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| prefer to meet in person

39%

2022

Source: Absolute Engagement Investor Research
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Meeting Preferences

Q: Which of the following reflects how you prefer to hold meetings to
review your plan or portfolio?

| prefer in-person meetings _ 48%

| prefer virtual meetings . 12%

(e.g., Zoom)

| prefer telephone meetings . 15%
| f ix of in-
prefer a mix of in-person - 18%

and virtual meetings
No preference I 6%

Source: Absolute Engagement Investor Research 2023
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Averages Don't Tell The Story

29%

24%

| prefer virtual 13%

meetings
(e.g., Zoom)

16%

7%

Source: Absolute Engagement Investor Research 2023



ABS ULUTE

ENGAGEMENT

Engagement

- Deliver the
Right Offer

Satisfaction




- Deliver the

right offer

Needs

ABS ULUTE

ENGAGEMENT




: ABSOLUTE
EVOIVIng Needs ENGAGEMENT

54% 53%

47% 44%
33% 31%
I I ]

Ensuringlam  Getting or  Feeling fulfilledSpending more 'Experiencing Ensuringmy Definingthe Contributing Learning new

financially staying healthy after | stop time with new things children will be legacy | want time or money skills
secure working full-  family and (e.g., travel)' financially to leave to causes that
time close friends secure matter to me

Q: When you think about your goals for the future, how would you rate the importance of each of the following? (Percentage
identifying as important)

Source: Absolute Engagement Investor Research 2023
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Evolving Needs: Your Role

“I would value help from

“This is important advisor to think
to me.” about/plan for this
goal.”
Ensuring | am financially secure 80% 92%
Getting or staying healthy 77% 46%
Feeling fulfilled after | stop working full-time 54% 54%
Spending more time with family and close friends 53% 44%
'Experiencing new things (e.g., travel)' 47 % 50%

Q: When you think about your goals for the future, how would you rate the importance of each of the following?
Q: Would you find it valuable if your advisor could help you think about or plan to reach the goals below, that you identified as important?

Source: Absolute Engagement Investor Research 2023
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Strongly Very

Agree Important EET
| feel financially secure. 592% 82% -30%
| feel in control when it comes to reaching my 51% 759 239,
financial goals.
| am confident that | will reach my financial goals. 93% 74% -20%
I ha\I/e a clear plan in place to reach my financial 56% 71% -16%
goals.

31% of clients are low-moderate on the AE Client Confidence Index

Source: Absolute Engagement Investor Research 2023



ABSLUTE

EVOIVing Concerns ENGAGEMENT

Dealing with the rising costs of health/long-term care

The impact of current market volatility on my ability to reach my long-term
goals

Personal or family health
Ensuring my children make good financial decisions

Ensuring my family is taken care of when | pass away

Q: How would you rate your level of concern with each of the following right now?*

*Somewhat concerned and very concerned combined
Source: Absolute Engagement Investor Research 2023



Evolving Concerns: Your Role
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The impact of current market volatility on my ability to reach my

long-term goals 83%
Ensuring my family is taken care of when | pass away 76%
Dealing with the rising costs of health/long-term care 99%
Ensuring my children make good financial decisions 93%
Personal or family health 52%

Q: Have you shared your concerns with your advisor? (Shows percentage responding yes)

Source: Absolute Engagement Investor Research 2023






A satisfying experience reflects the core
service expectations of clients.

An engaging client experience is
personalized to reflect the individual
feelings, needs and concerns of
clients.
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A personalized ENGAGENENT

experience may be the
only enduring form of
differentiation.




Enduring differentiation isn't
about what makes an advisor
different from other advisors...

..but what makes a client
different from other clients.




Your Client Experience Makeover
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#1 Define the Journey
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#2 Get Inside Their Hearts and Minds

» Expectations
* Preferences
* Needs

* Feelings

» Concerns

» Challenges
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Client feedback focuses on how you
are doing.

Client input focuses on how your clients
are doing.



#3 Layer the Experience

Il
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Tha Path Forward
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Differentiated
Experience

Undifferentiated
Experience

[\\[o]
Defined

Segmented

Personalized
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Experience

Personalized

Enhanced

Segmented

Not Defined
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Experience




What are you interested in
learning more about?




