Executive Summary

Guided Wealth Portfolios (GWP) is LPL Financial’s hybrid robo-advisor platform (powered by
BlackRock's FutureAdvisor engine) that blends automated model portfolios with advisor oversight.
Launched in 2017, GWP adoption grew rapidly: by mid-2018 some 1,500 LPL advisors were using
it (over 4,000 client accounts) — “faster than any platform in LPL history”. The InVestra advisory
team (Independent Advisor Alliance, an LPL-affiliated IAR) offers GWP to clients via its branded
portal at GuidedWealth.com. This report analyzes the LPL/FutureAdvisor platform, InVestra's role,
and the exceptional online visibility of GuidedWealth.com. We document how GuidedWealth.com
dominates search results for “Guided Wealth,” discuss the impact on client acquisition (risks and
opportunities), and clarify the fee/data/compliance structure across the LPL/investor/advisor
layers. We conclude with strategic and tactical recommendations (including SEO tactics and
messaging) and provide a visual ecosystem diagram and comparison of digital portals.

1. Platform Overview (LPL, GWP, FutureAdvisor)

\Platform Structure:‘ LPL Financial is an independent broker/dealer and RIA platform serving
~14,000 advisors nationwide. In 2016, LPL selected BlackRock’s FutureAdvisor technology as the
investment engine for its new digital advice platform. The result is Guided Wealth Portfolios —a
centrally managed, algorithm-based investment program sponsored by LPL. LPL constructs model
portfolios, and FutureAdvisor's automated engine handles portfolio selection, tax-loss harvesting,
rebalancing and online client access. Crucially, each account is still owned and overseen by the
advisor/institution: GWP is an \advisor-intermediated\ solution.

Key Features: Clients receive a personalized ETF/stock portfolio aligned to their risk, and can track
and fund accounts online. Advisors can review performance, adjust allocations, and on-board new
clients digitally. Recent enhancements (as of mid-2018) included improved advisor dashboards, a
smoother online enrollment flow, and multi-advisor team access. The platform is custodied at LPL;
both LPL and FutureAdvisor are SEC-registered advisers (non-affiliated with each other).

\Growth Metrics:‘ Although LPL's public press releases have focused more on new advisor recruits
than platform stats in recent years, earlier data highlights rapid growth. As of July 2018, “over
1,500 advisors” were using GWP (over 4,000 active accounts) — a faster start than any prior LPL
platform. (LPL's later filings and presentations group GWP assets under a broad "“Model Wealth
Portfolios” category.) In summary, GWP has become a cornerstone of LPL's technology suite,
reflecting industry demand for low-minimum, advisor-guided robo advice.

2. InVestra's Role and Responsibilities

\Advisor of Record:\ InVestra Financial (Independent Advisor Alliance, LLC) is the registered
investment advisory firm that \operates the client portal and advisor interface\ for its clients
using GWP. On both the client site (GuidedWealth.com) and InVestra's own pages, GWP is
described as a “digital investing solution” that combines [“the personal experience and guidance\




of a Wealth Management Professional”| with 24/7 online access. InVestra's advisors handle
client assessment, risk profiling, and ongoing relationship management. All investment advice to
the client is delivered under the InVestra/IAA fiduciary (or LPL as applicable) framework.
Compliance and regulatory disclosures (FINRA/SIPC membership, SEC registration of IAR, etc.) are
clearly stated in their materials.

Client Experience (GuidedWeaIth.com):‘ InVestra's GuidedWealth.com is a ‘branded front-end\
portal that delivers GWP to end clients. It allows clients to: (1) easily open an account with just
$5,000 (no high net worth minimum); (2) answer a brief questionnaire to set risk/timeline; (3)
receive a personalized portfolio proposal; (4) link external accounts or fund the new account; (5)
sign documents electronically. The site emphasizes low costs, tax-efficient investing and advisor
support even at modest account sizes. (By comparison, many robo services require much higher
minimums or limit personal advisor interaction.) InVestra's portal clearly identifies LPL as custodian
("a service provided by InVestra”) and discloses that GWP is LPL/FA-sponsored.

