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GV Basic Training Program
Module 1

Fundamental of Financia
this industry?
Module 2 Product Training

AIA / SLM, summary features & applications
Module 3 Concept Selling

Healthcare, Family Income Protection, Savings
Module 4 Online Submission

AlA / SLM
Module 5 ACT System

Planning, P100, activities recording, sales kits
Module 6 Handling Objection

No Trust, No Money, No Hurry, No Need
Module 7 NB underwriting, Claim & Servicing

basic knowledge & handling

lanning
/ Market Potential, FLC, Basic Sales Cycle, Business Planning
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Ice breaking.....

WHAT.

ARE YOUR

EXPECTAT
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. * Healthcare planning
RlSkS * Family Income

* Debt cancellation

Estate Planning -
Will & Trust

Client
Needs

Funds

* Savings - Lifestyle
* Retirement Needs
* Education Needs Voo

Loans

* Loan application
* Asset Protection Account
* Actual Scenario Analysis

Disclaimer: This slide is strictly for internal training use only
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Our Unigue Platform - ONE Stop Financial Services
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Personal and Family Financial Planning
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Financial Service Platform

GV - Financial Associates

!

Mortgage Loan Clients

Retirement Planning Financial Needs

Disclaimer: This slide is strictly for internal training use only

Healthcare Planning

Education Planning

GREAT

Family Income Protection Debt Cancellation VISION



Great Vision — Competitive Edge (USPR

.\

Superior Offer
S5RAFRYIRSS

Disclaimer: This slide is strictly for internal training use only

Flexible Entry Approach

You may start with Life or Loan or Funds approach

D FUNDS

‘N

I==20 \Nealth accumulation

LIFE
Need based approach

LOANS
Mortgage & SME Financing

TAKAFUL
Need based approach
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From Specialist to Financial Entrepreneur

Who do you want to be?

Funds approach Loans approach Life need based approach

Funds Consultant

Mortgage Adviser Life Insurance Planner

Financial
Specialist

wealth
Specialist

Wealth Planner

SME Adviser Takaful Life Planner

Financial Entrepreneur

Funds approach Loans approach Life need based approach

GREAT
VISION
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What's In It
for me?

Disclaimer: This slide is strictly for internal training use only

Multiple source of
Income

Active income
Recurring income
Passive income creation
Foreign trip incentive
Speedy promotion

ONE stop financial
services

Long term career
opportunity

Personal growth

Quality time
management

Cross selling opportunity
Client stickiness
Nationwide expansion

Team building
opportunity

Asset creation
opportunity

Sunrise & All weather
industry

GREAT
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Our model :

Great

Busine
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UNGQUE PROMOTION STRUCTURE

& COMPENSATION SCHEME

Great Vision Business Model



Promotion Structure & Requirement

Business Associate (BA) to Asst. 50,000 Personal

Sales Manager (ASM) Sales No Time Limit

O

Note: Personal Sales PRI with 85%

GREAT
VISION
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Promotion Structure & Requirement

Business Associate (BA) to Asst. 50,000 Personal No Time Limit
Sales Manager (ASM) Sales

Asst. Sales Manager (ASM) to 50,000 Personal ﬁ

Business Development Manager Sales & 250,000 No Time Limit
(BDM Group Sales 3 3

2 Direct ASM

Note: Personal Sales PRI with 857

GREAT
VISION
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Promotion

Business Associate (BA) to Asst.
Sales Manager (ASM)

Asst. Sales Manager (ASM) to
Business Development Manager
(BDM

Business Development Manager
(BDM) to Group Agency Manager

(GAM)

Disclaimer: This slide is strictly for internal training use only

FYP

50,000 Personal
Sales

50,000 Personal
Sales & 250,000
Group Sales

800,000 Group

Sales

Note: Group PR1
with 85%

Manpower

2
I

N

‘E&m
& -~ "

e &b

y
\J

L-:"”:_\
[ 3 Direct BDMor

1 Indirect BDM or

2 Direct BDM &

2 Direct BDM &
2 Direct ASM

Duration

No Time Limit

No Time Limit

(every end of
June or end of

Dec)

No Time Limit

(every end of
Dec)
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Promotion Structure & Requirement

BDM

& €b b
@ 6o

ASM

Group Sales 800K

Group Sales 250K

\
8 3BDM or
BA %) 2BDM + 1 indirect
(D)
o BDM or 2BDM +
w Bl o 2y
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Family Tree 2 Generations

GAM

Enjoy 2 Generations
Spin-0Off Benefits
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Great Vision - Competitive Edge (USPR)

