PERSONAL FINANCIAL STRATEGY DATE:

Client Name: D.O.B. Smoker:  OOYES / ONO

Spouse Name: D.0B. Smoker:  OYES / ONO

State: Children Name: D.O.B.

Cell: Children Name: D.0B.

EMAIL: Children Name: D.O.B.

. INRo |
1. TTHT 2.F.ORM. 3. Before we get started, | have a couple questions so we can tailor this meeting to you.

OPENING QUESTIONS

Are you currently contributing to any employer retirement plan. 1Y / CIN

Do you have any retirement plans outside of work?...like IRA, ROTH IRA, Old 401(k), etc.. 1401(k), J403(b), 0457, OTSP, O
Do you have any life insurance? (1Y / CIN Great, do they come with Living Benefits / or LTC? [Living Benefits / C1Long Term Care

Do you have any Children? OOY / OON Oh wow, what are their ages? And... are you saving towards their future? CJY / CIN
Just curious, are you open to making additional income, or are you perfectly happy and satisfied with where you're at? 1Y / CIN

CLIENT PRIORITIES

Out of these 10 Priorities, which are Important to you at this time?
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Life Insurance Estate Planning Indexed Growth M Protection Business Owner
~“and and RothIRA, SEP IRA, °"93q55 Strategies
Hving Benefts Legacy Planning Traditional RA o Based on your answers, | have a couple more questions for you...

CLOSING QUESTIONS

What age would you like to retire?
How much income per month would you like to live on for the rest of your life?
What are some of your Goals & Dreams in retirement?

Just curious, If we could put a plan together that helps you accomplish your financial goals,
would there be any reason why you wouldn't want to take advantage of that? Y /[N Well okay, Great! Just a few more details then...

MONTHLY NUMBERS

About how much do you make a month?...like...ball park? Great! And then, roughly... what's your expenses per month... more or less
Income: $§ Expenses: $

ASSETS

And, what do you have set aside for emergency funds like... savings account?  And for life insurance... is that through work or outside of work?
Liquid Savings / Emerg. Fund: $ Life Insurance? (1Y / CIN OThrough work CIOutside of work

And do you have anything in the market?...like mutual funds / stock anything like that? Is that temporary or permanent? CITerm / CDPermanent

Mutual Funds / Stock: § (If Term) Is that the old term or the new term? CIDeath Ins. / ClLiving Benefits
So what retirement plan do you have, is it 401(k), 403(b), 457, TSP (If Term) And for how many years is the term?
Ret. Plans; [1401(k), CJ403(b), 0457, OTSP, O And how much coverage does that come with? ~ §
And how much are you currently contributing? Is that per check or per month? And what do you pay monthly for that?
Amount. $ Oper check / CIper month Premium: $ OMonthly / OAnnual
And, are you getting a match? Oh, what do they match? And do you normally get tax refunds? Or do you owe? Or do you break even?
Co. Match: 1Y/ CIN Amount: Income Tax;  [IRefund / COOwe Amount: $
E _I Awesome! So give me a range of how much you can save per month... like... ¥ (Don’t stop, continue next line)
r If things are really tight, what do you know you can always save? $

B DL And If you were super focused and disciplined on saving, what's the max you can save? ~ $
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© And just curious, has any one ever walked you through your insurable need?
© The industry uses a calculation called DIME. Here, let's just go through this quick exercise together
© What do you have in the way of Debt?... Like car loans, student loan, credit cards... etc.... What's the total?
© And about how much do you make a year again?
®© And do you have a mortgage If so, how much is left to pay it off?
— ®© And if you could, how much ideally would you have saved for your kid(s)? Like ten grand, twenty five, fifty, a hundred... what do you think?

CLIENT SPOUSE
—> Debt $ DY
—> Income x10 § IS
—> Mortgage $ M $
Education $ E$
© Perfect! Let's add this all up real quick...

Insurable Need: $ $

© And it looks like your insurable need is 4 4

© But | see you only current have (current coverage)...
© How does that gap make you feel?
© s that something we should look at handling immediately?

Clozing for Follow Up Appointment

© Because | want this to be fresh in your mind and | want this to be fresh in our mind. v (Don’t stop, continue next line)
© When can we get back together real quick in the next few days?
Follow-Up Appointment Date:

OBJECTIONS

Objections for Appointment 1

1. How does it grow indexed?
Well, you're not investing directly in the index. You're mirroring the index.
The company assumes the risk on the downside and you share in the profit on the upside. *BACK TO CLOZE*

2. How does it grow tax free?
Similar to a ROTH, we're just leveraging specific tax codes that allow it to grow tax-free. (IRC 72(e)) *BACK TO CLOZE*

3. How come I've never heard of this before?
*That's a great question. Just curious, when was the last time you sat down with a licensed financial professional?
*How much research have you done around this specific topic? (None)
*Have you worked with a financial professional licensed to speak about this specific topic? (no)
These strategies have been around for about 30 years, similar to a ROTH. But you've heard of a ROTH before, right?
We're just teaching the middle class what wealthy people do with their money. *BACK TO CLOZE*

4. | need to talk to someone (uncle, financial advisor, etc.)
1. Just curious, what does (uncle, financial advisor, etc.) do for a living?

C 2. What makes you think they would know everything about these programs, are they Licensed?
Usually when someone says that, they really just need more information on the company or the program, so which one of these is it?
Are you okay with me providing you with some resources for credibility sake? (Provide credibility & resources.) *BACK TO CLOZE*

5.  want to do some research (product or company)
When it comes to something as important as your finances, | can understand why you would want to look into it.
Just so that | can point you in the right direction...
Are you looking to research the company that your money would be with or the program itself? (Provide credibility & resources.) *BACK TO CLOZE*

6. CLOZE
Why don't we do this... You are not making a decision today.
Let's just run the numbers, get back together, see what they look like, and we can talk more then. How does that sound?
ET
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