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Six Challenges

Forcing Advisors Towards Extinction
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Challenge 1
The Current Value Promise is Collapsing




Challenge 2
New Market Segments Are Emerging




Challenge 3
Today’s Client is the Family




Challenge 4
Today’s Value Promise Requires Advisors to Shift

from the Role of Financial Technician to Clinician




Challenge 5
Disruptive Technologies Create New Opportunities




Challenge 6
Tenured Advisor Retention

Information

-

Understanding
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I
3 New Capabilities Behavioral Coaching

=7,

Behavioral
Coaching
» Clarifying the » Executive Coaching
client’s aspirational Approach
life
» Specific clinical
* Identifying and based techniques
prioritizing goals to _ _
achieve « Valid Behavioral

Assessments
» ldentifying biases
and blind spots that
lead to poor
decisions
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Challenge 4
Technician to Clinician

Move to Clinician Role through Behavioral Coaching
1.

Provide a holistic life issues approach - bespoke solutions
2.

Deeper connections identify more meaningful outcomes

82%

“Soft Skills” VS.
“Technical
Skills”
19%
. 15% 1%
7%
— 4%,
Interpersonal  Professional Quality Service Knowledge Technical Knowledge
Skills Reputation Information {proactive, (product, Skills, {product,
{communication  (honest, ethical, & Advice reliable, industry, Expertise & industry,
skills, building instills {unbiased, responsive, financial) Experience financial)
rapport, caring confidence) sound, relevant, available,
about clients, tailored, practical, accessible,
understanding helpful, dE'i"-l'El'?ﬂg an
naads, listening, comprehensive) promisas) - : Eniie M
empathy) Lo o iAuainiia) 9018
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Behavioral/Financial Coaching Keystones

Counselor’s
Behavioral Listening Conflict
Awareness Skills Mediation
Blind Spot Couple Family
Recognition Planning Meetings

Discussions
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Innovation Break
Improve existing offer

A SINGLE CLOUD-BASED BEHAVIORAL INTELLIGENCE PLATFORM TO KNOW,
ENGAGE AND GROW EVERY EMPLOYEE AND CLIENT

1

DNA Behawor’
— Communication DNA Business DNA

Financial DNA
Beha\(ioml Talents

Behavioral Finance Behavioral Marketing
Suitability Compliance for Deeg: Relationships for Advisory Team
Complaint Reduction 23% Revenue Growth Improve Productivity 40% to 70%
Financial Personality Communication Styles Employee Personality
Know Your Client Learning Styles Talent Management
Goals-Based Planning Workflow Management Hiring
Behavioral Biases Selling Styles Team Development
Rizk Tolerance Buying Patterns Culture
IPS Client and Employee Messaging Leadership
Wealth Mentoring Successzion Planning
Research shows that 93.6% of an advisor’s

role is the behavioral management of clients
A AN N i
b ADVISOR AND CLIENT
COMMUNICATION
Real-time measurement of . 2 .
54 BEHAVIORAL BIASES

client's exuberance, comfort
or fear of the current market
Advisor & Client Communication Behavioral Biases Risk Profile

conditions.
http://dnabehavior.com

Mid‘dle
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3 New Capabilities Innovation Skills

* Flipping business « Participation in
orientation to innovation incubators
external

* Building new
« Adopting a portfolio business models
of business models
not products
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Market has Morphed

Facing 3 | -
Generational-Based | -
Markets | °

Age of Consumerism
Is defining what | -
It takes to win

Non-financial
Industries are defining
new expectations for
the client experience

Generation Xers are wealth creators
Millenials are income earners
Boomers are transitioning

Why one size fits all does not work

Relationships
Communication
Products and Services
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The Innovation Framework

Be
Curious

Innovation Incubator

What is unusual?
What is the implication?
What should we do?

O

_ Be
Creative Disciplined
Design Thinking Use the Tools

What customer segment?

What lobs need to be done?

What Value Proposition solves?

What Business Model delivers profitably?

Copyright © 2017 Cannon Financial Institute, All Rights Reserved.

