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Presenter Notes
Presentation Notes
Who are you?
Who do you represent?
Why are you here today?


Agenda

Give you an Overview of Clark Capital's
High-Net-Worth capabilities through
Peachtree Planning

Provide context on the opportunity at
hand with HNW clients to potentially
grow Advisor's advisory practice

Provide you with tools and resources that
may help you attract and retain high-net-
worth clients.



Who |s Clark Capital?

1086 $37.3B >/

Year Founded AUA" Investment Professionals

o Committed to Asset 221
1007 Management 3

Family and Employee Excellence for Better
Owned Outcomes

Investment Team
Average Years
Experience

3IX Winner 10.1

146 2020-2021-2022 Investment Team
Employees Asset Manager Average Years Working
of the Year™ Together

\ Past performance does not guarantee future results. Please see attached disclosures for more information. The ranking shown above is not indicative of future performance and may not be
i representative of any one client's experience because it reflects an average of, or a sample of all, the experiences of the adviser's clients.
:
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*As of 6/30/2024, includes sub-advised assets and assets under advisement. **Money Management Institute (MMI) and Barron’s 3
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Presentation Notes
Top money manager on the AMK platform. 
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Jncovering the
igh-Net-Worth
Opportunity




The High-Net-Worth Opportunity
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Presentation Notes
Opportunity is increasing

The number of wealthy households in the United States at the end of 2020 saw an increase across all wealth segments. Despite the impact of the Covid-19 crisis and resulting stock market weakening in the Spring of 2020, by the end of the year, the number of Mass Affluent, Millionaire, Ultra High Net Worth and $25 Million Plus Investor households ended up exceeding year-end 2019 numbers. http://430321e799cfab7e7c86-51e1d78fd91097ce1749d7722eb9976c.r64.cf2.rackcdn.com/Market%20Insights%202021.pdf

•  According to Spectrem Group, in 2020 11.6 million American households held a net worth between $1 million and $5 million (excluding the value of their primary residence). That figure was up 5.5% over the prior year.
•  Spectrum also found that the number of U.S. ultra-high-net-worth individuals—they count UHNWIs as owning between $5 million and $25 million (excluding the value of their primary residence)—grew 21.3% in 2020 to a total of 1.8 million households. https://www.forbes.com/advisor/investing/high-net-worth-individual-hwni/


Source: Spectrem Market Insights 2021


Money In Motion

e 390% of UHNW and 27% of HNW clients
had plans to switch wealth management
providers between 2019 and 2021%

e [here are 30 million mass affluent
households in the U.S. ($100k-$1m)2.

e Searches for the term "financial advisor”
almost doubled in early 2020 compared
to 2019 rates, according to Google
Trends. Hit record Iin July 2022.

Sources: 1- thewealthadvisor.com, 2- McKinsey & Company
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There’s money in motion

1 AssetMark: Who’s Courting Your High-Net-Worth Clients? | The WealthAdvisor
2 North American wealth management firms on the cusp of change | McKinsey



Wirehouses retain
the largest share of
advisor practices
oriented toward
HNW and UHNW
investors, fueling
high rates of advisor

productivity
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Wirehouses Retain the Largest Share
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HNW households represent just 1.3%
of the total population, but control 43%
of total investable assets

Average wirehouse advisor managed
$175 million in client assets at the end
of 2019, 124% more than the industry
average of $77.9 million

Wirehouse advisors identify access to
services relevant to HNW investors as
the top advantage of affiliating with
their firm

Wirehouse advisors are the most
aggressive at pruning their client base
(asking a client to leave, etc.)

Analyst Note: Cerulli assigns each advisory practice a core market range based on the investable assets of the majority of the practice’s client relationships.
Advisors are excluded from core market exhibits if Cerulli deems them generalists not focusing on a specific core market.

Source: Cerulli Associates, in partnership with the Investments & Wealth Institute & Wealth Institute (formerly IMCA) and The Financial Planning Association® (FPA®)
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Presentation Notes
Where is it now


What High Net Worth Investors Want

e An investment portfolio that addresses their
unique needs and goals

e Concierge-level service; focus on value delivery
e High frequency of communication

e A trusted advisory relationship with real people
= Only 6% are comfortable with digital-only model

e A holistic, comprehensive wealth management
experience


Presenter Notes
Presentation Notes
What do these clients want. Most of you in this room already know this because you do a ton of HNW business through AssetMark and Clark already. For those of you who aren’t, this is for you. We have proven track record of helping advisors successfully go up market and win HNW business. 


From McKinsey, https://www.mckinsey.com/~/media/mckinsey/industries/financial%20services/banking%20blog/winning%20in%20the%20high%20net%20worth%20segment%20in%20wealth%20management/hnw%20investors%20infographicv4.pdf

1 Tailor your strategy across profiles -HNW segment is highly heterogeneous with differences based on life stages and sources of wealth.

