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Benchmarking the attributes of the
industry’s leading financial practices
At Invesco Global Consulting
(IGC), we view your practice
through the metaphorical lens
of a house—that house, your
practice, comprises four rooms:
•
•
•
•

New Business Development
Wealth Management
Client Service
Practice Management

How well structured those rooms
are and how effectively you and
your colleagues are deployed within
each room, in our experience, drive
the performance of your practice
and value to your clientele.

Wealth
Management
Implement a comprehensive wealth
management strategy by integrating:
• Deep discovery processes
• A wealth management implementation tool
• A comprehensive annual review structure
1
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Using this lens, we constructed
the Practice Innovation Index, the
industry’s only diagnostic tool
that empowers you to quickly
evaluate your entire practice relative
to industry peers and receive
curated consulting resources.1
Powered by Invesco’s commitment
to helping financial professionals
build their practices and Cerulli’s
research-based insights, the
Practice Innovation Index does
more than just identify areas for
growth—it provides exclusive
access to in-depth consulting
programs designed to guide you
through the process of elevating
your impact for clients.
The Practice Innovation Index uses
a three-step approach designed
to help you strengthen your
business. The process is simple; the
potential impact for your practice
and your clients is profound.

1.

Complete the diagnostic: First,
complete the Practice Innovation
Index diagnostic analysis by
answering 35 multiple-choice
or data-entry questions about
all aspects of your practice. It
typically takes about 20 minutes
to answer the questions.

2. Review the results: The Practice
Innovation Index then analyzes
your responses using its
proprietary scoring methodology
and delivers a comprehensive
report with an overall score
against its benchmark, which
shows how you and your practice
stack up against industry
averages in specific areas: new
business development, client
service, wealth management
and practice management.
3. Work to elevate your
practice: You will then unlock
exclusive access to 100+
proprietary resources that
align to critical dimensions of
a financial practice. We also
offer dedicated coaching
through Invesco consultants
to help you chart your path
to growth and execute on
strategies built to take your
practice to the next level.
Your results may be used to help you
and your Senior Advisor Consultant
architect a roadmap, leveraging the
vast array of IGC’s research-based
strategies built to help you hone
and refine your practice and take
your performance to the next level.

The model practice

Getting started
We have seen that a growing number of financial professionals are
transitioning to the “model practice” with the goal of amplifying the
performance of their portfolios, their teams and their businesses.
Model portfolios are just one way of creating economies of scale
within your professional practice, giving you an opportunity to
deploy time, energy and resources to areas that likely matter
most to your clients and your team. Not so long ago, clients hired
you to manage their portfolios, while today they likely hire you
to manage their financial lives (of which portfolio management
is a part but by no means the whole of their expectations).
The time challenge
Can today’s financial professionals, with all the demands placed
on their time, compete with professional portfolio managers?
How financial professionals spend their days2
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No part-timer, no matter how talented, can compete with the
equally talented full-timer. This is the inherent challenge.

1

Optimize your
portfolio
How models may help you
improve the performance
of your portfolios by
incorporating three core
principles of successful
investing

Focusing on the three factors we can control
The very nature and structure of models incorporate foundational
principles like consistency, balance and cost—to name but a few.
Explaining how models leverage these principles in an effort to achieve
superior long-term performance may help keep your clients "buckled-in"
to your overarching investment strategy.

Consistency

Balance

Cost

Consistency
Consistent management, investment process, personnel and philosophy
often lead to what one would suspect—consistent returns. It’s one reason
why professionally managed model portfolios historically have less
dispersion and volatility than financial professional-managed portfolios.
Professionally managed model portfolios have historically provided
investors with more consistent performance. 3

3
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 ource: ENV Analytics. Data reflects 3-year performance
S
as of 1/31/17 for open accounts on the Envestnet platform
with a valid start date and where the risk rating must
have a value greater than zero. The source for the data
was the Period Performance Table that is in the ENV
Analytics M2 monthly extract. The data provided is
derived from Envestnet user data composite. Data has
not been independently verified. Data shown is most
recent available.
Standard deviation measures the investment’s volatility
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Note: Chart is for visualization purposes only. Analysis includes nearly 345,000 accounts segmented as
follows: 180,800 financial professional-managed accounts, 163,800 fund strategist portfolio accounts.
In the charts above, each dot represents a group of accounts that, according to a complex mathematical
reduction computation, cluster around a common performance variable.

