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Marketing Playbook

igk Memorable Experience

6& Segmentation Is Your Compass
@9%® Winning Game Plan on Social Media
&3SV First Impressions Matter

% Social Experiences Elevate

ag Leverage Philanthropy




Be Memorable

We won’t outspend, we will outsmart

Birthday video messages
Gifting: Onboarding & A Clients

Social media spotlights

Spousal alignment (planning & legacy)




Pink & Blue Questions
.

1. At what age do you want to be financially independent (retire)? é _5
2. What monthly income (taday’s dollars) do you desu'e during tetuement? =) Z/é
3. My con

In J
Zg‘ L. Atwhat age do you want to be financially independent (retire)? WO :
& P; 2. What monthly income (today’s dollars) do you desire during retirement? _ K

@ 3. My concerns right now — Please rate each topic below on a scale of 1-10

o, AD " (10 = Keeps me awake at night; 1= No concerns)
Ui . - :
z 6& (_7 Implementing a retirement savings strategy
G_Cz X Investing strategically in today’s environment

s dian l Reducing debt
e Exploring tax diversification strategies
) Protecting family in the event of premature death or disability
__0 Funding education for kids or grandkids
3 Developing a retirement income strategy (e.g. Social Security, pensions, annuities)

? Undcr%t'mdmg the impact of rising health care costs
5 Educating financially savvy kids
[ Caring for aging parents

j( Transferring wealth efficiently to the following generation(s)



Legacy Alignment

Name Date

1.What’s the number one charity or nonprofit you are passionate about?
2.How many charities do you donate to per year?
3.How much do you donate to nonprofits annually?
4.My concerns right now - Please rate each topic below on a scale of 1-5

(5 = Keeps me awake at night; 1= no concerns)

______ Philanthropy is clearly defined in my estate plan
Dedicating time to think about our family legacy
Working with our kids on next generation giving
Becoming more actively involved with charity organizations

Creating a donor advised fund or private foundation



THE ADVISOR OF THE FUTURE
Website SEO becomes AIO

Artificial Intelligence Optimization

. Google Reviews/Testimonials
. FAQ Pages
. Business social media accounts
. About You
a. Community
b. Core Values
c. Culture

=S O DN =



Every Firm Should Have

First Impressions Deck Onboarding Deck
» “Why” behind the firm e Introduce your team
 Your values » What you need from the client
« Humanization * Firm expectations

e Your process



GRYONISUINNCG/N Our Partners

@F\ The Pioneer Financial Journey Our Team
(PF)

Kevin R Luchetla Stephen A. Schwartz y
Established in 2003 in Midtown Manhattan, NY, Pioneer Financial was fou d by four visionary leaders: CLO. and Private Advisox g Partrer and Private Wealth Advice A‘
Kevin Luchetta, Stephen Schwartz, Paul Tortorella, and Jim DiNardo. ey . : s Wl M e begnt P 2w ’ '
These individuals shared a deep-rooted work ethic and a passion for helping others. Each was carving a successful 4 warcasi mmwu;(m ‘b'm SO0 1. e 4'

path in financial planning, recognized for their leadership and expertise. With a focus on insurance planning through Raymond E. Corrigan Lucas Scocchia
industry giant Northwes! / , they kly re S0 W SSINg. eeded a unified rector ol Geomd )

approach to manage insur. stments, accounting, legal advice, and company bene re was a clear need Jim L. DiNardo . Paul D. Tortorella
g‘ ‘ (%

for a holistic financial planning service that coul everything together seamlessly.
Michael J, Pezzuto Susan Ruhland Sarah Urichianu David M.Ginsberg Alex F. Klein

PIONEER

Leveraging their combined experience, Kevin, Stephen, Paul, and Jim aligned theij s and vision and Pioneer =
Financial was officially born. Since its founding, Pioneer Financial has priorit ducation, innovation, and hard work. 46264667

Integrated I Proactive | Personalized This commitment ensures tha continue to deliver best class financial planning services.Pioneer Financial has

Wealth Maﬂagement thriv owing to include a second generation of financial planning professionals. This ensures not only the enduring
legacy of Pioneer Financial but also the commitment that clients and their families will always have access to top-tie Rita Konnov Brandon |. Luke

james deurdogrm com (G667 | ok tortorelagdem com

ERN MUTUAL PRIVATE fin ial guidance and support

Join us on th ourney and let Pioneer Financial be the partner that he you achieve and secure your financial future.

