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Dear Fellow Entrepreneur,
We are thrilled that you have joined us here at AES Nation, where we’re dedicated to accelerating
entrepreneurial success—your success.
We hope you find this transcript to be a valuable supplement to the podcast and encourage you to share
it with like-minded entrepreneurs in your network.
In addition to our five-times-a-week interviews with leading entrepreneurs, keep in mind that we have
plenty of other resources to help put your success on the fast track:
•

•

•

Our monthly live, interactive webinars co-hosted with Dan Sullivan of Strategic Coach feature
today’s top entrepreneurs. These are world-changing entrepreneurs who have the insight to help
transform your business.
Our virtual conferences showcase business leaders and experts in elevating your success and
your life. These one-day online events give you access to the in-depth presentations and
interaction that you’d get at a live conference from the comfort of your office or home.
The AESNation.com weekly newsletter will always keep you on top of the latest interviews and
events. Sign up here.

Thanks for being part of the AES Nation community. We’ll see you online.
Best of success,

John Bowen
Co-founder, AES Nation
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John Bowen: Well I am really excited today. One of the things that we all want to do is make
that dent in the universe. We want to get our message out. We want to attract the right clients,
the right customers, serve them well, great value for them and by doing that in our own
enlightened self-interest, create tremendous value for ourselves as well. And this what
capitalism is all about. And I've got a fellow entrepreneur today who is just an amazing
individual. You're going to love him because he's gone on a journey that many of us have
done. He is one of those persistent entrepreneurs. He's out there making a difference and
stuff happens.
We all talk about nobody gets out of life unscarred and certainly no entrepreneur whatsoever
has ever done that. But what we have is a remarkable individual entrepreneur who with his
persistency and really going through the market changes had identifies his unique strength,
his unique skill where he's creating tremendous value in his market and each of these different
markets. And he's going to share with us when being persistent but also knowing when to
pivot. And learning how you can leverage some of the digital marketing tools to attract even
more clients. This is a two for, so you don't want to miss this. Stay tuned we'll be right there.
Thank you for joining us here. It's just amazing opportunity. You and I have known each other
through mastermind groups, we've done some car events together. We share some similar
passions and vices along the way, but I want to share your message with our audience. First
of all, thank you for joining us.
Stephen Christopher: John thanks so much for having on man. I really appreciate it and
yes, we've certainly shared some fun and entertaining experiences together over the last
couple years.
John: Well this is so important. I want to give Jason a shout out at mastermind talks is where
we met. And just runs a phenomenal program. Not only entrepreneurs we want to help each
other and really learn and one of the things I've gotten to know you Stephen, you are a
resource to that group and to many others on really being a persistent entrepreneur who's
pivoted and who's made a difference and really had that core strength to the digital marketing.
What I want to do before we go too far is 'because I want to share the lessons that you've
learned in your businesses and what's really worked for you and how many, you've helped
so many clients do this as well. But how did you, give us a little bit of this backstory.
Stephen: If you really want to go back to the entrepreneur in me, when I was 14 years old I
started a mobile car detailing business. Where I would say, "Hey I'll go to your house and
detail your car." Well I was 14, I couldn't drive. So luckily back then I was a cute kid, so I
convinced people to drive their car to my house and leave it.
John: That's an important part of mobile there. That branding.
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Stephen: Unfortunately I kind of lost of the cute kid piece so I don't think I can pull that off
any more. That was really what kind of got me started and I just knew it was so fun for me to
be in control of my own income and my own time. I could work when I wanted to work and I
could work as hard as I wanted to work and I saw direct correlation to that reward. I've been
an entrepreneur for a long time but really my first I guess you would call my first real business
where we had office space lease and employees and those types of things was a mortgage
company that started around 2005 and ended abruptly in 2008 which I'm sure a lot of people
listening and watching know it probably exactly why that was.
We, me and a partner built up a mortgage company where we dealt with higher net worth
investors. People that wanted to buy rental properties which was a huge piece of the
mortgage industry back then. The company itself actually went really well. We grew it really
quick. That's where I learned digital marketing. I learned what SEO was, so I was gathering
all these skills but in 2008 when the market crashed I also learned that business wasn't
actually as easy as I thought it was because back then I was I like, oh what are people
complaining about? This business stuff isn't hard. You just open a door and build a website.
You get business. And people come to you. And you have money. I quickly realized that that
wasn't truly the case long term. I learned a lot about foresight and paying attention to what's
coming down in the future from that mortgage company.
