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For en norsk arving i 50-aren
eiendom, 80 millioner i aksje
bankforbindelsen, hva/hvem
investeringsradgivning og ka

Aktorer i Norge (og relevante tilneerminger)

Her er noen aktgrer i Norge som gjerne retter seg mot formuende privatpersoner. Jeg nevner styrker /

svakheter slik jeg vurderer dem:

Aktar

Formue (tidligere

Formuesforvaltning)

Norgeslnvestor /
Formuesforvaltning /
Formuesforvaltning (som

underkategori)

Capguard

Norcap

Private banking i banker
(f.eks. DNB Private
Banking, Nordea Private

Banking)

Alfred Berg

Hva de tilbyr / styrker

Helhetlig radgivning + forvaltning, uavhengig — ingen egne fond,

de velger eksterne forvaltere.  Formue 2

Spesialisert pa formuesforvaltning, med konsesjon og dedikerte

team. norgesinvestor.no

Tilbyr kapitalforvaltning og personlig oppfelging, integrerer ESG-

kriterier.  capguard

Uavhengig radgivning og portefgljeforvaltning for private.

Norcap AS

De fleste store banker har private banking-avdelinger som kan
handtere store formuer og integrere bankens ressurser (likviditet,

lan, kultur, nettverk) med radgivning. one -+

Aktiv kapitalforvaltning, solid posisjon i Norge / Norden,

fondstilbud med relevant eksponering.  Alfredberg +1

2

Mulige begrensninger / risikopunkter

Kostnadsniva kan veere hayt, og det krever at de faktisk leverer

meravkastning som overstiger kostnadene.

De er ofte mer orientert mot “likvide midler” — eiendom og

spesialinvesteringer ma handteres i tillegg.

Kan veere at deres kapasitet for sveert hgyt volum / komplekse

eiendomskomponenter er mer begrenset.

Avhengig av at deres investeringsnettverk og fund-utvalg er bredt

til dine behov pa hayverdier.

Ofte mer produktneutralitet et spgrsmal — banker kan ha interesse
bruke egne produkter / fond. Ogsa kamp om prioritet: noen private

banking-kunder far mer oppmerksomhet enn andre.

Mindre fokus pa helhetlig familiestruktur / arv / juridiske rammer, n

fokus pa selve forvaltningen.
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Komme tidlig nok inn i kundens kjgpsprosess (timing)

Fa kunden til & forsta fordelen med vart produkt/tieneste

Finne nye prospects (potensielle kunder)

Fa lov til & levere tilbud (kvalifisere seg som tilbyder/leverandar) L' LEADIFY

Bygge gode relasjoner (komme pa innsiden)

Vinne avtalen (closing)

Identifisere riktige kontakter (personas) hos bedriften

Ikke relevant/vet ikke

0% 10% 20% 30% 40% 50% 60% 70% 0% 90% 100%
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P Deal Stage Funnel ©
| .
_ . . | Deal Stage _ (Count) Deals Next step Cumulative
—_ O g n Y’ U * Y’ 2 55 * I u u J: a u A conversion conversion
. . P Prospect (Sales P... 16 43.75% 5.34%
~ |
m g A LJ Pause (Soles Pipe... 85.71% 4.58%
1
- . = Y o & Appointment sch... 16.67% 0.76%
AOgCYcOCt LGauA
Presentation sche... 1 100% 0.76%
Proposal sent (Sa... 1 0% 0%
m -
M Contract sent (Sa... 0 0% 0%
1
Closed won (Sdle... 0 0% 0%
N~ ,r y— W 1 A% =
C u F 6 ' C-* LJ O Y g g u O Closed lost (Sales... 0 0% 0%
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Contact with a

1
Purchasing rules

Exploration of integration with i
CEO former colleague | existing systems uying i
Executive l turnover 2 2 l group | puenlie groUgaRgRsion
i 44— Feasibility review turnover Legal flag
presentation and Web y
i Budget i T Budget cut ‘[
uestions 4— End user input )
q approved  Search P 1 1 Capital ¢—