4614596363 | rtahomnvidm com (461459.6360 | brandon hageum com

Our Team About Us Our Values Community

Brian Broderick  Veronica Castellino Jeff Chalson Kenneth Chiu Alis Claudio-Paty

Areas of
Expertise

Holistic

\@ Financial Planning

Wealth
Management

Courage
Insurance

Solutions Wo)'Z114Y
o Commitment

At Pioneer Financial, our driving force has always been a deep sense
of care—not just for individuals, but for the entire community. We
believe that by working together, we can reach greater heights. This
commitment is reflected in our active participation in community
service through charity days and donations. We're dedicated to

- . 5 4 - empowering our clients and also championing their efforts in every
(";3 We-reTopRankedbyFOfbes_ — y —— - Excep ionalism y : 6k way possible.
& N e Impact

Malek Daouk _ Deirdre Dunne xm\m Tylr Hartman LaVemeHenry  EthanKempler  ColnKudela Angela Leyland Natali Mas llene Medina seint t B
ot A s e s Forbes | ! ¥Iin egl’a e =z
{ T

@ a @ i Forbes | BEST-IN-STATE BEST-IN-STAT

,d' ¥J[EA%]S'H MANAGEMENT WEALTH Anv'sons TOP FlNANClAL At the heart of everything we do are our core values.
n Park Victoria Pel gh Kel \nwabn Reann Sarker ponifer Strahl  Jona

¢ /’ i I ook SECURITY PROFESSIONALS ‘2924 These ppnmples g\fude evervvdeusrgn we make, ensurlr?g that
4\ SHOOK we provide exceptional service, build strong relationships, and
deliver results that align with our clients' best interests.
- Our Founders

Firm Facts Business Solutions

Plannlng for the Success of Your Business
Holistic

Cash Flow & Planning for the Retirement Legacy Estate : <i : > t to uating ing, and addressing financial security needs to help your bus
Investment - s B¢

/I) \ - l Budget Planning Unexpected Planning Independence Planning Planning

I Oiscuss importance
of a Wil & Trust

Review Review Exating fencn et Retimant
ncome Sources Insurance Programs . [nsl-—gvm'ﬁoo

Charable

PROTECT TAKE CARE OF REWARD YOUR COORDINATE YOUR
YOUR BUSINESS YOUR EMPLOYEES KEY EMPLOYEES SUCCESSION PLAN

T T

Audit quuxvn ™

r
Manage Oebt Heaith ingurance Alocate Assets
\ A v 4 Crestes Prot M pioce h-.uhr\mr

Balance Sheet Techniques

seidmloyed

r
Roth M(cmﬂ»»{w

Generosty Risk Management Retirement Plans Retirement Plans For Your Business

FINANCIAL — —

We build successful financial plans, helping you live a better life r

L
L o
0.0
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T
$2.6Billion o o eerience

o] o
° Create 3n
Emergency fund
I L
n assets under nd ove liv otected

1,000+ oot s i‘:a?::‘
advisement 36 designations

Analyze Ute

snsurance Needs Time Horizon

Des: \'N( jons

Disability Health, Dental, Vision & Elective Deferred Provide Mutually
Overhead Funding Group Term Life Insurance Compensation Plan Agreeable Terms of Sale

mwm I Lory Care | huu\

Review Assets foe

l ¥ s y Enterprise Qualified Supplement Executive Create a Market

Large Expenses . Harvesting Sodd Secuty _Prose Legal structure

T T Assure Employees &
Creditors of

Business Continuity

Disability & Short Term & Long Term Employer-Owned
Death Buy-Outs Disability Income Insurance Life Insurance

Safeguard d Creaes Combacan

Your Buseess

Discover Tax
Eficient Strategies

Optimize Legacy
Tax Impact

unds I
Phicsophy of I

Prr— |

I LT——

Key Person Insurance Long Term Care Planning Bonus Plans Buy-Sell Funding

Having Choices Matters (Pr) PIONEER FINANCIAL

DEFERRED

ANNUITIES NON-QUALIFIED QUALIFIED

LM (N .

