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Advisor Business Problem — Navigating the
Human Differences

Influencer:
Take Charge \
Initiator: Outgoing Engager.
Take Charge Outgoing
Reserved Spontaneous

Strategist: Community
Fast-Paced Builder:
Planned Qutgoing
Patient
Reflective Relationship
Thinker: Builder:
Planned Patient
Reserved Cooperative
Stylish Thinker: Facilitator:
Planned Reserved
Outgoing Adapter Patient
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The Ultimate Objective of Succession

Planning
1. Achieve a high but fair business
valuation
2. Ongoing Quality Life for the
Owner

Succession Planning Risks:

1. Relationships are lost

2. Clients are not served well

3. The advisory team becomes
disengaged

4. Revenue sustainability drops
below 90% of pre-succession
levels

DHA Behavior



Start Pre-Transaction Business Renovation 3
to 5 Yrs Ahead

Improve the Sustainability of Business Value Creation

Differentiation
of Brand and Value
Proposition
o—
Systemization
e of the Advisory Process &
o 1 Enhance Client

Relationship-Management

Minimization
of Business, Industry &
Behavioral Risks DHA Behavior



Some of the Key Issues to be Addressed

. Does the owner want to retire or refire?
. What is the desire of the owner to build
a sustainable business or create a
lifestyle?

. Is the owner a leader or a great
planner?

. Does the team have “round pegs in
round” holes?

. Is there a healthy business relationship
between partners?

. Is there a management succession plan
in place?

. What are the levels of client
engagement with the current team and
service being delivered?

. Will the clients stay if the owner leaves
or steps back?
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Industry Issues to be Addressed in Building
Your Strategy

1. Client engagement begins earlier and
more is required

Commoditization of the industry
Pressure on transaction and AUM Fees
Building retainer revenue

Greater need for service differentiation
Technology changing business models
Regulatory compliance and heavy fines
Behavioral finance is emerging

. Community becoming “Meaning” based
10 Client directed not advisor directed

© o NOUAWN
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Behavior is the Primary Cause of Succession
Planning Challenges

Behavior

Leadership
?
Client
‘ Engagement
| i | )
' [ ' 87% of
\LAdvisor - .
?ﬂ AN business
Uf S g issues are
errorma Eﬁ,
r Service people related
Execution
?
Planning
Process

? M’
L | a
Human Differences

—( Hidden Obstacle
Source: Stanford University 1999
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Adopt a Behavioral Management Approach

Lack of Behavioral Insight Power of Behavioral Insight
%

Advisory Team Advisory Team
7 XN /1 \ \
Default Communication Styles Communicate With and Serve Clients
Accuracy=1in 4 on Their Terms 1:1
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Sustainable Benefits from a Behavioral
Management Approach

Effective
Succession P!anm’ng\
Improved
Service Executfo\

Unlocked A
Human Potential +70%
Team
Enhanced Production
Relationships +40% Gains

Advisor
Production

+23% Gainsz2

Revenue

from
Clients1.2

Source:
1. Gallup Research2010
2. DNA Behavior International Research 2001-2014
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DNA Behavior Succession Planning Program

Phase 1: Establish role and future of the owner(s)
Phase 2: Initial review of the current team

Phase 3: Build a data base of client styles for matching team to clients
Phase 4: Adopt a behavioral management approach to planning process
Phase 5: Ongoing development of team engagement and leadership

Financial DNA for
Financial Personality
Management

(Phases 1,4)

Discover the owners

financial personality,
their relationship to
money, and needs
for a Quality Life.

Client decision-making

Communication DNA
for Client Experience
Management
(Phase 3)

Business DNA for
Human Capital
Management
(Phases 2,5)

Advisor client
communication and
matching

Behavioral management
of clients

Corporate memory bank

Partner compatibility
Team talent review
Hiring new talent
Team development
Leadership development
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Do You Need a Quicker and More Reliable Method to Predict How The
Advisory Team and Clients Will React to Transition and Market
Events?

The real
behavior is

hidden below
the surface

Financial Attitudes

b Needs & Wants

Knowledge ~

DHA Behavior



Phase 1: Financial Personality Management of the Owner

Financial DEA

Financial DNA® MNatural Behavior Discovery

Financial Talent DNA Report for:
Chris Coddington on 14-Mar-12

Your Natural Financial Planning Approach to Closing the Behavior Performance Gap for Building a
Quality Life

Perormanc Risks  Perfommance Succss Factor Step 1. Financial DNA

T Gl o e Natural Behavior Discovery

Can Lack Boundaries 2%

ses Botom L Resuts (46 Questions, 15 to 20

Builds a Content Life

et P ose mins) to uncover the

May Set Overy Ambitious

= IQQ%

&

Can Easily Change Plans 4%

e o rto i owner’s instinctive
toS_pend Saves Money i
Con Lack atenten ., 5% Resesrche irfarmatn behaviors and talents

May Not Listen Carefully 99%

May Take Confrol of
Decision Making

1% Relationship Driven

93% 7% Delegates to Advisor

Build on your natural performance success factors and minimize your performance risks
with wise advice and wealth mentoring.

