Welcome to
Thursday Clinic

May 2021



Thursday Clinic

A Center for
Innovation and
Quality Check-up

for GV
Entrepreneurs
ZOOM LINK
899 7102 1321
passcode: clinic
4pm to 530pm
13th May (Thursday)
GREAT 19th May (Wednesday)
VISION 27th May (Thursday)

3rd June (Thursday)

ZOOM WITH
ANDY TANG

Preserve Your Hard earn Wealth




1. Who am I? Positioning

. Financial Life Cycle

3. Income — Active & Passive (Family Income Protection
& Family Living Expenses)

4. Asset vs Liability — Assets Allocation, Debt
Cancellation (make Y be the Sum Assured)

5. Estate Frozen MMED — maintenance, medical,
education, debt

N

Upon Demised

Financial Needs Life Cycle

O=—_
FD. Bank Accounts. Property. Shares. UT & etc
2 A -
B C
Probate / Administration
| 5 Process
=
3 FROZEN
—— ]
" wonthly 8
“— Profit & Loss Balanced Sheet B
INCOME EXPENSES ASSETS LIABILITIES ‘Q: I
SALARY Food Bank / FD Housing Loan c
Accommo dation Unit Trust Car Loan E
Clothing Shares Personal Loan
Transportation Properties/Car | Credit Cards x::>
Savings / Others Others Tax / Others Beneficiaries
A B X Y . . 4.
A—B =+ve Plan to Get Rid of “Y” Wealth LIqUIdlty

To Protect “X” = Wealth Preservation



DAY 2

A S

Family Income Protection No Income okay?
Healthcare Planning What if you need it today?
Debt Cancellation = Why use own money to solve?
APA — Assets Protection Account

Business Debt — Guarantor, Cash Flow, Keyman,

business interest

Can your family survive without Income?

l Profit & Loss

SALARY Food
Accommodation
Clothing

Transportation

Savings / Others

A-B=+ve

If you need a large sum of Medical
Fee by tomorrow, are you prepared?

MRAXFE—EEKXH
E#gR, REZTE?

Balanced Sheet Mortgage Loan — Level Sum Assured Coverage

ASSETS LIABILITIES
Bank / FD EEEhg e Life Coverage RM 540K |
I
o Family Financial Si
Unit Trust Car Loan (Supplementary Fund) 1
Corr r——p— Bal |deeerenceranensancnnarnsnnenens
Properties/Car  Credit Cards RM 1
Others Tax / Others !
I I
1
" v You are YOUR BUsiNEss GUARANTOR !
X minus Y = Net Wort @<
Year 20
E——