D

1. Base Income 2.Cash Reserve
s \ ) (B
=] ) 2 Yir st

Desired Income
Connect Accounts Access to Mobile App Secure Share Financial Tools Go Paperless Billing & Payments Sharing Access

PENSION

VARIABLE
INCOME
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P SENTINEL

ADVISORY GROUP

MEET YOUR TEAM

BRENT CASHORE

RICP®
Private Wealth Advisor

NATHAN KEELING

CFP®, ChFC®, RICP®
Private Wealth Advisor

608-579-9342 | nathan@sentineladvisory.com m

MIKE HARMELINK

CFA®
Chief Investment Officer

Responsible for: overseeing and
executing the firm’s investment strategy.

608-807-2655 | mike@sentineladvisory.com

KARLY COSTANZO

CFP®, RICP®, WMCP®
Private Wealth Service Advisor

Responsible for: day-to-day execution of
financial plan & strategy.

608-579-9345 | karly@sentineladvisory.com

NATALIE BURGESS

CLF®
Director of Operations

Responsible for: business & office
operations & vendor management.

608-579-9347 | natalie@sentineladvisory.com

ADVISORY GROUP

;SENTINEL

-~

g

’
608-579-9341 | brent@sentineladvisory.com m ‘

—
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PETER SHULLA

RICP®
Private Wealth Advisor

608-579-9343 | peter@sentineladvisory.com m

CARY GRUNDER

CLU®, ChFC®, CASL®, RICP®, WMCP®
Private Wealth Advisor

608-579-9344 | cary@sentineladvisory.com m

KELSEE GUEST

RICP®
Private Wealth Service Advisor

Responsible for: day-to-day execution of
financial plan & strategy.

608-579-9346 | kelsee@sentineladvisory.com

NATALIE GARDINA

Private Wealth Service Advisor

Responsible for: day-to-day execution of
financial plan & strategy.

608-579-9349 | ngardina@sentineladvisory.com

ADRIANA ARAKANE

Workflow Manager

Responsible for: scheduling, document
submissions, & general questions.

608-579-9348 | adriana@sentineladvisory.com

1600 Aspen Commons, Suite 825

Middleton, WI 563562

www.sentineladvisory.com
team@sentineladvisory.com
608-579-9350

in lEN £

Securities and advisory services offered through Commonwealth Financial Network®, Member FINRAISIPC, a Registered Investment Adviser.



Segmentation

Your clients are your competitors’ #1 prospects

80/20 Rule

Invest time where it matters

Your best marketing plan starts with your A Clients



How many HHs is the right #
for each segment?

A Clients B Clients C Clients
75-100 200-260 remaining



Considerations

What Determines A-B-C Segmentation

Referability
Example:

A client: >$10k premium + >$500k AUM
B client: $5k-$9,999 premium + $250k-$499k AUM

Income or

Opportunity Is your team aligned when onboarding; which

segment does each new client fall into?



Gold Standard Touchpoint for A Clients

 Offer 2 personalized annual reviews
1 technology review
» Personalized birthday message — phone video for efficiency
» Invited to Board of Advisors
» Connected to you on social media — LinkedIn
© QOrganic growth to business profiles
e Quarterly newsletter
» Custom gift (wedding anniversary is the most meaningful)
 Social experiences invite (fun, philanthropy, etc.)

e Virtual education (minimum of twice per year)



Why Social Media Matters

* 50% of investors say social media impacts who they hire as a financial advisor

» 33% of consumers report that they actively seek out financial advice online

» Showing personal and authentic content makes you more personable

A great prospecting tool: 74% of US financial advisors on social media initiated

new relationships or onboarded new clients

Financial Advisors are subject matter experts



Social Media Playbook To Win

Op| Templates of your brand/DBA

Develop content calendar

\

«(T>a 2 posts per week (personal + thought leadership)

4

gk

)

o

fg Organic growth

_1 Track growth — impressions, engagements, followers




Recommended Profiles

LINKEDIN

Great for: company wins, team culture, community involvement, recruiting content, industry updates

BUSINESS LINKEDIN

Great for: team member spotlights, community involvement, team culture, industry updates

BUSINESS FACEBOOK

Great for: professional content mixed with hobbies & interests, personal insights, life-stage moments

BUSINESS INSTAGRAM

Great for: imagery, realtime moments, Instagram stories, short reels, mix of professional & personal




GSG Wealth Management + Follow

420 followers

1w « Edited « ®

& Exciting News at GSG Wealth Management! §& We're thrilled to announce Alex
Seward, CFP®, RICP® as our newest partner. His leadership, expertise, character, and
dedication have been and will be invaluable for our team and clients for years to come.
Dive into the latest edition of the Evansville Business Journal to learn more about his

journey and our growing firm.

