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Definitions SYMMETRY

Mass Affluent

« $200 k - $1 million in liquid investable assets
High-Net-Worth (HNW)

* $1 million - $5 million in assets
Very-High-Net-Worth (VHNW)

* $5 million - $30 million in assets

Ultra-High-Net-Worth (UHNW)
e $30 million+ in assets



The Competition SYMMETRY’
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The Competition SYMMETRY
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4 Ways to Market to the HNW SYMMETRY"

v'Have a strong, impactful Value Proposition & Niche
v Develop a Strong Digital Strategy
v'Have a Referral strategy & utilize COls

v Build Trust & Credibility

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

Tatlor Your Value Prop - Focus
on a Niche
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The Value of Articulating Your Value

Advisors with a Mission/Value Proposition...

30%

Lower
client
turnover

Higher asset growth
over past two years

Source: DFA 2014 Benchmarking Survey

For Advisor Use Only. Not for Public Distribution.
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And Know Who You Want to Help

SYM’M ETRY"

Firms with a documented ideal client persona & client value
proposition attracted more new clients and assets in 2019

f
T28%

T45%

More new
client assets

Source: 2020 RIA Benchmarking Study from Charles Schwab
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The Power of Focus

Increases Likelihood You Will Get Results You Want to Achieve

For Advisor Use Only. Not for Public Distribution.

@ Pre-Retirees

@ Aged50-60

@ Tech Executives

¢ With >$1m to Invest
@ Within 100 mile radius

SYMMETRY"



HNW Niche Needs SYMMETRY

Retirement Plans Digital Access
Tax/Financial Planning Tech Savvy Advisor
Trust Services Education Financing
Charitable Planning Impact/ESG Investing

Estate Planning Debt Management
Long-term Care Liability Protection
Planning Private Banking
Retirement Income Succession Planning

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

How You Describe Yourself is How Others Will Describe You

A mission statement /value proposition succinctly describes:

 What you do
« Who you do it for, and
* The value you provide

Tell me more

Earn the next conversation

For Advisor Use Only. Not for Public Distribution.



Principles for Great Mission Statements SYMMETRY

A great mission statement. ..

Has to reflect
« Who you are
 what you do
 Who you serve
* outcomes you provide

|Is short and succinct

Uses everyday language

Transparent (No secret sauce)

Earns next conversation

For Advisor Use Only. Not for Public Distribution.



Principles for Great Mission Statements SYMMETRY

EXCEPTIONAL PLANNING FOR

EXTRAORDINARY PEOPLE

At Boyd Wealth Management, we are proud to specialize in providing tailored solutions for individuals and businesses with $2 million to
$20 million in investable assets.

For Advisor Use Only. Not for Public Distribution.



Value Props SYMMETRY"

ESSENTIAL Q =

ADVISORY SERVICES

| CLENTLOGIN

Essential Advisory Servicesis a

Modern Family Office that empowers our
clients to succeed in every aspect of their
financial lives



Value Props SYMMETRY’

WEALTH

Merit Wealth is an independent advisory firm focused on helping
physicians, dentists & accomplished families plan for and enjoy their
preferred financial futures.

For Advisor Use Only. Not for Public Distribution.



Symmetry Value Prop Resources

SYMMETRY"

SYMMETRY ADVISOR STRATEGIES

Creating Your

Unique Positioning Statement

Advisor Name:

Date:

For Advisor Use Only. Not for public distribution.






Referrals are Top Strategic Initiatives

Acquire new clients through client referrals

Acquire new clients through business referrals

Improve productivity with new technology

Enhance strategic planning and execution

Recruit staff to increase firm's skill set/capacity

A
N 2
3

Improve satisfaction for existing clients

Source: Schwab Benchmarking Study 2020
For Advisor Use Only. Not for Public Distribution.

