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Brian McLaughlin, CEO, Redtail Technology

Brian co-founded Redtail Technology in the spring of
2003, leading the development of an integrated suite
of web-based Client Relationship Management (CRM)
tools for the Financial Advisor. As CEO and Chief
Technology Officer, Brian bring over 15 years of
experience in software and database design to his
position and oversees the development of all software
for Redtail Technology.

Prior to founding Redtail Technology, Brian developed
web application and database design experience at a
National Financial Advisor Producer Group.
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Cynthia Stephens, VP of Marketing, ByAllAccounts
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» 15+ years in marketing and research

* Proven track record developing high-impact
marketing initiatives to build market visibllity,
acquire new clients and grow existing account
relationships.

» Oversees marketing of the firm'’s financial
account aggregation services to investment
management and advisory firms.

 Previously, Director of Marketing at Compete,
one of the 50 fastest growing technology

companies in New England.
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Financial
Advisory Trends
iIn CRM
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CRMs are Becoming Mainstream for Advisors

Do you personally currently use a CRM software product ( such as
Redtail, Junxure, etc) ?
(Responses, n=274)

Family office

RIA

Bank/Trust
mYes

ENo
Independent B/D

Institutional asset manager

Full service B/D-wirehouse
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Forces at work (why now?)

C 2008

Investors demand
attention to all their

2003 assets
' Redtail Financial Meltdown
d launches with
have” ' cloud-based
1993 CRM

Junxure was
launched

©

2011

Integration in
advisory software

Increased ease of
use

Demand from TAMPs

Market volatility —
investors demand
exceptional client

service
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Top 5 CRM Products Mentioned

Which CRM software product / vendor do you currently use? F’
b

(Check all that apply) ya]lar:-::nunts
(Responses n= 186) data for smart decisions

Junxure 15.6%
ACT 15.1%
Redtail

Saleforce.com
Ebix CRM (formerly EZ-Data)

Goldmine
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The CRM Landscape

Figure 9: Flexibility vs. Wealth Management Capability Matrjx
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Source: RIABIz article http://www.riabiz.com/a/6346899,
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Selecting a “
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Top 10 Criteria for Selecting a CRM?

Easy Access to Comprehensive Client Information

Please pick the top three most important criteria for you when selecting a CRM F
(check three) b};a]laccnunts
(Responses n = 177) data for smart decisions

Develop and capture complete history of customer
calls and activities

Single shared customer database

Easy access to e-mails and documents as part of
customer record
View clients’ account data (e.g., holdings) in the
CRM
Cloud based CRM’ Ability to access customer
information on-line

Automated follow up system
Track open and closed customer service issues

Shared corporate calendar

Broadcast/send e-mails to targeted customer or
prospects groups.

Follow a sales process

'b‘ya]laccounts
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Integration with Other Technology is Critical

Why don’t you use a CRM software product? f bya]laccnmts
(Responses n=72 ) data for smart decisions

|

Other (please specify) 3%

Have not found one that integrates well

(o)
with other critical software | use 31%

Not familiar with what a CRM software
product can do

21%

Cannot afford the cost of using a CRM

(o)
software product 15%

Do not think a CRM software product
will help

6%

No need for a CRM software product

redfend e
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Advisors Want Easy Access to Comprehensive

Client Information

Please pick the top three most important criteria for you when selecting a

CRM software product (check three)
(Responses n = 63)
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Develop and capture complete history of customer
calls and activities

Easy access to e-mails and documents as part of
customer record

View clients’ account data (e.g., holdings) in the
CRM

Automated follow up system

Follow a sales process

Cloud based CRM’ Ability to access customer
information on-line

Single shared customer database

Access data from smartphones

Broadcast/send e-mails to targeted customer or
prospects groups.

Track open and closed customer service issues

redfend
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* Read notes: responses are from advisors who don’t use a CRM
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Tips for selecting a CRM

Assess your Needs by asking:

Web based or On Premise?
Determine the need for “anywhere access” to your data. Off load the need to
manage equipment .

Does my current advisory software integrate?
Will this CRM solution integration with popular Planning or Account
Aggregation software?

Data Migration Costs / Efforts?

What are the data migration fees and will | need to allocate manpower to get
it done?

User Adoption / Training?

How easy or difficult is the system to use and is training included or
available?

Price?

What all is included for the price? Is support or training part of the initial
package? Is this solution scalable should | add to my staff?
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chchchchchchchch

data for smart decisions




chchchchchchchch

#ByAll
I'Edﬁl/ 'b‘ya]laccounts

data for smart decisions




Advisors Use CRMs for Better Client Service

check all that apply)
(Responses n =194)

In what ways do you currently use your CRM software product? (please F
b

yallaccounts

Tracking communications

Providing better client service

Centralized client records

Tracking client issues or problem resolution
Prospect / pipeline management

To view client accounts / holdings

Sales forecasting

Other (please specify)

None of the above

redfend
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Measuring the Value of a CRM

How do you stack up?

Please check the top three most important ways that you evaluate the ROI of
the CRM software product that you use (check top three)
(Responses n = 188)

Increasing advisor efficiency
Increasing client satisfaction
Reducing errors

Increasing client loyalty
Improving lead nurturing
Reducing costs

Increasing revenue
Shortening sales cycle

None of the above

Other (please specify)

Improving margins 4%
I'Edﬁl/ 'b‘ya]laccounts
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Best practices in using a CRM

Organize your Contacts / Client Segmentation
Use easy to recognize classifications and categories to sort out your
database.

Defining Your Processes
Develop a list of your group’s processes and implement checklists
and workflows to ensure nothing slips through the cracks.

Notes.
Make sure your ENTIRE staff is entering in information gathered
from clients into the Notes. EVEN YOU! Don’t lose valuable intel!

