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Precision Al for Organic Growth

Driving organic growth is a challenge for most
wealth management firms. That's where our
expertise in data and Al comes in.

TIFIN Wealth helps wealth management firms bring
more individuals into the world of advice through data
collection and algorithmic intelligence.

We use precision Al and custom-developed
algorithms to unlock organic growth for wealth
enterprises and their advisors.




Uncovering Hidden Growth Signals Through Data Science

Our Data Science capabilities combine your firm’s proprietary with third-party data sources
across millions of individuals to help identify conversion and growth opportunities.

Our Most Popular Data Science Packages

E3

Prioritize Prospects Asset Consolidation
Create look-a-like models to find Identify opportunities to
which prospects most resemble consolidate a larger proportion of

existing client benchmarks clients’ assets




I_I TIFIN WEALTH ) Dashboard
Prioritize Prospects

Data Science

[ pashboard @ 1. initialize Algorithm O in Saﬁ:ggt Purchased Prospects to 3. Customize 4. Results

‘f(- Identify Life Stages
Select the prospects you'd like to analyze

| O Prioritize Prospects
The selected Prospects prospects will be compared against your desired benchmark pool.

Growth Opportunity

(@) Clients
Purchased Prospects
Q Laura Adkins (%) Stephen Albert (%) Christina Aljoulani () Patrice Alston (%) Kellie Amaro Test (%) Larry Arenas (%) Bob |

Name = Home Value 2 Est. Investable Assets = Age =
Laura Adkins $272 - 65
Stephen Albert $1K - 54
Christina Aljoulani - - 63
Patrice Alston $545 - 3
Kellie Amaro Test - .
Larry Arenas $363 - 50

wa  ain Street Bob Barker

demas@tifinweaalth.com

Dianne Bell $394 - 93
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= BACK

Data Science

[ pashboard @ 1. initialize Algorithm (-] in gf‘:ggt Purchased Prospects to (O 3. customize 4. Results

‘;(- Identify Life Stages
Customize Criteria
| :IIIE Prioritize Prospects
Qur algorithm uses all available characteristics to identify your most promising Prospects. We rank them by their Priority Score. Use
@ Growth Opportunity all or deselect characteristics to override the algorithm.
(
Clients.

Individual Characteristics Submit Sel

Selected For Algorithm Percent of Individual Characteristics by Age
Age ® Based upon the 21 Individual Characteristics whose data we've found
Income 0%~ @ Investors ' Peer's Investors
Estimated Assets
Home Value
Mortgage Paid 45% -
Financial Planning
Credit Score Proxy 30%4
Future Assets
16%4
0%~ ¥
Main Street : <35 35-50 50-85 65-80 >80

Advisors
demos@tifinwealth.com
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Prioritize Prospects

Data Science

[[] Dashboard @ 1. Initialize Algorithm (] %-n ‘Z?y'ié‘ Purchased Prospects to @ 3.customize O 4.Results
S dentity Life Stages
| @ prioritize Prospects Your 21 individuals with potential growth opportunities Filter
Growth Opportunity
©) Glonts
Benchmark Client Characteristics vs. Top Purchased Prospects Characteristics
Ae Age Aao
Income Savngs Income. Savngs ncarne
i, Pannng Vssith FinPianning Wasitn i, Planning Visalth
proxy Creat Score Home Value Srony Creat score Horne vaive proy Creat score Home Value
Percont Home Paid Off ot Hom Paid OFF Porcent Horme Paid O
Benchmark Client Top Purchased Prospects Benchmark Client Top Purchased Prospects
MA Main Street
Advisors B . R
demos@finweatn.com George Berdin Patrice Alston Jean Bodenhamer

andersonken499@yahoo.com joseph.steph22@gmail.com williear@yahoo.com

TIFIN.score 94% TIFIN.score 94+% TIFIN.score 93%
Age 57 Age 3 Age 38
State State State

Gender Male Gender Female Gender Female
Income $60K Income $174K Income $156K
Wealth $11K Wealth $185K Wealth $82K
Home Value $220K Home Value $545K Home Value $506K