Consistency also has potential regulatory benefits.
We have seen that financial professionals are increasingly focused
on ensuring that similar clients aren’t receiving different investment
outcomes, which could pose regulatory risk. Professionally managed
model portfolios are one way for financial professionals to work to
standardize their investment offerings and alleviate regulatory risk by
achieving greater consistency of investment results across clients.

Optimize your
portfolio

Balance
Model portfolios may inherently balance your portfolios by providing
diversification across multiple investment disciplines, managers,
geographies and styles.
Professionally managed models usually also follow a consistent portfolio
rebalancing process, which may help investors keep their portfolio
allocation in-line with target risk exposures.
The asset class returns below illustrate the potential importance of a
balanced portfolio as well as the potential benefit to remaining invested
for the long term.
5-Year Asset Class Returns5
5-Year Asset Class Returns
25.00%
20.00%
15.00%
10.00%
5.00%
0.00%
-5.00%
-10.00%
-15.00%

2002-2006

2007-2011

2012-2016

2017-2021

US Large Cap Equity

US Small Cap Equity

International Bonds

International Equity

US Bonds

Commodities

Cost
Costs matter to clients. Models allow for cost-efficient investment
allocations, providing investors with potentialy more value. Models’ fee
advantage usually mainly rests on their tendency toward using low-cost,
index or factor-based underlying funds.
Model portfolios hold a fee advantage across allocation categories.6
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 ource: Morningstar Direct as of 12/31/2021. Index
S
definitions: US Large Cap Equity represented by S&P 500,
US Small Cap as Russell 2000, International Equity as MSCI
AC World ex US, US Bonds as Bloomberg US Agg Bond Index,
International Bonds as Bloomberg Global Aggregate Bond
Index, and Commodities as S&P GSCI Index
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Mutual Fund: Semibundled

Mutual Fund: Unbundled

Mutual Fund: Bundled
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 ource: Morningstar Direct, author’s calculations. Data as of
S
7/31/21.
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Optimize your
portfolio
Financial professionals have choice and control in their
decision to use models; it's not an "all-or-none" decision.
We have seen that financial
professionals who use
models dedicate more
time to critical client
services and new business
development activities

Financial professionals, frequency of model use by type, 20217
Frequently or sometimes use
Target risk/risk-based
(e.g., conservative, moderate,
aggressive, 60/40)

76%

Investment objective completion model
(e.g., alternatives, fixed income, thematic)

65%

Outcome-oriented
(e.g., income, downside risk protection,
capital preservation)

66%
50%

Target-date
(e.g., 2050 retirement date)
0%

10%

20% 30%

40% 50% 60%

70%

80% 90% 100%

Financial professionals can choose to use managed models or just
their recommendations.

Models

Managed
Managed account that is
typically developed and traded
by a home office or third party

Core

Guidance
Asset allocation recommendations
and transactions from a home office or
third party intended to help
financial professionals construct
client portfolios

Complement

[less]

Core

Advisor Discretion

Complement

[more]

For illustrative purposes only
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Source: Cerulli Associates, The Cerulli Report: Asset
Allocation Model Portfolios 2021. Used with permission.
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Financial professionals are using model portfolios
to complement their existing investments.7
•

Over 43% of advisors are using models as a starting
point for their portfolio construction.

•

Primary motivation is to save time, reduce risk
and improve the client experience.

•

Model Marketplaces and Turnkey Asset Management Programs
are growing rapidly and fueling advisor adoption.

