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Presentation Notes
It’s truly an honor to be here with so many of the top financial advisors in the country. 

This conference is about more than sharing ideas; it’s about challenging ourselves, learning from one another, and taking our businesses—and our lives—to the next level.

Over the next 40 minutes, I’m going to share what we’re doing at our firm, how we’re doing it, and more importantly — how you can too.
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It is truly an honor to be here with so many of the top financial advisors in the country.
This conference isn’t just about sharing ideas.
It’s about challenging ourselves.
Learning from one another.
And taking our businesses—and our lives—to the next level.
The next 45 minutes have the potential to change your life—personally and professionally.
Not because of me.

But because of the questions we’re going to ask—and whether you’re willing to answer them honestly.
And I appreciate you being here, because you’ve done something incredibly valuable today:
You’ve given up a piece of your life.
Time is the only non-renewable asset we have—and you chose to spend it here.
So let’s make it worth it.



Everything I'm going to share today comes down
to three simple—but uncomfortable—questions.
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Answer those honestly—and act on them—and you can build as much success as you want, however you define success.
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WHY SHARE WHAT WE DO

Helping others succeed lifts the

orofession RJ has a culture of sharing. Most won't do the hard work.

© racE04 @
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Some of you might be thinking:�Why would someone get up here and share what they’re doing?

Three reasons.
First, success is not a zero-sum game.      Second, this firm has a culture of sharing.
�And third—and let’s be honest— Most people won’t do the work.

The path is simple. But it is not easy.




SUCCESS IS SIMPLE... BUT NOT EASY

Building an exceptional
practice takes discipline,
consistency, and persistence.

Do you want to move from
good...to great... to truly
exceptional?



Presenter
Presentation Notes
Success is like losing weight.
The formula is simple:�Burn more calories than you consume.
So why don’t more people do it?
Because it’s hard.�It requires discipline.�Consistency.�Sacrifice.
Building an exceptional practice is no different.




The Best Time—
and the Biggest Threat

THE PERFECT STORM

o Fewer advisors in the profession
O More money in motion

o Tech enabling personalization at scale

=+ FINANCIAL SERVICES
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There has never been a better time to be in our profession.
And there has never been a bigger threat to what we do.
We are at a pivotal moment—a perfect storm:
• Fewer advisors in the profession
• More money in motion than ever before
• Technology that allows us to scale personal experiences
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THE INDUSTRY LANDSCAPE

38% managing 42% of assets
retiring in 10 years
Average advisor age: 57

Failure Rate 70% - 80% new
Advisors

$84 trillion wealth transfer 55' [e7® 20% of CFPs over age 70
coming &es

5% under the age of 30.

© racE07 @
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Let’s look at the reality:
Roughly 300,000 advisors in the U.S.
Average age: 57
Nearly 40% of advisors will retire in the next decade
By 2034, a shortage of 90,000–110,000 advisors
Cerulli – 70% of new advisors fail and leave industry within 3 years – some blogs suggest 80% - 90%




$84 TRILLION WEALTH TRANSFER

$84 trillion changing hands in
20 years

Clients want trust, guidance, and

S5 — 7 trillion of privately held simplicity

business ownership value changing
from 2026-2030.
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A $84 trillion wealth transfer underway   The opportunity is massive.
But here’s the truth:
These next-generation clients are not looking for products.�
They need a relationship.
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Technology Has Already Replaced Most of What We Do

Portfolio analysis
 Optimization
» Social Security strategies

« Withdrawal modeling

« CASE STUDY SARAH

@ rPrcE? @



Presenter
Presentation Notes
Let’s be honest.
Technology has already replaced most of what advisors used to do.
Portfolio analysis.�Optimization.�Social Security strategies.�Withdrawal modeling.

Bridgwater guys – 
Portfolio analysis
Efficient frontier optimizer
Estate planning
Free AI Assistant and active recommendations $20 per month- $30 B in assets now
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Bridgewater Folks - Boldin

» Portfolio analysis
» Efficient frontier optimizer
» Estate planning

Free

» Al Assistant and active recommendations $20 per month-
$30 B in assets now

» Boldin- 450K people have built plans and managing more
than $300B
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We are trying to create something that
Nno human advisor could ever match—
personalized, unbiased, cost-effective
financial advice for everyone.

Our passion for transparency also led us
to launch the "Financial Advisor Horror
Stories" series, highlighting real-life
experiences of people who have been let
down by biased and/or expensive
advisors.

