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Clark Capital 
How We Help Peachtree
Planning Advisors to Potentially
Attract and Retain HNW Clients

For Financial Advisor and Broker Dealer Use Only. Not for Public Distribution.

Trevor Burlison, CFP® 
Investment Consultant GA/SC/NC

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

Agenda
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1986
Year Founded

$37.3B
AUA*

24
Investment Professionals

100% 
Family and Employee 

Owned

Committed to Asset 
Management 

Excellence for Better 
Outcomes

23.1
Investment Team 

Average Years 
Experience

146
Employees

3x Winner
2020-2021-2022 
Asset Manager
    of the Year**

10.1 
Investment Team 

Average Years Working 
Together

*As of 6/30/2024, includes sub-advised assets and assets under advisement. **Money Management Institute (MMI) and Barron’s

Who Is Clark Capital?

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 
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. 

Presenter Notes
Presentation Notes
Top money manager on the AMK platform. 
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Uncovering the
High-Net-Worth 
Opportunity

For Financial Advisor and Broker Dealer Use Only. Not for Public Distribution.
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The High-Net-Worth Opportunity

Presenter Notes
Presentation Notes
Opportunity is increasingThe 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



6Sources: 1- thewealthadvisor.com, 2- McKinsey & Company

39% of UHNW and 27% of HNW clients 
had plans to switch wealth management 
providers between 2019 and 20211.

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

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

Money In Motion

Presenter Notes
Presentation Notes
There’s money in motion1 AssetMark: Who’s Courting Your High-Net-Worth Clients? | The WealthAdvisor2 North American wealth management firms on the cusp of change | McKinsey



7Source: Cerulli Associates, in partnership with the Investments & Wealth Institute & Wealth Institute (formerly IMCA) and The Financial Planning Association® (FPA®) 

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.)

Wirehouses Retain the Largest Share

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.

Wirehouses retain 
the largest share of 

advisor practices 
oriented toward 

HNW and UHNW 
investors, fueling 

high rates of advisor 
productivity
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Presenter Notes
Presentation Notes
Where is it now
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What High Net Worth Investors Want

An investment portfolio that addresses their 
unique needs and goals

Concierge-level service; focus on value delivery

High frequency of communication

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

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.pdf1 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 loyalty3 ~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 wallet4 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 advisors5 ~50% of +$5M consumers consolidate banking and wealth relationships, with money market and mortgage accounts being the most common products



10

Tools, Resources,
& Strategies to 
Potentially Attract, 
Earn, and Retain
HNW Clients

For Financial Advisor and Broker Dealer Use Only. Not for Public Distribution.
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Client Friendly Investment Proposals 
and Detailed Portfolio Analysis 

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 analysisInvestment Proposal / Income Plan if necessaryPresentation to end client with myself and/or CPM team memberOngoing 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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Sample

Your Name Here
Your Firm Name Here    
.

Your Logo 
Here
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Sample
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Sample

Presenter Notes
Presentation Notes
Inputs: Head of Household, Couple, whatever
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Sample
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Sample



25

Sample
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Sample
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Our Recommendations

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."

SAMPLE
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Sample
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How Do We Help
You Keep Clients?
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SAMPLE

Quarterly Review & Outlook
Quarterly
Review &
Outlook

Prepared exclusively for 
Valued Client

On behalf of 
ABC Advisor Company
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The gauges reflect the degree of Clark Capital’s positive (forward) or negative (reverse) outlook on the corresponding economic factors.

SAMPLE

Quarterly
Review &

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

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

SAMPLE

Quarterly
Review &

Outlook
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Portfolio Allocation

Quarterly
Review &

Outlook

SAMPLE
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Performance

Quarterly
Review &

Outlook

SAMPLE
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Projected Annual Income

Quarterly
Review &

Outlook

SAMPLE



36For Illustrative Purposes Only 

Market Updates,
Calls and Book Reviews
to Support Your Practice
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A Collaborative 
Partnership
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Wealth Planning: 
SERVICES OVERVIEW

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.

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.

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.
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Q&A
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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. 

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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