2

Enhance your
business
How leveraging models may
help you enhance your clients’
experience and the perception
of your team

Winning the time challenge
When you allow portfolio managers to handle a portion of your
investment needs, you afford yourself the opportunity to reallocate your
time to other needs, such as your clients, your practice or yourself.
Thinking conceptually, where would you like to spend more time if
you had it? Improving your wealth management services, practice
management, new business development or client services?
Where would you like to spend your time?

The “four rooms” of your practice

New Business Development
1. Create a consistent,
proactive and scripted
referral pipeline

Invesco Global Consulting
and your Senior Advisor
Consultant can provide
insights, expertise and tools
designed to help you in all
these areas.

2. Build strong professional
alliances in order to help
fulfill your clients' wealth
management journey and
cross refer
3. Develop a comprehensive
marketing and branding
message

Client Service
1. Segment clients
quantitatively and
qualitatively
2. Stratify your service and
recognition based on that
stratification

The purpose of this material is to help educate how you
can utilize research-based language to present Invesco's
model portfolios. This is not to be construed as an offer
to buy or sell any financial instruments and should not be
relied upon as the sole factor in an investment-making
decision. The model portfolio information shown herein
is for illustrative purposes only. Model portfolios are
available through an affiliate of Invesco Distributors, Inc.
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3. Create client meeting and
communication structure
that leverages your team
4. Enhance your annual client
reviews

Wealth Management
1. Incorporate an expanded
deep-discovery process
2. Create a comprehensive
wealth management
implementation checklist
3. Build a highly disciplined
and systematized portfolio
management strategy
4. Begin to include the next
generation into wealth
management and legacy
meetings

Practice Management
1. Expand the scope and
leverage of your CRM
2. Incorporate weekly strategy
meetings as described in
Invesco Global Consulting’s
“Constructing and Managing
a Synergistic Team” toolkit
brochure (IGC-CMS-BRO-1)
3. Enhance your individual team
roles and responsibilities
4. Create a development and
career path strategy for key
team members

Enhance your
business

If you decide to outsource a portion of your time-consuming
investment management to model portfolios, how will you
reinvest that time into your clients and/or your practice?
Invesco Global Consulting is the industry’s largest communication and
consulting services group with a focus on financial professionals8—
and is dedicated to helping you enhance your practice, create
more capacity and better serve your clients with research-based
presentations, workshops and coaching.
Invesco Global Consulting can work to help you to reallocate your time
to your business, your clients and yourself.
Reallocate your time to offering comprehensive wealth management
Invesco Global Consulting can show you ways to offer
comprehensive wealth management with deep discovery,
strategic planning, portfolio management, administration, client
communication and client appreciation.
Learn more >

Reallocate your time to creating technology designed to engage
with clients
8

Source: RA Prince & Associates, Inc. as of 3/31/20.

9

T he largest study ever done on the language of financial
services has been conducted by Invesco Global Consulting
and Maslansky + Partners since 2007. Invesco Distributors,
Inc. is not affiliated with Maslansky + Partners.

Brochure (IGC-PII-BRO-2-E-FF, IGC-PII-BRO-11-E-FF) images
shown are for illustrative purposes only.

Invesco Global Consulting can show you ways to reallocate your
time to integrating your digital capabilities that matter, with guides
on introducing technology clients want, upgrading your digital
presence and adding team videos to your website.
Learn more >

Reallocate your time to focus on enhancing your value and
relationships with better, research-based communications

Priceless
The language of value

"Priceless" is based on Invesco Global Consulting's work
with Maslansky + Partners and "The Questions Guys"
(Brett Nicholaus and Paul Lowrie). Invesco Distributors,
Inc. is affiliated with neither Maslansky + Partners nor "The
Question Guys."
The purpose of this material is to help educate how you
can utilize research-based language to present Invesco's
model portfolios. This is not to be construed as an offer
to buy or sell any financial instruments and should not be
relied upon as the sole factor in an investment-making
decision. The model portfolio information shown herein
is for illustrative purposes only. Model portfolios are
available through an affiliate of Invesco Distributors, Inc.
6

