
Welcome to 
Thursday Clinic

May 2021





1. Who am I? Positioning
2. 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
Upon Demised

Wealth Liquidity



1. Family Income Protection No Income okay?
2. Healthcare Planning What if you need it today?
3. Debt Cancellation – Why use own money to solve?
4. APA – Assets Protection Account
5. Business Debt – Guarantor, Cash Flow, Keyman, 

business interest

DAY 2



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

DAY 3 保單內容分析表

POLICY CONTENT ANALYSIS NAME :  

保險公司 保單號碼 日期 種類 滿期 方式 保費 總數

INS. POLICY POLICY POL. MATURE TOTAL 人壽保險 意外保險 疾病保險 受傷 住院治療 住院膳宿 滿期利益

COMP. NUMBER DATE TYPE AGE MD PREMIUM PREMIUM Life Accident Disease Tem.Disability Medi. & Surg. Room&Board Maturitly

-            0 0 0 0 0 0 0

保單利益總計表
POLICY BENEFIT RECORD

死亡 & 殘廢 每周重傷賠償
NATURAL DEATH RM TOTAL DISABILITY PER WEEK RM 0

意外死亡 & 殘廢 住院治療

ACCIDENT DEATH & DISABILITY RM MEDICAL & SURGICAL (limit)

36种嚴重疾病保障 住院膳宿

36 CRITICAL DISEASE COVERAGE RM ROOM & BOARD PER DAY RM 0  /  天

滿期利益

RM BENEFICIARY 受益人  

保單利益   INSURANCE BENEFIT

總數TOTAL

0.00

住院 現 金

MATURITY FUND 0.00

0.00

0.00

Current Status

Assest Classes Amount % Weighted Return

Bank 100,000.00     1.00% 0.06%

FD 350,000.00     1.80% 0.41%

Unit Trust 200,000.00     6.00% 0.77%

Shares 100,000.00     9.00% 0.58%

Properties 800,000.00     5.00% 2.58%

Total 1,550,000.00 4.41%

Asset Allocation

Assest Classes Amount Changes Amount Existing % Change to % Weighted Return

Bank 100,000.00     (50,000.00)      50,000.00                  1.00% 1.00% 0.03%

FD 350,000.00     (300,000.00)    50,000.00                  1.80% 1.80% 0.06%

Unit Trust 200,000.00     300,000.00     500,000.00                6.00% 8.00% 2.58%

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% 2.58%

Total 1,550,000.00 -                    1,550,000.00            6.12%

Overall Assets Investment Analysis



Thursday Clinic Time Schedule

Date & Time Matter to be discussed Zoom Link 

13th May Thursday 4pm Basic concept of both Insurance & Takaful

Basic personal financial lifestyle
Income & Expenses

Asset & Liabilities

Two things in life

What happen to your wealth upon death

ID:  899 7102 1321

PW: clinic

19th May Wednesday 4pm Financial needs
Family Income Protection

Healthcare Planning

Debt Cancellation

ID:  871 8000 1512

PW: clinic

27th May Thursday 4pm Financial Health Scan

How to read a Life Insurance Sales Quotation

Policy Analysis

ID:  899 7102 1321

PW: clinic

3rd 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

• 5:30pm See you next week

Rules:
1. Punctuality
2. Full Attendance if you have enrolled
3. Action Plan with activity upon learning
4. Full participation
5. Join with video camera



Day 4



Client 

Needs

Risks

FundsLoans



Estate Planning –
Will & Trust

Client 

Needs

Risks

FundsLoans

• Healthcare planning
• Family Income
• Debt cancellation

• Savings - Lifestyle
• Retirement Needs
• Education Needs

• Loan application
• Asset Protection Account
• Actual Scenario Analysis



Personal & family Wealth Planning
个人与家庭财富规划

Protection

财富保障

Savings

财富累积

Investment

投资规划



Personal Financial Planning

个人财务规划

Life

人寿
Health

医疗
Income

收入

Savings

储蓄
Retirement

退休
Education

教育

Investment

投资



Personal Financial Planning Pyramid

E      S      R

I

L         H         I

No Event Solution Amount

1 Injury M/Card 30-50K

2 Organ Trans. CI 150-300K

3 Partial Dis. CI 2-3 X AI

4 Loss Income CI+Life 400A

5 Death CI+Life Lump sum

400A

X 3% = A X 12

A = Monthly Living Expenses

Note: Youngest Child Age

• Career Fund
• Gift of LOVE

18

Family Living 
Expenses

Healthcare 
Planning

Who Moved My Wealth?

• Living Expenses
• Lifestyle Planning

55 85

Legacy

Rule of 3-1

B I S
Profit ROI Peace

Secure
Guaranteed
Lock-in

Ratio 1:1

Who Moved My Wealth?

