DA Behavior

Behavior and Money Insights

Enterprise Digital Scan Demo

Unique Style

Anonymized Data Your Team: Unique Style

Facilitator 3% —
Adapter 5% —\ © Reflective Thinker

21.82K 541 11 S

) ) Relationship Builder
Clients Advisors (Employees) Leaders | P 705

Reflective Thinker - -
o ® Community Builder
29% . .
@ Stylish Thinker
@ Initiator

@®Engager

Average Revenue by Unique Style , o
- 2o, @ Relationship Builder

OA fl R a @A f Wealth R . ngager 77 .
verage or insurance revenue p.a verage o ead evenue p.a OStrateglst

5 5 5 5 5 5 5 _ . ® Adapter
Planned $1.9K $11.1K Initiator 9% — \__ Community Builder
o | | | | : | | 19% @ Influencer
2 | | | | | | | | | |
o Patient | H014 $11.1K E Stylish Thinker 10% — @ Facilitator
9 |
S Take Charge $10.8K | | Marketing Personas
E . .
= - .
Outgoing $11.7K Take Charge 13% —\
$0K $2K $4K $6K $8K $10K $12K $14K

Average of Insurance Revenue p.a and Average of Wealth Revenue p.a _~— Planned 33%

Marketing Persona

: : ® Planned
Average of Risk Behavior Pop by Role
_ _ _ _ _ _ Outgoing 22% ® Patient

Leader ® Outgoing
9 | : : : : | @ Take Charge
IS Employee 48%

Client 40%

0% 10% 20% 30% 40% 50% L Patient 31%

Average of Risk Behavior Pop



DA Behavior

Behavior and Money Insights

How Client Behavior Influences Revenue
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Digital Scan of Your Team
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Negotiation Closing Style Choose Leader:

@ Bill Turner
Craig Brooks
Daniel Fields
George Pierce
Joe Franklin

Portfolio Selection: Kassie Harper

DNA Behavior designs & deploys custom product-matching algorithms Kevin Lewis
to map employees and clients to financial products suited for them. Kristin Hale
Marc Warner
Group 1: Capital Protection Megan Hill
Group 2: Ultra-Conservative Ryan Baxter

Group 3: Conservative
Group 4: Balanced
Group 5: Accumulation
Group 6: Growth
Group 7: Aggressive
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