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Definitions SYMMETRY

Mass Affluent
« $200 k - $1 million in liquid investable assets

High-Net-Worth (HNW)
e $1 million - $5 million in assets

Very-High-Net-Worth (VHNW)
e $5 million - $30 million in assets

Ultra-High-Net-Worth (UHNW)
e $30 million+ in assets

For Advisor Use Only. Not for Public Distribution



The Opportunity SYMMETRY

American Wealth

Number of $1 Million+ Adults

2022 2027 % Change
22.7 million > 27.6 million +16%

Number of $50 Million+ Adults

2022 2027 % Change
123,870 > 170,000 +27%



Objections to Working w/ the HNW SYMMETRY’

‘| don't know how to attract HNW clients”

‘| don't have the expertise/solutions to support
NW clients”

« “| don't have the service model to support HNW
clients”




SYMMETRY"

What the HNW Want
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Retirement Security a Concern SYMMETRY’

One third (33%) of wealthy Americans think it’s possible they could outlive
their savings.

[ Will Outlive Savings: (Mean) 33% ]

o | 1o
w2 [ ;¢ | e

Gen Pop 45%
Non = High Net Worth 47%

s1.75% [N 9%

76-99% - 8%

100% - 8%
Don’t know - 6%

High Net Worth

Source: 2023 Planning & Progress Study — High Net Worth, Northwestern Mutual
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HNW Want to Work w/ Advisors SYMMETRY’

Seven out of ten (70%) wealthy Americans work with a financial advisor, nearly double
the amount of the general population (37%).

Financial advisor status

I
High Net Worth 70%
Non = High Net Worth 34%

3%

Yes

No 26%

Not sure

High Net Worth

Source: 2023 Planning & Progress Study — High Net Worth, Northwestern Mutual
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..Work w/ Several Advisors SYMMETRY

* 64% of U.S. households have 2+ saving and investing
relationships vs. 35% in 2012

« Average household has 2.5 saving and investing relationships,
up from 1.4 relationships in 2012.

« Average $1-million-plus household has 3.6 saving and investing
relationships, up from 2.8 in 2012.

25% of $1 - $25 million investors have 2+ Advisors

Source: Stores & Success Metrics 2023: How to Compete for Share of Wallet Given Industry Consolidation and Asset Concentration

For Advisor Use Only. Not for Public Distribution.



But Communication Could Be Better SYMMETR Y

Client Perspective

@ | wish my advisor contacted me much more frequently

5" .3% _ J U St R | g ht 22 4% | wish my advisor contacted me somewhat more frequently

@ | am happy with the level of contact frequency from
my advisor

| wish my advisor would contact me less frequently

Respondents Under
60 Years Old

Respondents with
>$500K Being Managed

27.9%

45.8% - Just Right 29.5% 42.2% - Just Right

Source “How Can Advisors Better Communicate with Clients?” Y Charts 2022

For Advisor Use Only. Not for Public Distribution.



Aim to Enhance Your Financial Planning

Services HNW Clients Expect

I SERVICES EXPECTED B SERVICES RECEIVED

Source: Spectrem Group; Wealth Management Redefined 2021
For Advisor Use Only. Not for Public Distribution.

Wealth transfer advice

Financial planning

Investment management

Estate planning advice

Trust services

Tax planning advice

Non-liquid asset management
Charitable/Philanthropic planning
Loan and credit management
Long-term care insurance advice
Educational financing advice
Business succession planning
Real estate advice

Banking services

Life insurance advice

Property and casualty insurance advice

Health insurance advice
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Affluent Not Always Well Served SYMMETRY

¢ 46% say Wealth Management firms do not offer value-added
services (tax planning, life insurance, etc.)

* 42% say investment strategies not aligned w/ life goals

 58% lack knowledge & support to make investment decisions
during volatile times

Source: Capgemini World Wealth Management Report, 2023

For Advisor Use Only. Not for Public Distribution.



Few HNW Clients Getting Excellent Service SYMMETRY’

How Investors Rate Advisors’ Service in Current Environment
(By investable assets)

60%

50% 50%

40%

30%

20%

10%

5% 5% 4% 29
0

0%

Excellent Good Neutral Fair Poor

B $1-$4.9million [ $5 - $9.9 million $10 - $25 million

Source: Play to Win with Industry Intelligence Report, CEG Worldwide, 2023
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Considering Changing Advisors

More Comprehensive Advice #1 Reason

If you were to change your Financial Advisor, which factor
is most important? Please select all that apply.