ARTICLES RECIPES COMMUNITIES SPEAKING LIFE ACTIVATE PRESS =

How to Design Your Home to Help you Move
More, Eat Better, and Sleep Soundly




ARTICLES RECIPES COMMUNITIES

SPEAKING LIFE ACTIVATE PRESS

How to Design Your Home t{
More, Eat Better, and Sleep |

Recently you shared that you were interested in learning more about personal and family health and
wellness. It turns out you aren’t alone. | read a recent study that showed that the number of people
interested in this topic has increased since the start of the pandemic. The reality is, of course, that

getting or staying healthy is hard.

And while there is a lot of information out there on getting healthy, it can feel overwhelming. We tell
ourselves ‘we’ll start on Monday’ or we set massive goals that are difficult to attain. And we end up

feeling frustrated.

So | was thrilled to find this article that focuses on the small changes we can make in how we organize

our homes to improve our health.

You can click here to access the article titled ‘How to Design Your Home to Help you Move More, Eat

Better, and Sleep Soundly’.

| hadn’t thought about health in this way before and | think it’s advice we all need to hear. Sometimes,

starting small and getting creative is the best path forward.

| know this is a topic of conversation with my own friends and colleagues so if you know others who

share the same challenges, feel free to pass this along. You can do that by clicking here to make is easy.
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Before we meet:

Confidence
Concerns
Challenges
Needs

ABS LUTE

ENGAGEMENT




FIMANGIAL

We’re looking forward to our upcoming meeting. Your input will help us focus the conversation on what is most
important to you and your family.

To what extent do you agree or disagree with the statements below?
Somewhat Don't Know/ Not
Strangly Disagree Disagree Neutral Somewhat Agree  Strangly Agree Applicable
I have a clear pian in place
ta reach my financial
goals.

1 am confident that | will

reach my financial goals

| feel financially secure.

comes ta reaching my

financial goals.

To what extent has the glabal pandemic impacted what is important to you or how you think about your future?

1-Notatall 2 3 4 5 - Significant impact

FIMANCIAL

We're looking forward to our upcoming meeting. Your input will help us focus the conversation on what is most
important to you and your family.

To what extent do you agree or disagree with the statements below?

Somewhat Den't Know/ Net
Strongly Disagree Disagree Neutral Somewhal Agree  Strongly Agree Applicable

I have a clear plan in place
o reach my financial
goals,

I am confidant that I will
reach my financial goals

1feel financially secure.

1 feel in

rol when it
comes fa reaching my
financial goals.

To what extent has the global pandemic impacted what is important to you or how you think about your future?

1-Notatall 2 3 4 5 - Significant impact
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Your Confidence

How you think and Feel, when you look forward, creates context For meaningful conversations about your financial Future.

We know that those Feelings can be fluid because they are influenced by so many different things. That's why we track

your perspectives over time.

Now consider your Financial goals for the Future. To what extent do you agree or disagree with the

Following?

am cenfident Strongly Agree

Strongly Agree

Somewhat Agree

als Somewhat Agree

Somewhat Disagree

Somewhat Disagree

Somewhat Disagree

Somewhat Disagree

The way you respond to these questions helps us understand how you are feeling about your financial future. Even with a

clear plan in place, confidence can be impacted by many things, only some of which are within our control. Your responses
show that confidence is somewhat low so we can discuss what would have to happen to help you look forward with even

greater confidence.

Confidence Ind

T

nfidence Index is designed to provide a
YO

snapshot of h s High
future, dra
above.
Confidence Index Alignment
Gap: 50

The Confidence Ir

x alignment score is ¢
sh 0

f there are differences in how

40 Low

Alignment: Low



Live Makeover.
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Take Action R

Map out the stages of the client journey.
Pick a stage that will have the greatest impact.
Capture client data to understand what is important.

i A

Layer the experience:
«  Defined
« Segmented
«  Enhanced
« Personalized

5. Pick another stage, rinse and repeat.

This information is confidential. 43
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Questions?

Julie Littlechild

Download the slides:
www.absoluteengagement.com/insights/fpadfw


mailto:jlittlechild@absoluteengagement.com
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