1. Financial Health Scan & Google Form Method
Need based

Funds

* Loan

2. Online Approaching — FSA
3. How to read Life Insurance Sales Quotation
4. Policy Analysis / Weighted Rate of Return

GREAT Financial Health Scan BR15T8
VISION
Overall Assets Investment Analysis
Namenm#E Age Wl
e Current Status
S 0l TaNQESH Assest Classes. Amount % Weighted Return
e | Marmed £ 1 Ohcrce IR Depencents
SR RS S - s i FI N AN c I AL Bank 100,000.00 | 1.00% 0.06%
X ) 350,000.00|  1.80% 0.41%
MORTGAGE & SME FINANCING HEALTH SCAN (FHS)
Unit Trust 200,000.00 | 6.00% 0.77%
5 o SUSTAINABILITY
o ia e Properties 800,000.00 | 5.00% 2.58%
o | ass000000
i - ANALYSIS (FSA)
Sourent Stuation Asset Allocatior
i ow Assest Classes Amount Changes Amount Existing % | Changeto % | Weighted Return
R Bank 100,000.00 | (50,000.00)| 50,000.00 | 1.00% 1.00% 0.03%
o (Mortgage) s
e inancial Health Scan D 350,000.00 | (300,000.00) 50,000.00 1.80% 1.80% 0.06%
i e o Unit Trust 200,000.00 | 300,000.00 500,000.00 | 6.00% 8.00% 2.58%
R m—— Shares 100,000.00 | 50,000.00 150,000.00|  9.00% 9.00% 0.87%
Properties 800,000.00 - 800,000.00|  5.00% 5.00%
Sutiness (SMIE Loan) 1) 4y 3 main areas of concern at tis mament are o 155000000 - 155000000
3 Funding ecucation expensesfor my chidren
3 Accumaisting for 3 comfortable retirement
2L Wht s your concem? a
0 Takeg surgeal, line
g -
O Restructiog of mortgage loan/ debts cancallstion
fiood O omens REAAIT R
want POLICY CONTENT ANALYSIS NAME :
2) Wy Current iwestment Portoio
Actien i aman | anes om am | mm 5w an an wans
Senen o o P — Ins poucy | poucy | poL | wature torac [ Ammm | mnmm [ kmmm | mm | cwes | cwwn | owans
3 Wesktyon tha o st o comp. | numaer oate | Tvee | ace |wo| eremom | eremm Lie Accident | Dissase | Tem.Disaily | wedi_ & Surg | Roomagoara |  watwrity
o= e
-
To aput snother SME ind Tang Wey Hq
Vom ang Wey Hon
Associe & Tocatulate the exsc i
" 3) Weshth Maximizaton - Quick Check
i n Om
Wow mch I your anenal 1) Tox Rollf bemofit's investment viapRs 1 R
Vo s i your anewlt] ] Dsciplin Monehly Se Aside &imvest 0] A\ _ — permor
5. Who do you care most an
e |
osptal & Surgid
[ 1 1 1 ] WBMTOTAL - 0 0 0 0 0 [ o
Family Incoms Neod (ooty) . REA RS
5) PaynForward POLICY BENEFIT RECORD
< EA= R BREHERE
M INATURAL DEATH RM 0.00 TOTAL DISABILITY PER WEEK RM 0
B==1 T | BIET & BE 2
I I ] ACCIDENT DEATH & DISABILITY RM 0.00 MEDICAL & SURGICAL (limit)
p—— fRAE {EREHEE
A 36 CRITICAL DISEASE COVERAGE RM 0.00 ROOM & BOARD PER DAY RM 0 IR
E-3 i B &
MATURITY FUND RM 0.00 BENEFICIARY 24\




Thursday Clinic Time Schedule

Date & Time Matter to be discussed

13t May Thursday 4pm Basic concept of both Insurance & Takaful ID: 899 7102 1321

Basic personal financial lifestyle PW: clinic
Income & Expenses
Asset & Liabilities
Two things in life
What happen to your wealth upon death

19" May Wednesday 4pm Financial needs ID: 871 8000 1512
Family Income Protection PW: clinic
Healthcare Planning
Debt Cancellation

27" May Thursday 4pm Financial Health Scan ID: 899 7102 1321
How to read a Life Insurance Sales Quotation PW: clinic
Policy Analysis

3" June Thursday 4pm Basic Sales Cycle & Buying Behaviour ID: 899 7102 1321

PW: clinic



Thursday Clinic - Program Flow

* 3:50pm Start Admission & Marking Attendance

* 4:00pm Diagnosis — get to know what problem faced
* 4:10pm Highlight case to be studied later

* 4:15pm Soup of the Day

* 5:00pm Interaction, case study and Q & A moment

* 5:15pm Wrap up of the day

e 5:30pm See you next week

Rules:

Punctuality

Full Attendance if you have enrolled
Action Plan with activity upon learning
Full participation

Join with video camera

R WNR



Day 4



Risks

Client
NEE S

Loans Funds



. * Healthcare planning
RISkS * Family Income

 Debt cancellation

Estate Planning —
Will & Trust

Client
NEE S

Funds

* Savings - Lifestyle
* Retirement Needs
 Education Needs

Loans

* Loan application
* Asset Protection Account
* Actual Scenario Analysis



Savings

e Z=HA

Protection

7= RIS

Personal & family Wealth Planning
TN G5 5%




Educatio SeVle S Retirement

HE s

Life Health Incom®&

AE B LN

Personal Financial Planning

TAIG 5 XY



Active

ment
Manage™™ _

Personal Financial Planning Pyramid

o

.,

|
B
N

|

* Living Expenses

L

Who Moved My We

Family Living
Expenses

* Lifestyle Planning

alth?

Legacy

 Career Fund 55

* Gift of LOVE Who Moved My Wealth?