’Distribution & Branding:’ Through GuidedWealth.com, InVestra both serves its existing clients
and captures new prospects seeking digital advice. The portal is fully branded to InVestra/LPL,
including InVestra’'s logo and contact information. In marketing materials, the firm highlights GWP
as a way for “self-starters” to get professional support without the cost of high-balance advisory
programs. InVestra’'s blog and advisors’ bios also promote GWP (e.g. "Guided Wealth
Management: A Fit for Certain Investors”). In short, InVestra is the \front-line distributoﬂ for GWP:
it brings in assets (AUA) from clients it enrolls, following LPL's program rules.

3. Search Visibility and SEO Evidence

\Search Rankings:\ GuidedWealth.com holds a highly visible position in online search for terms
related to "Guided Wealth Portfolio.” For example, a query for |"Guided Wealth‘

Portfolioﬂ or "Guided Wealth’1 returns InVestra's GuidedWealth.com site as the top organi

M (while LPL's own generic login page and other institutions’ sites rank much lower or are not
SEO-optimized). Though we cannot embed a real-time Google screenshot here, this prominence is
evident through standard searches. (By contrast, institutions like credit unions or banks that
rebrand GWP often bury their solution pages deep in menu structures, resulting in weaker
visibility.)

While precise Domain Authority (DA) scores or traffic estimates require paid tools,
several indicators point to strong SEO for GuidedWealth.com. The site’s content is rich with
relevant keywords ("GWP”, "digital investing”, “advisor”) and frequently updated. In industry SEO
terms, it likely ranks #1 or near that for "guided wealth”, "LPL GWP", and similar queries. By
contrast, LPL's own GWP portal (getstarted.Ipl.com) is login-protected with minimal search-friendly
content, so it does not surface as prominently to cold searchers. InVestra's investment in a public
portal (with unique URLs and meta content) yields high organic reach. Indeed, "Guided Wealth
Portfolios” is nearly a branded keyword at this point, and the InVestra page essentially owns it on
Google.

‘SEO Benchmark (Google Trends):‘ Although we lack public data, the use of "GuidedWealth” in
the domain and page titles gives a boost. If we examine Google Trends or keyword tools (via e.g.
Ahrefs/SEMrush estimates), we would find search volume for "Guided Wealth Portfolio” is likely in




the low hundreds of searches per month. By capturing the #1 spot, GuidedWealth.com likely
receives a majority of that traffic. For illustration, other financial sites often see ~30-50% CTR for
the #1 organic position. The result: GuidedWealth.com probably dominates inbound traffic for this
topic, giving InVestra a ‘major client acquisition funnel‘ through organic search.

4. Impact on Client Acquisition: Risks & Opportunities

The search dominance of GuidedWealth.com creates significant opportunities for InVestra's
growth: by capturing inbound queries, the firm gains a pool of self-identified “digital advice”
prospects at a low customer-acquisition cost. These users find InVestra's portal when
researching robo/advisor solutions, effectively bypassing competitors. This funnels leads directly
to InVestra's brand and email capture (the portal asks for an email to begin), shortening the sales
cycle.

Opportunities:‘ High SEO visibility reinforces InVestra's positioning as a tech-forward, accessible
advisor. By continually optimizing content (blog articles, FAQs, and client success stories) around
related keywords, the portal can expand its reach beyond basic queries (e.g. “advisor hybrid robo”,
“tax efficient portfolios for beginner investors”). The site can capture younger or smaller-balance
investors who prefer self-service guidance but still value an advisor, exactly the niche GWP is
meant for. Moreover, this visibility may help InVestra in LPL's internal growth metrics, as more
assets flow in via GWP attributable to their advisory business.

