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STATE OF THE FIRM
with Jake Tomes

CEO Level Four Group, LLC



Topics
State of the Union

• Corporate Performance Update
• Firm Achievements
• The Pending Disruption
• Technology Enhancements
• Keys to Growth
• Advisor Q’s
• Practice Updates
• Prepare to capture the Value
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CORPORATE PERFORMANCE
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Financials2019 2020 2021 2022 2023 2024 Budget

Revenue $31,773,086 $34,390,597 $49,785,739 $49,249,110 $53,237,581 $62,967,350

COGS $20,946,372 $23,639,497 $36,007,390 $36,007,390 $33,196,350 $39,438,991

Gross Margin $10,829,714 $10,751,100 $13,778,349 $16,068,157 $20,041,231 $23,528,360

OPEX $8,361,756 $7,686,171 $9,370,314 $10,771,793 $13,024,203 $14,507,836

EBITDA $2,467,958 $3,064,929 $4,408,035 $5,296,363 $7,017,028 $9,020,524

EBIT $956,832 $1,293,527 $4,393,457 $1,841,218 $3,910,496 $5,739,731
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Financials
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Annual Trend
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FUTURE FINANCIAL PERFORMANCE GOALS- LFG

2024
• Exceed Budgets
• Increase engagement with 

Independent advisors
• Continue to build out mature 

Level Four Private Wealth 
teams

2025 and Beyond 
• Race to 100MM of Top Line 

Revenue
• Increase Margins through Scale
• EBITDA’s greater than 15%
• Beyond
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FIRM ACHIEVEMENTS
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So why are we here?
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LEVEL FOUR GROUP’S MISSION STATEMENT
Our mission as a firm is:

“Change the future of financial Advice.”

• FOFA 23 forecasts potential “Future Outcomes” and prepares us to 
WIN!

• Why should financial advice change? It is a good business being 
in financial service today.

• How would a disruptive event impact my business?
• We help define how financial advice is offered today and can 

contrast to what may come?
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THE FINANCIAL ADVISOR MANIFESTO- TODAY*

https://www.kitces.com/start-here/


DRIVERS OF 
DISRUPTION

• Regulatory and Compliance
• Competition in the Market
• Technology and Artificial Intelligence



REGULATORY AND COMPLIANCE

Fiduciary Standards and Clients Best Interest will be accelerated

Disclosing and removing conflicts of interest including compensation conflicts

The WAVE of teams creating SEC registered entities (RIA Firms) receiving the first AUDIT will awaken 
firms to the risks and challenges requiring investment and scale



COMPETITION IN THE MARKETPLACE

As firms get more complex, price pressures translate to a pressure on the VALUE of the advice

Lifestyle practices will be challenged holding onto larger relationships

Clients will set the tone for more of a single stop solution or look to a digital or AI offering



TECHNOLOGY AND AI

Firms that invest in an integrated platform agnostic experience will attract advisor talent

Advisors creating a more seamless onboarding and holistic views using technology will attract more 
sophisticated relationships

AI is real and advancing at speeds we do not yet recognize



ARTIFICIAL INTELLIGENCE

Setting the framework to manage and integrate data is the key to early successes using AI

SS&C & Salesforce will be the backbone for Level Four’s initiatives

Predictive and Generative AI will begin having significant impacts to our operations, marketing, and 
sales practices



FUTURE ADVISOR 
FOCUS

The Level Four Advisor

• SS&C
• Salesforce and AI
• Keys to High Growth
• Unlocking Practice Value



SS&C 

Digital-first adviser and investor client experience

Optimize profitability

Deepen client engagement

SS&C Blue Prism- Digital Work(ers)
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TECHNOLOGY ENHANCEMENTS



“To stay relevant, it is critical that 
the adviser of today stay 
connected in a high-touch, 
digitally enhanced way to drive 
loyalty, trust and wallet share.

“…advisers need help in learning 
how to adopt and use modern 
communication mediums to 
supercharge their prospect and 
client experience..”
Think Advisor: “5 Big Wealth Management Trends for 2022.” 
January 28,2022

Technology Need and Challenge
Simplify the Client Experience: 
Streamline the user experience providing consistency

Seamless connection Across L4 Products: 
Simplify doing business with across all L4 products…seamless to the client.

Scale for New Growth: 
Structure technology to handle scale of new business and organic growth

Operationalize (Tackle Manual Processes): 
Leverage technology to reduce manual work and manual processes.

Efficient Rep Onboarding: 
Reduce abrasion of advisor coming onboard



LEVEL FOUR TECHNOLOGY STRATEGY
Two-pronged approach to leveraging a “best in class” technology stack…

What?: Technology specific to Level Four products (Black Diamond, 
Jaccomo, Agency Integrator, Epic, etc)

Value: Targets Level Four specific product and business needs to drive 
effective client experience and operational efficiencies

Client Facing Experience: Performance reporting, Billing, Modeling and 
Action Planning.

Core Processing: Wealth management processing systems (Black 
Diamond, Jaccomo, Agency Integrator, Sales Force, etc.).