2 Focus on value delivery and transparency 65% of HNW clients are comfortable paying higher fee but expect premium (e.g., white-glove service, faster transactions, access to market research, better returns); value for money is the #1 driver of brand loyalty

3 ~25 percentage-point increase in satisfaction when advisor interacts with the client weekly vs. quarterly; higher satisfaction translates to ~15 percentage-point jump in share of wallet

4 Continue to invest in people and expertise, as few HNW individuals want digital-only service 60% care about qualifications and team of experts and only 6% are comfortable with digital-only model. 40% of investors have only one advisor and these clients consolidate 80% of their wallet at primary firm vs. ~55% for clients with 2 advisors

5 ~50% of +$5M consumers consolidate banking and wealth relationships, with money market and mortgage accounts being the most common products
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Partnering with Clark Capital
in 5 Easy Steps

Case Design
Consultation

Portfolio Analysis from
Chartered Financial Analysts®”

B Review your prospective client's B Consolidated, comprehensive
current financial picture with your report detailing holdings analysis.
Investment Consultant diversification analysis, and any other

B Assess your prospective client's relevant information, including tax
goals and objectives management and liquidity planning

W Identify the purpose of the assets ¥ In-depth Factset, Morningstar and
under consideration and develop an Personal Fund mutual fund expense

investment plan and income plan reporting

that support your financial plan B Custom tax transition plan that seeks
to ensure a smooth transition of
assets

B Straightforward review of portfolio
. 5 performance and detailed market
Quarterly Client Reviews outlooks with you and your client
with Your Dedicated B Address any changes to the client's
2 z N long-term financial goals or risk
Client Portfolio Manager tolerance levels

B Uncover opportunities to expand the
client relationship

"Available for Accounts $1m+

securities and Exchange Commission. Registrat
nformation about Clark Capital’s investment advisory service

N iInvestment adviser reqisteres

Contact your Investment Consultant to
discuss a client or prospect: 800.766.2264

Point of
Sale Support’

B Your Investment Consultant Team
will meet high net worth prospects
with you to discuss the Case
Design, Portfolio Analysis, and
the corresponding Clark Capital
recommendations

Concierge Level
Education & Resources

B Ongoing investment expertise and white
glove service from your Investment
Consultant Team to keep you up to date
on portfolio construction insights and
strategy updates

B Timely commentary, webinars, and
events to support your conversations
with clients and prospects

li‘*r*ClarkC apital
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Client Friendly Investment Proposals
and Detailed Portfolio Analysis
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Investment Proposal

Prepared exclusively for

Ralph Kramden

On Behalf of
Kevin Thornton

Kramden Family Trust

Model Performance (Gross of Fees) As of 12/31,

a 100.00% of Household Portfolio 53500000
. Segment Composition:
Navigator Total Wealth Plus Strategles £3,000000

| Moderately Conservative Tax Aware.

HClarkCapital

Diversification Analysis

p and Diminished Diversification Benefit Evaluation

rtfolio overlap — No specific concentration risks

Inception Date: January 01, 2008
Starting Investment Amount: $1,500,000:

Strategy Composition (Current Allocation as of 12/31/2020)

Navigator Total Wealth Strategies | Moderately Conservative Tax Aware
Equity
Navigator All Cap Core U.S. Equity

Fixed Income
Navigator Tax Free Fixed Income

Navigator Fixed Income Total Return
This s provid sure g8'the fix

Alternative

Navigator Alternative
.

This presentation is intended for one-on-one presentations with a financial advisor present.

52500000
Investment Amount ~—
$1,500,000.00
52000000
Registration Name
Kramden Family Trust
51500000
Account Type
Custodian
$1000000
9 10 1 12 13 14 B 16 17 18 19 20 e 60.00%
Ending Amounts
. M Global Equity 35.00%
® Portfolio (Gross of Fees) Performaricg removed.
= Benchmark (Gross of Fees) $2:789,326.31, M Alternative 5.00%
Calendar Year Performance
200 2019 2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008
Fees) e I g
Benchmark (Gross of Fees) 808 1285 -2.20 1043 250 075 353 851 757 193 6.65 1693-11.01
Since
Rolling Performance YID 1Year 3Year SYear 7Year 10Year Inception Beta StdDev Alpha
Fees) Please contact us for a client proposal.
Benchmark (Gross of Fees) 8.08 8.08 6.06 6.19 5.01 5.30 489 100 623 0.00
|
4
1" This presentation s intended for one-on-one presentations with a financial advisor present Page 70f 11

Securities Used: ETFs and Mutual Funds ~ 5.00%

Institutional Managed Trust Tax-Manage... [N
SEl Interational Equity Fund Class F [l
60.00% ix Exempt Trust Tax-Advantaged Income.
Securities Used: Individual Bonds  48.00%  nsvtuonal Managed Trust Cors Fied. . [
Borsiclsyrinen : £1 Muli-Asset Accumulation Fund Class F
e o | Intemational Trust Emerging Markets ... [l
Tax-Managed SmallMid Cap Fund Class F [l
1 Intemational Trust Emerging Markets €. |
SEI Insti Mgd Tr, Large Cap Fund Class F ||