Powerful Promise

BEEABRIRIE

o ‘L- |\

t[&

Disclaimer: This slide is strictly for internal training use only

Passive

Income Model

Create
passive
income via
recurring &
perpetual
stream of
commission

Life
Insurance

Funds
Investment

Loans -
Mortgage or
SME

Standard
Commission

Standard
Commission
on front end
load

Loan
commission
Legal Fee
sharing

Fee based
commission
sharing

Renewal Standard
Commission

Overriding Commission
on Group New Business
Overriding Commission
on Group Renewal
Business

Standard Commission on
On-going investment
Standard Commission on
On-going EPF investment
Overriding Commission
on Group Sales

Overriding Commission
on group loan business

Overriding on group Legal

Fee sharing
Overriding on Fee based
commission sharing

Spin off benefit on new
business

Spin off benefit on
renewal business

Trailer Commission on
personal sales

Trailer Commission Group
Sales
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Types of Income - Multiple source of Income

16 12 13 14 13.5 13.5

BA
Variance 7 8 1
BDM 5 7 4 4
Variance 2 2 o
GAM 3 3 2 2
Variance 2 2 0
Gen-1 2 2 1 1
Gen-2 1 1 1 1
BDF 0 1 1 1 1 1
GV = 2 2 2 0.5 0.5
4 40 25 25 15
PRODUICTS SME | MORTGAGE AlA LEGAL SME FSR/LISF
MORTGAGE FEE FEE FEE
PLANNER 0.10% 0.10% 0.15% 80% 50% 50%
MANAGER 0.02% 0.02% 0.02% BDM3% | BDM2% | BDM2%
DIRECTOR GAM2% | GAM1% GAM 1%
TOTAL 0.12% 0.12% 0.17% 85% 53% 53%

*LOAN COMMISSION IS PAYABLE BASED ON LOAN EXECUTION.
*FEE BASED IS PAYABLE BASED ON ACTUAL FEE COLLECTED.

Disclaimer: This slide is strictly for internal training use only

UPFRONT DIR COMMISSION
' U
Rank/ S.C Factor 5.50% 3.00% 2.50% 2.00% 1.00%
WA 55% 2.87% 1.60% 1.34% 1.08% 0.54%
WM 10% 0.52% 0.29% 0.24% 0.20% 0.10%
GM 8% 0.42% 0.23% 0.20% 0.16% 0.08%
SGM 5% 0.26% 0.15% 0.12% 0.10% 0.05%
How much is my commission if client invested RM 100k?
IF CLIENT INVEST RM : 100,000
WA 2,867 1,602 1,341 1,078 545
WM 521 291 244 196 99
GM 417 233 195 157 79
SGM 261 146 122 98 50
ANNUAL TRAILER COMMISSION
Rank/S.C | Factor 0.50% 1.00% 1.50% 1.80%
WA 18% 0.090% 0.180% 0.27% 0.32%
WM 3% 0.015% 0.030% 0.05% 0.05%
GM 5% 0.025% 0.050% 0.08% 0.09%
SGM 3% 0.015% 0.030% 0.05% 0.05%
How much is my trailer commission if my AUM is RM 10 mil?
IFAUMRM : 10,000,000
WA 9,000 18,000 27,000 32,400
WM 1,500 3,000 4,500 5,400
GM 2,500 5,000 7,500 9,000
SGM 1,500 3,000 4,500 5,400

GREAT —
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Business Sales Planning

* What is your career mission?

* How much do you want to earn?
« How much sales do you want to achieve? Plan Daily
« Who are your potential clients? (prospect listing)
« Where to source these prospects? Plan Weekly
* Weekly Shortlisting of prospects

* Daily approaching

Identify Values

Note: Kindly refer to ACT System for the Business Sales Planning SHEAT
VISION
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The Basic Sales Cycle

Basic Sales Cycle

Prospecting
Approaching
Presentation
Closing
Servicing

GREAT
VISION

Disclaimer: This slide is strictly for internal training use only



Self Introduction & How to introduce your company?

* Sketch your own script
* Role play

GREAT
VISION
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Self Introduction & How to introduce your company?

To someone you know

Hi Samuel, how are you doing?

Well, | am now attached to a financial services firm particularly on (funds investment, mortgage loan, need based planning)

| will be serving some of my clients around your area these few days, let's meet up once | have finished my appointment...okay to meet on
Friday night?

