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THE BASELINE
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THE BASELINE

Tax season is behind you,
but the administrative
fatigue remains.

£

THE EXTENSION CHALLENGE

THE EXTENSION CHALLENGE

High-net-worth extension clients present
complex financial questions. As their most
trusted financial professional, they look to
you for guidance on income, capital gains,
and estate preservation.
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You hold their trust, but addressing complex wealth preservation without specialized

infrastructure stretches your firm’s capacity and exposes you to liability.
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Automation buys back your time. The critical question for 2026:
How will you monetize that reclaimed capacity?

MANUAL

99.95%

of firms report workflow

iInefficiencies as their biggest
challenge in 2024.

53.8% spent over 5 hours per

week manually assigning work.

MODERN

75.8%

of automated firms
reduced scheduling time
to under 5 hours.

The Reclaimed
Capacity Gap
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Firm Revenue

THE REVENUE SCALING CURVE

Exponential Scaling -1

via Advisory Alliance J \3
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Capacity Cap 1
(Billable Hours Maxed)J T
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The Traditional Model
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The Advisory Model

Advisory services are typically
more profitable, easier to package
into recurring fees, and build
longer-lasting client relationships.
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— Industry Consensus (Financial Cents & CPA Australia)
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ALPHA INNOVATION PARTHERS
WEXT GENERATION ADVISGRS

The Professional Alliance Program

White-Glove

Financial Services

Seamlessly add
comprehensive wealth
management,
optimizing corporate
retirement plans and
multi-generational
wealth preservation.
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Zero
Overhead

Instantly scale your
service offerings
without hiring new
staff, licensing, or
managing new
software stacks.

Incremental
Revenue

Establish a highly
profitable, recurring
revenue source
through structured
referral
compensation.

& NotebookLM



Regulatory Risk

The Fiduciary
The CPA (Avi Crane)

SEC Registered
Investment Absorbs legal and

Ret_ains hero status, Advisor | Legulgtory Iiabillit?r,
client loyalty, and Unwavering oun tq ac’f ell=1)%
revenue share. Fiduciary in the client’s best

; Interests.
Commitment

Regulatory Risk |
Compliance Liability




Modern
Automation

The CPA

Unmatched tax | b R > ) Eéﬁg?;ﬁf:
expertise and ( £y The Ultimate @\ ) automated document
deep client trust. / /[ Extension Client " collection, and

__zero workflow

— Experience—Complete bottlenecks.

T | financial security,
zero-friction service,
and locked-in
\, clientloyalty. / ~

The Fiduciary Partner

Sophisticated investment
strateqy, estate planning,
and risk mitigation.
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Step 2:
The Intervention

ad

A successful tech
engineer client faces
an Al market bubble
and approaches the

CPA worried about

triggering massive
capital gains taxes to

de-risk their portfolio.

A joint “Fact-Finding”
meeting is held
between the client,
the CPA, and the
Fiduciary team to
design a strategic
solution.

The portfolio is
de-risked. Income,
Capital Gains, and

Estate Taxes are
legally minimized.

. 4 TheCPAs Victory: The CPA looks like a hero, the client is retained for

” generations, and the CPA earns a new incremental income stream.
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The Fiscal Advantages
of Partnership

Direct Compensation

CPAs are compensated well through formal,
structured partnership agreements (e.qg.,
fixed payment or revenue sharing).

Client Retention

Stop losing high-net-worth clients to
comprehensive “all-in-one” wealth
management firms.

Enhanced Service Value

Elevate your status by delivering complete
solutions for Income Tax, Capital Gain Tax,
and Estate Tax reduction.

Scalable Capacity

Leverage a team of expert advisors without
expanding your own payroll.

& NotebookLM



Supported by a Proven, Eight-Figure System

Support Structure

Annotated Details

Mandatory Joint
Attendance

Do Not
Recreate
the Wheel.

Initial Synergy meetings,

Fact-Finding discoveries,
and Solution Design
presentations are always
conducted jointly
with a senior
manager/expert.

Operational
Infrastructure

Strategic
Methodologies

Specialized
Experts

Takeaway: You are plugging into a validated, team-based methodology designed to flawlessly |

execute complex solutions (How much, Where, and Why) while protecting your reputation.




The 4-Step CPA
Partnership Process

Phase 1: Synergy Meeting

A focused, 20-minute Zoom call
to align on what we do, why it
matters, and what's in it for you.

Pl;ase 3:

The Personal Connection |
A breakfast or lunch meeting

to solidify trust and build
genuine rapport.

Phase 2: The Bootcamp

Invitation to our Monthly
Professional Alliance Virtual
Bootcamp for deep-dive
case studies.

Phase 4: The Follow-Up

A structured quarterly check-in
to ensure the alliance remains
active and highly profitable.
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YOUR EXTENSION
CLIENTS ARE " ane_svigpinancilnet
WAITING, LET'S 949-346-1459

BUILD THE
BI.UEPRINT

Building Wealth with Integrity and Purpose.



