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Q&A MARKETING

Meet the Raymond James in-house
marketing agency, a team of more than
170 people supporting advisors and
business units with strategy and creativity.

A conversation with Managing

Director Jay B. Smith in Gastonia.
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A firm built with and for advisors

Dear fellow North Carolina advisor,

Raymond James has always been a different kind of financial
services firm - one that puts people before profits and doing
what’s right above doing what’s easy.

Guided by our principles of independence and putting clients
first, our firm prioritizes the advisor-client relationship. We
believe that relationships that start with you should stay with
you, meaning your clients are yours, not ours. We also believe
that you know what’s best for your business, so you should
be able to run it as you see fit - without worrying about sales
quotas, product pushes or other interference.

Our innovative approach to affiliation, AdvisorChoice®, offers
a wide spectrum of affiliation options, each with a unique
combination of independence and support to build your
practice on your terms. You can even create your own brand
with the assistance of our full-service, in-house marketing
agency professionals.

Whatever affiliation model you choose, you’ll have full access
to our expansive, ever-evolving resources designed to help you
grow your business and meet your most complex client needs,

from asset management to investment banking to charitable
giving. Each year we invest over $975 million in our cutting-
edge technology platform, built by and for advisors to help you
stay connected to your clients and run your practice efficiently.

Finally, prudent management and sound business principles
have positioned the firm to weather challenging market
conditions and emerge even stronger than before. Take a look
inside to discover the advantages of life at Raymond James.

Sincerely,

RODNEY LINEBERRY
Managing Director
Complex Manager

D 704.442.4718
r.lineberry@raymondjames.com




A different kind of
financial services firm

When Bob James founded Raymond James in 1962, he did so
based on the belief that clients deserved more than help with
their investment decisions - they needed advice that consid-
ered their entire financial picture. As a result, Raymond James
has always been a different kind of firm - one that embraces
long-term planning and methodical decision-making, and
remains focused on what matters most: your clients.

Thatapproach hassupported our steady growth asa preeminent
financial firm serving advisors and their clients on an
international scale. Further, the company has expanded through
the years to serve corporations, institutions and municipalities
through significant capital markets, banking and asset
management services. Six decades later, Raymond James
continues to uphold its reputation for strength and stability
through every kind of market environment.

Our core values

WE PUT CLIENTS FIRST.
If we do what’s right for our clients, the firm will do well and
we’ll all benefit.

WE ACT WITH INTEGRITY.
We put others above self and what’s right above what’s easy. We
believe doing well and doing good aren’t mutually exclusive.

WE THINK LONG TERM.

We act responsibly, taking a conservative approach that translates

into a strong, stable firm for clients, advisors, associates and
shareholders.

WE VALUE INDEPENDENCE.

We respect autonomy, celebrate individuality and welcome
diverse perspectives, while encouraging collaboration and
innovation.

A history of
strength and trust

Robert A. James
Investments merges
with Raymond

and Associates.

1973

Raymond James gains
a seat on the New York
Stock Exchange.

1983
Raymond James
completes

$14 million IPO.

1994

Raymond James
publishes the first
Client Bill of Rights.

2004

The firm opens its
300,000 square foot
Tower 4.

2012

Raymond James acquires
Morgan Keegan and
celebrates 50 years of
client-first service.

2016

Raymond James acquires
Deutsche Bank Wealth
Management’s US private
client services unit and
revives the storied Alex.
Brown name.

2020

Continuing a tradition

of smart, targeted
acquisitions, Raymond
James purchases
retirement administration
firm NWPS and boutique
investment bank Financo.
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Bob James founds
Robert A. James
Investments.

1970

Tom James is
named CEO.

1974

Investment Management
& Research (IM&R), a firm
subsidiary, reactivates
as an independent
contractor broker/dealer.

1987

Raymond James opens
in Paris, the first of its
international offices.

1999

IM&R and Robert
Thomas Securities
merge as Raymond
James Financial
Services.

2010
Paul C. Reilly succeeds
Tom James as CEO.

2013

Raymond James celebrates
its 100th consecutive
quarter - 25 years - of
uninterrupted profitability.