To someone you don’t know (referred by someone)

Hi Mr. A Good Morning. | am XXX and | supposed we have a common friend called YYY. He insists me to make you a call & get to know you
as he said you are someone in your industry.

| am calling from Great Vision, a wealth management services company, we mainly address on the needs of wealth protection,
accumulation & distribution for both personal & corporate. Perhaps we shall meet up to have better knowledge & understanding on both
sides?

| know you might be busy right now, that’s why | choose to call you first for an appointment. Shall we meet up either Tuesday 10am or
Thursday 2pm at your office?

To someone you don't know

Hi Mr. A Good Morning. | am XXX calling from Great Vision, a wealth management services company, we mainly address on the needs of
wealth protection, accumulation & distribution for both personal & corporate.

We would like to extend our services to most of the people like you. Perhaps it may add value to you or your existing clients. On the other
hand, we would like to know more about your services, maybe it could be a word of mouth for future. Hopefully we could have synergy to
work together.

| know you might be busy right now, that's why | choose to call you first for an appointment. Shall we meet up either Tuesday 10am or
Thursday 2pm at your office?

GREAT
VISION

Disclaimer: This slide is strictly for internal training use only



Basic Approaching Methods

* FHS — Financial Health Scan ‘

Name:
Name. \

; {
cms? at:Z O Married O single
atus:

tare : |

GREAT 3 main areas of concern at this momen
VISION 1) My e Occupstion: Contacr:
Funding education expenses for my cl \ o

- ¢

5k Company- \ o \

| Name ing for a comfortable
i T & ps ] E] st & accumulating wealth through proper i
Inve:
Company 13m

ily, during any hosp} o Huat
. / S [ Oeclgrasen gy — [ Taking care of fﬂvsde.'fl rxi‘b'::e“n‘{'v itk UITent Situation
lan to dis i
n - Objective o
o 8
.é i/ Health SCa g E’ (R):hers: Property 1 Property 2
= Personsl (Morgage, - nitiz) Loan Amgyn;
F I , ( : Flease 3 Conoem Mazers:. i —_— _
I n a I SRy M""WMW s rrent Investment Portfolio Loan Tenyre
T iy Moo oy 2) MyCu Monthiy Repayment
Funce for my caren d Market vajye
Sumcient Return Bond Fun

SME Loan 1 SME Loan 3

Business (SME tpr - Initial Lazn Amogn;
T
Loan Tenyre
—_— —_—
Monthly Repaymany
T

Building Trust

o 2 Whatis your concerns
imization - Quic ) ;
% e T h e N e e s 3) Wealth Maximization i O« B Existing mortgage incaresr Fate is too higiy
rom Account Nezd some cash fiow rop MY personal use
P rI o rl t I ze i) EPF '"‘;_e’f':‘:nr:ﬁ(tf.s investment via PRS EI Need 1o seryi UIStANGng Ioan or g
| L b Monthly Set Aside & Invest Need 1o extend my jgan 1SN 0 reduce mopgyy, Commitmant
| iii) Discipline Need additions financing for myy, business
wgw [ Want 10 have aoditiong Orking Capitatfor my byginess
ies o —
o u | Existing Coverage Action Pran
Personal Life |
ErregTeo | 2 woudyounerg do the followings
[ Hospital & Surgical | (] refinance my EXISting martgage for 1pan “onsolidation
s [ Personal Accident = L Remartgage my ng proersy
- - o u | Need (Monthly) : To cash out some money from my morgage Joan
z E x I s t I n g Family Income T0 200l another S |ogn i possipte
I d e n t I fy 5) P‘V"‘I“::’:::‘B xtend this financial planning review] 4 Tocalcutate the eyacy financing requirement, ye needthe following informagan,
ol How much i Your montly famjy, ommitment gy

R

15 VOUT 3l business rey s (i relevany
) T

2] | Howmuchl;yowannualbusmssspmm’ RM (i relevang)
_

Referrals Asking

n
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The Objective of using FHS - BP.S.I.R

* Building Trust - Professional approach, a need based approach rather than product
selling, thus make a difference in the market place.

* Prioritize prospect’s needs - get to know the prospect’s existing concern and able to
ask “Why he concerns on it? What had he done so far? Why still concern since have
done something?”

» Sales opportunity - from the entire FHS, it creates sales opportunity on the area of his
concerns and also life coverage, financing opportunity, funds investment & even to get
moving via referral from him.

