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A Brief Note  
from the Team
Welcome to the close out of 2024 and the sixteenth edition of Inside the Deal!

Dynasty Financial Partners aims to educate our clients and our readers on the key trends we are seeing 

We would like to hear from you! Please email us at DIB@dynastyfp.com. Let us know what you would like us 
to explore in upcoming issues and how we can better serve our network so you can pursue and close more 

Kind regards,

Harris Baltch 
Managing Director, Head of Investment Banking
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Market Review

Partners have only now begun to dip their toes back into the market. However, nothing has seemingly 
shaken RIA M&A buyer or seller sentiment.

acceleration of M&A activity in 2025.

So, as we look to 2025, we believe the primary considerations regarding the general health of the M&A 
market are:

1. Will the leverage levels of serial buyers challenge their ability to continue making acquisitions at 
the current pace?

2. How will the recent spate of recapitalizations affect the legacy serial acquirers?

3. Will new buyers continue to enter the market, and at what pace?

4. How will the new class of buyers (sovereign wealth funds) affect the market moving forward?

Our hypothesis is the overall health of the market will remain strong given the amount of dry powder 
available in the market to consolidate what continues to be a highly fragmented industry. We now have a 

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Q4 2024 RIA M&A  
Deal Volume

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Q4 2024 Key Themes

2024  
Deal Stats

Here’s  
the Deal: 

2025 Market  
Outlook

Behind the  
Scenes of a  
Succession 

Plan

Are you  
Wired  
for a  
Sale?

Who  
Wants  

Capital?

1 2

3 4

5
Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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2024 National Deal  
Data Breakdown
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2024 Dynasty 
Representative Transactions

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Overview of Jenkins Wealth
•

RIA with $250 million in assets under management

•

•
Wealth is designed to support its clients through 

Overview of Mariner
•

comprehensive wealth management solutions

• Backed by Leonard Green & Partners, Penfund, 
and most recently Neuberger Berman, Mariner has 

• With an opportunistic growth strategy, Mariner has 

than $258 billion in assets

Opportunity for Mariner to partner with a scalable, sophisticated, independent wealth 

continued growth and innovation

enhance its service delivery to its clients

•

•
to scale its operations while enhancing its client experience

• Provides Mariner with an enhanced geographic footprint 
in the Denver, CO market

Dynasty Investment Bank Served as Exclusive Financial 
Advisor to Jenkins Wealth on its Sale to Mariner

1

2

3

Announced the Acquisition of

Served as Exclusive Financial 
Advisor to Jenkins Wealth

December 2024

Transaction Details

Strategic Rationale

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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those states. 

When drilling down into the percentage of transactions versus total RIA population by state, however, this 

bucket relative to the total RIA population in these respective states. 

California (34)

Texas (22)

Colorado (17)

Ohio (16)

Florida (15)

1

2

3

4

5

2024 Top 10:  
States By Deal Count

Illinois (14)

Massachusetts (13)

Pennsylvania (13)

New York (12)

Virginia (11)

6

7

8

9

10

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Kansas ($621 bn)

Texas ($321 bn)

California ($218 bn)

Illinois ($114 bn)

New York ($84 bn)

1

2

3

4

5

2024 Top 10:  
States By AUM Count

Massachusetts ($63 bn)

Missouri ($42 bn) 

Georgia ($35 bn)

Florida ($27 bn)

Colorado ($27 bn)

6

7

8

9

10

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Buyers such as banks, brokers and insurance companies continue to be peripherally involved, though 
the latter was only involved through portfolio companies in 2024.. All three tend to complete bulkier 
transactions versus RIAs and Aggregators. 

2024 Top 5:  
By Buyer Type

Aggregator 

210 total deals  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $340.6 bn total AUM

RIA  

35 total deals . . . . . . . . . . . . . . . . . . . . . . . . . . .$17.8 total bn total AUM

PE 

36 total deals . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$1,340.7 bn total AUM

Broker 

5 total deals . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $19.1 bn total AUM

Bank 

1 total deal  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$1.0 bn total AUM

1

2

3

4

5

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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year as it combines its individual RIAs into hubs.