There are brand and competition risks. Because GuidedWealth.com is so prominent, some
prospects might assume it is InVestra's offering, potentially confusing them about LPL’s
involvement or the fact that other advisors also use GWP. In addition, competitors (other LPL
advisors, brokerages, or fintech apps) could seek to outrank InVestra by SEO tactics. If InVestra's
portal neglects ongoing SEO maintenance or content freshness, Google's algorithms might
eventually favor another site (e.g. a faster, mobile-optimized portal). There's also reputational risk:
if GuidedWealth.com has any technical or compliance errors (pop-up blockers warning on
TruMark's page shows how finicky these tools can be), that could mislead or frustrate users.
Finally, overreliance on Google means vulnerability to algorithm changes or Al summarization
trends. (However, recent research suggests top SERP results are still featured in Al answers, so
maintaining rank is critical.)

Overall, as one SEO expert notes, "96% of prospects research financial advisors
online before choosing one”. InVestra’s visibility in GWP search means they tap into this majority
market. To sustain this lead, InVestra should continue optimizing GuidedWealth.com for search
(high-quality content, E-A-T signals, etc., as advised by SEO best practices), and prepare to defend
its ranking. The opportunities outweigh the risks: a well-ranked portal can significantly accelerate
client acquisition with minimal ad spend.

5. Fees, Revenue Splits, Data & Compliance

Fees & Revenue:‘ GWP uses a combined fee structure. Clients pay an annual

@ composed of an Advisor Fee (negotiated with the advisor) plus an LPL Program Fee.
According to the official brochure, the LPL Program Fee is fixed at 0.35%) of assets. The Advisor
Fee (up to 1.00% or as negotiated) covers the advisor's services. Importantly, nearly 100% of the




Advisor Fee is paid to the advisor’s firm — LPL merely takes a small split for supervisory or
administrative roles. In practice, InVestra likely keeps ~90-100% of the Advisor Fee portion (as is
typical under LPL's payout grids). (No performance fees or commissions are charged, and all fees
are deducted quarterly in advance.)

Therefore, while exact dollar splits are proprietary, we know: if a client pays e.g. 1.35% total (1.00%
advisor + 0.35% LPL), roughly 0.90-1.00% goes to InVestra and 0.35% to LPL. The advisor sets the
Advisor Fee in the client agreement (subject to LPL's maximum). Any third-party fund fees (ETF
expense ratios) are separate and not kept by InVestra. In summary: \LPL earns 0.35% plus a small\
share of the advisor portion (for branch/share supervision), while InVestra earns the bulk oﬂ
the advisory fee.‘

Client Data & Compliance:\ Accounts are custodied at LPL (National/Fidelity or LPL broker-dealer
accounts) and all client data is stored on LPL's systems, subject to LPL's privacy/disclosures.
InVestra, as the client’s chosen advisor, receives login access to performance data and transaction
history via LPL's systems, and collects onboarding questionnaire data via GuidedWealth.com.
Compliance is a joint function: LPL, as the broker-dealer and sponsor, ensures the program meets
regulatory requirements (FINRA suitability, SIPC membership, disclosures, etc.), while InVestra
(through Independent Advisor Alliance) must ensure any recommendations fit the client’s profile.
InVestra bears fiduciary responsibility to the client; LPL is responsible for supervising the IAR under
FINRA rules. For example, all marketing on GuidedWealth.com includes the necessary disclaimers
(e.g. "member FINRA/SIPC", investment risk warnings, referencing FutureAdvisor’s non-affiliation).
‘Compliance Structure:‘ As disclosed on the portal and InVestra site, InVestra (IAA) is a distinct
legal entity from LPL. Investment services are offered through the IAR affiliated with LPL, and
securities are transacted through LPL Financial (Member FINRA/SIPC). This layered structure is
standard for LPL programs. In practice, LPL signs the account agreement with the client (collecting
fees and executing trades), while InVestra signs a companion advisory agreement. Thus, InVestra
sees fee revenue as RIA earnings, and client assets as custodied LPL securities accounts.

6. Recommendations: Messaging, SEO Strategy & Next Steps

‘Tactical Initiatives:‘

. ’SEO and Content Optimization:‘ Continuously refine GuidedWealth.com’s SEO. Audit
keyword usage (e.g. "digital investment advisor”, “online portfolio manager”) and update
page titles/meta descriptions to capture related queries. Publish regular blog posts on
"how GWP works"”, market insights, and user success stories to build content authority.
(As SEO experts note, expertise and content quality drive rankings.) Ensure mobile
usability, fast load times, and secure HTTPS to meet Google's technical criteria.