Percent of firms

2020
42%
26%
22%
22%
21%
17%

2019
37%
26%
24%
24%
24%
16%



Key Referral Facts

e 70% of loyal millionaires likely to refer primary advisor, yet only 10.7%
of advisors ask for referrals

* People 400% more likely to become clients when referred by friend

* 92% of consumers trust recommendations from people they know

e Referrals influence up to 50% of ALL purchasing decisions and
generate more than 2x the sales of paid advertising

e Referred customers are 25% more loyal, and more profitable

 Lifetime value of referred client 16% higher than non-referred clients

Source: www.theadvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.html

For Advisor Use Only. Not for Public Distribution.


http://www.theadvisorcoach.com/7-client-referral-ideas-to-help-you-get-more-referrals.html

How Affluent Search for Financial Advisors

Ask family/friends for
recommendations

Ask another professional
for recommendations

None of the above

Source: Oeschli .com study of Investors with a minimum of $500K, 2019

For Advisor Use Only. Not for Public Distribution.
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Creating a Referral System
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Step 1. Start with Your Best Clients SYMMETRY"

Get them Engaged

Client feedback provides data and insights that can help
firms understand what clients value.

Firms up to $100M using feedback channel

One-on-one interviews 75%

Interviews with clients who make referrals

Client exit interviews

Client surveys 32%

Comments via 0
website 14%

Client advisory 0
Focus 0
groups 5%

Source: 2020 RIA Benchmarking Study from Charles Schwab

For Advisor Use Only. Not for Public Distribution.



2. Have This Referral Conversation SYMMETRY"

« Make a list of 10 clients you'd like to replicate (and who value
your work together)

» Call each of these clients and say...

“We’'re considering some changes in how we go about marketing [or business
development] at our firm, and | could use your help. Could we meet for 15 minutes,
so | could ask you some questions?”

Source: Carl Richards

For Advisor Use Only. Not for Public Distribution.



2. Have This Referral Conversation SYMMETRY"

(Cont.)

« When you meet...say:

“I've really enjoyed working with you, and I would love more
clients just like you. If you were me, how would you go about

that?”
....And then be quiet

Source: Carl Richards

For Advisor Use Only. Not for Public Distribution.



3. Educate Clients on All You Do

Vision

Retirement

Health

For Advisor Use Only. Not for Public Distribution.

—

Business

Philanthropy -

Protecting
> Againstthe =
Unexpected

Minimizing
Taxes

Education >

Family &
Lifestyle

Are you maldng the most of
your Retirement Plan chosces at
work? Do you have stock
options or other deferred
compensation? Are you
thinking about another career?
We can help you understand all
your work and career options.

<

SYMMETRY"



4. Educate Clients on How to Refer SYMMETRY

« Good Referral: “My financial advisor specializes in working with
business owners and entrepreneurs, and | know you're thinking
of selling your business. You should give my advisor a call.”

 Not a Referral: "You should call my financial advisor, she's great.”

« Good Referral: “My financial advisor has helped us put in place
a plan so we can retire at 62. You should give her a call.

 Not a Referral: "You should call my financial advisor, she's amazing.”

For Advisor Use Only. Not for Public Distribution.



5. Remove the Risk SYMMETRY’

People are sometimes hesitant to provide referrals because they're
putting their reputation on the line and don’t want to look bad

» Let clients know that referrals get extra service and attention from
you and that you won't pester the referral with calls/emails

« Give Clients the Right to Say "No"
« Keep the client posted on the status of the referral

 Don't forget a “Thank You" note

For Advisor Use Only. Not for Public Distribution.



6. Ensure Referrals Can Validate You Online SYMMETRY'

Your Digital Ecosystem Should Supports Referrals

For Advisor Use Only. Not for Public Distribution.



7. Build Business/Social Relationships SYMMETRY’

Affluent Investors Whao...

Had a social lunch 65% referred*

Did something socially 59% referred

Worked alongside advisor in charitable efforts 59% referred

Engaged in hobbies or activities with advisor 56% referred

Were invited to advisor's home for dinner 52% referred

Met advisor's spouse 45% referred

Share a common interest or hobby with advisor 44% referred

Went to a social event hosted by advisor 42% referred

At least 1 introduction/referral was given in the past 12 months

Source: Oeschli 2016 Affluent Investor Survey

For Advisor Use Only. Not for Public Distribution.