(© PAGEOT] ’
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Boldin- 450K people have built plans and manage more than $300B  - 
Some clients aren’t leaving financial advisors because of performance.
They’re leaving because they don’t feel seen.


https://portfoliopilot.com/horror-stories
https://portfoliopilot.com/horror-stories
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We Are Just At The Beginning

Traditional Al

Agentive Al

Waits for commands

Anticipates needs and acts on its own

Offers insights or answers

Takes action toward your goals

Works in a single moment

Operates over time, learning from interaction
history

Example: ChatGPT answers a question

Example: Al assistant moves funds to meet

savings targets

@rrcE0120Q
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The AI notices your cash account is too large, suggests moving funds into higher-yielding investments, and (with permission) executes the transfer.

In November, the AI detects unrealized losses in a tech ETF and proposes selling it to offset capital gains. It then swaps into a similar ETF (not substantially identical) to maintain exposure while staying compliant with wash-sale rules.

Rather than waiting for Sarah’s action, the AI:
Can initiate transfers, trades, and document submissions (with appropriate permissions)
Handles routine tasks: rebalancing, RMD distributions, tax document collection
Notifies her post-action, not pre-action (e.g., “We've rebalanced your IRA today to reduce volatility based on current market stress indicators.”)



O
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USE TECH TO ENHANCE RELATIONSHIPS

Tech Stack

JUMP Al

Calendly

POWDER / VRGL

O

O

O

O

Salesforce FSC

Holistiplan / TaxStatus

fpAlpha

ChatGPT / Grok

(ﬁ\CARVER
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Tech doesn’t create growth – but it can help scale by creating efficiencies
Technology doesn’t replace us — it amplifies us.
Hand out for discounts


@ CARVER

Branch Third-Party Suppliers = SAANE

Consultative Solutions & Guidance

Enhanced Branch Third-Party Supplier Request Process
« RJInet page outlines what the review process entails, Branch Manager/Branch Supervisor
responsibilities, exemptions to policy, & differences between suppliers on the Preferred list vs. those
notated as approvable, but Non-Preferred.

NEW Submission Form
 Type ahead the Product Name to see whether a product has been previously reviewed, whether it

Is approvable and anticipated conditions of use

RIFS Supplier Solutions Directory outlines RJ Provided tools/services and tools/services on
the Preferred Supplier List.

NEW briefing paper to assist with understanding supplier review expectations prior to

submission.
« Ifasupplier has not previously undergone review (as indicated in the submission form),
understand the process and what the supplier needs to engage in to help streamline review.

Dedicated support: Third-PartySuppliers@raymondjames.com



https://rjnet.rjf.com/ResourcesandSupport/SupportCenters/Third-Party-Supplier-Support/RJFS-third-party-supplier-directory/RJFS-Third-Party-Supplier-Request-Process
https://rjnet.rjf.com/ResourcesandSupport/SupportCenters/Third-Party-Supplier-Support/RJFS-third-party-supplier-directory/RJFS-Third-Party-Supplier-Request-Process
https://rjnet.rjf.com/ResourcesandSupport/SupportCenters/Third-Party-Supplier-Support/RJFS-third-party-supplier-directory/RJFS-Third-Party-Supplier-Request-Process
https://raymondjames.service-now.com/sprjf?id=sc_cat_item&sys_id=98904f8ddb468214384492ccd3961914&sysparm_category=bd3eac081be596102f72646fbd4bcbfc
https://raymondjames.service-now.com/sprjf?id=sc_cat_item&sys_id=98904f8ddb468214384492ccd3961914&sysparm_category=bd3eac081be596102f72646fbd4bcbfc
https://raymondjames.service-now.com/sprjf?id=sc_cat_item&sys_id=98904f8ddb468214384492ccd3961914&sysparm_category=bd3eac081be596102f72646fbd4bcbfc
https://rjnet.rjf.com/resourcesandsupport/supportcenters/third-party-supplier-support/rjfs-third-party-supplier-directory
https://rjnet.rjf.com/resourcesandsupport/supportcenters/third-party-supplier-support/rjfs-third-party-supplier-directory
https://rjnet.rjf.com/quilt/api/document/232b3809-2d6b-4c4f-8c50-411c5610354e/5
mailto:Third-PartySuppliers@raymondjames.com
mailto:Third-PartySuppliers@raymondjames.com
mailto:Third-PartySuppliers@raymondjames.com

* When people move from a traditional
advisor to Al-driven planning tools—
platforms similar to Portfolio Pilot—it’s

What Clients rarely about chasing returns.
Are Really

* It’s about three things:

Saying

* Cost.
Attention.
Relevance.
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“l Don't Feel Like a Priority”

 Quietly Disengage

« Stop Calling

« Stop Asking Questions

« Stop Believing They Are
Understood
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They quietly disengage.
They stop calling.�They stop asking questions.�They stop believing their situation is truly understood.
Why?
Because in many advisory models:
Reviews are scheduled once or twice a year
Conversations feel templated
Recommendations feel generic
Clients notice when meetings feel like:
“Here’s the market update, here’s your performance, see you next quarter.”
AI doesn’t forget them.�It doesn’t batch them.�It doesn’t make them wait six months for insight.
It monitors them every day.
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“AI Feels More Personal—lronlcally"

Clients say Al feels more personal than their advisor...

