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Key Highlights from Q4 2021

Investment Updates
Intergy Private Wealth launches in
Colorado Springs, CO * Dynasty Revolution Growth IV Access Fund opens

X i *  Model Management Overlay program allows advisors to build custom model portfolios using a
Dyn'asty Fa m_'IY Dynamics Wealth' variety of mutual funds, exchange traded funds, and equities while outsourcing the model
Advisory Training Program featuring management to the Dynasty TAMP overlay team

Legacy Capitals kicks off *  Onboarded Neuberger Berman Direct Indexing and Tax Managed Strategies to the SMA
Dynasty launches Advisor to CEO program

Program in collaboration with MIT

Sloan School of Management

Sweet Financial Partners launches in
Fairmont, MN Available Recordings

QR
BORNTO

: ERFURM takes place in Nashville, TN *  12/13/21: EXCLUSIVE Network Panel — The Evolution of the RIA

2021 Dynasty Investments Forum » 10/19/21:BlackRock — Build Your Business for the Future

e 12/16/21: Dynasty Advisor to CEO Program: Self-Assessment — Introducing the Kolbe Index

P e, 17

] m]vEMBE Dynasty introduces end client referral

| wasmLe. ™ —-
FORUM ~ sewrn o program — Dynasty Connect Community Events

Zoltan Pongracz tucks into Procyon e 1/31/22-2/2/22-2022 Partners Summit in St. Petersburg, FL

Partners

Breakaway Launches & Recruits in Q4

Launch
Dynasty & MarketCounsel * 10/1/21:Intergy Private Wealth — Colorado Springs, CO
announce strategic partnership with sintergy Frivate fea olorado Springs,
S l ] | a rt SmartRIA® e 11/1/21:Sweet Financial Partners — Fairmont, MN
R I A Dynasty submits bid to develop real Recruits
estate site by Tropicana Field in St. e 11/30/21: Procyon Partners tucks in Zoltan Pongracz to Shelton, CT office
December Petersburg, FL
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https://www.youtube.com/watch?v=9j7ChrdAVoQ
https://www.youtube.com/watch?v=QR0YyOXQJW0
https://dynastyfp.zoom.us/rec/play/YrHIo7PynjxaB_aixOnFZMNuva0wC03_tjnaGlRIW2In0mzPILlqH1cxQOSi6-TiFYrkrb13jGwMAuRs.4OVI26WIjPTqjxhq?startTime=1639683010000&_x_zm_rtaid=tYQhfHTCSY-cimq8szMS8Q.1640024311119.505ca0d62606fd38e80b80c83289ca6e&_x_zm_rhtaid=706

Dynasty Practice Management 2021: A Year In Review

66

Throughout 2021 Dynasty rolled out a
number of Practice Management tools,
webinars, training programs, and educational
content. As we close out the year, we would
like to take a moment to highlight some of
those new items that were made available to
the Network.

If you are interested in accessing and/or
participating in any of these offerings in
2022, please do not hesitate to contact your
Dynasty Relationship Manager.

The goal of Dynasty Practice Management is
to help our Network Firms grow and scale by
fully professionalizing their businesses. We
believe this is best accomplished by sharing
ideas and best practices across the Dynasty

Community.
9

2021: AYEARIN REVIEW

\2 &) Dynasty Roundtable Series launched
TasLe "@/

Webinar: Maintaining a Grow Culture Across
Different Office Sites and Screens
featuring Alliance Bernstein

Webinar: A Disciplined Approach to Growth
featuring Dimensional Fund Advisors

Exclusive webinar: 2021 RIA Report
and
Insights Heading into Q3 distributed to the Network

THE GOAL OF DYNASTY PRACTICE
MANAGEMENT IS TO HELP OUR NETWORK
FIRMS GROW AND SCALEBY FULLY
PROFESSIONALIZING THEIR BUSINESSES

Dynasty Practice Management
offerings announced to the Network

Emerging Advisor Growth Series kicks off
featuring The Oechsli Institute

Webinar: Aligning Incentives and Value Creation
featuring Advisor Growth Strategies

2021 Dynasty RIA Report released to the
Network

Dynasty Practice Management
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1Spectrem Group, High Net Worth Insights. November 2021.