The model practice

Priceless New Presentation Cover.indd 1
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Invesco Global Consulting teamed up with communication
specialist, Maslansky + Partners, to conduct what has become the
largest study ever conducted on the language of financial services.9
"Priceless: The Language of Value," is one of 20+ language programs
designed to help financial professionals better communicate their
value, services and costs to their prospects and clients.
Learn more >

Enhance your
business

Model portfolios may help integrate and coordinate portfolio
managers, analysts, strategists and financial professionals
into a cohesive strategy for the potential benefit of clients.
This "infield/outfield” infographic is designed to help showcase your
ability to coordinate the financial care of clients.

Leveraging models may
enable you to build a fully
integrated synergistic team
that will help you attract and
retain clients.

We have seen that the right information graphic can help foster brevity
and comprehension. The customizable graphic below, developed by
5W, a leader in information graphics, is designed to help clients and
prospects easily understand the teamwork capable of serving clients
with complex finances.
This visual can be used in print, on screen or in media and is meant
to help quickly define a practice and team as one that serves and
understands high-net-worth investors with complex financial needs.

Specialists
Insurance
Specialist

Resources

Estate Planning
Specialist

CFO

Partner(s)

Partner

Charitable
Planning

CFP™

Tax Planning
Client
5W = 5W Infographics
Invesco Distributors, Inc. is not affiliated with 5W Infographics.
The content of the graphic is fictional and is shown for
illustrative purposes only.
Invesco Distributors, Inc. does not offer all services referenced.
The purpose of this material is to help educate how you
can utilize research-based language to present Invesco's
model portfolios. This is not to be construed as an offer
to buy or sell any financial instruments and should not be
relied upon as the sole factor in an investment-making
decision. The model portfolio information shown herein
is for illustrative purposes only. Model portfolios are
available through an affiliate of Invesco Distributors, Inc.
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Partner

Portfolio Strategist
Trust Services

Partner

Chief of Staff
Administrative
Assistant

Concierge and
Lifestyle Services
Private Banking
Portfolio Managers

3

Connect with
your clients
How to effectively
communicate the potential
benefits of model portfolios to
clients
Once you determine that models are in the best interest of
your clients, how can you articulate this strategy in a clear
and compelling way? Words matter. What you say, how you
say it and when you say it may determine the value clients
place on the change.
IGC has researched language since 2007, completing over 20 studies,
65 focus group dial sessions and over 10,000 investor surveys.10
The research focuses on investors' emotional response to language and
has provided key insights regarding what resonates
with investors'—helping us to better craft communications from investors’
point of view.
In our view, there are four universal communication principles to use
when communicating new investment strategies to your clients:
 Be positive
“Selling” fear, guilt or urgency drives short-term paralysis and longterm cynicism.
 Be plausible
Offer believable and credible potential benefits to investing in models.

10

The largest study ever done on the language of financial
services has been conducted by Invesco Global Consulting
and Maslansky + Partners since 2007. Invesco Distributors,
Inc. is not affiliated with Maslansky + Partners. Data shown
is through 12/31/21.

The purpose of this material is to help educate how you
can utilize research-based language to present Invesco's
model portfolios. This is not to be construed as an offer
to buy or sell any financial instruments and should not be
relied upon as the sole factor in an investment-making
decision. The model portfolio information shown herein
is for illustrative purposes only. Model portfolios are
available through an affiliate of Invesco Distributors, Inc.
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 Be plain-spoken
We have seen that investors want to understand their options. Jargon
can be misinterpreted as misleading.
 Be personal
Focus on clients and their goals, and personalize their potential risks
and rewards

Connect with
your clients
How to effectively
communicate the benefits of
model portfolios to clients

IGC research shows that
investors can place a
higher value on financial
professionals who use
models—if the strategy is
communicated effectively.12

