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P SUCCESS LEVEL SET

1. Always start with a vision: where is it you would like to go?
2. Create a culture that attracts, retains & empowers

3. You have to become less superstar dependent.

« Systematize all aspects of the practice

« Defined org chart w/ team structure
« Diamond team
« Clear career ladders & comp
« Mentoring programs (peer led training)

NOW IT'S TIME TO..
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1. SYSTEMATIZE GROW TH CHANNELS

MISSTON E§ WEALTH 1. ORGANIC
BIDEN, JOSEPH AND JILL Client referrals Systemdtize the Process (Goldmine VS

2022 TAX LETTER . .
landmine clients)
P h ek s B b Ty s « CRMinitiated deliverables (share client success stories,
— communicate your capacity and passion for serving
We know of the following income sources and accounts, for which we expect a corresponding tax document SlmllOr Cllents)
R o * Life-planning advantage
T —— S — * Timing matters — sequenced outreach & agenda time
CONTRIBUTIONS TO TRADITIONAL/ROTH IRAS 2 ) C O | S

Confributions were made to Traditional IRAs and/or Roth IRAs.

et e s « Expand your definition of a COlI (fitness trainers, life
coaches, real estate agents, therapists)

R * Incorporate touchpoints into your service deliverables
e — & Ieveroge software

CHARTABLE DS TREUTIONS RO RS et * Holistiplan: communication to CPAs (scale)

TR e s sy e 92 * Process checkpoints: single email, phone call, repeatable
e i « Share success stories & collaborate on best opportunities

» Highlight shared client profiles you both serve, inquire &
listen to client process & weave in your touchpoints
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‘a DESTINYCAPITAL Center of Influence/Professional Partmers

Last updated on

I:O R p R O I: E S S | O N A |_ GOAL: Discover information that will deepen our relationship with COI and create strong reciprocity

S IDEC| A|_|Z AT|ON S & _ COI Profile . C()m:1 ggals/Challenges _ Nec_.ad 1th(f'.- Know
AFFINITY INTERESTS

Age Professional Goals: .
Hometown: Personal Challenges:
College: Professional Challenges:
Family:

Company Name
Size: Partners?
Services offered:
Target Clients
Fees

Growth Oriented
SWP Client: Yor N

Interests/Entertainment Client Introductions Professional Relationships

« Hobhies o Z2017:|]]]]=5 + Important people they work with.
e  Travels « 2018: o Other connectors

o 2017: Hawaii, Italy
Associations,/Boards
Entertainment
Exercise
Wedding Anniversary Date
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MISSION BB WEALTH

YOUR PARTNER

IN BUSINESS

Dear Helena,

As wealth advisors, not only do we value our client relationships, but we also enjoy working
closely with our ciients” other trusted advisors. Our holistic wealth management approach
incorporates investment-related tax planning, including tax minimization strategies, tax
projections, tax loss harvesting, Roth conversions, and charitable donation planning.
Together with you, we can help our clients make smart financial choices that positively
impact their tax situation.

An example of this is the custom tax preparation letters that we provide to our Private
Clients* and their accountants. These letters contain valuable, pertinent information that wil
save both them and you time when it comes to fiing their tax returns. This letter captures
many of the investment-related financial transactions that impact our clients’ tax returns
throughout the year. It also summarizes the relevant information for you in a concise, easy-
to-read format. These financial transactions may include the following:

Charitable Distributions from IRAs

Roth IRA Conversions

Inherited Cost Basis

Donor-Advised Fund Contributions

Net Unrealized Appreciation (NUA)
Contributions to Traditional and/or Roth IRAs
Interest on Intra-Family Loans

60-Day Rollovers

Long-Term Care Insurance Premiums
Advisory Fees Paid from Corporate Accounts
Personal Gifts above the Annual Exclusion Amount
Precious Metals Taxed as Collectibles

Accrued Interest on Bonds

HSA Contributions

529 Plan Contributions

Resident Municipal Bond Interest

Each financial transaction detal includes the date, applicable tax year for the financial
transaction, a description, and an amount when applicable.

At Mission Wealth, we are committed to delivering a best-in-class client experience. When a
client’s entire tax picture is transparent and aligned, we can help our shared clients to avoid
costly missteps. Would you like to learn more? Please reach out to me with any questions
you may have, or view our one sheet for tax professional partners.

Regards,

Shane Holt, CFP®

Client Advisor

MISSION WEALTH
sholt@missionwealth.com
(805) 690-3879

*Our Private Client solution is designed for individuals with $5 million or more in assets under management.

NTEE OF FUTURE RETU
AD M =
E AGREEMENT

Our mailing address is:
1111 Chapala 5 d

Your goals. Our mission.

