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Top Strategic Goal: Marketing/Bus. Development

marketing and business

| Improve the firm's
development efforts

Invest in new or existing
technology

business planning

| Improve strategic
and execution

| Improve client
satisfaction

Improve investment
performance

I Develop or enhance
a succession plan

Source: 2020 Fidelity RIA Benchmarking Study.

71%
\ — 69%
51% et gl UL U T o PR S
s — 49%
42% ...”'\
39% 39%
36% 35%
RIS WL L B Al 32‘30
280/0/
— 16%
2014 2015 2016 2017 2018* 2019

For Advisor Use Only. Not for Public Distribution.

SYMMETRY"






SYMMETRY"

For Advisor Use Only. Not for Public Distribution.



The Power of a Plan SYMMETRY

75% of top performing firms have a written strategic plan

79%

44%

Firms Firms Top Performing
under $250M over $250M Firms

Source: 2020 RIA Benchmarking Study from Charles Schwab

For Advisor Use Only. Not for Public Distribution.
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SYMMETRY ADVISOR STRATEGIES

Growth Plan

Practice:

Mame:

For Adwvizor Use Only. Mot for public distribution.
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4 Fundamental Growth Questions

Who do you
serve/ want
to serve?

For Advisor Use Only. Not for Public Distribution.

What do you
provide?

Why should
clients work with
you & how you
are different?

SYMMETRY"

How do you
effectively
communicate?



1. Who Do You Serve/Want to Serve? SYMMETRY’

Who do you
serve/ want
to serve?

« What are your client demographics?
* Psychographics?
* Niche/Special interest groups (e.g., dentists, executives)?

For Advisor Use Only. Not for Public Distribution.
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SYMMETRY ADVISOR STRATEGIES

Who Do You Serve/Want to Serve?

Exercise 1

Demoaraphics Serye Todey

SYMMETRY"

v e i vaar coam

Want to Senee

o clients' ey info

Apge, gender, incomie,
geographic kcation,
marital status

psychographics: Serye Today

Want to Serve

Vo clients' syl
beharors, hobits
Personality, values,
opinions, attibudes,
interests

Miche: Serve Today

Want to Serve

Special business foows

Coupations, skills,
organizntions,
affiliations

For Advwisor Use Ondy. Hot fior public distrdbution.
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The Power of Focus

Increases Likelihood You Will Get Results You Want to Achieve

For Advisor Use Only. Not for Public Distribution.

Pre-Retirees
Aged 50-60

Business Owners

With > $400k to invest
Within 100 mile radius

SYMMETRY"



EVIDENCE-BASED RESULTS

UNCONVENTIONAL PROCESS Iv
2

OUR . . < X 2 CONTACT
. e — —
ABOUT US UNIQUE WEALTH, IN MACRO WEALTH L HARIEX BLOC uUs
MOTION — MANAGEMEN
PROCESS MANAGEMENT

MACRO WEALTH
STRATEGISTS

FOR DENTAL & HEALTH
PROFESSIONALS

N

FINANCIAL SUCCESS IS A PROCESS, NOT A PRODUCT

LEARN MORI

WELCOME TO MACRO WEALTH MANAGEMENT
e

UPCOMING EVENTS »

- P - '
Click Here to Book an Appointment! e

We use cookies to improve site performance and your experience. View our for more information  OK

https://www.macro-wealth.com/#

- : a - : 4:03 PM
-l © Type here to search o ™ v « i L 9 it - Q) 3/16/2021 LJ




oJ 888-51-M =

MERIT WEALTH

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

us You WORKING TOGETHER THE DOCTOR’S 401(K) EDUCATION CONTACT Client Login

SYMlM ETRY’

For Advisor Use Only. Not for Public Distribution.
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Financeor |
TeaCherS Home  About Me Our Services Books Blog

aRetirement
Matterscompany

iy Sense
L&(-rs

@)ol]al‘s

Services Thoughts

0 Hourly Planning Pensions and 403(b)s

0 Ongoing planning potentially lethal, and

O Investment
Management

expensive, combination

4:01 PM

- Q) 3/16/2021

LJ



SYM‘M ETRY"

/\ ‘ ABOUT WHO WE HELP HOW WE HELP OUR PARTNERS CONTACT Us
HERTEL

FINANCIAL

Hertel Financial - Our Mission

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

For Advisor Use Only. Not for Public Distribution.