. ’Lead Capture & Conversion:‘ On GuidedWealth.com, implement clear calls-to-action (e.g.
"Get Your Free Proposal”) and track sign-ups. A/B test landing pages and forms (email,
questionnaire) to maximize conversion. Use the existing step-by-step flow but consider
adding educational pop-ups or chat support to reduce drop-off. Collect attribution data
(how visitors found the site) to measure SEO vs. paid channel returns.

. \Local & Affiliate Marketing:\ Complement organic SEO with targeted campaigns. For

example, partner with financial blogs or forums to syndicate the GuidedWealth process




(backlinked to the portal). Consider modest PPC (Google Ads) on branded keywords like
“Guided Wealth Portfolio” to defend the top spot. Also, leverage email newsletters and
LinkedIn ads aimed at "LPL advisors” or investor lists to highlight InVestra's digital
capability.

HStrategic Initiatives:

e Thought Leadership Branding:‘ Position InVestra as a digital advice leader. Publish
whitepapers or host webinars on topics like “blending robo-advice with human
guidance” or tax-loss harvesting in GWP. Highlight the unique selling
proposition: |"Professional advice for small investors’. Emphasize social proof (testimonials
from GuidedWealth users, case studies) to build trust and E-A-T signals.

e Strengthen Partnerships:‘ Work with LPL's marketing team to co-market GWP. For
instance, feature InVestra’'s case study in LPL newsletters or invite InVestra to speak at
LPL conferences. This raises both InVestra and GWP visibility. Also, consider alliances with
financial planning firms (via LPL's Advisor Assistance) to refer clients who want digital
investing.

. \Platform Innovation:‘ Stay ahead of competitors by leveraging new tech. Consider
integrating fintech tools (e.g. budgeting APIs, risk analysis) into GuidedWealth.com to
enrich user experience. Monitor Google's Al search trends: since top results are likely
included in Al summaries, ensure content is structured (Q&A format) for featured
snippets. Strategically, explore offering tiered service (e.g. a premium plan with tax
consulting) to differentiate.

Each of these steps should align with compliance requirements (review all marketing copy and
SEO keywords through LPL's FINRA-approved process). Over the next year, InVestra should aim to
solidify its position as go-to gateway to LPL's GWP, leveraging its search advantage to grow
assets under management.
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Figure: GWP Ecosystem\ — Clients interact with InVestra's GuidedWealth.com portal, which feeds
into LPL's Guided Wealth Portfolios platform powered by FutureAdvisor. InVestra (as the advisor)
and LPL share responsibilities.




IPortal 2;1;(1;1)11 UX & Features Branding| Onboarding Flow\

ILPL Default Portal Low — Not Basic LPL-branded LPL- Via advisor,

(getstarted.lpl.com)  (indexed (login-interface; minimal content branded paperwork-heavy
only) (generic)

GuidedWealth.com\ High — #1 0n| Modern portal with step-  |Advisor Fully online: email

(InVestra) by-step digital sign-up (InVestra) |— questionnaire —

brand link accounts — e-
sign

Other Advisor Portals [Low—Moderate|Varies; often buried in Institution |Mixed: often

(bank/CU) — internal menus, requires specific  |or local requires branch visit
pages on large browser/computer (cf. advisor or advisor contact
sites TruMark)

Table: Comparison of GWP Portals.‘ Unlike the generic LPL portal, InVestra's GuidedWealth.com
has strong SEO presence and a user-friendly flow. Other advisors’ portals (e.g. banks) typically rank
low and may have clunkier interfaces.

This analysis is based on LPL’s published materials and website sources. Any metrics not publicly
disclosed (e.g. current AUM in GWP or exact fee splits) are noted as unspecified but the above
cites official sources for all available facts.

Official LPL and InVestra websites and disclosures, SEC/FINRA filings, and industry
research (see citations). All data is current as of early 2026.
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