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Wealth Management Practice Reframes for the Twenty-First Century

Old Frame New Frame

Reframe #1

Reframe #2

Reframe #3

Reframe #4

Reframe #5
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| provide my clients with one
particular financial service.

| sell to my clients.

| am the best at serving my clients.

| know what is of value to my clients.

| allow clients to rent my services
until | choose to stop practicing.

We provide our clients with comprehensive
wealth management that begins with
outcomes-based financial planning.

We partner with our clients.

Our team is the best at serving our clients.

Our clients and our team work together
to define what value our clients need
and what value our team can provide.

We build a legacy business that serves
multiple generations to come.
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8 Steps to Developing
the Most Important
Marketing Tool of All
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CAPABILITY DECK

© 2018 ClientWise LLC B® dientwise.com/blog @ (800) 732-0876 @ info@clientwise.com




Five Uses of the Capability Deck

1. With current clients - “The Re-Frame”

2. With client advocates

3. With professional advocates and centers of influence

4. With prospective clients

5. With team members
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8 Steps to Developing Your Capability Deck

n Why you do what you do

B© dlientwise.com/blog @ (800)732-0876 @ info@clientwise.com




8 Steps to Developing Your Capability Deck

n Why you do what you do

E Who your firm is built to serve
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8 Steps to Developing Your Capability Deck

n Why you do what you do
E Who your firm is built to serve

B Known needs of your ideal client
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8 Steps to Developing Your Capability Deck

n Why you do what you do
E Who your firm is built to serve
H Known needs of your ideal client

] Unknown needs of your ideal client
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8 Steps to Developing Your Capability Deck

n Why you do what you do

E Who your firm is built to serve

H Known needs of your ideal client
] Unknown needs of your ideal client

E Solutions, not just “products,” you provide your ideal client
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8 Steps to Developing Your Capability Deck

Why you do what you do

Who your firm is built to serve
Known needs of your ideal client
Unknown needs of your ideal client

Solutions, not just “products,” you provide your ideal client

Your unique, client-outcome oriented wealth management process
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8 Steps to Developing Your Capability Deck

~goRol~Qol~ R

Why you do what you do

Who your firm is built to serve

Known needs of your ideal client

Unknown needs of your ideal client

Solutions, not just “products,” you provide your ideal client

Your unique, client-outcome oriented wealth management process

Your team of trusted professionals (internal and external)
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8 Steps to Developing Your Capability Deck
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Why you do what you do

Who your firm is built to serve

Known needs of your ideal client

Unknown needs of your ideal client

Solutions, not just “products,” you provide your ideal client

Your unique, client-outcome oriented wealth management process
Your team of trusted professionals (internal and external)

Setting expectations
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Now what?
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Begin to answer
the questions to
help develop your
capability deck
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Get Help

No need to go It alone

YOU'VE
BEEN
FRAMED

Marketing Firms to Help
You Build Your Brand"

youvebeenframed.clientwise.com

clientwise.com/fpi/value-prop
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Contact
ClientWise

Speak with us directly:
(800) 732-0876

Check out our website:
) clientwise.com

Browse our community:
m exchange.clientwise.com

Read our blog:
@ clientwise.com/blog

Follow us on Twitter:
(3 eclientwise

B® dientwise.com/blog @ (800) 732-0876 @ info@clientwise.com
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Flexible Plan Investments strategy categories

QFC Strategies B Tactical Fixed Income
B Core Alternatives
All-Terrain Sectors

Domestic Tactical Equity

International

B Fixed Income

Principled Investing
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ITwo levels of risk management
One low cost

CORE FIXED INCOME

Dynamic Fund Profiles Managed Income
Lifetime Evolution
Market Leaders

5 suitability profiles avaitable

ALTERNATIVES DOMESTIC
TACTICAL EQUITY

Select Alternatives Classic
TVA Gold Diversified Tactical Equity

Liquid Alternatives
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Advisor tools