Offers more comprehensive financial
guidance (Investments, retirement
planning, Insurance, etc.)

48%

Better understanding of my life stage and
priorities

34%

New Ideas and a more modern approach

More closely aligned with my values

29%

§

Better understanding of my demographic 22%

Other

11%

High Net Worth

Source: 2023 Planning & Progress Study — High Net Worth, Northwestern Mutual

For Advisor Use Only. Not for Public Distribution.
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HNW Clients on the Move SYMMETR Y

* 46% plan to change/add wealth relationship in next 12 - 24
months

* 39% switched/added relationship in last 3 years

Source: PWC HNW Investor Survey 2022

For Advisor Use Only. Not for Public Distribution.



Comprehensive Advice Creates Loyalty

Impact of Comprehensive Wealth Management Services on Client Loyalty

SYMMETRY”

(By investable assets)
100%
80% 17% 750,
66%
60%
40%
20% A .
12% 12% 12% 12%
7% 8%
1 =
Significant or some Neutral Slight or no impact
impact
B 51 -$4.9miion [ $5 - $9.9 million $10 - $25 million

Source: Play to Win with Industry Intelligence Report, CEG Worldwide, 2023
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Personalized Direct Investing SYMMETRY

The Way Many Affluent Investor Prefer to Invest

Axiom Helps Enable You to...

« Work with higher-net-worth investors

* Provide sophisticated, personalized solutions
« Act as true consultant

« Differentiate your practice

For Advisor Use Only. Not for Public Distribution.



Solving Investing Tax Challenges SYMMETRY

The Power of Tax Alpha

% Highly-appreciated taxable account

E Concentrated portfolio (i.e. company stock)

"
t Minimizing tax cost of transitioning one portfolio to another
h

[E Ongoing need to minimize capital gains

For Advisor Use Only. Not for Public Distribution.
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Prospecting
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Finding/Attracting the HNW SYMMETRY

S.

6.

FIND A NICHE Gear your service offerings to resonate with a
specific demographic to help attract new clients.

UPDATE & SOCIALIZE YOUR VALUE PROPOSITION Leverage
social media, local publications, and community events

GO WHERE THEY ARE Charitable organizations, clubs,
networking opportunities

DIFFERENTIATE YOURSELF Your services are not a commodity,
articulate why you are different from your competitors

ASK FOR REFERRALS FROM EXISTING CLIENTS 58% of
wealthy investors found their financial advisor via referral

WORK w/ COIls Your COls work with a wealth of potential clients

Source: AssetMark, STAKING YOUR CLAIM to the high-net-worth and ultra-high-net-worth markets, 2023

For

Adyvisor Use Only. Not for Public Distribution.



SYMMETRY"

Tatlor Your Value Prop - Focus
on a Niche

For Advisor Use Only. Not for Public Distribution.



The Value of Articulating Your Value

Advisors with a Mission/Value Proposition...

30%

Lower
client
turnover

Higher asset growth
over past two years

Source: DFA 2014 Benchmarking Survey

For Advisor Use Only. Not for Public Distribution.
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More
clients



And Know Who You Want to Help

SYM‘M ETRY’

Firms with a documented ideal client persona & client value
proposition attracted more new clients and assets in 2019

f
T28%

T45%

More new
client assets

Source: 2020 RIA Benchmarking Study from Charles Schwab

For Advisor Use Only. Not for Public Distribution.



HNW Niche Needs SYMMETRY

Retirement Plans Digital Access

Tax/Financial Planning Tech Savvy Advisor
Trust Services Education Financing
Charitable Planning Impact/ESG Investing

Estate Planning Debt Management
Long-term Care Liability Protection
SiTalallgle Private Banking
Retirement Income Succession Planning

For Advisor Use Only. Not for Public Distribution.



Symmetry Value Prop Resources SYMMETRY’

SYMMETRY"

SYMMETRY ADVISOR STRATEGIES

Creating Your

Unique Positioning Statement

Advisor Name:

Date:

For Advisor Use Only. Not for public distribution.