8. Give Referrals SYMMETRY’

Establishes you as trusted resource

Activates “Reciprocity Principle”

¥

Refer clients to COls

Provide referrals to clients as appropriate—especially those who
are lawyers, doctors, business owners, managers, etc.

Provide other useful referrals for client (architects, plumbers, etc.)

For Advisor Use Only. Not for Public Distribution.



Symmeitry Referral Resources

SYMMETRY'

SYMMETRY" SYMMETRY"®

SYMMETRY ADVISOR STRATEGIES

Earning Impactful Referrals

SYMMETRY ADVISOR STRATEGIES

4 Digital Marketing Essentials

SYMMETRY ADVISOR STRATEGIES

Growth Plan

Practice:

Name:

Date:

For Advisar Use Only. Not for public cistribution. For Advisor Use Only. Not for public distribution.

For Advisor Use Only. Not for public distribution.
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SYMMETRY"

Develop a Digital Strategy

For Advisor Use Only. Not for Public Distribution.



Your Digital Ecosystem

For Advisor Use Only. Not for Public Distribution.

Search
Engines
Your
Articles/
Press
Release
CRM

Client
Portal

Online
Ads

Your
Brand

Campaigns
Online
Brochures
Email/
Business

Cards

Social

Media

SYMMETRY"



Your Digital Ecosystem SYMMETRY’

Source: Business Wire

For Advisor Use Only. Not for Public Distribution.



How Affluent Search for Financial Advisors SYMMETRY

g % % s
Clorrecommendatons. | 1% 2% %
Search online 43% 27% 10%

........... Noneofthe above - 6% 11%

Source: Oeschli .com study of Investors with a minimum of $500K, 2019

For Advisor Use Only. Not for Public Distribution.



Your Website

PILLAR

WERLTH MANAGEMTNT. LT

About Us

Investment

SYMMETRY"

</ Have Any Questions? .
+1(800) 669-6780 Get a Free Consultation

Pillarwm Financial Advisor Retirement Contact

Wealth Management

Pillar Wealth Management is Offering Exclusive High Net Worth Portfolio, Estate

and Tax Protection Strategies developed over 30+ years.

o LET'STALK

«/ TAKE RETIREMENT QUIZ

Testimonial from Col. Robert B.

| have worked with Chris Snyder, handling my
investments for over 30 years. During this time |
developed a personal relationship with Chris and am
very pleased with the personal attention he has paid to

s imuoctmaoante INhoan wne Aottins ramchs ta rotira |

For Advisor Use Only. Not for Public Distribution.

Az yahoo!/

CNBC

finance

Testimonial From Satisfied Clients

Chris and Hutch

Chris and Hutch knew they had to build their business
based on personal contact and trust. They invested in
this aspect and offered seminars over free dinners to get
to know their clients on a personal level. This allowed us

tn not tn bnmar Chrie narennnlhs anA ranlizoa that o coo

@38y MORNINGSTR

% StarTribune THE SACRAMENTO BEE%; £asT Ay TiMes sSmartasset” Marketwatch NEWS12

TIMES

Thanks so much for making our life
effortless

With our retirement we were searching for an advisor to
invest our money. We found an advisor who seemed
knowledgeable. She promised the moon with large

imiinntmannmta Mhanm Avir mmarmaravls mvvivin Al iF caimnn



Be Yourself SYMMETRY’

_ Founder And President

* Bachelors of Finance, Saint Louis University

* Master of International Business, Saint Louis University
* Master Business Administration, Webster University

* Series 6, 7, 63, 65 and Life & Health Licenses

e Financial Services Experience — 28 years

-is responsible for the overall direction of the firm. Jeff is dedicated to his clients by assisting them with a long-term
financial plan, so they can live with confidence and-

To check the professional background of this financial advisor, please click here.