Then I went on to start a digital marketing agency in 2009. I ran that until 2014 and I sold that
because I had a 50/50 partnership that we had different ideas of what you do when you
become successful. Mine was you work harder, and you reinvest in the company. His was,
you don't do that. So, learned a lot of lessons about partnerships with that. How to get out of
them. How to get into them the right way in the future. And so, sold that in 2014, walked away
the next day and said, "All right, I have nothing. I have no company, I can't take any of our
existing employees. I can't take any clients." So, in 2014 I started my current digital marketing
agency Seequs Digital Marketing from just me with a phone and a computer again. And going
out and getting clients and this'll be our third, this'll be this company's third year in business.
We've grown 900 something percent over the last couple years. We'll close about 18
employees right now with some pretty big plans over the next couple years.
John: It is interesting cause when you talk with friends who are entrepreneurs we can relate
really quickly that I do as a financial guy, I do remember 2008, 2009. It was fairly significant
in the financial market, real estate and financial were probably the two hardest hits. The only
upturn was in the bankruptcy type side. The bankruptcy attorney friends that I had did well.
This is Stephen one of the things I want to go into because this is none of us get out of life
unscarred. We get hit repeatedly with I always call it the two by four effect. Stuff happens.
You're going along. You're really building a great business. We're passionate about doing
what we're doing. Each of the businesses you had, you were passionate, you were making a
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difference and then stuff happens. And particularly when you have something like 2008, 2009,
our revenue went down 45%.
Had I not been a fairly affluent individual with easy access to capital, it might have been
different. We rode it through and the whole thing. But there was certainly no shortage of
businesses that went in a different direction. In our case it got us it's into the digital marketing
because prior to that it was exclusive just corporate business where the big brokerage firms,
the private banks were hiring us for consulting. We said, "No, let's work direct with advisors."
We needed to communicate it.
Let's go to a life lesson that you and I have both had. You shared it here on yours is
persistency. How in the face when you're getting hit by two by fours, whether it's a 2008
downturn, whether it's a partner that you're not aligned, all of us here, fellow entrepreneurs
are either have gone through this or they're going to go through this. There will be another
downturn. As we're doing the recording the stock market's up 250% since 2009. 16% almost
annualized rate of return the Standard and Poor 500 dividend reinvested. Nothing goes
straight up. How do you deal with that when you do stuff happens?
Stephen: It's taken me a decade to figure out how to deal with this. Especially as I get older
there's more fear around that unknown a lot of times because I have less time to recover from
it. So, over the last really decade since my mortgage company, once I made the decision that
I am absolutely an entrepreneur, I knew that I could never work for anybody else. I knew that
this was my calling in life. I knew that I had something inside of me to help people. Once I
made that decision it really helped me get through those harder times by just saying, "Okay,
well this happened. What can I look back and learn from it? What could I have done differently
if anything in that?" And I'm learning these little lessons that I can take and move forward into
the future. Since I'm already certain about my decision to be an entrepreneur then I don't
waiver at all.
And that's really helped me with my first business when the mortgage company went under,
I started having all these things of like, maybe I should just get a job. That was really hard.
Job seems easier. My family's telling me that. But once I really figured that out and made that
decision it was like well, okay, I'm an entrepreneur. I've got to figure this out. Just figure out
what skills I learned that I can take into my next business. That was really helpful and just my
own personal driving why to help people achieve things that they never thought possible.
Having that as my driving why has always pulled me through every sort of situation like that
because I'm like, all right well, what can I do now to help people achieve things that they never
thought possible? And as soon as I start thinking down that path, it's allowed me to just pull
through and not focus on the negative and all the crappy things that may have happened at
that time.
Page 4 of 14

EPISODE

202

Stephen Christopher
Show Notes at: http://www.aesnation.com/202

John: It's really words of wisdom Stephen. Because what happens, I know in my own
experience that I've had the two by fours, mine have been two by sixes sometimes. Once you
get that realization that you an entrepreneur and this as you sell businesses, particularly if
you have an earn out, you're staying, I remember I thought I had done a merger and it ended
up I wasn't clear who was in charge and if you're not clear then it's an acquisition. So I stayed
for two years and one day. First year was great. After that meh. But it was very clear that I
had 400 employees there, I was part of a very senior team. We were going public all that.
And quite honestly hated my life. Make a lot of money but hated my life. Even in good times
and bad times we want to be clear on who we are, what we want and be persistent to that
just as you have.