* |dentify resources - from the entire FHS, we able to know on his investment, asset
possession, risk coverage, potential referrals

* Referrals - via FHS to extend further to his surrounding prospects, a method to
explore for continuous prospecting & approaching to ensure long term refill of
prospects

GREAT
VISION

Disclaimer: This slide is strictly for internal training use only



How to approach

Disclaimer: This Slide is Strictly for Internal Use

GREAT Financial Health Scan ERGHTE
VISION

Hame i Age FE

Company 58 Designation S :

Emal 288 ¢ Tel Ho ERIRER -

Marttal Status IEEEINS © Single 04§  Mamed S  Divorce B Depentients BEF AL

1. RN R Fiease Highiight 3 Most Concam Matbers:-

O ihE=stEE 05 T RS wealth accumulation via Savings | Investmant

__ TrRER. ShFEARENN  RERERTER LR A Medical Coverage Tor me & my family
O0_ mrissssErs Education Funds for my children

[__ #iFEfiissmmici 2esis Sulficlent Funds for Comfortable Ratirement

O __ sssEm—iHll i FiaE e A, Estate Planning Solution for Wealth Distributio
O_—

O

O

TR, ERaEEr A A Financlal Protection upon Death & Disabliiny
SR PSR Dabt Cancellation & Loan Resiructuring

Existing Coverage R Sum insured (i Companiss £ Remark i

Personal Accident < A RS

Monthiy Family Income Meeds R SR A (R RM

3. My Concarn on Housing Loan - BRGES EESNEET -
a [EEFEESEIE [ Fled Rate BEEWF [CELR Basls EASTNE
. REEEEREEETESS Ov=s &2 [0 Mo &

Have you amanged Asset probaction ACCount for your property™

If Mo, Why?
4. My current Inwastment portfolle conslsts of-- BRENSHETER 05
[ Fm=d deposh EHITFRY O shares BE O Fropenies Pk
O Endowment A S O unitTne=t EFEet O OthersRih
SESTITE S 2 Fl e TR 7
Wéhich portfolo BRI SHCE 7

5. Personal Rlsk Profiling A RREEN [RESEH):
[ corsarvative &3 [ Moderate iS00 Dhggmsh‘em O ot Sure FlE
Racommendation FE S T R S A RS L T
Mame & Contact B Remark i

‘
.
.

GV_KSP ...
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GREAT

VISION
Hame s ADe S
Company 428 Desligration S :
Emal=EgE Tel No EBiREf -

Marital States SRS @ Single 29§ ¢ Mamed Si§ / Divorce B Dependents FEE AR

1. T ER TN RN Please Highilgnt 3 Most Concam Matiers:-

O mchE=sEs ) 89 TEEREEE Wealth Accumulation via Savings | Investmant

TR, A | SRR L R A Medical Coverage for me & my family
FE T )SEFEF#® Education Funds for my children

HIFERA S ERICE S SamMclent Funids for Comfortable Ratirement
SRR FER TR S A A, Estate Planning Solution for Wealth Distributio
Tt ESHETEER AR A 2SS Financial Protection upon Death & Disabiliy
EESRE SR Dabt Cancallation & Loan Resmucturing

O
O
[
O
]
]
]

Risk Managament: RSN

Exlating Coverage AR Sum insursd {§ll  Companies (28] Remark {5
Critical liness FEER
Hospial & Swngeal et A
Personal Lite A TSRS
Personal Accldent - A MRS

Monthiy Family Income Meeds R BERELA S R

3. My Concern on Housing Loan - BRYRESEEEET -
i HEEESDIE OFed Rate BEEIF LR Basls EAIEHEF
0. FEEENCETESSE Oves g2 O Mo &

Hawe you amanged Asset protection ACCount 10 your propery™
I Mo, Why?

4. My current Inveztment portfollo conslets of - B ENSHTETER RS
[ Fled deposh ZHETE 0O Sharzs BE 0O Fropenis =ik
O Endowment A THeES O unit Trest (SR O otrersFHib

AT 2 P s T S 5, 7
Which podtfolio BEEEHHSSACE 7

5. Personal Risk Profiling A RBREBEN (AR

[ Cconservative &3 [ mingerate 750 [ Aogressive 1588 [ Mol Sure FlE
& Recommendsation - T S T T R R TS LR
Ho Hams & Contsct ESEE Ramark
1
2
3
AB5OCiaha - Mewt Apooiniment Date

Disclaimer: This slide is strictly for internal training use only

Sample opening script

Hi Mr. A, since pandemic, most of the people realize of the
importance of health check to avoid any disappointment.

Thus, we have this caring & responsibility to have all our clients
or new friends, to do a Financial Health Scan indeed to avoid any
disappointment.

With this in mind, shall we have a quick moment to run thru?
Since | will be serving my clients some where you place for the
next couple of weeks, shall | meet up with you once | have done
on my appointment?