Securities Used: ETFs and Mutual Funds  12.00%

5.00%

S200% Fund Use/Effect
MKkt Vaiue($) % of Port
Fixet income 2amat  m270% Overlap and Diminished Diversification Benefit:
i iﬂ_“'vu 2“‘:::3: nux Owning multiple funds does not always
% vatives ? o el
4 l i e = produce the anticipated  diversification
12.25% Sari it S o ik benefits. Several securities (e.g. MSFT and INJ)
g Invested Total 46972 100.00% . are held directly or through multiple funds.
150%
4262% :
There is no resulting concentration in the
Securities Used: Individual Stocks ~ 12.25% portfoliol! The llargest i equity holding SINJ,
of high-qualty domestic and Potential Overlap and/or Concentration represents just over 1.4%,
Securities Used: Individual Stocks (ADR)  10.50% % Weight Mkt Value($) Direct and indirect stock holdings in the
Aeiint i Tax Exempt Trust - Intermediate-Term .. [ 3640 1690215 portfolio total over 4,200 and the fixed income

1975 917,348 holdings total over 10,200. Adding value over
956 443,886 benchmarks is difficult given the extensive
856 07,702 number of holdings. Small allocations to
433 various strategies indicate that stock selection
o is not particularly a strong source of portfolio
405 performance.

355
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Cost of Ownership Analysis

FClarkCapital

Underlying Expenses for Use of Funds

Unseen costs can negatively impact returns

Last Year's Cost
of Ownership Weight

SEI Intermediate-Term Municipal F
SEI Tax-Managed Large Cap F TMLCX 1.4% 19.5¢
SEI International Equity F SEITX 1.7% 9.4%
SEI Tax-Advantaged Income F SEATX 1.1% 8.5%
SEI Core Fixed Income F TRLVX 1.7% 4.39

SEI Multi-Asset Accumulation F SARAX 1.3% 4.1
SEI Emerging Markets Debt F SITEX 1.6% 4.09
SEI Tax-Managed Small/Mid Cap F STMSX 5.8% 35

SEI Emerging Markets Equity F SIEMX 2.7% 1.9%
SE Large Cap F SLGAX 19% 199
SEI Multi-Asset Inflation Med F SIFAX 12% 159
SEI Dynamic Asset Allocation F SDYAX 0.9% 1.0
SEI Multi-Asset Income F SI0AX 1.8% 1.0
SEI High Yield Bond F SHYAX 1.0% 1.0%
SEI Multi Strategy Alternatives

SEI Small Cap F

Weight-Adjusted Additional Cost to Portfolio

Source: Personal Fund, inc.

Cost of Ownership Analysis

Personalfund.com calculates cost of ownership
based on all fees and transaction costs,
including the impact of portfolio turnover.
Personal Fund only covers open-end mutual
funds and ETFs. Other investment vehicles
could increase cost.

Expense Impact:

Funds can add an unnecessary layer of
expense, as opposed to direct ownership of
securities  through separately managed
accounts.

In addition to the fees, the clients could run
the risk of embedded cap gains that precede
their ownership. Securities have significantly
appreciated since the markets bottomed
March 2009, As managers rebalance portfolio
positions, taxable gains may be realized by the
investor.

The analysis is executed independent of any
potential tax impacts. We encourage clients
to consult with their personal tax consultant
for any tax related guidance.

The projections extrapolate historical costs. These are
estimates and should be used only as a starting point.
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Presenter Notes
Presentation Notes
Start in chronological order:
New opportunities start with analysis of their current approach – if any. Get statements. Send to Clark. We do the rest. 
CPM analysis
Investment Proposal / Income Plan if necessary
Presentation to end client with myself and/or CPM team member
Ongoing client reviews 1-1 as often as quaerterly. Monthly/quarterly webinars. As your book grows with Clark we will do book reviews. Retention rate in the 90s.

We put together custom investment proposals comprised of individual stocks and bonds. We have specific SMA strategies that are run by dedicated specialist PMs and we will combine those together on a custom basis for each client we’re working on. Who is clark a good fit for. Already wealthly, not in crazy growth focused accumulation phase. Pre retirees about to shift into retiree status and start taking income out of their portfolio. 
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Personal Income Plan

Charting Your Financial Course throughout Your Retirement

Prepared exclusively for

John and Jane Smith YO ur Logo
On Behalf of H e re

our Name Here
our Firm Name Here

Sample

20



How Does It Work? Sample
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Plan Summary

Client Spouse
John Smith Jane Smith
Income Start Age Income Start Age
65 65

PLAN SUMMARY

Plan Duration (Years) Inflation Assumption

30 3.00%

Income Needed (Year One) Investable Assets

$144,000.00 $2,460,264.98

ACCUMULATION PHASE

Duration (Years) ROR Starting Amount
3 5.00% $2,000,000.00

Sample

22
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Presentation Notes
Inputs: Head of Household, Couple, whatever


Accumulation Phase Sample

Starting Amount ROR Ending Amount
$2,000,000 2.00% $2, 460,265
$2,500,000
$2,000,000
!
c
>
o $1,500,000
£
<L
$1,000,000
$500,000
$0
I| Contributions I Accumulation Phase
Age
Annual
Start Year End Year Income Source Contribution Increase
1 3 John 401k Contribution $23,000.00
1 3 Jane 401k Contribution $23,000.00

It should not be assumed that any of the investment recommendations or decisions Clark Capital Management Group makes in the future will be profitable or equal to the investment performance
discussed herein.