One of the things though as we're persistent we tend to stuff happens. We have to reinvent
ourselves. We're in Silicon Valley, the operative word here is pivot type. Tell us about how
you reach that conclusion of the 2008 was actually I think they just dropped the house on me.
It wasn't a two by four. With the partner you can so many people fellow entrepreneurs are
thinking they can muscle through it. When you're not in alignment or the markets not aligned.
How do you make that decision not to just be persistent, keep going, muscle through it and
actually pivot?
Stephen:I learned a lot from the 2008 when as you say, the house got dropped on me which
is pretty true. I learned that I didn't pay close enough attention to what was coming the future.
So, I took that lesson into the partnership with my first digital marketing agency and so as
soon as I started to see that not really working with and figuring out okay, this is where I want
to go. This is where he wants to go. I was like all right, I should make a decision. In hindsight
I still waited too long in that. But way shorter amount of time until I made the decision there.
Really, I just asked myself the questions, what do I want out of this? Where am I going?
Where's the business going? And as soon as I recognized that there was a misalignment I
started having those really difficult challenging conversations and I learned a lot about how
to have those. I learned a lot about how to not have those as well. But now I'm more well
prepared to make the next pivot whatever that might possibly be.
For me, as most entrepreneurs we work really, really hard. And that's this badge of honor
thing. How hard we work. How much we work. How forceful and persistent we are. What I've
started to realize as I've aged a little more in the entrepreneurial world is that it should be
actually pretty easy. If we're in alignment with where we want to go and we're in alignment
with our strengths, this business stuff should be relatively easy and so as soon as it starts to
become hard or something that I really hate. Like you were talking about with that acquisition.
As soon as it becomes something that you just really don't like, you're draining all of your
energy and you're not using your strengths, therefore you're not adding the most value.
Therefore, obviously you're not going to do a fantastic job. As soon as something becomes
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hard for me or something that I just really don't like, as long as it's not, maybe a week or two
that's acceptable but if it starts going into months, something's gotta change. And that's
generally when I'll look at it and say, "Okay cool. It's time to look around. Take a good hard
look around and see what needs to change? What needs to pivot?" That's how I've done it.
John: This is one of the most difficult things Stephen is for all of us because you're supposed
to be strong guys or gals as entrepreneurs and we can handle it. We're the leaders and so
on. There's sometimes when we're leading and the direction's wrong. And the market's telling
us, and I've had to reinvent myself and pivot and start different businesses over the years. I
got to tell you the one thing I've always done is waited a little too long. I've shortened it as we
go but still and this is something that as fellow entrepreneurs we all have to work on because
and Stephen you really said it well because we can be in the moment and if it's really hard
we want to double check and particularly we want to make sure we're aligned with our why.
Why we're doing this but also what the future's bringing. Because you really do want to ride
trends.
I'm not a very good surfer I've tried it but you got to go with the wave. Going against the wave
is a bad thing. Skiing love. Skiing you go downhill you don't ski uphill type thing. It's a lot
harder. This is where taking that time is just so important. But one of the things that you did
that I was actually surprised, I didn't know this, I knew your strength as a digital marketer and
I know in the conversations you've given me some great advice and the fellow entrepreneurs,
and our mastermind group turn to you. But when I pulled up your website I saw, oh Stephen's
really gotten focused on the niche side. This is something I'm particularly passionate about
because it's just so tempting when we start thinking we're smart and we can tackle the world
and do everything and none of us like that idea of focusing on niches. Share how you decided
to do this. Everybody needs digital marketing why narrow yourself and then why you picked
the particular group. And then what that means to you.
Stephen: How we picked a niche or how we decided to get niched within our industry was a
very stressful decision because in my first digital agency were kind of, we would serve
anybody. Anybody that needed SEO or social media or paid advertising online, we would
serve them. And that company grew pretty quickly. Fortunately, we were in a good time for
digital marketing in 2009/10 but I noticed with our second company that we would do really,
really well with some clients and some clients we would just do average with. And so, took a
step back and started talking to some of my mentors with a lot of the great groups that we're
in, some of them even together. And I talked to a buddy of mine that owns about a $25 million
SEO agency in Ohio. He kept telling me for months, he was like, "Dude, pick a niche." He's
like, "We're doing 25 million and we only really service three industries."
