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Presenter Notes
Presentation Notes
Redesign/new voice goals:
Lean into the overall theme of “cool technology and human connection” (not those words) throughout
We want to get right into the technology overview, but let’s preview the human connection from the start, visually and with a new title. Options:
Comprehensive Technologies, Dedicated Support
Comprehensive Technologies, Human Insight
Comprehensive Technologies, Expert Support (my suggestion)
Overall, we want to move away from titles that just announce the topic area and instead summarize the claims for each section
Note: he said they don’t necessarily need to have the RBC badge on each page, but we should definitely lead with it in these opening slides



I AGENDA

Wealth Planning Retirement landscape

The advice your clients want. Your business future

The differentiator your business needs.
d RBC support and resources
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I Retirement landscape

America is getting older and living longer.’

/-<\ Retirement confidence has declined.?

. @ Top two retirement concerns: running out
The data |S of money and managing health.3
C l.ea I. % Generating retirement income is more
complex than ever.?

“Financial freedom” in retirement
highly anticipated.”

US Congressional Budget Office. 2Employee Benefit Research Institute, Retirement Confidence Survey 2023. 3EBRI’s Retirement Confidence Survey, 2023.
42022 Goldman Sachs Retirement Survey. °RBC Private Client Group.



I Retirement landscape

% Planning provides piece of mind.’
Th € d ata Most agree they need retirement advice.?

| S C l.e a I‘. — Most agree it’s hard to foresee full
financial needs.3

'BlackRock Read on Retirement, 2023
2,3RBC Private Client Group



Your Business Future



I Your business future

There are
perennial
business
challenges.
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Creating deep, rich client experiences.
Dealing with the next in line.

Growing and retaining your business.
Being meaningful, relevant at point of sale.

Compliance: SEC, Best Interest, DOL, etc.



I Your business future

Offering Wealth
Planning helps you
address common
business challenges.
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Helps identify a client’s goals and motivates
them to take action.

Builds trust and stronger relationships .
Creates new revenue opportunities.

Differentiates your practice with a problem-
solving value-add.

Generates more referrals.



Your business future

Financial planning is the X-factor.

Existing advisors with 100+ plans do: Council member advisors with 100+ plans’

5. 1 X greater net new assets 2 2X greater production 1 .2X greater net new assets

- 1 4X greater production
(trailing-12 month) (trailing-12 month)

1 9X greater total assets 53X greater CAL facilities/lines 1 . 1 X greater total assets 4 3X greater CAL facilities/lines

1 5X greater mix of 1 08X greater insurance 1 3X greater mix of 3OX greater insurance

business in fee-based production business in fee-based production

...than existing advisors with 0 to 30 plans ...than existing advisors with 0 to 30 plans

'Data as of January 2023, excludes prospects, closed accounts and clients in RBC Advantage, IMM/ EMM, other corporate ReplDs



Your business future

Financial planning = productivity

Average Advisor Production by
Number of Goal Plans

$561 ,061 $590,598

4to 8 plans
per month

2to 4 plans

$424’ 1 06 per month
$361 ’559 1to 2plans

Fewer than 1 plan per month
per month

Source: “The ROI of Financial Planning” 2019 study, Kehrer Bielan Research & Consulting and Raymond James Financial Institutions Division

More than 8 plans per
month
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RBC Support and Resources



I RBC support and resources: planning as a service

Input client/
prospects
MoneyGuide
questionnaire.

Work with financial Include a Retirement
advisor to discuss the Funding Sensitivity
results and answer (RFS) document.

questions.

REQUIREMENTS

All participants must be a
MoneyGuide subscriber.

RBC will not meet with
client or prospect or provide
investment or tax advice.