This chart shows an estimate of how much your income will grow over time based on regular contributions (as applicable) and investment income for the time period shown at an assumed rate of
return, compounded annually and assuming the inflation rate shown. Information about the rate of return shown can be found in the end disclosures. Slight adjustments to any of these variables can
affect the outcome. This graph is for illustrative purposes only.



Distribution PhﬁS € (Assunmung 3.00% Intlation) Sample

$400,000

$300,000
e
c
3
° $200,000
£
<
$100,000
80
65 66 6/ 68 69 0 /M 2 /3 /4 /5 /8 77 /8 /9 B0 81 8 83 B4 B 86 87 B8 89 90 91 92 93 94
65 66 67 68 69 O M1 2 73 74 /5 6 J /8 79 8O 81 8 8 64 8 686 8 8 89 90 91 92 93 94
[ Baseline Income B Investment Income
Age
Annual
Start Year End Year Income Source Contribution Increase
3 30 John Social Security $35,000.00 1.50%
3 30 Jane Social Security $35,000.00 1.50%
1 30 Cornerstone Annuity Income $15,000.00

It should not be assumed that any of the investment recommendations or decisions Clark Capital Management Group makes in the future will be profitable or equal to the investment performance
discussed herein.

This chart shows an estimate of how much your income will grow over time based on regular contributions (as applicable) and investment income for the time period shown at an assumed rate of
return, compounded annually and assuming the inflation rate shown. Information about the rate of return shown can be found in the end disclosures. Slight adjustments to any of these variables can
a affect the outcome. This graph is for illustrative purposes only.
v
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Your Income Navigator Plan

Sample

Total Investment
$2,460,264.98

Amount Invested

Total Duration
Accumulation Phase ROR
Distribution Phase ROR

Deferral Duration

Phase 1 Phase 2 Phase 3 Phase 4

$258,416 $533,753 $652,186 $501,354
Year 1to 2 Year 3 to 10 Year 11 to 20 Year 21 to 30
N/A 4.00% 5.00% 6.00%
1.00% 2.50% 2.50% 2.50%
0 Yrs. 2415, 10 Yrs. 20 Yrs.

Please refer to end of this presentation for important disclosures and detailed description of the methodology used.

Legacy

$514,555
Year 30
6.00%

30 Yrs.

25
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Your Income N:Wigator Plan Year b}* Year

Year

W 00 -~ o R W N

T I L B e e S e e e
[ I R = N o = B = T L R L T R =

Age
65 / 65
66 / 66
67 /67
68 /68
69 /69
70/70
71/71
72 /72
73/73
74 /74
75/75
76 /76
77/77
78 /78
79 /79
80 /80
81/81
82 /82
83 /83
84 /84
85 /85
86 /86

Sta

Starting Amount

rting Percentage

Accumulation Phase Rate of Return

Baseline
Income

$15,000
$15,000
$85,000
$86,050
$87,116
$88,198
$89,296
$90,410
$91,542
$92,690
$93,854
$95,038
$96,238
$97,456
$98,694
$99,948
$101,222
$102,516
$103,828
$105,162
$106,514
$107,886

Distribution Phase Rate of Return

Investment
Income

$129,000
$133,320
$67,770
$71,303
$74,957
$78,737
582,648
586,692
$90,873
$95,197
$99,670
$104,292
$109,072
$114,013
$119,119
$124,399
$129,856
$135,494
$141,322
$147,343
$153,566
$159,996

Total Income

$144,000
$148,320
$152,770
$157,353
$162,073
$166,935
$171,944
$177,102
$182,415
$187,887
$193,524
$199,330
$205,310
$211,469
$217,813
$224,347
$231,078
$238,010
$245,150
$252,505
$260,080
$267,882

Phase 1
$258,416
10.50%
0.00%
1.00%

Phase 1
$132,000
S0

Phase 2
$533,753
21.69%
4.00%
2.50%

Phase 2
$555,104
$577,308
$523,971
$465,767
$402,454
$333,778
$259,475
$179,270

$92,879
S0

Phase 3
5652,186
26.51%
5.00%
2.50%

Phase 3
$684,795
$719,035
$754,987
$792,736
$832,373
$873,992
$917,691
$963,576

$1,011,755
$1,062,343
$989,231
$909,670
$823,340
$729,911
$629,040
$520,367
$403,520
$278,114
$143,745
S0

Phase 4
$501,354
20.38%
6.00%
2.50%

Phase 4
$531,436
$563,322
$597,121
$632,948
$670,925
$711,181
$753,852
$799,083
$847,028
$897,850
$951,720