2024 Top 10: Buyers 

Wealth  
Enhancement  
Group

Waverly Advisors

MAI Capital  
Management

Allworth Financial

Mercer Global  
Advisors

Summit Financial

Cerity Partners

Corient (CI Financial)

Constellation Wealth 
Capital

Merit Financial  
Advisors

Carson Wealth

 
$8.6 bn 

$5.7 bn

$5.7 bn 

$5.0 bn

$5.9 bn 

$3.9 bn

$20.3 bn

$20.4 bn

$101.7 bn 

$2.5 bn 

$1.4 bn

 
13 

10

10 

10

9 

9

8

7

6 

6 

6

 
 

WPCG and HGGC

Galway and WPCG 

Atlas, Genstar, Oak Hill and Harvest 

Merchant

Genstar and Lightyear

Mubadala

Black Owl 

Neuberger, HGGC and WPCG 

Bain

Aggregator, AUM (in billions), number of deals in 2024

Sources: Dynasty Financial Partners, public information including press release, trade articles,  



13

Important historical context and level setting:

 
 

the case.

The Best and Worst  
Months of 2024 

  Number Count of Seller  
 Month of Deals AUM ($bn)

 

 September 22 407.5

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Here’s the Deal:
2025 RIA Market Outlook

By Harris Baltch
Managing Director, 
Head of Investment Banking

Here’s the deal… 
If the Wealth Management industry is a  
unicorn, the RIA market is its horn.

Despite interest rates higher than historical averages 
over the past 5 years, the wealth management 
industry is extraordinarily healthy. Deal activity is 

on the fact that the registered investment advisor 

in their futures and willing to invest in them – 
whether through expansion, succession planning,  

activity has the potential to accelerate across 
multiple fronts:

•  
on platform investments 

• 

• 
aggregators and integrators

•  
 

of RIA platforms

• Potentially large national RIAs going public

• Fragmented RIAs looking to partner to scale  
and/or solve for succession in the absence of 
internal solutions

The mantra for 2025: Differentiation
Differentiating your RIA in this vigorous, competitive 

management but also tax planning, retirement 

driven by three primary factors: 

• Clients are demanding comprehensive service, 

approach is on the part of the RIA, the more value 
advisors can deliver to their clients and the more 
valuable they are to potential clients.

• 

ensure compliance. 

• Intensifying competition from both established 

set their services and offerings apart to retain and 
attract clients.

Professionalizing 
In the spirit of differentiation, RIAs are increasingly 
adding capabilities such as business development, 

business development function, for example, gives 

The Retiring and Hiring Conundrum 

retirements is looming, but succession planning 

is experiencing a talent shortage, making it 

altering its competitive dynamics.

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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as an opportunity to differentiate themselves by 
building strong cultures, brand values, and overall 
experiences for both employees and clients. 

Recapitalization is Hot Hot Hot 
In an industry prime for disruption and continued 

 
to handing over the ownership keys to their  
entire business?

might be the most strategic decision an RIA in this 

reallocating a portion, usually a minority stake, of 

provide capital, sales support, and operational 

objective outside perspectives to help them align 
on growth goals and execution strategies. In 

opportunity.  

make sure that your infrastructure can support that 
growth. Do you have a blueprint for operations once 
you reach your goal? Will you be able to maintain 
the same level of client service when you expand  

Will you have enough employees to manage 
demand from clients? Will you have enough  

Looking ahead to 2025, scale is reshaping the RIA 

RIAs should think critically about and explore ways 

planning, holistic wealth management, regulatory 

While transforming your advisory business can be 

the holy grail worth hunting.

Here’s the Deal: 2025 RIA Market Outlook (cont.)

