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AUTOMATED BY SYSTEM



Covering the Cost
of "C" Clients but
Don't Know It
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CALCULATE

AVERAGE ADVISOR HOURS BY SEGMENT
TOTAL CLIENT ADVISOR-TIME NEEDS

Estimate profitability by segment
Project advisor time needed to service client base

Highlight capacity and efficiency concerns

Where is all your time going?

Client Model Time Calculator

Section 1: Use this simple table to calculate your client hours by segment to help you design a client
madel that aligns with your goals.

*ROT = Return On Time
(Advisor revanue-producing hours ONLY)

ROT* goal

Total work hours / year
Percantage (%) of time spent on clients
Total client hours available each year

Currant client hours commitments

JNEE

Available client hours remaining

Section 2: Do some simple math and complete the table below to calculate Advisor time by segment
and for the client base.

= # Clients # Client Total Advisor  Totol Advisor | Total Advisor NOTES

Meatings / Year Hours / Mig Hours / Client| Hours / Tiar

Ther 1 (axample) a 4 [ & 160

Calculating Advisor Client Time:

Section 3: Calculate the average Advisor time per client to input into the table in Section 2. If you have
more than one segment and/for Advisor time varies by segment, simply repeat this exercise for each
segment and input that number for each segment in the table above.

Meeting Prep Time
(Per Meaeting]

Meeting Time
(Per Masting)
Meeting Follow-Up 4

(Summary + Acticns)

ADVISOR —‘

I_Totul Advisor Time / Client ‘

Section 4 Now, assess the impact of your current client model on your revenue, time, productivity,
staffing, profits and satisfaction. Mote key take-aways for reference when designing your Client Service
Model to align with your goals.




STEP 2
ANALYZE

FIT PROFITABILITY

O revENUE @) caPACITY

« Estimate profitability by segment.
* Project cumulative client advisor-time needs

« Highlight capacity and efficiency concerns

The CLIENT BASE & PROFITABILITY ANALYSIS
tool is used to assess the relationship between

revenue, services, profitability, and capacity.

Analysis Input:

. . Hverage o ¢ ME¥ Adv H Staff - -
Tier  TierName  Rewenu gimpbo I He 1Y Expenses & Weighting Methods

1 Tier 1Hama 312,000 & z 8 1B

E]

Expensas $126,000
2 Tier2Naoms 55000 13 8 10 8
3 Tier 3Name  $1200 45 1] 9 & Waighting method for
assigning sxpanses to
4 Tier4Noms & 500 56 0 4 5 e Revenue

L lvoHousperClieng ________________________________|

Advizor Roztar and Annual Capacity Hours

Adviser Noms Hrs Adviser Noma Hrs
Fico Suave 1800 MNamea & 0
Jane Dos 1400 Mama 5 u}
Mama 2 ju} Marma & ju}

Profit Calculat

Tier Revenua Overhead Profit Profit Per Client
1 4 48,000 & 1,015 5 Bees S o5 42006 g
2 ] 65,000 5 42,000 & 235000 f 5 1769 A
3 S 54,000 % 34,892 3 wws S oS 425 g
4 5 28000 5 18,092 E go08 [ 5 77 o
Firm Totals & w5000 S 126,000 3 62000 [/ 0§ 585

Future Projection: Growth trends are based upon client growth per tier. Total Available Adviser [A0V] capacity = 3200HOURS (YR

Year1 Year 3
i L A LT I A L LI O T T BT
1 4 T 32 G4 % 6355 0 3 a0 B0 % TELET 16 143513
2 13 4x 120 04 % 23000 23 3 230 232 % 52343 45 i 450 360 168186
3 45 13« 405 270 % 13108 45 13« 405 2V # 34332 45 13 405 270 % 40365

4 56 T 2id 280 % 3308 S6 T 224 280 % 17833 56 T i 280 % 20,330

oTa 1§ 25 73 TG  $63.000 40 3Fix 333 9342 £ z2o00 162 38

1207 1166 $ 373.000

CLIENT PROFIT (¥EAR 1) ADVISER HODURS [YEAR 1)

S7A000

When the vision is clear, the decisions are easy



ST s P 3 The CLIENT SEGMENTATION & FEE ANALYSIS
tool allows you to Monte Carlo how segmentation
ASS ESS and fees would impact revenue.

