining empathetic to their unique challenges, needs and preferences.

We ask probing questions and seek diverse perspectives to gain understanding, 

challenge thinking and generate new ideas.

We believe that collaboration leads to better outcomes, and we seek and share 

perspectives to encourage innovative thinking to solve problems and enable others 

to seize opportunities. 

We demonstrate strength and confidence in challenging traditional ways of thinking –

having the courage to look forward and prepare for tomorrow.  

We synthesize, apply and communicate complex information and concepts with clarity, 

objectivity and depth, and bring our best thinking and advice to help others make 

confident decisions.
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On-Your-Own Assignment

• Select 1 of your STAKEHOLDER 

RELATIONSHIPS to focus on where you 

need to be more courageous.

• Over the next 30 days, be intentional to:

• Establish a PACT with them

• Address PINCHES as they occur

Application challenge
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This document contains general information, may be based on authorities that are subject to change, and is not 
a substitute for professional advice or services. This document does not constitute audit, tax, consulting, 
business, financial, investment, legal or other professional advice, and you should consult a qualified 
professional advisor before taking any action based on the information herein. RSM US LLP, its affiliates and 
related entities are not responsible for any loss resulting from or relating to reliance on this document by any 
person. Internal Revenue Service rules require us to inform you that this communication may be deemed a 
solicitation to provide tax services.  This communication is being sent to individuals who have subscribed to 
receive it or who we believe would have an interest in the topics discussed.

RSM US LLP is a limited liability partnership and the U.S. member firm of RSM International, a global network 
of independent audit, tax and consulting firms. The member firms of RSM International collaborate to provide 
services to global clients, but are separate and distinct legal entities that cannot obligate each other. Each 
member firm is responsible only for its own acts and omissions, and not those of any other party. Visit 
rsmus.com/aboutus for more information regarding RSM US LLP and RSM International. 

RSM, the RSM logo and the power of being understood are registered trademarks of RSM International 
Association. 
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