SYMMETRY"

Earn Referrals
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Referrals are Top Strategic Initiatives

Acquire new clients through client referrals

Acquire new clients through business referrals

Improve productivity with new technology

Enhance strategic planning and execution

Recruit staff to increase firm's skill set/capacity

A
N 2
3

Improve satisfaction for existing clients

Source: Schwab Benchmarking Study 2020
For Advisor Use Only. Not for Public Distribution.

Percent of firms

2020
42%
26%
22%
22%
21%
17%

2019
37%
26%
24%
24%
24%
16%



Key Referral Facts SYMMETRY’

« 70% of loyal millionaires likely to refer primary advisor, yet only
10.7% of advisors ask for referrals

« People 400% more likely to become clients when referred by
friend

« 92% of consumers trust recommendations from people they
know

« Referrals influence up to 50% of ALL purchasing decisions and
generate more than 2x the sales of paid advertising

« Referred customers are 25% more loyal, and more profitable
 Lifetime value of referred client 16% higher vs. non-referred clients

Source:  www.theadyvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.ntml

For Advisor Use Only. Not for Public Distribution.


http://www.theadvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.html

How Affluent Search for Financial Advisors SYMMETRY

Ask family/friends for
recommendations

Ask another professional
for recommendations

None of the above

Source: Oeschli .com study of Investors with a minimum of $500K, 2019

For Advisor Use Only. Not for Public Distribution.



Have This Referral Conversation STMME T Y

« Make a list of 10 clients you'd like to replicate (and who value
your work together)

« Call each of these clients and say...

“We're considering some changes in how we go about marketing
[or business development] at our firm, and I could use your help.
Could we meet for 15 minutes, so | could ask you some questions?”

Source: Carl Richards. 2024

For Advisor Use Only. Not for Public Distribution.



Have This Referral Conversation SYMMETRY"

(Cont.)

« When you meet...say:

“I've really enjoyed working with you, and I would love more
clients just like you. If you were me, how would you go about

that?”
....And then be quiet

Source: Carl Richards. 2024

For Advisor Use Only. Not for Public Distribution.



Educate Clients on All You Do

Vision

Retirement

Health

For Advisor Use Only. Not for Public Distribution.

—

Business

Minimizing
Taxes

-

Philanthropy

Protecting
Against the
Unexpected

.

-

1S4

Education >

0.0
o )

Family &
Lifestyle

Are you maldng the most of
your Retirement Plan chosces at
work? Do you have stock
options or other deferred
compensation? Are you
thinking about another career?
We can help you understand all
your work and career options.

<

SYMMETRY”



Build Business/Social Relationships SYMMETRY’

Affluent Investors Whao...

Had a social lunch 65% referred*

Did something socially 59% referred

Worked alongside advisor in charitable efforts 59% referred

Engaged in hobbies or activities with advisor 56% referred

Were invited to advisor's home for dinner 52% referred

Met advisor's spouse 45% referred

Share a common interest or hobby with advisor 44% referred

Went to a social event hosted by advisor 42% referred

At least 1 introduction/referral was given in the past 12 months

Source: Oeschli 2016 Affluent Investor Survey

For Advisor Use Only. Not for Public Distribution.



Symmetry Referral Resources SYMMETRY

SYMMETRY'

SYMMETRY" SYMMETRY"®

SYMMETRY ADVISOR STRATEGIES

Earning Impactful Referrals

SYMMETRY ADVISOR STRATEGIES

4 Digital Marketing Essentials

SYMMETRY ADVISOR STRATEGIES

Growth Plan

Practice:

Name:

Date:

For Advisar Use Only. Not for public cistribution. For Advisor Use Only. Not for public distribution.

For Advisor Use Only. Not for public distribution.
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SYMMETRY"

Develop a Digital Strategy

For Advisor Use Only. Not for Public Distribution.



Your Digital Ecosystem

For Advisor Use Only. Not for Public Distribution.

