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Clear Air Turbulences (CAT)

A swirling movement of air masses with an absence of visual cues such as clouds

The difference in speed of The clash of hot, slow-moving air with the cold
adjacent air masses high-speed jet stream causes jarring wind
patterns, affecting aircraft
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Income Planning

A Goal without a Plan Is Just a Wish.
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Grow Your Business with a
Client First Approach ]

¢ Why is Income Planning important to both
your clients and you?

¢ A real Income Planning tool that wins HNW
business

¢ How to implement Income Planning into your
practice




What's at Stake in Income Planning?

@

&

Everything
The only $25 Trillion Business Opportunity

Only 35% of retired clients and 38% of pre-retirees who
work with an advisor have a formal written retirement
income plan

80% of Americans between the ages of 30 and 54 believe
they will not have enough saved for retirement

Longstanding advisory relationships are frequently
marginalized by income planning experts

Source: Wealth2K, Investment News, The Motely Fool
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Why Income Planning? ‘
¢ Make Smart Decisions with Their Money
¢ Maintain Purchasing Power
e Preserve Principal/Legacy
¢ Outcome Focused

¢ Answers the Most Important Client Question...

Survey: CEG and MMI
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Why Income Planning? N

Am I going to be okay?




Why Income Planning? ]

¢ The average HNW investor has 3.6 financial
advisors

¢ In 2020, 70% of the wealth in the U.S. will be
held by pre-retirees and retirees

e Advisors who offer retirement income planning
services have found that their clients consolidate
more assets with them and provide more
referrals for new business.

Source: Fidelity
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Income Navigator

Personalized Income Planning
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Income Navigator
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Case Study — Household Information '

Basic Information

Target
Name Current Age Retirement Age

Mr. John Doe 61 62
Mrs. Jane Doe 61 62

Current Desired
Investable Assets Monthly Income

Household $2,000,000 $10,000

Additional Income Sources

Mrs. Jane
Mr. John Doe |  Start Age Doe Start Age
62

Social $24,000/yr $22,000/yr
Security

Pension $18,000/yr 62
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Income Plan Highlights

Total Years of Income

Initial Investment

Other Income Generated

Investment Income Generated

Total Income Generated

Total Ending Amount

30 Years
$2,000,000
$2,288,062
$3,420,988
$5,709,050
$2,775,409




Distribution Phase
Assumed Inflation Rate: 3.0%

£300,000
£250,000
£200,000
£150,000 ' ‘ 1
£100,000
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I Baseline Income B Investment Income

Start End Annual
Year Year [Income Source Baseline Income Increase

30 John Social Security $24,000 1.25%
2 30 Jane Social Security $22,000 1.25%
3 30 Jane Pension/Annuity $18,000 1.00%

The visual shown above is for illustrative purposes only and does not guarantee success or a certain level of performance.




Your Income Navigator Plan

24.16%
24.050/0 ¥ Phase 1
H Phase 2
Fotal Investmer  Phace 3
$2,000,000 ‘ M Phase 4
M Legacy

19.33%

For lllustrative Purposes Only.




Your Income Navigator Plan

$535,239
$481,005 $483,227

$386,540

$113,989

Phase 1 Phase 2 Phase 3 Phase 4 Legacy
Distribution  Accumulation  Deferral
% Starting Amount Total Duration ROR ROR Duration
Phase 1 5.70% $113,989.28 Year 1to 2 0.50% 0
Phase 2 24.05% S481,004.50 Year 3to 10 3.00% 4.00% 2

Phase 3 26.76% $535,238.96 Year 11to 20 4.00% 5.00% 10
Phase 4 19.33% $386,540.45 Year 21to 30 5.00% 6.00% 20
Legacy 24.16% $483,226.81 Year 30 6.00% 30

The visual shown above is for illustrative purposes only and does not guarantee success or a certain level of performance.
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Your Income Navigator Plan vearby vear
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$64,000
$64,755
$65,519
$66,291
$67,075
567,866
68,666
$69,477
$70,298
$71,127
$71,967
§72,817
$73,678
$74,548
$75,429
$76,319
$77,221
$78,133
$79,058
$79,992

$56,000
$58,845
$61,789
$64,836
$67,986
$71,247
74,620

$78,108

$81,714

$85,446

$89,303

$93,291

$97,413
$101,676
$106,082
$110,637
$115,344
$120,209
$125,234
$130,429

$120,000
$123,600
$127,308
$131,127
$135,061
$139,113
143,286
$147,585
$152,012
$156,573
$161,270
$166,108
$171,091
$176,224
$181,511
$186,956
$192,565
$198,342
$204,292
$210,421