@D SEGMENTATION CHANGES et Segmentafion & Fee Analysis Results

This tool is designed to help you analyze and segment your current client base. The below summarizes your segmentation and fee analysis results based uponyour inputs. [t summarizes
current value, new value and the delta (or difference) between these values. If you input your current fee schedule then the delta should be zero or negligible. If you input a new fee
schedule the delto will show you the chaonge to revenus, fees and segmentation In order to assess the impoct of changing the annual financial planning fes, input the new fes for each
client.

EDIT CELLS WITH BLUE TEXT, all other cells are formulas.

To prevent possible issues in calculating formulos this workshest is protected. To customize the tool or add additional analysis, simply unprotect the shest by selecting 'unprotect
sheet” undsr the Review menu.

Segmentation Results
Tha balow chart summariz es the results betwesn your currant modsl and the new modsl The fas schaduls baing ussd in the modalis shown to the right.

e egmentatio e egmentatio Fee Schedule

Sagmantatio  Minimum AUM Faa

n Revantia # of Cliants | % of Cliants il Seiofl Ao RevienLie [ e ol e T [t T SR e R CEICE oo AUM (=)

Ravenus Revanua par Clisnt par Clisnt (BPS)
A 5 15,000 1 1% 5 17 486 4% 5 17 486 1 1% 5 19488 3% 5 948G 75 S 3000000
B S 10,000 & &% S T043T 15% = Nn7w & &% = 77888 14% S 12981 75 S 1,000,000
c 5 5,000 z % $ 205035 43% ] T ERG ey % ] P17 44 2% & &3481 100 $ 500000
[x] 5 2500 Er) % 5 136,084 28% ] 3578 Y T% S 200403 % 5 5450 105 S 250000
S 5 1.000 Jrs] 26% S 47,025 10% k=] 180% 24 26% k=] &R0 12% 5 2591 ns =] -
rd 5 - 3 % 5 2885 1% k=] a2 3 3% k=] 13687 2% 5 4562 ] k=] -
TOTALS 100 100% 5 478548 100% 5 4789 100 100% 5 SO21T4 100% s 5.622

Its
Tha balow chart summariz es the changses on a clisnt-by-clisnt bosis. Bs sure to input o new annual financial planning festo assess the impact of making changing to your financial planning fas

A 15 levenue ALM Fee Annual Planning Retainer B T U
AlUM CURRENT MEW DELTA CURREMT ME'W DELTA CURRENT ME'W CURRENT DELTA
TOTALS S WPLET2 S ITRLE S TLETL S 46726 a2 Qi 12 S 151,000 ;5 1875005 THE00| & 478048 5 5620174 0 S 83205
o + c Currant

FEE IN - : Currant AUM Naw AUM Dalta AUM Currant New Data Currant FR Input New FP Ravanusa Total New Tatal Datta Total
r = b Client 7 AUM |+ Ravenue ™ Ravanue Ravanue ¥ Ayg BRPE ¥ Avg BRE ™ Lvg BPE ¥ Ravenue * : FP Revanl ™ Datta |+ Ravanue ¥ Ravanue ™ Ravenue ™
Share feeincre Transition o WOy C Client 1 k3 1931508 14,486 14,486 - N 75 0 3.000 5000 2,000 17486 19.486 2,000
wyl 1 lonaer o fit fo Client 2 3 1826029 13,658 13,688 - Ii=1 75 0 1.000 2.500 1.500 14,6585 16,158 1.500
who areno | ik o fit for Clignt 3 3 1530329 1477 1477 - K=} i) 0 1.000 2,500 1.500 12477 13977 1.500

Client 4 3 1,523,535 1,427 1,427 - K=} K] 0 - - - TAET T4ET -

Client § # 1,380,085 0,351 0,351 - i) s 0 - - - 10,351 10,351 -

Client & 3 1,244,187 933 933 - i) 75 0 - - - 933 933 -

Client 7 k3 1,226,202 9,189 9,189 - N 75 0 - - - 9,183 9.183 -

Client § 3 1206338 9.045 3.045 - Ii=1 75 0 - - - 3.045 3.045 -
Clignt 3 3 1180838 §.656 5,656 - K=} i) 0 2.000 5.000 3.000 10,856 13.856 3.000
k3 1,083,291 8,170 8170 - K=} K] 0 1.000 2,500 1.500 3170 10,670 1.500

