Personal Money M anagement Script

|.  Rapport Building

(Discuss getting to office, map, weather, etc. Reviiht8 made during earlier call- job, family,
social events, where they are from. It is importargpend an appropriate amount of time in this
area based on personality style.)

I'd like to do a couple of things today. First, I'd likedet to know you and understand what you
are trying to accomplish financially. Second, I'd likest@are with you the financial planning
process that | use and how we can integrate it with goals to achieve them most efficiently.
I'd like to keep this meeting conversational, so I'lldsking you questions throughout the
meeting. Please don'’t hesitate to ask me questions anany

Does that sound reasonable? Do you have any questions?
Great! Let’s get started!

II. Goal Development Not Scripted

Could you share with me what is most important to yomfeofinancial standpoint?

(Look for emotional context/elements of uncertaintyhia tollowing discussion)
Retirement
Accumulation Goals: Education, New Home, Car, etc.
Investments
Taxes
Protection
Estate Planning
Cash Reserves/Income levels
Debt Management

1. What concerns you most about ?

2.Why is a concern to you?

3. REFLECT...

4. What steps have you taken to address this area yourself?

5. If I could show you how to achieve , would that be offtiéne/ou?
6. Do you have any other goals/interests that you wisliscuss?

[I1. Trangtion into Financial Planning Process

Thanks for sharing your goals/interests with me, | take on new clients through the
financial planning process. This allows me to do the besttyjusrk to ensure | can help you
meet your goals most efficiently—the goals that yat gtated were most important to you
(state prospect’s specific goals).



V. Financial Planning Process

What I'd like to do now is review the process | use amher any questions that you might
have.

The first step is tedentify and prioritize your objectives. Your financial concerns will help me
develop the direction of your financial plan.

Our next step is tgather information about your current financial situation. This will

help me to establish facts as well as feelings, whidrallow me to think like you financially,
We’'ll gather some information today, and set up anothetingeto gather the rest of the
information that | need.

Next, | will analyze the information that you provide to me. Financial planning can be
described as an Art and a Science. The analysis isigific part of comprehensive financial
planning and serves as the tool that | use to provide ydwusaiid advice. Your analysis will
indicate strengths and weaknesses in your current fadesittiation. We will build on your
strengths and eliminate your weaknesses. For this pdn @rocess, there is a fee. As we gather
more information about your situation, | will be abledetermine the appropriate level of
financial planning and the associated fee.

Then, | will provide you with a personalizethn of action that outlines step-by-step, what you
need to do to reach your goals. This is where the dirtaricial planning comes irby that, |
mean that | will provide you with specific advice basedmrexpertise.

Once I've proposed solutions to meet your goals, yolbegm to take action on your goals at
that meeting. This is a good time to explain how I'nefised. In order to provide objective
advice, | am licensed by the National Association otiiges Dealers, and | also hold state
insurance and securities licenses. What that means te yaan do what a stockbroker and an
insurance agent can do, and we also have a banking division.

Financial planning is an ongoing process. Because charnijjesaur in your personal situation,
as well as in the economy, Iileview progress in your financial plan twice a year—more often
if necessary—to make sure you are still on track to rgaahfinancial goals. What I'll do as we
continue to work together is explain what | offer imte of client service options. This allows
you to choose the relationship that works best for you.

Every client that | meet with has different goals andcerns, but the process that | use remains
constant. This is how | take on new clients. How do §fonk this process will help you
accomplish your goals? What do you feel is the biggesflheof going through this process? Do
you have any questions?

Great, I'm looking forward to getting started.



V. SixKey Areas_Interactivein Each Area

Let me show you the areas that | will cover whenyamad) your information. | believe that most
peoples’ planning concerns fall insix key areas. Because financial planning is a process and
not an isolated event, all of these areas need aolthessed.

The first area is youpresent financial situation. Many people are uncertain of their present
financial picture. As a starting point, clients need tovknvhere they stand in terms of assets,
liabilities, income, and expenses. This is the basislfdinancial decisions. What is your total
household income? Can you estimate your current n~t waxtles this include your 401(k),
home, and other property?

