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March is full of buzzer-beaters, upsets, and
championship runs. But long before the confetti
falls, something else decides who wins. 

Preparation.  discipline.  execution under pressure.

Legendary UCLA coach John Wooden understood this better than
anyone. Over decades, he identified the character traits and habits that
consistently produced sustainable success and not just wins.

In 1948, he distilled those principles into what became known as the
Pyramid of Success, a chart of 25 behaviors that build toward what he
called competitive greatness. 

It was about structure, not just basketball.

And for financial advisors, structure is everything. 

Here’s a breakdown of The Pyramid of Success if it were made 
for Financial Advisors. 



THE First Tier

There Is No Substitute for Work

Wooden placed Industriousness at the foundation of the Pyramid. 

Not talent. Not charisma. Work.

For advisors, that means:
Consistent prospecting, even when referrals are strong
Reviewing client plans before volatility forces you to
Blocking time for growth activities, not just service

The advisors who win long-term aren’t the most gifted; they’re the
most consistent.

industriousness

Build Trust Before You Need It

Wooden believed that strong relationships elevate
performance. Trust creates cohesion. 

For advisors, friendship is professional relational capital. It is
demonstrated through remembering personal milestones,
anticipating client needs, and being accessible beyond
transactional conversations. 

Clients stay where they feel understood, not merely managed. 

friendship loyalty
Protect the Relationship

Wooden defined loyalty as a commitment to something bigger
than yourself.

For advisors: 
Put long-term client outcomes ahead of short-term
transactions
Stay consistent with your process
Align with partners who support your growth

Trust compounds and loyalty builds trust faster than performance
alone. 



enthusiasum
Energy Is Contagious

Wooden viewed enthusiasum as a performance enhancer.
Energy lifts standards. 

Advisors who approach planning conversations with
optimism and belief transfer confidence to clients. 

Enthusiasum does not mean exaggeration. It means
conviction in process and preparation.

cooperation
Work in Alignment

No championship team functions through isolated effort.
Cooperation multiplies strengths. 

In an advisory practice, cooperation means seamless
collaboration with operations staff, tax professionals, estate
attorneys, and strategic partners. Internally aligned teams
create externally consistent client experiences. 

success
success
success
success



THE second Tier

self-control
Emotional Stability in Volitile Markets

Markets move and clients react. 

Wooden believed self-control was essential to leadership. 

For advisors, this means: 
Maintaining composure during downturns
Communicating proactively, not reactively
Staying disciplined in planning instead of chasing trends

Clients borrow your emotional temperature.

If you are steady, they feel steady.

alertness
Stay Observant

Alertness involves constant awareness and openness to
learning. 

For advisors, this means monitoring regulatory changes,
staying informed on tax legislation, and observing shifts in
client sentiment. Alert advisors anticipate rather than respond. 

initiative
Don’t Wait for Momentum...Create It.

Great teams don’t wait for opportunity. They manufacture it. 

In advisory terms: 
Host the event before business slows
Reach out before clients feel uncertainty
Introduce planning conversations before life changes force
them

Initiative turns a reactive practice into a proactive one.

Intentness
Sustained Focus

Wooden described intentness as the ability to concentrate on
what matters most.

In practice, this requires minimizing distractions, protecting
deep work time, and remaining committed to long-term
strategic objectives rather than reacting to short term noise.



THE third Tier

condition
Physical, Mental, and Professional Readiness

Wooden defined condition as mental, moral, and physical
fitness.

For advisors, condition includes technical competence,
continuing education, physical energy, and ethical clarity.
Sustainable performance requires capacity across all domains.

skill
Competence Builds Confidence

Skill is mastery of fundamentals.

Advisors refine skill through ongoing education in portfolio
construction, tax strategy, retirement income planning, and
communication techniques. Confidence emerges from
preparation. 

Team spirit
Collective Strength

Even solo advisors operate within networks. 

Team spirit means valuing administrative staff, paraplanners,
compliance professionals, and strategic partners. A unified
culture strengthens client confidence.



THE fourth Tier

poise
Calm Under Pressure

Poise reflects confidence without arrogance.

Advisors can demonstrate poise during market corrections,
client transitions, and complex planning discussions. Clients
interpret calmness as competence.

Confidence
Earned Self Belief

Wooden distinguished confidence from ego. True confidence is
earned through preparation. 

Advisors build confidence through consistent execution,
documented processes, and measureable client outcomes.
Preparation replaces insecurity. 

competitive greatness Perform When It Matters Most

At the top of the Pyramid sits Competitive Greatness. Wooden described it as being at your best when your best is required.

For advisors, that’s:
Delivering clarity during uncertainty
Having a written income plan when retirement approaches
Executing transitions smoothly
Being prepared when markets test confidence

Greatness isn’t just a moment; it’s preparation meeting pressure.

THE fifth Tier



The mortar: the binding qualities

ambition
Ambition fuels progress. Advisors can channel ambition by
setting measurable growth targets and continuously refining
their vision. 

Adaptability
Markets evolve. Regulations shift. Client expectations change.
Adaptable advisors adjust strategies without compromising
principles. 

resourcefulness
Constraints often reveal creativity. Resourceful advisors
leverage technology, partnerships, and innovative planning
structures to overcome obstacles.

fight
Wooden defined fight as determined effort. Advisors can
demonstrate fight by persisting through prospecting
challenges and market downturns.

faith
Faith is belief in preparation and process. Advisors must believe
in disciplined strategies even when short term outcomes
fluctuate. 

patience
Compounding requires time. Advisors reinforce patience in
both investing and business development. 

integrity
Integrity anchors the entire Pyramid. Ethical consistency builds
reputational capital that no marketing strategy can replace.

Honesty
Clear communication builds durable trust. Transparent fee
structures and realistic projections strengthen relationships. 

reliability
Consistency builds predictability. Avisors who do what they say
earn long-term loyalty.

sincerity
Authenticity deepens connection. Clients recognize genuine
concern.



the real message of the pyramid

In business, wins don’t happen by accident. 

They happen because you:
Build systems
Follow process
Stay disciplined
Lead with clarity
Execute consistently

The advisors who become truly unstoppable are building foundations
instead of chasing hype.

March celebrates the final shot in Basketball. The Pyramid
celebrates the habits that made the shot possible.

the final shot
Championships are earned long before the tournament begins. So is long-term success in your
practice. The question isn’t whether you’re capable. The question is whether your structure supports
your ambition.

Build the foundation.
Execute the process.
Become … UNFILTERED & UNSTOPPABLE.
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