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Naviter Affiliate Program
Overview

Executive Summary

The Naviter Affiliate Program is designed to partner closely with "friends of the firm"—specifically M&A
advisors—to identify opportunities where Naviter Wealth's specialized expertise can benefit families
experiencing significant liquidity events. The goal is to create a mutually beneficial relationship where M&A
firms can enhance their client service offering while generating a significant, recurring revenue stream.

Value Proposition for M&A Firms

Significant Revenue Sharing in Perpetuity

Unlike many firms that pay lower percentages or limit payments to the first year, Naviter offers a robust

com pensation structure:

25% Revenue Share In Perpetuity Example Economics

Affiliates receive 25% of This revenue share continues For a minimum target client

Naviter's revenue generated for the life of the client with $10MM in assets, the

from the referred client—higher relationship, not just a one-time annual referral fee to the

than starting payouts for wealth fee. affiliate is approximately

management positions at firms $21,250. For a $50MM client,

such as JP Morgan (22%). the annual fee is approximately
$77,500.
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Transaction Support & Complimentary Services

M&A advisors often worry that introducing a wealth manager pre-transaction might complicate the deal.
Naviter proactively addresses this:

Deal-First Mindset: Naviter yields to your timeline and supports your process to ensure a timely
close.

Pre-Transaction Planning: Naviter provides financial planning and cash flow analysis to illustrate to
clients that they can maintain their lifestyle post-sale, which often gives them the confidence to
proceed with the transaction.

Pre- and Post-Transaction Tax Strategy: We coordinate meaningful tax and legal planning for the
client without slowing down the deal process. This includes leveraging our Senior Tax Strategist to
mitigate taxes incurred from the transaction through estate planning, charitable gifting, 1031
exchanges, opportunity zone funds, and other strategies.

Zero Operational Burden

No Ongoing Obligations: Once a referral becomes a client, the affiliate has no further
responsibilities.

Client Management: Naviter handles all aspects of the client’s onboarding, wealth management
objectives, and ongoing service.

Reciprocal Deal Flow

True Partnership: We view this relationship as a true partnership, not a one-way street.

Active Introductions: Naviter actively looks for potential transaction opportunities within our own
network—specifically, business owners preparing for exit or looking for acquisition targets—to refer
back to our affiliate partners.

Strategic Growth: While our current introduction volume is less than 10 per year, we are focused on
increasing this number as we continue to engage with business owners earlier in their lifecycle.
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Objectivity & Disclosure

The Concern: "I'm worried that this may compromise my objectivity."

The Answer:

Naviter does not require exclusivity. We are happy to simply be on a list of "recommended" or
"preferred" firms alongside other advisors.

Compensation is fully disclosed to the client at the appropriate time. We present this to the client as
a formal request seeking their permission to share our fee with you.

Our experience has shown that fee-sharing is looked upon favorably by clients, who appreciate the
transparency and the knowledge that their trusted advisors are working in concert to support their
long-term success.

Deal Security & Timing

The Concern: “I don’t want to jinx the deal,” “I want to wait until we are under LOI,” or “Let’s wait until we

know the deal is closing.”

Our Approach: We understand that deal fatigue and seller anxiety are real. However, introducing Naviter
pre-transaction can actually help prevent the transaction from derailing.

Sellers often get cold feet because they are unsure if the net proceeds will support their post-exit
lifestyle.

We provide immediate financial planning and cash flow analysis to validate their post-transaction
numbers, giving them the confidence to close the deal.

Meaningful pre-transaction tax strategies can positively affect the client's post-transaction net
proceeds and future cash flows.

Qualification & Ideal Client Profile

The Question: “What is the minimum size investment you work with?” or “What transaction size is too small
for you?”

The Answer: Our firm is purpose-built for families with $10MM+ in investable assets.

While we occasionally make exceptions for smaller accounts, our tiered fee schedule and specialized
services (private equity access, advanced tax strategies) are most effective for portfolios above this
threshold.

We explicitly target families experiencing major liquidity events, such as the sale of a business,
rather than general wealth accumulation.
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Differentiation & Competition

The Question: “What are the key points that differentiate you from the big guys?” or “How do you

compare to other firms?”

The Answer:

Fiduciary Focused

Fiduciary Focused: As an
SEC-registered investment
advisor, we operate under a
strict fiduciary standard,
legally obligating us to act in
the client's best interest. This
distinguishes us from many of
the large wirehouse
competitors who are not held
to the same standard.

Owner-Operator Mindset

As a firm founded by
entrepreneurs, we culturally
align with business owners
selling their life's work.
Crucially, we make the
decisions for our clients
directly—not "someone in New
York" or a distant committee.
This autonomy allows us to be
agile, in contrast to the
bureaucratic structures of larger
firms.