Dynasty Practice Management 2021: A Year In Review

Emerging Advisor Growth Series concludes
Certificates and gifts mailed to program graduates

Webinar: Priceless - The Language of Value
featuring Invesco

Insights Heading into Q4 distributed to the Network

Dynasty Family Dynamics Wealth
Advisory Training Program launches
s featuring Legacy Capitals

o somasy

FAMILY DYNAMICS

WEALTH ADVISORY
[t

Exclusive webinar: The Evolution of the RIA
featuring three Network panelists

Insights Heading into QI distributed to the Network

Webinar: Financial Planning for Caregivers and
Individuals with Disabilities or Special Needs
featuring Voya Investment Management

Dynasty RIADiagnostic.com goes live

B

F, &

Webinar: Build Your Business for the Future
featuring BlackRock

Dynasty Advisor to CEO Program announced

A MIT
Dynasty MANAGEMENT
Program EXECUTIVE EDUCATION

Advisor to CEO Program webinar:
Self-Assessment - Introducing the Kolbe
Indlex

66

The Dynasty Network is filled with
tremendous talent, and it is Practice
Management's role to share the invaluable
experience of our Network and resource
partners with the broader Dynasty
Community so that we can learn from one
another and grow together.

We will remain committed to this goal and
approach as we enter 2022. To better serve
the Dynasty Network and continue to build
educational, engaging, and exclusive Practice
Management content, your input is critical.
Please do not hesitate to share your
thoughts with us so that we may continue to
evolve our services. ”

Dynasty Practice Management
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Industry Trends and Recommendations

Information on the Dynasty
Advisor to CEO Program

Slide 8

Women Investors:
Segments & Services

Insights Heading
Into Q1 2022

Millennial Investors: Proud &

Q Guilty About Their Wealth

Slide 10-11

Words Matter: Positioning
Building Out Specialized Services: Titles & Services to Clients
What Clients Desire vs. What
Clients Actually Value
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Dynasty Advisor to CEO Program
The goal of the program is for Network CEOs to see Dynasty as the crucial partner to help them develop the leadership skills necessary

to be a successful CEO. This will be accomplished in collaboration with the MIT Sloan School of Management.

Openness to share
successes, and in some
cases failures, within CEO

12.:[ @ Fireside Chats
& o
N

Strong desire to 9 \
improve CEO
skillset Dyn aSty '

Current CEO or
significant decision-
making leader within a
Dynasty Network firm

Willingness to complete
e a Kolbe Assessment and
— discuss the results,

possibly including staff

Program

Willingness to Ongoing commitment
actively engage in to learning
CEO Roundtables

' Dynasty Practice Management dynasty



Dynasty Advisor to CEO Program

Six-step process for rolling out the Dynasty Advisor to CEO Program.

4
3 T
2 &

A
\)o
Do
/)o

(

Used to tee-up the

& on-campus event
CEOs to share business Timing: Jan. 31*,
and leadership success 2022

Regular small group stories amongst peers

discussions on Timing: Winter
leadership topics for
CEOs only
CEOs, and possibly broader Kicked off in
team members, to complete
the Kolbe Assessment

Timing: Open now!

5 @R
One-on-one

coaching offered to
interested CEOs
Timing: Follows
MIT event

3-day event for 25 CEO
participants on MIT’s
Sloan School of
Management campus
Timing: May 11th-13th,
2022

December (ongoing) ‘

Dynasty Practice Management
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Women Investors: Segments & Services

How to identify one of the largest, most influential, and often underserved client segments and how to appropriately position your

services to win business.
Women Investor Segments!

o o

—
EARNING PARENTING J CAREER
STATUS - STAGE ACTIVITIES PATH

Breadwinner New mother Lawyer
Married contributor Empty nester Exercise/Sports Corporate Executive
Single-run household Grandparent Volunteering Business Owner

Services Services Services Services

* Insurance & risk * Education funding * Charitable giving * Concentrated equity * Asset-division optimization

management * Life insurance coverage strategies solutions * Post-divorce planning
* Retirementincome evaluation * Retirement lifestyle * Tax-reduction strategies * Estate planning modification

planning * Estate planning planning * Business transition &  Cash flow management &
e Account aggregation * Elder care & longevity succession planning budgeting

& cash flow analysis planning * Debt management *  Employee benefits

* Survivor Benefit Plan optimization
analysis * Career coaching & salary

negotiation

Dynasty Recommendation

Women make up half the client population, but they’re not a single market, so they shouldn’t all be approached in the same way. Dynasty
recommends segmenting women into ideal client personas so that you can build authentic connections with them. By doing so, you can tailor
your prospecting approach with a specific set of services that align with their values, goals, and priorities. Talk to your Dynasty Marketing
Manager about how Dynasty Marketing Services can help your firm build out custom campaigns to target segments of women investors.

n Dynasty Practice Management dynasty

1Cerulli Associates & Schwab Asset Management, Best Practices for Advisor When Working with Women Investors. September 2021.