MISSION B8 WEALTH

YOUR PARTNER
IN BUSINESS

10075
Client Advisory
Relationships

RECENT CLIENT SUCCESS STORY

A divoree attorney referred a female client to a Mission Wealth advisor to create a spending and
cash flow analysis.

AS PART OF OUR PROM
YOU, WE WILL:

\s a trusted, professional advisor,
Aission Wealth treats your clients with
he utmost care to deliver the highest
ralue service possible.

The attormey and her client wanted guidance on how to predict and budget the client’s spending in
Collaborate throughout of the wake of her divorce settlement.
Proactively communicate)
Help facilitate joint client i
Deliver peace of mind to g
our shared client

The advisor worked with the client to compile her spending figures from bank accounts and credit

‘or 20 years, we have abided by the golden |
cards to project future cash flow needs.

ule: “Treat others the way you want to be
rpated”. As fiduciaries, advisors and clients
rust we have their best interests in mind. We

The client owned $100M in a concentrated stock holding with a software company.

:ollaborate with you, thelr professional advisor, WE HAVE EXPERIENCE
1 helping our shared clients to achieve their CLIENTS THROUGH LIF o Weworked closely with the client’s CPA to devise a strategy to diversify the client's investment
joals. AND TRANSITIONS, INC portfolio, manage taxes, and create an income stream to meet the client's cash flow needs.
- * Sale of a business or propg « Working with the client’s attomey, we set up and funded a Charitable Rermainder Trust with $5M of
« Divorce the concentrated stock holding, further reducing capital gains taxes and providing her an income 1ax
= Retirement deduction.

» Lossof aspouse
s Inheritance

Health event « Our collaborative partnershipwith the client and her trusted advisors resultad in the best solution for

the client as she navigated the uncertainty of her divorce.

2021
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Tor 100 RIA FIRMS

missionwealth.com | 888.642.7221

ar

— A R PR TP

SOUICK FACTS DATA

5 CAN BE FUUND AT HTTRS/MISSIONWEAL THAOOMA NO-FRAMKINGS .

5 AREGISTERED INVES TMEN T ALWVISER (0435137

Affirm

Relationshi
P IMPORTANT: Follow up with o

___ Success Story

CALL TO ACTION!




GROWTH DASHBOAR

What you don't measure, you don't

_ ) LA Incoming AUM by Lead Advisor 2022
LA Incoming Revenue by Lead Advisor 2022

Sum of Amount

Sum of Met Revenue

‘l

$3,565,855

CA Incoming AUM 2022 by Type b3

Cpportunity Record Type
Existing Client New Busi... @
New Client First Year @
Mew Client New Business @

. $614,844,533

$35m

Sum of Amount

$752,895,433.9

Come to the Managing Growth w,/ Teams roundtable!

KNOW

CA Incoming Production 2022

Sum of Net Revenue

‘\

$4,343,437

B |



2. CREATE DIGITAL

MA

RKETING PLAN

 Create space and schedule time for
content Tactory

Schedule (process, calendar, etc))

Use your content calendar & select
distribution

Leverage technology

Invest in your marketing team
capacity

You need at least 1 outsourced,
dedicated marketing resource

 Build Your Marketing Team

Build Your Community
Create Your Ideal Profile
Drive engagement

Tie into your business development
channel

Annual Content Calendar

INSTRUCTIONS: Update ond customize this calendar to orgonize your communications and
content. An example of content has been provided for the menth of January. As you build your
own, be sure to customize the cudisnce to align with your co
include spacific centers of influence (CPA, attorneys, etc), only top clients or groups of clients
who share interests / demcgraphics.

MONTH

mmunication growgs. This may

Custom conds deskned with fun

Hopoy Mew Years Cords aled LSIT/HNG Sent ‘quotes from each team member,
sigred by team.
Fetiremant Resolutions Count Down Social Media 1722020 Sent
Thark you lether” to clients, shara
Bring an the New Year (Client oppreciation) Newshetber e 2020 Drofted what's ahead for new year, 5 tios for
retrement razol lutions.
“How Mot to Run Cut of Mongy in Retirement” Social Media 10/ 2020 Crafting L::Stmn from spaaking avant
Retiremant Planning m yaur 503 Blog past 1/20/2020 | Pending Shere Elzaheths story, post to social

1t Planning n Your 505

| /ETR020

Pending

LIMITLESS
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Twe of my favorite Questions are,
"What advice vould your oider sej
Relp illuminate the things in oy, ryee hat truly matter most. Here is o ug heeding thi
self-counsel as wve ptan our years aheadt Please share these nsights VAt your Missig
TEONe Your dreams inta reaity,