Compliance: Supports alignment to industry specific regulations

Connectivity: Seamless connectivity to our upstream and downstream 
partners (clearing orgs, mutual directs, data aggregators (DST/DTCC).

What?: Technology specific to general business & sales operations 
(telecom, network, email, etc)

Value: Leverages parent company resources for enterprise licensing, 
managed service resources and proven programs and policies.

Enterprise Licensing: Access to enterprise licensing agreements to 
state-of-the-art solutions (MS 365 e5, Azure AD/SSO/MFA, Palo Alto)

Security Program: Embed out-of-the-box, proven security programs to 
support identification, protection, response and recovery.

Monitoring and Help Desk Support: Experienced managed services 
helping keep productivity tools and systems running efficiently.

Network/Infrastructure: Management of network, telecommunication 
and infrastructure. 

Enterprise Backoffice and
Productivity SolutionsWealth Management Centric Solutions



TECHNOLOGY STACK | Level Four Financial

FINANCIAL PLANNING CRM PORTFOLIO MANAGEMENT STRESS TESTING

INVESTMENT DATA/ANALYTICS DOCUMENT MANAGEMENT E-APPLICATIONS COMPLIANCE/ARCHIVING

CUSTODIANS
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API/Data Entry

Commission Fees Wealth Mgt & Client Fees

Level Four Business Technology Stack

Exp - LFF
API/Data Entry

Document 
Management

CRM

Rev - LFF
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LEVEL FOUR (VIA BD) MOBILE APPLICATION
Net Worth
The My Accounts page 
provides a detailed list 
of your accounts with 
the ability to aggregate 
and manage outside 
accounts or manual 
accounts. Balances and 
statuses are visible at a 
glance. 

The dashboard gives you a 
dynamic overview of your 
portfolio with performance 
cards highlighting key 
information about your 
portfolio.

All this information is 
completely customizable..

Portfolio
Vault
The Vault page is where 
you can keep track of all 
your important financial 
and legal documents.

The Vault is also an area 
where we can share 
documents through the 
Shared Folders option.
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REPRESENTATIVE CHANGES FOR 2024

• Increase of Technology fee from 
$35.00/month to $150.00/month

• Inflation and Investment in technology 
required to improve the advisor experience

• Black Diamond
• Jaccomo
• RCI- SS&C Compliance
• Annual Compliance, Firm Element and 

CE (All FINRA firms assess)
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Busines Growth and 
Initiatives



IF we are not 
growing…….

• Growth provides opportunity
• Unlocks resources
• Creates career paths for your team
• Can deliver a better client experience
• Creates real value on your balance 

sheet as your practice transforms to a 
business
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KEYS TO HIGH GROWTH
Understand the current landscape
Define your unique value proposition
Build a high performing team
Develop client acquisition & retention strategies and 
focus on execution
Expand services and scale
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LEVEL FOUR PRACTICES
Accessing your

SUBJECT MATTER EXPERT 



• We rang the bell on the NASDAQ
• Successful Launch of ETF
• Private Equity and Private Credit 

Solutions launched
• Strong Product Performance and 

Top Gun AWARDS



• Strong Compliance Infrastructure
• Continued Growth of Variable 

Insurance solutions
• Retail Advisor REBRAND to: 

PRIVATE WEALTH ADVISOR



• Increase in pipeline of Ultra HNW
• Improved detail defining scope 

of client engagements
• Successful onboarding and white 

glove experiences
• Created new PCS-Dallas 

experience



• Life
• Annuity
• Health – Medicare, LTC
• DI- Launch in 2024
• Firelight and integration into 
• JCore



• Continue Estate Planning 
expertise

• Tax Focused IDEAS
• Business Owner strategies

Advance Planning



• Corporate Retirement Team
• Approaching 1 billion on assets
• Continued growth of 338 and 

321 fiduciary services
• PEP



• Successful Launch in 2023
• Engagement are moving beyond 

Exit Planning
• Services are being delivered to 

an underserved/undermarketed 
client base



• NIL engagement
• Athletic Directors & Athletes
• Sponsorship for 2024 of 

professional golfer



• NEW Practice
• Industry niche
• Special planning opportunities 

for deferral of compensation for 
awards

Attorney Solutions
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Let’s grow and take your business to the 
next LEVEL.
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UNLOCKING PRACTICE VALUE

• How do I maximize the value of my practice?
• Am I a practice or business?
• Could my business operate without me?
• The Value of Aggregators and PE
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Platform Pricing Enhancements for Advisors

• NO Increase to representative E&O Costs
• 100% Payouts for all fixed insurance business placed through LFF, LFIA

• Not subject to grid
• Access to all approved fixed carriers
• Full support from LFIA marketing team to drive business growth

• FLAT platform fee conversion from TIED FEE schedule on ICA (RJ), 
Schwab, and Fidelity Accounts

• SIMPLIFY Platform access, Black Diamond technology, LFAS Billing process
• FEE REDUCTION for ALL Investment Advisor Reps!
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LEVEL FOUR GROUP VISION