A = oA T P |
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This is the paradox.     Clients often say AI feels more personal than their advisor.
Why?
Because AI:
Knows their exact spending patterns
Tracks their savings in real time
Watches their tax bracket evolve throughout the year
Notices changes immediately
When the software says:
“Your spending dropped last quarter—would you like to increase savings?”
Or:
“Based on current income and market conditions, this may be a good year for a partial Roth conversion.”
That feels personal.   Because it’s based on their actual data, not a model household.
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Adyvisors Feel
Expensive—Especially
When Value Is Invisible
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Let’s be honest.
A 1% advisory fee on a $3 million portfolio is $30,000 a year.
Clients ask:
“What am I getting for that—right now?”
If all they see is:
Performance reports
Asset allocation charts
Occasional check-ins
Then AI—which costs a fraction of that—starts to look very compelling.
Not because it’s better in every way…�But because its value is visible, continuous, and proactive.
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Al Is Proactive. Many Advisors Are Reactive.

@©rrcE019 @
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This may be the biggest shift of all.
AI doesn’t wait for:
A scheduled meeting
A year-end scramble
A client to ask the “right” question
It uses agentive AI—systems that monitor, anticipate, and recommend.
It flags:
Tax-loss harvesting opportunities during volatility
Roth conversion windows when income dips
Excess cash that should be redeployed
Spending patterns that may affect long-term plans
Clients don’t want answers after the window closes.
They want guidance before it does.



Al is Not Replacing Great Advisors...

It's Replacing:
v Infrequent communication

v' Generic advice

v' Reactive planning

v’ Hard-to-explain fees

Clients aren’t rejecting advice. They're rejecting feeling
ighored, overcharged, or behind the curve

@©racE020Q®
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Now, let me be very clear.
AI is not replacing great advisors.
It’s replacing:
Infrequent communication
Generic advice
Reactive planning
Hard-to-explain fees
Clients aren’t rejecting advice.
They’re rejecting feeling ignored, overcharged, or behind the curve.



A

Thisisn't a
threat. It's an
Opportunity

The Real Opportunity

The future
belongs to

advisors who:

@

Deliver
personal
attention at
scale

;Y

Use Al to be
more
proactive, not
less human

Justify their
fees with
clarity, not
complexity




Question 1: What is Your Brand?

How many of How many help
How many 2 .
fnancia manage and educate
< o assets? . .
planning~ their children?

J J
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Let me ask you:
How many of you do financial planning?�How many manage assets?�How many help clients retire and educate their children?
All of you.
So why should someone choose you?
What do you stand for?�What do clients say about you when you’re not in the room?
If your brand sounds like everyone else’s—you don’t have one.
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Question Two: Who Would Miss You If You Died?

| 2

2,

-
COULD YOUR BY ANOTHER BY A CALL CENTER?
CLIENTS BE ADVISOR?
REPLACED BY AN
APP?
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And this may be the most uncomfortable question of all.
If you died tomorrow…
Could your clients be replaced by an app?�By another advisor?�By a call center?
If the answer is yes—�Then your value is transactional.
And transactional businesses don’t survive commoditization.



3 Things Needed to Be
Happy
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Loneliness has the same health impact as smoking one to one-and-a-half packs of cigarettes a day.
If you could help solve loneliness…�If you could create connection…�Do you think you’d have a client for life?�Do you think they’d refer others?�Do you think they’d obsess over a few basis points?
Exceptional advisors provide more than performance.
They provide belonging.
�



»
What We Do at Our Firm
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Our firm is built around creating experiences.

o Your clients are your marketing tfeam — focus on
clients NOT prospects

o Community building through events, newsletters,
social media, thought leadership

Clients stay because of trust, confidence, and connection.

©racE025 Q)
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Happiness—requires three things:
Connection
Purpose
Growth

We focus on clients, not prospects.
Our clients are our marketing team.
We build community through:
Educational events
Appreciation events
Thought leadership
Personalized outreach

Clients don’t stay because of a 40-page plan.
They stay because of trust, confidence, and connection.
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STATS FOR 2025

S

CALLS MEETINGS RELATIONSHIPS
Incoming Calls 22,157 Planning Meetings 4170 New Relationships Opened 134
Outgoing Calls 15,269 Prospect Meetings 255 Total Relationships as of
today 3,147.

@ race026 @
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Connect with clients 40 – 60 times per year. 


EVENTS & OUTREACH

Multiple events, mailings, and trips designed to deepen client
relationships and enhance value

We are creafing a community and providing experiences .