Blankenship Financial Planning
116 West lllinois Street

New Berlin, IL 62670

Phone 217-488-6473

Email: info@blankenshipfinancial.com

Google+
Google+

» What is Financial Planning?

» Questions to Ask

« The Blankenship Financial Planning
Difference

» How to Get Started

 Map to the Office

e Servicee @ Rlanken<hin Financial

Excellent Financial Advice for Everyone

After scrimping and saving most of your life, you're getting close — you're thinking a lot about
when you can retire. This can be an exciting thought, but also pretty scary. It's around this
time in your life that you start to realize:

« you're at the point in your life where you must get a handle on your financial situation -
but where do you start?

« floating along as you have been, without direction or guidance, has got to change — but
how?

« you really could use a second opinion on what you're doing financially — a way to validate
that you're doing the right things

« procrastination is no longer an option — time is running out. Retirement is just around the
corner!

The Important Little Details



What Does Your Ideal Client Think, Do, Feel When

Considering Whether to Work with You (or Not)? ~ S YMMETRY

Consideration

+ | feel overwhelmed by my

* |s this someone who | can financial situation
relate to? « | feel | need to get advice |
* Does this Advisor have my can trust

(and my family’s best
interests in mind?)

* How much will it cost?

* How far am | willing to travel

for in-person meetings?

« But | feel stressed by how
much time finding a new
Advisor might take

» Check out your website and social
media presence

» Check out your physical location

» Check with others for a reference

For Advisor Use Only. Not for Public Distribution.



2. What Do You Provide? SYMMETRY’

What do you
provide?

« Are you selling product or building relationships?
* |s your offer right for those you serve/want to serve?

For Advisor Use Only. Not for Public Distribution.



For Advisor Use Only. Not for Public Distribution.

SYMMETHY"

v e I war coom

What Do You Provide?

Exercise 2

Check the top 5 areas your ideal clients tend o focws on and answer guestions below:

_ Comprehsnsre financial planning, irduding budgeting and prontinng gosls—such as paying off
student koans or buvang a house

__ kalang sure client portiolics supports thesr long-term goals theough Imestment management,
induding consulting on retirement plan options =t work

__ kalang swe client portfolics support their welues thiough values-based Investing

__ Pratecting clients & ther farmdies, induding their assets, heslth, and businesces through insurancs

__ Hediping clients plan and prepare jor educating childnen

__ Helping business owners protect thes buseness, provide bereiits bo ermployees, or buy or sell & business
__ Makang sure clients are not ovenpaying exes through tax cptimization and tax efficlency shrategles

__ Maiang sure clients have money 1o pay for the unexpected as well a5 ongoing expenses (such 2=
morigages ard student loans) through cash fiow planning

__ Makang sure clients have secure, regular incomes inretirement through retirement: Incomes planning

__ Helping clients understand ard reigate their options around Soclal Seourity, Medicane, long-term care
and heafthicare directives

__ Helping clients with philarthropy through sehides ouch as Donor-asdvised furds and dhantable-remainder
trusis

__ Hedping clients leawe a legacy for lowed ones and preferred charities through estate planning

__ Working closely with a dient's obher finandal professonals, induding their OP8 and Estate Atbomes,
to erswe an =fickent and coordinated approach

Other

D your clients ko you provide these szreices™

_¥es _Mo

Do you regulsshy disouss the senices [or products) you proside?
__tes __ Ho

For Advizor Use Only. Mot for pubiic distribution.
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& My Account Contact Us . 336.830.8445

Maynard . Associates

HOME ABOUT US QUR SERVICES CLIENT RESOURCES IN THE COMMUNITY ACCESS ACCOUNT

Our Services

At Maynard & Associates Wealth Management, we provide expert assistance in the following areas:

Investments Financial Planning Insurance

e Annuities - Fixed and Variable e 401(k) Plans o Disability Income Insurance
e Stocks e 403(b)Plans e Lifelnsurance

e Bonds o College Savings Plans e Long Term Care Insurance
e Mutual Funds e Estate Planning

e Educational IRAs o Money Management

e RothIRAs o Profit Sharing Plans

e SEPIRAs e Retirement Planning

e Simple IRAs e Social Security Planning

Traditional IRAs



Our Services Research Contact Us Events Client Center

Qur Services




&) SEMMAX

Home AboutUs Qur Services Events Radio InThe News Resources Charities ContactUs

M corhec WALLSTREET S @ FOY
AS SEEN IN: &0 588 Forbes JURNAL ‘:{f,{f’_ @®CBS

Core Services

Q7708000
=/ "LJIOTVVOV

v

Annuity

Investment Services

Financial, F

Financial Planner >

Investment Advisor

Life Insurance

Retirement Planning

v - i
N 5\ Semmax Tax

: ) Wealth Management

Click here to view more videos.

Your 401(K) & IRAs

Your Legacy Free Retirement Guide
To develop a financial § g : important for your financial professional to see
Your Retirement Income

o : N
a complete, 360 degrej ire, including how your retirement assets are ﬁ m
integrated and work with one another ; ‘

The Semmax Financial Group team offers a truly unique financial experience. With the combined
P Y

of /_‘_ g

expertise of the team’s top professionals, we are proud to offer our clients an expans

10

comprehensive financial services.

Semmax Financial Group’s core offerings are structured into three areas: Discover 10 things you should consider in

creating your retirement income strategy.

o Semmax Financial Advisors is the firm’s Registered Investment Advisory, providing
customized asset management solutions and portfolio strategies for the individual. Enter your information below so we can mail
o Semmax, Inc. considers the individual’s insurance needs, including long-term care insurance you your guide.

and life insurance for estate nlannine as well as offerine 3 host of annuity nroducts insured




Retirement Planning

Risk Management

Retirement Plan Advisory
Business Succession Planning

Employer Benefits

People and locations

Estate |
Planning /

Trusted
Advisors

a|
Assessment |



Our Services

PRW Wsaalth Management provides solutions dssignad to provide more efficient use of your
growing rasources, improve net worth, reduce incoms and estate taxes, and increaze after-ta
cash flov
tionsa
's complex and evar-changing financial world makss the nsad for comprehsnsive
vice aven more compslling cially for high net worth and ultra high net worth
ndividuale, familiss, and busine Our strat e3 includss
&
¢ Asssesment of prog
¢ Comprehensive strat plan including resulting action itams
Investment Management
¢ Separately managed accounts
¢ Tax- managsd/concentratad position stratsgies
4 Altamativa inv
+ Priv
¢ Priv
¢ MLPe
Wealth Transfer Planning
Sophisticatad waalth pr
¢ Strategic planning informed b
¢ Philanthropic giving &
4B succesgion/buy-esll planning
¢ Indspendent acceas to best-in-clase insurance marksts
L g of evaluating, congstructing, and servicing customized lifs insurance portfo

-

PesT vse or Your
SEVING EOSOURCOS



Financial Advisors More Focused on
Selling Products than Helping Clients? SYMMETRY’

Mass o .
Millionaire

Affluent

44% 43%

Source Spectrem Group 2015
http://349ab54¢3b58919c6638-ff70f51d4942f2bbd11bale4 1cfecs77.r51.cf2.rackcdn.com/Fiduciary%20Whitepaper.pdf

For Advisor Use Only. Not for Public Distribution.



Educate Clients on How to Refer

Vision

Retirement -

For Advisor Use Only. Not for Public Distribution.

Business

Minimizing
Taxes

-

Philanthropy -

Protecting
Against the
Unexpected

>

S

Education >

o~0O
XN

Family &
Lifestyle

Are you making 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"
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Breathe Easier® :
About Your Financial *
Future | dieiy

RETIREMENT INVVESTMENTS

. Cho;)se-A Goal On The Whéel
. & Take The Quiz Right Now!

GET STARTED NOW!

MY BUSINESS PROTECTING °
. - MY FAMILY

BUDGETING KIDS' -
EDUCATION .



Our Services

At Henry Wealth Management, we ofier a comprehensive approach to all of your, financial planning needs. Whether you are just starting out, nearing retirement, or
already there, we have the experience, tools, and perspective to help you achieve your, most important goals.