Millennial Investors: Proud & Guilty About Their Wealth

Many of the differences between Millennials and older generations boil down to culture, which includes views on wealth and ideals.!

of Millennials with a net worth between $100k to $25mm
are proud of their wealth because they feel they earned it;
this closely aligns with 71% of Gen Xers

Most Millennials and Gen
Xers believe that individuals
born into low-income homes
are at educational and
economic disadvantages to
those born into middle- and
upper-class households.

of those same Millennials feel guilty about their wealth,
while only 33% of Gen Xers feel guilt

of Millennials believe that wealth inequality in America is a
major issue

- Dynasty Recommendation \

For the Silent Generation and Baby Boomers, home ownership and a college degree were important ideals in order to
achieve the American Dream. But the American Dream has evolved for younger investors, as they see real estate and
education as table stake items. They are fortunate enough to aim at even higher societal ideals, like solving for wealth
inequality. Dynasty recommends that firms have a financial literacy focus within their local communities. In addition, talk
to the Dynasty Investments Team about Ethic, a resource partner that can help tailor investment portfolios to demonstrate
to Millennials how capital markets can be a force for good and help address the defining issues of our time.

|\ J/

n Dynasty Practice Management dynasty

ISpectrem Group, High Net Worth Insights. October 2021.




Words Matter: Positioning Titles & Services to Clients

As the wealth management industry continues to evolve, titles and services must evolve with it. It’s important to know that clients DO
have a preference in what they call their financial provider as well as how financial advice is positioned.!

Preferred Title for Wealth Most Appealing Descriptions for
Management Service Wealth Management
Provider

Financial Advisor 72% Wealth Management Services > I N 34%

Financial Management Services | NN 0%

Financial Planner 31%
Financial Planning Services | I 13%
Wealth Manager 299
g % Financial Advisory Services I 12%
Financial Consultant 25% Investment Management Services I 8%
Asset Management Services I 6%
Investment Manager 21% & ’

Private Client Services [l 5%

Trust Officer 3%
Wealth Advisory Services W 2%

Private Banker 2% Private Banking Services 1 1%

Dynasty Practice Management dynasty

1Spectrem Group, High Net Worth Insights. November 2021.



Words Matter: Positioning Titles & Services to Clients

Invesco Global Consulting teamed up with political consultant and word specialist, Maslansky + Partners, for a 6-month study on what
investors want and how they would like financial advisors to respond. Here is what they found?...

Be smart with my :(ejlrz EZ::VE:; Show me

money money progress

Investors like the use of the
word smart (e.g., smart
phone).

Investors favor full-service firms
and full-service to them means
having a financial plan.

Investors feel most confident
when they hear that you
have laid out and kept them
on a path to achieving their

To investors, goals, more so than working

When talking about the financial

smart = plan, investors prefer hearing in their best interest or
cost efficient about the firm’s approach over its helping them set goals.
+ mission or values.
high value.

More than anything,
investors want to know that
they are on the right track.

In addition, investors like the use of
progressive strategies and
understand what financial

professional managed account
means over discretionary account.

Dynasty Recommendation

From time to time, Dynasty recommends reevaluating firm titles and how services are positioned on your website, social media outlets,

collateral, and in conversation. Even though this may seem trivial, messaging is crucial to retaining existing clients, as well as attracting new
prospects. Talk to your Dynasty Marketing Manager about reviewing your current marketing collateral and strategic messaging.

Dynasty Practice Management
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Building Out Specialized Services: What Clients Desire vs.
What Clients Actually Value

In a recent Spectrem Group study, investors were given a list of financial offerings and were asked which services they desired from
their financial advisor. They were then asked which services they actually valued from their financial advisor. The results were telling...

