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BECOMING IRREPLACEABLE IN
YOUR CLIENTS’ LIVES

Strategies and tactics to offer the highest standard of care to
dominate in an evolving and fiercely competitive marketplace




A PARTNER FOR SUCCESS

Helping advisors build client relationships

e | //DWS

DWS provides three categories of value multipliers to help articulate the implications of emerging issues, customize the
portfolio construction process, and maximize productivity

N

Access to thought-provoking views Our portfolio assessment process The Team 1Q Playbook facilitates
from DWS thought leaders can incorporates relative sector operational excellence, managing
help identify and interpret the weights, valuation characteristics, team dynamics, and setting and

trends and events influencing the tracking error, value at risk and achieving clear, accountable team

markets and investment decisions. scenario analysis. and organizational goals.

For institutional use and registered representative use only. Not for public viewing or distribution.



THE VALUE PROPOSITION ASSAULT

* It seems like every few years, something that was our
domain gets taken away

* Trading & executions

* Access to research/insights
* Asset allocation

* Portfolio construction

* Even................. ADVICE!

* Fee compression

* Requiring change

For institutional use and registered representative use only. Not for public viewing or distribution.



VALUE PROP ASSAULT

“If you don’t like change, you’ll like irrelevance even less.”

Eric Shinseki, Army General

BlackBerry Kodak

Share Moments. Share Life™

For institutional use and registered representative use only. Not for public viewing or distribution.



A GROWING, DYNAMIC BUSINESS wlnsne | /' DWS
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Source: Diamandis; Abundance Tech Blog, “Lessons from Kodak” 7/2017
For illustrative purposes only. Any mentions of specific securities are for illustrative purposes only and should not be considered a recommendation.
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VALUE PROP ASSAULT

B Eastman Kodak Price }
B Eastman Kodak Revenues TTM: 6.23B

2004 2006 2008

Source: Diamandis; Abundance Tech Blog, “Lessons from Kodak” 7/2017

TEAM EDGE CONSULTING ‘ //DWS
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For illustrative purposes only. Past performance is not a guarantee of future results. Any mentions of specific securities are for illustrative purposes only and

should not be considered a recommendation.
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VALUE PROP ASSAULT

Who had the world’s first smartphone?

* At one time, BlackBerry controlled 50% of the smartphone
market in the US and 20% globally

* BlackBerry had government contracts and big business

deals, and those deals in turn led to greater consumer

adoption

BlackBerry was dominating the US market

But they failed to evolve......... =22 BlackBerfy

For institutional use and registered representative use only. Not for public viewing or distribution.



TEAM EDGE CONSULTING

VALUE PROP ASSAULT S e | /DWS

Market Summary > BlackBerry Ltd
NYSE: BB

10.65 usp-0.050 (0.47%) +
Mar 12, 9:53 AM EST - Disclaimer

1 day 5 days 1 month 6 months YTD 1 year 5 years Max
150 433 USD Aug 15,2003
100
50
0 - . . r . . -
2002 2005 2008 201 2014 2017 2020

For illustrative purposes only. Past performance is not a guarantee of future results. Any mentions of specific securities are for illustrative purposes only and
should not be considered a recommendation.
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VALUE PROP ASSAULT

TAXI FLEETS
BOOK STORES
HOTEL CHAINS
LONG DISTANCE
LIBRARIES
CLASSIFIEDS
OFFICE SPACE
NECKTIES

DRY CLEANERS

UBER; LYFT
AMAZON

AIRBNB; VRBO
FACETIME; SKYPE
GOOGLE
CRAIGSLIST

For institutional use and registered representative use only. Not for public viewing or distribution.



The average lifespan of a
company listed in the S&P 500

has decreased from 67 years in
the 1920’s, to 15 years today

Source: Richard Foster, Yale University

stitutional use and registered representative use only. Not for public viewing or distribution.
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Accept & embrace change

“If you don’t like change, you’ll like irrelevance even less.”

Eric Shinseki, Army General

“We cannot solve our problems with the same thinking we
used when we created them.”

Albert Einstein
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The Good News ......

For institutional use and registered representative use only. Not for public viewing or distribution.
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Some Financial Advisors
today are not only
surviving, they’re

thriving ...............

ional use and registered representative use only. Not for public viewing or distribution.



They’ve done more than stay

relevant....... they’ve
positioned themselves in a
manner that they’ve become
irreplaceable in their clients’

lives

stitutional use and registered representative use only. Not for public viewing or distribution.
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At levels that seemed
unimaginable

For institutional use and registered representative use only. Not for public viewing or distribution. 15



BECOMING IRREPLACEABLE wilocns | /DWS

- Unigue, invaluable, priceless

- Of incalculable worth

3

Fee
Compression

For institutional use and registered representative use only. Not for public viewing or distribution. 16



BECOMING IRREPLACEABLE

- Can’t get it somewhere else

- What can’t they get somewhere else?