Next, we need tadequately protect what we can'’t afford to lose. | have found thai many
clients don't like to talk about protection planning issueshsas dying prematurely or becoming
disabled. As a true comprehensive financial advisor, ityigoimto address those issues. What |
will do is take an inventory of your life and disabilgglicies. First, | will determine what is the
appropriateamount of protection for you. Then, | will

take it a step further, and determine what is the apptepyi@e of protection for you. The
ultimate goal in this area is to be sure that we ptdbte integrity of your long-term goals. We
will develop a portfolio that efficiently works toward yogoals.

What insurance policies do you have in place now?

Next, | will focus on your cash reserves and yaeoumulation goals, such as educating your
children or buying a home. The primary focus of this @&em managing your investment
portfolio. Nearly everyone could be doing better withrtievestment portfolio. By that, | mean
that they are taking on too much risk for the targetezglafreturn or they are not getting enough
return for the level of risk they are taking.

Would that be helpful?

How much do you like to keep in cash reserves? Is thaslkog what you actually have now?
Do you have any other accumulation goals besides ?

The next area isianaging income taxes. No one wants to pay more than their fair share of
taxes. It's my job to understand the complex tax laag incorporate prudent tax strategies into
your overall financial plan. Therefore, | will help younimize taxes on your current income as
well as help you build proactive tax control into youireenent portfolio.

What are you currently doing to minimize your taxes?

Do you work with an accountant? Do you mind if | ask houch s/he charges? How often is
that? How often do you meet with him/her?

Tax-control triangle
Tax-free contributions = Full taxable distributions
401(k), 403(b), 457/deferred comp plans, traditional IRA, pensions
Taxable contributions = Partially taxable distributions
Annuities-offer death benefit protection, too
Taxable contributions = Tax-free distributions



Cash-value life insurance-Variable universal life (VUL)
Do you have any questions about that?

Planning for retirement is also a goal for most people. Everyone is goingticereomeday.

The difference is some people plan for it and some pelogplg. We will determine if you are on
track to reaching your retirement goals. Bottom linel gon’t want to work hard for a large part
of your life, then fall short of achieving the lifestyleu deserve in retirement.

What kind of lifestyle do you picture in retirementh&e® Better? What would you like to do
with all your extra time?

Finally, the last area of a complete financial pprieserving wealth. Wills and trusts
established now can provide for the orderly distributionoalryestate to your heirs and minimize
any estate and probate costs.

Have you met with a lawyer to discuss estate planning?

Do you mind if | ask how much s/he charges? How oftenait?t

When was the last time you reviewed your estate plan@ kaur finances changed at all since
then?

Which of these areas are of most concern or intevegiu?
(What concerns you most about Réflect. If | could show you ....
Good, because that’s exactly what | do for my clients!)




VI. SellingaPlan

Based on what we’ve discussed, you want (restate spgo#ils from goal development).
That’s exactly what | do for my clients through comprednanfinancial planning.

Do you agree that some level of financial planning is ap@atg®

It sounds like this is what you are looking for, isn't it?
Great, I'm looking forward to getting started.

The fee for my services, which includes your analys®, is .

We need three things to get started:
*» First, we need to set a time for our next meeting
« Second, | need to give you the booklet for collecting nf@imation | need.
 And third, I'll need your approval on our service agreemadtacheck for $ or
your American Express card number.

Let's get together next week, same time. (Gain comantron a time)

What is your social security number? (Fill out cortieaad have them sign it.)
(Bring out the data-gathering booklet and go over it.)

What is your birth date?
The last thing | need is a check for $ or your AmeBEs@ness card number.

VII. Recommendations_Ask Everytime!

Tone: Clear and Expectant
Physical: Seated upright over table with pen poised ower pa

(Prospect’'s name), as | mentioned earlier, | do work mainla referral basis. One of the
reasons that | enjoy my profession is that I'm ableatee a positive influence on people’s lives
by helping them make better financial decisions. By renenmtding someone you respect, you
provide that person with the opportunity to explore nevasdend to take action in order to reach
their financial goals.

| am able to help people in the following areas: (utiliieestages as a visual)

® The first area includes people who earn a good housetowiche and are accumulating
dollars for their goals. They may be interested insmayput their children through college,
reduce taxes, or just do better for themselves finagciall

® The second area includes business owners. Thesamiduals who work incredibly hard
for their businesses and probably are not aware diabpportunities for the business to be
working equally hard for them.