7

PLAN

Our approach to financial planning
covers all the important areas of your
life and finances Our comprehensive
approach is grounded in our
MoneyMap process.

INVEST

Once your financial plan is in place,
we use an Evidence-Based, best-
of-breed investment philosophy
backed by research from some of the
best minds in academia.

PROTECT

In order to be prepared for the
unexpected, it is important to have
proper protection strategies in place,
including insurance, to protect
yourself, your business, and your
loved ones.




PERSONAL ADVICE

YOUR PROFESSION

We specialize in working with dentists and physicians (as well as other accomplished
professionals) who have achieved significant success in their fields. Our team understands
the unique opportunities and challenges in front of you and how to create a comprehensive

long-term plan around them.

YOUR MONEY

With all the demands on your time, developing and implementing smart strategies for your
finances isn’t easy. We’ll partner with you to help guide and manage your financial goals, so
you can focus on living your life, confident that you have a sound, evidence-based plan in

place.

YOUR LIFE

Your success is not an accident. You’ve worked very hard to get here. As you prepare for
financial independence or the next phase of your life, we’ll help you be intentional about

your vision, values, priorities, and goals.

IR N e et il A T R T T S )

COMPREHENSIVE
WEALTH MANAGEMENT

Your
Profession

Your
Money



For Advisor Use Only. Not for Public Distribution.
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What Do You Provide?

Exercise 2

Check the top 5 areas your ideal clients tend o focws on and answer guestions below:

_ Comprehsnsre financial planning, irduding budgeting and prontinng gosls—such as paying off
student koans or buvang a house

__ kalang sure client portiolics supports thesr long-term goals theough Imestment management,
induding consulting on retirement plan options =t work

__ kalang swe client portfolics support their welues thiough values-based Investing

__ Pratecting clients & ther farmdies, induding their assets, heslth, and businesces through insurancs

__ Hediping clients plan and prepare jor educating childnen

__ Helping business owners protect thes buseness, provide bereiits bo ermployees, or buy or sell & business
__ Makang sure clients are not ovenpaying exes through tax cptimization and tax efficlency shrategles

__ Maiang sure clients have money 1o pay for the unexpected as well a5 ongoing expenses (such 2=
morigages ard student loans) through cash fiow planning

__ Makang sure clients have secure, regular incomes inretirement through retirement: Incomes planning

__ Helping clients understand ard reigate their options around Soclal Seourity, Medicane, long-term care
and heafthicare directives

__ Helping clients with philarthropy through sehides ouch as Donor-asdvised furds and dhantable-remainder
trusis

__ Hedping clients leawe a legacy for lowed ones and preferred charities through estate planning

__ Working closely with a dient's obher finandal professonals, induding their OP8 and Estate Atbomes,
to erswe an =fickent and coordinated approach

Other

D your clients ko you provide these szreices™

_¥es _Mo

Do you regulsshy disouss the senices [or products) you proside?
__tes __ Ho

For Advizor Use Only. Mot for pubiic distribution.
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3. Why Clients Work With You & How You are Different?
SYM‘M ETRY’

Why should
clients work with
you & how you
are different?

« What makes YOU compelling?

 What do your clients value about you?
« What is your mission/value?

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"
Investors Think Advisors are All the Same

m Agree mDisagree

All financial advisors make
the same promises, making
it difficult to distinguish
between them.

Source: Advisor Value Propositions: How Advisors Showcase Their Value to Investors—and What Investors Secretly Think, BNY Mellon Pershing, 2018

For Advisor Use Only. Not for Public Distribution.



And Trust Could Be a Lot Better SYMMETRY

WHICH OF THE FOLLOWING TYPES OF PEOPLE DO YOU
CONSIDER TO BE MORE TRUSTWORTHY? (RETAIL INVESTORS)
MW High (ranked 1 or 2)

B Medium (ranked 3 or 4)

W Low (ranked 5 or 6)

17% 16% 7%
a47% 1%
37% 33%
Financial adviser
23% 46% 32%
Mechanic
22% 44 34%
Politician
6% 1% 83%

Source: Earning Investors’ Trust How the Desire for Information, Innovation, and Influence Is Shaping Client Relationships, CFA Institute, 2020

For Advisor Use Only. Not for Public Distribution.