Online
Ads
Search Campaigns
Engines
Your .
) Online
Articles/ Brochures
Press
Release Your
Brand
Email/
CRM Business
Cards
Client Social
Portal Media

SYMMETRY”



/ | Key |
FI n anC|aI About Services Resources Client Center Contact

\’/ Group

of Jacksonville, Inc. » A Registered Investment Advisor

No Cash, No Checks, No Problem

Peer-to-peer payment apps are one of the newest ways to send

money.

»gé

For illustrative purposes only



@ MESA FINANCIAL GROUP Home About Us Our Philosophy Insights Client Center Contact Us

INDEPENDENT FINANCIAL PLANSING and lenonmens Managonoer

Mesa Financial Group, LLC is a Fee Only, Independent,
Comprehensive Wealth Management Firm providing Individuals and
Families a Simple, Clear, and Secure Wealth Management
Experience.

(S0 -

Simple Clear Secure

For illustrative purposes only




o~

MERIT WEALTH us YoU WORKING TOGETHER

WEALTH

Merit Wealth is an independent advisory firm focused on helping
physicians, dentists & accomplished families plan for and enjoy their
preferred financial futures.

PERSONAL ADVICE

YOUR PROFESSION

THE DOCTOR'’S 401(K)

EDUCATION

For illustrative purposes only




What the Data Tell Us... SYMMETRY’

Affluent Investor Perspective on Advisor Websites

« 98% say a website is somewhat/very important when choosing
an advisor

* 68% said lack of clarity on fees, compliance and other issues
would cause them to hesitate to contact advisor

* 65% cited age, experience, and credentials as a top consideration
when choosing an advisor

* 56% said not having enough information to make a decision
would cause them to hesitate to reach out

Source: 2020 eMoney Consumer Marketing Survey, September 2020

For Advisor Use Only. Not for Public Distribution.



How Affluent Search for Financial Advisors SYMMETRY

i % ae%  asw
Clorrecommendations | 1% om0 w%
Search online 43% 27% 10%

........... Noneofthe above - 6% 11%

Source: Oeschli .com study of Investors with a minimum of $500K, 2019

For Advisor Use Only. Not for Public Distribution.



Be Yourself SYMMETRY’

_ Founder And President

* Bachelors of Finance, Saint Louis University

* Master of International Business, Saint Louis University
* Master Business Administration, Webster University

* Series 6, 7, 63, 65 and Life & Health Licenses

e Financial Services Experience — 28 years

-is responsible for the overall direction of the ﬁrm..is dedicated to his clients by assisting them with a long-term

financial plan, so they can live with confidence and

To check the professional background of this financial advisor, please click here.

For illustrative purposes only

For Advisor Use Only. Not for Public Distribution.



SYMMETRY”

Michael Leonardo, CFS®  areas of Expertise

Partner, Senior Financial Advisor > Retirement Income Planning
5 Retirement Accumulation

—— Planning

P: 401.288.1463 +text > Estate Planning Strategies

. Business Retirement Plan
E: mleonardo@axiswp.com >

Strategies
o o @ N Investment and Asset

Management Planning

What do you enjoy most about being part of the Axis team?

True independence and complete ownership of my practice as well as having direct input into the decision-making process around all aspects
of technology and investment management.

What professional achievement are you most proud of and why?

Assisting my clients reach their retirement “finish line” and enabling them to live out their retirement as the have always hoped and planned
to.

If you could spend the day with anyone, who would it be and what would you like to learn?

Jamie Diamond CEO of JP Morgan...how to manage a small business the same way he manages a Global Entity...how he motivates his
employees and maintains their dedication to the company beyond compensation.

What is your most treasured memory?

Being there when my first grandchild was born

What is your favorite quote and why?

Be fearful when people are greedy.... be greedy when people are fearful “Warren Buffet”

What are you passionate about?

On a personal non-professional level - my passion is Photography...I love capturing moments in people’s lives that will never be forgotten.... My

personal quote: “Photos are HISTORY...HISTORY is FOREVER” For illustrative purposes only

For Advisor Use Only. Not for Public Distribution.




SYMMETRY”

CHRISTOPHERT. TYLER COX, AIF®, CPFA DONALD 3J. SETTINA, cFp®,
CANNON, MSAPM, CFP®, AIFA®, PPC®, CLU®, CAP®
RICP®, AIF®

View Profile > View Profile >

View Profile >

KEITH TRAFFICAN

View Profile >

KATIE CLARK, CPFA, FPQP® CYNTHIA MAKOWSKI

View Profile > View Profile >
For illustrative purposes only

For Advisor Use Only. Not for Public Distribution.