Be

Consistent
CMMI Approach

Aware
Know
Do
Embody
Teach



https://commercialization.bloomfire.com/posts/1156496
https://commercialization.bloomfire.com/posts/1205189
https://commercialization.bloomfire.com/?types[]=series&feed=recent
https://commercialization.bloomfire.com/?types[]=series&feed=recent

|
The Innovation Framework

Be B
Curious

What is unusual?
What is the implication?
What should we do?

Innovation
Incubator
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B |
The Innovation Framework

Be
Creative

Design Thinking

What customer segment?

What jobs need to be done?

What Value Proposition solves?

What Business Model delivers profitably?

Intercom on
Jobs-to-be-Done

i
<=
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ElES What’s Needed?

NAA LSRG 9 ARFTNEE A0
Harvard .
Why Your Company

Neads a Fareign Polic
5 a Fareign Policy

L ki
Turning Services
into Products
Sovda b by

Toughest Decision
e e o

CURRENT ISSUE

September 2016

®
ReVIe | How 0 Tackle You Consumer Insight: What does your customer really want?

WHAT DOES
YOUR CUSTOMER
REALLY WANT?

HOW TO FIGURE IT QUT
PAGE 45

FEATURING

Why Your Company Needs a Foreign Policy

)«

Know Your Customers’ “Jobs to Be Done”

How to Tackle Your Toughest Decisions

TABLE OF CONTENTS
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The Innovation Framework

How to create products and You're holding a handbook for visionaries, game changers,

services customers want. and challengers striving to defy outmoded business models
Get started with... t and design tomorrow’s enterprises. t's a book for the .,
°

. @
2 Value ”\“‘_Jﬂg
Disciplined Proposutlom N /‘vﬁ! .'
Usethe Tools De@sSI | 33,/

, WRITTEN BY
Youu!
© CO-CREATED BY
Strategyzer el €0
DESIGNED BY
- A St The Movensert

Authors Alex Osterwalder and Yves Pigneur 2010
New website is Strategyzer.com
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————
30 Elements of Value

SOCIAL IMPACT ELEMENTS
What value to society?
Self
transcendence
~
&
- Provides T st
LIFE CHANGING ELEMENTS « s o B . PN
How does it change my life? Q Y
a Heirloom Afiliation &
/,2\ belonging
A (> | O | e B
EMOTIONAL ELEMENTS '.7‘.;,;.'.";,’ Rearis s "“',I.':" Aaice """" oo
How does it feel? y 2 $ % "-._ > . '

Provides
access

=% % o

R v . ' ' Omm
What does it do? : I o 4 " =0 * nE=s ‘ﬁ‘- @
Reduces effort Avolds hassles Reducescost  Quality  Varlety  Sensory appeal  Informs
. - ® o | 7|
~ w RN e [
INWARDLY-FOCUSED VALUE OUTWARDLY-FOCUSED VALUE

Bain Consulting Group HBR webinar 8-12-2016 HBR magazine September 2016
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lIfewise

P

IVESTMENTS
fewise w
pr—— 061 47
ACCOUNTY . a srend 0 0% BUDGETE p.ooo
e R » .

Pricing

Resources
Investing

Planning
Access

Advisor
Meetings

Phone / email

} Get started with
Learn

®

Invest

Mare details

.75% of AUM

Lifewise
Annual

Unlimited
b Get started with
Invest

)
Consult

o€ detaiis

$700
2 topics

Pick 2 Topics

Lifewise
Limited

Limited
b Schedule afree
consultation

Innovation Break
« Segmented Pricing

$1,500 or
$125 p/mo

Advisor
Unlimited

Unlimited
) Schedule afree
consultation




3 New Capabilities Exploit Technology

Exploit
Technology

 Think about technology -+ Knit tools and

as the delivery of your resources to create

value unique client offerings
« Automate workflows » Create individualized

and create scale client experiences

 Think about technology <+ Create a virtual
in different ways presence
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——
Path to Acquire the Family