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

Michael Leonardo, CFS®  areas of Expertise

Partner, Senior Financial Advisor > Retirement Income Planning
5 Retirement Accumulation

— Planning

P: 401.288.1463 +text > Estate Planning Strategies

: Business Retirement Plan
E: mleonardo@axiswp.com >

Strategies
Q o @ N Investment and Asset

Management Planning

What do you enjoy most about being part of the Axis team?

True independence and complete ownership of my practice as well as having direct input into the decision-making process around all aspects
of technology and investment management.

What professional achievement are you most proud of and why?

Assisting my clients reach their retirement “finish line” and enabling them to live out their retirement as the have always hoped and planned
to.

If you could spend the day with anyone, who would it be and what would you like to learn?

Jamie Diamond CEO of JP Morgan...how to manage a small business the same way he manages a Global Entity...how he motivates his
employees and maintains their dedication to the company beyond compensation.

What is your most treasured memory?

Being there when my first grandchild was born

What is your favorite quote and why?

Be fearful when people are greedy.... be greedy when people are fearful “Warren Buffet”

What are you passionate about?

On a personal non-professional level - my passion is Photography...I love capturing moments in people’s lives that will never be forgotten.... My
personal quote: “Photos are HISTORY...HISTORY is FOREVER"

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

CHRISTOPHERT. TYLER COX, AIF®, CPFA DONALD 3J. SETTINA, cFp®,
CANNON, MSAPM, CFP®, AIFA®, PPC®, CLU®, CAP®
RICP®, AIF®

View Profile > View Profile >

View Profile >

KEITH TRAFFICAN

View Profile >

KATIE CLARK, CPFA, FPQP® CYNTHIA MAKOWSKI

View Profile > View Profile >

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

Keeping it Fun

We're serious about helping you Retire Right.
(But we can’t be all serious all the time.)

6 NON-FINANCIAL THINGS TO KNOW ABOUT RETIRERIGHT

WHO HAS MORE
GOLF TROPHIES -
DON OR CINDY?

DON HAS 27 PAIRS
OF GLASSES...

OFFICIAL
RETIRERIGHT OFFICE
SPORT?

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

Keeping it Fun

We're serious about helping you Retire Right.
(But we can’'t be all serious all the time.)

6 NON-FINANCIAL THINGS TO KNOW ABOUT RETIRERIGHT

WHO HAS MORE
GOLF TROPHIES -
DON OR CINDY?

DON HAS 27 PAIRS
OF GLASSES...

OFFICIAL
RETIRERIGHT OFFICE
SPORT?

For Advisor Use Only. Not for Public Distribution.



Be Personal SYMMETRY

J

— j
- {' ;/”.,’, A

Contact Us =

. -

For Advisor Use Only. Not for Public Distribution.



Optimize for Mobile SYMMETRY’

%B INSURANCE AND ( \ ESSENTIAL
FINANCIAL SERVICES b ‘ ADVISORY SERVICES
/\

ABOUT SPECIALTIES HOW WE HELP MEET SANJIV CONTACT

e
Essential Advisory
Servicesisa
TOMORROW STARTS HERE Modern Family Office that
S j empowers our clients to

succeed in every aspect
of their financial lives

FINANCIAL

At SJ Insurance & Financial Services, we help MBS s prcsonalized, comprehenshe

. - . financial planning—focused on making life's

accomplished families, professionals, and 4 TRt i 9
K fessi ¢ . financial journey more secure and

retired professionals plan for—and enjoy—a comfortable=fSPSTemstiit taiiee

more abundant future. executives, and small businesses in Colorado

and the Mountain states.

!
\

Your &

<___-lllllllllll

| ABOUT US

For Advisor Use Only. Not for Public Distribution.



Create an Offer- Educate SYMMETRY

YOUR

H E R E A typical 65-year-old baby boomer couple could spend

as much as 25 - 30 years in retirement. And as medical
advances continue, reaching 100 or more will become
increasingly common.