$1,008,824
$1,069,353
$1,133,514
$1,201,525
$1,273,617
$1,350,034
$1,431,036
$1,516,898
$1,607,912
$1,494,544
$1,371,911

Legacy
$514,555
20.91%
6.00%

Legacy Phase
$545,428
$578,154
$612,843
$649,614
$688,591
$729,906
$773,700
$820,122
$869,330
$921,490
$976,779

$1,035,386
$1,097,509
$1,163,359
$1,233,161
$1,307,151
$1,385,580
$1,468,714
$1,556,837
$1,650,248
$1,749,262
$1,854,218

Total
$2,448,763
$2,437,819
$2,488,922
$2,541,066
$2,594,344
$2,648,857
$2,704,719
$2,762,052
$2,820,992
$2,881,682
$2,917,731
$2,953,880
$2,990,203
$3,026,785
$3,063,726
$3,101,134
$3,139,134
$3,177,864
$3,217,480
$3,258,159
$3,243,806
$3,226,129

Sample
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Our Recommendations

% Name

10.50% Smith Joint - Phase 1 - PUMA - FITR
21.69% John IRA - Phase 2 - IMA - Taxable
26.51% Jane IRA - Phase 3 - PUMA

| 20.38% John IRA - Phase 4 - PUMA

20.91% Smith Family Trust - Legacy - PUMA

Hypothetical Performance as of 12/31/2023
$6,500,000.00

Inception Date: January 01,2011
$6,000,000.00 gtarting Investment Amount: $2,460,265.00

$5,500,000.00
$5,000,000.00
$4,500,000.00
$4,000,000.00
$3,500,000.00
$3,000,000.00

P —
$2,500,000.00 ﬁw A~

2012 2014 2016 2018

Portfolio (Gross of Fees)

Portfolio (Net of 3%)

Benchmark

Personal Benchmark of 4.78%* I

Investment
Amount

$258,416.00

$533,753.00

$652,186.00

$501,354.00

$514,556.00

2020

Risk Comfort Zone

Conservative

Conservative

Moderate Growth

Growth

Maximum Growth

AssetMark Profile

Profile 1

Profile 1

Profile 4

Profile 5

Profile 6

Ending Amount
$6,490,300.61
$4,413,230.18
$6,076,063.62
$4,494,569.72

SAMPLE

The Personal Benchmark is derived from Clark Capital Income Navigator Personal Income Plan ("Income Plan") that an investor and their financial advisor established for their account(s). The income plan is calculated
by separating potential investments into clearly defined phases over an investor's lifetime. For each phase, the rate of return used for the various phases is based on the duration period and the assets allocated.

The Personal Benchmark and all projected rates of return presented in the Income Plan are not based on any Clark Capital product or strategy. They are based on Clark Capital’s financial and market research and
historical market activity as well as external sources of research. As a result, the Personal Benchmark should not be interpreted as a level of performance that any Clark Capital product or strategy could achieve, is likely
to achieve, or may achieve in the future. The rates or returns used in the Income Plan are projections and are not a recommendation to invest in any security or group of securities. The Personal Benchmark does not
include the reinvestment of income and dividends or other distributions and do not reflect the deduction of taxes which will have the effect of lowering the returns."
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Summary

Total Amount Required

$2 460,265

Legacy Ending Balance

$2 955,342

Inflation Assumption

3.00%

oL

- e

P AN

Total Years of Income

30

Income Generated

$3,987,154

Total Baseline Income

$2,863,706

Total Income

$6,850,860

Sample

28



How Do We Help
You Keep Clients?




SAMPLE

Prepared exclusively for

Valued Client

On behalf of
ABC Advisor Company




SAMPLE

Agenda

= Any specific topic you would like to cover
= Market commentary & outlook
= Account performance & asset allocation

= Follow-up items



Quarterly
Review &
Outlook

Economic Gauges

The following graphics reflect the degree of Clark Capital’s positive (forward) or negative (reverse) outlook on the
corresponding economic factors.

Economic Gauges
These five gauges drive our expectations for the stock market. 12:00 is neutral. anything to the right of 12:00 is positive for stocks, anything to the left of 12:00 is negative.

s

Economy Monetary Policy Valuations Investor Sentiment Interest Rates

The Economy has Monetary Policy has Valuations have moved Investor Sentiment has Interest Rates have
moved back one notch. moved backward one forward one notch. moved forward one moved backward one
notch. notch. notch.

32
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Portfolio Allocation

-Clark
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Household Summary

Household Asset Class Allocation

Tax Free Fixed Income
Equity Funds

Fixed Income Funds
Large Cap Stock
Internaticnal

Mid Cap Stock

Cash And Equivalents
Smaill Cap Stock

Tan Free Fiwed Inconmes
Equity Funds

Flumd Inoome Eunds
Largas Cap Stock

ke

Mgl Cag Encack
Cash Ared Equiealents
Small Cap Stock

OEEERCONm

% Aszats

Market Value

Household Cumulative Value (5)

September 30, 2022

41.25%
16.50%
15.49%
14.54%
B.4E%
2.28%
2.26%
1.19%

£15,395,790.56
56,158,924 .89
$5,779,263.46
$5,428,073.69
$2,417,456.24
S851,846.13
$844,084.67
5445,613.76

537,321,053.40

See Important Disclosures on the last page of this statement.