Current Relationship with Patriarch Create a Connection with Matriarch Conduct Couples Planning

and Transfer Conversation

T

—)

- 4

$ $

$
® @ @ o ©

)

Open New Accounts with Adult Children Hold Family Wealth Meetings

—

? 3




Challenge 7
Advanced Advisor Framework Solving for All Challenges

T h ’

Advisor  Client is Family Select ? ? Fami_ly Wealth
Identify ~ Products & . Meetings
Goals Services ? Monitor &  gnhance Transfer Plans,
Couples ~ Menu driven , Support  client Introductions
planning, ~ bespoke Use Client Implement gy perience to children,
Discover & Share Values- solutions gortal : coaching  Goal progress, Launch these
Use Behavioral based goal m%%r:ﬁrrllo Product relationships
Assessments to discovery ‘ c onsumgér performance,
identify blind spots education Life stage
‘ ’ triggers, Social
* Document media and
Create vaul, etc. automated
Aspirational marketing,
? Narrative Refine goals as
Set context changes occur
Present & Invite for goals

Present new value
proposition and
invite prospects to
be a client

Bespoke Experience

Copyright © 2017. Cannon Financial Institute, All Rights Reserved.




An Example
Advanced Advisor Framework

Technology and Tools

' M Monitor & Support ?
Advisor  Client is Family ‘ , Fam”y Wealth
Meetings
? Enhanced Client
Experience
Select Prgducts Use Client Portal
& Services
. Identify Goals
Discover & Share ‘
Create

Aspirational

? Narrative

Present & Invite

Bespoke Experience

Copyright © 2017 Cannon Financial Institute, All Rights Reserved.

MoneyGuidePro

Pricing Schedule

Smart Works

NetEx 360

Morningstar

Insurance Planning Tool
eMoney/Vault/Consumer
Education/Wealth
Aggregation/Scenario Modeling
Hearsay Social

Wellthy.com

Auto Scheduler/To Do Manager
Dictation/Note Service

Family Wealth Meeting Tools
DNA Behavior Market Monitor
DNA Behavior Assessments/
Risk Tolerance

Client Portal Real Time Alerts
Portfolio Performance
Reporting

Redtail CRM/Automated
Workflows

DocuPace/Laser AP

Advisor Website
LinkedIn/Social Media
Innovation Lab Workshops
Life Planning Tool




How We Can Help

(0] ()

Legat Financial HousINg

Innovation Break
« Targeted Client Segment
* Niche Service

Simple Plan

,
Social Activities X -
3
COMPLETED @

Family Communication Live Care Coordinators
Invite family and friends so everyone is on the same page. Get a team Of professionals to hand|e it a|| fOf you.

= ® &

In-Home Medical Social/Mental

£

AN )l’

Learn More
W Hi guys, Mom has Oncologist on Wed at 10am. Can
any of you take her?

" Jane 3hoursago
" Sorry, Sam, this week is tough for me_..

‘ Samantha | hour 220
Dana, will you please arrange transportation?

[T ———
’ Dana (NELIVEETC G LGS 5 second 320

You gotit. I'mon it.
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Client Journey Map

Client Journey Map

Financial Financial
Mannine
Independence Planning

Asset
Accumulation

@ Travel Distribution

o
Education =

a

Legacy

_‘ . Magm @
Save for Purchase
the Future
Job
Change

Retirement Lﬂn_g Term
Care
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e
Update Financial Plan - Understand How to Price

Step Details | Time Needed

2 Automated Steps * email client to update datain . 19 minutes - $1.66
Financial Plan via portal

* Confirm update complete

5 Admin Steps * Print plan « 1.5 hours + $50/hour * $75
* Create client meeting
folder
* Proof and email meeting
summary
* Create follow-ups and to
do’s
» Confirm the to do’s are
complete

2 Advisor Steps . Review client folder « 1.5 hours » $350/hour * $525
» Conduct client meeting

3 Junior Advisor Steps o EUTTETTS e Es * 1.5 hours * $100/hour * $150
* Create client summary
* Execute to do’s
TOTAL FOR SERVICE $751.66
Profit Margin — 40% $225.00
Service Admin Fees — 15% $112.65
TOTAL FEES FOR UPDATING PLAN $1,089.31

Copyright © 2017 Cannon Financial Institute, All Rights Reserved.