SEE RIGHT-SIZING CLIENT BASE LESSON

The best way to make money
is to not lose big chunks of it



STEP 4 @ SEGMENTATION
DEFINE © SERVICE TIERS

@ SERVICES

Client Services Overview

Ha indwicudl ar foamily = quits the same, and nesther shoud ther financial plan. We belicews 1 identifyng and sendcing your spoctfic

needs and geals ather than delverng o one-stee fits al sclubon. e metter what type of diznt you beoome, we'rs hese to help pou
ochemas your gods.
'\-} PLANNER CLIENT B INL DR CLIENT s . .
L G Surge-Focused Client Service Calendar
I s Lo el masid vl O sk
odk to has aodiess ¢
[—
a0
* Lata N
el i i rfelorcl RO + Ltal MASON
£33 ety s arengrho fneanei geetb ki * Long
freeing up voled persondl e * Dieal
» S
+ Tax Frojections And Tax Rewusn Review + Tollow Up ©9 Action Ierms From
Mletrcthmtoes el serccn pronack Frursstirel et s Vs i e fon Serzen § X
Lusiescd rimsstroment caazsund. Crgeary snaslrur cuneh,n* FIPETQuUErter Estimates Tax Paymants Srawge Planning heetings
mmes 2 K AR+ prepacaton Tor Strategic PFlanning  TInlEUrgE Clent Mestngs
Meet 0z Season » Ezzmatad Tex Paymants
EINARCIAL FLANNING Your Client Experience = Tunding Of Ratirarment Accounts And * Roth Convarsion anzlysis and
FORT COLLING Potendal Roth Conversions Implemantaten
i o farhirs roe:
Cntara: AN frEals o + Mew Chents + Charltable Giing Anzlysis And

-

i -
Finanial Goals Imnplementatic:
Consultation

Ramiitend it on SeribUHONG

@ HYPER|0N 1z Withholding

| Stabegy Comsultation
—FIHA&AHNCIAL—

Our Client Service Calendar P i b

= Firtaneial Plas revies (U pdate gouls, scicn
itams, ard prajeatians)

+ Balanreshoer updare tincludes budger 1 dehe

review]

Creil Scurs check

Goal progress update

Firancial Aid applications/FAFS4
Rerertify studnnt loans

Review Credit Cands far optimal
bonusesirewnds

—

Download and seview social security staternzat

Client educaticn/oppredilion evenl
O 1] (Sripluyer+ Medi
‘wieekly newsleter

fincludes s20-+1 154) Rebalance 401k + Investme ntaccounts

T T T &:Zlftgi; el t‘fmmmmw

winekly Mewsletrer
Investments Review —

o o

fid year cash flow chock in
Fstate plan roviewstheck-in (update

o RA+EA contribution checkin

« Taxesturn revicw ke nefiriarins)
+ Rewiows rax withholdings and adjust s - COW Tax planning revisw - prujections
7= =
E——— ® & s B
cash Flow Investrment _ Taw, Finzneial Estate
Flarminig. Masagairet Plarining Plnning Planning

MICHAEL P. HARTMAMN, CFP", RICP™"
FIMANCIAL ADVISOR | (262) 5788152 | MIKEG@HYPERIONFP.COM

S A B

Client Services List: Sample O

Service Tiers Tier 1 Tier 2 Tier 3 Tier 4
Review Meetings, Calls & Adviser Access

In-Person Meeting 2x/yr xlyr nia nia
Phone Meeting nfa nia 1xfyr nia
Just Because Calls 2x/yr 1xfyr nla nla
Offer for Review Meeting nfa nla nla 1xfyr
Additional Access (turn around, add'l mtg request) Priority Standard Standard nla
Service Based