<€

Rule of 3-1

Healthcare
V¥  Planning

18

Profit ROI Peace
Secure

Human Value

Guaranteed

Securing of
Future Income;

‘1, 5/10 Yrs Income

Asset Protector

Lock-in
- 1 Injury M/Card 30-50K
2 Organ Trans. CI 150-300K °00) x 3% = A x 12
3 Partial Dis. CI 2-3 X AL r Wiy Livina E
4  LossIncome  CIsLife 400A A = Monthly Living Expenses
5  Death CI+Life Lump sum Note: Youngest Child Age

Disclaimer: This Slide is Strictly for Internal Use Only



Wealth Management IS &R - Financial Needs 453583

Wealth Wealth
Protection Accumulation

IFE RIS IrE R l

Strong financial planning begins with: EHIEIHIRE

Wealth Protection I E{RE
Wealth Accumulation I 23

But, need to preserve your wealth while doing it

Wealth Wealth
Consumption Distribution

=i=H IFE 5

Wealth

Education,
Healthcare & Retirement &
Protection Investment

Long Term Care Estate Planning:
& Retirement Will & Trust

Pre-retirement Post-retirement Time
Wealth Creation Wealth Preservation

IFEelE ITEFZF



RM

Financial Needs Life Cycle

A

l Profit & Loss

INCOME

EXPENSES

SALARY

Food

Accommodation

Clothing

Transportation

Savings / Others

B

A-B=+ve

Balanced Sheet

ASSETS LIABILITIES
Bank / FD Housing Loan
Unit Trust Car Loan
Shares Personal Loan

Properties/Car

Credit Cards

Others

Tax / Others

Upon Demised

O

FD. Bank Accounts. Property. Shares. UT & etc

X

Y

Make “Y” = Sum Assured

To Protect “X” = Wealth Preservation

Y
N
Probate / Administration

g Process

3 FROZEN

o

[a)

3

£ . I
_ >\@/

Beneficiaries

Wealth Liquidity



Personal Financial Planning

Something were to Happen  Nothing were to Happen

1. Hospital & Surgical 1. Retirement Planning

2. Critical lliness Coverage |2. Education Planning

3. Family Income Protection |3. Saving/Lifestyle Planning
4. Debt & Responsibility 4. Investment Planning

5. Will & Trust 5. Tax Planning

confidential and proprietary information. Not for distribution.
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AEBEAE REBRE

» - ETRE » R-IRKMR
» B -TEER » E-HBHX
& - WA RBE » S - fEEMR
{5 - BERS | - EEAR
» X -RIESERE | T-HERR

Disclaimer: This Slide is Strictly for Internal Use Only



Financial Needs Life Cycle
- 4
A Income Ug—
T
Ug-. - i Savings /
. Isitenough | Investment
Savings / q for your ;
Investment | |Retirement use? | Who will tak - Our
- ' 0 Wi aKe care o .
i i i Our I Llfe
Huge Respons ibil |ty l_ . the HUGE Responsibility? R
Life|| & R >
ange
i 12T 1] g
2 1 l l l Range m w = = [|m > = m m
= =5 T > > m S 8 |25 @ 3
& e 2 2 o o 5 - o = =~ o o -
" c e [ 7] + o S — - = Q0 ~+ =
—. o x = [ (4] = w o)) o [ + w 0]
5 = 2= 0 &+ = 17 (SR = 3
» $ = R g [0 o 0]
™ % o @ = 3
S EI' Death/Disabled/Disease ot

Personal Financial Planning

MAEARX: RHE
ﬁ$'l‘§2%i 5&;1‘%3& Something were to Happen  Nothing were to Happen

* ETTREE - RRE 1. Hospital & Surgical 1. Retirement Planning

- EERR = HEAX 2. Critical lliness Coverage |2. Education Planning

n T NGREE »  EEHK 3. Family Income Protection [3. Saving/Lifestyle Planning
R ESR o HEEER 4. Debt & Responsibility ~ [4. Investment Planning

. BIES e 5. Will & Trust 5. Tax Planning

Disclaimer: This Slide is Strictly for Internal Use Only



Customer vs Client

(i ) (&F)

The origin of the word customer has

been from the word ‘custom’ which Customer
means doing something that is specific to i
a particular society, place or time. Vs

Client

Whereas the word ‘client’ has been
derived from the Latin word ‘cliens’which
‘dependent’ or ‘follower’.