View Details View Details View Details

Prioritize Prospects

TIFIN.score + Name ¢ Age s State 3 Income Wealth $ Est. Assets &
93% Laura Adkins 65 $68 $29 $29
92% Dean Carhoun 46 $412 $1K S1K

91% Suzann Bunton 50 $300K $1K $1K




Prospect Details

TIFIN.scoRE

Future Assets
Laura Adkins

78longhorn@gmail.com

Financial Flanning «

Age
State:
Income:
Credit Score Proxy " Home Value
Wealth:
Mortgage Paid: Mortgage Paid
Financial Planning Affinil . .
Client Benchmarks @ This Prospect
Credit Score Proxy:




Case Study
Uncovering a hidden $35B+ “Wealth Consolidation”

opportunity through growth-focused Al models




Creating Actionable Intelligence

In the initial model output, TIFIN Wealth
uncovered a total opportunity size across all
clients estimated at over $500 billion.

® ~$35B opportunity using realistic
conversion expectations

® 400,000+ CRM records

® 32,000 prioritized leads distilled

Est. $500B+

(in total opportunity across
client assets)

Est. $35B+

(AUA growth opportunity)

Model Score

Consolidators
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|_ | Consolidator uncovered $35B+ Organic AUA growth opportunity

Phase 1 Results | 6-week Engagement

1.  60% of the prioritized leads were accepted by advisors which led to:
O +1.5%increase in AUA
O +$7.5Min Net New Assets (“NNA”)

2. 40% of the leads comprised the Control Group, using normal BAU efforts, which saw
a:

O -1.1% decline in AUA
O ($3.5M) in asset outflows

Conclusion: quality leads accepted by advisors resulted in the Firm’s clients consolidating
their wealth, while the control group actually lost money during the engagement (assets
moved out of the Firm into another external Financial Institution).

Factors to Consider:
@ ~2,500 were selected for 6-week pilot
@ 1,000 leads acted upon by nearly 70 different advisors

I_ITIFINWEALTH

AUA

Control Group

AUA




| | Prospect Prioritization with Marketing Automation

Phase 1 Results | 6-week Marketing Campaign

1. Analyzed data from 19K total records:
O 10K identified using the Prioritize Prospects data science model (PP)

O Remaining 9K were the Control Group (Control)

2. Executed an email campaign using TIFIN Wealth Marketing Automation over a 6-week
period to attend a webinar.

3. The outcomes using TIFIN Wealth’s data

o meuts  seencemodeiresuedin

PP Control  Results O 4.6x more webinar registrations
Recipients 10,000 9,000 - .
_p ' ' O 2x more webinar attendees
Registrants 165 36 4.8x
Attendees 51 26 2.0x
Qualified Leads 65 - - Qualified

Leads

1A qualified lead is any attendee who filled out a lead capture form or chose to be contacted by an advisor of the Firm.




Thank you.

IMPORTANT INFORMATION

CONFIDENTIALITY

This Customer Presentation (this “Presentation”) has been prepared solely for, and is being furnished on a confidential basis to prospective customers of the
TIFIN Group LLC (together with its affiliated entities, the “Company”). This Presentation is non-public, confidential and proprietary in nature and the information
contained herein may constitute trade secrets under applicable law with respect to the Company, the disclosure of which could have adverse effects on the
Company. Any reproduction or distribution of this Presentation, in whole or in part, or the disclosure of its contents, without the prior written consent of the
Company is prohibited and all recipients agree that they will keep confidential all information contained herein and not already in the public domain and will use
this Presentation solely in connection with the proposed transaction and the purposes described above. By accepting this memorandum, each recipient agrees
to the foregoing. If any such terms are not acceptable, this memorandum shall be promptly returned to the Company.

FORWARD-LOOKING STATEMENT DISCLAIMER
Certain information contained in this Presentation constitutes “forward-looking statements,” which can be identified by the use of forward-looking terminology
such as “may,” “will,” “should,” “expect,” “anticipate,” “target,” “project,” “estimate,” “intend,” continue” or “believe,” or the negatives thereof or other variations

" u »ou

thereon or comparable terminology. Due to various risks and uncertainties, actual events or results or the actual performance of the Company may materially
differ from those reflected or contemplated in such forward-looking statements.
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