SYMMETRY”

Keeping it Fun

We're serious about helping you Retire Right.
(But we can’t be all serious all the time.)

6 NON-FINANCIAL THINGS TO KNOW ABOUT RETIRERIGHT

WHO HAS MORE
GOLF TROPHIES -
DON OR CINDY?

DON HAS 27 PAIRS
OF GLASSES...

OFFICIAL
RETIRERIGHT OFFICE
SPORT?

For illustrative purposes only
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SYMMETRY”

Keeping it Fun

We're serious about helping you Retire Right.
(But we can’'t be all serious all the time.)

6 NON-FINANCIAL THINGS TO KNOW ABOUT RETIRERIGHT

WHO HAS MORE
GOLF TROPHIES -
DON OR CINDY?

DON HAS 27 PAIRS
OF GLASSES...

OFFICIAL
RETIRERIGHT OFFICE
SPORT?

For illustrative purposes only
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Be Personal SYMMETRY

J

— ]
- {' ;/”.,’, A

Contact Us =

. -

For illustrative purposes only

For Advisor Use Only. Not for Public Distribution.



Optimize for Mobile

/INSURANCE AND
FINANCIAL SERVICES

ABOUT SPECIALTIES HOW WE HELP MEET SANJIV CONTACT

TOMORROW STARTS HERE

S)
FINANCIAL

At SJ Insurance & Financial Services, we help
accomplished families, professionals, and
retired professionals plan for—and enjoy—a
more abundant future.

For Advisor Use Only. Not for Public Distribution.

(A

HERTEL

FINANCIAL

v

We provide personalized, comprehensive
financial planning—focused on making life's
financial journey more secure and
comfortable—for successful families,

executives, and small businesses in Colorado

and the Mountain states.

!
\

| ABOUT US

ESSENTIAL

ADVISORY SERVICES

SYMMETRY”

Essential Advisory

Servicesisa

Modern Family Office that

empowers our clients to
succeed in every aspect
of their financial lives

Your

&

For illustrative purposes only



Create an Offer- Educate SYMMETRY’

YOUR

H E R E A typical 65-year-old baby boomer couple could spend

as much as 25 - 30 years in retirement. And as medical
advances continue, reaching 100 or more will become
increasingly common.

. y - : Our 20-question Retirement i A can
What if | live to What if | live to : help you understand the key opportunities and

| challenges.
[}
[}
[}

® o |
[}
[}
[}
[}
3 —

Retirement Readiness Assessment

With life expectancy rates increasing, an abundance of information at everyone's fingertips and
more options than ever before, it can be difficult to know where to start when it comes to planning
your future in retirement. While the possibilities may seem endless, adding a little structure and could spend as much as 25 - 30 years in retirement. And as medical advances continue,
organization to the thought process can provide you with clarity and direction. This self-assessment
can help you gauge where you are doing well and where you may need additional help and advice.

The good news: We are living longer; healthier lives. A typical 65-year-old baby boomer couple

reaching 100 or more will become increasingly common.

WHAT IFI LIVETO

2?
30+ years. For many, there is a real risk of outliving 1 0 o Q

|

The bad news: Too many people don't have a :

|

1. I know and have discussed when | would like to retire and what that looks like for me. T e :
|

|

I

|

[}

General retirement plan that can keep them comfortable for

their money. Our Retirement Readiness )
. Too many people don’t have a retirement plan that

—Yes —No q
Assessment can help you think through the key . can keep them comfortable for 30+ years. For many,
2. I have used a life expectancy calculator (such as this one) to determine my potential longevity. issues and challenges you will need to plan for. there is a real risk of outliving their money.
—Yes —No
& Our Retirement Readiness Assessment can help
3. I have identified the top 3 priorities I'd like to focus on in retirement. 1 you think through the key issues and challenges
Y _No 1 you need to plan for
|
4. | have a wellness plan that incorporates physical activity and nutrition into my life. ]
- Yes —No !
|
5. 1am ready for this next chapter of my life. [}
. . ]
—Yes Mo What if | live to '
|
b oo -———— —

(002

LEARN MORE

For illustrative purposes only
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Want more
information?