I was like that's crazy talk. There's just not enough. As entrepreneurs we generally hear it all
the time. Pick a niche, focus on it, that's where the money is. Look at everybody that we share
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mastermind groups with. Joe Polish, Jason, all of these guys, they all picked a niche. And so
finally I recognized going back to what we just talked about pivoting, I recognized that it was
becoming too difficult and it was causing me too much stress to not do it so finally I just let go
and said, "All right, we're going to niche." So we had a lot of people in the home services
industry like large, five million to 50, $60 million plumbing, heating, air conditioning, those
types of local service businesses and so started talking to them and said, "Hey, you know,
how can we add more value to you so that you would be willing to invest more in our
relationship?" And we found a lot of opportunity left on the table became really good in that
industry. Started solely marketing to that industry and a couple other local type businesses.
And it just took off. Revenue was way up.
But probably the coolest thing was our ability to deliver really, really good results. Once we
dialed our team in, we didn't have to worry about how to deliver results for a restaurant or
how to deliver results for an eCommerce website. Once we dialed in that, now we started to
become the expert and now we don't even market that much. People come to us because
they know us as the expert.
John: As a matter of fact, I was thinking of someone I can refer to you. It would be good for
your space. This is the fear that we all have is that we don't want to miss out on any
opportunities but by the very nature if you tell somebody you're in digital marketing or
whatever mass market that you're in, what happens is there's really nothing special. But once
we start specializing on a particular niche, not only is it easier to share that story with someone
else that they know where you fit and in addition as you said and this is so important, your
competitive advantage you get by understanding that market and really the unique needs and
solutions and you can really deliver value against anybody who's a generalist, it's not a fair
competition at all. I want to encourage if your nicheless, get a niche. Put the flag in the ground.
Test it. The market will tell you. Stephen did you consider multiple different niches along the
way and this became clear? Or was this, this was the obvious one right away?
Stephen: We fell into this niche. I met a friend who runs a coaching program for that industry
and so we became good friends and as he grew his business, we just naturally grew along
with him and then we became bigger in that space. It goes back to just being open to the
opportunity. I met this person actually he's in Joe's group. Met him and it was just open to the
opportunity and didn't shut it out like I maybe would have four or five years ago. And it just
led into this. Now what we've learned from it is we say, "Okay, what skills are we amazing
at?"
What are the things that we're really good at to service this exact niche client? We have that
list. And so, we're already looking down the path of so 2018 we'll be solely focused on home
service for all of our marketing efforts but 2019 and 2020 we have those next industries
already lined up. So later in 2018 we'll start testing the waters a little bit to how do we talk to
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these industries? We'll go to couple events. Now we're already prepping for those next niches
down the road.
John: It's really powerful. Let's go for all the entrepreneurs, one of the things most of us are,
we're using, almost everybody's using some type of digital marketing, but we have the fear of
missing out. We know, I know, and I got a whole team doing this, that we're not doing it as
well as we could. There's two groups. Let's start with the organic which is my favorite. I love
organic. How do we as entrepreneurs, how are you seeing digital marketing play out on the
organic side?
Stephen:Organic is still really, really powerful. If you read anything about it you see all these
articles on SEO is dead and Google's getting rid of organic traffic. It's just not true. Now maybe
it's true by the end of 2018 or 2019 who knows but there's no reason not to be doing it right
now because it does still work really well. The interesting thing, we just grouped up some of
our clients and ran some test data just to figure out, get a pulse on okay, what is SEO or
organic doing versus paid for our clients? And what we found is that, so we put dollar per lead
on all of our stuff for our clients because these guys want phone calls and submission forms.
An average paid lead for let's say an HVAC, a big heating, air conditioning company for paid
is maybe about $75 a lead. Some are higher, some are lower. California actually you're
pushing into the like 100 marks for one single lead.
On the organic side of things, we're getting 15 to $25 per lead and the organic leads are
driving more actual revenue. So, the quality of the lead is better, the cost is lower but it takes
all this time investment to grow organic. From an organic standpoint if you're not doing it you
definitely should be. The things that you should be doing is it's the age-old stuff. Putting out
really good content. Potentially depending on where your business is and how important the
organic can be, hiring an SEO company or hiring somebody that can do the technical aspects
of it. The things that we're seeing change in organic is it's not as important just to put out
quantity of content, it's important to put out quality of content.