Goals-Based Planning Light nfa nia Yes Yes
Financial Plan Development Yes Yes Yes nla
Financial Plan Updates 1xfyr EO Year nla nla
Investment Objective Confirmation 1xfyr xfyr 1xfyr 1xfyr
Investment Risk Tolerance Review 1xlyr Ixlyr 1xfyr xlyr
Systematic Portfolio Review Qtrly Qtrly Qtrly Qtrly
401k Review 1xfyr xfyr 1xiyr 1xfyr
Cash Flow / Budget Review 2x/yr 1xfyr 1xfyr xfyr
Liabilities Analysis 1xfyr xlyr 1xfyr xfyr
Education Funding Review 1xlyr xfyr 1xtyr xfyr
Social Security Analysis 1xfyr xfyr 1xfyr 1xfyr
Beneficiary Review 2x/yr 1xfyr 1xfyr 1xfyr
Power of Attorney Review 5 yr cycle 5 yrcycle 5 yr cycle NA
Life Insurance Review 5 yr cycle 5 yrcycle 5 yr cycle NA
Long Term Care Review 5Yrcycle 5yrcycle 5yrcycle NA
P&C Insurance Review 5 yr cycle 5 yrcycle 5 yr cycle NA
Estate Plan Review 5 yr cycle 5 yrcycle 5 yrcycle NA
Year end Tax Planning 1xiyr Q4 1xlyr Q4 1x/yr Email 1x/yr Email
Stock Option Analysis As needed As needed If needed, hrly If needed, hrly
Charitable Gifting Strategies As needed As needed nla nla
Coordinate mtg with CPA or Atty As needed 1xfyr nla nla
Relationship Exception for Small Client Yes nia nia nia
Personal Lunch/Dinner 2x/yr 1xfyr EO Yr Case by case
Special Event (Marketing) 2x/yr 3yrcycle nla nla
Holiday gift (Marketing) Yes Case by case nla nla
Christmas Party (Marketing) Yes Yes Yes nia
Birthday Call (Marketing) Yes Yes nla E]
Birthday Card (Marketing) Yes Yes Yes E]
Areas or topics that display as x/yr are typically aligned with meeting preparation and review. For clients with multiple meetings per year, topics may be spread across meetings.

Cycle indicates that the area or topic will be re-reviewed in depth on the defined frequency, these may come up sooner than the defined frequency and would be addressed at
that time.




SEGMENTS

GOALS

SERVICES

MINIMUMS &
FEES

TIERS

WEALTH PLANNER

Seek to clarify, simplify,
and organize their entire
financial life

Integrated plan and
investment management
covering all aspects of
their financial life

Minimum: STM AUM
Asset fees + planning
retainer

PORTFOLIO PLANNER

Seek professional
expertise to align their
investment strategy
with their financial
goals

Ongoing investment
management guidance
and implementation

Minimum: STM AUM
Asset fees

Niche Client
Building Wealth
$250,000 / $2,500 min.

PROJECT PLANNER

Seek targeted solutions to
specific goals or situations

Guidance and advice
related to their specific
concern

Niche Client Niche Client
Executive Wealth Business Wealth
S750,000 / S7,500 min. S2M+ / $15,000 min.

Minimum
$2,000 fee, S375/hr

Niche Client
Retirement Wealth
$750,000 / S7,500 min.
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BY CLIENT, BY TIER

ALL CLIENTS, BY AGENDA

ALL SPECIALS, BY TYPE/TIER

SPECIALS, BY TYPE/TIER

ALL CLIENTS, BY TIER

ALL CLIENTS

9ZI10WB1SAG

STANDARDIZE



LEVELS OF
SYSTEMIZATION

BEGINNER (Y1)

* Model Meetings
» Client Meeting Surges

INTERMEDIATE (Y2+)

» Systematize Service Model
* Value-Adds in Meetings

ADVANCED (Y2+)
» Services Delivered in Person and via
Automated Workflows
Annual Calendar Schedule
Planning Modules and Value-Adds
Delivered on Timeline
Specialized Workflows for Specialized
Segments







STEP 5 = P Y51 )EBOOK
LAUNCH

€ reE INCREASES

© TRANSITIONS

Llient TERMINATION LETTER

Hellg <

Ak <Firm MName=, we are dedicated to helping clients improve thair lives by working toward
trwsir true finonckal and Ffe purpasa, Ohvar the years, | have faund that wa do cur bast work
with =irser L riche= who need complax wealth rmanogemenl. After much considenction, e
mode an importont decision be tailor the firm's <sarvices / fea schadule- going forward to
suil Uhe unigus nesds and chollenges Tocing this group.

