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Learn How We Market to
High-Net-Worth Clients

Paul West
Managing Partner

Cassie Cheek
Marketing Manager

[ ]

L

»< EXCELL



------- + Welcome -

Paul West Cassie Cheek
Managing Partner Marketing Manager



Sales & Marketing Plan
Value Proposition

New Client Acquisition
Gifting Strategy

Additional Initiatives
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Our 2024 Sales &
Marketing Plan

Strategic Objectives

« Importance of a set
plan

- Strategic objectives and Table of
key initiatives Contents

Enhance current
practices, find
efficiencies and explore
growth opportunities




Our Value Proposition

The VIP Experience




Understanding Your Target
Market

«  Who are high net worth clients?

o Business Owners &
Entrepreneurs

We Partner With People Like You

o Executives
o Multi-Generational Families

 What makes them different from
other clients?

« Personalization is key




Essential Components
of Our Value Prop

Scope of Work Getting Started - The First 90 Days Options of Engagement

Frotct Gl m
Personal priorities based on Algning Wealth Plan 1 E

Fixed Fee Liquidity Management
Starting at $5k/month Tiered fee schedule

» Outline scope of work » ldentify top 3 priorities » Implement minimum fee



Scope of Work

» Budget projections  Cash flow, profitability, money movement, debt

- Alternate strategy to Cap Ex spending to mitigate utilization

taxable earnings » Global strategic cash flow planning for projects and

= C-Corp income strategy to reduce overall tax bill investments.

« Cash management strategy

+» Strategic transfer of ownership * Mission, Vision, Values — Family and individual giving

« Federal estate tax exemption strategy plan creation

» Charitable vehicle selection — Donor Advised Fund,
Foundation, etc.

« Tax techniques — CRT, GRAT, etc.

* Discounting strategies

* Family communication coaching concerning ‘fairness’
* Income planning

* Business Continuity Plan




Getting Started - The First 90 Days

Assess Protect Optimize

Personal Wealth Plan for Personal priorities based on Aligning Wealth Plan to Expect ongoing

Family & Key Persons Wealth Plan vision, goals, and values quarterly strategy
meetings with your
Private Client strategic
team and Business

xS Aligning business to vision o

Cash Management ’ Consultants

Succession Plan goals, and values

Personal

Business Structure
Assessment

Business

Deliverables Deliverables Deliverables

« Wealth Plan Presentation * Business Action Plan » Family Giving Plan

« Visual Entity Chart * Global Cash Flow View » Next Generation Protection Letter
» Business Continuity Letter




Options of Engagement

Fixed Fee Liquidity Management
Starting at $5k/month Tiered fee schedule




Essential Components
of Our Value Prop

Scope of Work Getting Started - The First 90 Days Options of Engagement

Frotct Gl m
Personal priorities based on Algning Wealth Plan 1 E

Fixed Fee Liquidity Management
Starting at $5k/month Tiered fee schedule

» Outline scope of work » ldentify top 3 priorities » Implement minimum fee



New Client
Acquisition Channels




Leveraging &
Maximizing
Partnerships | Top 5 Financial

Mistakes CEOs Make
« Content created for

COls

o Monthly email
o Webinars

o Presentations

o One-pagers M B v "" Top 3 Ways to

. Communication and Reduce Taxes from a

events plan

== | Business Sale

< CARSON




% Engaging Client &
Prospecting Events

« Importance of events in
client acquisition and
retention

* Appreciation

« Entertainment

« Passion prospecting
«  Webinars

 Roundtables

CEO Roundtable

Embracing the Al Revolution

» CARsSON bridgepoint

DVORAK




Transforming
4+ Relationships Through 4
Gifting




“What an incredibly, thoughtful gift!
This is totally unnecessary and
unexpected, even the knives being
engraved is just such an
incredible touch!

Thank you, thank you thank you,
and we feel honored to be a part
of this entire group, and even
more specifically you!”

Prospect

“I look forward to working with you
all in the future.

Also, thank you for the awesome
cutting/serving board. | served a
beautiful cheese spread on it

last week and got SO many
compliments. You all are the best.”

Client




Addltlonal
Inltlatlves




1 Year Planner

Execution &
Accountability




-

Questions?

-

N

.






% Disclosure

The information included herein is for informational purposes and is intended for use by
advisors only, and should not be copied, reproduced, or redistributed without consent of
CWM, LLC. Carson Partners offers investment advisory services through CWM, LLC, an
SEC Registered Investment Advisor. Carson Coaching and CWM, LLC are separate but
affiliated companies and wholly-owned subsidiaries of Carson Group Holdings, LLC.
Carson Coaching does not provide advisory services.
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