- OnTarget Strategy
Suntghrlitg Proposal Research
Questionnaire Generator Reports

B E M

Strategy lllustration My Business Crash Test
Fact Sheet Generator Analyzer Analyzer
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» Call center RESEARCH i

» Interactive client website + 75+ years of professional market W >
analysis experience
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Providing the solutions
RN e

[/ FPIl educational tracks

* Principled Investing  Being a proactive advisor
. Working with a2 TAMP (OnTarge)
and with SMAs  Individual workplace

e Small accounts retirement accounts

e Group retirement accounts
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Variable annuities
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FULL BIO

FULL BIO

FULL BIO
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John Hershock

949-472-4525 4
Southern California

Jordan Liabenow
248-939-5597 [
Alazka, Florida, Haweaii,
Kentucky, Nebraska

Juan Daviess
253.670-2015 4

Morthern California, Oregon,
Waszhington

Rick Gledhill
609-902-5968 B4
Louiziana, New Mexico,
Oklahoma, Texas

Scott Key

303-660-2255 £
Arizona, Colorado, Nevada,
Utah

Flexible Plan Investments. Ld.

FULL BIO

1
1

FULL BIO

Mike Brashier
£51-338-5670 5

llingis, lowa, Minnesota, North
Dakota, South Dakoeta,
Wisconsin

Mike Devergilio

248-534-5876 [
Indiana, Michigan, Ohie

Tim Brennan
£35-299-7061 £
Arkansas, lliniog, Kansas,
Mizsouri, Tennezsee

FULL BIC

FULL BIC

FULL BIC

We can help

REGIONAL BUSINESS CONSULTANTS

Bob Muldoon

703-625-1775 5

District of Columbia, Delaware,
Maryland, New Jersey,
Eastern Pennsylvania, \Virginia

Dan ChrzanowskKi
716-391-8185 B4

MNewr Jersey, New York, Ohio,
Pennsyhvania

Mark Rogan

243-818-9157
Connecticut, Maine,
Massachusettzs, New
Hampshire, New Jersey, New
“ork, Rhode Izland, WYermont

FULL BIC

; i |

FULL BIC

FULL BIC

FULL BIC

Brandon Noronha

248-939.5593 4
Florida

Kyle O'Donnell

248-939-5595 [
Georgia

Mark Pagoto

248-939-5700 £
Alabama, Florida, West Virginia

Matt Knedgen
243-939-5594
Georgia, Idaho, Mississippi,
Montana, VWyoming

Vainy Gleveckas
773-230-2122 B4

Morth Carolina, South Carolina,
Virginia

Contact us

800-347-3539 x 2

PHONE

flexibleplan.com
WEBSITE

sales@flexibleplan.com
EMAIL

Vice President National Sales

Len Durso
4127254938 [

FULL BIO
Western Divisional Sales Manager

Jeff Omdahl
205-589-5276 [

FULL BIO
Eastern Divisional Sales Manager

Michael Heavey
200-347-353% x 215 [

FULL EID

Market Leaders Product Specialist

Trent Schield
303-518-6000

FULL BIO
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The views and opinions expressed herein are those of the author and do not necessatrily reflect the views of Flexible Plan Investments Ltd. its affiliates, or its employees. The information set
forth herein has been obtained or derived from sources believed by the author to be reliable. However, the author does not make any representation or warranty, express or implied, as to the
information’'s accuracy or completeness, nor does the author recommend that the attached information serve as the sole basis of any decision and it has been provided to you solely for
informational purposes only and does not constitute an offer or solicitation of an offer, or any advice or recommendation, and may not be construed as such.

PAST PERFORMANCE DOES NOT GUARANTEE FUTURE RESULTS. Inherent in any investment is the potential for loss as well as profit. A list of all recommendations made within the
immediately preceding twelve months is available upon written request. Please read Flexible Plan Investments’ Brochure Form ADV Part 2A carefully before investing.
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Questions?

Please type any questions
Into the chat box to the right.
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