Human Value 
Securing of 
Future Income;  

5/10 Yrs Income

Asset Protector

Disclaimer:  This Slide is Strictly for Internal Use Only



Wealth Management 财富管理 – Financial Needs 财务需求

W
e
a
lt

h

Time

Healthcare  & 

Protection

Education, 

Retirement & 

Investment

Long Term Care 

& Retirement

Estate Planning: 

Will & Trust

Pre-retirement

Wealth Creation 

财富创造

Post-retirement

Wealth Preservation 

财富保存

Wealth 

Protection

财富保障

Wealth  

Distribution

财富分配

Wealth 

Accumulation

财富累积

Wealth 

Consumption

财富运用

Strong financial planning begins with: 财务规划的根基

Wealth Protection 财富保障
Wealth Accumulation 财富累积

But, need to preserve your wealth while doing it



Upon Demised

Wealth Liquidity



confidential and proprietary information. Not for distribution. 

Personal Financial Planning

1. Hospital & Surgical                  

2. Critical Illness Coverage

3. Family Income Protection

4. Debt & Responsibility

5. Will & Trust

1. Retirement Planning

2. Education Planning

3. Saving/Lifestyle Planning

4. Investment Planning

5. Tax Planning

Something were to Happen Nothing were to Happen



▪ R–退休规划

▪ E–教育规划

▪ S–储蓄规划

▪ I–投资规划

▪ T–税务规划

有事情发生 没事情发生

两件事

Disclaimer:  This Slide is Strictly for Internal Use Only

▪ 轻–医疗保障

▪ 重–严重疾病

▪ 残–收入保障

▪ 债–偿还债务

▪ 死–遗嘱与信托



Disclaimer:  This Slide is Strictly for Internal Use Only



CLV – Client Lifetime Value

客户终身价值

Customer  vs Client
（顾客） （客户）

The origin of the word customer has

been from the word ‘custom’ which

means doing something that is specific to

a particular society, place or time.

Whereas the word ‘client’ has been

derived from the Latin word ‘cliens’ which

‘dependent’ or ‘follower’.



Close easy cases – Medical 

Plan or Funds (Product Selling)

Strong Wind or Tsunami

Need Based cases – Family Income 

Protection, Retirement & Education 

Funds 



The Basic Sales Cycle 

Prospecting

Approaching

Presentation

Closing

Servicing

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



Basic Sales Cycle

Prospecting

Approaching

Presentation

Closing

Servicing

- 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

Prospecting

Approaching

Presentation

Closing

Servicing

The Sales Cycle



10%

20%

30%

40%

CLOSING

GATHERING INFORMATION

PRESENTATION

BUILDING TRUST

Basic Approaching Skill



Rev02 2014/11/03

Developing Trust 
Essentials of trust

TRUSTCharacter Competence

What a person is –
personal maturity 

and integrity to 
principles

What a person can do –
talents, skills and 

capabilities
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Approaching

Product Selling

Concept Selling

Single Needs

Multiple Needs

Financial Planning 

Approach



P
PROBLEM

D
DESIRE

D
DECISION

S
SOLUTION

Buying Cycle
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1.Why need to buy? 

2.Must I buy now? 

3.Can I buy it later?

4.Don’t buy can or not? 

5.Don’t buy will DIE? 

Disclaimer:  This Slide is Strictly for Internal Use Only



The Buying Process 

All buyers will go through the same process each time to 

arrive at the decision to buy.  The process … 

➢ Recognize the problem

an unfulfilled need or want

➢ Desire a solution

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



Disclaimer: This Slide is Strictly for Internal Use

Retail Market

SME Market

High Net Worth Market

Market Segment

> 80% of 

the Agents 

approaching 

this category

< 20% of 

the Agents 

approaching 

this category



Disclaimer: This Slide is Strictly for Internal Use

SME Market

High Net Worth Market

Market Segment

No Money

Professionals No Hurry

No Trust

No Need

Employees



Disclaimer: This Slide is Strictly for Internal Use

SME Market

High Net Worth Market

Market Segment

No Money

Professionals No Hurry

No Trust

No Need

Employees
Product Selling, 

Concept Selling, 

Financial Life Cycle

Concept Selling, 

Financial Life Cycle

Estate Planning Will & Trust

Concept Selling, 

Financial Life Cycle

Estate Planning Will & Trust

Business Life Cycle

Key Management & EB

Wealth Liquidity

Estate Planning Will & Trust

Wealth Preservation

Business Succession

Foundation / Family Office

Wealth Management



CASE SIZE
(MARKET)

NUMBER OF 
CASES

(ACTIVITY)

PRODUCTIVITY
(SKILL / 

KNOWLEDGE)



Name: _____________________              Date: _______________ 
 

           
 
 
 
 

CASE SIZE 

• Market of Prospect 

• Concept used 

AVERAGE CASES 
• Personal Emotion 

• Time Management 

Market of Prospect 
 

a. Mostly approach on which market of prospects? 

b. Why? 

c. How to make a difference or make a change? 

d. What do I need? 

e. My Action Plan… 

Concept Used 
 

a. What kind of Concept is used most frequently? 

