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A new approach to discovery nvestments

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 your fiduciary risk.
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Expected wealth transfer to Of individuals say Only 7% of investors feel The average investor
heirs by 2045. Women are having a deep they receive all elements of fails to identify 50% of
expected to be significant understanding of them  comprehensive advice needed  their top priority goals.
beneficiaries. and their goals is an to achieve their goals.

important factor when

selecting a financial

advisor.
"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

37% of Investors Receive Comprehensive Advice as Defined by J.D. Power, May 2022
“Source: “Mining for Goals: How Behavioral Nudges can Help Investors Discovery More-Meaningful Goals,” Morningstar, 2018
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Gain a comprehensive view of your Discover your client's top priorities by Capture the details clients share about their
client's life goals, circumstances engaging them in a quick exercise of top priorities, where family members differ
and preferences that have wealth sorting and prioritizing the deck of cards in their priorities, the assets clients reveal
implications during the discussion
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https://www.jdpower.com/business/press-releases/2022-canada-full-service-investor-satisfaction-study

Best practices for using the discovery cards & worksheet

Close new business, engage clients, uncover hidden assets, retain clients, and help manage your 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 | DO
DISCOVERY?

Go through this exercise every

12-18 months, especially with your LLs
top clients, to ensure you are on the L
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
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loyalty—and may improve their planning and

investing success.
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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.

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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Russell
1. Investments

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 888-509-1792 or visit russellinvestments.com/ca

IMPORTANT INFORMATION

THIS PUBLICATION IS INTENDED FOR INVESTMENT ADVISORS ONLY AND IS NOT INTENDED
FOR, NOR CAN IT BE PROVIDED TO, INVESTORS OR POTENTIAL INVESTORS. IT DOES NOT
CONSTITUTE A SALES COMMUNICATION AS DEFINED BY NATIONAL INSTRUMENT 81-102,
“INVESTMENT FUNDS".

Nothing in this publication is intended to constitute legal, tax, securities or investment advice, nor an opinion regarding the appropriateness of
any investment, nor a solicitation of any type. This information is made available on an "as is" basis. Russell Investments Canada Limited does
not make any warranty or representation regarding the information.

Russell Investments is the operating name of a group of companies under common management, including Russell Investments Canada Limited.
Russell Investments' ownership is composed of a majority stake held by funds managed by TA Associates Management, L.P., with a significant
minority stake held by funds managed by Reverence Capital Partners, L.P. Certain of Russell Investments' employees and Hamilton Lane
Advisors, LLC also hold minority, non-controlling, ownership stakes.

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.
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