Geography & Operations

Singular Focus

Unlike generalist firms, we work
almost exclusively with families
who have experienced
significant liquidity events. We
don't "also" do this; it is all we
do. The acumen of the team
members and the access to
sophisticated tax strategies,
institutional private assets, and
other family office services
distinguish us from other firms.

The Question: “Where are you located?” “How many states do you cover?” or “Are clients comfortable
with a firm headquartered in Little Rock?”

The Answer:

e  We built our firm on providing specialized services valued by families who are experiencing
significant liquidity events, and our experience has proven that for this level of wealth, distance is

rarely a roadblock.

e Intensive client service and travel are natural elements of our practice. We currently serve clients in
27 states and are built to meet clients where they are, ensuring a high-touch relationship regardless

of physical distance.
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How to Join (Onboarding)

Naviter has streamlined the regulatory requirements to make onboarding easy for M&A professionals:

Initial Conversation: A discussion to determine interest and fit.

Regulatory Review: Naviter reviews state regulations regarding registration and exams. Many
states do not require M&A affiliates to register or test.

Support (If Needed) : If your state does require registration/exams, Naviter guides you
through the process and pays for study materials.

Agreement: You sign the Naviter Affiliate Agreement after confirming eligibility under the SEC's
New Marketing Rule (Rule 206(4)-1).
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The Referral Process: From Introduction to Income

Step 1: The "Low Friction" Introduction 1

Affiliates do not need to "sell" Naviter. The recommended approach is simply asking
your client to take a 10-minute call to hear the Naviter story and unique value
proposition.

e  Script Example #1: "Mrs. Smith, I've gotten to know the team at Naviter
Wealth. I'm sure you have a wealth manager (or three), but you should at least
have a 10-minute call to hear their story."

° Script Example #2: “Mr. Jones, as we move toward a transaction, there are
notable opportunities to proactively minimize taxes. I'm going to introduce
you to Naviter Wealth to discuss some potential strategies.”

Step 2: Referral Connection & Documentation 2

e  The best practice is to connect Naviter and your client via text or email and
allow us to coordinate an introductory video call—ideally, including you.

e  Naviter checks records to ensure the prospect is not already an active client
or prospect.

Step 3: Tracking & Engagement 3

e  Naviter tracks all interactions (calls, emails, meetings) and "tags" you to the
client to ensure proper credit.

e  You will be kept informed of progress where appropriate, though specific
client financial details remain confidential without the client’s express
permission.

Step 4: Fee Sharing 4

e  Secure Payment Setup: We proactively coordinate with you to gather wiring
instructions or your preferred method of payment to ensure a seamless
transfer process.

e  Quarterly Remittance: Shortly after client fees are collected each quarter, the
25% referral fee is calculated and delivered directly to you.
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Key Takeaways

Significant, Recurring Revenue: Affiliates earn 25% of revenue in perpetuity, creating a
substantial long-term income stream.

Deal-Enhancing, Not Deal-Breaking: Naviter supports the M&A process with
pre-transaction planning and tax strategies that give sellers the financial confidence to
close.

Low Friction & High Support: There is no cost to join, regulatory hurdles are minimized
(and paid for by Naviter), and once a referral becomes a client, the affiliate has zero
ongoing service obligations.

Reciprocal Partnership: We view this as a two-way street, actively seeking opportunities to
refer liquidity events and acquisition targets back to our partners.

Fiduciary Standard: As an SEC-registered investment advisor, we offer objective advice
that aligns with the best interests of the families we serve.

Connect with us to learn more
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Naviter Wealth, LLC (“Naviter”) is a Registered Investment Advisor (“RIA"). Naviter provides investment advisory and related services for clients
nationally. Naviter will maintain all applicable registration and licenses as required by the various states in which Naviter conducts business, as
applicable. Naviter renders individualized responses to persons in a particular state only after complying with all regulatory requirements, or
pursuant to an applicable state exemption or exclusion.

Information provided in this material is for informational and/or educational purposes only and is not, in any way, to be considered investment
advice nor a recommendation of any investment, legal, tax, or financial product. Information regarding investment services is provided solely to
gain an understanding of our investment philosophy, our strategies and to be able to contact us for further information. Advice may only be
provided by Naviter's advisory persons after entering into an advisory agreement and provided Naviter with all requested background and account
information. Consult with a qualified professional before making any legal, tax, investment, or financial decision. Different types of investments
involve varying degrees of risk. Therefore, it should not be assumed that future performance of any specific investment or investment strategy will
be profitable. Asset allocation may be used in an effort to manage risk and enhance returns. It does not, however, guarantee a profit or protect
against loss. Performance of the asset allocation strategies depends on the underlying investments. For additional information, please visit our
website at https://naviterwealth.com

Click Here for Naviter Wealth Disclaimers
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