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01 — Executive summary

Executive Summary
Quick-reference overview for your first meeting

ARCHETYPE

The Owl

BIAS PROFILE

Maxwell Smart

RISK TOLERANCE

3.2 / 5 (Moderate)

RISK VULNERABILITY

2.1 / 5 (Low)

RISK GAP

+1.1 (Overconfident)

PLANNING ORIENTATION

4.4 / 5 (Very High)

FINANCIAL ANXIETY

2.3 / 5 (Low–Mod)

INVOLVEMENT LEVEL

4.1 / 5 (High)

COMMUNICATION

Data-forward, written

TRUST SPEED

Slow — requires evidence

Risk Gap Analysis

Alex’s stated risk tolerance (3.2) exceeds their behavioral risk vulnerability score (2.1), creating a gap of +1.1. This

is common in Owl-type investors who intellectually understand risk but underestimate their own emotional

reaction to drawdowns. The gap indicates Alex may take on more risk than they can psychologically sustain

during a real correction.

ADVISOR NOTE

Lead with scenarios, not percentages. Ask: “If this portfolio dropped $40,000 in three months, what would you

want to do?” Owls respond to concrete examples. Establish a written drawdown policy in your first meeting so

Alex has a rational anchor to return to during volatility.

Three things to do before the first meeting

1. Send the advisor report link 48 hours in advance — Alex will read it thoroughly.

2. Prepare a one-page fact sheet on your investment process with data citations.

3. Have a written agenda. Owls are uncomfortable with unstructured conversation.
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02 — Investor archetype

The Owl
Analytical · Deliberate · Planning-oriented

Overview

The Owl represents investors who lead with analysis before action. They are methodical researchers who need

comprehensive data before making financial decisions. Owls have high planning orientation and involvement —

they want to understand the “why” behind every recommendation. They are not impulsive and rarely panic-sell,

but can fall into analysis paralysis or overweight recent data (their primary cognitive bias).

Owls typically arrive at the first meeting having already researched you, your firm, and your investment

philosophy. They respond to advisors who demonstrate process rigor and intellectual honesty — and disengage

quickly from advisors who lead with charm, urgency, or generalities.

Core traits

TRAIT EXPRESSION IN THIS CLIENT

Information style Exhaustive — reads source documents, checks citations, compares alternatives

Decision speed Deliberate — needs 48–72 hours and independent verification before committing

Loss response Rational on the surface; internalizes losses as analytical failures rather than bad luck

Definition of winning Being right for the right reasons — process integrity matters as much as outcome

Trust building Evidence-driven and slow; earned through consistency, lost through overstatement

WATCH FOR

Analysis paralysis at decision points, hindsight rewriting after outcomes, and a tendency to treat every

drawdown as a solvable puzzle rather than a normal cost of participation.
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02 — Investor archetype (continued)

The Owl in Practice
How the archetype shows up across the advisory relationship

Strengths to lean on

Plan adherence. Once an Owl signs off on a written plan, adherence is exceptional. Alex’s plan orientation (4.4)

and future orientation (4.5) are both in the top decile — multi-year strategies with explicit milestones fit

naturally.

Low panic propensity. At 1.7 / 5, Alex is unlikely to liquidate in drawdowns. Volatility conversations can be

factual rather than therapeutic.

High involvement. Alex will actually read what you send (4.1 / 5 involvement). Written communication

compounds trust instead of disappearing into an inbox.

Friction points to manage

The risk gap (+1.1). The stated appetite exceeds the behavioral reality. Left unmanaged, this produces portfolios

that are intellectually approved but emotionally unsustainable — and an advisor who gets blamed for both.

Slow trust (2.9 / 5). Expect a probation period. Recommendations will be independently verified for the first

several quarters. This is not distrust of you specifically; it is how Owls process delegation.

Selective memory. The Maxwell Smart bias profile (Section 05) means Alex will remember predictions that

worked and quietly revise the ones that didn’t. Keep a shared written decision log — it protects the relationship

from hindsight disputes.

POSITIONING

Present yourself as a research partner with a disciplined process, not as a salesperson with conviction. Owls

hire rigor.
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03 — Advisory dimensions

The 13 Advisory Dimensions
Scored 0–5 against the 22,000+ assessment norming base

Financial Anxiety 2.3

Level of Involvement 4.1

Plan Orientation 4.4

Excitement Seeking 1.8

Communication Style 4.2

Outside-the-Box 2.6

Trust 2.9

Deliberation Style 4.3

Loss Sensitivity 3.1

Social Comparison 1.9

Future Orientation 4.5

Financial Self-Efficacy 3.8

Panic Propensity 1.7

Blue bars mark dimensions at or above 3.8 — the levels that most shape how this client should be advised. Muted bars are below the

advisory salience threshold.
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03 — Advisory dimensions (continued)

Dimension Interpretation
What each score means for the advisory relationship

DIMENSION SCORE INTERPRETATION

Financial Anxiety 2.3 / 5 Low–moderate; money worries rarely drive decisions. Reassurance-heavy

communication reads as padding.