What Sets You Apart from Other Advisors

Ability to understand client

For Advisor Use Only. Not for Public Distribution.

0
needs and objectives 76%

Client service 72%

Breadth of planning

experience 56%

Education we -
provide clients 54%

Strength of our team 48%
Culture 44%

Investment process 38%

Knowledge/experience

working in the market 37%

Source: Financial Planning Association, Research and Practice Institute, 2016
Trends in Practice Management: Defining and Communicating Your Value

SYMMETRY"



Barron’s Top 100 Advisors’ Websites SYMMETRY’

create exceptional value for their people

clients’ best interests in mind
goals and dreamy

our ’r!$3l| Dased DN a%sets under MANAQE me ™M no propriEtary 'nterests .-l"‘(.' ”‘—u‘l" o -
your personal goals in retirement and Ii'fe‘ weal L IS

follow fiduc‘iary standards concierge-style approach OV id (LIESS Qudill
assure estate planning neecs are met empowering a life well lived unparalieied evel of service

detailgzr'ff"ﬁué?]?ial planning process . rivate| owned combpan
lasting client relationships teEm of trustzd experts p Y

wealth management firm . sk 0 ohdn it v vl
| TOr retirement

preparing

no outside investors ik pre) ¢ :
conflict-free environment understand needs and expectations
right strategy for younrovide a clear action plan highest level of persggg{ljﬁlqu,ggn/jdeg

vilue =oriented approach

comprehensive portfolio management-=======

team of professionals providing financial services to individuals
| p " minddisciplined asset management core value drives everythin

a LLU
LY specializing In high-quality investment strategies

planning and investment management solutions financia NG nnovative service

Source: Advisor Value Propositions: How Advisors Showcase Their Value to Investors—and What Investors Secretly Think, BNY Mellon Pershing, 201

For Advisor Use Only. Not for Public Distribution.



How You Are Different SYMMETRY

US Financial Advisors

122,000
77,000

46,000 Financial Planner/\Wealth Managers providing comprehensive advice

Independent Advisors with fiduciary duty act in best interests of clients

Fee-Based Advisors - their compensation is aligned with their clients

16 ’OOO Advisors investing primarily passive - not trying to time markets

5000 Use some kind of evidence-based investment approach

Source: Envestnet Compendium of Industry Trends - April 2015

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.

SYMMETRY"

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.



How You Describe Yourself is
How Others Will Describe You SYMMETRY"

A mission statement /value proposition succinctly describes:
 What you do

« Who you do it for, and
* The value you provide

Tell me
more

Earn the next conversation

For Advisor Use Only. Not for Public Distribution.



Principles for Great Mission Statements SYMMETRY

A great mission statement. ..

Has to reflect
« Who you are
 what you do
 Who you serve
* outcomes you provide

s short and succinct

Uses everyday language

Transparent (No secret sauce)

Earns next conversation

For Advisor Use Only. Not for Public Distribution.
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considerable experience navigating financial markets, encourages creative solutions, and adapts to
changes in the lives of our clients.

Our Retirement Services team helps employers craft retirement plan programs that result in an
outstanding employee benefit. We are a partner where business owners rely on us to ease the
administrative process associated with a retirement plan. Our unique approach to advice and
education helps participants with any level of investment knowledge understand successful saving and
investing concepts that will enable them to retire ready.

U J

rm'] Book a Meeting

Our Mission Stay Connected

Our mission is to help you reach your highest financial potential....So you can enjoy
the rich experiences of family, friendships, business, and career.