Phase 2

$58,559
S0

$159,875
$82,957
S0

Phase 3
$562,001
$590,101
$619,606
$650,586
$683,116
$717,271
$753,135
$790,792
$830,331
$871,848
$817,419
$756,825
$689,684
$615,596
$534,138
S444,866
$347,317
$241,001
$125,407

S0

$409,733
$434,317
$460,376
$487,998
$517,278
$548,315
$581,214
$616,087
$653,052
$692,235
$733,769
§777,795
$824,463
$873,931
$926,367
$981,949
$1,040,866
$1,103,318
$1,169,517
$1,239,688

$512,220
$542,954
$575,531
$610,063
$646,666
$685,466
$726,594
$770,190
$816,402
$865,386
$917,309
$972,347
$1,030,688
$1,092,529
$1,158,081
$1,227,566
$1,301,220
$1,379,293
$1,462,051
$1,549,774

. P
.

2 B

$2,037,948
$2,077,669
$2,119,330
$2,161,544
$2,204,357
$2,247,821
$2,291,994
$2,336,944
$2,382,742
$2,429,469
$2,468,497
$2,506,967
$2,544,835
$2,582,055
$2,618,585
$2,654,381
$2,689,402
$2,723,611
$2,756,974
$2,789,462

Clark Capital Management Group has prepared this projection relying upon information about the investor’s financial circumstances and specific investment goals provided by the investor and/or the investor’s personal financial advisor.
The projection is hypothetical and provided solely as information which should be carefully weighed and evaluated by the investor with the assistance of the investor’s personal financial advisor. It is not guaranteed that any of the
investment recommendations or projections made here will be profitable or provide a given level of income in the future. In making projections of investment results at different phases of the model, Clark Capital has utilized the Firm’s
financial and market research, historical market activity as well as external sources of research which contribute to the Firm’s asset allocation process and the continuous refinement of the proprietary econometric models. There is no
guarantee that the projections will be seen to be correct and there may be significant deviation between projections and actual results of particular investments or group of investments. Before investing, the investor should consider

their investment goals and risk comfort level and consult with their investment advisor and tax professional. Past performance does not guarantee future results.
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Total Income Phase 2

$120,000  $58,559
$123,600 SO
$127,308
$131,127
$135,061
$139,113

Clark Capital Management Group has prepared this projection relying upon information about the investor’s financial circumstances and specific investment goals provided by the investor and/or the investor’s personal financial advisor.
The projection is hypothetical and provided solely as information which should be carefully weighed and evaluated by the investor with the assistance of the investor’s personal financial advisor. It is not guaranteed that any of the
investment recommendations or projections made here will be profitable or provide a given level of income in the future. In making projections of investment results at different phases of the model, Clark Capital has utilized the Firm’s
financial and market research, historical market activity as well as external sources of research which contribute to the Firm’s asset allocation process and the continuous refinement of the proprietary econometric models. There is no
guarantee that the projections will be seen to be correct and there may be significant deviation between projections and actual results of particular investments or group of investments. Before investing, the investor should consider
their investment goals and risk comfort level and consult with their investment advisor and tax professional. Past performance does not guarantee future results.
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Your Objectives Drive the Investment Plan

$535,239

$481,005 $483,227

$386,540

$113,989

Phase 1 Phase 2 Phase 3 Phase 4 Legacy

10%

100% 100%
90%

100% 100% 50% Equity 70% Equity 90% Equity
Cash Fixed Income 50% Fixed Income 30% Fixed Income 10% Fixed Income

The visual shown above is for illustrative purposes only and does not guarantee success or a certain level of performance.

This is not a recommendation to buy or sell a security or to adopt a particular investment strategy. Please see attached disclosures.
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Asset Class Returns vs. the “Average Investor”

Asset Class Returns Past 20 Years (Annualized 12/31/1998 — 12/31/2018)
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12/31/1998-12/31/2018

Source: Richard Bernstein Advisors LLC., Bloomberg, MSCI, Standard & Poor’s, Russell, HFRI, ICE BofAML, DALBAR, FHFA, FRB, FTSE. Total Returns in

USD. *Average Investor returns are represented by DALBAR’s investor returns which represent the change in total mutual fund assets after excluding

sales, redemptions and exchanges.




How Powerful is Our Approach?

¢ Minimizes the impact of investor emotions —
reduce the risk of bad decisions

¢ Increase close rate with HNW prospects

¢ Reduce fee/performance-based conversations
with your clients - stickier assets

¢ Grows your AUM through consolidation of
assets and increased referrals
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m eNaVTgator

Questionnaire

ADVISOR INFORMATION

Today's Date

Date Analysis Needed

Click to Insert Logo Here
Financial Advisor Name

Firm Name

HOUSEHOLD INFORMATION

Household Name

Spouse 1 Spouse 2

Client Name

Birth Date
Current Age

Target Retirement Date

QO Yes O No
O2% O3% O4% O Oother

Would you like help introducing the income plan/proposal to your client?