Level of

Involvement

4.1 / 5 High; wants to see the work. Share models and assumptions, not just conclusions.

Plan Orientation 4.4 / 5 Very high; a written plan with milestones is the backbone of the relationship.

Excitement Seeking 1.8 / 5 Low; no appetite for speculative side positions. Don’t pitch novelty.

Communication

Style

4.2 / 5 Strong preference for structured, written, data-forward communication.

Outside-the-Box 2.6 / 5 Moderate; open to unconventional strategies only with strong evidentiary support.

Trust 2.9 / 5 Below average and slow to build; expect independent verification early on.

Deliberation Style 4.3 / 5 Highly deliberate; urgency framing backfires. Build decision windows into the

process.

Loss Sensitivity 3.1 / 5 Average; losses are processed analytically but linger as process doubts.

Social Comparison 1.9 / 5 Low; peer performance and status framing carry little weight.

Future Orientation 4.5 / 5 Very high; long-horizon planning is intrinsically motivating.

Financial Self-

Efficacy

3.8 / 5 High confidence in own ability — pairs dangerously with the +1.1 risk gap.

Panic Propensity 1.7 / 5 Very low; drawdown conversations can be factual, not emotional triage.
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04 — Advisor eyes only

Working With This Client
Advisor-specific guidance across 10 scenarios — not included in the client’s version

01 · FIRST MEETING

Arrive with a written agenda and share it at the start. Open with process, not products — explain how you make

decisions, what data you use, how often you communicate. Alex is evaluating your rigor before your recommendations.

Ask detailed questions and take visible notes. Avoid filling silence with reassurance — Owls find it patronizing.

02 · MAKING A RECOMMENDATION

Lead with the rationale, not the conclusion. Present comparable examples, data sources, and expected scenarios

(base, bull, bear). Give Alex 48–72 hours to research independently before requesting a decision. Follow up with a one-

page written summary. Avoid urgency framing (“this window closes Friday”) — it triggers skepticism, not action.

03 · DURING MARKET VOLATILITY

Send a brief written update proactively — don’t wait for Alex to call. Include: current portfolio status versus plan,

historical context (how similar periods resolved), and one clear action item or an explicit “no action needed.” Owls

want data during volatility, not comfort. Panic propensity is low, so don’t over-communicate.

04 · DELIVERING BAD NEWS

Be direct and data-forward. Owls respect advisors who don’t sugarcoat. State the situation clearly, explain what was

knowable versus unknowable at decision time, and present the revised plan. The shared decision log (Section 02) is

your best defense against hindsight revision.
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04 — Advisor eyes only (continued)

Working With This Client
Scenarios 05–07

05 · PROPOSING A PLAN CHANGE

Frame every change relative to the written plan: what assumption changed, what evidence changed it, and what stays

the same. Owls tolerate change well when the reasoning chain is explicit — and poorly when it arrives as a surprise.

06 · THE ANNUAL REVIEW

Structure it as a process audit, not a performance recap. Review the decision log, score last year’s calls honestly

(including yours), and update the plan milestones. This meeting is where Owl trust compounds fastest.

07 · WHEN ALEX BRINGS AN IDEA

Never dismiss it on authority. Evaluate it with the same written framework you apply to your own recommendations

and return a genuine analysis. A respectful “here’s where the data pushes back” builds more trust than agreement.

Expect well-researched ideas — intellectualism is this client’s strongest trait.
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04 — Advisor eyes only (continued)

Working With This Client
Scenarios 08–10

08 · DISCUSSING FEES

Present fees in writing, benchmarked, with an explanation of what the fee buys in process terms. Owls rarely object to

fair fees; they object to opacity. Volunteer the comparison before it’s requested.

09 · INVOLVING THE PARTNER OR FAMILY

Ask early how decisions are made at home. If a partner scores differently on risk or involvement, run the assessment

for both — two profiles side by side turn “we disagree about money” into something specific enough to plan around.

10 · RETENTION RISK MOMENTS

The relationship is most at risk after a drawdown that follows a recommendation Alex privately doubted. Watch for

shortened replies and increased independent research — that is pre-departure behavior in high-deliberation clients.