@ SERVICE MODELS

With this In mind, along with thia many changos that have recenthy occurred iInthe market

and at my firm, | have reviewad dll of my ciient relotionships. | hove reluctantly concluded
Transition Transition Communication Type that | arm o ong?rd:\n to f:rae il In the weey you maost nead. M_',' mﬂc_ m;laMws e
ce e Group Description Transition Options Start Date L etter Call Md ta provicks you with advica that ensures your goals are being mat, At this time, | balleve

Group 1 No changes for n/a 4/30/2018 | Yes, general n/a | the best wiry to do that s to resign your account and ensure you have an adwser who s
them letter an idaal fit for your neads.
Group 2 Maoving up a n/a 4/30/2018 | Yes, improved n/a . X
service tier services letter As such, this comem mtml sarves as the <30 doy= wiitten notice outlined in our
H— H H Group 3 Transition cut | Meet min level of service /| 6/30/2018 | Yes, new No <advsory/T L (o 0greamant. .ﬁ&ﬂ. gesture of goodwil, we will continue to
® St O n d O rd I Z I n g I I I I n I I I u I I IS O n d ees fees or recc'd new adviser services letter morage your aecounts ‘-”ufl the Efu of <2 Guorlers and you won't be charged o
Group 4 Maoving down a | Increase service/fee or stay | 8/31/2018 Yes, new Yes finaancial planning fea for the < it

service tier at new model or recc'd new services letter

L] C re O ti n g S e rVi C e St O n d O rd S Group & | understond any qmet\r thclt_yoy may feel_ upcn heuri_n; this neds and \m:l_ﬂt to_ensune

wou that | am Tully invested in finding you a Tinancial ocvisar that will eter olign with your
. . . parsonal goals and current needs. I am huppy to make introductions to alocal financial
e Defining a consistent process & i wh il o 6 s o ot vl o

Group 7 30 in- f

schedule
Plese know that | would be happy to make this transition easy and work with the odwser

1=71 1 1 hoose 1o fagiltal less transler of counts. Should ot I
o Systematizing proactive plonnmg Eocion by <.l send informaton on hen you canwork el with Lt

. . . Current Model New Madel Transition : Transition o
(s t/Fee/ (S t/Fee/ Exception: | Transiti Letter Send 4
® C U |tIVGtI n g G Syste m for C O n S |Ste nt 1 Egmf\ex;‘v) Eeﬂ EQm‘l\egv) Eeﬂ \):C:rpN:?nﬂ rg::u: “oate Thank you Tor your pasl business and supporl, | wish you and besl wishes Tor yow
. . . . Jane Doe B Client B Client n/a Group 1 n/a n/a | eontinuaed happinass and suceess
John Smith C Cllent B Client Yes - Gi 2 3/1/2018 Sent C
credible connection with clients T e = /7t e - O
. . . . Lily Tomis C Client D Client or Cut n/a Group & 5/1/2018 Sent | fchasor Mame:
e Adding specialized services T

e Utilizing value-adds
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Share fee increases with
clients topromote
sustainable business

f" -
e
-

Transition away clients
ho are no longer a fit for

Serviceees ralignment




Your Job Is to OFFER.
Their Job Is to CHOOSE.

"We are taking steps to clarify the role our firm plays in
your financial life and the way we work to serve you in
meeting your financial goals. I'm excited to share that
we've made improvements to our service offering so
that we provide a level of support designed to help you
meet those goals. Going forward, we have three levels of

engagement, which you can choose from depending orr
what best suits your needs...”
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YOUR LOGO
HERE

Client Services Overview

No individual or family is quite the same, and neither should their financial plan. We believe in identifying and servicing your specific

needs and goals rather than delivering a "one-size fits all” solution. No matter what type of client you become, we're here to help you

achieve your goals.

"\-} PLANNER CLIENT

Ready to clarify, simplify, and organize yvour
entire financial life? Planner Clients want a
holistic approach to defining goals, making
informed decisions, and building a well
thought-out and maintained strategic plan to
reach those goals.

Their goal is to delegate financial planning to
remaove the burden of engoing worry and work,
providing additional time to concentrate on
personal life and family.

All-inclusive financial services provide
the Planner Client with comprehensive
advice, including an integrated plan and
investment manogement covering all
aspects of their financial life. This may
include:
=  Wealth generation and growth
*  Wealth protection and tax
management
= Life-long and posterity wealth
management

Minimum $1M AUM, annual planning
$2.500 - 510,000 based on situation
and complexity, plus investment
management fees (see Investment Fee
Schedule for details).

INVESTOR CLIENT

If you want to delegate investment decisions to
a disciplined adviscr who has the knowledge,
experience and resources to perform ongoing
investment research and analysis in their best
interest.

Investor clients view professional management
as away to accomplish financial goals while
freeing up valued personal time.

Investment management senvices through a fee-
based investment account. Ongoing investment

and management guidance and implementation,

including a qgualitative discussicn about risk
tolerance and long-term goals.