Preferred Inflation Assumption

Please enter any existing accounts that will be used to fund this income plan. Provide client statements if available.

Registration Names Account Type Current Value

N oy s W N e

General Account Information

Current Investable Assets

Accumulation Period

| When will you begin taking withdrawals (year)?

If you intend to begin taking withdrawals immediately, enter the current year above and ignore the Contribution section below.

Please enter the Contributions you intend to make during the Accumulation Period in the section below.

Contribution Description Contribution Amount | Start Year | End Year coLa*

*Cost of Living Adjustment Percentage

‘h )meNaVTgator

Distribution Period Information

Legacy

Questionnaire

Distribution Period

If you have a desired monthly income amount during your Distribution Period, please enter it below.

ss Monthly Income Required (Pre-Tax Dollars) ‘

OPTIONAL. Please complete this section if your Gross Monthly Income Required will change over time.

Monthly
Time Frame Time Frame Description Duration Years Income Need
il
2
3
4
5

Please enter the income that will supplement your investment plan during the Distribution Period.

Annual Start End Start End
Income Sources Spouse 1 Year Year COLA* Spouse 2 Year Year

Social Security

Defined Benefit/Pension

Annuities

Business/Property Sale

Inheritance

Other 1

Other 2

Other 3

*Cost of Living Adjustment Percentage
Legacy

OPTIONAL: If you wish to leave a specific legacy amount at the end of the investment plan, please enter the amount below.

Desired Legacy Amount

Maximize Legacy

Maximizing your legacy ensures that the largest amount possible will remain after your monthly income needs are met. If you
choose that option, DO NOT enter a Desired Legacy Amount

NQTES. Enter additional instructions here

Clark Capital Man:
information
portfolio. CCM-99

the U.S. Securities and Exchange Commission. Registration does nat imply a certain level or skill or training. More
hich s available upon request. There is no guarantee of the future performance of any Clark Capital investment

tment adviser registered wit
d fees can be found in its Form Al

Group, Inc. is an iny
visary servic

One Liberty Place 1650 Market Street 53rd Floor Philadelphia, PA 19103 BOO.766.2264 WWW.CCcmg.com

One Liberty Place 1650 Market Street 53rd Floor Philadelphia, PA 19103 BOO.766.2264 WWW.CCcmg.com
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Disclosure

The views expressed are those of the author(s) and do not necessarily
reflect the views of Clark Capital Management Group. The opinions
referenced are as of the date of publication and are subject to change
due to changes in the market or economic conditions and may not
necessarily come to pass. There is no guarantee of the future
performance of any Clark Capital investment portfolio. Material
presented has been derived from sources considered to be reliable, but
the accuracy and completeness cannot be guaranteed. Nothing herein
should be construed as a solicitation, recommendation or an offer to
buy, sell or hold any securities, other investments or to adopt any
investment strategy or strategies. For educational use only. This
information is not intended to serve as investment advice. This material
is not intended to be relied upon as a forecast or research. The
investment or strategy discussed may not be suitable for all investors.
Investors must make their own decisions based on their specific
investment objectives and financial circumstances. Past performance
does not guarantee future results.

This document may contain certain information that constitutes
forward-looking statements which can be identified by the use of
forward-looking terminology such as "may," "expect," "will," "hope,"
"forecast," "intend," "target," "believe," and/or comparable terminology
(or the negative thereof). No assurance, representation, or warranty is
made by any person that any of Clark Capital's assumptions,
expectations, objectives, and/or goals will be achieved. Nothing
contained in this document may be relied upon as a guarantee, promise,

assurance, or representation as to the future.

Clark Capital Management Group, Inc. reserves the right to modify its
current investment strategies and techniques based on changing market

dynamics or client needs. The information provided in this report should
not be considered a recommendation to purchase or sell any particular
security, sector or industry. There is no assurance that any securities,
sectors or industries discussed herein will be included in or excluded
from an account’s portfolio. It should not be assumed that any of the
investment recommendations or decisions we make in the future will be
profitable or will equal the investment performance of the securities
discussed herein.

Clark Capital Management Group, Inc. is an investment adviser
registered with the U.S. Securities and Exchange. Commission
Registration does not imply a certain level of skill or training. More
information about Clark Capital’s advisory services can be found in its
Form ADV which is available upon request.

Index returns include the reinvestment of income and dividends. The
returns for these unmanaged indexes do not include any transaction
costs, management fees or other costs. It is not possible to make an
investment directly in any index.

The volatility (beta) of an account may be greater or less than its
respective benchmark.

CCM-648
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