Example Service and Product Offers

Core Offering

Additional Services

Wealth management portal
Financial goals tracking and
reporting

Virtual vault for wealth document
storage

On-line self-directed budgeting
Bi-annual wealth issues review
Annual client review

Annual family wealth meeting
Life event trigger meeting
Portfolio asset allocation strategy
Automated investment platform

copoooo0d 0O 00

(I Wy Ry Ny

U

Trust and estate planning
Insurance efficiency review
Cash flow based financial plan
Retirement transition process

Retirement income withdrawal
Strategy

Actively managed separate
account

Due diligence review on assets
held away

XYZ Financial Planning Practice
230 Peachtree Ave.
Atlanta, GA. 33363
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I
Services Selection Example

Contact:

Type:
Activity:

When:

Duration:
Location:
Category:

Assigned To

Notes:

Importance:

Priority:

Team Notify:

I Wealthy, Susan (Sue)

[ Task v
T —
[04/13/2012 E

[¢ ][00 w]|[amw]| Oa

Iohours v,”30mins vl

I

I Investment i~ I

¢ | coo CEO, Virtual % No

O Wealth management portal

QO Financial goals tracking and reporting

Q Virtual vault for wealth document storage
O On-line self directed budgeting

QO Bi-annual wealth issues review

O Annual client review

Q Annual family wealth meeting

Q Life event trigger meeting

QO Portfolio asset allocation strategy

O Automated investment platform

QO Trust and estate planning

QO Insurance efficiency review

QO Cash flow based financial plan

O Retirement transition process

O Retirement income withdrawal strategy
O Actively managed separate account

Q Due diligence review on assets held away

&

[Save ActivityJ [Save & New] [Save & Clonel or Cancel

me Virtual COO CEO (redtail20091) %
| Witch Database My Account Log Out

I

]

'L Search Contacts

Home

Recent QuickLists Web Links

Copyright © 2017 Cannon Financial Institute, All Rights Reserved.

Alerts (0)

Integrations  What's New
|



I  \What’s needed?

Challenge 5
Leverage Technology

Invest Benefits Division of Labor
* In yourself and your » Technology is doing * Technology moves you
business the rote work e.g., to focus on what it
scheduling calls, cannot do
* Spend time to learn sending
how the systems work communications,

monitoring client mood
against the market,
identifying who needs
calls and when

* Document your
activities and code
them into the workflow
engines - so the

« Creates a place for technology does the
your clients to be with work for you
you when you are not
there

Your Decision

Is this time and effort
worth it?




Your Family Values and Goals

pe Lo ) I ou

Goal Goal

Goal Goal

Contact Us

J Make an Appointment

Intertwine PP

Tranding

GOOGL
GOOG «
XOM ' ob
KORS -
UPS -

What's Coming Up?
Next Meeting

Events

Action ltems

Net Worth Portiolio

Market Data

Market Market Mood Favorite News Site

S&P -0.04%
1,930.38/-0.86

Dow -0.10% Nasdag +0.14
16,449.18/ 17 12 4.620.37 /
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Challenge 7

Advanced Advisor Framework Solving for All Challenges

=7,

Behavioral
Coaching

New Connection Skills

Presence
Counseling Skills

Know You, Know Myself

1.

Find blind spots - yours,
theirs, ours

Know how to address
them

Improve decisions and
behavior

- b =g
W -
Exploit

Technology

New Tools and Systems

Build business models for .
generational client .
experiences

Apply and promote
lessons learned to similar
market segments

Life Planning

Goals Planning

Behavioral Assessment
Client Experience Platform
Client Portal

Social Media Monitoring
Automated Marketing
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Taking Action

Behavioral
Coaching What mlght you do?

Incorporate @
nnovation What resources could
be helpful?
Exploit ) |
Technology  § b