45,000,000
40,000,000
35,000,000
30,000,000
25,000,000
20,000,000
15,000,000
10,000,000
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For use with financial advisors. For lllustrative Purposes Only

.."-.4-\
—

WS B P P P B DD S0 08 Oh O SN O o e S B3 e v m e ma g P
S cEecscaccecssesd@asxaneEga
HNNNNHNNNHNNNHNWNNN%NNN%
&89 ¥ 59 2 ¥5 g sFEs L FFEER 5 8 &
sz z==dd 322 Z2EZE2EE2=E2EZ =

Ending Market Value Met Flows
Page 30f7

33



Performance

ClarkCapital ~ september 30, 2022
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Household Summary

Household Performance Summary

Year to Inception Inception
Inception Date Market Value 1 Month 3 Month Date 1 Year 3 Year S5Year Cumulative Annual Prior Year

Funding Sleeve (FUN) Sep 28, 2016 S0.00 - - - - - - = - -
Mavigator International ADR (ADR) Sep 28, 2016 £3 85801317 -8 B0 -8.33% -30.40% -27.00% 1.58% 0.53% 19 44% 3.00% 20.75%
r r Mavigator All-Cap Core [ALL) Sep 28, 2016 45,5589, 606.99 -7.90% -3.46% -25.56% -1B.76% 4. 28% 1.80% 40.43% 5.81% 29 28%
Fixed Income Total Return -- TAMP (FTR) Sep 28, 2016 55,727,706.33 0L14a% -1.63% -12.51% -12.00% O.7F0% 1.04% 12 B79% 2.04% 3.539%
High Dividend Equity 100-0 {HDE) Sep 28, 2016 54,308,387.01 -F.24% -4.97% -16.99%  -10.49% 2.54% 3.65% IB0T 5.52% 22 8%

[ |

Mavigator Global Tactical (MAC) Feb 23, 2021 51,908 580,05 0.07 % -0.96% -18.91% -13.27T% - - -TB2% -1.96% -
ev I ew T FAMILY Sep 28, 2016 $21,362,293.55 =522% -3.99% -21.05% -16.54% 2.64% 2.05% 24.54% 3.72% 18.57%
Fixed Muni Large {FML) Sep 28, 2016 510,721,181.91 -2 BE% -2 T1% -10.44% -10.12% -1.88% 0.18% 1.85% 0.31% 0.53%

O u t l-o O k ' '
Fixed Short Duration Tax-Free Bonds (SDh) Jun 21, 2017 55,237,577.94 -1.22% -1.44% -1.41% -1.55% 0.62% 1.21% 6.53% 1.24% 0.21%
T FAMILY
Total Household Sap 28, 2016 $37,321,053.40 -4.00% -3.2TH -16.63% -13.4X% 1.23% 1.48% 14.71% 2.31% 11.98%
See Important Disclosures on the last page of this statement.
Investment Advisory + One Liberty Place + 1650 Market Street + 53rd Floor + Philadelphia, PA 19103 + B00.766.2264 + WWW.CCIME.COM Page 40of 7
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Projected Annual Income

o ) Clal‘k( w.—_] }_“’: | t{_'] l September 30, 2022

MAMNAGEMEMNT SROUORF

Household Summary

Household Income Projection

From Date To Date Bond Interest Dividends Total
Monthiy

10/1/22 10/31/22 $39,968.75 $13,644.13 $53,612.88
11/1/22 11/30/22 $35,375.00 $14,366.45 $50,741.45
1271722 12/31/22 $97,137.50 $245,797.22 $343,934.72
1/1/23 1/31/23 $107,081.25 $15,912.78 $122,995.03
' |a rter I oividends | I ond interest 2/1/23 2/28/23 $26,080.00 $12,934.49 $39,014.49
3123 3/31/23 $52,850.00 $42,437.06 $95,287.06
400000 af1/23 /30,23 $39,968.75 $18,370.69 $58,339.44
5/1/23 5/31/23 $35,375.00 $22,828.74 $59,203.74
. 200000 6/1/23 6/30/23 $97,137.50 $75,285.74 $172,423.24
eV|ew & o | == == B - E = = E B = B = 7/31/23 $107,081.25 51596319 $123,044 .44
8/1/23 8/31/23 $26,080.00 $22,237.41 £48,317.41
A A A Y A A R 9/1/23 9/30/23 $52,850.00 $62,609.55 $115,459.55

F & F FF O & F FF g Date to Date

O t l | 101,22 9/30/23 ST18,985.00 $563,388.45 51,282 373.45

See Impaortant Disclosures on the last page of this statement.