@©rrcE027 @



29th Annual Resource Breakfast

New Client Welcome Party

Galentine’s Dance Lesson

GPM Dinner

Meet and Greet for Turks & Caicos &
Vietham

2025 EVENTS

Glow in the Dark Golf

Insurance Webinar

35th Client Appreciation Baseball
Game

Carver Cruisin’ Car Show

Continuing Legal Education Seminar
for Attorneys

(/\ CARVER
-
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Social Security Webinar

27th Annual Golf Outing

The Power of the Fork Webinar
CPE for Accountants

Lake Humane Society Adoption Event

© ®
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20 Events in 2025


2025 Annual Report

March Client Memo - Regular
and High Net Worth Group Client
Memo

28th Annual Golf Outing -
Registration Brochure

GPM Dinner - Sealed Formal
Invitation

Meet and Greet for Jamaica
Client Trip — Postcard Invitation

2025 MAILINGS

30th Annual Resource Breakfast —
Mailed Save the Date Postcard &
Postcard Invitation

New Client Welcome Party -
Mailed Sealed Formal Invitation

Lake Humane Society Adoption
Event Flyer

CPE Seminar Invitation for CPAs

Continuing Legal Education
Seminar for Attorneys - Trifold
Invitation

Carver Escape - Frankenmuth
Flyer

Business Owners Event Invitation

36th Client Appreciation Baseball
Game - Trifold Invitation

September Client Memo

Car Show Postcard

((\ CARVER
——
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Glow in the Dark Golf Outing
Postcard invitation

June Client Memo - Regular and
High Net Worth Group Client
Memo

Fall Webinar Postcard Invitation

CPE for Accountants — Postcard
Invitation

Vietnam Meet & Greet Postcard
Invitation
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We do 19 – 20 hard copy mailings

We also do 24 emails with Newsletters

Plus, in person meetings – goal is to ‘touch’ clients 40 – 60 times a year


Carver Client Trips C CARVER

2025 Trips

Vietnam, Jamaica, Girls Getaway at The
Grand Resort Frankenmuth M

2026 Trips
Turks & Caicos, MGM Detroit, Ml, and Alaska

Past Trips Include:

South Africa, Israel, Amazon River,
Cuba, Switzerland, Jordan, Monaco,
Greece, Turkey, Spain, Paris, Mexico
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Question Three: What is Your Vision?

If you cannot

: Evolve—or
communhnicate

Be Left
Behind

it, you don’t
have one.
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If you cannot communicate it you don’t have one.  
Evolve—or Be Left Behind
If you sell planning or investments as a commodity—you won’t survive.
We are not asset managers.
We are holistic guides.
We help clients build wealth and well-being.
The firms that win will be the ones willing to abandon the past, protect the present, and invest in the future.
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BUILD A GREAT TEAM

o » O
Success doesn’t happen Treat your team like your best Empower and invest in your
alone clients people

©racE032 Q)
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You cannot scale alone.
The best leaders treat their team as their most important clients.
Listen to them.�Invest in them.�Celebrate them.
When people feel valued, they create exponential growth.
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EVOLVE OR BE LEFT BEHIND

Use Vijay Govindarajan’s 3-Box Framework:

o Manage present

o Abandon past

o Create future

We're in an era of both wealth and technological transformation. If you don’t evolve, you will be left behind.
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If you’re selling financial planning or investments as a commodity — you won’t survive.

In a world where technology is making knowledge and information instantly accessible—and in many ways, a commodity—the true differentiator is no longer what we know, but what we create and experience.

While AI and digital tools can deliver data at lightning speed, they can’t replicate the human connection, emotion, and impact that come from meaningful, shared experiences. This is where we set ourselves apart. It’s not just about providing answers—it’s about creating moments that matter, building trust, and fostering relationships that no algorithm can duplicate.



THE COST OF BEING
EXCEPTIONAL

o Exceptional requires sacrifice.

o What are you willing to give up@

o Hard work is a choice

CARVER
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The Hard Truth About Sacrifice
If you want to be good — that’s fine.�If you want to be great — that’s hard.�If you want to be exceptional — it requires sacrifice.
What are you willing to give up?
Time with friends or family 
Sleep
Weekends
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The Time is Now

The opportunity has never been greater

Build a legacy — impact generations

The journey won't be easy... but it will be
worth it

@ racE036 Q)
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We are standing at an inflection point.
The opportunity has never been greater.�The need has never been more urgent.�The future has never been more exciting.
So I’ll ask you again:
Who would miss you if you died?
What is your brand?
What is your vision?
Don’t just build a successful practice.
Build a legacy.
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Rate This Session
Carverkeynote.com

Have a Limitless Day & Conference!
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