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Behind the Scenes  
of a Succession Plan, Part 1

A Q&A with  
Bradley Kowalczyk 
Partner, Ascent Wealth Partners

Dynasty Investment Bank recently advised Ascent 

RIA, to help structure its succession plan. When 

decided to retire, Ascent viewed it as an opportunity 
to enable the next generation of leadership to 

succeeded the retiring advisor, funding their buyout 
with a combination of bank debt and seller notes, 
based on an agreed upon valuation.

into a purchase agreement with the retiring advisor 
to fund the purchase. Advisor compensation 

ownership distributions and remit seller note 
interest expense and principal to service the liability 

 
dive into some of the lesser talked about 
components of the succession process.  We 
appreciate his candor and hope that his experience 
and insight might be of help to other advisors 
considering a similar exercise.

Here are excerpts from part one of our discussion 
about the process, in his own words.

About the Succession Process…

What prompted Ascent’s succession event,  
and how was the process managed? 

in becoming partners with the full endorsement of 

managed through me as a founding partner serving 
as an intermediary discussing and negotiating deal 
terms/structure between the two groups, and, to 
their credit, they managed it all with fairness and 
respect for each other.

Was the succession part of a long-term  
plan, or was it a more immediate need? 

 
we set it into motion once the time was right for  
all parties.

 
during the succession, and how  
were they addressed? 

threatened the outcome but instead may have 
impacted the structure.  Some of the challenges 

affordability, client retention, transition of workplace 
roles and responsibilities, and timing of the deal, to 
name a few.  

the G2, it was important to both create payment 
terms for them that they could reasonably handle, 
yet with such payments being large enough to be 

Q

Q

Q

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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was achieved through the combination of three 

a balloon payment of the balance due to the seller 
due in 5 years.  

both an affordable payment structure for the G2 
and a satisfactory proceed receipts structure for the 

 

What measures were taken to ensure 
continuity for clients and staff during  
the transition? 

Continuity for staff was not really a problem in that 
the founding partner is motivated to stay around for 

based upon client retention. He also can be paid as  
 

he committed to a plan for the continued 
introductions for his book of business to G2 and 

back for him while creating a more secure transition 
for his book to the G2.  We also structured enough 
notice on the timing of the deal to hire new staff to 

What was the rationale behind the 
transaction structure? Did it achieve  

partners to serve the client base for a longer 
timeframe.  Second, a win for a selling partner 
in providing a fair price upon favorable payment 
terms with an opportunity for future income as well 
as an environment to proudly hand off his roles 
and relationship as he transitions away from the 

come in at a fair price with reasonable protections 

occurred in an agreed upon manner upon favorable 

its future in part and carry on its business from a 
new position of strength.

How did Dynasty support Ascent during  
the process? What was their role and how 
did they manage different stakeholders in 
the process?

Dynasty provided support in a variety of important 
ways throughout the transaction.  First and 
foremost, Dynasty was a good outside party to 

Dynasty helped to justify the purchase price that 
we proposed for the transaction through assisting 
us with determining the logic behind the valuation 

able to negotiate and agree upon.  In addition, 

rather than advocating directly for either the seller 

the ability for the buyers and seller to come to an 
agreed upon middle ground.

Stay tuned for Parts 2 and 3 of our discussion with Brad. 
Next up in our Q1 2025 Newsletter, he will address  
Client Relationships and the Future Direction of the 

Behind the Scenes of a Succession Plan, Part 1 (cont.)

Q

Q

Q

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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As an independent registered investment advisor 

you work with are the focal point of your daily 
professional life. Pivoting from that focus, whether 

cause psychological strain above and beyond the 
stress and emotion inherent in a deal process. 

reimagined Ikigai – perhaps more time with family, 
new hobbies, travel, or charitable endeavors – can 

considered or discussed.

生き甲斐

Are You Wired for a Sale?

Casey Jorgensen, Senior 

Vice President, and Head of the Dynasty Institute 

for Adaptive Leadership (DIAL)

 -Casey Jorgensen

Ikigai, a Japanese concept meaning “a reason for being,” refers to the source of value in one’s life or 

the things that make one’s life worthwhile. At its core, Ikigai is the intersection of what you love, what 

you are good at, what the world needs, and what you can be paid for. This concept is often used to 

indicate the source of value that makes one’s life truly meaningful.

