
Engagement Meeting



FIRSTLY

FOR CONSIDERING US!
THANK YOU

More than a decade ago we started with one question, “What does it take to find 
financial freedom?” That question has become an obsession that has brought to life a 
proprietary financial planning process to simplify the wealth journey and help clients get 
from where they are, to where they want to go; as efficiently and effectively as possible. 
We truly believe that anyone can achieve extraordinary financial success through 
consistent, compounded, ordinary decisions.

Call it counter-cultural, but we believe the typical financial advisor relationship is 
broken. Born from a desire to develop deeper, more meaningful relationships with our 
clients, Apeiron Planning Partners is focused on engaging with you as a partner to 
develop and execute a plan towards financial freedom that encompasses all aspects of 
your financial journey, not just the ones bounded by a dollar sign. In the commoditized 
world of investments, only the relationship differentiates.

If you feel like the advice you’ve been getting works for your advisor more than it works 
for you, try a different approach, we call it Advice Unbounded...

Dare to dream; enjoy the ride
Apeiron Planning Partners



MEETING 
AGENDA

• Background on Apeiron & our team

• Our Financial Planning Process

• Snapshot of where you are now
• What to expect when we work together

• Costs and how we charge
• Next Steps

• Set our Planning Meeting date/time



THE APEIRON TEAM

OVER THE PAST 13 YEARS
WE HAVE HELPED NEARLY

1,000 FAMILIES
ACROSS 25 STATES AND 

7 DIFFERENT COUNTRIES

EMILY DEKE
CLIENT SERVICE ASSOCIATE

SUZIE ALBERT
MARKETING & DESIGN ASSOCIATE

JAMES MARSDEN
CFP®, CRPC®, AIF®

SCOTT HAMMEL
CFP®, CRPC®

CAMERON RESSETAR
CFP®, CDFA®

JACK NICHOLS
SENIOR FINANCIAL ADVISOR{a}



OUR MEETING PROCESS



4 CORNERSTONES OF YOUR FINANCIAL PICTURE

CASH & LIABILITIES
Know your rates, and terms
Do you have enough cash on hand to survive a job loss, health problem, or other unexpected financial emergency so you can avoid tapping 
into your retirement or other long-term savings?
Do you have sufficient credit available to get through a financial emergency?
Have you considered short-term debt such as car loans and high interest credit cards so you can maximize the cash you save for financial 
goals?
Are you on track to pay off your mortgage at or before retirement?

PROTECTION
Protect the things you can’t afford to lose
Would your family be able to pay day-to-day living expenses if something happened to you or your income?
Would your family be able to cover education expenses, retirement, or other major long-term financial goals without your income?
Have you saved enough to cover your unexpected health care expenses now and in retirement?
Have you recently reviewed your homeowner’s, auto, and other insurance coverage to make sure your valuables at an efficient cost.
Have you developed an estate plan, including beneficiary designations, to make sure your wishes are carried out and your legacy is 
secure?

INVESTMENTS
Know your rates, and terms
Do you know how long you can expect to live in retirement, how much you’ll need to save to last you through retirement, and how 
to align your investing strategies to reach your goals and make your savings last through retirement?
Will you have enough guaranteed income in retirement to cover your fixed expenses?
Are you confident that your investment strategy can withstand market fluctuations, keep up with the inflation and still keep you on 
track to reaching your financial goals?
Do all of your accounts work together so they align with your investment strategies and minimize the fees and taxes you pay?

TAXES
Control when you pay taxes
Are you investing now to potentially reduce the taxes you’ll pay when you begin taking money out of retirement?
Have you considered converting to a Roth IRA to balance your tax liabilities in retirement?
Will your heirs have enough money to pay estate and income tax at your death?



CLIENT WEALTH CYCLE



QUANTIFYING YOUR ADVISOR’S VALUE

PORTFOLIO CONSTRUCTION

Suitable asset allocation using broadly diversified mutual funds/EFTs >0%

Use of low-cost index-based products 0.45%

Asset location between taxable and tax-advantaged accounts 0 - 0.75%

Total-return versus income investing >0%

FINANCIAL PLANNING

Regular rebalancing 0.35%

Spending strategy for drawdowns 0 - 0.70%

BEHAVIOR COACHING

Advisor guidance to help adhere to financial plan 1.5%

Potential value added “About  3%”

Potential value relative to “average” client experience (in percentage of net return)

Source: Francis M. Kinniry Jr., Colleen M. Jaconetti, Michael A. DiJoseph, and Yan Zilbering, 2014. Putting a value on your value: 
Quantifying Vanguard Advisor’s Alpha. Valley Forge, Pa.: The Vanguard Group.
Note: For “Potential value added,” we did not sum the values because there can be interactions between the strategies.



YOUR GUIDE TO GETTING STARTED WITH eMONEY



OUR COMMITMENTS TO YOU

Our clients are partners. Together we have a single goal and that is to help you reach financial freedom, 
whatever that means to you, and we share this responsibility for success. This is our commitment:
• Communication – We have a 24-hr. maximum response time during week for every client

• If you don’t hear from us within 24 hours, we probably didn’t receive it!
• Service - 1-3 agenda-driven meetings, and 4-12 informal calls annually, depending on complexity

• We aim to connect with each client between 20—40 times each year through meetings, touch-in phone calls, 
email updates, and client events.

