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In my career, there’s
- never been a more

disruptive time—
(‘: economically,
% 1* politically and socially.
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The Affluent Are Unsure Where to
Turn for Sound Advice
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4 out of 5 successful
Investors are
considering Yy

switching their » h

financial advisors — 1
but don’t. -
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Source: The Wealth Report, Robert Franks interviewing Russ Alan Prince, September 30, 2008.
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Our Commitment:
You will discover how

you can deliver the
right client experience Nurber
that the affluent want g
today.
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CEG’s Vision

To help every financial advisor to build a
simple and elegant wealth management business that
makes them indispensible to the right affluent clients all
while building a great quality of life for themselves and
everyone around them.
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When we pulled all the research
together, what we found was simply
amazing. It was what | wished | had had
when | was a financial advisor. It would
have made a big difference.

CONFIDENCE
~ LEVEL

o4 o INVINCIBLE
@ 1'a/|— STRONG

‘ /\— STEADY
9\— BUILDING
\ /1= FAIR
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Later in this presentation, we are
going to share how you can
schedule a complimentary
Best Year Ever consultation to
accelerate your success.
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Four Levels of Affluence

L evel Investable assets

Mass affluent  $100,000-$1 million
Affluent $1 million—$5 million
Super-affluent  $5 million—$25 million
Ultra-affluent  More than $25 million
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The Nine High-Net-Worth Personalities

— Family Stewards
« Dominant focus is to take care of their

families.

. ﬁonservative in personal and professional
ife.

* Not very knowledgeable about investing.

— Independents

» Seek the personal freedom money makes
possible.

. Fegl investing is a necessary means to an
end.

* Not interested in the process of investing or
wealth management.

— Phobics

» Are confused and frustrated by the
responsibility of wealth.

- Dislike investing and avoid technical
discussion of it.

* Choose financial advisors based on level of
personal trust they feel.
— The Anonymous
« Confidentiality is their prominent concern.
» Prize privacy for their financial affairs.

» Likely to concentrate assets with a financial
advisor who protects them.

Moguls
« Control is a primary concern.

 Investing is another way of extending personal
power.

» Decisive in decisions; rarely look back.

VIPs

* Investing results in ability to purchase status
possessions.

* Prestige is important.
+ Like to affiliate with institutions and financial advisors
with leading reputations.
Accumulators
* Focused on making their portfolios bigger.
* Investments are performance-oriented.
+ Tend to live below their means and spend frugally.
Gamblers
» Enjoy investing for the excitement of it.
» Tend to be very knowledgeable and involved.
+ Exhibit a high risk tolerance.
Innovators
» Focused on leading-edge products and services.
» Sophisticated investors who like complex products.
» Tend to be technically savvy and highly educated.

Capturing the Potential
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Distribution of the High-Net-Worth
Personalities oo

4.1%

Gamblers

5.0%
Accumulators

6.1%
VIPs Family Stewards
6.6% 34.1%
Moguls
7.6%

The Anonymous
8.3%

Independents

Phobics 16.8%

11.4%

N = 1,417 affluent individuals.
Source: Russ Alan Prince and David A. Geracioti, Cultivating the Middle-Class Millionaire, 2005.
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The Affluent Want a Different
Advisor Experience

« Character e
e Chemistr
. Y — 50%
e Caring
 Competence U

. Cost-effective — +— 10% o
« Consultative — +—— 4069
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The Wealth Management Consultative Process

Two weeks One week 45 days 90 days

DISCOVERY INVESTMENT A 45.DAY FOLLOW- REGULAR
MEETING PLAN MEETING UP MEETING PROGRESS
MEETINGS
Complete :> Presentation of > Organization of R )
discovery investrment plan account paperwork F.eT.-lew of progress and
process implementation of

advanced plan

N

"/- THE ADVANCED PLAN

/ INVESTMENT PLAN AND IPS
Comprehensive evaluation of the
entire range of financial needs with

Diagnostic of current situation,
our recommendations for moving
forward and details on our our recommendations for

investing approach moving forward

. 4 A

THE PROFESSIONAL PROFESSIONAL
NETWORK NETWORK MEETING

Team of carefully selected Our team of specialists applies its
professionals, each with a high expertise o evaluate all aspects of your
level of knowledge and skill in financial situation and devise

key financial areas appropriate solutions
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The Total Client Profile

Values

MEESS

Client

Process Relationships

\J Y 5,

AT
SR

Advisors
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Advanced Planning Services and the High-Net-Worth Personalities