RBC C&C is not responsible
for the validity of the data
provided by your client or
prospect.
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I RBC support and resources: Envestnet MoneyGuide

Select your Goals by dragging them into the box below and dropping
them into the appropriate section as a Need, Want or Wish. Reorder your
goal's importance level by dragging and dropping them in the desired o
order of importance (we've already added the Basic Living Expense Goal Begin with the most popular Goals: 2]
for you). Then click each Goal to enter the information that makes it

®» "B % =

£+ Options
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Change Goal Entry method: m

& D

Travel Car Leave Bequest Celebration Private School College Provide Care Major Purchase
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Wedding Start Business New Home Other Gift or Donation Home Improvement Insurance Policy
Premium

Ross & Kate's Goals

Needs Wants Wishes

5 5 5 x
Retirement - Basic Cruises
Living Expense

§ When both are retired $11,000

Ross (2050) 65 Recurring every year for
Kate (2050) 65 atotal of 15 times

Mortgage Reduction of

$19,200 (2040) ® ST
Both Retired (2050- $142,524 Kate's Lexus A |
2077) -~ |
Kate Alone Retired $114,024 When Kate retires $42,000 J‘ /4
(2078-2079) Recurring every 7 years [ J/‘

for a total of 3 times
x
Health Care *
> = Discretionary
Both Medicare (2050- $9,973 @ = spending
2077)
Kate Alone Medicare $6243 A When Ross retires $15,000
(2078-2079) Recurring every year
until end of Ross's plan
X

Ross' Tahoe
When Ross retires $9,600

Recurring every year for
a total of 25 times

Timeline Hide Detail

y x
Gifts to Jacob
When Ross retires $10,000
Recurring every year
until end of plan

. x
Kitchen Reno
When both are retired $55,000

FEATURES

Set goals
Select expectations
Identify concerns

Plan with confident
scenarios

Build solid retirement
strategies



RBC Black: world-class solutions on one integrated platform

FEATURES

RBC BLACK is a multi-custodial wealth
management solution that brings together
account aggregation, planning, risk analysis
and customer relationship managementin
one unified platform.

Platform vendors include:

CircleBlack

MoneyGuide

Nitrogen

Redtail

Wealthbox
$12,497,340 | Right Capital

® BillFin

Benefits Include:
Fully supported by RBC
Accessed from RBC Nexus
Deeply integrated
Affordable

14



I Wealth planning

The advice your The differentiator your
clients want. business needs.
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Start creating
financial plans...today.




Important disclosures

The content of this presentation is for informational, internal use only by correspondent services and advisor services firms and their Financial Advisors, and
must not be construed as investment advice, or an offer to buy or sell securities or any products or services mentioned. RBC Correspondent Services and
Advisor Services reserves the right to change the contents of this presentation, its policies and procedures, and individual program services and requirements
without notice. Employees of correspondent services and advisor services firms are responsible for following their firm’s policies and procedures, including,
but not limited to those pertaining to suitability and communications with the public.

The content of this presentation is for informational, internal use only by correspondent services and advisor services firms and their Financial Advisors, and
must not be construed as investment advice, or an offer to buy or sell securities or any products or services mentioned. RBC Correspondent Services and
Advisor Services reserves the right to change the contents of this presentation, its policies and procedures, and individual program services and requirements
without notice. Employees of correspondent services and advisor services firms are responsible for following their firm’s policies and procedures, including,
but not limited to those pertaining to suitability and communications with the public.

RBC Credit Access Line is a securities-based, demand line of credit offered by Royal Bank of Canada, an Equal Opportunity Lender and a bank affiliate of RBC
Capital Markets, LLC. Securities-based loans involve special risks and are not suitable for everyone. To review more details pertaining to the risks and

considerations, please visit: https://www.rbcwealthmanagement.com/us/en/legal/rbc-credit-access-line

RBC Capital Markets, LLC, is a wholly owned subsidiary of, and separate legal entity from, Royal Bank of Canada. Royal Bank of Canada does not guarantee
any debts or obligations of RBC Capital Markets, LLC.

RBC Clearing & Custody, a division of RBC Capital Markets, LLC, Member NYSE/FINRA/SIPC.
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