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Networking opportunities

2. Why should we
bother? — Key
reasons

1. What is
Networking?

3. Our approach 4. Helpful Tips




“Networking allows you to build
strategic relationships where you
can nest’ and become a valuable
resource within target markets”

- Susan Cooper, Managing Director, Prudential
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slow and
steady...



The importance of empathy with connections and building trust.




2. Why bother...

If you have more business than you and your business

can handle...

We are all way too busy

Good busy?

Bad busy?



:E 1.Grow your business

2.Land a new job

6 core

3.Learning

reasons for
bothering to
network

4.Solving a specific problem —personal or
business related
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5. Social Reasons
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6.Gratuitous




What are we looking for?

New
businesses
& clients?
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“Your Network is your Net worth”

Jim Rohn
G Representing financial advisers and assisting them to grow ’B o
9” their business and manage regulatory change

Paul Stanfield - 1st G FEIRA

Supporting the financial advice sector * Enabling firms to navigate

regulations * Aiding professional development i‘ Loughborough University

London, England, United Kingdom - Contact info

500+ connections



Sales Mindset?



http://www.greanvillepost.com/2018/02/13/a-stock-market-primer-in-six-easy-steps/
https://creativecommons.org/licenses/by-nc/3.0/
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OPEN & FRIENDLY APPROACHAB INTERESTING AND CURIOUS HONEST
INTERESTED

HELPFUL EYE CONTACT
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Elevator

pitch 1

“We provide wealth management
services to EU based IFA’'s whose clients
are mainly British Expats. The investment
services we provide lead to improved
client outcomes and enrich the services
offered through our adviser partners. By
outsourcing the investment decisions to
our adviser clients, they in turn are better
placed to concentrate on big picture
financial planning with their clients”




» “We work with advisers who help their
clients make the very most of their
El eV at Or money that they’ve worked long and
hard for.... We are money managers
and our number one rule is not to lose

clients cash so they can sleep at night
and live life to the full”

pitch 2
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RBC Brewin Dolphin - EU intermediary range of Discretionary Management Services

Your Business Development team

Lorraine Reddaway lan Kloss

Business Development Manager, Head of International
EU and Ireland Distribution

T +44 203 2015317 T 01392 440450

E M +44 7570 670445

lorriane.reddaway@brewin.co.uk E ian.kloss@brewin.co.uk

Your Investment Managers

Richard Flood

Senior Investment Manager
T +353 12682836
E richard.flood@brewin.ie
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Joy Callender Rory Quinlan

Senior Investment Manager Senior Investment Manager
T +#+353 12682805 T +353 12682853

E joy.callender@brewin.ie E rory.quinlan@brewin.ie



RBC Brewin Dolphin - EU intermediary range of Discretionary Management Services

€67bn!

assets under
management

esuls, for the three months ending 31 March 2022.
*Source: Report by Aon on behal of RBC Brewin Dolphin, comprising c.1,854 client responses, August

2021

33 offices

throughout the
UK,
Jersey & Ireland
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8.8/10
475 Private client

qualified advisers satisfaction®

Founded in 1762, we have grown to become one
of Ireland and UK’s leading wealth managers by
continually meeting the high expectations of our
clients and helping them achieve financial
security and wellbeing.

Our clients are often ambitious people. They
have high aspirations for themselves, for their
families and for their futures.

We provide highly personalised financial advice
and investments supporting a broad range of
clients with four crucial aims: growing their
money, preparing for retirement, preserving their
lifestyle and passing on their wealth.

Over the years we have guided clients through
all market cycles. It has taught us the
importance of maintaining a long-term
perspective and seeing beyond short-term
fluctuations.



RBC Brewin Dolphin - EU intermediary range of Discretionary Management Services

Discretionary
portfolio

Full
discretionary
managed

Active all
collectives

Risk
categories 1
to 6

EUR, GBP or
usD

DFM “LITE”
Model Service (G.I.S)

£150,000 or currency
equivalent

International
leaders

From £350,000 or currency
equivalent

Investment
solutions

PFIC Compliant
Portfolios £500,000 or
currency equivalent

Sustainable Portfolios
£350,000 or currency
equivalent
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