M Your Financial Planning Performance Success Factors Relative to the Population
Your Financial Planning Performance Risks Relative to the Population

This Financial DMNA report provides a high level summary only of your natural behavioral strengths and struggles for
financial performance with limited explanation. It is not intended, nor is it suitable for making life, financial and
investment decisions in isolation. Should you reguire additional explanation and! or resources please request

access to our more detailed Financial DNA reporting. Before making any life, financial or investment decision, we

recommend that you seek the wise counsel of a wealth mentor or advisor.

.
Page 1 14-Mar-12 Chris Coddington - Strategist © 2013 DNA Behavier Intemational IC#26280 m lA B e h a V l o r



Financial DNA Natural Behavior Summary
Report

1. Natural Behavior Style (Page 2)

A 2. Financial Behavior Biases (Page 2)

3. Performance Strengths, Struggles and
Environment Keys (Page 3)

21

Financial

4. Quality Life Attitudes (Page 4)
B 5. Financial Planning Insights, including
e i e, T RISk Behavior (Pa ge 4)
6. Investment Portfolio Grouping (Page
4)

7. Advisor-Client Compatibility (Page 5)
8. Powerful Questions (Page 5)
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Quality Life Review of the Owner

Step 2. Financial DNA Quality Life Discovery (80 Items, 20 to 30 mins) to uncover the
owner’s current life balance and priorities

DNA Quaity Life Performance Report 10#2200

Quality Life Performance Report

1.

Measurement of your Quality Life Performance,
identifying strengths and struggles

Provides a framework for behavioral change, including
financial behaviors

Basis to identify your life purpose

Uncovers the influences of your life and financial
decision-making in 8 key areas:

Life Purpose

Career

Relationships

Health

Recreation

Community

Finances

Confidence

Wisdom
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Snapshot Analysis of Owners Quality Life
Performance Balance

Strengths Development

DNA Quality Life Performance Category Current Self Assessment Opportunity
Life Purposs 6.2 0.1
Career 6.8 0.2
Finances 6.2 0.2
=ealth and Recreaton 59 1.1
Community 6.2 0.&8
Relationships 6.4 06
Confidence 6.5 0.5
Wisdom 6.2 0.1
Life Purpose
7
Wisdom Career
Strengths
Davelopment
Cormmdeno Finanoes Cpporunty
Em Ser
Kelationstips Health and Reo==ticn ARG
Cormmun ity
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Step 3: Life Purpose
Inventory (20-30

minutes)

Life Purpose Discovery for Owner

1. Natural Behavior Talents
My Performance Strengths
Strategic visioning
Reliable implementation
Competitive and follows
through
Bold decision-maker
Converts ideas to practical
action

My Performance Struggles

Business networking
May be too driven
Minimizing the risks

2. Passion
Helping people make
strategic financial
decisions based on
knowing who they are

7. Life Purpose
Liberate and guide
people worldwide to
live with meaning
and maximize their
human potential

Providing people with
strategic advisory 3. Unique Gift
services, behavioral Guiding people to
tools and education achieve personal clarity
programs to help them by providing highly
realize their financial objective solutions
potential

4. Vision
Playing a leadership

role in the financial
services community
through providing client
centered advice

DHA Behavior



Phase 2: Initial Human Capital Management

Review
Strategist Stylish Thinker
Partner Compatibility -
Business DNA Comparison
Cooperative Take Charge Re p o rt
Reserved Outgoing g
Many Behavioral
== e Differences to Navigate:
Spontaneous M
Skeptical Trusting Chris may not provide John
with the personal

20

Work Life Planning Drivers

John could be far more
content and cautious than

Risk Taker Chris’s pushy goal driven
style

20

engagement he needs

Content

Cautious

Anchored Creative

20 30 70 20
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Business DNA Team Report to Show Different
Talents and Gaps

Tl Coaddiregbon
Sohin St

Mlan Ecikhardt

el Eerrjarin

Tom Ermart

Aieiani= HRon

Bobbde Jones

Cioug Roberts

kiat Whooads

ANERAGE

D Lan
. Wid-Farsin
I Riart
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Phase 3: Client Experience Management

Enhancing Depth & Scope of Client Relationships

Siblings Facilitator
Family & Business Professional
Spouse Relationships of Clients Advisors
Children Family Business Leadership Team
Business Associates
Others
Financiers

= Data basing of all behavioral styles
= Instant communication information
= Understanding of decision-making drivers