® The next group includes clients, who are still working,thatr children are older now and
they need to turn their attention to assuring a suttdassirement for themselves. They may
be 15 years away from their retirement, or they masgnaking the decision this year.

® The fourth group of ideal clients is comprised of peagie are already retired and enjoying
a comfortable retirement, or are preparing to retiresPerhaps they would like to reduce
their taxes, or have concerns such as protectingabsats from nursing home costs or estate
settlement. Frequently, retired people are not awanewfintrusive the federal and state
governments can be into their estates.

® Finally, we provide a financial education service to comsaaiel organizations. The way
we typically establish the initial relationship with theman resource directors and senior
management of these organizations is through introdudtiomsour clients and prospective
clients.

(Prospect’'s name), | won't call your referrals imnagély, to give you a chance to talk to them
first. I'll check with you, then I'll call them and troduce myself as a financial advisor with
American Express Financial Advisors and tell them kheduld like to sit down with them to
discuss financial planning. Then they will make a decia®to whether or not they would like
to meet. What I've found is that there are a lot ofgleout there who are looking for this type
of service, but they just don’t know who to talk to. Fridrare, what I'll do is set up a meeting
with them to sit down and talk—ijust like we’ve donewill give you feedback too, so you know
how it went.

When you ask for the referrals’, names will be driven by what th@gecbsaid in the PMM as to
when they would be comfortable providing an introduction. Many times inemigw, clients
will tell you about friends, colleagues, and relatives. Listen and raalate as the starting point
in your prompting questions.

With that in mind...,

Individual

1. Who sits next to you a work? Who sits next to them?

2. If you had a dinner party, who would be the first twoptegou would invite?

3. Who is your boss? Who is your boss’s boss?

4. You mentioned you belonged/worked with (bowling league, cpehib, civic organization,
etc.). Who do you talk to there?

Do you have any relatives in the area? Neighbors?

Do you know other parents in a similar situation whghtnbe interested (car pool, day care,

etc.)?

7. Who is your pastor/minister? (church seminar)

8. Who is your CPA? Who is your attorney?

oo

FES
Who is your employee benefits manager at work, or sam@osenior management that you
know has an active interest in helping employees?



Referral Objections
1. | want to talk to them first.

Absolutely. As | said before, it's very important tlyau have the opportunity to talk with these
individuals first. As a matter of fact, | won't be caating them immediately in order to allow
you sufficient time to touch base with them. When lalk to them, I'll extend an opportunity
for them to sit down like we did and make a decisiotoaghether or not it would be something
that would be useful for them, I'll thank them for thiéme. Is that fair? Who is the first person
that | should talk to?

2. I'm not really sure it would be right for them. Intkithey already work with someone. | don't
know about their situation.

| can appreciate your consideration and concern. Aflotyoclients originally felt that way when
referring me to others. What we have found is that mb#te clients were very open to the
discussion. If they were working with a financial advjsbmerely offered an opportunity for a
second opinion. (Note: Just use this one if it's the firdradvisor’s objection.) Since we all
don’'t walk around with our net worth statement pinned tocbests, it's unlikely that our
colleagues, associates and friends would know all alhawgituations. It merely gives people a
chance to make a decision for themselves. With thaind, who would be the first person |
should talk to?

1. (Prospect doesn’t know if they received any benetheénmeeting, because they didn’t work
with you.)

| can appreciate your position. Let’s look back on ounveosation over the last hour. We've had
a chance to review what the financial planning processdsaw it works. We’ve given thought
and time to the financial roadblocks that stand in peoplaisto success. We’ve discussed the
philosophy of structuring assets, and we’ve spent timettlirealking about your goals and
objectives and what you’d like to achieve from a finahpoint of view. You've probably given
thought to your finances before, but also you may nog lgaxen that thought in the structured
pattern that we’ve talked about today. For many peoplealbiazs them an opportunity to
identify a method of reaching financial independence in tifieiime. All I'm looking for is the
opportunity to be introduced, and provide a similar chancth@m to give structured thought to
their goals and objectives. Does that seem reasonable?