Clients experience support aond communication
as it relates to investment management.

Minimum $1M AUM, fees range from .60% to
114% annually (see Investment Fee Schedule
for details). Financial planning sendces are
not included but may be added if needed.

=

On a select basis, we may work with clients to
address specific needs and situational issues that
may arise, such as:

* 40(k) Rollovers

® Establishing IRAs/Roth IRAs

® |ife insurance planning

SITUATIONAL CLIENT

* | ong-term care insurance needs
* Disability insurance needs
* Saving/investing

Services provided in alignment with client's limited
needs, usually oddressing a specific issue or
situation.

Hourly fees: $250 per hour
Minimurm of $2,000, project fees by quote,
engogement ends at completion of project.

Prosperous Planner™

Client Goals: The Prosperous Planner™ has
acompelling dente 1o better und dand
otganize their fnancial life 0o that it can be

dinated and planned in a thoughtful

!'rnspﬂmn Investor™

Client Goale The Prosperous Invesor™
wants 1o delegate investment decimons to a
disaplined adwnor who has the knowledge,

¥ bl

mannet, The Prospercus Planner™ believes
in established goals and & well-thought-cut

| and mauntained strategic plan to reach those
goals.

] Flanne chients want 10 delegate financial
analyns and decision making to Herr Capital
Management, LLC, to temove the burden of
[ ongoing worry and wark, providing
additicnal time to concenteats on pencaal

J i nd famity.

P e and rescurces to perform cagoing
investment ceseacch and analysis in their best
interest,

Investor dients wew professional
management as 1 way to aozomplish financal
goals while fresing up valued personal time.

I’r“\]ll'l‘lill\ {:1.!11-||)l}f.l| lllf‘“

Client Goals: Ths Prosperous
Collaboratoe™ wishes 1o addeess specific
financil issues, such a:

401(k) Rollovers
Establiching IRtAs/Roth [RAs
Life [nsugance planning
Long teemn care inaurance needs

*  Disability intumsnce nesds

*  Sawing/investing foc children
Collaboestor clients have identified a specific
need or product and want guidance cn the
most appropeiate sclutions for their situation

and goals.

'l The Prospecous Flanner™ gees the value in 4

The Progpecous [nvestor™ ig a client who The Prosperous Collabocator™ is & chent
comprehensive finandal plan, and will fallow  seeks only investment manapement sermces wha has limited needs and /or needs
| the Proapecity Path™ chent experience in theough a fee-bused investment sccount solutions 1o single issues,
Ball. Wee will reewr and plan all firancal This chent would expenence the Prosperity  This client’s initial ceview will follow the fiest
[ 1rrues celanng 1 Path™ only a8 it telates 10 investment steps of the Prosperity Path™, However, we
1) Creation and growth of wealth, managernent. Duning the initial phases of the  wauld not engage in 1 secondary qualitative
1) Frotection and peesscvation of cycle, a qualitatrve discussion takes place as 2 discussion except to the extent dictated by
walth functicn of obtaining risk tolemance the project.
3) The distiibution of wealth ducing life  Pacametecs We will follow the Prosperity
in the most tax advantsgeous way. Path™ cycle to implement and maintain
4) The distribution of wealth after death  client investmenta
in the most tax advantageous way.
Minimum annial foe i [ a0d incrosses Minimum Tnvestable Assets: 100,000 Houdy Fees:
Seond poy upaian m NW' Fees (annual): F'l"““':-
We do our best work with 4 chent who sacme $100 to §250k: wm.m-
$150,0004 housshald meeme. 1250 to $500k ProtectF. By
Additional chagges apply foc milnd 1500 to §750k: Product S alem Fees ace NOT s
planning needs such as stock options. $750k - §10: .
M 10 §15M: 1op of commissioned peoduct sales, Financial
Engagement iz foe 12 months and is renewed HiM1ofis products will be chosen based on client
mmully $1.5M to IM: Y
COver KM

We do our best work with acoounts greater
than §500,000, Related account minimum is
$50,000.