"Wihat advice would you give tg YOUr younger seifp”

and,
Fgive you taday>" The answers 1 these questions
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Embrace thy Firm Announcements
o
5, CFP®, COFA . .
L MS, under +  ronnie Ware Central Coast Business Times Best Places fo Work 2022
B s Officer and ¥ magle In change:""
Chief Tmp» i life, There is ve We are excited to be named ope
and cyces of Yo ays should 1
15
the seasom
"gmbrace

of the top 50 Central Coast Best Places tg Work for 2022,
the person you I the weekly business journat for Ventura, Santa Barbara,
me presents this award annually, plese reag our full write up
on our webie,

The Pacific Coast Business Times,
and San Luis Oispo Counties,
ort thig.

beco!
where you

n extraordinary process

"aging is &

1. Establish marketing strategy

art dascended upon Us-
mmer has qfficially
Su

(intentional but personalized

"When I jook around the firrm, 1 am Proud to be associated

WIEh each and every person.ssig Founder and Chief
Officer - "Thust, caring,

PACIFIC COAST
BUSINESS TiMEs

and hot weather has

h Strategy
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our expectation that each season the return of e
of us, omas bring
For many hts, and ar
sights,
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il may
or heach Visits. The fal
flowers,

. . e
2. Create a collective, cohesive voic

« Keep voice of founder still forefront
(reiterate value prop of team

» Define your style — words & tone we
use

« Show your humanity
o« Gain far better results!

:.(":onnect Money : 0 _
with Meaning - | | Make It Count

. g EO
Update From CEO . Update n::;T; |?
Jarrod Musick . Jarrod

Take The Time &

1 month ago
2 months ago



F 3 Seth Streeter - 15t b
FA8~  Founder & Chief Impact Officer | Mission Wealth
. ‘K O me- G}
| hope all my fellow Dad's felt the love and appreciation yesterday. In honor of
Father's Day this past weekend, | shared a brief insight | shared with my kids in 4th
grade to help improve their relationship with money. | gave them each three jars
with different labels. One was a "spend jar’ — money they can use for whatever
they wanted. The second was a "save jar” — money for bigger things they wanted
to save for in the future. The third jJar was a "give jar” — to help those less fortunate

than us.

It was fun to see where my kids would put the money into over time, and | saw
that it gave them an awareness and understanding of instant gratification versus
saving or giving. | also spoke to both of my kid's classrooms, and they started their
own "give jars.” At the end of the year, the kids got to choose which organization
they wanted to support. It was nice to see them connect the dots between their
giving jars and the impact they were able to make by saving money.

This story may help spark some ideas for you to use with your own kids about
saving and giving money. It is never too late to teach your kids good money
hakbits.

#moneytips #fathersday2022 #fathersday #financetips #quotes
#certifiedfinancialplanner #wealthmanager #financialplanner #money Mission
Wealth

"How did you
teach your kids
about saving
and spending
money?"

e

MISSION
WEALTH



https://www.linkedin.com/feed/update/urn:li:activity:6945074082858106880/

How We Speak to Our Audience

What We Say

It's normal to feel stuck, we can
help align your priorities on your
journey to fulfillment

Empowering

Success is subjective, and we
understand that

Understanding

Visionary

Secure

We are completely unique from the

traditional wealth management
structure

We are experts on the entrepreneur

journey and mindset

What We Don't Say

A successful entrepreneur never
runs out of reasons to feel fulfilled

Your success is based on your
money and accolades

We are a one-size-fits-all wealth
management feam

We are experts on being an
entrepreneur

®
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We don’t want to come off as 5 e o .
demeaning or aggressive. Instead, ° a .
help them see the reward ahead . “ N
™ L]
Y .
[ ] . .
L ]
We understand the uniqueness to . L] [ ] ° .
each story and our client’s idea of .
fulfillment ~ ‘ .
L °
L -
Keywords
We beli USE
manag
the pas Align/meot Elevate Simplicity (Core) Values Agency Impact/ful
their sift Collaborative Empathy Challenge Vision Abundance Foster
Organized Roadmap Design Present Profound Advocate
Priority Mission Integrity Intent/jQnal Clarity Journey
We war
clients y Trusted (Operating) Emotionally Value (Irreplaceable) Mindset
exp ertic Partnership Business Owners Important First/Focused Relationship
Expertise Adaptive Meaning/ful Complementary Answers Confident
Focused Empathy Discovery Respect Connection Knowledge/able
Comfort Empower/ed (Personal) Growth Tailored Dedicated Success
Proactive Guidance Evolving Purpose Passion/ate Opportunity
Specialized Sudden Wealth Inspire Gratitude Craft
|
AVOID
Power/fy) Independent Experienced Personalized Disciplined Comprehensive
Honest Holistic Researched Solutions Guarantee Promise

Sudden Money




IS NOT A SOLO SPORT

GROWT
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