
Second Opinion
Assessment

Exclusively for friends, family and associates of our valued clients

In today’s confusing and highly volatile global economic reality, you are very likely to have a friend, 
family member, or colleague who needs help with a complex situation or lacks complete con�dence in 
his or her current �nancial professional – it’s more common than ever before. Like all important 
decisions and responsibilities that we manage, a second opinion may provide increased con�dence and 
peace of mind.

With the hope of adding even more value to our professional relationship with you and your family, we 
are pleased to announce that we have created an offering for you and other select clients of Wealth 
Impact Partners. We call this our Second-Opinion Assessment. This resource is designed for you to 
share with others that you care about and whom you believe may be able to bene�t. By leveraging this 
offering, you will be giving others access to the same expertise and guidance that you have come to 
expect from us – but at no initial cost or obligation to them.

We approach each new engagement with a 
consultative process. This allows us to have an 
open dialogue in which we learn about every 
client’s values and goals while working with them 
to tailor a plan to help achieve them. As a valued 
client, you will recognize our �ve steps as the 
process you have experienced with us. Through our 
Second-Opinion Assessment, your friends, family 
members and associates can enjoy a portion of this 
experience at no cost.

Our Consultative Approach

Ask ten investors or “wealth managers” to de�ne 
wealth management and you will almost certainly 
get ten different answers, with most focusing only 
on investing. As a client of Wealth Impact Partners, 
you bene�t from a skilled team of professional 
partners and a clear and comprehensive approach to 
wealth management.

Working with a Team that 
Rede�nes Wealth Management
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Offering the Advantage of Our Proprietary Services

Learn More: Call (781) 489-9800 or 
visit wealthimpactpartners.com/second

Get more information about
Second-Opinion by visiting
wealthimpactpartners.com/second

Securities offered through ValMark Securities, Inc., Member  FINRA/SIPC. Advisory services 
offered through ValMark Advisers, Inc., an SEC Registered Investment Advisor. 130 Springside 
Drive, Suite 300, Akron, OH 44333-2431 · (800) 765-5201. Wealth Impact Partners is a separate 
entity from ValMark Securities, Inc. and ValMark Advisers, Inc.
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Wealth Management Formula
WM = CP+IC+RM CP = WE + WT + WP + CG IC = INVESTMENT CONSULTING RM = CRM + PNRM

WM 
(WEALTH 

MANAGEMENT)

CP (Comprehensive 
Planning)

+

IC (Investment 
Consulting)

+

RM (Relationship 
Management)

RM (RELATIONSHIP 
MANAGEMENT)

CRM (Client Relationship 
Management)

+
PNRM (Professional 
Network Relationship 

Management)

CP 
(COMPREHENSIVE 

PLANNING)

WE (Wealth Enhancement: 
Tax Mitigation and 

Cash-Flow Planning)
+

WT (Wealth Transfer: 
Transferring Wealth 

Effectively; may not be within 
a family)

+
WP (Wealth Protection: Risk 
Mitigation, Legal Structures 

and Transferring Risk to 
Insurance Company)

+
CG (Charitable Giving: 
Maximizing Charitable 

Impact)

Management of all investment 
elements to maximize the probability of 
clients achieving all that is important to 

them.

Portfolio performance analysis

Risk evaluation

Asset allocation

Assessment of impact of costs

Assessment of impact of taxes

Investment policy statement

Financial Independence

Planning Pyramid

Social Capital

LIVE MORE
GIVE MORE

EXCESS WEALTH

3-Dimensional Wealth & Impact

Family Legacy
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Comprehensive

Integrated
Blueprinting

Re�nement

Proposal & Engagement

LifePrint™ Process

Action Design

Discovery

WHAT & WHY
WHO & HOW
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What to Expect from our Second-Opinion Assessment
We will meet with your friends, family members and associates for an Assessment Meeting. Hopefully 
we are able to encourage them that they are on track to ful�ll their values and achieve their goals with 
their current �nancial provider. If, however, we think we can help, we will instead suggest a second 
Proposal Meeting. In this meeting, we will review a personal Value Summary Proposal for their 
situation, in which we will suggest tangible ways that we can help. If we ultimately both agree that we 
have a basis for working together, they may elect to engage us for our LifePrint Planning Process. Either 
way, they will receive a Total Client Pro�le and a personalized analysis of their current situation.


