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A new approach to discovery
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Clients’ needs are becoming increasingly complex and the advisor landscape is becoming ever more competitive.
We have created a set of tools to help you close new business, engage clients, uncover hidden assets, retain clients,

and help manage fiduciary risk.

CLOSE NEW BUSINESS

Expected wealth transfer
in 45 million families by

to be significant
beneficiaries.

ENGAGE CLIENTS

[ /1/ $68 trillion’ Q 50%2

Of High Net Worth (HNW)
investors who engage in
2042. Women are expected financial planning, even
though 80% say they want to.

three years.

UNCOVER HIDDEN
ASSETS, RETAIN CLIENTS

T 2702

Of HNW investors plan to
switch advisors in the next

HELP MANAGE
FIDUCIARY RISK

X

50%3

The average investor
fails to identify 50% of
their top priority goals

"Source: "The $68 Trillion Dollar Opportunity: Understanding the Implications of Multigenerational Wealth Transfer." Cerulli Associates, 2018
2Source: "How do you Build Value When Your Clients Want More than Wealth?" 2019 Global Wealth Management Research Report, EY, 2019
3Source: "Mining for Goals: How Behavioral Nudges can Help Investors Discovery More-Meaningful Goals," Morningstar, 2018
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WEALTH WELLNESS WHEEL

Gain a comprehensive view of your client's
life goals, circumstances and preferences
that have wealth implications

Create/Update my Will

Plan for My Retirement
Lifestyle

Lifestyle and Leisure
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39 DISCOVERY CARDS

|
Discover your client's top priorities by
engaging them in a quick exercise of
sorting and prioritizing the deck of cards

DISCOVERY WORKSHEET

]
Capture the details clients share about their
top priorities, where family members differ
in their priorities, the assets clients reveal
during the discussion
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Best practices for using the discovery cards & worksheet

Close new business, engage clients, uncover hidden assets, retain clients, and help manage fiduciary risk.
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1 e CREATE TWO STACKS

Ask the client to sort the Discovery Cards into two
stacks:

< Things that are “Important And Concerning To
Me Right Now”

< Things that are “Not Important Or Concerning
To Me Right Now

BE CAREFUL NOT TO MISS
ANYTHING

Do not remove any cards from

the deck—or you might miss an
important detail in your clients’

priorities, circumstances and preferences.
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40 THE RESULT: TRUST & LOYALTY
Engaging your clients to identify and articulate
their priorities, and then helping them address
those priorities, will build trust and loyalty.

HOW OFTEN SHOULD I DO
DISCOVERY?

Go through this exercise every
12-18 months, especially with your
top clients, to ensure you are on the
same page.
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2 e |.D. TOP THREE PRIORITIES
Ask the client to re-sort the stack of “Important
And Concerning To Me"” cards and identify
only the Top Three Priorities that they are most
concerned about right now.

WORKING WITH COUPLES OR
MULTIPLE GENERATIONS?

Give each person their own deck of
cards to sort. This will give you—and
them—the opportunity to uncover
where their priorities overlap, and where they
don’t. Facilitating and mediating this important
conversation will help you earn their trust and
loyalty—and may improve their planning and

wwesting success.
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3 e GO DEEPER

Focus on the Top Three Priorities. Ask open-
ended questions to uncover the underlying
emotion and motivation sparked by the Top Three.
Start scribing! Use the worksheet to capture these
details.
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GO-TO OPEN-ENDED QUESTIONS

« Tell me more about these top
three priorities.

* Which other family members =
need to be involved?

* How would you and your family feel if we
accomplished these goals?
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Learn more!

We are passionate about helping you build the business you want, whether that
means building more efficient processes, improving client relationships, or simply
freeing up more of your time.

To learn more on how we can help elevate your business, please contact your
Russell Investments team at 800. 787.7354 or visit russellinvestments.com.

IMPORTANT INFORMATION AND DISCLOSURES FOR FINANCIAL PROFESSIONALS IN THE UNITED STATES

Please remember that all investments carry some level of risk, including the potential loss of principal invested. They do not typically
grow at an even rate of return and may experience negative growth. As with any type of portfolio structuring, attempting to reduce risk
and increase return could, at certain times, unintentionally reduce returns.

Diversification and strategic asset allocation do not assure profit or protect against loss in declining markets.

Russell Investments’ ownership is composed of a majority stake held by funds managed by TA Associates with minority stakes held by funds
managed by Reverence Capital Partners and Russell Investments’ management.

Frank Russell Company is the owner of the Russell trademarks contained in this material and all trademark rights related to the Russell
trademarks, which the members of the Russell Investments group of companies are permitted to use under license from Frank Russell Company.
The members of the Russell Investments group of companies are not affiliated in any manner with Frank Russell Company or any entity
operating under the “FTSE RUSSELL" brand.

Russell Investments Financial Services, LLC, member FINRA, part of Russell Investments.

Copyright © 2019 Russell Investments Group, LLC. All rights reserved. This material is proprietary and may not be reproduced, transferred, or
distributed in any form without prior written permission from Russell Investments. It is delivered on an “as is” basis without warranty.
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