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Exceptional Advisors: Excellence from End to End

The Opportunity:

o $125 trillion wealth transfer, yet 85% of kids fire their parents’ advisor (Cerulli)

e More advisors over the age of 80 than under the age of 30

e 1/3 of advisors may want to retire in the next decade

e More complexity, but better technology to service a greater number of clients at scale.

(Source: Natixis, Cerulli, SS&C, Carson Wealth Management)

The Challenge:

e Increased competition
e Fee compression
e Rapid change, which threatens the old ways of doing business

There are challenges, yes, but the opportunity is a once in a generation.

Over the years, Berkshire has worked with scores of advisors and spent countless hours researching
a question: What makes an exceptional advisory practice that will thrive in the years ahead? Here is
our list of business principles that encompass most if not all aspects.

Exceptional advisors:

1. Define the niche — unique clients, unique problems, unique solutions. Tangible differentiation also
leads to specialized marketing.

2. Know their “why.” Cause, mission, purpose drive business, investment and client acquisition
strategies.

3. Are intentional about growth. They focus on 1 & 2, the type of practice they want to create, and
asset growth is the byproduct. That’s very different from the arbitrary numbers a lot of advisors
throw out. Every business and client decision are filtered through the prism not by “gross” but
through the greater mission and effects on scale.
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Go beyond simple “referrals.” They’ve created highly specialized repeatable systems to attract
their ideal clients - over and over. Referrals, while welcome, are not a marketing system. Social
media programs, affinity groups, speaking engagements, trade shows, media appearances,
business alliances, seminars are.

‘I have a very special set... of planning skills in large financial areas clients care most

about.” Remember the iconic Liam Neeson quote in the movie Taken? Be a true bad a@@ at
solving big complicated, problems and you'’ll likely get big assets. The corollary? We see a highly
tangible shift between modern advisors accelerating growth through developing, marketing and
executing a sophisticated, comprehensive planning process vs. “| can get you a great return.”

Are forming highly focused, highly specialized TEAMS who together package and deliver all-
encompassing wealth management services to the wealthiest of families. We see the biggest
teams getting bigger and more specialized.

OUTSOURCE INVESTMENTS: We see exceptional advisors tending to engage with a highly
curated list of outsourced investment partners/models uniquely committed to their practice. We
think an advisor as portfolio manager is simply not credible given all the other demands.

Create a disciplined repeatable process...in every aspect of business. Process. Process.
Process. A key differentiator? Who can serve the most clients, aggregate the most AUM in the
most efficient way? And a simple business plan or mission statement doesn’t cut it. Many teams
even have COQ’s who drive metrics for team and client performance.

Focus on both sides of the balance sheet. Net worth is assets LESS liabilities, so how can you
call yourself a wealth manager if you only focus on the right side of the balance sheet. An
Envestnet survey showed 84% of respondents wanted "loan and credit management” yet only
5% felt they received it. Envestnet Survey

10.Know how to “no.” They understand no piece of business is worth sacrificing scale, mission and
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efficiency. All AUM is NOT created equal. They don’t accept business that doesn’t fit, and they
surely don’t cave to the short-term performance whims for the sake of client retention. Many
advisors we know took significant (20-30%) hits to business in the near term to increase
production later and work far fewer hours.

.Create simplified investment strategies that scale in a complicated world. Harness the power of

simple compounding vs. macro. Think back over your career and all the hours and hours of
research and discussions with clients about “macro” has it REALLY added value, or has
harnessing long term compounding and time IN the market done the trick?

12.Possess a growth mindset. The work of getting better never ends.


https://www.envestnet.com/wealth-management/how-scale-growth-2024
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Don’t take my advice, the data is crystal clear. Advisors who outsource, have a niche, and do
specialized planning have:

o 10 x referrals
o 3 X average account size
o 28% more time

Source Kitces Niche Building

More Services, More AUM? The chart below shows a clear correlation between services offered and
AUM. So, we ask, how many elements can you synthesize into your practice? How committed to
modernization and change are you? And you don’t have to do it alone. Berkshire professionals are
happy to provide strategic advice and counsel as you seize this immense opportunity.
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Investment Case-Based Comprehensive Private Wealth
Planner Planner Financial Planner Manager
Service
Comprehensive
Complex
Description Build basic portfolias Provide modular issue- Develop complete Specialize in
and focus exclusively on based planning with mast financial plans with nearly comprehensive
a55et management for clients. May emphasize all clients based on an wealth management
nearty all clients ASSeT MANIZEMEnT or extensive analysis of with all clients
financial planning as their their goals, assets, and
value proposition liabilities
Advice Provided Money management, Invesiment managemant, Investment management, Complete suite of
to Clients basic financial advice targeted financial a broad range of financial financial planning and
planning services such as planning services INYESTMent SenviCes
retirement guidance and including basic estate including charitable
education funding planning, insurance/ giving, stock option
risk, etc. planning, and complex
trust and estate planning
% of All Industry
7 7 1
Advisors % 7% 26% 0%
% of All Industry
W - 18%
A = 9% S0 23% 8%
Average AUM per
Practice ($ millions) $285 3210 $230 $822
Average Client Size $600,000 $562,500 $642.857 $1.818,182
Core Market: % of HNW
Clients (>$5 million) B 7% T are
Average Practice
R 27 4.0 4.4 76
% of Practices with
Specialized Staff 13% 21% 29% 52%
# of Planning Services .
Off i 39 6.7 9.5 9.6
Contact Berkshire:
Gerard Mihalick, CFA, Portfolio Manager Jason Reilly, CFP®, Partner, Distribution

gmihalick@berkshiream.com or (570) 825-2600 jason@berkshiream.com or (570) 825-2600