Re-anchor to the decision log and the plan before proposing anything new.

SUMMARY

Process, evidence, writing, patience. Advisors who match those four beats retain Owl clients for decades — they

are the most loyal archetype once trust clears its threshold.
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05 — Cognitive bias profile

Cognitive Bias Profile
Maxwell Smart — Hindsight + Overconfidence

Maxwell Smart investors exhibit a distinctive combination of hindsight bias and overconfidence in their own

analytical ability — named for the fictional spy who is perpetually certain he has the right answer, and equally

certain, after being wrong, that he knew it all along. The profile is common among high-intelligence, high-

involvement investors who read widely and form strong priors. The danger isn’t recklessness — it’s selective

memory and overestimation of predictive ability.

Hindsight

Overconfidence

Confirmat

Anchorin

Loss Aversion

AvailabilityRecency

Herding

al Acct.

tatus Quo

Optimism

Scores 0–5, outer ring = 5. The profile’s shape matters more than any single score: this one spikes on the analytical-certainty cluster

(hindsight, overconfidence, confirmation) and stays low on the social cluster (herding, status quo).
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05 — Cognitive bias profile (continued)

Bias Scores Across 11 Dimensions
Ranked by advisory relevance

Hindsight Bias 4.1 / 5 Very high — primary driver of the Maxwell Smart profile

Overconfidence 3.7 / 5 High — overestimates accuracy of own predictions

Confirmation Bias 3.0 / 5 Moderate–high — filters information toward existing views

Availability Heuristic 2.8 / 5 Moderate — recent events weighted disproportionately

Recency Bias 2.6 / 5 Moderate — projects recent trends into the future

Anchoring 2.4 / 5 Moderate — anchors to initial valuations or entry prices

Optimism Bias 2.2 / 5 Moderate — slightly overestimates favorable outcomes

Loss Aversion 2.0 / 5 Moderate–low — somewhat below-average loss sensitivity

Mental Accounting 2.0 / 5 Moderate — some compartmentalization of portfolio buckets

Status Quo Bias 1.6 / 5 Low–moderate — willing to make changes when evidence warrants

Herding 1.1 / 5 Low — relatively independent from crowd behavior
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06 — Bias mitigation

Bias Mitigation Strategies
Counter-moves for the top three biases, built into the advisory process

Hindsight bias (4.1) — the decision log

Keep a shared, timestamped log of every material decision: the recommendation, the rationale, the known

unknowns, and Alex’s position at the time. Review it at every annual meeting. Hindsight bias cannot survive

contemporaneous written records — and Owls respect the discipline.

Overconfidence (3.7) — the pre-mortem

Before each significant allocation, run a five-minute pre-mortem: “It’s eighteen months from now and this

position hurt us — what happened?” This channels Alex’s analytical energy into failure modes instead of

conviction reinforcement, and quietly recalibrates the +1.1 risk gap.

Confirmation bias (3.0) — the assigned dissent

When Alex brings a researched idea, assign one column of the analysis to the strongest opposing case —

sourced, not hypothetical. Position it as process rigor rather than pushback. Over time, Alex will start bringing

the dissent column unprompted.

ADVISOR NOTE

Mitigations for this profile work best when installed as standing process, not invoked mid-disagreement.

Introduce all three in the first quarter, while trust is still forming and everything is “just how we work.”
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07 — Appendix

Appendix & Methodology
How this report was produced

Instrument

This report is generated from the WealthPsychology advisor assessment: a validated, scenario-based

instrument covering personality, stated and revealed risk tolerance, and 11 documented cognitive biases. Scoring

is deterministic and versioned — identical answers always produce identical results.

Norming

All scores are expressed relative to a norming base of more than 22,000 completed assessments collected

across multiple market cycles. A score of 3.0 sits at the population median; 4.0 and above marks the top

quintile.

Archetypes

The eight investor archetypes are derived from behavioral-finance research on information style, decision speed,

loss response, and definition of winning. An archetype is a stable behavioral profile — not a clinical category and

not a horoscope.

Research lineage

Based on research by Dr. Richard Peterson, MD — Stanford postdoctoral researcher in neuroeconomics — and

the published behavioral-finance literature on investor bias and risk perception.

Scope and confidentiality

This report is an educational instrument for use within the advisory relationship. It is not a clinical diagnosis and

not investment advice. The “Working With This Client” section is provided to the advisor only and should be

treated as confidential work product.

SAMPLE REPORT. Alex Chen is a fictional client created to demonstrate the report format. All scores, quotes, and guidance in this document

are illustrative. © 2026 WealthPsychology.com — wealthpsychology.com/advisor