For institutional use and registered representative use only. Not for public viewing or distribution.
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Show big.......................
act small

For institutional use and registered representative use only. Not for public viewing or distribution.
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SHOW BIG..... ACT SMALL

* Teams

* Team positioning

e Strategic partnerships

* COl's (Business Owners)
* Resources

* Solve problems

* Personalization

* Touches

* Boutique within a global powerhouse

THE RITZ-CARLTOMN "

For institutional use and registered representative use only. Not for public viewing or distribution.
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TEAMS CREATE
DEEPER, MORE
LASTING

Median Household RoA

TEAM EDGE CONSULTIN

Sole Practitioners
—— Teams

e B om g -
-

Household RoA

3100k - 8150 AI50k - 500k S500k - 51m 31m = §2m

Household Assets

PriceMetrix: A Winning Formula — Teams in Retail Wealth Management, October 2015
For illustrative purposes only. Past performance is not a guarantee of future results.

f2m - §5m E5m = 510m EY¥0m = §35m E25m+

' /DWS
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Be part of the journey
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THE GOALS-BASED
JOURNEY

For institutional use and registered representative use only. Not for public viewing or distribution.



POSITIONING WEALTH MANAGEMENT

Wealth
Accumulation

Wealth

Wealth Protection B niciipition/Transfer

BU”?N %g{ﬁtect Maintain Lifestyle

Develop a Lasting
& Impactful Legacy

For illustrative purposes only.

For institutional use and registered representative use only. Not for public viewing or distribution.
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Pay attention to
how it “feels™......

R A A A

For institutional use and registered representative use only. Not for public viewing or distribution. /24




Move from Client Reviews.....
to Client Strategy Meetings

nstitutional use and registered representative use only. Not for public viewing or distribution.



TEAM EDGE CONSULTING

CLIENT REVIEWS e | /DWS

For institutional use and registered representative use only. Not for public viewing or distribution. 26



EVOLVING INTERACTION e | /DWS
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For illustrative purposes only.
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CLIENT STRATEGY MEETINGS witowne | /DWS

* Discuss life changes

* Celebrations/losses

* Progress toward goals
 Adjust goals/plans

* Put markets in perspective
* Continuous Discovery

* Reinforce Value Proposition

* Demonstrate Irreplaceability

For institutional use and registered representative use only. Not for public viewing or distribution. 28
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Take care of the basics

For institutional use and registered representative use only. Not for public viewing or distribution. 29



THE BASICS

 Proactive contact

* Call cycles

» Professionalism

« Service

* Performance

* Financial Plan

* What used to be your Value Prop!

For institutional use and registered representative use only. Not for public viewing or distribution.
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Execute with template
precision &
efficiency.........deliver with

customization & care

THE RiTZ-CARITON®

nstitutional use and registered representative use only. Not for public viewing or distribution.




OPERATIONAL EXCELLENCE o | /DWS

Practice

New Client

Business
Development

Management
& Operations

Experience

For institutional use and registered representative use only. Not for public viewing or distribution. 32



BENEFITS OF SYSTEMS/PROCESSES

« Efficiency
 Consistency

« Scalability

* Creativity

« Operational excellence

McDonalds

For institutional use and registered representative use only. Not for public viewing or distribution.
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Pay attention to how

iz

For institutional use and registered representative use only. Not for public viewing or distribution.



LIVING YOUR VALUE PROP

* Proactive, systematic outreach
 Financial Plan

* Planning as a process

« Utilizing the platform

« Showing the team/resources

» Dashboard

* Checklist

For institutional use and registered representative use only. Not for public viewing or distribution.
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You can only be irreplaceable
to so many people

nstitutional use and registered representative use only. Not for public viewing or distribution.



Manage your energy or
it will manage you

nstitutional use and registered representative use only. Not for public viewing or distribution.



CLIENT ENGAGEMENT & CAPACITY

* Rule of 1440

* 93% Rule

« Comfort zones/Fear

* Positive reinforcement effect

« Family Office vs. volume business T aocation

Team management, §%
Team wadership, 5%
Wealth mansgement. 5%
Managing rrrestments, 5%

Admin & complance, 10%

Chient acquisition, 10%

For illustrative purposes only.