Investment Advisory + One Liberty Place + 1650 Market Street + 53rd Floor + Philadelphia, PA 19103 + B00.766.2264 + wWWwWw.CCMg.com Pﬂ& 6of 7
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Market Updates,
Calls and Book Reviews
to Support Your Practice

Gilenn Dorsey, CFA® CAIA®

Senior Vice President, Head of Client Portfolic Management

March 2.

ClarkCapital

MANAGEMENT

Navigator® Market Update

|
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MANAGEMENT

Clark Capital's Bottom-Up, Fu
The markst mawed fighss with US. e Author Into the Unknown

reCreaed] CRbimism of pater ning

ot O3 Samings. Growth cutperta
Technology. Th Haaltfears ard Comem
bond-peooy sectors such as Ui -]
CoPparkas Mo Fapartod with 71 baal
catimatas

W Dol Ultra-Low ntosct ratos w
s 2070 althoush highr PY/E sattor
ABMEATLAT Sk, which v bosn th
months of 205, has continuod 1o Ut
otk he Fussall 2000 and Fussell Lag

The: markst shift away from momantum

Ve are certainly living in scary and uncertain times, The autbreak of the coronavirus
has tumed the world upside down, the ikes of which we have never dealt with before.
The number of infected people and deaths continue to mount at a i

People are concemed for their families, friends, co-workers and their employment

Much of the country is now under conditions that are approaching martial law: Non-
essential businesses are being forced to close, large gatherings are forbidden. and

v goods are being rationed, These aly ian measures are
necessary to limit the spread of the virus, help keep the healthcars system from being
overwhelmed., and to ultimately save lives.

Cominginto this event. the US. ecanomy was an solid footing. Jobless claims wers

25 Berediod our fundamen A ' low, the unemployment rate was at a 50-year low, housing starts were hitting cycle
AR parttolio Fas Lags highs. and global PMI's were turning higher. That all changed quickly. The recession
2l frontior Mkt Connpanics as kot K. Sean Clark, CFA® has started both in the US. and globally s a result of the response to stopping the

spread of COVID-1g This is something that we have never seen—a combination of a
global health and econormic crisis

T less devalopad aconomics

vestment Officer

o]
i

Bl arc strabey updatas froen Octoly

All Cap Cowa ULS. Equity
Healihcars & rew tha g
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miark, it A the secon
During tha Fceith, wo rar
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High Cividond Expty
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benchmark the Russellice

tram Enangy and Haslthea

= The biggest secior detra
Camerirications

i bk ultra o Intsrd

dend stocks int £

main at risk for 3 comectiol

The economy has ground to a halt as cities and states across the US. issue stay at
home orders ta try and stem the spread of the virus. In the coming weeks and months,
we are going to see economic damage like we have never witnessed before. We are
already now starting to see jobless claims rise, and they are likely to skyrocket starting
this week:

Bracing for GDP Impact

There is so much unknown about the extent of the economic weakness we will face
over the next (hopefudly) only two quarters. As social distancing measures increase
in a greater number of areas and as financial conditians tighten further, the negative
effects on near-term GDP growth become that much greater.

The ecanomy didn't really shut down until midway through March. First quarter GDP
will be marginally positive. at best. with we believe a 1% growth rate. However, GDPis

going to be down significantly in the 2nd quarter, initial jobless claims and unemploy-
ment will skyrocket. and retail sales will plummet as consumers are confined at home.

As aresult. we expact 2nd quarter GDP to decline somewhere between 10%-15%
The 3rd quarter will liely be a transiti iod during which psopl y start to
retum to work That quarter may also have negative GDP o slightly positive econamic
growth and will largely depend on how quickly active cases peak in the US. and when
social behavior returns to some normalcy,

Wie believe the gth quarter should be the rebound quarter and is likely to exhibit
stronger than trend growth as depleted inventaries are replenished and pent up retail
demand is unleashed. We expect the 4th quarter to grow by at least 5%, which should
set the stage for a strang economic rebound year in 2021

Quarterly Review & Outlook

Prepared exclusively for
Valued Client

On behalf of
Valued Advisor
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Wealth Planning:

SERVICES OVERVIEW

Clark Capital's wealth planning capabilities are designed to help you grow your business
and enhance the high net worth experience you provide to your clients. Full access to
our suite of comprehensive wealth planning services is available to client households
exceeding $10 million, at no additional cost to the advisor or client.

Trust and Estate Planning

We work collaboratively with clients' legal and tax advisors
to create and implement effective wealth transfer strategies
that are aligned with your clients’ goals.

Strategic Tax Management

By strategically managing their tax liabilities, clients can help
reduce their current and future tax burdens, while preserving
and growing their wealth.

Concentrated Position Planning

Our team provides personalized guidance to financial advisors
and their clients on issues related to both public and private
concentration in equity positions. We help develop strategies
for asset location, diversification, charitable giving, and
liquidity management to manage risks associated with
concentrated positions.