Get in Touch

11300 Cantrell Rd, Suite 200, Little Rock, Arkansas 72212 United States
501-663-7055 | Info@MeridianlA.com

Sitemap  Legal, Privacy, Copyright, & Trademark Information  ADV Part I

powered by

AW ADVISORWEBSITES.COM

A great mission statement. . .

v Has to reflect
who you are
v' what you do
who you serve
v' outcomes you provide
Is short and succinct
Uses everyday language
Transparent (no secret sauce)

Earns next conversation

ESIANANEN




/ﬁ\ AboutUs  Resources Market Watch

Request A Quote Contact Us

Our Mission, Vision & Values

We are committed to maintaining the highest standards of integrity and
professionalism in our relationship with you, our client. We endeavor to know and
understand your financial situation and to provide you with quality information,

services, and products that will help you work towards your goals.

v
v

& S SN

‘ A great mission statement. . .
v Has to reflect

Is short and succinct

Uses every day language
Transparent (no secret sauce)
Earns next conversation

Contact Us

105 S. Cedar Street, Suite D
Summerville, SC 29483

Phone:
(843) 376-3544

Fax:
(843) 376-5540

Bryan@MyInvesting Advisor.com

Chrys@MyInvesting Advisor.com

who you are

what you do

who you serve
outcomes you provide




) RESOURCE CENTER TOOLS EVENTS ACCOUNT ACCESS CONTACT

Our Mission Upcoming Events

Retirement Planning Today, Two-
Day Class

The course is designed to teach you how
to help build wealth and align your money
with your values to accomplish your goals
in life. Part 2 of 2.
October 13, 2015

At West Advisory Group, we have
made a commitment to providing
excellence in everything we do for
our clients. Our goal is to exceed
expectations at all times by
honoring you with a paramount
degree of customer service. We

serve you with years of experience Retirement Planning Today, Two-

and skill which have provided us Day Class

with a wealth of knowledge The course is designed to teach you how
regarding the financial industry. When you choose our financial planning services, you to help build wealth and align your money
benefit from obtaining comprehensive advice from a team of highly qualified with your values to accomplish your goals
professionals and individuals with an extensive background in addressing your particular in life. Part 1 of 2.

financial needs. As an independent financial planning firm, we solely represent our
clients, their needs, and interests, rather than any specific company’s. While some | A great mission statement. . .
financial institutions recommend investment products that are manufactured by the Has to reflect

parent of the subsidiary business entities, we have no such ties. Our self-sufficiency who you are
vital to delivering nonpartisan and unbiased recommendations. Due to our independ v what you do
and objectivity, it allows us to provide our clients with the commitment that they dest who you serve

outcomes you provide
Is short and succinct

Uses every day language
Transparent (no secret sauce)

Earns next conversation

[ X [x




RE SOURCES CLIENT LOGIN CONTACT US

(C HARLESTON Home Our Process Your Portfolio Working Together About Us

Investment Advisors

S
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At Charleston Investment Advisors we are committed to
helping our clients make smart decisions about their wealth so

that it can do as much good as possible.

A great mission statement. . .

v Has to reflect
v' who you are
v" what you do
who you serve
v' outcomes you provide

v Is short and succinct

v' Transparent (no secret sauce)
v' Uses every day language

v' Earns next conversation
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Our Mission

Our Mission to Deliver

Velocity Advisors is a financial services firm committed to providing a client-centric experience delivered by local and knowledgably financial professions. We are
here to provide families, individuals and business with the financial protection and services to meet their financial needs through education, empowering them to
make solid financial decisions.

A great mission statement. . .

v Has to reflect
v" who you are
v' what you do
v' who you serve
v' outcomes you provide

v Is short and succinct

v" Transparent (no secret sauce)
v Uses every day language

v' Earns next conversation




Additional Differentiation Resources SYMMETRY’

Strategy Canvas & Positioning Workbook

« How do you define your competitive advantage and decide
where best to spend time and resources?

« What makes you different from the competition?
« What is your unique value?

SYMMETRY
SYMMETRY Step 3: Ci Your “To Be” Profile

Planning the Future with et o e ene e _ Creating Your
Your Strategy Canvas P ot " dooeeoringly Unique Positioning Statement

For Advisor Use Only. Not for Public Distribution.



4. How Do You Effectively Communicate? SYMMETRY

How do you
effectively
communicate?

* Does everything you do and say reflect :
« Who you serve
 What you provide
« Your unigue value/mission

For Advisor Use Only. Not for Public Distribution.
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SYMMETRY ADVIZOR STRATEGIES

WHY Should Clients Work with You? HOW are You Different?