CLV — Client Lifetime Value
ZRZB{1E

\\\; >



Strong Wind or Tsunami

\;u

Close easy cases — Medical Need Based cases — Family Income
Plan or Funds (Product Selling) Protection, Retirement & Education
Funds



The Basic Sales Cycle

Basic Sales Cycle

Prospecting
Approaching
Presentation
Closing

Servicing




The Sales Cycle - SPAMGAPAUDA

S election

P re-Approach

A pproaching

M eeting the Prospect

G athering Information

A nalyse the case

P resentation
A sk For a sale

U nderwrite the case

D elivery

A sk for referral _ @ _

I GREAT VISION
TALENT ACADEMY CENTRE




The Sales Cycle

Basic Sales Cycle

S election

P re-Approach

Prospecting

A pproaching

A S

Prospetting

/

M eeting the Prospect

 serpping Approaching

G athering Information:

- A nalyse the case Presentation
- P resentation

- A sk For a sale Closing

- U nderwrite the case o

- D elivery Servicing

A sk for referral




Basic Approaching Skill




Developing Trust
Essentials of trust

What a person is — What a person can do —
personal maturity talents, skills and
and integrity to capabilities
principles

Competence

Rev02 2014/11/03



Approaching

Financial Planning
Approach

/ \ Multiple Needs
/ \ Single Needs
/ \ Concept Selling

/ \Product Selling

Disclaimer: This Slide is Strictly for Internal Use Only GV_CIP@2015_V04




p

DECISION  NEgleliRyy
SOLUTION 7 DESIRE

S D

Buying Cycle



'IF YOU BUY
THINGS YOU
DON'T NEED, #%
SOON YOU WL

HAVE SELL THI *-_ S

YO NEEEE

- WARREN BUFFETT




QANts

Things we don't really need but
would like to have.

NCCDS

Things we must have in order

to stay alive.




AV Promotion §
UP TO 60% OFF!

Check out the sale now

SALE

20-28 June 13

Check out the sale now

SAVE UP TO

Disclaimer: This Slide is Strictly for Internal Use Only



1.Why need to buy?

2.Must | buy now?

radl b
3.Can | buy it later: E
. -
4.Don’t bu n or not? D
Wiy

5.Don’t

b@ DIE?




The Buying Process

1 A
All buyers will go through the same process each time to ;
arrive at the decision to buy. The process ... i W ......

» Recognize the problem | s of

an unfulfilled need or want ;ﬁm-'f W .....

> Desire a solution 4 m ........
a strong desire to solve this problem

> Decide on best solution

must be convinced that the solution proposed is the
most appropriate one for solving the problem

» Make the purchase

buyer must be able and willing to give up something,
some amount of money in order to solve this problem



Market

< 20% of

the Agents
approaching
this category

> 80% of

the Agents Retail Market
approaching

this category

Market Segment



Professionals

Employees

Market Segment



Estate Planning Will & Trust
Wealth Preservation
Business Succession
Foundation / Family Office
Wealth Management

>

Market

Concept Selling,

Financial Life Cycle

Estate Planning Will & Trust
Business Life Cycle

Key Management & EB

Wealth Liquidity
>

Concept Selling,
Financial Life Cycle
Estate Planning Will & Trust

>

Professionals

Product Selling,

Employees Concept Selling,

Financial Life Cycle
>

Market Segment



....................................

................................

PRODUCTIVITY
NUMBER OF
(ACTIVITY)

PRODUCTIVITY
(SKILL /
KNOWLEDGE)



CASE SIZE
e Market of Prospect
e Concept used

HIGH

PRODUCTIVITY
AGENT

Market of Prospect

PRODUCTIVITY NUMBER OF
(SKILL / CASES i
KNOWLEDGE) e a. Mostly approach on which market of prospects?
" ; b. Why?
h--@—" c. How to make a difference or make a change?
d. Whatdol d?
AVERAGE CASES atdotnee
e Personal Emotion e. My Action Plan...

e Time Management

Personal Emotion o . Concept Used
a. Are you satisfied with your
average cases? a. What kind of Concept is used most frequently?
b. What’s the cause? b. Why?
c. How do |l avoid it? c. How to move to another concept?
d. Whatdo | need? d. What do | need?
e. My Action Plan... e. My Action Plan...