Increasing Embedded Growth Potential From

Knowing, Engaging and Growing Existing Clients

DHA Behavior



Phase 3: Communication DNA Group Report for
an Advisor/ Firm

I

All Clients to Complete Communication

7 Discovery (12 Questions, 2-5 mins)

Communication DNA Group Report for:
Coddington Team

Communication

:

i

Your Communication DNA Group Summary Report

Prov

ol Your Communication DNA Group Summary Report Coddington Team

Summary of Your Group's Primary Communication DNA Styles

Primary Secondary

Group Member Communication DNA Communication DNA  Communication Keys
Style Style

Provide options

Get to the bottom line
Openly express views
Openly express views
Verbalize

Provide options

Keep it relaxed
Speak softly

Provide facts

Keep it relaxed
Provide specifics

Ee courteous

Provide facts

Provide specifics
Demonstrate transparency
Keep it relaxed
Speak softly

Share your feelings
Provide facts

Provide specifics
Keep it relaxed
Provide options

Get to the bottom line
Present opportunities
Provide options

Get to the bottom line
Provide facts

Keep it relaxed

Speak softly

Openly express views
Provide options

Get to the bottom line

Present opportunities

Anna Summer B Goal-Setting Lifestyle

Jenny Miller Lifestyle W Goal-Setting

Jack Wilson W Stability B information

Kim Grant B adapiive MiA .poaI-Setting
.| Lifestyle

[ stabiity

. Information
[ 2daptive

Paet1  17any

Joshua Connor M information MIA

Craig Moon W Stability Ni&

Mary Winter B information W Stability

Jack Sun B Goal-Setting MIA

Max Speed B Goal-Seting B information

Michael Johnson B Stability Lifestyle

Frank Butler B Goal-Setting MIA

DHA Behavior



DNA Advisor-Client-Solutions Matching

Methodology

1. Leaders,
Employees,

Advisors
/ | =—,

Grow human
capital to improve
service execution

DNA Behavior
Corporate «
Memory Bank

3. Products 2.

And 2 Cus’_[omers,

Solutions Clients,

Engage customers QEUULIES
and employees to
improve connection

Know employees and DNA Behavior

customers to
customize

experiences

I Communication DNA Styles

Discovery
Process

DHA Behavior



Communication DNA/ Financial DNA App for CRM (eg Salesforce

Chris Coddington
in[w ] £ ] AN

J- Show Feed

Opportunities[01 | Cases[o] | Open Activities [0] | Activity History [0] | Campaign History [0] |

Contact Detail Edit.
Contact Owner Sachin Shelare [Change

Name  Chris Coddington
Account Name
Title
Department
Birthdate

Reports To View Org Chart

Delete | Clone @ Request Update

Phone
Home Phone
Mobile
Other Phone
Fax

Email

Customize Page | Edit Layout | Printable View | Help for this Page &9

Notes & Attachments [0] | HTML Email Status [0]

chris.coddington@dnabehavig

» Communication DNA

v Financial DNA

¥ Financial DNA Natural Behavior Discovery

Behavioral style Strategist

2 Strongest behavioral factors Pioneer, Skeptical

View Details

¥ Financial DNA Natural Behavior Discovery Reports

Financial DNA Talent Report
Financial DNA Summary Report

Risk Profile and Decision Making

Group Group 7
Risk Profile and Decision Making
Score (0-100) 98%
FDNA Completion Date 3/14/2012

Putting behavior at the fingertips of advisors

®e0e0 ATE&T LTE =

< Day

1:59 PM

Event Details

Meeting with Chris Coddington
123 Main Street, Atlanta GA 3030¢

Frida

Calendar

Notes
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Phase 4: Financial Personality Management of

Clients

Financial DEA

Financial DNA®

Chris Coddington
Your DNA Behavioral Management Guide for:
Don Spring

Providing insights to assist in tailoring the meeting
structure, style and content to guide your client
based on their unique natural behavior.

LY o -
/ ' = il
el | 4

VN

Based on Don Spring's Completion of Financial DNA Natural Behavior Discovery on:
July 10, 2013

Objective: All new clients
should complete the Financial
DNA Natural Behavior
Discovery Process (46
Questions, 15 to 20 mins) and
existing clients at Reviews over
1 to 3 years

The Behavior Management
Guide report is produced from
the Financial DNA Natural
Behavior Discovery Process to
help the advisor behaviorally
manage the client for enhancing
relationships and unlocking
human potential

DHA Behavior



Transform the Financial Advisor Role to Certified Wealth
Mentor

Become a Certified Wealth Mentor
“Wealth Mentoring” is a relational process that involves guiding
others with wisdom to self-discover who they are and their
priorities for a Quality Life through a mutual sharing of their life
journey.