Download our Information Sheet
on The Doctor's Retirement
Plan!

For Advisor Use Only. Not for Public Distribution

MERT WEALTH

THE DOCTOR'S RETIREMENT PLAN
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nes % frding the

Ton b sy marey mached prvimuicnch oem harsing 1> The Docise's Retimmant Plan from Meek Waak
(semw.maritwaslth.som) coied Erploywr Plan (PEFL, e Doctor’s Retrement Plan wacches you 1o
“pear you rerwTmst o ared reicurces wih e pias of Suncracs of ctber docton Gnd denfat.

T e bosh tigrificonty rachuced coss cnd ubumnsally ashancad sarvices kol meors fer o plon
dmes avascn o calegated 1o exzenenced hrd-zarty Erovden, saweg yeo mam hoers of paperwor ard
rocord beoging coch peat

With this plan, you can:

+ Delegets your Mon Fustes 0rd movy cfver Sdciary drses
Fheirat your nbdducl Anraol o SS00 Slegs
Misicn plan dugn fcb bty rd G ice @ plon docurmant dht bes 1063 foe 2w of yuar s
Eheirat you Fon Docemert/ osnvsmest eos
i cmaceming of scol by combiring your exitieg plon ouws wit clber adogérg ampl
arder cow glan ke ugnfcan! proing dssurn
Whetet you o locking % insheert @ new shin o rephice ot cumerd piar, Tre Dockors Retmrvert P
ca wake 2 mal dacnsca b you aed youe . HPA mambers recaive o 20% discear.

BENEFITS OF THE DOCTOR'S RETIREMENT PLAN

Lowar Conts
Bucossa ol s scobs and shuous, Tho Dacder's Rufiwran Plar's fous orw sabssant by lomsr
Irediosd sngh-erhoyw phira

Decreased Risk

Toa Doco-' Retwnert Ao act <a a fduoary crd phen od nrroe, wheh bees yos up bee igeficae
potecrial ngal ond Frarctcl lnbittes

More Time

W s mastes pan, recerd bawseng cis b @ ot e and rescurce commemert, Wik ha plar, we bordie
ol e odrindut ke

For illustrative purposes only




Use Digital Ads SYMMETRY’

“What if | outlive my money?
We can help.

ANIS WEAL .
s WeAL R M LEARN MORE

Will my money keep
working after | retire?
We can help.

Is Your Executive
Compensation
Working For You?

AXIS WEALTH
partners

Bester Wealth Can Help!

Learn More

For illustrative purposes only
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Use Digital Ads

English Edition v Print Edition Video | Audio Latest Headlines | More v
World Business US. Politics Economy Tech Finance Opinion Arts&Culture Lifestyle RealEstate PersonalFinance Health Science Style Sports Q
© oaa © s&ps00 © Nasdaq © Russell 2000 © vs.ovr © vix © Gold © Bitcoin © Crudeoil
3334476 -0.49% 4279.31 -0.20% 1328373 0.49% 1766.89 -102% -30/32 4679% 1783 177% 1843.80 -1.20 2833619 450% 8918 -1.77%

EVAN GERSHKOVICH
6 Months

Gaetz Finally Takes |

His Shot at Felling
McCarthy

The Florida lawmaker and the House speaker
have fought over the direction of the
Republican party. @ Sminread

* Do Voters Want Compromise or Combat?

Americans Still Spend Like

There’s No Tomorrow

Concerts, trips and designer handbags are

taking priority over saving for a home or rainy

day. (223 @ Sminread

* Analysis: How the Fed Fixed a Worrisome
Economic Signal

* Live Markets Updates

Democrats Still Publicly Back
Biden for 2024. Privately, Their
Fears Are Growing.

