Ll

CAPITAL
GROUP*

Investments are not FDIC-insured, nor ar aranteed by a bank or any other entity, so they may lose value.

For financial professionals only. Not for use with the public.
Lit. No. MFGEPO-161-0823 CGD/10047-586788 ©2023 Capital Group. All rights reserved.



e

Ily allocating their time in the following order: client
i practice/business management.

ir time managing client relationships and investments.
. However, there are still certain behaviors that differ

Pathways | P R
to Growth

5% more time on team management. This highest-growth
anagement but allocates 24% more time to prospecting.
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2023 Advisor g

Benchmark Study

Client book management
Prospacting
Markating/client scquisition
Oversll business strategy
Investor understanding
Technology

Team management
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Succession planning

Highest growth

W Client relationship @
management
W investment
management
W Practice/business
management I
Figures may not add up to 100 due to rounding.

Guidelines on roles and acti y by firm. Financial should corault &m palicies for additional information.
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Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.

What has helped some
advisors grow at more than
double the growth rate
of their peers?

Average High-growth



Agenda

Key success trait of high-growth advisors

An interactive growth model (Pathways to Growth)

How you can get started

For financial professionals only. Not for use with the public.




Pathways to Growth study

For financial professionals only. Not for use with the public.



Capital Group’s Pathways to Growth study: Methodology

Nearly 3,000

advisors nationally

through 3 waves
of research

over years

Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2020-2023.

For financial professionals only. Not for use with the public.

Participants ranging by age, tenure,
AUM and channel

Includes more than 500 advisors with a
HNW client focus, and more than 600
advisors with a focus on institutional
retirement plans




KEY SUCCESS TRAIT

Intention drives results

Deliberate about where they
spend their time”

High-growth

adViSOI'S management management management

Client Investment Practice/business

+2.7 pts =5.5 pts +2.8 pts

*Average high-growth advisor segment responses to question: "What percent of your time is
spent in the following areas?”

Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.




GROWTH MODEL

Pathways to Growth: An interactive growth model

1 2 3

Client Relationship Strategic
acquisition alpha scale

For financial professionals only. Not for use with the public.



GROWTH MODEL

Client

acquisition
insights

Source: Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.




GROWTH MODEL

Client

acquisition
insights

Source: Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.




GROWTH MODEL

Build a high-converting digital pathway to your practice

Leads

Traffic

For financial professionals only. Not for use with the public.

Convert
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KEY SUCCESS TRAIT

Intention drives results

High-growth
advisors

Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.

Have a consistent growth mindset ...

even in volatile times

63% of 2022 AUM growth from new clients
3X marketing spend

Nearly twice as likely to have standard
operating procedures (SOPs) for prospecting

11



GROWTH MODEL

Relationship
alpha insights

*Compared to the average advisor in our study.
Source: Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.

High-growth
advisors garnered

3X

the number of
referrals®

Personalized
services

Client satisfaction
& referrals

Retirement plan
advising

12



GROWTH MODEL

Deepen your value to clients with added services

% @
Tax and estate Life milestones
planning and transitions

2B e

Philanthropy Business and
and gifting career transitions

For financial professionals only. Not for use with the public.
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KEY SUCCESS TRAIT

Intention drives results

High-growth
advisors

Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.

Pursue high-impact growth and
efficiency strategies

Target a wider range of customer profiles
and generations

offer a broader range of services to clients

Nearly 3 out of 4 seek efficiency through use
of models

More time spent on and have higher
confidence about team management

14



GROWTH MODEL

Strategic
scale
insights

*Compared to the average advisor in our study.
Source: Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public.

High-growth
advisors spent

14%

more time on practice
management and 18% less
time on investment
management.”

Planning and
productivity

Team
management

Goals and SOPs

15



GROWTH MODEL

Develop high-performing teams
through employee engagement

Leadership

Professional
growth and
retention

Recruiting and
skill
development

Team
An enabling culture
infrastructure and unity

For financial professionals only. Not for use with the public.