William R Hayes, CFP, ChFC, CLU... @ . 2nd *+ Follow

C ALEE R O IR | Tl i R h E
Financial Advisor in Ponte Vedra Beach, FL

Tw.®
Happy to be in Aggieland on this beautiful game day to see the Aggies play
the Gators.

GSG

Come by our tailgate tent in Aggie Park (Site A52) if you are on campus in
College Station today!

https://Inkd.in/gTtUspVg

(i

|
PPEFALO

TH MANAG EMENT

WEAL

on being’promoted to Partner!

Alex Seward

ol K 11 comments - 2 repost

o Wiy A R
- < S g o ’
R e o O

CC@ Sarah Scharpenburg and 60 others

D O X

w

10 comments

is personalized

E Sentinel Advisory Group
190 followers
2mo « Edited » @

& Happy Work Anniversary, Natalie Burgess, CLF!

Since joining Sentinel Advisory Group, Natalie has brought heart, energy, and
exceptional communication skills to everything she does. With a background in
language  and a lifelong passion for connection, Natalie has a gift for making people
feel seen, heard, and supported, a true asset to our team and the clients we serve.
Natalie brings her full self to the workplace every day. Her curiosity, creativity, and care
make a lasting impact and we're so lucky to have her on our team. &

Thank you, Natalie, for all that you do!

#WorkAnniversary #SentinelAdvisoryGroup #MadisonWI #FinancialGoals

HAPPY WORK
ANNIVERSARY

Natalie Burgess

Z

SENTINEL

ADVISORY GROUP

1T comment

€O You and 21 others

more engagement when content



The Why

Connecting with an advisor or team in a social setting builds trust

Wealth Management firms today that have a social and a business
relationship receive twice as many referrals as those with purely a
business relationship

The data shows that the success when scheduling prospect meetings
triples when it’s after a social experience vs a referral ask

7
s
Mindset Client + Prospect = Game Changer 6



Event Format Considerations

» Client appreciation only?

« What does inviting prospects look like?
* Co-1nvestment experience?

» Educational or social?

e Online or in-person?

» Size of experience

» Audience (adults, kids, or female-only)



Darrin Brumbaugh Privately Invites You to a:

Social Events

Experience includes a guided, European style pheasant and
chukar hunt, and a session on the clay shooting course.

Friday, September 8

9:30 am - 3:00 pm

lunch and beverages provided

2890 W Road, Brainard, NE 68626

Wi n e & S p i I‘ i t S (eX . Whi S key t a S ti n g) .. ’. Please RSVP (o Rachel Petersen at (402) 362-1832 or rachel a petersen@nm.com

: o > HENTDHND
Culinary e

10:00am - 12:30pm European hunt

hells: 3 boxes

 your

12:30pm - 1:00pm Lunch provided by Oak Creek

1:00pm - 2:30pm 50 targets on clay course N Mo
Shells provided by Oak Creek D A Mutual

Sports (ex. viewing party, game access) jijmmm e 2.9

/2 Northwestern 1 e ortl ‘
% Mutual %" .

utus
o o)

Family (ex. movie, pumpkin patch)

Northwestern
Mutual

Hosted by Vince and Alisa Ryan

Mother S Da y JOIN US IN TASTING SOME OF THE MOST WELL-KNOWN

WINES FROM VARIOUS REGIONS THROUGHOUT THE &7 Northwest
WORLD! LEARN TIPS & TRICKS TO TASTING WINE LIKE A < Mutual
PROFESSIONAL THROUGH A SOMMELIER-LEAD BLIND YOU|RE
TASTING WITH CERTIFIED SOMMELIER, HEATHER SMITH.