If you are at this point in your career, you are not 

Advisor Metrics 2024, advisor retirement and 
an ongoing succession crisis continue to drive 
consolidation across the RIA industry. Over the 

Financial advisors who are thinking about selling 

concerns: What am I going to do with the free time? 

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Value Obsession   
Emotion can rear its head when it comes to 
determining a valuation. Sellers can become 

to drive down the purchase price, buyers can strain 
negotiations with unrealistic value expectations.

When evaluating a transaction, it is critical to 
consider current market trends and all aspects of 
what comprises a valuation to objectively assess 
a business. Whether eying a merger, planning 
for retirement, or developing a growth strategy, 
a valuation provides crucial insights into your 

value. Sellers should work with their M&A advisors  
 

the headline price. Buyers should focus on the 
overall deal structure, balancing price with favorable 
terms that ensure a smooth transaction and  

How will I keep my mind sharp? What do I need to 
replace my income stream? Who is going to hang 
out with me? How will I stay relevant? Planning 
for your next phase of Ikigai prior to exiting your 
business will give you the time to mentally prepare 

how best to achieve them.

professional and personal factors that can ultimately 

Psychological factors that can  
impact RIA transactions include: 

• Fear of Change 

• Emotional Reluctance 
I poured my blood, sweat, and tears into building this 
business and I still feel I have more to contribute

• Financial Ambiguity 

income stream

• Social Upheaval 
My clients and industry contacts are my friends  
– I enjoy working with them

• Family Dynamics  

 
My kids and grandkids are busy with their own lives,  

• Client Reactions 
 

What if my successor offers services I should  
have offered my clients years ago

  
Are You Wired for a Sale? (cont.)

Sources: Dynasty Financial Partners, public information including press release, trade articles,  

Keep in mind, as well, that buyers and sellers view 
deals differently, and thus react differently. If a 
deal falls through, it is an inconvenience for the 
buyer, but they can move on to the next target. 
For the seller, however, the loss of a suitable and 
advantageous opportunity may elicit a more 
emotional response. For many sellers, the value  

 

said Jorgensen. “So why, then, are advisors often  
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“One aspect that should not be understated 

  
Are You Wired for a Sale? (cont.)

Sources: Dynasty Financial Partners, public information including press release, trade articles,  

of their business is tied closely to their retirement,  
 

years to come, so a lost opportunity can hit on a 
more personal level.

Acknowledging that change is ahead for your 

employees, and your clients. An advisor like Dynasty 
Investment Bank not only works with you to identify 
the value and growth potential of your business, but 
we guide you through the psychological barriers and 

approach will not only do your business justice but 
will ensure that raw emotion does not cloud the 

investment banking team can help you clearly 

prepare for a succession, sale, or negotiation, and 
pinpoint growth drivers – all to demonstrate that 
you are leading a formidable business for whatever 
the next step may be.

will continue as a legacy to be proud of – while you 
explore your new Ikigai.
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Shhh….
Who Wants Capital?

seeking capital infusions. Historically, this process has been shrouded in secrecy, guarded by lawyers and 

investors to get more deals done, where are those deals now? And who still wants capital, ‘according to 
 Hint: Don’t be fooled by headlines.

Successful

Cresset Asset Management 

News of Cresset’s capital search broke in 

Moelis and Goldman 
Sachs

from Constellation Wealth Capital. 

enhance its platform, technology, and 

Merchant Investment Management

that Merchant was targeting a $250 million 

22, 2024, an unnamed source told industry 
publication, CityWire, which regularly carries 

Sixth Street Partners invested $500 million in 
Merchant, as part of a $750M capital raise by 

were not revealed, and Merchant did not issue 
a press release announcing the transaction.

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Shhh….Who Wants Capital? (cont.)

Failed / Halted

Snowden Lane Partners  

Estancia 
Capital Partners’ ongoing effort to sell 
Snowden Lane, which it has backed since 

were unsuccessful. Since the sale effort 
was abandoned in 2022, Snowden Lane 

from Orix Corporation
credit facility from Apogem Capital and 
Monroe Capital. 

Coalesce Capital 

Lane; however, a source told CityWire that the 
two sides could not come to an agreement 

Ardea Partners, announced that it would 

Lane shareholders bought back a majority 
stake from PE backer Estancia.

