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The Loyalty Loop - A Model for Recurring Business

Over the past few weeks Adriaan Giessing, Seed Investments’ Head of Distribution, has walked you through the various aspects
of our service offering - including Practise Management, Financial Needs Analysis, Portfolio Optimisation and Short List
Management.

Seed is built on a firm foundation of teamwork, and as such, we pride ourselves on sound partnerships in order to ensure that
you have access to all the tools that you, as a Financial Advisor, need in order to deliver and meet your client expectations.

And so, in Partnership with Seed Analytics, we would like to introduce you to the Seed Analytics Consolidated Reporting Tool —
the final tool in the ultimate Advisory toolkit.

Derek Gardiner, Seed Analytics’ CEOQ, will walk us through this incredible model.

THE LOYALTY LOOP

How clients make purchasing decisions

Advisors often ignore recurring business. While perhaps not the best source of finding new high net worth clients, recurring
business is usually the cheapest way to source healthy, incremental increases to their overall book. The cost of sourcing and
landing the client is eliminated. Trust, once created, serves as a sturdy foundation for loyalty and future business in a cycle
called the “Loyalty Loop”.

The Funnel is Flawed

The traditional evaluation funnel is a framework for approaching new business. It outlines the steps clients take when
selecting an advisor. The approach suggests that clients assemble several possible potential advisors before filtering down
to the single advisor that they select as their advisor. Finally, the framework (somewhat naively) indicates that customers
automatically remain loyal once an advisor has been selected.
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brands and advisors on what clients might find more advisor to select purchase loyalty is acquired in
comfortable to deal with the same transaction. This is a
flawed modal.

However, this model is flawed, as it fails to take into account the ongoing experience after a client selects an advisor. It also
ignores the potential client’s ability to get service quality information from the advisors existing clients.

Loyalty

The loyalty loop is a framework that describes the recurring business model. It suggests that clients go through a constant
evaluation cycle. If advisors are absent and the experience miserable, clients will typically seek out new options. In contrast,
clients return for new business when the experience is pleasant. The trick is to keep a high level of engagement while avoiding
the time sink. So how can advisors maintain a positive experience over the course of a financial year?
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Ongoing experience and exposure. Client builds
expectations based on experiences.

3. Moment of purchase

Client selects a service provider at the moment of
purchase

12 Touch-points a year

Seed Analytics provides 12 credible touch-points a
year for wealth advisors in the form of consclidated
portfolio statements which can be emailed to their
entire client base.

How to Build Loyalty

One cost-effective solution comes in the form of a consolidated portfolio statement. By sending a client a monthly portfolio
statement containing the advisor's brand, the advisor can increase the touchpoints from a single annual review by an

additional 12 points.

Seed Analytics offers Consolidated Client Reporting. Statements for every portfolio in the advisor's book are generated by
Seed Analytics' systems at a fraction of the cost it would take an advisor to do it manually. Using the client reporting system,
advisors can send their clients a monthly consolidated statement together with a monthly market summary. That way, clients
feel updated about their investments in the context of the market. The email is sent from the advisor's email address, so if

the client does need to reach out, they simply need to hit reply.
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Start Your Journey Today!

I would really like to encourage you to make use of this valuable reporting tool that the Seed Analytics team is placing at your
disposal. Pop us an email on info@seedanalytics.info to boost your recurring business today, or visit our website on

www.seedanalytics.info.

We look forward to engaging with you,

il

Derek Gardiner
CEO - Seed Analytics
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DISCLAIMER

Seed Investment Consultants is an Authorised Financial Services Provider in terms of the Financial Advisory and Intermediary Services Act (Act No. 37 of
2002). The laws of the Republic of South Africa shall govern any claim relating to or arising from the contents of this document. This document may not be
amended, reproduced, distributed or published without the prior consent of Seed Investment Consultants.

No guarantee is provided as to the values of any financial product mentioned in this document. All illustrations, forecasts, information and opinions provided
within this document are of a general nature and are not intended to address the circumstances of any particular individual or entity. This document does
not constitute a solicitation, invitation or investment recommendation. While we endeavour to provide accurate and timely information, all illustrations,
forecasts or hypothetical data are not guaranteed and are provided for illustrative purposes only. We make no representation or warranty, expressed or
implied with respect to the correctness, accuracy or completeness of the illustrations, forecasts, information or opinions. No party should act upon such
information or opinion without obtaining the appropriate professional and specialised financial, legal and tax advice based upon a thorough examination of
their particular situation. Seed Investment Consultants will not be held liable for any direct or consequential loss or damage suffered by any party as a result
of that party acting on or failing to act on the basis of information or opinion provided by or omitted from this document.

The value of financial products can increase as well as decrease over time depending on the value of the underlying securities and market conditions.
Changes in exchange rates may have an adverse effect on the value price or income of any product.

Past performance is not necessarily a guide to future performance. Performance has been calculated using net NAV to NAV numbers with income
reinvested. The performance for each period shown reflects the return for investors who have been fully invested for that period. Individual investor
performance may differ as a result of initial fees, the actual investment date, the date of reinvestments and dividend withholding tax. Full performance
calculations are available from the manager upon request.

Prescient Management Company (RF) (Pty) Ltd are registered and approved under the Collective Investment Schemes Control Act (No.45 of 2002).
Collective Investment Schemes in Securities (CIS) should be considered as medium to long-term investments. There is no guarantee in respect of capital
or returns in a portfolio. CIS's are traded at the ruling price and can engage in scrip lending and borrowing. The CIS may borrow up to 10% of the market
value of the portfolio to bridge insufficient liquidity. A CIS may be closed to new investors in order for it to be managed more efficiently in accordance with
its mandate. CIS prices are calculated on a net asset basis, which is the total value of all the assets in the portfolio including any income accruals and less
any permissible deductions (brokerage, STT, VAT, auditor’s fees, bank charges, trustee and custodian fees and the annual management fee) from the
portfolio divided by the number of participatory interests (units) in issue. Forward pricing is used. In the event that specific CIS in securities are mentioned
please refer to the relevant Minimum Disclosure Document in order to obtain all the necessary information in regard to that unit trust. In rare instances
redemption transactions may be subject to a redemption fee. The applicable Prospectus and Key Investor Information Document will be made available
upon request.

Please note that there are stipulated cut-off times for all documents, notifications of deposit, investment, redemption and switch applications. These cut-
off times are product or fund specific and the applicable guidelines have been stipulated on the relevant supporting or transaction documents, application
forms and Minimum Disclosure Documents. Where all required and supporting documentation is not received before the stated cut off time no service
provider shall not be obliged to transact at the net asset value price as agreed to. Prices are published daily and are available on the Prescient website at
www.prescient.co.za.

Investors should at all times remain aware of the risks involved in the buying or selling of any financial product. Where foreign securities are included in a
portfolio there may be potential constraints on liquidity and the repatriation of funds, macroeconomic risks, political risks, foreign exchange risks, tax risks,
settlement risks, and potential limitations on the availability of market information. The investor hereby acknowledges the inherent risk associated with any
selected investments and that there are no guarantees (Paragraph 6(2)(f) of BN92). The Manager retains full legal responsibility for any third-party named
portfolio (Paragraph 6(1)(g) of BN92).

For any additional information please visit our website on www.seedinvestments.co.za.
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