FEATURING A WIDE VARIETY OF BOTH WHITE & RED WINES, PRIVATEI-Y

) THIS CLASS WILL HELP YOU DECIPHER ACIDITY, TANNINS
BODY, & TASTING NOTES. PAIRINGS WITH CHARCUTERIE & INVITED
CHOCOLATE WILL MAKE THE EXPERIENCE EVEN MORE
DELECTABLE!

RYAN RESIDENCE

314 Beachwood Dr. w H E R E

Grand Island, NE 68803

Philanthropy

SUNDAY, SEPTEMBER 10
3:00 PM - 5:00 PM WHEN

Heather Smith

Renowned, Certified Wine Sommelier

Heather has a decade of high-end restaurant
management experience. She has been featured
in Wine Enthusiast Magazine, NET Television,
Nation's Restaurant News, and Omaha Magazine.




Client Feedback

Board of Advisors

Topic: referrals

“I’ve never been asked”

“I don’t understand who they want to work with”

“I need language on how to make the introduction”
“I’'m taking risks if the relationship doesn’t work
out”



The Guilt Donation

Spotlight on social media @r@@ Leveraging a charity event —=,

VNA Texas - Meals on Wheels and Hospice

Wobig Peterson Wealth Management

)
April 6, 2022 - Q Ovmrzmn 47 followe
) o ) 5h+®
Our friends from Kyle P Wick - 22 Qne Advnsors.Jomed- us-for-a Day of Caring (DOC) recently. We' NG S s it Nk Had tharopportianity v Aliend the Giitars B Giving sent
are grateful to your team for spending the morning delivering joy to our Meals on Wheels clients! an incredible night of music and community dedicated to the fight against

childhood cancer. Every dollar raised will go directly to local partners including
Blood Cancer United, Team Jack Foundation, Special Spaces, Alex’s Lemonade Stand,
Sammy Superheroes, and Children’s Nebraska. We're grateful to support causes that
bring hope and healing to families in our community.

Want to know more about how your company, group or organization can participate in Day of
Caring? Contact Tracie Demery at demeryt@vnatexas.org.

#GuitarsAndGiving #ChildhoodCancerAwareness #Communitylmpact

Visiting Nurse
Association

Meals on Wheels
Hospice & Palliative Care

“otatexss org L
- S \ -N '’

- -~
f ey
>

£

s o

2 comments 1 share

w

OO0
[b Like Q Comment d) Share




The Guilt Donation

Backlinking to the website

NORTHWESTERN MUTUAL

G SG - Wealth Management BT CLIENT CRB 0P

HOME ABOUT US ~ TESTIMONIALS OUR PROCESS EXPERTISE ~ RESOURCES ~ CONTACT US

Our clients are generous!

Since 2020, we have helped our clients efficiently donate over $2.3 million to impactful non-profits through Donor Advised
Funds

Our Neighborhood

Ronald McDonald House Charities of the Ohio

Valley

™ Daniel Grimm I
J House Charities of the Ohio Valley because ¢ t T

RONALD MCDONALD of the most difficult times in' hildr ‘e hospita

HOUSE CHARITIES Their coordination to provide food n takes a
_OF THE OHIO VALLEY when they need it most
ey by le: g re at https://rmhcohiovalley.org/ or signing up te
teer at https://rmhcohiovalley.org/volunteer/



Full Service Marketing

DESIGN

SERVICES

* First Impressions decks & brochures
» Newsletters & other design projects
 Liaison with compliance & materials

implementation strategies

SOCIAL MEDIA
MANAGEMENT

» Establish social media accounts
« Custom content calendar
» Social graphic design

» Growth strategies

12 month commitment

WEBSITE

SERVICES

» Optimize site navigation
» Content creation
» Team member updates

 Search engine optimization &

keyword targeting



Marketing Strategies

Specialized Consulting

Executing an effective board
of advisors

Winning with segmentation
Philanthropy strategies
Client gifting
Sales strategy

Social media coaching

Leveraging wholesaler funds
Core values & mission
DBA brand rollout
Event guidance

Public relations

First Impressions Deck

Capabilities deck &
brochures

Presentation decks
Templates
Custom email newsletter

Website refresh



ELKHORN MARKETING GROUP
BUSINESS THAT ABOUNDS

elkhorn www.elkhornmarketinggroup.com