. y - : Our 20-question Retirement i A can
What if | live to What if | live to : help you understand the key opportunities and

| challenges.
[}
[}
[}

® o |
[}
[}
[}
[}
3 —

Retirement Readiness Assessment

With life expectancy rates increasing, an abundance of information at everyone's fingertips and
more options than ever before, it can be difficult to know where to start when it comes to planning
your future in retirement. While the possibilities may seem endless, adding a little structure and could spend as much as 25 - 30 years in retirement. And as medical advances continue,
organization to the thought process can provide you with clarity and direction. This self-assessment
can help you gauge where you are doing well and where you may need additional help and advice.

The good news: We are living longer; healthier lives. A typical 65-year-old baby boomer couple

reaching 100 or more will become increasingly common.

WHAT IFI LIVETO
100?

. Too many people don’t have a retirement plan that

The bad news: Too many people don't have a
General retirement plan that can keep them comfortable for

. i . 30+ years. For many, there is a real risk of outliving
1. I know and have discussed when | would like to retire and what that looks like for me. R R
their money. Our Retirement Readiness

—Yes —No q
Assessment can help you think through the key . can keep them comfortable for 30+ years. For many,
2. I have used a life expectancy calculator (such as this one) to determine my potential longevity. issues and challenges you will need to plan for. there is a real risk of outliving their money.
—Yes —No
& Our Retirement Readiness Assessment can help
3. I have identified the top 3 priorities I'd like to focus on in retirement. 1 you think through the key issues and challenges
Y _No 1 you need to plan for
|
4. | have a wellness plan that incorporates physical activity and nutrition into my life. ]
- Yes —No !
|
5. 1am ready for this next chapter of my life. [}
. . ]
—Yes Mo What if | live to '
|
b oo -- oo o——— —

(002

LEARN MORE

For Advisor Use Only. Not for Public Distribution.




Want more
information?

Download our Information Sheet
on The Doctor's Retirement
Plan!

For Advisor Use Only. Not for Public Distribution

MERT WEALTH

THE DOCTOR'S RETIREMENT PLAN
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w
MERIT WEALTH

THE DOCTOR’S RETIREMENT PLAN
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Use Digital Ads SYMMETRY

"What if | outlive my money?
We can help.

ANIS WEAL N =
sartners P i LEARN MORE

Will my money keep
working after | retire?
We can help.

Is Your Executive
Compensation
Working For You?

AXIS WEALTH
partners

Bester Wealth Can Help!

Learn More

For Advisor Use Only. Not for Public Distribution.



Use Digital Ads

Englis tion v Print Edition Video Audio More v
World Business US. Politics Economy Tech Finance Opinion Arts&Culture Lifestyle RealEstate PersonalFinance Health Science Style Sports Q
© oaa © s&ps00 © Nasdaq © Russell 2000 © vs.ovr © vix © Gold © Bitcoin © Crudeoil
3334476 -0.49% 4279.31 -0.20% 1328373 0.49% 1766.89 -102% -30/32 4679% 1783 177% 1843.80 -1.20% 2833619 450% 8918 -1.77%

EVAN GERSHKOVICH

6 Months About Evan

D HisFamily Reflects HisReporting HowYouCanHelp WriteaMessage 5 LifeinDetention

LatestNews GetEmail Updates

Gaetz Finally Takes |

His Shot at Felling
McCarthy

The Florida lawmaker and the House speaker
have fought over the direction of the

Republican party. @ Sminread

* Do Voters Want Compromise or Combat?

Americans Still Spend Like
There’s No Tomorrow

Concer ps and designer handbags are
taking priority h
day. Q223 @ 5m

* Analysis: How the Fed Fixed a Worrisome
Economic Signal

* Live Markets Updates

Democrats Still Publicly Back
Biden for 2024. Privately, Their
Fears Are Growing.

Polls show warning signs for the incumbent,

For Advisor Use Only. Not for Public Distribution.