The €F) Coach for Top Financial Advisors

Personality
Fariiily Stewar

| rhv 2t e it

Phobics

[ & pe e ke

Anonymous

Moquls

Yibs

Jcoumulators

Gamblers

nnovators

Wealth Enhancement
Mot the top motivation

Mot 3 top priority, often
do nat understand
wealth pozition
Wiodert e prionity,
contribites to qoal of
inde pe nde nce

Second goal 1o
yreal th protecton

Believre vealth equaks
poveer, a op goal

Beliere vrealth equals
respect and prestige.
atop goal

Top goal for those
motimted to maxmize
asse tralues

Highly motivated,
enhancement is
Winning

Top prionity, interested
in ey approadies

Wealth Transter

Wery high priarity,
meshezweith qoal of
sfequarding family
Carnrnonly urwilling to
address trarafer iszues

Lawwer priority

Interested msofar a5
mtentcan be veiled
vhen appropriate
Maybe fearful of
losmg controd ma
vreal th ransfer

hiot highlymotivated
o wansfer wealth,
fear loss of stanus
Lovrer priority, donot
generalywant o
share wealth

hlot generally o -
ated to
wanster assets

Lovrer priority,
miterested in ey
approadies

Rsset Protection

High priority, o family
future & zecured

Fearful of lozs of wealth,
makingthi the top goal

Highly consitent with
gea | of 3 ut anory

Highly motrated to
shiel money, protect
identity

A prioeity, to maintain
position

Wealth protecion
equated vwith protec-
ton of position
Higheer prionty, dnves
asset acomulation
qoals

Inconsisent vith
risk-taking mentality,

requires ad ort posiion -

UL

Moder ate priovity,
interested inneyr ap-
proadves

Source: Russ Blan Princeand Rickand L Harrs, Advaced Piaaning with the Uive-afToent, 002,
Analysiz CESWaridwide,

Charitable &ifting

High priarity, where
the farmily is directly
iroked

Maderate-to-high prior-
ity because of charitable
i ob e re it

L aww priority, imnpedes
achievingtop peroral
noak

Moderate, ifoonfiden-

tiaity needs canbe
met

Moder ate-to-high
prionty, avray of
EHPIESSING PO yier
High, adhieres goal of
status and external
reqard

Lo prioeityas primary
fous is on personal
safety

Modes ate provity if
the cause is seen tohe
EHITing

High priority, booking
for sophistcated ways
o leverage mfts
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Charitable

Giving Specialist
\ /

Private Client Life Insurance

Lawyer — Specialist
Valuation
\ Specialist

Actuary

Corporate Tax
Lawyer

Wealth
ETETs (g

Credit Expert
Personal Lines
Insurance Agent Derivatives

Specialist N\

Securities
Lawyer

A Sample Professional Network

Source: CEG Worldwide.

Capturing the Potential
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with the

Advanced Plan

Documenting
Opportunities

The @ Coach for Top Financial Advisors

Mind Mapping as Used to Manage Progress of Advanced Planning Activities

- Completed actions
- Actions in progress

Future actions

Evaluate strategies
to fund charitable

intent Establish additional

SMART priorities

Determine
charitable intent

Review last two years
of tax returns to
determine baseline

Perform current-year
tax assessment

Evaluate benefits
plan

Analyze executive
compensation
program

Assess retirement

Assess education
plan

Assess existing
credit facilities

il

Consider new
business entity to
minimize taxes
Conduct scenario
[ planning for special
planning
opportunities

(et
— Establish additional

M . M plan SMART bpriorities
Ind ap -n
[ Charitable Gifting /[ Wealth Enhancement J
MR. AND MRS.
AFFLUENT CLIENT
[ Wealth Protection Wealth Transfer ]

ing the Potential

Quantify exposures
to risks

Control avoidable
risks through proper
implementation of
processes for all
family members

Evaluate use of
property-casualty
insurance

Explore possible use
of state exemptions

Assess alternative
forms of ownership

Examine
restructuring
current business

Discuss gifting
of assets

—
Assess identity
theft exposure

I

| Restructure
expected inheritance

Provide for pets

Establish additional
SMART priorities

for business

Source: CEG Worldwide.

17

i

Identify
wealth-transfer
preferences

Review existing
estate planning
documents

Identify any special
situations

Confirm correct
titling of assets

Confirm proper
funding of trusts

Ensure correct
designation of
beneficiaries

Document wishes
regarding end-of-life
issues

Provide for business
succession

Provide for

liquidity needs

Consider select
advanced planning
strategies

Establish additional
SMART priorities

CEG Worldwide, LLC
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The Wealth Management Consultative Process