Hightower Advisors 

Thomas H. Lee 
Partners (THL) engaged Raymond James 
to assist in divesting its majority stake in 

secondaries sale.

Hightower reportedly has repriced its  

further growth.

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Hall Capital Partners

Hall 
Capital Partners (HCP), was pursuing the sale 
of a majority stake and had hired UBS to advise. 
HCP was one of the largest RIAs to pursue a sale 
of a majority stake in 2024. Merely three months 

Pathstone announced 

Capital Raises and Sales in 2024 – What Made Them Successful?

Three other deals in 2024 came to fruition  
in short order following published rumors:

 

At the time of the announcement, Simon 
Krinsky, one of three managing partners at 

investment product to sell. None of the banks 
that have asset management businesses were 

both wealthy individuals and families and serves 
as an outsourced CIO for endowments and 

 

Homrich Berg
pursuing a new investor. When contacted by 

company was looking for a new minority investor 
New Mountain Capital was 

looking to partially exit its minority position. Skip 

told Citywire that TPG had joined New Mountain 

Shhh….Who Wants Capital? (cont.)

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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Constellation Wealth Capital announced the 

publicly debuting Constellation, its owners 

Warburg Pincus retained Evercore to advise 
it on the sale of a majority stake in Kestra 
Holdings

Stone Point 
Capital 

underway, leaks are an unfortunate occurrence; however, one could argue that they do more to encourage 

capital. Sources say Steward Partners is considering a majority sale. Stratos Wealth Holdings is pursuing 
a capital raise, and Merit Financial Advisors is seeking a new investor, both according to sources, among 

headlines. It is important to remember that a deal is not always successful, nor is it tied up in a bow in two 
weeks. A thoughtful, strategic process takes time, and the guidance of an experienced advisor to educate 

advisor protecting your interests and your interests alone to recommend that you halt a process rather than 
settle for the wrong partner. 

Whatever your plans are in the new year and beyond, our Dynasty Investment Bank team is here to help – 
and a bonus – as a Dynasty client, you have access to a seasoned Public Relations team who can help you 
harness the wild world of media!

Shhh….Who Wants Capital? (cont.)

Sources: Dynasty Financial Partners, public information including press release, trade articles,  



25

M&A Market Color 

Several sources are used to create this report. M&A data is gathered from press releases, trade articles, and other secondary research sources. All

Buyer Seller Buyer 
Type

Seller AUM
(billions)

Announcement
Date

Transaction
Rationale

Mubadala Capital CI Financial
(Corient)

Sovereign
Wealth 532.0 11/25/2024 Capital

Neuberger
Berman

Mariner Wealth
Advisors PE 245.0 10/29/2024 Capital

Constellation
Wealth Capital Cresset PE 60.0 11/27/2024 Capital

Pathstone Hall Capital
Partners Aggregator 45.0 10/16/2024 Scale &

Capabilities

Cetera Concourse Financial
Group Securities Broker 12.0 10/8/2024 Scale

Bain Capital Openwork PE 11.5 10/28/2024 Capital

Emigrant
Partners

F.L.Putnam
Investment 

Management 
Company

PE 10.0 11/6/2024 Capital

Lovell Minnick Americana
Partners PE 8.5 10/24/2024 Capital

Corient (CI
Financial) H.M. Payson & Co Aggregator 7.9 12/17/2024 Expansion

Colony
Group GYL Financial Aggregator 6.6 11/4/2024 Other

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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2   Dynasty Financial Partners 15

8  Advice Dynamics Partners 5

8  Berkshire Global Advisors 5

8  Houlihan Lokey 5

Several sources are used to create this report. M&A data is gathered from press releases, trade articles, and other secondary research sources. All 

Q4 2024 M&A League Tables

RIA Investment Banking M&A Deal Count

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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How we help RIAs grow

their next level of growth. 

over 50 years of M&A experience, our team can provide expert help with any number of transaction support 

setting, internal succession, performance benchmarking for founders, and ongoing governance.