b. Why? 

c. How to move to another concept? 

d. What do I need? 

e. My Action Plan… 

Personal Emotion 
a. Are you satisfied with your 

average cases?  

b. What’s the cause? 

c. How do I avoid it? 

d. What do I need? 

e. My Action Plan… 

REMARK 



balance ? days left
• Confirmed cases

• File opened with Potential cases (MLTA, etc)

• Need based
• Family income protection
• Healthcare planning
• Debt cancellation
• Saving approach

• COI

• Sub-Agent

• VIP clients

• SME clients

• Referrals 



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 COI 2 5,000         2 20,000       

5 Sub-Agent 3 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       

331,000    Grand Total

SLM 100 days MDRTYour Annual Goal



My approaching concept

• Lock into 5P saving plan instead of hanging at FD at this moment

• Overall debt cancellation besides the APA solution for the said Loan

• How’s Healthcare solution looking at the continuous pandemic issue?

• What about your Family Income Protection Plan for your loved ones?

• SME Business Owner
• What happen to the business in the absent of you? (Keyman insurance)

• What happen to your family in the absent of you? (Family Keyman)

• What happen to your wealth in the absent of you? (Frozen? MMED)

• VIP client – Gift of Love / Wealth Liquidity / Legacy Arrangement



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

Perpetual distribution 

for minor & spouse

Long Term Care

For Dependents

Constant Parental 

Support

Special Child 

Support

2nd Phase RetirementChildren saving & educationLove affection : Remembrance



Liquid 现金

Profit 盈利

Security 保障

Money Allocation 钱财分配 –重要和紧急的钱

This Slide is strictly for Internal Training Use Only

Very much depends on individual Risk Tolerance

Serious & Urgent Money



10 Approaching Methods



生老病死
Which one you concern most?

请问您比较担心哪一个？

Why?  What have you done？Why you still concern？
为什么？ 您做了什么？ 既然做了，为什么还担心？



My working Time Schedule



ACT System

Basic Activities Data Key-in
By Associate 



This is the “Main Page”



The Time Matrix

Do Now Decide Next

Delegate or Do later Delete or Don’t Do



Effective Individuals
• The Productivity Pyramid:

– Identify 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



Do you think Saving is important?
你认为储蓄重要吗？（储蓄重要吗？）

Is there a difference between have or don’t have Savings?
有储蓄和没有储蓄有差别吗？（有和没有，有差别吗？）

To have it NOW and to have it LATER, is there any difference?
现在就有和迟一点才有，有分别吗？

Powerful Closing Questionnaire
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什么是 【贵】？ What does it mean by Expensive?

价值 1百万的商品
An item worth 1Mil

用 2百万来买，贵吗？
Use 2Mil to buy it. Expensive?

贵！Expensive !

用 1百万来买，贵吗？
Use 1Mil to buy it. Expensive?

公平 FAIR

用 500千来买，贵吗？
Use 500K to buy it. Expensive?

感觉还好 Looks Good

用 80千来买，贵吗？
Use 80K to buy it. Expensive?

便宜呀！Cheap!

用 12千就买到，如何？
Use 12K to buy it. How?

真的吗？Really?

1块 对 1块
A dollar to a dollar！

因为没规划所以
Because of NO Planning
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善用财富
Wealth 

Maximization

健康就是财富
Health is Asset

抵押给保险公司
As a collateral to Insurer

换取足够的保额
exchange for a Sum Assured

巩固自己的财务
Strengthen your 

financial status



I am a Mortgage Adviser
我是一位【房贷规划师】

提供最完善的
房屋贷款

处理房贷引起
的财务风险

检阅客户原有
财务规划，
提供专业服务Effective Loan Solution Risk Management

Review Existing Planning



I am a Investment Consultant
I am a Financial Associate
我是一位【理财规划师】

提供最完善的
理财方案

处理规划中引
起的财务风险

检阅客户原有
财务规划，
提供专业服务Effective Financial Solution Risk Management

Review Existing Planning



From Specialist to Financial Entrepreneur
Who do you want to be?

Life need based approach

Takaful Life PlannerSME Adviser

Funds approach Loans approach

Wealth Planner

Life Insurance Planner

Funds approach

Mortgage Adviser

Loans approach

Funds Consultant

Life need based approach



分享您的宝贝！
Share what you have learned

学习到的
learned

体会到的
experienced

感受到的
felt

重温到的
revised

吸收到的
received

察觉到的
observed

思考到的
thought

看到的
seen

听到的
heard





What does it mean by Expensive?

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

Use 1Mil to buy it. Expensive? FAIR

Use 500K to buy it. Expensive? Looks Good

Use 80K to buy it. Expensive? Cheap!

Use 12K to buy it. How? Really?

A dollar to a dollar！
To solve problem

If without proper 

Planning



Wealth 

Maximization

Health is Asset As a collateral to Insurer

exchange for a Sum Assured

Strengthen your 

financial status
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