• Feedback – In an effort to generate consistent feedback we put two initiatives in place:
• Client Advisory Board – 10 families rotated bi-annually to provide direct feedback on services and fees.
• Client Survey – Formal survey sent annually for opinion on services, communication, and client events

• Education – We commit to no less than 30 hours each year on formal continuing education
• We also have personal goals on number of books read each year on general business

• Referrals – 99% of clients come by referral; We commit to offering advice without selling ourselves
• If you run across someone going through a challenge, email me directly and I will help at no cost until they 

personally ask to work together formally



OUR EXPECTATIONS FROM YOU

Our clients are partners. Together we have a single goal and that is to help you reach financial 
freedom, whatever that means to you. As partners, we share this responsibility for success. This is 
our expectation from you:
• Communication – If we reach out, please get back with us in a timely manner

• We believe that communication is often the key to overcoming obstacles with costs and/or value

• Transparency – We can’t give you our best advice if we don’t have accurate information
• Sometimes accounts can be automatically updated, and some we can manually update in our meetings

• Commitment – We are typically the main and only financial advisor that a family works with
• The more accounts you have the we don’t manage, the less conviction we have in the success of your 

plan



NEXT 
STEPS

Please print, email, or upload copies of all your:

• Financial Statements (your bank account isn’t necessary, 
just your investments)

• Insurance Policies (actual policy or declaration page)

• Will or trust (overview page is usually good enough, but 
you might want us to keep a copy of everything)

• Latest filed tax return (1040 is usually enough detail)

• Latest pay stubs (showing 401k contributions, matching, 
and benefits)

You don’t have to duplicate any information, just 
reference the policy in this data gathering 
booklet or online.

Our team will scan and input all your information 
into your account vault, and you will have access 
to these and any other documents you will have 
from us in the future.

Let’s set up our Planning Meeting date/time…



FAQs

Are your recommendations truly in my best interest?
Imagine going to your doctor with a concern about your heart, and before running any tests, the doctor
tried to sell you a pacemaker. The doctor then explained that you needed to act today before prices went
up. Later you learned that the doctor was paid extra to promote this particular brand of pacemaker. While
absurd for the medical profession, this scenario closely resembles much of the investment world.

As a firm, we take very seriously our Fiduciary duty to always act in the client’s best interest. To that end,
every partner is a Certified Financial Planner, and we have no proprietary products that would
potentially be a conflict of interest. In addition to a legal obligation, our firm has been built on a foundation
of placing the client’s interest before any thoughts of our own compensation. We recommend for clients
the same investment strategies used in our personal accounts and the accounts of our immediate family
members. Our commitment to honest and ethical behavior has allowed us to build a very successful firm.

Will your recommendations be focused in one area, or comprehensive in nature? In other words,
will I need to find another advisor for advice in other areas?
For our clients, we serve as a single point of contact for all their financial needs. As a CERTIFIED FINANCIAL
PLANNER™ this includes coordinating every aspect of their financial life. Each of our clients has a financial
plan and Next Steps detailing each action needed to achieve their financial goals. As needed, these action
items are coordinated with accountants, attorneys and other professionals.

Do you have the knowledge and experience necessary to successfully navigate the complicated
financial planning and tax world to achieve my financial goals?
We have a team of six, each with a unique expertise focused on serving clients in each phase of their life.
Two of our advisors are Certified Financial Planners and another is a Certified Divorce Financial Analyst.
We have been serving clients for more than 10 years and manage a portfolio of more than $100M.

How many clients do you serve and how does their situation compare to mine?
We currently serve approximately 300 clients, totaling more than $100M in combined assets. We have
intentionally limited the size of our practice to ensure every client receives the service they require to
achieve their financial goals. Our clients fall into 3 main categories: Wealth Builder, Wealth Manager, or
Wealth Protector. Our clients’ investments generally range from $500,000 to over $5M; we primarily focus
on being the cornerstone of the investment, tax and legal issues related to their retirement journey.

How often will I hear from you?
Quarterly, or more often as needed. We typically meet 4-5 times in the first year, and 2-3 times annually
thereafter to review and implement your plan. Client education is a big focus for our firm. We publish
regular newsletters explaining what the headlines mean for our clients. We also hold regular client
education events on an assortment of topics. Each quarter we mail a performance report that clearly
displays what is going on in your accounts. In addition, clients are always welcome to call or email any
questions or concerns.

What will be my total expense, how much will you be compensated, and where can I see this in
writing?
As detailed in our client agreement, each month we deduct a fee equal to one twelfth of your annual fee
directly from the accounts under our management. This deduction is detailed in the quarterly statement
we provide to every client. Each client has a combination Investment Management and/or Financial
Planning fee tailored to their level of complexity.

Our goal is to be able to work with clients in each stage of their life and to be at (or below) industry
average cost while delivering above-average service. It only makes sense to hire a financial advisor, or
any professional, if the services they provide exceed the fees being charged. In our case, the time and
effort saved, plus the tax savings and potentially increased investment returns need to exceed the price
you pay. The financial plan we present to you will clearly quantify the benefits you will receive.

Will you help me solve all financial problems I may encounter?
Yes. We have assisted clients in solving an assortment of financial issues such as 401k plans, IRS audits,
family deaths, disability, tax issues, real estate, debt, Social Security, Medicare, health insurance, college,
gifting and almost any other financial issue imaginable. While we certainly don’t have all the answers,
through our network of resources, we will either answer your questions directly or assist you in hiring a
specialist and will not stop until a solution has been found.

Where do you keep my money and how can I see it?
For your convenience and safety, we use SEI Private Trust or TD Ameritrade as the custodian for our
client assets. SEI and TD Ameritrade both administer and/or custody more than $1T each in assets. As
custodian, SEI and TD hold your funds and provide reporting to you and the IRS. Your accounts can be
viewed at anytime through your personal portal at eMoney Advisor.

https://wealth.emaplan.com/ema/SignIn?ema%2fria%2fatlaswealthadvisors