Exercise 3

lama Wit oo your ool powse P

who serves Who do your serve?

by prowiding Wit oo vou oo for youwr clents?
because | want to What cufoomes doyow wand to ochieve?
| bediewe oy cli=nits value Howove you different than obhers?

Your Current MissionValus Statermnent

a5 your cunrent mitzsonfalue stetement reflect who you want Bo serve bodeyin the fubuee?
_¥es __ Mo

List ary changes you want ta make ta your current missionfalue statement

For Advizor e Oniy. Mot fior public distribution.
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Every Expression Defines Who You Are SYMMETRY

Merchandising

For Advisor Use Only. Not for Public Distribution.



Survey Says.. SYMMETRY

« 98% say a website is somewhat or very important when choosing and
advisor

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

« 64% said their ability to provide personalized advice was a top
consideration.

« 68% said lack of clarity when it comes to fees, compliance and other
issues would cause them to hesitate to reach out to an advisor.

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

 52% said a lack of trust in financial advisors or institutions would cause
them to hesitate to reach out.

Sourrce! : 2020 eMoney Consumer Marketing Survey, September 2020
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Advisor Believe Communication is Critcial =SYMMETRY

Keys to nurturing new and existing client relationships

O O
[L?r—l_‘)’_—l] Regular communication — % 540/0

Get to know clients on a _> 500/0

I\\S;[ personal level
Proactive outreach during market 7> 430@
turbulence / notable market events

Regular review of financial plan *> 4 1 %

0.0

Build relationships with %
E'EJI] clients’ families > 35

Source: Natixis Investment Managers 2020 Global Survey of Financial Professional
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SYMMETRY"

Clients And Advisors Have Different Ideas About
What Is Most Important To Clients
Most : :
NAIlsble Clients Say Advisors Say
1 Helps me reach my financial goals Understands me and my unique needs
2 Has the relevant skills and knowledge Helps me reach my financial goals
3 Keeps my interests in focus with
unbiased advice
4 Can help me maximize my returns
5 Has a good reputation and positive reviews Has the relevant skills and knowledge
© Michael Kitces, www.kitces.com
Source: Morningstar
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Since the Start of the Pandemic SYMMETRY’

« 28% of Investors feel more positive about their advisor
« 26% are now questioning who they're with

« 8% are now unhappy with their advisor

« 38% do not report a change

Source: AssetMark’s American Financial Experience Survey, conducted online August 23-24, 2020.
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Two Wealth Management Firms SYMMETRY:

— industry reviewing
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"Crus‘Veyan 1al Advi Inec.

Home AboutUs Resources Market Watch Request A Quote Contact Us

e About Us
Our Firm
QOur Locsation
Qur Services
Our Staff
Your Privacy
Long Term Care Insurance
Referrals
Festurad Links
Tell A Friend

CODORUS VALLEY _
FINANCIAL ADVISORS, INC. © Learning Center

A sktridiney of PROMPABANK, A Codve Vinley Compary'

& Market Watch

At CVFA, we help our clients take a look into the futurs to assure their financial plans are on track. We Last Closing Prices

hope you take advantage of our web site as a resource to help track your future and visit us often. We

frequently updste our information and we wouldn't want you to miss any developments in the area of Dow Jones Industrials 17.034.43 +0.20
personal finance. Nasdaq Composits 433047 +0.41
NY SE Composite 10,361.27 +0.00

Thank you for referring others to our office, Enter stock Scker symbol: :}

your expression of confidence is sincerely appreciated.

Get Quote

[Markets | Charts | Quotes | Porthlio |

Newsletters Calculators

The Roundabout Way to a Roth IRA Tax-Deferred Savings Contact U

A 2014 IRS ruling makes it easier for taxpayers Compara the potential future value of tax- ontactus

to move sfter-tax 401(k) contributions directly to defarrad investmeants to that of taxable 105 Leader Heights Road
a Roth IRA. investments. York , PA 17403
Growth, Value, or Both? Cost of Retirement Phone: 717-747-2400
Here's how to identify a stock or mutual fund as Use this calculator to estimate how much income Fax: T17-747-2401

a growth or value investment. and savings you may naad in retirement.