Web search

|,

Problem Whitepaper — Solution
identification download exploration

Trends report
reviewed

1

Requirements

building

lProcurement flag

End user input review board

Social media s Ii
selection
Buying

*
RFP response

. A . " A s ,
N Overwhelming Web __» Supplier Supplier —y RFP _% : Live supplier group
1 o::"ﬁ]eepfensiea”ir_' information about  search website visit website creation com[iarlson ™ demos debate
: the problem AL e peer 1 Just— 3 Supplier's More information |
Web it " % discussions ~ Online virtual ©nline buying needed from sales
eb _, Misalignment Group diagnostic NG virtdal 4+ 4 Contract updates
seaii + demo content guide reps up
on problem deployment "} ¥ Linkedln shared download ¥ required
T misalignment on canus:Jllr:gnt discussion | | Expert ) Discussion with
Whitepaper solution scope NSy consultation  Business customer Purchase
download t discussion |—$ case data references decision
. .o < L unavailable
| Overwhelming Deconflicting Buying Group
information about the ™  information within group disagreement on Customer l I
solution buying group debate requirements testimonial

» Blue font is indicative of always on “validation” and “consensus creation” activities

Source: Gartner

6 © 2024 Gartner, Inc. and/or its affiliates. All rights reserved. Gartner is a registered trademark of Gartner. Inc. and its affiliates. 814687
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Search HubSpot

Prospecting Agent

Overview Enroliments Analyze

All Enroliments ® Researching Ready for review ® In progress ® Finished ® Errored ® Queued

Search Q ) Company ¥ H Enrollment date ~ H Source ™ H Enrolled by ~ H Selling Profile ~ H Engagement ~ H Finished reas

| Contact Name . .

- Conversation with Rachel Jacobsen
VP of Sales at Cascade Robotics

o

. Sarah Kennedy B

L - . Aug 19, 2025 12:22 PM EDT
Review email

Winnie Rainford . ) . . . '
Selling profile: Scaling_Companies - Marketing Hub | Language: English

(\ In progress /'J

Rachel Jacobsen was enrolled to the prospecting agent by Mike Fairm

John Sabersmith

L
- =

- Sarah Kennedy

The prospecting agent researched Rachel Jacobsen and Cascade Rok
Aug 19, 2025 12:22 PM EDT

\ View research \ \ Add research as note to Rachel Jacobsen \

Unenrolled

+ The prospecting agent made a decision
- John Sabersmith Aug 19, 2025 12:22 PM EDT

Review email
Decision: First outreach proposed to Rachel Jacobsen at Cascade Ro

Rachel Jacobsen recent $15M Series A funding and meeting at GeekWire Summit, and i

(-m pmgress*:] business days if no reply.

Prospecting agent research

Generated on August 19, 2025

~

Search

Contact CRM research

Contact summary
Contact
Rachel Jacobsen is the Vice President of Sales at

Robotics. No additional personal or professional
provided in the available information.

Contact notes summa ry

Note 1

Rachel Jacobsen, VP of Sales at Cascade Roboti
the GeekWire Summit. It was noted on 2025-08-1
Cascade Robotics recently closed a $15 million Se
round led by Madrona. The company builds robot
systems specifically for Amazon returns centers, \

notable given that the team is formerly from Amc

frn Company CRM research
Company summary
Company

Cascade Robotics is a company that specializes |
technology. Further specific details about their pr

services, or history are not provided in the given |

Company notes summary
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Prospecting Agent Agent sett
Overview Enroliments
All Enrollments ® Researching Ready for review ® In progress ® Finished ® Errored ® Queued
Search Q Company ~ | | Enroliment date ~ ‘ ‘ Source ~ | ‘ Enrolled by ~ ‘ ‘ Selling Profile ~ ‘ ‘ Engagement ~ ‘ ‘ Finished reason ~ ‘ | Error type =
() Contact Name . . —
- Conversation with Sarah Kennedy  More~ |
CEO at Viome E—

- Winnie Rainford
O —
o 9 IIiIn progress:I\

Sarah Kennedy

Review email

John Sabersmith

- Unenrolled

Sarah Kennedy

L
T Unenrolled

John Sabersmith

Review email

Rachel Jacobsen

/'17'\
[ )
(_In progress )

Sarah Kennedy
LJ
o Unenrolled

John Power

("In progress )
(_In progress |

Sarah Kennedy

Selling profile: Inbound 2025 Prospect Follow up | Language: English

+

The prospecting agent made a decision
Aug 21, 2025 12:45 AM EDT

Decision: First outreach proposed to Sarah Kennedy at Viome—initial enrollment. The email is personalized, references their recent direct conversation at Inbc

scaling/API integration pain points, and includes a meeting booking link. Will follow up in 2 business days if no reply.