Polls show warning signs for the incumbent,
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Rivian’s Quest to Build the Ultimate Truck
Burns Through Billions

After a splashy debut, the EV maker has

struggled to keep production up and co
been losing $33,000 for every vehicle sold (D 320 @ Long reac

own—2and has

LatestNews GetEmail Updates

Nobel Prize in Medicine Goes to
Duo for mRNA Vaccine

OPINION

High Noon for the CFPB at the Supreme
Court
) The Editorial Board | Review & Outlook

Matt Gaetz: ‘Biden’s Favorite Republican’

By The Ec

itorial Board | Review & Outlook

Finally, a Tax-Return Leaker Is Charged

By The Editorial Board | Review & Outlook
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HNW on Social SYMMETRY'

How the HNW are using Social Media

Source: Putnam Social Advisor Survey, 2019
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Social Media’'s Growing Impact SYMMETRY’

* 50% of investors say social media impacts whom they hire as
a financial professional

« 20% of investors said that an Advisor’'s social media was the
sole deciding factor in their decision-making process

Source: www.fa-mag.com/news/more-investors-are-vetting-their-financial-advisors-on-social-media-62762.html
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Focus on COls
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SYMMETRY”

70.8%

of Advisors say their best clients came from COls

Source: Play to Win with Industry Intelligence Report, CEG Worldwide, 2023
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Cultivating COils SYMMETRY’

Connect Through Shared Contacts

 Many clients may use same attorneys or CPAs
 “We have several clients in common, let's meet...”
Be Specific

« When talking to COl, be specific. I.E. “Do you know any HNW
clients who would appreciate (value proposition offering)?”

Value Your Referrals

» Reassure your COI that you will treat any referrals as VIP prospects
Establish Ongoing Engagement

« Set regular schedule that works best for both of you

Source: Ties that bind Community connections that result in referrals, AssetMark 2023
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Find COls beyond CPAs & Attorneys

 High-end realtors Party planners

INnterior decorators
Architects

Personal trainers

« Bankers

« Medical/dental professionals

 Business owners
 Life coaches « Jewelers
* Professional shoppers

* Divorce attorneys

* Luxury car dealers
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Focus on Client Experience
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Grow/Deepen HNW Relationships SYMMETRY

6 Key Strategies

1.

Engage affluent clients in their early and mid 30s $5M-$10M and >$10M clients
start advisor relationships at ~35, when they have @ $500K. 60% still work with the
same advisor they started with

Tailor your strategy across profiles HNW differences based on life stages and
sources of wealth. Distinct needs/behaviors emerge for $10M + clients

Maximize value of banking w/ holistic offering ~50% of +$5M consumers
consolidate banking and wealth relationships (money market and mortgage
accounts the most common products)

Engage strategically to capture liquidity events 35% clients w/ $5 - $10 million
accumulate most of their wealth via One-time event (inheritance, legal settlement,
sale of business, etc.)

Increase advisor-client communication frequency ~25%increase in satisfaction
when Advisor interacts w/ client weekly vs. quarterly; translatesto ~15% jump in
share of wallet

Focus on value delivery and transparency 65% of HNW clients comfortable
paying higher fee but expect premium (e.g., white-glove service, faster
transactions). We believe Value for money is #1 driver of brand loyalty

Source: www.mckinsey.com/industries/financial-services/our-insights/banking-matters/winning-in-the-high-net-worth-segment-in-wealth-management
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SYMMETRY”

Experience is a fundamental
dimension of how a company
competes.

- Joseph Pine



Elevation of Experience Expectations SYMMETRY’

TOMS

For illustrative purposes only
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Watch Why Experience Matters SYMMETRY’

Zodiac Super Richard Mille
Casio F91W-1 Sea Wolf RM 052

$16.21

$2,000,000
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Firms Focusing on Client Experience... SYMMETRY

e Grow 5X faster than those
that don't

« Command 16% price premium
on products & services

BEYOND THE CLIENT PORTAL:

Redefining the Client Experience

Finding New Ways for Advisors to
Compete in an Increasingly Digital World

Source: BEYOND THE CLIENT PORTAL: Redefining the Client Experience. Orion, 2019
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Whether created consciously
or not, every company has a
client experience.