Dynasty’s Investment 
Banking Team

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Dynasty’s Investment  
Banking Team

 
began its capital program nearly nine years ago with our traditional debt program based on the needs  
of our clients. 

 
that is exclusively for its clients.

• Primarily term loan structure 

with revolving credit facility 

and guidance facility  

also available

• Covenant lite

• Interest only feature available

• Minimum term

• 

• Origination fees apply

• No use case restrictions

• 

of revenue

• 

offers incremental capital to 

support growth

• Principals may repurchase 

period of time

• Minimum payment 

thresholds

• No use case restrictions

• 

structure with minimum 

• 

ability for RIA to sell additional 

• Limited governance terms

• Minimum dividend

• No use case restrictions

 
Credit

Revenue  
Participation Minority  

Investment

Please reach out to us and let us know how we can be helpful in tailoring a capital solution that is right for 

01 02 03

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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• Do you have a client that is getting ready to sell their business in the near term?  

• Do they have a trusted relationship with an investment banker that knows their 
industry to help them?

Help your client’s business prepare for and execute a sale by 
leveraging our deep investment banking referral network

• Multiple partnerships to choose from

•

•
to support your client and their business

• Potential for advisor to receive compensation upon transaction close with applicable 
brokerage licenses 

Select Investment Banking Partners

If you are interested in learning more, please reach out to us at 
DIB@dynastyfp.com

Dynasty’s Investment Banking 
Client Referral Program

Transaction 
Size 

Minimum

> $75mm

$75mm

$50mm

$25mm

$5mm

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Harris Baltch
Managing Director, Head of Investment Banking

the asset and wealth management industry. 

Earlier in his career, Mr. Baltch worked at PricewaterhouseCoopers LLP in 

registered in the State of New York.

Sam Anderson

Prior to joining Dynasty, Sam was Senior Managing Director and a member 
of the Management Committee at Medley Management Inc. Prior to joining 
Medley, Sam was Head of Commercial Finance M&A within the Financial 
Institutions Investment Banking Group at Goldman Sachs. Prior to joining 
Goldman Sachs, Sam was a member of the Investment Banking Financial 
Services Group at Bank of America. Prior to his time at Bank of America, 
Sam held various positions at Citi Smith Barney.

Jamie Gardiner
Director, Business Development

existing RIAs and M&A/Capital. He consults with existing RIAs looking to 

businesses.

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Dylan Dierig 
Vice President

Dylan spent 4 years as a M&A investment banker between Raymond 

transactions for both private and public companies. Dylan received a 
 

William Ross, CFA
Assistant Vice President

William worked as an Associate for Emigrant Partners, focusing on sourcing 
and executing new investments. William was previously a Fixed Income 

Research on the consumer staples team. William received his MA in 

Victoria Cangero
Senior Associate

Victoria worked as an Associate for Dynasty, focusing on supporting 

group in Miami. Victoria graduated from Florida Southern College, majoring 

Amelie Russo, CFA
Senior Associate

was previously a Corporate Banking Analyst at International Finance 
Bank, monitoring a portfolio of syndicated leveraged loans and sourcing 
investment opportunities. Amelie swam for the NCAA Division I team at 

Sources: Dynasty Financial Partners, public information including press release, trade articles, 
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Important Disclosures

dealer and member FINRA/SIPC. All securities related transactions are through Dynasty Securities. Dynasty 
securities does not hold customer securities or customer funds.

or services of DWM or any investment strategy, nor should it be construed as legal, accounting, tax or 

distributed in any form without prior written permission from Dynasty. Dynasty reserves the right, at any 
time and without notice, to amend, or cease publication of the information contained herein.

investment programs described in this presentation are provided for educational purposes only and 
are not necessarily indicative of securities offered for sale or private placement offerings available to any 

Please note that any such statements are not guarantees of any future performance; actual results or 
developments may differ materially from those projected. Any projections, market outlooks, or estimates 
are based upon certain assumptions and should not be construed as indicative of actual events that  
will occur.

Sources: Dynasty Financial Partners, public information including press release, trade articles,  
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