(C

The prospecting agent will send email 1 of 1
[ @ Initial email ﬂ

Following up on API integration and scaling at Viome

From: fairmountmike34@gmail.com To: wnhughes35+schen.viome@gmail.com

Hi Sarah,

It was great chatting with you at the Smart CRM booth about Viome's growth from 50K to 200K customers and your current use of Salesforce with cust
Python scripts. Scaling that fast often brings data pipeline bottlenecks, and HubSpot's unified Al-powered platform could simplify your integrations and

automate workflows without the heavy lift of custom code.

Would it make sense to schedule a quick call to explore your exact needs and demo how our platform can help smooth that scaling curve? You can bool

time that works for you here.



Prospecting Agent

Overview Enrollments Analyze

Hi, I'm your prospecting agent

g I have 13 enrollments waiting for your review today.

Edit my selling profiles

Enrollments

Contacts currently enrolled (21)

Contact Name

Michael Chen
VP of Enterprise Scales at Rec Room

Michael Foster
VP of Business Development at Terra Power

Kenji Nakamura
VP of Business Operations at Eight Sleep

Emma Thompson

Alexander Lee

‘ View automations ‘

Highly engaged contacts (7)

Status

Review email

1 email ready for review
(TN
'\»In progress )

Review email

1 email ready for review

Review emails

3 emails ready for review

Review emails

3 emails ready for review

Daily outreach for today, August 27, 2025

Contacts researched

0 /1,000

Engagement

Low engagement
5 opens - O clicks

Agent setu

View all

Actions

Review emc
Review conversafi
Review emc
Review emc

Review emc
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<> Copilot

~Q Consulfing »

4»

Companies

Biglytics

About this
company

Company domain namg

Industry

v

Employees

Annual revenue

Street address

City

State/ Region

Postal code

Qverview Activities
search activities Q
Activity Notes Emails Calls
N March 2024

4 Enrich record

Customize properties

View all properties

' . :hment update
View property histary

February 2024

> 4 Record enriched

Tasks

Meetings

Collapse all »

v Leads

~ Contacts



\\

I® LEADIFY



\\

= LEADIFY



an l — | | ‘
Q. search HubSpot (Cirl) (K] + & °- R ©) £ kaqq... 4 Assistant & Leadify -
A
Gy Home < Deals Actions ~ Overview Activities # Customize ~ Contacts(1) +Add  #
Bookmarks a

Deal Score O
Current score - .

Amount: 536 000 kr Mobile phone number: +47 905 7...

Close Date: 30.10.2025 Key factors + AL View associated Contact

Marketing

Stage: Contract sent ~ Buyer interest

Pipeline: Sales Pipeline (Rammeavtale) 0 9 marketing email opens

Content . ~ Companies (1) +Add #
Progression

+, cesn ‘ ° ili H
. 2 8 7] . Cince € Deal probability is 90%

Llog Nofe Task Meeti.. Call More 9 timer ago 0 Deal amount has increased 1 time
call
e 2 days until close date
Commerce
Engagement
v About this deal Actions v o Email clicked less than 1 day ago
Service . .
Learn more about deal scoring & G A View associated Company
Deal owner
Data Management @yvind Jacobsen
. . > Shared deals
Amount Score trend View score history
AL et 536 000,00 NOK
> Tickets (0) +Add #
R . Create Date
eportin 100
perting 16.10.2025
> Line items (0) +Add
Deal Description o
- g .
2 5
Breeze 5 > Quotes (0) +Add
Deal Name o
Development
P 0 v Attachments Add ~

Deal Stage 16102025 20.10.2025 21102025 22.10.2025 23.10.2025 25102025 27.10.2025