Rivian’s Quest to Build the Ultimate Truck
Burns Through Billions

After a splashy debut, the EV maker has struggled to keep production up and costs down—and has
been losing $33,000 for every vehicle sold (320 @

Nobel Prize in Medicine Goes to
Duo for mRNA Vaccine

OPINION

High Noon for the CFPB at the Supreme
Court

By The Editorial Board | Review & Outlook

Matt Gaetz: ‘Biden’s Favorite Republican’
By The Editorial Board | Review & Outlook

Finally, a Tax-Return Leaker Is Charged

By The Editorial Board | Review & Outlook

A muL oo _Lapn eopp

SYMMETRY"



HNW on Social SYMMETRY

How the HNW are using Social Media

Source: Putnam Social Advisor Survey, 2019

For Advisor Use Only. Not for Public Distribution.



Client Impact SYMMETRY’

How Social Media Has Changed Client Relationships

Dec-18 Nov-17
It is easier to share information 70% 25% 49 67% 29% 49
| have more frequent communication 679 0% 4 599 33% 8%
with clients < X = .
Decision making is faster and easier 57% 36% 7% 50% 38% 13%
| am more attuned to major eve'ngs in 549% 40% 6%
my clients’ lives
We have a better professional 549 40% 6% 549 38% 8%
relationship
We have a better personal relationship 51% 1% 8% 47% 40% 13%
We connect less by phone and in 44% 42% 14% 289% 44% 19%

person

m Great deal wSome but not a great deal » Not very much/Not at all

Source: Putnam Social Advisor Survey, 2019

For Advisor Use Only. Not for Public Distribution.



Social Media’s Growing Impact SYMMETRY

* 50% of investors say social media impacts whom they hire as
a financial professional

« 20% of investors said that an Advisor’'s social media was the
sole deciding factor in their decision-making process

Source: www.fa-mag.com/news/more-investors-are-vetting-their-financial-advisors-on-social-media-62762.html

For Advisor Use Only. Not for Public Distribution.



Social Media Habits of Successful Advisors =SYMMETRY

 Have a presence. You have to be online to expect success

Post frequently. On average, the successful Advisor is active on their
social networks 21 days out of every month

Diversify. Top-performing Advisors use four or more social networks

Blend the personal and professional. Reconnect with old friends and
colleagues; post content about work as well as personal interests

Nurture. Social media can be a long-term, ongoing effort

Source: 2014 Putnam Investments Social Advisor Survey

For Advisor Use Only. Not for Public Distribution.






SEO
improves Mozlow's Hierarchy of SEO Needs

competitiveness

Snippet/
schema markup

to stand out in SERPs

Title, URL, & description

to draw high CTR
in the rankings

Share-worthy content
that earns links, citations, and amplification

Great user experience

including a fast load speed, ease of use,
and compelling Ul on any device

Keyword optimized

Essential to attract searchers & engines
to rankings

Compelling content
that answers the searcher’s query

Crawl accessibility

so engines can reach and index your content

For Advisor Use Only. Not for Public Distribution.

Improves
competitiveness

Essential
to rankings

SYMMETRY"



Keyword Research

Best Keywords

Traffic
Potential

Ranking
Potential

©@ @ https://ahrefs.com/blog/keyword-strategy/

ahrefs

SYMMETRY"

Financial Planner for Executives

Wealth Manager

Tax Planning Advisor

Family Wealth Advisor

Financial Advisor



Link Building SYMMETRY

THE FIRST RANKING PAGE ON GOOGLE
HAS AN AVERAGE OF 3.8X MORE
BACKLINKS THAN POSITIONS 2-10.

£ £ "7 65% OF DIGITAL MARKETERS STATE
f - @ 2 THAT LINK BUILDING IS THE HARDEST
W PART OF SEO.

GOOGLE'S PAGE RANKING ALGORITHM
CONSIDERED LINKS AS ONE OF THE
TOP TWO PARAMETERS.

For Advisor Use Only. Not for Public Distribution.



SYMMETRY"

BUILDING TRUST &
CREDIBILITY

For Advisor Use Only. Not for Public Distribution.