Fin-Tech firm with a 
robust and 
comprehensive platform 
for ADVISORS

ADVICE through Subject 
Matter Experts and 
Valuable

High Performing Teams
THE FOURTH LEVEL

FIRM OF THE FUTURE- 
ONE STOP FINANCIAL 
ADVICE FIRM
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Have a Great 
FOFA23
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CHRIS JEPPESEN
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Playbook for tomorrow’s 
advisor
C O R E  P R I N C I P L E S  F R O M  T H E  FA S T E S T  G R O W I N G  F I N A N C I A L  
P R O F E S S I O N A L S :  S I M P L I C I T Y,  E M PAT H Y  A N D  I N T E G R AT I O N

C H R I S  J E P P E S E N
S E N I O R  V I C E  P R E S I D E N T

C H I E F  O F  A D V I S O R  C O N S U LT I N G  G R O U P
C O - A U T H O R ,  T H E  A D V I S O R  P L AY B O O K  A N D  

T H E  B L U E  S Q U A R E  M E T H O D



perspective



Tomorrow is here 



44% 
Source: ThoughtLab Wealth and Asset Management 4.0; November 2021: 500 firms and 2,325 investors across age and wealth levels. 
Investors cite better performance, broader range of products and access to better wealth advice as top reasons to transfer assets (orange bars).



High-Net-Worth Clients: Gap Between Expected & Received
Top Responses to what services HNW clients rated as most important; and if they were receiving them.
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Wealth transfer advice
 

Financial planning

Investment management

Estate planning advice

Trust services

Tax planning advice

Non-liquid asset management

Philanthropic planning

2022 ASSETMARK Capturing Your Share, Position yourself to grow with your high-net-worth clients



FOR INSTITUTIONAL USE ONLY. NOT FOR PUBLIC DISTRIBUTION.
Source: Cerulli Associates, 6.3.2022; 
Demographics: CFP Board, Finance Strategists 3.21.2023 

Opportunity and Disruption

37% of advisors managing 40% of total industry assets 
are expected to retire over the next decade. ($10.4T)

25% of those don’t have a set plan for transitioning 
their business.

   
6% of CFPs are under 30 years old
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Tactics: Incentives aligned with responsibilities that support the 
values and goals; culture of exceeding expectations. 
 
Techniques: Purposeful organizational design, leveraging AI 
tools and resources, elimination of redundancies, EDIP.
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Second Opinion: “Guy at the club has a deal, sounds 
good, would you mind looking over the project offering?”



FOR INSTITUTIONAL USE ONLY. NOT FOR PUBLIC DISTRIBUTION.

A.I. APP > Select Prompt > Type specifics > Add docs

I am a financial wealth manager considering investing in the Marlowe Corinth project. Review 
this file and provide 5 pros and cons of the project, compared to other multi-family projects. 

Example for display only. Financial professionals are reminded to check with their Compliance department for guidance on relevant regulatory restrictions and internal company policies.
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A.I. APP > Select Prompt > Type specifics > Add docs

Example for display only. Financial professionals are reminded to check with their Compliance department for guidance on relevant regulatory restrictions and internal company policies.



FOR INSTITUTIONAL USE ONLY. NOT FOR PUBLIC DISTRIBUTION.

Tactics: Incentives aligned with responsibilities that support the 
values and goals; culture of exceeding expectations. 
 
Techniques: Purposeful organizational design, leveraging AI 
tools and resources, elimination of redundancies, EDIP.

Procedures: Team offsite, weekly huddles, PBC, celebrating 
successes, develop “A” players.

PURPOSE BENFIT CHECK
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PROCESS: Refining The What 
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PROCESS: Refining THE WHO AND HOW

Advisor 1 

Advisor 2

Staff A

Staff B



Advisor Elite Capacity Curve: Moving Up & Growing Down
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Advisor Elite Capacity Curve: Moving Up & Growing Down
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Tactics: Implementing innovative solutions/ better outcomes faster* 
than competitors, identifying/ solving problems that clients aren’t 
aware exist. (48% of asset growth was in products brought in the last 5 years)*
  
Techniques: identifying strategic partners delivering value- most 
innovative products & intellectual capital.
 
Procedures: growing holdings down, portfolio analytics for better 
outcomes, develop future capabilities: MFO services and ALTs; PMI, 

*Source: Broadridge Financial Solutions; The AI impact on asset management, 10.2023 
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FIRST TRUST ADVISOR INSIGHTS

Advisor Comparison Tool 
developed by 

Advisor Consulting Group

Peer Comparison

Key Ratios

Client Segments
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Tactics: deepening client connections, orchestrating memorable 
moments, focused time allocation.
     

Techniques: client feedback loop, testimonial strategy, E-C-A, 
expressing gratitude, multi-channel communication, effective stories

Procedures: F.O.R.M. notes, team collaboration: customize and 
elevate experience, preemptive problem discovery
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WHAT’S NEW?  
WE JUST HAD A VERY INTERESTING…

Situation

Opportunity

Need

Action

Result
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FIRST TRUST ADVISOR INSIGHTS
 

CLIENT, PRACTICE, PORTFOLIO ANALYTICS

866-848-9727

EPUB VERSION

Capacity Curve

40 Advisor Website Videos
Cultivating ongoing referrals from clients.
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END OF
DAY 1
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