Berkshire Dividend Strategy

Berkshire Dividend Growth SMA is available through various custodians, broker-dealers and UMA providers. This commentary Is Intended for
Institutional and advisor use only. This commentary may make information of third parties available via website links. The Third-Party Content is not
created or endorsed by Berkshire nor any business offering proaucts or services through it. The delivery of Third-Party Content is for general
Informational purposes only and does not constitute a recommenaation or solicitation to purchase or sell any security or make any other type of
investment or investment decision. In addiition, the Third-Party Content is not intended to provide tax, legal or investment advice. the Third-Farty
Content provided to is obtained from sources believed to be reliable and that no guarantees are made by Berkshire or the providers of the Third-Farty
Content as to its accuracy, completeness, timeliness.

Berkshire Asset Management, LLC claims compliance with the Global Investment Performance Standards (GIPS®). Berkshire Asset Management is
a fee-based, SEC registered advisory finm serving the portfolio management needs of institutional and high-net worth clients. The Dividend Growth
Composite contains portfolios invested in Berkshire's Dividend Growth Strategy with an equity allocation target of 90% - 100%. The Dividend Growth
Strategy'’s primary objective is to generate a growing Stream of equity income by investing in a diversified portfolio of equities with stable, high, and
growing dividends. The benchmark is the S&P 500 Index. The index returns are provided to represent the investment environment existing during the
time periods shown. For comparison purnposes, the index is fully investeq, does not include any trading costs, management fees, or other costs, and
the reinvestment of dividends and other distributions is assumed. An investor cannot invest directly in an index. Gross returns are presented before
management and other fees but after all trading expenses. Net retuns are calculated by deducting actual management fees from gross retums.
Retums reflect the reinvestment of dividends and other earnings. Valuations are computed and performance is reported in U.S. dollars. To receive a
complete list of composite descriptions ands/or a compliant presentation, contact Jason Reilly, CFP® Tel: 570-825-2600 or info@berkshirean.com.
Past performance does not guarantee future results.

Risks: Past performance does not guarantee future results. Different types of investments involve varying degrees of risk, and there can be no
assurance that any specific investment will either be suitable or profitable for an individual’s investment portfolio. Dividends are subject to change, are
not guaranteeq, and may be cut. Investing based on dividends alone may not be favorable as it does not include all material risks. There is no
guarantee any Stated (or implied) portfolio or performance objective mentioned by Berkshire can be met. Berkshire's equity style may focus its
nvestments in certain sectors or inaustries, thereby increasing potential volatility relative to other strategies or indices. The dividend strategy may
nclude bundled services also known as a “wrap fee program”. Because there is typically a low turmover in the strategy, this may be more costly for
some investors. No one should assume that any information presented serves as the recejpt of, or a substitute for, personalized individual advice from
a qualified advisor or any other investment professional.

Market Commentary, Aggregate Holdings, Securities, Sectors, Portfolio Characteristics Mentioned: No staterment made in this presentation shall
construe investment advice. This presentation is for informational purposes only. Views, comments or research mentioned is not intended to be a
forecast of future events. The mention of any security or sector is not deemed as a recommenaation to buy or sell. Any reference to any security or
sector Is used to explain the poritfolio manager’s rationale for portfolio decisions or philosophy. Research or financial statistics cited regarding securities
or sectors do not contain all matenal information about them. Any securities mentioned represent a partial list of holdings whereas Berkshire porifolios
typically contain approximately 30-40 securities in percentage weightings ranging from 1-5%. A complete list of holdings from a representative account
/s avallable upon request, Overall portfolio characteristics mentioned are from a representative account deemed representative of the strategy; data
may be compiled from Bloomberg, Baseline or Berkshire estimates. Individual holdings, performance and aggregate characteristics of actual portfolios
may vary based on a variety of factors including market conditions, timing of client cash flows and manager discretion. This presentation contains
Berkshire opinions and use of Berkshire estimates which are subject to change at any time. Berkshire employees may have personal positions in any
securities or sectors mentioned. Charts, presentations or articles may be obtained from third parties and Berkshire does not guarantee their accuracy.

*Platform restrictions may apply. Preliminary returns are based on composite estimates only. Individual accounts will vary. Copyright © 2024 Berkshire
Asset Management, LLC, All rights reserved.