Services Desired vs. Services Valued?

Investment Management 889 92%

Financial Planning 839% 92%

i Tax Planning Advice 1% 89%

Estate Planning Advice 68% 91%

Estate Settlement Advice 56% 92%

Wealth Transfer AdVICe 54% 93%

Value Drivers
A

I ES] Y =T VLo e — 54% 90%

- Banking CEVICES I — R 51% 76%
Long Term Care Insurance Advice m ————————— /| 37/, 83%
Non-Liquid Asset Management e,  s—————— 3 30/, 87%
Life Insurance Advice e ———— 319/, 76%
Property & Casualty Insurance Advice m ——— 31, 70%
Charitable/Philanthropic Planning m.—___——s— 3%/, 87%
Real Estate Advice e — — 0%, 77%
Health Insurance Advice e — — — — s s——————— 3%/ 65%
Educational Financing Advice e —_— > 3%, 82%
Loan & Credit Management m.-—___——————— > /%, 84%
Business Succession Planning  me-——>1%, 80%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Desired H Valued
Dynasty Practice Management dynaStv

ISpectrem Group, High Net Worth Insights. November 2021.



Building Out Specialized Services: What Clients Desire vs.
What Clients Actually Value

p—————— Firms Offering Specialized Services!?

90%
80%
Over the years, firms have begun to 80% 73% . 75%
offer specialized services to 70% 65%68A' 67%
strengthen their value propositions. 60%
As these services become more
commonplace, the services alone 50%
may no longer provide the same 40% 34% m 2016
level of differentiation. Firms are 30% 27% 2020
realizing it’s the overall client
experience they enhance with the 20%
addition of these services that 10%
creates value differentiation. 0%
% Tax Planning Bank Deposits Estate Family
O 0,0 & Strategy Planning Education
X
4 Dynasty Recommendation N

.

As you can see from the previous slide, if you ask clients what they want, they will likely say they want everything. When you
ask clients what they value, they will likely say a select few things. If you are contemplating building out specialized or family
office services to enhance your value proposition, Dynasty recommends asking clients what they value. In addition, Dynasty
recommends starting with a few key value differentiators (tax, estate, trust, banking services) so that you don’t spread the firm
thin. Know that your competitors are also building out these offerings, so you must execute on these new services extremely
well, especially if you're going to dedicate time, effort, and financial resources. If you are exploring building out
specialized/family office services, talk to your Dynasty Relationship Manager about potential strategies.

J
Dynasty Practice Management dynasty

1Charles Schwab: 2021 RIA Benchmarking Study Insights
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PRACTICE MANAGEMENT

Important Disclosures

Dynasty Financial Partners, LLC is a privately-owned limited liability company located in New York City and St. Petersburg, FL
that provides services either directly or through third party contractual arrangements to a network of independent investment
advisors. Dynasty’s wholly owned subsidiary Dynasty Wealth Management, LLC (“DWM”) is registered as an investment adviser
with the Securities and Exchange Commission and Dynasty functions through DWM as required when providing investment
advisory services to the advisors within its network. SEC registration does not constitute an endorsement of the firm by the
Commission, nor does it indicate that the adviser has attained a particular level of skill or ability.

This Presentation is for informational purposes only and does not constitute an offer to sell or the solicitation of an offer to
purchase any security or investment product or services. The content of this Presentation is provided solely for your personal
use and shall not be deemed to provide access to any particular transaction or investment opportunity. Dynasty does not
intend the information in this Presentation to be investment advice, and the information presented in this Presentation should
not be relied upon to make an investment decision. Any third-party information contained herein was prepared by sources
deemed to be reliable but is not guaranteed.

The information provided in this Presentation is not intended for distribution to, or use by, any person or entity in any
jurisdiction or country where such distribution or use would be contrary to law or regulation or which would subject Dynasty,
its affiliates, employees, directors, officers or agents to any registration requirement within such jurisdiction or country.
Dynasty Financial Partners does not provide legal, tax or accounting advice. Any statement contained in this communication
(including any attachments) concerning U.S. tax matters was not intended or written to be used, and cannot be used, for the
purpose of avoiding penalties under the Internal Revenue Code and was written to support the promotion or marketing of the
transaction(s) or matter(s) addressed. Recipients should obtain their own independent tax advice based on their particular
circumstances.
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