Objections

Debt
How did you get into debt?
Do you think you're more likely to get out of debt with imgip or without it?
So, let’s get started today.

Fee

Need, like and afford -Mr. & Mrs. Client, do you feel you need to do something
to and still enjoy your life today? Do you like the idea oftigpg more control over
your finances? [Point to fee] In light of that, is tfege affordable? (So, let’s get started



today.) If this were free, would you tell me, “If younceome up with some strategies to save u~
money or make us some money, then we would pay the $&®ifit were free, you would say,
“Dave, you have the job”? Well then, what I'd like to dayet started under some conditions,
and if the conditions aren’t fair, tell me and we cartérwork it out. The first condition is that
you still need to pay the fee up front, but the conditionust live up to is this—if you are
unhappy with anything | bring back to you, I'll make sure youagktl refund. Is that fair? (So,
let’s get started today.)

Do you have cable TV? How much do you spend at restauraatsionth?
(So, let’s get started today.)

Want to go home anhink about it.
On a scale of 1-10—with 1 being the farthest and 10 beingdkest—how close are
you to wanting to do this? What will it take to get you @

| didn’t think | had tomake a decision today?

By thinking about it, you ARE making a decision—a decisiorotatioue putting
off/procrastinating [goals]. (So, let’s get started today.)

In my experience, 9 out of 10 people who walk out of gtiegout committing to their
goals never come back. Therefore, they never haveeidee of mind that they’re working
toward their goals, and in most cases, they neveewaelihose goals. Is that what you want?
(So, let’s get started today.)

| have ameeting with somebody else [brokerage].

Coach them to say, “I want somebody with experieHoav many clients do you have?”
[They'll probably say about 1,000.] Then, “You want to take on as a client, so you're
obviously growing your business/l want somebody who’s gtirgjay in business. How many
clients do you eventually want to have?” [2,500]

“Even at just 1,000 clients, assuming two one-hour meetinggepe, s/he must hold one
client meeting every hour of every day of the yesthht the kind of relationship you're looking
for? (So, let's get started today.)



Referral Script

Confirm Value: Tell me, what have you found valuable alooutrelationship today?
Segue: There is something else | would like to talk to you about tokfyy.
Agreement in business is about providing more people the opportunity toaedially
Principle: secure in their lives. | do this by referrals from afignts like yourself
Would you be willing to help me build some new relationsfip
OR

One way | build my practice is through referrals and $ wandering if
you would you be willing to help me do that?
The way you can help the people you know is by giving mie hlagnes
and phone numbers.

Give Direction: The way you can help the people you kiolay giving me their names
and phone numbers.

Prompters/Brainstorm: Who sits next to you at workh@xt to him/her?
Who is your boss? Your boss’s boss?
You mentioned you belonged/worked with (bowling league,
country club, civic organization, etc.). Who do you gaeheith?
Who in you family would you like to help through this finaadci
planning relationship?
Other parents with kids the same age?
Your pastor/minister? Your CPA? Your attorney?

Advanced Referral Technique

Get referral list FIRST

Contract for style with clients: “Mr. Client, theest way for us to approach your referrals
is if you contact them first. Let’s talk about whauymight
say to them.” Have them talk to referrals about the
relationship, NOT products, NOT process, NOT financial
Planning. Ask clients if they are willing to talk to retds
about financial planning relationship?

Ask details about referrals: How do you know George?
Is he married? Kids? Age? When's retirement? What does
he do for fin? (rapport and common ground for phone call)
Set Deadlines for Clients: When can you contact G&d0Okay | will then contact
him next Friday. While you are contacting him, | will den
him some information about what | do for my clients.

Referral Statistics

About 25%o0f clients actually contact referrals

About 50% of referral PMMs convert to clients

About 100% of call-in recommendations convert to clients

GDC of Referral is greater than Natural Market and geatithat of CAR leads