KEY SUCCESS TRAIT

Intention drives results

Create accountability

Nearly 3X less likely to operate without
measurable business goals

~ 20% more likely to have SOPs for client service, goals-based
High-growth planning and fiduciary standard of care

advisors 45% more likely to have SOP for leadership

leave of absence

Source: Capital Group’s Pathways to Growth: Advisor Benchmark Study, 2023.

For financial professionals only. Not for use with the public. 17




Get started on your
Pathway to Growth

For financial professionals only. Not for use with the public.



GET STARTED

Download the

Pathways to Growth

report

&

CAPITAL
GROUP*

Pathways
to Growth

2023 Advisor
Benchmark Study

0 Tl Ny H 4 O

et -“‘.!' $2e

b X o o3; o]

¢ SCAN 2.
E bt

i - .‘l ;5
o i
(@) e gl ot 1o

19



GET STARTED

Get your personalized
growth plan in
three easy steps

1 20-minute survey
i S
2) Personalized result

nt
3) Tailored developme

lic.
ith the pub

r use wit

| professionals only. Not fo!

] s
For financia

ways d:scussed in our
Study, including your ex

Pertise i the Practice
Managemeny skills that drive them,

Your Growth Pathwa),s

Relationship alpha
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GET STARTED

Your Growth Plan personalized report

i Your practice profile Your development plan

CAPITAL
GROUP

Pathways to
Growth

Your grosth plan

A personal comparative

Assels urder masagement aed growth

arr——

analysis created for -
Terry Burns

Comparative practice profile Results dashboard Development plan worksheet

For financial professionals only. Not for use with the public. 21
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PracticeLab®

Build your business, engage your clients

Client
acquisition

Branding

@ US e Financial Professional Q m

INVESTMENTS RETIREMENT PLANS INSIGHTS & PRACTICE MANAGEMENT TOOLS & RESOURCES ABOUT US

Client Experience  Business Management Financial Planning CE CREDIT CENTER

Client acquisition

New clients help drive business growth, which is why the fastest growing practices
in our Pathways to Growth: Advisor Benchmark Study were intentional about their
approach to client acquisition. A winning acquisition focus includes established
processes in three distinct areas: branding, marketing and prospecting. Find more
about these topics below or visit similar collections for Relationship alpha and
Strategic scale.

Marketing Prospecting

Visit
PracticeLab®

Articles Podcasts

Webinars Videos

#1

in practice
management
resources®

AWARDS

*American Funds is a gold award winner in Corporate Insight Annual Asset
Management Monitor — Advisor Awards, December 2022.



Important information and disclosures

Capital Group, partnering with behavior and analytics firm Escalent, conducted a multiyear advisor benchmarking study among a
representative total of nearly 3,000 financial advisors in the U.S. This study established a benchmark for behaviors and assessed the
relationship between those behaviors and practice growth. The online study was first fielded in 2020. Capital Group was not revealed as the
sponsor. The data in this presentation reflects the latest wave of data collected in 2023 among more than 1,500 financial advisors and
reflects 2022 growth. Participants ranged in career tenure, firm types, practice size (AUM, revenue, number of employees) and client
specialty, including those who worked with high net worth clients or provided advisor-sold retirement plans. We analyzed results based on
dozens of factors, including things like model portfolio usage, AUM, retirement plan assets, efficiency models, technology adoption and
practice management behaviors. Decision tree analysis and regression models were used to understand success linkages.

*American Funds is a gold award winner in Corporate Insight Annual Asset Management Monitor — Advisor Awards, December 2022.
Corporate Insight recognized American Funds’ PracticeLab hub, podcast and webinars as part of their 2021 Financial Advisor Survey, where
they analyzed asset managers’ specific site features and distributed awards in gold, silver and bronze based on the quality of desktop tools
and features in five areas: homepages, practice management resources, fund profile pages, login and registration, and portfolio diagnostic
tools. Corporate Insights used proprietary software to evaluate and compare the full digital capabilities of 20 firms’ websites. For practice
management resources, they evaluated firms based on positioning, range of topics, publication frequency, content format and value-added
features.

All Capital Group trademarks mentioned are owned by The Capital Group Companies, Inc., an affiliated company or fund. All other company
and product names mentioned are the property of their respective companies.

American Funds Distributors, Inc.

For financial professionals only. Not for use with the public.
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