


FROM THE BEGINNING, water has been universally recognized as essential to life. Through a
combination of art and science, human beings have learned to harness - though never completely
tame - the power of water to enhance life. The power of water remains as infinite and exciting

as the depths and vastness of the great oceans themselves. Capturing the benefits of that power

requires vision, creativity and initiative.

Charnley & Rgstvold, Inc., founded in 1978, helps investment management and pension consulting
companies harness their own powers to build successful businesses.

We work with a limited number of investment management and pension consulting companies to
develop their marketing strategies, communications and people, and grow their firms. The Charnley

& Rgstvold team has one career passion: to help their clients achieve their business goals.

Experience has shown us the lasting value of certain key business principles. We share seven
principles to help you succeed in achieving your growth and business goals.



Listen to the market
and position your firm
in front of growth

"To determine your competitive
position and develop an effective
marketing plan, you need a clear
understanding of the market,

its growth patterns and the
competitive landscape. With
market forces constantly changing,
you need to:

~ Assess the current environ-
ment and the probabilities

surrounding future forces

~ Deliver the products and
services that will garner
market share and generate
profits for your firm

~ Forge a marketing plan to
capitalize on your strengths
and market opportunities

~ Be patient, persistent and
consistent — the investment
industry requires a long-term

commitment

Organize for success

Once you know your product
focus and target markets, you
need to organize your talent
and resources in ways that will

maximize success. You must:

~ Have a well-defined structure
and plan to leverage your
assets and strengths

~ Communicate your vision
and direction, both internally

and externally

~ Set a realistic time frame

to accomplish your vision

~ Modify your plan as
appropriate

Attract and retain talent

The investment industry is a
people business. Buyers want to
meet, trust and respect the people
who are managing their assets.
Experts are plentiful, but talent
is scarce. The most successful
firms are able to attract, develop,
motivate and retain outstanding
talent. Your firm's culture and
industry stature are as important
as individual career opportunities
and compensation in attracting

and keeping talent.
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Build on your strengths

Credibility is key in the
investment markets. You need

to identify your distinctions

and strengths, and demonstrate
them clearly to clients, prospects
and consultants alike. You also
need to know your competitive
weaknesses and develop plans

to address them.

Show, don't just tell

Everyone says they are unique.
How are you unique? How can you
show it? Develop a proof statement
for every one of your strengths.

Be credible. Be consistent.

Maximize communication

opportunities

Even the smallest firms with
minimal budgets and resources
can develop communication
programs to promote success.
Raising your firm's visibility,
whether through direct mail,
e-communications, aggressive

selling or a media campaign,

is key.
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Keep improving

Even if you are today's success
story, you must view your firm
as a continual work in progress.
If complacency sets in, setbacks
are sure to follow. Visionary
leadership and sound business
acumen, supported by motivated
professionals and knowledgeable
risk management, are key to a
firm's long-term health. Being
willing to adapt, innovate,

take risks and make informed
decisions to stay leading edge
makes the difference between a
firm that will stagnate or perish,
and a firm that will grow.
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Charnley & Rostvold customizes the following
programs to belp clients achieve their goals.

POSITIONING FOR THE FUTURE

Assessment of organization — investment
capabilities, client service, marketing/sales

Strategic Planning
Business/marketing plans
Market intelligence

New firm/product launches

Turnaround business strategies

COMMUNICATING FOR SUCCESS

Audit of communications, including
sales and client presentations,
written materials and web site

Key messages definition
Development of presentations

Web-based internal and external
communications

Professional audio/video
communications

Internal corporate reporting

TRAINING TO WIN

Standards of presentation excellence
Training platform design
¢ Key messages

* Multi-dimensional training tools and
processes — web-based, DVD/CD, written

Strategic coaching sessions

Design and coordination of internal sales
meetings
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Rgstvold

31401 Rancho Viejo Road Suite 102
San Juan Capistrano California 92675

tel 949 487 3500 fax 949 487 3510

cr@candr.us www.charnleyrostvold.com