So, we've actually gone in and tested some of our old clients' sites where John you've
probably know this or used to do it is, you put out a bunch of blogs and you put out a bunch
of content. Well what we found is that when we went back and looked at old blogs, blogs that
weren't getting any impressions, they weren't showing up in search and they really weren't
getting any traffic on the website, those were actually starting to hurt rankings. We did some
tests with some clients we chopped of 75%, hundreds of pages of really good quality content,
we got rid of it. And compiled it into more of a static long-term resource and we started to see
rankings go up. These technical aspects of organic are starting to become more important
than just the quantity of content that you're putting out. But putting out just really solid, good
content that people are searching for is still primarily the way to go for organic.
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John: We do a lot of research on this Stephen and I approach it a little bit different 'cause I'm
not the digital marketing expert but we're looking at success and we look for what do people
want to work with? They want to work with experts. It's really the same thing. They want
thought leaders no matter what industry you're in. Given the choice particularly if you have
some level of affluence and everybody's chasing people who can actually pay for this stuff.
They want to work with the best. At the higher and higher incomes, it becomes more
discriminating and this is where that power of digital marketing, the thought leadership,
leveraging the SEO organic is just amazing.
You can obviously distribute it through social media as well and what I found interesting
'because this has been our experience too, the lead cost goes down dramatically on the
organic side but for a long time I just did organic and hanging out in the mastermind groups
like we're together. You should pay for it too. Even though if you have capacity you should
pay for it because that lead cost is still going to be lower. What's working in paid traffic? Cause
you're doing both.
Stephen: Organic and paid are two parts of what should be an entire marketing strategy. You
should be doing both because not everybody goes down to organic and not everybody clicks
on paid, so you should have both of those. What's working in paid right now is Facebook is
one of the more under-priced places of attention. If you listen to any Gary Vaynerchuk, he
talks about his day trading attention. So, Facebook is definitely one of the great places to get
paid traffic. But you have to think about it a little bit differently. It's not like Google AdWords
where somebody goes to Google, searches for the exact thing they're looking for and then
you show up at the top for that exact thing with a perfect match ad. Social media you're
showing up in your ideal client's newsfeed but they might not actually be looking for what it is
that you do even though they're your ideal client, they're not looking for what you do when
they're on Facebook.
You have to be a little more cautious about how you're doing paid. I'll just give a real quick
example of what we're seeing work. We're posting educational type videos for how, I'll give
an example of plumbing. How to know if your hot water heater's about to break. It's an
educational video from the owner of the company and he just talks about things that you
should know. We put that ad in front of their ideal client. So, if we know their ideal client is a
45-year-old female in a household of over 150,000 with two children. Great, we can target
that in that exact area. So now she sees this and then we follow it up with maybe another
educational video and then we take that data from people that actually watched, let's call it
10 seconds or more of that video and then we start retargeting them with some form of an ad.
Like hey $250 off of a hot water heater.
When you do pay through social because it is very, it does work very well right now, you want
to make sure that you think about it a little bit more long term and not just show, hey you know
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$250 off this product. You get all excited 'cause you're like oh man, I can target my exact ideal
client, but they don't really care. They're not there to buy your product, they're there to see
what their friends are up to.
John: One of the powerful things that I still haven't gotten good at this Stephen, I'm working
on it, is the retargeting part because what's so valuable on Facebook ads is our ability to
identify people who are not only are our ideal clients but have at least predisposition to what
we're talking about and then continue to communicate with them.
Stephen: Yep. The other piece and I'll try to not get too technical with it but sticking with the
Facebook ads stuff. You can upload custom audiences. So, if you have a database of let's
say 5,000 people that you've talked to or 10,000 clients that you've worked with over the last
15 years, and you have some basic information on them. Phone number, first name, last
name, email address. You can upload that into Facebook and it'll match those contacts with
their Facebook profile. We match generally around 60% of a lot of our lists. So now you can
show content to somebody that already has had some form of an interaction with you and
continue to target that down even more specific. That's an amazing tool that you can use
through Facebook and it's so cheap. Everybody should just be doing that no matter what.
John: In today's world we've got so much noise out there. The multiple modalities that we're
using to really be at the right time when somebody needs our service or wants our service
we're there. It's just so valuable. Talking about services, what I'd love to do Stephen is talk
about as a resource, I want to pull up your website and actually also go to your free site as
well. Why don't we talk about what you have at the website and then also what is on your
assessment page, I'll pull that up too.