2017

Tom James becomes
chair emeritus with Paul
Reilly succeeding as chair.

2022

As the firm marks 60 years, our
commitment to augmenting
organic growth with key strategic
acquisitions continues as we
welcome fixed income market
maker, SumRidge Partners;
banking and investment firm,
TriState Capital; and U.K.-
based wealth management
firm, Charles Stanley.
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JAY B. SMITH
Managing Director
Gastonia, NC
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A conversation with
Jay B. Smith

For Jay Smith, a seasoned financial advisor, better back-office
support and access to a high-performing technology platform
were among his top priorities when searching for a new firm.
After several conversations with various firms, Jay and his team
transitioned to Raymond James in 2024. We sat down with him to
hear about his experience.

Q. How was your transition to Raymond James?

The run up to my transition was pretty daunting. But coupled with the nerves and
apprehension | had a good feeling that my team and | were making the right move. For
our clients, we needed a platform that could support the size and nature of our practice -
we couldn’t continue without that.

It wasn’t feasible for me to fly out down to Florida from North Carolina for an in-person
home office visit, so | made the decision to participate virtually for an opportunity to
meet some of the teams at Raymond James. My confidentiality was treated as a priority
throughout the process, and the entire experience was personalized to suit my needs
and what matters most to my team, which was extremely efficient and gave me the
information | needed.

Ahead of my transition | also spent a noteworthy amount of time with the firm’s
technology department. | was quickly impressed with the sheer volume of tools
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€€ I’'m proud to have built solid relationships over the course of my career. When it came time for

the transition, the value of those relationships became even more apparent. 92

and support available to help me run my practice and stay
competitive in the industry. | feel I still have a lot to learn, but I'm
reassured to know the tools and the training are there if or when
needed. I've also begun speaking with other Raymond James
advisors and among other topics of conversation we’ve swapped
notes on the technology and tools at our disposal.

Q. What made Raymond James stand out to you?

| spent over two decades at my previous firm before joining
Raymond James in 2024. The lack of access to effective back-
office support was the driving force behind my transition.

It became a common occurrence for members of my team to
spend as long as 45 minutes on hold trying to find support or
answers to questions. | might have called three or four times
per week, and for my team, as many times as ten times per day.
Seeing them spend too much of their workday on hold was as
frustrating as it was unsustainable.

Since coming to Raymond James, there’s been many more
positive experiences when seeking support from the home office.
I love that my team and | can call a real person - not a 1-800
number - and get answers to questions without having to wait
on hold for extended periods of time. | feel like | have a dedicated
point of contact in the departments | work frequently with, and
I’'ve quickly come to trust the accuracy of the information I get
from those individuals in St. Petersburg.

Q. How did your clients respond to the transition?

The majority of my book is made up of retirees, with some
business owners and local professionals thrown in the mix. Most
are the types of people who bring you cookies at Christmas and
“maters” in the summer - hardworking people that appreciate
the value of their money.

- JAY B. SMITH

I’m proud to have built solid relationships over the course of my
career. When it came time for the transition, the value of those
relationships became even more apparent. The first question
most existing clients asked when | reached out to mention my
move to Raymond James was “How do we come with you?”

For the clients that followed, | heard positive feedback about
the lower fees, zero transfer cost and that my core team was
staying the same. | was so pleased they were reassured about my
reasoning for making the move to Raymond James. Ultimately, it
was done to better meet their needs and goals.

Q. What do you consider a major accomplishment?

In a personal capacity, I’'m proud of my family, my children
and recently becoming a grandfather. During my transition
to Raymond James, | had the full support of my wife. For a
long time prior, she could sense there was something in my
professional life that needed to change.

When it comes to my work life, there’s not a single standout
moment. I’'m generally proud of my work and helping my clients
pursue their goals and dreams in life. I’'m also very proud of my
community involvement and civic work over the years, especially
with the United Way, Optimist International, Alliance for Children
and Youth, the Boys & Girls Club and the Gaston Community
Foundation.

My advice to other advisors in the industry - who perhaps
find themselves in a similar situation | did before moving - is
to continue investing in your relationships and client service,
because people remember the moments you were there for them
when it counted and the positive impacts we choose to make.