Trust Could Be a Lot Better SYMMETRY"

WHICH OF THE FOLLOWING TYPES OF PEOPLE DO YOU
CONSIDER TO BE MORE TRUSTWORTHY? (RETAIL INVESTORS)
B High (ranked 1 or 2)

B Medium (ranked 3 or 4)

W Low (ranked 5 or 6)

17% 16% 7%
a47% 1%
37% 33%
Financial adviser
23% 46% 32%
Mechanic
22% 44 34%
Politician
6% 1% 83%

Source: Earning Investors’ Trust How the Desire for Information, Innovation, and Influence Is Shaping Client Relationships, CFA Institute, 2020
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Be a Thought Leader SYMMETRY’

What content can you create that showcases you as w thought leader?

rwigeiptomitlll co5%
Educational content 46.5%
sty rossoch

Source: semrush.com
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Be Transparent SYMMETRY"

"What if, and | know this sounds kooky, we were transparent
in our communications”

For Advisor Use Only. Not for Public Distribution.



Be Consistent Everywhere SYMMETRY’

“The quickest way to earn customer trust is through consistency.”
— Bryan Carter, thinkwebstore.com

Mission Values Vision

BHEROC0AO
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Welcome to Eureka Whittaker Macnaught

Eureka is a multi-award winning practice which provides great advice to enable people to achieve their

financial and life objectives.

Eureka has lead the financial planning profession's transition from investment commission to fee for
service remuneration. Our philosophy is that clients need to understand investment and advice costs and

they should be separate and clear. Conflicts of interest should be avoided, or disclosed and managed.

For a detailed profile on our experienced financial advisers refer to our Financial Services Guide.
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Photos 4 SN 5 Photo / Video M- Financial Planning - Sydney, Australia
CLOSED NOW
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Videos
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Eureka Whittaker Macnaught
Posts i A 267 people like this
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Look out for Eureka Whittaker Macnaught CEO Greg Cook on A Current
Create a Page . - 1 person has been here

Affair tonight at 7pm. Talking about the pitfalls of people committing 10% of
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Eureka Whitttaker Macnaught **

Eureka Whittaker Macnaught

Sydney, Australia  Financial Services

re Eureka Whittaker Macnaught

Send Eureka InMail - = ,2.2,2

[} hitps:/fau inkedin.c om/n/eurekawhitakermac naught

Background
g Experience

Company
Eureka Whittaker Macnaught
1992 - Present (24 years)

ﬁ’, Skills

Ton Skille

Agvanced

People Also Viewed

M  Greg Cook

\'ﬁ CEO, Eureka Whittaker Macnaught

Andrew Jones
CFO, Eureka Whittaker Macnaught

Noel Whittaker
Co-founder - Whittaker Macnaught

Peter Mill
We make plans happen | Aged Care
Specialist| Financial Coach

Michael Pennisi
Chief Executive Oficer at QSuper

People
viewed

\

Greg Co
CEO, Eul
Whittake
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60+ $48k

Combined years in the business Given Back to the Community



Axis Wealth Partners, LLC

Centered around your life®.

RI - 85 followers - 8 emplo

Financial Services - East Providenc ve ploy

m

D

@ Greg & 2 other connections follow this page
+ Follow (Learn more L’.') (More)

Home About Posts Jobs People

About

At Axis Wealth Partners, our commitment to you is guided by our expertise and personal experiences. We

provide caring, comprehensive advice to individuals and families interested in building and preserving their

wealth. Regardless of which stage of transition in life you may be living, we believe sound, trans ... see

more

Show all details =
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Axis Wealth Partners

(@axiswealthpartners8608 7 subscribers 11 videos

Axis Wealth Partners, LLC is a fee-only registered investment adviser speci.. »

axisadvisorsgroup.com and 2 more links
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SYMMETRY"

Putting it All Together
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Let's Wrap it all up! SYMMETRY’

When targeting the HNW, if you can:

« Build Trust & Credibility

* Have a strong, impactful Value Proposition
 Have a Referral strategy and utilize COls

« Ensure your digital ecosystem is working for you 24/7
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SYMMETRY"

Your Logo

\ Here
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SYM‘M ETRY"

Thank You

“Scrappy,” the Symmetry bull is a symbol of our firm's belief in the long-term power of markets.
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