Stephen: Cool. We have some good resources on the website. Our blog is good resource of
just what's going on. Every Friday we do something called Flip Chart Friday where five to
seven minutes somebody from our teams give a little blurb about things that you can be doing
to make sure that you're taking full advantage of your digital marketing. That's every Friday
we do it live on Facebook and then we post some blogs in between there. That's one good
resource. Then the free evaluator if you're just curious about where my website shows up for
a couple of what you believe to be your top keywords that people search for and you want to
know a little about the technical side. Like how fast your website loads, now plays into where
you rank organically with Google more than it did five years ago, this evaluator will tell you
some things like that.
It'll tell you if you have some toxic back links coming to your site. Maybe you hired an SEO
company five, six years ago and they were doing some old school back linking techniques.
It'll run an evaluation of a lot of these types of things. It's just as seequs.com/free. If you have
questions about it, John we've been friends for a long time, if anybody in your group just has
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questions or just wants to know a little bit more about SEO or how their site's doing, I'm happy
to jump on a call, 10, 15, 20 minutes and give them some feedback and make sure they're
doing things right or make sure that they've hired the right company 'cause we get that a lot
too.
John: It's invaluable and I really appreciate that Stephen. We'll have all the show notes. I'm
pointing, I've got aesnation.com again. Accelerating entrepreneurial success. As a matter of
fact, we're just updating the website, so it should be all new there. What we're looking to do
is to have the success you got to actually implement this stuff. So, let me go with my key
takeaways from today 'because there were a whole bunch. Stephen and I talked about
persistence. Persistence and pivot, this is one of the biggest challenge for all of us as
entrepreneurs is when's the right time to reinvent ourself, refocus the company and we don't
want to give up too early, but we want to really make sure we don't keep on running into the
wall and become all bloody and everything else. We want to provide that leadership and
Stephen gave some really good thoughts on it's not only listen to how the market's reacting
today but looking at the trends going forward. What's happening.
Focus, focus, focus in a niche. Just so invaluable. This is something in every one of our
studies that we do on business owners, we've studied over 10,000 of your fellow
entrepreneurs, we see there is high correlation once you get focused on a specific niche, the
ability not only to target them from a marketing standpoint but all the lessons learned and the
solutions that Stephen was talking about.
And then this organic and paid balance. Really, it's very, very clear to the extent that you can
be the expert, the best. Be perceived the best of the best in your marketplace it's great. So
many entrepreneurs are what I call hidden talent. They've got this great talent, but nobody
knows them in their community whether it's the local market or whether it's a vast market.
That doesn't count. You want to be the expert talent. The expert talent so they know you.
Ideally organic can be very cost effective but don't neglect, as Stephen said, the paid traffic.
Stephen this has been great. I really appreciate you sharing your insights and your success.
I want to just encourage everyone to either go to the transcript, the show notes and go
execute. Review this and really make sure that you're doing each of things that Stephen's
counseled us on and make a difference. Wish you the best of success.
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A Second Opinion on Your Finances
A Complimentary Service from Financial Advisor Select for the Members of AES Nation
Dear Fellow Entrepreneur,
Like many members of AESNation, I’m a serial entrepreneur. In addition to co-founding AESNation, I’m
the founder and CEO of Financial Advisor Select, a firm dedicated to helping successful people make
informed financial decisions by introducing them to top financial advisors.
If you’re like many successful entrepreneurs, you and your family already have a relationship with a
financial advisor. You may even work with several financial advisors. If you are completely satisfied with
these relationships and confident that your finances are on track toward helping you achieve all that is
most important to you, we congratulate you.
However, you may not be entirely satisfied. You may be wondering if there’s a financial advisor who is
better-suited to address your family’s very specific financial challenges. If so, you are not alone. In today’s
uncertain economic climate, many successful entrepreneurs are wondering if they have the right financial
advisor.
To help you find out if you are currently being served well, Financial Advisor Select is offering a
complimentary second-opinion service to all qualified members of AES Nation. Simply contact us to
schedule an exploratory call with one of our personal financial concierges. We will introduce you to a
financial advisor who we believe can address your particular needs. The financial advisor will then meet
with you and provide you with a second opinion on your finances. There is absolutely no cost or obligation
to you.
Find out more about how Financial Advisor Select can help you and your family.
Why do we offer this service? Because at Financial Advisor Select, we have just one purpose: to help
successful individuals and families achieve financial peace of mind by connecting them to top financial
advisors in their communities. We look forward to assisting you.
Best of success,

John Bowen
Founder and CEO
Financial Advisor Select
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