Two weeks One week 45 days 90 days
DISCOVERY INVESTMENT A 45.DAY FOLLOW- REGULAR
MEETING PLAN MEETING UP MEETING PROGRESS
MEETINGS
Complete :> Presentation of > Organization of R )
discovery investment plan account paperwork F.eT.-lew of prugr‘e-aa and
process implementation of

advanced plan

N

"/- THE ADVANCED PLAN

/ INVESTMENT PLAN AND IPS
Comprehensive evaluation of the
entire range of financial needs with

Diagnostic of current situation,
our recommendations for moving
forward and details on our our recommendations for

investing approach moving forward

. 4 A

WM=IC+AP+RM

THE PROFESSIONAL PROFESSIONAL
AP:WE+WT+WP+CG NETWORK NETWORK MEETING
Team of carefully selected Our team of specialists applies its
— professionals, each with a high expertise o evaluate all aspects of your
RM CRM+ERM financial situation and devise

level of knowledge and skill in _ ;
key financial areas appropriate solutions
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Five Key Drivers of Success

1. Know the affluent.

2. Implement the consultative client
management process.

3. Incorporate wealth management.
4. Offer the second-opinion service.
5. Keep your clients for life.
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During your Best Year Ever Consultation,
you’ll also discover...

1. What’s your “Big Why”?
2. Key “building blocks” behind the success of the top 1%
of financial advisors.

3. The #1 success roadblock that’s keeping from creating
the business—and life—you really want.

4. Your top 3 “must-do” tactics to dramatically accelerate
your success in the next 12 months.

5. Discover your personal step-by-step plan to take your \
wealth management practice to the next level. "
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‘ I ) CEG Worldwide's
Best Year Ever Consultation

Practice of Your Dreams

Total Advisor Profile

Januar y 1, 2013

B o e ‘ ‘ Setting You on Course to the
% .. Ol
"
. S«

45 to 60 minute
call with one of
CEG’s
Elite Advisor
Consultants

Prepared for
Joe F. Advisor

Presented by
Robin Koeller,
CEG Worldwide Consultant

CEG Worldwide, LLC
1954 Hayes Lane

San Martin, CA 95046
(888) 551-3824

www .cegworldwide.com
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Trust
Helpi ith Life alteri isi TS|
elping with Life altering decisions Lo Client Relationships -

The confidence they have in me

Income =i Values 5
Calendar |
From micd-class background = Freedom | I
) Self-made | |
Hard work/ drive '=—————
Season tickets to professional sports I |I
Golf |2 Sports | | [
. |
Youth Hockey Coach e o | |
={Hobbies } | Interests jo. |
: e |
Churgch | {
=| Community | I||

Business Running Efficiently _ Blue printed processes

:-| Goals FE‘.'-" 2013 = Outsource work not for me __More fime eye to eye with great candidates
| =Y,

|
f 1 Long term ? -
II
- Wife: Jean |
. Youth Hockey
- - David: 11 =
p[ Relationships |<§}-
S — Soccer
- Nicole:7 =+
- Ryan:18 months -
| Good Firm hired into out of college -
u[ History f: i' Football Scholarship 1
{37yrs old ¢

Financial Advisor

< Number of previous coaches with mixed results - ———
- —— =1 Coach o
| Team coaching - ——

55/65 Millionaire next door

# added in past year -

Planning needs/ consequences =/ Ideal Client Profile |

Pod of Qrtho MDs

1st Gen wealth

Referrals _ ]
CQls =/ Source of tap 20 clients |

AISinpastZyrs 4 who is client personally
1=} CPA relationships |

00 2 solid relationships

1/2 a year / slow }— Attorney Relationships |

=1 Marketing t

Partne ~20/50 partner
—r:“ Share staff

{Team =

| 2. C8As
. Team 275
4 AUMs, 140 mill (=
New High

Team all in 3.3 mill
Up 25% yr fyr
+1mill=35

"':_.; Business =4 Revenue 1.5 mill |'-

top 13 mill Family LP

NN o) 45 mil=7 =

Team @ 400 _ Was 800,

. Comprehensive Planning
| Service Model =)

 Households: 125 (=4

ring the Potential
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CEG Worldwide's
Best Year Ever Consultation

Setting You on Course to the
Practice of Your Dreams

45 to 60 minute

call with one of
CEG’s Elite
Advisor Strategist

Recommendations Report

April 30, 2012

Prepared for
Joe F. Advisor

Presented by
Jonathan Powell
CEG Worldwide Senior Managing Principal

CEG Worldwide, LLC
1934 Hayes Lane

San Martin, CA 950408
(888) 551-3824
www.cogworldwide.com
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Three Powerful
Recommendations to
Accelerate Your Success
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Here Is what to do
Now.

Sun Mon Tue Wed Thu Fri Sat
1 2 3 4
506 - Zame 0
12 13 14 24 125
o 21 22 23
i 19 2 29 30 3N
A 6 27 -
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