11

The largest study ever done on the language of financial
services has been conducted by Invesco Global Consulting
and Maslansky + Partners since 2007. Invesco Distributors,
Inc. is not affiliated with Maslansky + Partners.
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 ource: 2017 survey by Invesco Global Consulting of 1,000
S
North American investors with investable assets between
$150K and $5M.
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The words and phrases to “lose” and “use” with clients have
been tested as part of the largest study ever conducted on
the language of financial services. 11
Words and
phrases to LOSE12

Words and
phrases to USE12

Low-cost

Cost-efficient

Investors need help but want it at a fair
and reasonable price.

[No communication]

What you pay matters

Investors value financial professionals
who are proactive and explicit about
managing costs.

[No communication]

We’re smart with
your money

Investors want assurances that they
can trust their financial professionals
to manage costs—a topic too often
ignored by financial professionals.

Fees

Costs

“Fee” implies an additional and
unexpected cost.

Models

Model portfolios

“Portfolio” is a more familiar term to
investors.

Institutions

Institutional investors
such as large college
endowments and
pension funds

Unlike financial professionals, the
majority of investors do not know what
“institutions” are.

Replace
(investments)

Complement
(investments)

Investors want a long-term process
with progress. They don’t want to
replace, rethink or restart their plan,
investments or portfolio.

Satellite
investments

Complementary
investments

"Satellite" is not an intuitive term
that helps to simplify the strategy for
investors.

Rules-based

Objectives-based

“Rules” suggest the investments are
restrained.

Auto-pilot

Better control

Investors want to know someone is
managing and monitoring their money.

Set-it-and-forget-it

Monitored

Same as above.

This frees up my time

This gives us better
choice and control

Communications should focus on the
potential benefits for the client, not
the financial professional.

Why12

Connect with
your clients
How to effectively
communicate the potential
benefits of model portfolios to
clients

Optional, researchbased phrases shown
to resonate with
investors:
13, 14

“Model portfolios offer cost-efficient
investing using economies of scale.”

“Model portfolios provide
comprehensive diversification
with access to a broad range of
investment strategies.”

Introduce models to prospective clients using the
“Why now?” script.14
This five-step sample conversation guide is based on extensive
qualitative and quantitative language research with investors.
1. Begin with client goals
“As your financial professional, your personal goals are my priority, and I am constantly
looking for new ways to help put you in the best position to succeed.“

2. Reveal purpose of the call/meeting and emphasize continuity
“The purpose of this call is to discuss an investment strategy designed to complement the
long-term plan we already have in place.“

“Model portfolios help to further
personalize your financial plan with
specialized investments aligned to
your goals.”

13

14

 ource: 2017 survey by Invesco Global Consulting of 1,000
S
North American investors with investable assets between
$150K and $5M.
I f these illustrations are used outside of the designated
audience, it is the respective user’s responsibility to ensure
that such material complies with all applicable regulations
and is filed with the appropriate regulatory bodies if so
required. Words and phrases utilized should always be
appropriate, applicable and provable. This scenario is fictional
and is shown for illustrative purposes only. Diversification
does not guarantee a profit or eliminate the risk of loss.
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3. Explain what’s changed and why now
“With that said, over the last several decades, we have seen the tremendous growth
and increasing complexity that comes with an expanding global market and expanding
investment solutions. We are fortunate that our resources have grown to meet the demands
of managing a portfolio in today’s markets.”

4. Articulate the three key potential benefits / features to the client
“This investment strategy has a few potential benefits.
•

First, it gives us enhanced choice and control over your portfolio with access
to more investment strategies.

•

Second, it provides a consistent and disciplined approach to portfolio management
using the parameters we establish.

•

Finally, you can be confident that you’re in the right investments, because our model
portfolios are managed by a team of analysts and portfolio managers with
long and successful track record, in their areas of expertise.“

5. Use the potential benefits-based close
“Based on the potential benefits we just discussed, I would like to propose that we schedule
a meeting to demonstrate how this investment strategy could complement the existing
investments we currently have in place.”