’ 4 s‘

Serviang chents, 60%

For institutional use and registered representative use only. Not for public viewing or distribution.
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HAVE A PROCESS FOR EVOLUTION

It is not the strongest of
the species that survives

nor the most intelligent,

but the one most

e [. nsine 1o cn . ] l'i :|1_ :

i [ "
il | LA T
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For institutional use and registered representative use only. Not for public viewing or distribution.
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You will become that which
you time block

For institutional use and registered representative use only. Not for public viewing or distribution.



Beware the silent killer......

' A Warning
A@ COMPLACENCY]

For institutional use and registered representative use only. Not for public viewing or distribution.
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Cultivate & convey a mindset
of conviction & gratitude

—
J |

s not happiness that
BP0 gs us gratitude.
e R ff’&ér&titudc that brings
us kappfncss.

For institutional use and registered representative use only. Not for public viewing or distribution. 42



OVERCOMING OBSTACLES it omime |/ DWS

“Saquon Barkley is
dominating the combine.”

At 6 feet, 233 Ib, Barkley is also an And Barkley ran a 4.40 in the 40-yard
explosive athlete, unusually so for a player dash, faster than Leonard Fournette and
his size. His vertical jump measured 41 Ezekiel Elliott's times in the previous two
inches, nearly three inches higher than combines.

Atlanta Falcons wide receiver Julio Jones,
according to NFL Research.

For institutional use and registered representative use only. Not for public viewing or distribution. 43
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Shaquem Griffin just ran the fastest 40-yard dash by a
linebacker ever, and everyone lost their minds

Shaquem LB
Gritfin 14

For institutional use and registered representative use only. Not for public viewing or distribution. 44



Dear NFL GMs,
Everything you need to know about me you can keam by going back to when | was eight years

old.
Shaquem Griffin
Seatth Seatawinn

S0 Jet me take you there.

[t was a Friday night in St. Petersburg, Florida, and I was sheeping - or at Jeast | was trying to. My
mind was going crazy because my twin brother, Shaquill, and | had a football game the next
morning, He was in the room with me, and he couldn’t sieep either, because if we won the next
day, we'd be in the playoffs. | had my covers pulled up over my royal blue home jersey - that's
right, | was sleepingin it. When | was a kid, [ always skept in my football jersey the night before a
game. That's how ready | was to play every Saturday.

“Nobody was ever going to tell me
that | didn’t belong on a football

field. And nobody was ever going
to tell me that | couldn’t be great.”

[ %

|l,\\HlK:I CONSULTING

' /DWS

For institutional use and registered representative use only. Not for public viewing or distribution.
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STEPS ON THE PATH TO
IRREPLACEABLE

* Assess

* Partners & resources
* Development plan

* Plan for evolution

* Time blocks

Your (egacy 4 every
(ife you ve touched.
Mgy Qugelon

For institutional use and registered representative use only. Not for public viewing or distribution.
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NEXT STEPS

* Assess your Client Engagement & Wealth Management processes
*ldentify 3 priorities

*Pick a deadline and accountability partner for priority #1

For institutional use and registered representative use only. Not for public viewing or distribution. | 47



Important Information e B CONSULTING

The opinions and forecasts expressed are those of John Cianciulli and may not come to pass.

Any mentions of specific securities are for illustrative purposes only and should not be considered a recommendation.

DWS and Team Edge Consulting are not affiliated.

This material is not intended to be a recommendation or investment advice, does not constitute a solicitation to buy, sell or hold a security or an investment strategy, and is not provided
in a fiduciary capacity. The information provided does not take into account the specific objectives or circumstances of any particular investor or suggest any specific course of action.

Investment decisions should be made based on an investor's objectives and circumstances and in consultation with his or her advisors.

War, terrorism, sanctions, economic uncertainty, trade disputes, public health crises and related geopolitical events have led, and, in the future, may lead to significant disruptions in US
and world economies and markets, which may lead to increased market volatility and may have significant adverse effects on the fund and its investments.

All investments involve risk, including loss of principal.

Investment products: No bank guarantee | Not FDIC insured | May lose value

The brand DWS represents DWS Group GmbH & Co. KGaA and any of its subsidiaries such as DWS Distributors, Inc., which offers investment products, or DWS Investment Management
Americas, Inc. and RREEF America L.L.C., which offer advisory services.

DWS Distributors, Inc.

222 South Riverside Plaza Chicago, IL 60606-5808
www.dws.com service@dws.com

Tel (800) 621-1148

© 2025 DWS Group GmbH & Co. KGaA. All rights reserved. R-081266-7 (2/25)

For institutional use and registered representative use only. Not for public viewing or distribution.



COMMITMENT TO YOU

(. 9\/ MARKET
.

Learn more about DWS Value
Multipliers by visiting us at:

https://www.dws.com/en-
us/resources/advisor-support

For institutional use and registered representative use only. Not for public viewing or distribution. \ 49