Past performance is not indicative of future results. The information provided is for informational purposes only and is not a solicitation 5

to buy or sell Raymond James Financial stock.
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A collective team of marketing talent comprising account services, creatives, operations and product management.

You don’t need to be a marketer;
you just need to know us

Meet the Raymond James in-house marketing agency, a team of more than
170 people supporting advisors and business units with strategy and creativity.

Every marketing journey requires an approach that balances
strategy with flexibility to meet specific needs, goals and aspirations.
To deliver that, our in-house agency blends creativity with a deep
understanding of both an advisors’ business and the financial world.

Marketing works alongside advisors - both pre- and post-
transition - to grow, build or refresh their brand. They skillfully
weave together visions and goals to design logos, develop
websites, create touchpoint materials and support long-term,
sustainable marketing plans.

At every juncture, Marketing is equipped to provide a range of
adaptable, personalized support services:

+ Advice and consulting: For advisors newer to the firm, this
support service acts as a fast-track to answers, direction on
next steps, or recommendations on who’s best positioned to
assist with specific marketing needs.

« Communications and connections: Marketing creates diverse
content in a variety of forms that advisors can leverage and
distribute to their clients to help nurture relationships and
keep lines of communication open.

« Brand building: No matter their affiliation, advisors retain
the autonomy to establish their own brand and shape
their business. Marketing helps advisors navigate both the
fundamental branding questions and refining the intricate
details that enhance their business’ presence.

In addition, Supervision is an integral component of the
daily workflow.

Every piece of marketing collateral or con-
tent produced by the agency undergoes a
compliance review, ensuring that advisors
have easy access to approved marketing
materials.

FORGING A POWERFUL PRESENCE

In today’s competitive landscape, Marketing
recognizes the importance of staying up to
date on social media platforms and trends.
Not only does social media offer valuable
opportunities for advisors to connect with



clients and professional contacts in an authentic way, but it also
enriches an advisor’s brand and strengthens their digital footprint.

With RJ Connect, advisors are in control. This platform
streamlines social media and email usage, giving advisors the
flexibility to choose between firm-created content or their own
content with customizable templates.

Once advisors connect their social media accounts and RJ
Connect, an added layer of supervision preserves the advisor’s
ability to share personal photos with their network - be that
of their Christmas party or client wine tasting event. Using Al
technology, this supervision tool helps advisors effectively
manage social media engagement risks with quick approval
turnaround times.

Additionally, advisors can subscribe contacts or existing lists to
receive automated recurring newsletters via email, staying top of
mind with timely, popular content.

INTEGRATION AND TECHNOLOGY

Raymond James Marketing iteratively explores new ways to
help empower advisors, which is why integration remains a core

COHEN

FINANCIAL MANAGEMENT OF

RAYMOND JAMES

[OME  OURTEAM  YOUR EXPERIENCE  INSPIR

Wealth

Advice

for INSPIRED LIVING
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focus, with the goal to seamlessly connect advisors to the firm’s
various platforms.

For example, all advisor websites are integrated with the Client
Access system. No need for separate websites and logins. Clients
can access their account directly from their advisor’s website.

Financial advisor websites smoothy integrate with RJ
Connect, alongside the social media and email marketing
platforms used by Marketing. The tool offers advisors the
option to leverage corporate content or create custom social
media and email messages that are seamlessly approved.
Like social, email marketing content undergoes automatic
supervision monitoring.

RJ Connect currently includes features for managing contacts
and lists, allowing for personalized emails to be sent to specific
clients and prospects. The future integration with RJ CRM
will seamlessly transfer pre-existing email contacts, further
streamlining the process of syncing contacts. This integration
will allow advisors to continue leveraging a valuable blend of
corporate and personalized content alongside the ability to
create custom contact lists.




How invested are we in you
$975 million per year.