The model practice

Turn our expertise into
your edge

Why to partner
with Invesco when
remodeling a portion
of your portfolio:

Through Invesco’s model portfolios, we provide more than just highly
efficient, rigorously constructed solutions backed by the institutionalcaliber resources of Invesco Ltd., one of the world’s largest asset
manager firms. We deliver a partnership designed to help you optimize
your portfolios, connect with clients and enhance your practice.

One of the world's largest
asset mananger firms
30+ investment teams
We have no “house view” that
homogenizes our investment
strategies. Each team has the
intellectual freedom to uncover
opportunities through its own
research and expertise.
IGC is the largest,
most comprehensive
communication and consulting
services group with an exclusive
focus on partnering with financial
professionals to enhance their
business, connect with clients and
optimize their portfolios.15

Access Invesco Paper Models
and subscribe for ongoing
insights: Invesco Models16

15

Source: RA Prince & Associates, Inc. as of 3/31/20.

16

Model portfolios are available through an affiliate of
Invesco Distributors, Inc. This links to a website for
Invesco Advisers, Inc. Invesco Distributors, Inc. is the US
distributor for Invesco's Retail Products and Collective
Trust Funds. Invesco Advisers, Inc. provides investment
advisory services and does not sell securities. Both are
indirect, wholly owned subsidiaries of Invesco Ltd.

The purpose of this material is to help educate how you
can utilize research-based language to present Invesco's
model portfolios. This is not to be construed as an offer
to buy or sell any financial instruments and should not be
relied upon as the sole factor in an investment-making
decision. The model portfolio information shown herein
is for illustrative purposes only. Model portfolios are
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11

The model practice

Drawing on our expertise across active, passive and factor-based investing
and our diversified approach to portfolio construction, we create costeffective solutions designed for a range of specific client outcomes.
In addition to providing you access to our latest investment ideas and
premier managers, we deliver resources designed to elevate the impact
you have for clients and empowering the growth of your practice.
Partnering with Invesco can help you:
Optimize your portfolios
• Consistent process – built to avoid unintended overlapping
exposures; powered by a team trusted by sophisticated institutions.
• Balanced and objective – constructed using our internal expertise
across styles and leading third-party managers.
• Cost-effective – no overlay fee; uses the most efficient vehicle for
achieving the desired exposure.
Enhance your business
• Deeply resourced – industry’s largest communication and consulting
services group with a focus exclusively on financial professionals.15
• Impact-focused – resources focused on helping financial
professionals show their value in the areas that matter most to clients.
• Data-driven – consulting resources include 35+ research-backed
programs and 17+ language studies
Connect with clients
• Timely – real-time trade rationales, plus quarterly fact sheets and
commentaries.
• Insightful – access to our latest thinking about the drivers of risk and
return across global markets.
• Research-backed – practice-management and client-communications
resources powered by extensive third-party data.

For guidance in implementing model portfolios effectively or
more comprehensive help in honing and refining your practice
and team, reach out to your Senior Advisor Consultant.
Email IGC at igc@invesco.com

Helping you and your clients achieve
greater possibilities
Contact us
National Wirehouse
1 800 998 4246
Independent and
Broker Dealer
1 800 421 0807

We’re here to partner with you in every aspect of your practice so that you can focus on
what matters most: enhancing your business, connecting with your clients, and optimizing
your portfolios.