DHA Behavior



DNA Wealth Mentoring Meeting Guide

(Il

DONA Behawor

5

Il

Financial DNA®
DNA Wealth Mentoring Guide

Increase planning retainer fees on an
ongoing basis by adopting a
structured client discovery and
facilitation approach that is highly

tangible using powerful user-friendly
tools

DHA Behavior



Phase 5: Human Capital Management
Development

COMMUNICATIONS

Team
Success

COMMITMENT

w7
o= M -

Team Development:

From Diversity to Unity to Success

DHA Behavior



DNA Hiring Performance

The DNA Hiring Performance Report identifies the critical
natural behavioral talents and motivations for a candidate to
have maximum workplace alignment.

The hiring report provides insights in priority of

importance based on the relative strength of the

candidate’s natural behavioral traits in the

following 4 key areas:

* 10 Desired Tasks — activities —(out of 40
possible items)

S o BN e A PR
. Desired Tasks based on Talents

Prioity of Tasks Prioity of Roles

| Taking bokd acbon 1 Outside 5308 * 5 Desired Team Roles —position (out of 20
2 Handling objections 2 Product development ] .
3 ussionng 3 Staegc Panng possible items)
4 Acton onentated 4 Recruiting . F/
5 Confidence  new stusbons 5 Project manages e 5 Desired Work Environment Features - what
6 Making quick dacisions . .
TS is important (out of 25 possible items)
managing
e * 5 Desired Work Rewards - work motivations

(out of 20 possible items)

DHA Behavior



DNA Leadership Performance

Business Performance 360" Discovery

DMA Business Pertormance Regoet
for

Ao Corporation

e of Competon 4 4ugut 209

The Leadership 360° Discovery Process provides in-depth
feedback to assist in the development of your leadership
performance and the building of workplace relationships.
This process takes 30 minutes to complete 75 individual
items across 7 key areas related to leadership.

The DNA Leadership Performance Report
highlights your top 10 leadership strengths and
struggles, uncovering 75 items relating to your

Jr— ==l leadership performance in 7 distinct areas:

i (30, Mok o oo haggy and Reaionatip Buidng 2 e Communication
1 |4 i ongaing feediac e Communication il PY Results
[ e e - -  Relationships
i Jﬂltmgmrd'nwﬁwnﬁ'ﬂu LiarEQ 1§ p

— * Trust
§ |1 I o ngagt 1 convenain Effecive Communicaiion 15 . \
R Py — p— " * Emotional Intelligence
o |& b ] . )
[ e—— o ; Values
b g ot o Trat 18 * Competence
B |22 P e esouranement 1 e Riaioninp Busdng 14
T8 |37, Fragiotd pinees ahe AN wningid -] 14
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DNA Advisor Performance

- The Advisor 360° Discovery Process provides in-depth
T feedback to assist in the development of your advisory
. performance and the building of client relationships. This
m process takes 30 minutes to complete 75 individual items
T——— across 7 key areas related to building advisor client
relationships.

O Adwisor

Ferformanoe 3807 )
Report The DNA Advisor Performance Report

highlights your top 10 advisory strengths and
struggles, uncovering 75 items relating to your

sahiar [ Sriares . . . .
— advisory performance in 7 distinct areas:
ﬂ;m;:ﬁ:ummm : 1™ T 18 b Communication
ooy aeerster :
1 i ety PR O P BeCRLCr g E ¥ ] -1 18
mm=mmm “ e ™ 15 : ReSUItS
. COTERe Il (Y] L5 L T . -
e prra ey o | am [ em | w e Relationships
T COrFOri0H Wi EOLEONG (A oed if ] EE] 1E . \
D o R * Emotional Intelligence
[ Coeeram e e Baieire 1] ] [T [
;ﬂmmmwﬁﬂbﬂm" T e BT 120 2 TI"USt
et LR e * Values
L, WIS #50 I ME-promoten £ (1] 480 120

* Competence
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DNA Behavior Succession Planning Program Fees

Initial Participation:
Certified Wealth Mentor Training
(2 days In classroom, 3 webinars, Unlimited Year 1
CDNA, FDNA Discovery $3500)

Financial DNA for Business DNA for Communication DNA
Financial Personality Human Capital for Client Experience

Management Management Management
(Phases 1,4) (Phases 2,5) GHESEE)

Year 2: Unlimited Year 1++: Business DNA | year 2++: Unlimited
Financial DNA Discovery | Discovery $2500 (with Communication DNA
$1250 to $2500/Primary consulting support) Discovery of

Advisor $500/Primary Advisor

DHA Behavior



DEIA Behavior

For more information about DNA Behavior:

Contact:
DNA Behavior
Atlanta, GA
(866) 791-8992

® inquiries@dnabehavior.com
www.dnabehavior.com

-havior
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