©



Every Expression Defines Experience SYMMETRY’

Merchandising Client

Experience

s\e“e(s

weW
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SOCIAL IMPACT El

Elements
Of Va I U e Self-transcendence

LIFE CHANGING + .
Provides hcpe Self-actualization
\'Z Y
@@
Motivation Heirloom Affiliation/belonging
EMOTIONAL @
@ Q ©O
Badge value Rewards me Nostalgia Provides access Wellness
@ © o
Reduces anxiety Therapeutic value Attractiveness Design/aesthetics Fun/entertainment
FUNCTIONAL a
© © © 6 6 @O
oA
Saves Time Simplifies Variety Quality Organizes Integrates Connects
0
¢ O O ®
Reduces effort Avoids hassels Reduces cost Reduces risk Makes money Sensory appeal Informs

Source: Bain & Company Inc., “The Elements of Value,” September 2021
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The Value Pyramid

Fidelity

Accomplishing
life’s purpose

Taking care
of loved
ones

ACHIEVING GOALS |——@u= X/T:?f' = JV‘ ———— f I ﬁa _— ﬁ

College Healthcare Retirement Estate Charity

Organized More Freedom
and in control discretionary time from worry

MANAGING THE MONEY

C C J | " .‘ > -\ > 3 . : / " 2
Money manager Security strance Income Gash fow

Source: Fidelity, “State of the Wealth Management Industry 2017: selection allocation selection generation

The New Value Driver,” May 2017
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Time & Value SYMMETRY

“How would you ideally like to allocate your time with a typical client?”

Current Allocation Ideal Allocation

25% 44%

MANAGING
THE MONEY

Source: 2017 Fidelity Value of Advice Day Pre-Work Survey completed online by attendees in advance
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People will forget what you said,
people will forget what you did,

but people will never forget

how you made them feel.

— MAYA ANGELOU
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SYMMETRY”

Source: Putting the Service-Profit Chain to Work by James L. Heskett, Thomas O. Jones, Gary W. Loveman, W. Earl Sasser, Jr., and Leonard A. Schlesinger: HARVARD BUSINESS REVIEW March-April
1994 (pp 164-174)
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SYM‘M ETRY"

“Scrappy,” the Symmetry bull is a symbol of our firm's belief in the long-term power of markets.
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SYMMETRY"

Symmetry Partners, LLC is an investment advisory firm registered with the Securities and Exchange Commission. SEC registration does not imply a
certain level of skill or training. The firm only transacts business in states where it is properly registered, or exempted or excluded from registration
requirements. Symmetry charges an investment management fee for its services. All Symmmetry fees can be found in the Symmetry ADV Part 2A
located on the website at www.symmetrypartners.com. All data is from sources believed to be reliable but cannot be guaranteed or warranted.
Any chart that is presented in this presentation is for informational purposes only and should not be considered an all-inclusive formula for security
selection. Different types of investments involve varying degrees of risk, and there can be no assurance that the future performance of any specific
investment, investment strategy, or product, or any non-investment related content, made reference to directly or indirectly in this material will be
profitable, or prove successful. As with any investment strategy, there is the possibility of profitability as well as loss.

This material is provided for educational and background use only. Nothing either stated or implied in this presentation is intended to be
Compliance, Legal or investment advice. Please be advised it is the financial advisor's responsibility to check with its own Broker-Dealer/RIA
Compliance Department for usage requirements. There is no guarantee that a financial professional will achieve any of their objectives with the use
of these recommendations.

Please be advised that you need to work with your firm’s Compliance or OSJ for use requirements on any type of strategy mentioned in this
material. Information is intended for educational and background purposes only.

Certain information contained herein has been obtained from third party sources and such information has not been independently verified by
Symmetry. No representation, warranty, or undertaking, expressed or implied, is given to the accuracy or completeness of such information by
Symmetry or any other person. While such sources are believed to be reliable, Symmetry does not assume any responsibility for the accuracy or
completeness of such information. Symmmetry does not undertake any obligation to update the information contained herein as of any future date.

Certain information contained herein constitutes “forward-looking statements,” which can be identified by the use of forward-looking terminology
such as “may,” “will,” “should,” “expect,” “anticipate,” “project,” “estimate,” “intend,” “continue,” or “believe,” or the negatives thereof or other
variations thereon or comparable terminology. Due to various risks and uncertainties, actual events, results or actual performmance may differ
materially from those reflected or contemplated in such forward-looking statements. Nothing contained herein may be relied upon as a guarantee,
promise, assurance or a representation as to the future.
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