01

Registered Investment
Advisor (RIA)
1 800 421 4023
Retirement
1 800 370 1519
Insurance/Third Party
1 800 410 4246
Bank and Trust
1 800 421 4023
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Connecting with your clients
Elevate your client interactions with the support of our time-tested clientmanagement strategies, insights, and resources.
• Client servicing and segmentation strategies.
•	
Proprietary research and client-facing scripts, backed by the industry’s
most extensive studies on effective client language.
•	
Client-facing tools and resources to simplify investment insights and offer
perspective on market conditions.
Enhancing your business
Potentially grow your practice and optimize your team’s performance
in a complex and competitive environment.
•	Comprehensive practice diagnostics and peer benchmarking, anchored
by third-party research.
•	Industry-leading business development and practice management
programs and tools.
•	
Business coaching provided by our tenured, knowledgeable consultants.
Optimizing your portfolios
Access expert guidance and a range of products that could help optimize your
investment process and portfolio outcomes.
• Comprehensive, customized portfolio consultations and analytical tools.
•	
600+ investment strategies across asset classes and vehicles, as well as
model portfolios, to support a full range of investment goals.
• Expert investment insights to help navigate markets.

FOR INSTITUTIONAL INVESTOR USE ONLY — NOT FOR USE WITH THE PUBLIC
The ”Practice Innovation Index” program is based on Invesco Global Consulting’s
work with Cerulli Associates. Invesco Distributors, Inc. is affiliated with neither Cerulli
Associates nor Cerulli, Inc.
Invesco Global Consulting programs are for illustrative, informational and educational
purposes. If the illustrations herein are used outside of the designated audience,
it is the respective user’s responsibility to ensure that such material complies with
all applicable regulations and is filed with the appropriate regulatory bodies if so
required. Words and phrases utilized should always be appropriate, applicable and
provable. We make no guarantee that participation in any programs or utilization of
their content will result in increased business.
This does not constitute a recommendation of any investment strategy or product for
a particular investor. Investors should consult a financial professional before making
any investment decisions.
There is no assurance that any investment product will achieve its investment objective.
Investment products are subject to market risk, which is the possibility that the market
values of securities owned by products will decline and that the value of the investment may
therefore be less than what was paid for it. Accordingly, one can lose money investing in such
products. Please be aware that any investment product may be subject to certain additional
risks. See prospectus for complete details about the risks associated with each product.
Fixed-income products are subject to risk, including, but not limited to, the effects
of changing interest rates. There is no assurance that any investment or strategy will
achieve
its investment
objective.
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Please note that the terms “partner” and “partnership” in this piece do not signify
a formal legal relationship. They are simply intended to describe a mutual, informal
relationship among professionals.
This program is neutral to the practice of fee-sharing with other professionals such as
accountants or attorneys. This program espouses the potential benefits of using indirect
financial incentives as one of the ways to build your business, and should be considered in
conjunction with your firm’s overall review of its business practices for potential conflicts.
It is important to remember that any outside business activity including referral
networks be conducted in accordance with your firm’s policies and procedures.
Should you have any questions on these programs, please consult your branch
manager and/or compliance representative for additional information.
Diversification does not guarantee a profit or eliminate the risk of loss.
Invesco Distributors, Inc does not offer all services referenced.
Any product, program or service referenced is not intended to represent any specific
Invesco offering.
This is not to be construed as an offer to buy or sell any financial instruments and should not
be relied upon as the sole factor in an investment-making decision.
The opinions expressed are those of the author and are subject to change without
notice. These opinions may differ from those of other Invesco investment professionals.
Note: Not all products, materials or services available at all firms. Financial
professionals should contact their home offices.
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is for illustrative purposes only. Model portfolios are
The purpose of this material is to help educate how you can utilize research-based language to present Invesco's model portfolios. This is not to be construed as an
available through an affiliate of Invesco Distributors, Inc.
offer to buy or sell any financial instruments and should not be relied upon as the sole factor in an investment-making decision. The model portfolio information shown
herein is for illustrative purposes only. Model portfolios are available through an affiliate of Invesco Distributors, Inc. This links to a website for Invesco Advisers, Inc.
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Distributors,
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Inc. is the US distributor for Invesco's Retail Products and Collective Trust Funds. Invesco Advisers, Inc. provides investment advisory services
and does not sell securities. Both are indirect, wholly owned subsidiaries of Invesco Ltd.
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