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We'll always be
there for you...
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By the Numbers

2 5 0/0 1 in 4 advisors is expected to leave the industry in the next 10 years.

of advisors recognize the risk in not having a succession plan.
92 0/ Of this, 59% said it was highly risky, 33% said it was moderately
0 risky, and 8% called it somewhat risky.

represents the number of firms that have executed a succession plan and
7 7 O/O say that continuing the firm's legacy and reputation is the most important

reason they have a plan in place.

represents the number of firms who say they have a process for
developing internal successors in place.
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The Five Truths of Succession Planning

EN Begin with the end in mind.
Define your vision of retirement.
EJ Meet with your clients and their heirs.
Align with or build a multi-generational team.

EJ Create enterprise value.
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Begin with the end in mind

1. What do you want as a final outcome for your business or your retirement?
How is this stated in the positive with a forward perspective?

2. What will having this outcome do for you or your business?
What is the purpose of your outcome? The intent?

3. How will you know when the outcome is successful?
What will change and how will you recognize that change?

4. Who, what, when, where and why: In what context do you want your outcome?
When do you want results? With whom will you be working, or who will come in
to fill in the gaps if you aren't continuing to work?

5. What effects will the outcome have on your organization, people, vendors,
products, customers, etc.? What will getting your outcome provide to you?

6. Are there any blocks, challenges, or organizational restrictions that could create
difficulty in reaching your outcome? What are the barriers?

7. What resources do you have or need in order to get your outcome?
What capabilities are necessary parts of your desired outcome?

8. Is getting your outcome within your control?
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Define your vision of retirement

When will you be mentally and emotionally ready to step away from your
business?

Do you imagine remaining involved in a capacity that will impact the outcome
of your retirement?

Do you have a well thought out plan for your retirement that will prevent you
from making an emotional decision about your business moving forward?

s your objective to maximize the investment you've made, in which case does
it make sense to stay involved or step away from your business completely in
retirement?

Are you selling to a junior or senior partner? Or perhaps a family member that
will still provide you the opportunity to have an emotional investment in the
business even during your retirement.

info@clientwise.com



Meet with your clients & their heirs

For your current clients:

->

v vV

Meet with them to share your plans for succession.
Partner with them to determine their final plans for their transfer of wealth.
Determine how your business can compliment their needs while still fulfilling.

Use this as an opportunity to include the heirs of the wealth in your
conversation; not in a presumptuous way, but through means that make
it clear that you are aware that they could potentially be impacted by your
succession as well.

If you're not completely set on your succession planning structure, allow their
insight help to shape your approach to succession.
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Meet with your clients & their heirs

For the heirs of their wealth:

->

If you are already in conversation with them, or they express interest in
discussing their finances, meet with them to share your plans for succession.

Partner with them to determine how your current and future practice can help
accommodate their needs.

Use this opportunity to introduce the heirs of your clients to some of the younger
advisors, even the successors on your team.

For those heirs with whom you have yet to connect, determine the best way to
communicate to them the plans for the future of your business.

If you're not completely set on your succession planning structure, allow their
insight to help shape your approach to succession.
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Align with or build a multi-generational team

v

Only 5% of the 315,000 registered reps and financial
advisors are under the age of 30

Transition ownership internally
Common purpose, vision, and values

Leadership development

v v v

From Lone Ranger to Leader"
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Create enterprise value

“When you fully focus on creating value for others, team members
and clients, you create enterprise value for the owners of your firm.

/4

Measure what matters when creating enterprise value:

Hone your value proposition
Sustainable, profitable growth
Recurring streams of revenue
Institutionalize your firm brand
Develop multi-generational leaders

Client advising shared across your firm

v v v v v Y

Institutionalize business development

info@clientwise.com
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The Outcomes-Based
Succession Planning Checklists

d Long range (ten or more years out from succession)

d Intermediate (3-5 years out from succession)

A Short term (1-2 years out from succession)
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Learn more about
ClientWise services

Connect with ClientWise Ray Sclafani

Check out our website: Founder and CEO
0 clientwise.com 914.269.0050

Read our blog: ray@clientwise.com
@ clientwise.com/blog @ raysclafani

Join us on LinkedIn: 3 eraysclafani
@ clientwise

Follow us on Twitter:
@ aclientwise

clientwise”
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Flexible Plan Investments strategy categories

QFC Strategies
m Core

All-Terrain
Domestic Tactical Equity

B Fixed Income

[actical Fixed Income
Alternatives

Sectors

International

Principled Investing
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Iwo levels of risk management
One low cost

CORE FIXED INCOME

Dynamic Fund Profiles Managed Income
Lifetime Evolution
Market Leaders

5 suitability profiles avaiiable

ALTERNATIVES DOMESTIC
TACTICAL EQUITY

Select Alternatives Classic
TVA Gold Diversified Tactical Equity

Liquid Alternatives
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Advisor tools

RS OnTarget Strategy
Smt.ablllty. Proposal Research
Questionnaire Generator Reports

Strategy lllustration My Business Crash Test
Fact Sheet Generator Analyzer Analyzer
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Providing the solutions
RN 000 et

7/ FPl educational tracks

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

retirement accounts
« Small accounts

: . * Group retirement accounts
Variable annuities



Flexible Plan Investments, Ltd.

Your partner in active wealth management since 1981

We can help

REGIONAL BUSINESS CONSULTANTS

Mike Brashier
651-338-5670
llinoiz, lowa, Minnesota,

Mebraska, Morth Dakota, South
Dakota, Wiscongin

Brandon Noronha

243-9359-5693
Southern California

Bob Muldoon
T03-625-1775
Dizstrict of Columbia, Delaware,

Maryland, Mew Jersey,
Eastern Pennsylvania, Virginia

Leonard Durso, ChFC, AlF

412-225-4536
Florida, Georgia

FULL BIO FULL BIO
Jordan Liabenow Tim Brennan Tom Shupe Rick Gledhill
248-935-5697 636-290-T061 813-765-1792 609-502-5568
Hawaii, Southern California llinio=, Indiana, Kansas, Connecticut, Maine, Arkansas, Louisiana,
Miz=zouri, Tennessee Maszachusettz, New ¥ Miszizsippi, Mew Mexico,

Hampshire, Mew “ork, Rhode
Izland, Wermont

FULL BIO FULL BIO Oklahoma, Texas

FULL BIO

Juan Daviess

253-570-2015
Morthern California, ldaho,
Montana, Oregon, Washington

Rob Shampine

Z48-9358-5701
Alaska, Southern California,
Puerto Rico, U.5. Virgin Islands

Scott Key

303-660-2255
Arizona, California, Colorado,
Mewvada, Utah, Wyoming

SVP, Head of Distribution, Vice President of National Accounts Market Leaders Product Specialist

National Sales Manager Trent Schield
Patrick Cabhill 303-618-6000

610-636-9427

Michael Heavey
248-478-3074
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The views and opinions expressed herein are those of the author and do not necessarily 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.