200
) h/f
3 i
POWER YOUR PRACTICE. EMPOWER YOUR GROWTH. J -
Raymond James’ technology platform is built on real feedback S SRS G
£ Ruben Cervantes ;.L‘nj,“m
from real financial advisors - and an annual $975 million e = = e
investment ensures it gets better every year. From managing
N . i . . . . < Raymond, James Holdings
relationships to streamlining operations, AdvisorChoice® gives presyre— -
you the tools you need to power your business at your fingertips. ' ° o J .
« Seamless access to client information and texting through the it b i —
RJ Advisor Mobile app wow - - - - —
sio7Ba0 0oL swszs  ssen  $24699%0
+ Insightinto intraday commissions, revenue and your book i '
of business
« Advanced security features and 24/7 monitoring

Raymond James at a glance

Raymond James has delivered 149 consecutive STRENGTH AND STABILITY?
quarters of profitability. We credit much of this

Earnings Per Share (Basic)
performance to the firm’s client-first perspective and

3.00

adherence to its founding core values of professional
integrity, advisor independence and a conservative, 210 149 i
long-term approach to investing. 240 CONBECRENE
quarters of profitability
2.15
1.80
BY THE NUMBERS
1.50
> Approximately » More than 2X 1.20
8,800 required total 0.90
financial advisors capital ratio* oo
i . 0.30
> Aiproﬁma’ffll}’ » Stable outlook credit
$1.54 trillion ratings of A-, A- 00016 17 18 19 20 21 2 23 24 25
. . .
in total client assets and A3 from Fitch, During our fiscal fourth quarter of 2021, the Board of Directors approved a 3-for-2
S&P and Moody’s* stock split, effected in the form of a 50% stock dividend, paid on September 21,2021.
All share and per share information has been retroactively adjusted to reflect this
stock split.

8  *As of 3/31/2025. Past performance is not an indication of future results. The information provided is for informational purposes only and is not a solicitation to buy or sell Raymond
James Financial stock. A credit rating of a security is not a recommendation to buy, sell or hold securities and may be subject to review, revisions, suspension, reduction or withdrawal at
any time by the assigning rating agency. Raymond James Bank is an affiliate of Raymond James & Associates, Inc., and Raymond James Financial Services, Inc. © 2025 Raymond James
&Associates, Inc., member New York Stock Exchange/SIPC. © 2025 Raymond James Financial Services, Inc., member FINRA/SIPC. Investment products are: not deposits, not FDIC/NCUA
insured, not insured by any government agency, not bank guaranteed, subject to risk and may lose value.
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Complex happenings

v The complex hosted a High Net Worth Symposium at the prestigious Ballantyne Country Club in Charlotte, North Carolina
for its advisors. Following the meetings, the advisors participated in a friendly yet competitive golf tournament.

< Families gathered for
a fun-filled night at
I e the Charlotte Knights
baseball game, hosted by
the complex.
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Succession planning is
about more than your

retirement

It's about nurturing your most important asset - your practice.

Rob Goff, Vice President, Succession & Acquisition Planning

Succession planning isn’t just retirement planning. It’s also
growth, continuity and risk planning - all of which play an
important role in the value of your business. And, just as
you tell your clients every day, what you achieve tomorrow
depends on what steps you take today.

The Raymond James Succession & Acquisition Planning team
has guided many advisors in the creation and implementation
of their succession plans, catastrophic plans and team
structures. Based on that experience, we offer the following
points to ponder.

SUCCESSION PLANNING IS GROWTH PLANNING

In a growing practice, advisors are often constrained by the
number of hours in a day. This limitation, however, can be
mitigated by recruiting another advisor or combining forces
with another established practice - and it’s a decision that can
be significantly shaped by your succession goals.

There are three succession strategies to consider:
+ Along-term succession, which can take from five to 10 years
« A merger, which can take from three to five years

+ An outright sale with a limited transition period, generally
under three years

Setting yourself up for long-term succession can benefit your
clients as well as your practice, as it enables continued growth

10
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and increasing the value of your book of business. It also can
provide an up-and-comer with support and guidance as they
grow into their role and develop their own book.

A less-experienced partner can help you continue to build your
client base, keeping your less-intensive client relationships in-
house while providing you with the time to personally serve
your more demanding clients’ needs. This enables you to
stay growth-focused at a career stage when many established
advisors are less interested in pursuing new business.