WHAT’S YOUR PLAN? (balance ? days left)

* Confirmned cases
« File opened with Potential cases (M.TA etc)
* Need based

 Famly income protection
e Healthcare planning

e Debt cancellation
 Saving approach

0

* Sub-Agent
* VIPclients
e SVEdlients
 Referrals




Your Annual Goal

MDRT: Closing date: 30th June 2021

No Subject Qty case size |No of cases| Total Name List
1 Confirmed cases 5,000 3 15,000
2 File opened with Potential cases (MLTA, etc) 3,000 3 9,000

3 Need based -

Family income protection 5,000 10 50,000
Healthcare planning 3,000 10 30,000
Debt cancellation 5,000 5 25,000
Saving approach 6,000 5 30,000
4 Col 5,000 2 20,000
5 Sub-Agent 3,000 3 27,000
6 VIP clients 20,000 3 60,000
7 SME clients 10,000 5 50,000
8 Referrals 3,000 5 15,000
Grand Total 331,000




My approaching concept

* Lock into 5P saving plan instead of hanging at FD at this momrent
e Overall debt cancellation besides the APA solution for the said Loan
* Hows Healthcare solution looking at the continuous pandemic issue?
» What about your Family Income Pratection Plan for your loved ones?
« SVEBusiness Oaner

« What happen to the business in the absent of you? (Keyrmman insurance)

« What happen to your family in the absent of you? (Farrily Keynran)
« What happen to your wealth in the absent of you? (Frozen? MVED

« IPdlient - Gift of Love /Wealth Liquidity / Legacy Arangement




Use & Apply it for a PURPOSE - Serious Money / Urgent Money

Gitt of bove

}4 of Gift |deas

\ For
Marriage

Anniversary

Nl

Love affection : Remembrance

Perpetual distribution Long Term Care Constant Parental Special Child
for minor & spouse For Dependents Support Support



Money Allocation §§M4 43 fic - EEEFIZ3AIEE

Serious & Urgent Money

Liquid i &
oo
oQQo
\{\(S“e‘
ko dge
O o & Net
i for ORI ‘ez\i‘be“e‘ 3
- Go '
- ) rtainty &
= . < : oney ﬁce &
Secu I'Ity ﬁl‘ﬂ ) { 3&““* rity

Very much depends on individual Risk Tolerance

This Slide is strictly for Internal Training Use Only



10 Approaching Methods

SIRSIEOAJ Financial Health Scan BRAfE
A BRI AL ISE INSPIRATION
Name & Age T8
Company 18 - Designaton B2
Emd 86 Tel No ESH &
Martal Status SIRLUS. © Single T3/ Mamied 248 / Dvorce I8 Dependents S FAR
1 MBI SRR Phaase Haohioht 3 Most Concem Masars | R
o ; A, R 25 R |
] So#snill/ A TRFRIAME Wealth Accumulation v Savngs |/ Investment =R A
[ RO DFACREME , SRRHESSLDEA Medical Coverage for me & my faméy RENIRRA | G
(] __ mF4R%4R" Education Funds for my chikren
(] »usmBesamesenis Suiost Funds o Comfortable Retrement FAEERE _
L{7, WA NSRS~ TP R A Estate Planning Soluon for Wealth Distribution E
[E]J Rt n;umu@m&n Financial Protection upon Death & Disabity ®
- e T T 11 BRI
e 3 ns i
Exssting Coverage [ NGE8 Suminsured (¥ Companies 2% Remark Mt ;5 § ﬁ &E g ; ﬁ ;ﬁ Essential Planning
e E Seme CRET ' ‘ F # INCOME ~ HEALTHCARE DEBT
P Lio ARGH i ¥ PROTECTION  PLANNING  CANCELLATION
Personal Acodent 1 ABHE

Monthly Family Income Needs 58 ZRIT&\ (85) L)