Activity / Calendar Management.

Discipline yourself to create activities for all tasks in your office, even
if it might seem easier just to tell your team directly. USE the Team
Calendar!
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I'Edﬁll 'b‘ya]laccounts

data for smart decisions




What’s Next?

Mobility

Web capable devices are becoming more common every day. On the way to a client site , in
a meeting, at the airport or at home, your data is waiting to be accessed.

Tablet CRM kits

Get access to client information, account’s status, or client notes, live from your tablet .

Mobile devices are in rapid growth. Use a web based solution or APP to get access to your
client data on your devices.

Imaging

Go paperless and get peace of mind that your documents are backed up in a secure
environment. Web access to client documents. Be ready for Compliance!
Integrated Solutions

Increase efficiency, seek a set of applications that can seamlessly share data.
*Minimize time spent entering data.

*Minimize the potential for data entry errors.

* Maximize you and your staff’s time.

Example:

Enter Prospect info in Redtail > Redtail pushes data to Laser App to populate new account
forms > integration of ByAllAccounts’ account aggregation to populate Redtail CRM with
clients’ custodied and held-away account data to get a complete

net worth picture.
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CRM’s are Becoming a Central Location to

View Clients’ Comprehensive Account Data

Please indicate your level of interest in populating your CRM software

product with your clients’ account data F 1l
(Responses n = 177) b}i-\ ECGUIIFS

Interested _ 20%
Somewhat interested - 12%

Read as:

Nearly three out of four advisors are interested

in populating CRM software product with
Neutral [ 7% clients’ account data

Not interested . 4%

Somewhat uninterested . 4%

Not at all interested F 2%
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They want to View Held-away Account Data Too

Please indicate your level of interest with regard to populating your CRM
software product with held-away account data, such as 401k/retirement. F’ 1l
(Responses n = 173) b data r[ECJm']I}FS

Very interested 22.5%
Interested 25.4%
Somewhat interested
Neutral

Somewhat uninterested

Notinterested

Not at all interested

I'Edﬁll @aﬂaccounts
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The Current Process for Getting Account Data

INto a CRM Can be Inefficient

How do you populate your CRM with account How do you populate your CRM with
level data? held-away account level data?
(Responses n = 90) (Responses n = 28)

Other (please specify) Other (ol )
er (please specify

Import from Excel
Import from Excel
Proprietary software
Download directly from the custodian
Download directly from the custodian

Manually enter the data
Manually enter the data

By using a data aggregation provider By using a data aggregation provider

Import from my portfolio management
or accounting system

Import from my portfolio management

. 44.4%
or accounting system

TECHNOLOGY
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ByAllAccounts
and Redtall
Partnership
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ByAllAccounts and Redtail Partnership

nent Advizor | Research Magazine

{7 AdvisorOne

Start Finish. Succeed. Every day.

Fidelty Brckerage Services LLC, Mambers. MYEE, 3IFC STR4881 0

Home The Portfolio Wealth Retirement The Practice CE Center

RiAs The Client Wirehouses Careers I[IBDs Legal & Compliance Marketing & Technolo

ByAllAccounts, Redtail Join in
Tech Partnership Expanding
Access to Client Data

Partnership pairs CRM with data aggregation for a ‘complete net worth

picture’
0 £ 1084 = ] + FE

ByAllAccounts Inc. and Redtail
Technology announced Tuesday a joint

BY JOYCE HANSON, ADYISORCNE
August 24, 2011
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partnership that will give financial

advisors easier access to a client

—

snapshot that combines client
relatinnshin mananament snffuare with
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Search AdvisorOne Search

| want to do what’s best for my clients.

HEAR THEIR STORIES

Blogs eNewsletters

Practice Management  Business Bvaluator

X
Contact JPMorgan Distribution Sedrvices, Inc. at
1-800-480-4111 for a fund prospectus or downlead i
from jpmorganfunds com. Investors should carefully
consider the invesiment objeclives and rizsks as wall
as charges and expenses of the mutual fund before
investing. The prospectus contains this and other
infarmation about the mutual fund. Read the
prospectus carefully before investing.

Opinions and statements of financial market trends
that are based on current market conditions
congztitute our judgment and are subject to change

wiithriit naticea Plasea note Invactmantz af ame kind

-~ EarnCECredits

with AdvisorOne's CE Center

TAKE THIS MONTH’S TEST
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ByAllAccounts and Redtail Partnership

All Accounts Add
] Number « Company Product Status Type Balance

= Open (4 Items)

D 123456 Met Life VA Open Variable Annuity $10,000.00
| ] 123456789 Nationwide Insurance  Universal Life Insura... Open Universal Life 30.00
D 98765432 Bank of America Certificate of Deposit... Open Cash or Eguivalents $10,000.00
D GM11 United Healthcare Open Group Medical $0.00
$20,000.00

) Mrs. Mary Jill Investor
Communications Director at Down the Street Residence Corporation

Spouse: Thomas Investor
Family Name: Tom and Mary Investor

Account Assets Add
Nome « Symeci Shares Price Balance
ATET T 200 2477 $4,554.00
Cogroup C 200 424 $12720.00
Micresof NSFT 400 23862 $9.443.00
General Information Edit
Open Date: 6/3/2002
Cash vValue: $0.00 as of

Loan Balance: $0.00
Asset Rebalance: False A
Rebalance Frequency: bya]lacco*lmts
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Q&A and Contacts

Brian McLaughlin
brian@redtailtechnology.com
800-206-5030
www.redtailtechnology.com
Twitter.com/RedtallCRM

Cynthia Stephens
cstephens@byallaccounts.com
781.376.8801 x 130
www.byallaccounts.com
Twitter.com/ByAllAccounts
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