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Four Myths to Dismiss’ .
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Instead, Inform Your Strategy With These Assumptions

Margin - Brand Critical Mass
Compression Confusion _ Is Elusive
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Capacity ; the Client
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What Should Advisors Do?
Zoom Out/Zoom In

Start with the WHY? Structure for
Growth and Profits

Execute a Become Relevant to
Human Capital Plan Other Demographics
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A New Paradigm for Relationships

Demographics Still Matter

Matures Boomers
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Serving New Needs and Attitudes

Key Differences of Prospects Under 30 and Over 60

82% 87% 86%

75%

m Under 30
= Over 60
Trust and Confidence Satisfaction with Wealth Multiple Relationships Wealth Manager
Manager Understanding of Needs
Top Concerns
Under 30 Over 60
83% 68% 68%
80%
3% 62%
Availability of Ensuring Children's Rising Education Rising Costs of My and My Family's Assets Lasting
Quality Education Well-Being Cost Healthcare Health Through Lifetime

Source: Capgemini - United States Wealth Report 2015.
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The Journey from Practice to Business

More Clients Right Clients
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A Vision and Leader for the Future

Vision

Ability to translate
vision into action

The Best
Leaders Share Ownership and

These Five accountability
Characteristics m

Empathy
A core belief that their best

employee is more important
than their very best client
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MARK C. TIBERGIEN - KIMBERLY G. DELLAROCCA

All profits from the book _
go to the CFP Board Center lialsy ENDURING
for Financial Planning, A DV | SO RY

whose mission Is to

promote diversity in Fl R M

the advisory profession.

HOW TO SERVE YOUR CLIENTS
MORE EFFECTIVELY AND
OPERATE MORE EFFICIENTLY
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Disclosures

©2018 Pershing Advisor Solutions LLC. Pershing Advisor Solutions LLC, member FINRA, SIPC, is a wholly owned subsidiary
of The Bank of New York Mellon Corporation (BNY Mellon). Clearing, brokerage custody or other related services may be
provided by Pershing LLC, member FINRA, NYSE, SIPC. Pershing Advisor Solutions relies on its affiliate Pershing LLC to
provide execution services.

Bank custody and private banking solutions are provided by BNY Mellon, National Association (BNY Mellon, N.A.), member
FDIC, a wholly owned subsidiary of The Bank of New York Mellon Corporation.

Advisor Solutions refers to the brokerage custody business of Pershing Advisor Solutions LLC and/or the bank custody
solutions business of BNY Mellon, N.A.

For professional use only. Not for distribution to the public. Trademark(s) belong to their respective owners.

The information contained herein, including any attachments, is proprietary to, and constitutes confidential information of
Advisor Solutions. It may not be reproduced, retransmitted or redistributed in any manner without express written consent.
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