»



@ Dedls ~ (8) Al Deals Close Date 2025 (23) X (@) All dedls (m) @yvind 2025 () simen 2025 (@ e> (+ gl Acd decls ~

Search Q B Table view ~ 03 Edit columns Sales Pipeline (Rammeavt... = 3= Filter (1) X T Sort Metrics Export ] Save
Deal owner ~ Create date ~ Last activity date ~ Close date~ X + More Clear all = Advanced filters
TOTAL DEAL AMOUNT WEIGHTED DEAL AMOUNT OPEN DEAL AMOUNT CLOSED DEAL AMOUNT NEW DEAL AMOUNT AVERAGE DEAL AGE
a
DEAL NAME = DEAL STAGE = DEALS.. & i CLOSEDA.. 2 i DEAL OWNER . AMOUNT =

Prospect (Sales Pipeli... 31. okt. 2025 11:... @yvind Jacobsen (...

Prospect (Sales Pipeli... 31. okt. 2025 0... @yvind Jacobsen (...

Appointment schedul... 31. okt. 2025 11.... @yvind Jacobsen (...

Proposal sent (Sales ... 31. okt. 2025 11:... @yvind Jacobsen (...

Contract sent (Sales ... 30. okt. 2025 0... @yvind Jacobsen (...

®® 6606

Closed won (Sales Pi... 23. okt. 2025 10... Tine Levik (tine.lovi...
Closed won (Sales Pi... 22. okt. 2025 16... @yvind Jacobsen (...
Closed won (Sales Pi... 1. okt. 2025 11:2... @yvind Jacobsen (...
Closed won (Sales Pi... 22. mai 2025 1... @yvind Jacobsen (...

D990 9292929D9

{ Prev 1 Next > 100 per page~
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Bookmarks

Marketing

Content

Commerce

Service

Data Management

Automation

Reporting

Breeze

Development

4
J J [N 7 T N1 A Y ul =N m J = —
Q_ search HubSpot (Ctr) (K] +
a
{ Deals Actions ~ Overview
¢
Search activities Q
Shared  Activity Notes Emails Calls Tasks
L]
Close Daf ¢ Companies Actions =
Stage: Pri
o Ovarview Activities Intelligence
Pipeline: ¢ The Dragonfly Inn
thedragonfly.com & @
W 555-5555 W Company Summary
Log
call L = L = =] < Company summary notes O
Hote Ermail [ ] Task Mesting Moe
Flagship location of Dragonfly Inns
v  About

~  About this company

Deal owner

Comparm domain mame

@yvind Jc thedrogonfly.com

Amount .
Hospitality =

Create Dat

06.05:

Deal Description

Deal Name

Deal Staace

Actions = &

Frequently contacted @

o Lorela.. & o

Company profile
Lifecycle stage
500 View 1 open deal o

Open deal amount

Recent deqal chose date Sep 29, 2022

@ Sent

Tracking data is not available for this email.

B I A DU .

_—wpe

Custamer for 3 years History details »

" ¢ ©
\\
(] N N\ C L O s © L]
(on) 99+ . - a
R © B @ & [ 4 Assistant & Leadify ~
&
Activities ## Customize Contacts (2) +Add #
A
Collapse all ~
Meetings
8 Cukbomizs recond a ~ Breeze record summary
COMmpany SUMMany m
Generated Mar 20, 2025
® The car@ary as engaged in wWirius
activities, iInchiding o mesting on
Septernber 11, 2024, to discuss meal
dadiviery ophions from Chu-'iw Cheaf. iqfed Contacts
There hove been multiple calls
regarding comrocts and consullations
about coke nepds, with o notabls smail
sent on March 1, 2024, discussing the ies (1) +Add #
cafiract, Ky nofes indicate that the
| - cantact preders emal commiunication
Lorela.. & ared resides i Stars Hollow,
Connectiout, whene they manage the
Drogonfty Inn
s S 0O
:'. #+ Ask o guestion '
25 at 12:52 GMT+2 > Shared deals
i
> Tickets (0) +Add  #
N inea 1fame (0)Y +Add
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