In time, your partner will be able to take on the responsibilities
of your core clients while developing the next generation
of talent.

SUCCESSION PLANNING IS CONTINUITY PLANNING
Your clients are going to ask.

In conversations about lifelong financial planning, it makes
sense your clients will ask about their lifelong financial
planner. Having a succession plan in place lets you speak
to this topic with confidence, which will in turn inspire
confidence in your clients.

A solid continuity plan helps keep your book intact when you
decide to sell - meaning it will have more value. Clients may
be more likely to stick with your successor if they’ve already
gotten comfortable with their counsel, which can impact your
post-succession earnings.



SUCCESSION PLANNING IS RISK PLANNING

You may be years away from retirement, but we don’t always get
to choose when we leave. We encourage every advisor to have a
catastrophic plan in place to protect the interests of their clients
and their loved ones.

Because of rigid regulatory limitations on beneficiary payments
derived from a book of business without a prior agreement in
place, it’s critical you have a catastrophic plan ready. This will
give you peace of mind, and you can always change your plans
as your practice matures.

SUCCESSION PLANNING IS BUSINESS PLANNING

Don’t let the perfect plan of tomorrow get in the way of a good
plan today - it’s as true for your financial well-being as it is for
your clients’. And like your clients, each stage of your career has
different opportunities and challenges that can benefit from
aplan.

Make sure you’re taking the steps necessary to ensure you
receive fair value for your book of business while protecting
your clients’ interest. If you’re a Raymond James advisor,
| encourage you to reach out to Succession & Acquisition
Planning to explore some of the possibilities - we provide our
services at no cost.
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If you’re not a Raymond James advisor, you can learn more
about our Succession & Acquisition Planning offerings at
raymondjames.com/advisor-opportunities.

TURNKEY AND CUSTOM SUPPORT

The Succession & Acquisition Planning team
offers expertise in four core areas:

+ Consulting on succession and
acquisition strategies
+ Catastrophic planning

+ Team planning (sharing revenue versus

sharing ownership)

« Exit strategy (valuation assistance and
guidance on sharing succession plans with
clients, as well as help with operational and

regulatory aspects)

11



OUR PROMISE

TOYOU

Raymond James advisors
always know exactly
where they stand. How?
Because we wrote it down
in our very own Financial
Advisor Bill of Rights.
Read it for yourself.

You own your client base, including the right to sell it*
You develop and operate your practice with our assistance, not constraints.

You’re free to work with your clients, without regard to account size or asset
levels, while respecting existing Raymond James advisor-client relationships.

You have access to world-class resources and personalized attention from a firm
that puts the focus on you.

You can count on our financial strength to support your business, even when the
marketplace is challenging.

You benefit from the stability of our firm, a public company traded on the New
York Stock Exchange.

You are never influenced to do anything that’s not in your clients’ best interests
- no sales quotas, account size restrictions or product pushes designed to
influence your decisions.

You’re entitled to enthusiastic support from associates throughout the Raymond
James organization.

You will be fairly compensated and can expect a consistent pay schedule with
straightforward, transparent commission architecture and no hold backs on
dealer allowances.

*Certain qualifications apply.

Find out more about how invested

we are in North Carolina - and in advisors like you.

BALLANTYNE BRANCH
3540 Toringdon Way
Suite 510
Charlotte, NC 28277

RJAS - CHARLOTTE BRANCH
5935 Carnegie Blvd.
Suite 300
Charlotte, NC 28209

CHARLOTTE BRANCH
6805 Carnegie Blvd.
Suite 350
Charlotte, NC 28211

RJAS - SOUTHPARK BRANCH
2115 Rexford Rd.
Suite 430
Charlotte, NC 28211

RAYMOND JAMES®

HUNTERSVILLE BRANCH
8015 W Kenton Circle
Suite 105
Huntersville, NC 28078

GASTONIA BRANCH
250 S. New Hope Rd.
Suite C
Gastonia, NC 28054

© 2025 Raymond James & Associates, Inc., member New York Stock Exchange/SIPC.
Raymond James® is a registered trademark of Raymond James Financial, Inc. 25-BR3KN-0192 HF 5/25