cvfa@cvfinancialadvisors.com
Clue for Homeowners: Filing a Claim Could Required Minimum Distributions Map and Diractions
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$34k

Combined years in the business Given Back to the Community Assets Under Management*

*As of 2/28/2022

YOU DESERVE YOUR OWN FINANCIAL 0 Your Soais Qur MisSien w° "
LEGACY

At Axis Wealth Partners, our commitment to you is guided by our expertise
and personal experiences. We provide caring, comprehensive advice to YOU F — DALS
individuals and families interested in building and preserving their wealth. B

Regardless of which stage of transition in life you may be living, we believe O UR NMamESHC N
sound, transparent financial advice begins with empathy and

understanding. We know the value and power of our advice because we live
it.

AXIS WEALTH,
partners  *

Watch on (3 Youlube




ATLASOFINANCIAL

Fimanclal Planning » Investments « Tax Strategles

. )

© © © © ©

Your Personal Wealth Advocate

No Minimums, No Sales

Financial Planning For An Affordable Fee
Investment Advice You Can Understand

CPAs You Can Trust

HOME ABOUT SERVICES ¥ BLOG

FAQS CONTACT

SIGN UP FOR SCHEDULE AN
OUR NEWSLETTER APPOINTMENT

WHY ATLAS

Whether you're just getting started or have sophisticated
wealth planning needs, Atlas provides independent, unbiased

advice along the way.

A

planning, investing,

al
in-one Atlas Experience.

Sim

M

ifying the proc

s
=

As your wealth planning partner, Atlas combines our financia

nd tax knowledge to provide you with the all-

ss by eliminating

multiple agents — a CPA, insurance consultant, investment advisor,

financial planner, etc. — makes managing your finances easier,

clearer, and more effectiv

v
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@ 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



Putting It All Together...

Who do you
serve/ want
to serve?

Focused

companies
tend to be

more
profitable

For Advisor Use Only. Not for Public Distribution.

What do you
provide?

You build
loyalty &
deeper
relationships
when your
offering
matches
your ideal
clients

Why should
clients work with
you & how you
are different?

People don't
buy what
you do. They

buy why you
do it

SYM|M ETRY’

How do you
effectively
communicate?

Your E2E
experience
needs to be
cohesive
and aligned
to ideal
clients and
preferences



SYM|M ETRY’

SYMMETRY"

PV T N

SYMMETRY ADVISOR STRATEGIES

1-Page Growth Plan

WHO do you servesmnt to serve?

Exercize T

WHAT do yvou prowide?

WHY should clients work with you? HOW are you different?

Exevcize I

Crowth Coals [should be measurable and specific, with a target completion date)

Caal Goal = Caoal %

Date Dote: Dabe
Srategy A Strategy A Sirateqy A
Sheps ta Take: Ebeps o Take: Steps bo Take
Skrabegy B: Etrategy B: Strategy B
Sheps ba Take Sheps o Toke: Steps bo Take

For Advizor Use Ondy. Mot fior pubdc distribution.
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A Sample Plan for Growth

Goal 1: Bring on 10 New ldeal Clients
Date: December 31, 2021

Strategy A: Generate 5 leads a
month from my website

Strategy B: Earn 2 Referrals a
month from Clients

Steps to Take:

 Create two offers in rotation:
Whitepaper & retirement
checklist

« Add mission statement

« Add section on fees

« Rewrite content on services to
make it more client friendly

« Create pages for my niches

Steps to Take:

Identify 12 Clients | want to
clone, schedule 1-on-1sessions
Educate all clients in annual
reviews on services | provide
Source 24 potential prospects
via client Linkedln connections
Provide Volatility Checklist to
all clients and suggest they
share with friends/colleagues

For Advisor Use Only. Not for Public Distribution.

SYMMETRY"

SYMMETRY ADVISOR STRATEGIES

1-Page Growth Plan

WHO do you servefiwant to serve?

SYMMETRY"

For Advisor Use Ondy. Not for public distribution.




SYMMETRY"

Thank You

e Andrea Loin e2
Associate Director, Marketing
Email: aloin@symmetrypartners.com
Phone: 860.384.8140

“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. 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 Symmetry 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.
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