Client Service Model

for Intel Employees

® Feb _ Mar _ Apr Oct Yo ®
Tax Prep Letter ESPP Check-in RSU Check-in Intel Stock ESPP Check-in Risk & Estate Clent Event
Assessment Revew
Ongoing O]
Financial Plannin N[+
" 9 | ) 1=

LIFE EVENTS INVESTMENT MANAGEMENT
Retirement Transition Planning Diversified
Relocation Assessment Low Cost
Job Offer Assessment Proactive Tax Management
Estate Planning Objectives & Execution  Pursuing Higher Expected Returns
Ary $ related question

C CORDANT

Wealth Partners



wnual Financial Planning Service Calendar With Important Date

February

[ LEN

R T T S | -

3 Pl W "

e

VBt Quartarly Frsslment Seategy Reviey

1 Secand Saurcay Virmal Dhaece Weorkshap
2w M oy
5 2% @ om

B» 225 x5
™ oz om ™

& ke Day -
e Second Saturday vimual

Freelance Financial Planning Annual Service Calendar

Turnkey Client Service Calendar

Turnkey Client Service Calendar fpPathfinder

ent Service Latenaar 2025 » Expanded

Wnat Accounts Should | Considar if | Wani to Save More?

[ L f
DPATHFINDER Cli

Communication Template

\Whnat tssues Should | Consider at tne Start of the Year?

\What tssues Should | Consider When Reviewing by RMWD?

#s Somecne Wha fs Werking, What Issues Should | Cansider When Reviewing
Iy Tax Return?

or
s 4 Ratires, What Issues Should | Consider When Reviewing My Tax Return?
Wt lsues Should | Consider When Reviewing Cash Flow?

\Whnat ssues Should | Consider Before | Update My Estate Flan?

\WhatIssues Should | Consider When Reviewing My Estata Planning
Documents?

\Whnat tssues Should | Consider Whe Resiewing My Beneficiarias?

\Whnat tssues Should | Consider When Reviewing My Investments?
Master List Of Goals

Wt sues Should | Consider With My Employer-Frovided SBenefits?

Whnat lssues Should | Consider When Reviewing My Property & Casuzity
Insurance Policies?

or
WWnat lzsues Should | Consider When Reviewing My Haalth & Life Insurance
Polides?

Should | Change my Medicare Covarage During Open Envellment?

JANUARY FEBRUARY MARCH APRIL MAY JUNE
Investment
Tax Prep Reviews
JULY AUGUST SEPTEMBER OCTOBER NOVEMBER DECEMBER

Annual Review
Meetings

Open Enrollment/
Year-End Tax Planning

@ kitces.com LLC

Sample Annual Client Service Calendar

January February March April May June
Check-In On Internal
Annual Update Financial Quarterly Ongoing Portiulic Bevic Annual
Performance Planning " |Insurance/Estate
R Revi Proections Newsletter Financial & Rebalan_cmg Review
Planning Tasks Analysis
Internal Internal Internal
TC:: :::;:: Portfolio Review | Portfolio Review WF Oi.la:: Investment Quarterly
Summary & Rebalancing | & Rebalancing Report Committee Newsletter
Analysis Analysis Meeting
Internal Internal Internal Internal Internal
Portfolio Review |  Investment Investment | Portfolio Review Portfolio Review
& Rebalancing Committee Committee & Rebalancing & Rebalancing
Analysis Mesting Meeting Analysis Analysis
Internal Internal Internal
Investment Investment Investment
Committee Committee Committee
Meeting Meeting Meeting
July August September  October November  December
Check-In On
':"; Quarter | eoing Quarterly '""'F : “"n”: End-Of-Year Tax |  Quarterly
o Financial Newsletter Report Planning Meeting|  Newsletter
Planning Tasks
Internal Internal Internal Internal Internal Internal
Portfolio Review | Portfolio Review | Portfolio Review | Portfolio Review | Portfolio Review | Portfolio Review
& Rebalancing | & Rebalancing | & Rebalancing | & Rebalancing | & Rebalancing | & Rebalancing
Analysis Analysis Analysis Analysis Analysis Analysis
Internal Internal Internal Internal Internal Internal
Investment Investment Investment Investment Investment Investment
Committee Committee Committee Committee Committee Committee
Metin Meeting Meeting Meetin, Meeting Meeting




Surge-Focused Client Service Calendar FINANCIAL PLANNING

FORT COLLINS

Your Client Experience

Onboarding: Advice for what's now.

Initial

Financial Goals

MASON

Consultation

Strategy Development

Consultation

Strategy Consultation

January-March

June-December

Welld
and creat
plan with a

.