" BRI A ﬁﬁ; EELE
i =12 REEX

® - EfTRE = R-BHRHK
E-mERR = E-HEHNY

Life Health

JURN- ; Profitability - 1IN - 2o “B-WARE | os-fEEsR
Personal Financial Planning _ o _
AT S : o R -2ERS o |- EEAY
Security [ S CTein e - - RBSEE |2 T- B
Y AT VTN [ oy S
Personal, Family & Business o Strategy ml Financial Security Proaram
Financial Planning Create and Sav - o< ‘Qni%?ﬁﬁ. eyved y Frog
£
! % |
- A0 || AT mm
Biz Financial Planning 1 & BFEAERRE H
Financial Health Scan (FHS) Questionnalre. (BFPQ) '3 b e S & &‘
. ] iy e Process g Y £
Phase (1) Phase (2)  SME Biz Owner Company = In 2 FROZEN g r ®
» Healthcare Planning | | > Famil > i < i AR ; ‘ <
ca y Debt Cancellation (11| a % Pt e 4RE =
> Family Income Trust » Key Management e F o SECURE  —Certainty
Protection Planning Program O] N |z @ n PROTECT - Creditor Proof
¥ Debt Cancellation > Employee I\ g = ENLARGE - Maximize the value
» Savings Retention Program e EFFECTIVE — Controlled Distribution
= » Biz Value i) l Q DIRECT - InstantPayout
» Education Planning Realization Trust
Disciaumer_This Slae is Sictly for




= R R

Which one you concern most?

15| AR ECBEE G —?

Why? What have you done? Why you still concern?
ATA? B THA? BRAM T, AT AEELD?




My warking Time Schedule

SUNDAY MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY J 1
SUN MON TUE WED THU FRI SAT - : .
1 5 3 Sunday Menday Tuesday Wednesday [ Thursday Friday | Saturday
1 2 3 4 | 5
2 3 4 5 6 7 8
gaster 5 6 7 8 9 10 6 7 8 9 10 11 12
9 10 1 12 13 14 15
11 12 13 14 15 16 17 3 14 15 16 17 18 19
16 17 18 19 20 21 22
18 19 20 21 22 23 24 20 21 22 [ 23 ‘ 24 25 I 26
Easth(Day 23 24 25 26 27 28 29
27 28 29 30
25 26 27 28 29 30 30 5
Download & Print Free Galendars From Wiki-Calendar.Com Holidays and Observances: 5: Cinco de Mayo, 9: Mother's Day, 31: Memorial Day www.vicalendar.com




ACT System
Basic Activities Data Key-in

By Associate



Dashboard

ACTIVITY MONITOR RIUREEIRETS

) R .
, " v '
7 < ‘v:l:., sl g Mt "1'*. E)‘:— {4,.t! an e
WEEKLY 4 ‘!- 4 = 1'¢) Lo ¢
e « f
‘ W ' ‘
2

TODAY 0 0 0 0 0 &

Congratulation
POLICY SIZE CASES Let's congratulate Royce Tok on submitting a case ANP2,400.00. You are

the star of the family. So proud of you!

—

L 4

81,300 53,925 16,260

HIGHLIGHTS
({4
Th|s is the Mam Page”
China (FYP 100K by 31st Dec)81.30% | Japan (FYP 200K by 31st Dec)40.65%) -

‘ [ d
18,700 118,700 v N4 '
4 P.‘
 \ 5 |
PRODUCTIVITY Undefined

20,325 0 Congratulation

Let's congratulate Ng Jim Hao on submitting a case ANP24,000.00. You

the star of the family. S d of you!
China Early Bird FYP 60,000 PRy °F€ e star of The family. So proud ot you

HIGHLIGHTS

Period: 01-01-2020 - 30-06-2020

ﬁ Dashboard Sales Kit Notification



The Time Matrix

Urgent Not Urgent
| »Crises Il » Prevention
T » Pressing problems » Production capability activities
S » Firefighting » Relationship building
'5 » Major scrap and rework » Recognizing new opportunities
= » Deadline-driven projects » Planning
E » Re-creation
Do Now Decide Next
l » Interrupticns IV » Trivia
c > Some calls » Busywork
S » Some mail » Some mail
S » Some reports » Some phone calls
Q » Some meetings » [ime-wasters
,E » Proximate pressing matters » Pleasant activities
® » Popular activities
= » Some scrap & rework
Delegate or Do later Delete or Don’t Do