Philanthropic Planning

We help develop a personalized strategy that aligns with
your clients' values and helps you maximize their impact.
Our team leverages expertise in a broad range of
philanthropic vehicles, such as donor-advised funds,
private foundations, and charitable trusts, to help

clients achieve their philanthropic goals.

Business Succession Planning

Whether it's passing on a business to family members,

or selling it to a strategic buyer, private equity, or through
an ESOP, developing a personalized strategy can help your
clients navigate the business succession planning.

Equity Compensation Planning

We can support your efforts to help clients navigate the
complexities of equity compensation and other methods
of stock-based compensation.

This material has been prepared for informational purposes only, and is not intended to provide, and should not be relied on for tax, legal or accounting advice. Investors should consult their personal tax,
legal and accounting professionals before engaging in any transaction. The inaccuracy or incompleteness of any information provided may have a material effect on any information we may provide.

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.
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SClarkCapital Advanced Wealth Planning

Clark Capital's wealth planning services are designed
to help you provide a superior experience

for your high net worth clients.

l | ll Your Investment

5 Repeat the meeting @ @ 1 Consultant Team
process as necessary, will work closely
making adjustments DISCOVERY with you to assess
and additional your client's wealth
recommendations planning needs.
based on the client’s
evolving needs

and circumstances. p 2 Meet with your

Investment Consultant
and Senior Wealth
Planner to discuss your
client’s financial goals
and uncover wealth

IMPLEMENT '@

PRE-CLIENT planning challenges
4 Personalized wealth MEETING in more detail.
planning recommendations
and detailed instructions, o)

Client meeting with you, your
Senior Wealth Planner, and
Investment Consultant Team.

including implementation Q Q
timelines to help you execute ql_-\cﬁ_.l
your client’s personalized plan.
CLIENT
MEETING

This material is for informational purposes only. it should not be assumed that any of the investment recommendations or decisions we make
in the future will be profitable. This material is not inlended to be relied upon as forecast or research. Investors must make their own decisions

based on their specific investment objectives and financial circumsiances. For more i nformatl on ’

Clark Capital is an investment adviser registered with the U.S. Securities and Exchange Commission. Registration does not imply a certain level COnta ct yo ur I nVestment

of skill or training. More information about Clark Capital's odvisory services can be found in its Form ADV, which is availoble upon request Con su Ita nt o r c a " 800 766 226 4
. . .

One Liberty Place # 1650 Market Street # 53rd Floor # Philadelphia, PA1g9103 +# 800766.2264 “* ccmg.com







Disclosures

This material has been prepared by Clark Capital Management Group Inc. (“Clark Capital”) for financial advisors and broker dealer use only and this
should not be distributed to the public. This is for informational purposes only, and is not intended to provide, and should not be relied on for tax, legal
or accounting advice. Investors should consult their personal tax, legal and accounting professionals before engaging in any transaction. Clark Capital
does not represent in any manner that the tax consequences described herein will be obtained or that Clark Capital’s tax loss harvesting strategies, or
any of its products and/or services, will result in any particular tax consequence. 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. Past performance is not indicative of
future results. The inaccuracy or incompleteness of any information provided may have a material effect on any information we may provide. It should
not be assumed that any of the investment recommendations or decisions we make in the future will be profitable. This material is not intended to be
relied upon as forecast or research. Investors must make their own decisions based on their specific investment objectives and financial circumstances."

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.

” u

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

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.

Certified Financial PlannersTM (CFP®) are licensed by the CFP® Board to use the CFP® mark. CFP® certification requirements include: Bachelor’s degree
from an accredited college or university, completion of the financial planning education requirements set by the CFP® Board (HYPERLINK
"http://www.cfp.net"www.cfp.net), successful completion of the CFP® Certification Exam, comprised of two three-hour sessions, experience
requirement: 6,000 hours of professional experience related to the financial planning process, or 4,000 hours of Apprenticeship experience that meets
additional requirements, successfully pass the Candidate Fitness Standards and background check, agree annually to be bound by CFP® Board'’s
Standards of Professional Conduct, and complete 30 hours of continuing education every two years, including two hours on the Code of Ethics and
Standards of Professional Conduct.
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Barrons/MMI Industry Awards

Nominations for the Barron’s MMI Awards are reviewed and evaluated by the specially-appointed MMI Industry Awards Steering Council
and by the MMI Membership Experience Committee (MEC). The Steering Council and MEC consist of representatives from all segments of
the MMI membership. At their sole discretion, the Steering Council and MEC may enlist the support of outside subject matter experts to
help review the nominations. The Steering Council and MEC will look for innovative, needle-moving programs and initiatives that
measurably advance the investment advisory solutions industry and deliver improved outcomes for financial advisors and investors. After
carefully reviewing the nominations submitted, the Steering Council and MEC will determine a slate of finalists in each award category. If
appropriate, in certain “open” award categories, the Steering Council and MEC may elect to propose separate slates of finalists representing
Asset Managers, Sponsor Firms, Solutions Providers, etc. Award winners are determined by a vote of primary contacts at each member firm
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