+ Tax Projections And Tax Return Review + Follow Up On Action Items From
+ First Quarter Estimated Tax Payments Strategic Planning Meetings
* Preparation For Strategic Planning * ‘Mini-5Surge’ Client Meetings Implementation: A plan for what's next.
Meeting Season = Estimated Tax Payments
+ Funding Of Retirerment Accounts And = Roth Conversion Analysis And F 7 March and April "o May and June
Potential Roth Conversions Implementation .
- New Clients - Charitable Giving Analysis And Sk
Implementation
+  Required Minimum Distributions
= Tax Projections & Updating Withholding J /
» Strategic Planning Meetings = Estate Planning Reviews P e e
For All Clients = End-Of-Year Firm Newsletter Julyand August September and October
+  Newsletter Qutlining Key Meeting * New Clients rvestment planning
Takeaways And Deadlines For SRS
Remainder Of Year Year-end lax planning ar
* No New Clients But Introductory Charitable giving consultations
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Our Client Service Calendar
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SUCCESS

1+ FINANCIAL PLANNING

Financial Plan review (Update goals, action

itemns, and projections)

+ Balance sheet update (includes budget + debt
review)

« Credit Score check

= Download and review social security statement

Weekly Newsletter

Investments Review

Rebalance 401k + Investment accounts

(includes 529 + HSA)

« Quarterly Market commentary

+ IRA +HSA contribution check in
= Taxreturn review
« Review tax withholdings and adjust w4

e
©) s
Cash Flow Investment _

JULY - DECEMBER

s Goal progress update

Financial Aid applications/FAFSA

+ Recertify student loans

+ Review Credit Cards for optimal
bonuses/rewards

s Client education/appreciation event

+ Openenrollment (Employer + Medicare)

= Weekly newsletter

+ Rebalance 401k + Investment accounts
(includes 529 + HSA)

» Quarterly Market commentary

+ Mid year cash flow checkin

« Estate plan review/check-in (update
beneficiaries)

« EQY Tax planning review + projections

- =
Tax Financial
Planning Planning

Estate
Planning

Balance Sheet Update
Credit Score Check

Update Survey

Financlal Independence Review

Balance Sheet Update
Financial Satisfaction Survey

Tax Return Review

Imvestment Review

Financial

Planning Employer Banefits

J y - June
Balance Sheet Update

Credt Score Check

Update Survey

Financlal Independence Review
Tax Return Review

Investment Review

Balance Sheet Update
Financial Satisfaction Survey
Goal Progress Check
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Open Enrcilment

Tax
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Financial P




CHASE

r,
¥
O
wn
=
[
<

-ommitments

rermaining

Total Advsor | Total MAdhsos

# Clients # Chent Totol Advisor
Meet / Chent| Hours / Ter

ngs / Year Houwrs [ Mg Howrs

Total Advisor Time / Client \

L

- XERC SE



OSTEPS TOAOS-STAR S

Client Madel lime Calculatar
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CALCULATE
YOUR CLIENT TIME
(FOR CLARITY)
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Services Overyiew

(

2 3 4
ANALYZE IDENTIFY DEFINE
CLIENT BASE CHANGES AND < SEGMENTS &
(FOR ALIGNMENT) TRANSITIONS SERVICE TIERS

.

LIMITLESS

MOD

PROJECT PLANNING

\
5
LAUNCH
SERVICE MODELS
& TRANSITIONS
J

DELIVER

DEEPER VALUE,
HYPER-EFFICIENTLY







WATCH/
READ

"Building a (Modern) Client Service System
Model to Deliver Value More Efficiently,
Profitably, and Enjoyably," by S. Bogan
"Creating Client Service Calendars That
Demonstrate Ongoing Advisor Value," by
Adam Van Deusen

"Increasing Financial Planning Efficiency with a
Systematized Annual Process," by Kyle Moore
"Crafting an Annual Client Service Calendar to
lllustrate a Financial Planner's Value to
Prospective Clients, by M. Kitces

The New Gold Standard: 5 Leadership
Principles for Creating a Legendary Customer
Experience, Joseph Michelli

APPLY

Complete the Client Model Time Calculator

Complete Client Segmentation & Fee Analysis

Read & apply the 5-Star Service System Guidebook

Design your 5-Star Service Model

Read & apply the Service Model Transitions
Guidebook

Read & Apply Fee Transitions Guidebook

ACT

Launch new Service Model

Launch changes to:
+ Client types
« Fees / fee model
. Minimums

Plan / launch client transitions
Update sales and marketing

process, campaigns, scripts and
deliverables
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