Effective Individuals

* The Productivity Pyramid:
— |dentify values, set goals, plan weekly and plan daily

— 3 steps to weekly planning:
* Review Roles, Choose Big Rocks, Schedule the week (RBS)

— 3 steps to daily planning:
* Check today’s appointment, Make a realistic list, Prioritize the list

* The Time Matrix

— The quadrant of necessity, the quadrant of effectiveness, the quadrant of
deception and the quadrant of waste and excess

* Becoming effective

— Private victory and Public victory (dependent /independent
/interdependent)

— 7 Habits of highly effective people



The 7 Habits of Highly Effective People

Interdependent

DEPEMDEMNCE

N,




Powerful Closing Questionnaire

Do you think Saving is important?

ﬂ'ﬂkﬂ:‘lﬁ%%ﬁ%ﬂfﬁ (HEEEE? )

s there a difference between have or don’t have Savings?

BEENeBHESaEMNNG? (Bfigs. ﬁ_;EuUﬂE.P)

To have it NOW and to have it LATER, is there any difference?
IERBFE—=28, aonlig?



{42 [Z] ? What does it mean by Expensive?

e 1B SRR

An item worth 1Mil \

B9 R RIFRLA

Because of NO Planning

1R 3T 138

A dollar to a dollar /

Disclaimer: This Slide is Strictly for Internal Use

M 2ERE, 5=19? EJ-—-E! Expensive !

Use 2Mil to buy it. Expensive?

A 1BXRE, =182 YAX 1
Use 1Mil to buy it. Expensive? A:I: FAIR
A 500F:3k=x, =13? TR 8F Looks Good

Use 500K to buy it. Expensive?

A 80F3ksE, =132

Use 80K to buy it. Expensive?

EEHIF! Cheap!

A 12F#%E2, w2

HAJNE? Really?
Use 12K to buy it. How?
GREAT

GV_KSP_M5@2015_V03 VISION



e o :
' s
;
A § E L
A‘. " o ]
..
R AN ! ?
‘ ¥ bt
" R ~ b 1
Ty ’ B
Y .. T ! ; 4
R A s I =1
PN & W S ; l
f :

WA TSIk com - 529

REREYE IR RIS A

Health is Asset EHHH As a collateral to Insurer
=
= B

Wealth
INEIH SIS Maximization

Strengthen your

financial status HAEN B 0B R BN

exchange for a Sum Assured

i

GREAT
Disclaimer: This Slide is Strictly for Internal Use GV_KSP_M5@2015_V03 VISION



l am a Mor‘tgagc Adviscr

R [B&EHEH])

IRtERSo=hY

J%l%a\ﬂ%

Effective Loan Solution

LIRFEEES [
HIMASS XUBS

Risk Management

Who A (

HR=RPR?
NASSALK!

RHZ I ARSS

Review Existing Planning




l ama lnvcstmcnt Consultant

] am a Financia] Associate

0 (RN ]

Rty IH%)LJZ'JE%I K EA

P RN SS MBS MASSRIKY
Effective Financial Solution Risk Management EI:IE{ %J.LHEQ

Review Existing Planning



Funds approach

From Specialist to Financial Entrepreneur

Who do you want to be?

Loans approach Life need based approach

Funds Consultant Mortgage Adviser Life Insurance Planner

Wealth Planner SME Adviser Takaful Life Planner

Funds approach

WEALTH
PECIALIS

Loans approach Life need based approach

FINANCIAL ENTREPRENEUR



DEZNEN!
Share what you have learned

ST =219 RS2 EIHY
learned experienced felt
EN=ESlEN sl 2Ry
revised received observed
EAD 3 IREI

thought seen heard






What does it mean by Expensive?

An item worth 1Mil Use 2Mil to buy it. Expensive? Expensive !

If without proper

. Use 1Mil to buy it. Expensive? FAIR
Planning
A dollar to a dollar /
To solve problem Use 500K to buy it. Expensive? L0Oks Good
Use 80K to buy it. Expensive? Cheap!

Use 12K to buy it. How? Really?

GREAT
VISION



Health is Asset As a collateral to Insurer

Wealth
Maximization

Strengthen your
financial status

exchange for a Sum Assured

GREAT
VISION