Which slot you prefer, to meet in the morning or afternoon?
Shall we tentatively fix on......

Hi Mr. A, we know most of our clients are mostly busy with their
routine task or business, some may have overlooked on certain
essential financial planning which they concerned about.

With that, our company has this courtesy to revisit our clients
and to address their concerns for better & effective services.
Shall we meet up on next Wednesday afternoon?

GREAT
VISION



GREAT Financial Health Scan IBIA9HrE

VISION

Name $4% Age TR
Company 5] : Designation BR{ :
Email BBHB Tel No EBIESHS :

Marital Status IEIEIR : Single R4§ / Married 248 / Divorce 5318 Dependents %+ AZKL:

BIEEINMERSGTENEEIRE Please Highlight 3 Most Concern Matters:-

BITELAEE [ 1IRR T EREFANE Wealth Accumulation via Savings / Investment
AR . ahFARSFREEARE , BERRMFRASZ LA SR A Medical Coverage for me & my family
BHIINEE#E2: Education Funds for my children

FEREHIEAEE RN EMESE Sufficient Funds for Comfortable Retirement
FIEAEE—MTRILAD BCRANIEF-FIEESZ A Estate Planning Solution for Wealth Distribution
ERiitt, RERESFERARARMUS/RE Financial Protection upon Death & Disability
EERAER/RFEHEHE Debt Cancellation & Loan Restructuring

DDDFDDD -

2. Risk Management: X pSETE

Existing Coverage BEI{RIE Sum Insured {£81 Companies 25 Remark &
Critical lliness =&&j%

Hospital & Surgical {Ffz5F A
Personal Life AE{RIE
Personal Accident ™ AESMNE

Monthly Family Income Needs FiEEZHEWN(EB) RM

Disclaimer: This slide is strictly for internal training use only
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Question 1

Slgllzég  These are the common concerns for every individual pertaining
to financial planning for the himself & family

e N « At this moment, which are the main 3 items of concerns you have
Email EBEF - Tel No EBiEE1RS : in mi nd?

e A e e + Whyitis your concern?

g Sy iy AN Sl A * o far, what had you done since it is a concern to you?

e Rt mibon v o Contortbe Raamons * If you have done something, why still a concern right now?

L] #Essm— MRS EERAEF-FSES25 A Estate Planning Solution for Wealth Distribution . y . ’ . . . .
] %t 4t 55 AJRUDIS5(R Financial Protection upon Death & Disablty  If you didn't do anything, why don't you do something on it since it
[]_ FEESEEE/RSIES Debt Cancellation & Loan Restructuring . .

2. Risk Management: Kf&EE Is your maln Concern?

Exsting Coverags MINENIL | Sumiisursd G| companten AL Ramare i * | noticed those unselected items, means not so concern, by the

Critical lllness P=E¥&fH
Hospital & Surgical (e 5FAK

Personl e ABES way, have you done it sufficiently? What kind of solution you

Personal Accident N AZSMNE

?
Monthly Family Income Needs FriEZ HREEWA(ER) : RM planned .

* Let me show you how to have a proper planning on it.
* Alot of people may “over” planned or “under” planned, may |
show you how to plan sufficiently?

GREAT
VISION
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GREAT Financial Health Scan B

Name $44 : Age 8
Company AF] : Designation BR{\; :
Email EBEF - Tel No EBiESTT :

Marital Status &R : Single 5k4E / Married B4& / Divorce 1§ Dependents ZZFAZL:

1. FERIMERATINEERR Please Highlight 3 Most Concern Matters:-

[ i EiENEs / IR TERERE Wealth Accumulation via Savings / Investment

_ TERMEBR. shFARSRAEEAE , AEREEASLAIRRA Medical Coverage for me & my family
_ EHINIEZE#HEZ Education Funds for my children
FNEBEISRAEEEFREHIASE Sufficient Funds for Comfortable Retirement
HIEAEA— M RIS BELRANET =T 15ES 25 A Estate Planning Solution for Wealth Distribution
ERTH, RERRSHEER AR ARMUS{RE Financial Protection upon Death & Disability
EEREH/RSHEE Debt Cancellation & Loan Restructuring

L
O
]
L
U
L
2

Risk Management: RS &1E

Existing Coverage Bi{R[E Sum Insured {8 Companies A7) Remark &if
Critical lllness F=EEIL®

Hospital & Surgical (e 5FAK

Personal Life AG{#i&

Personal Accident N AZSMNE

Monthly Family Income Needs FTEEZ REWA(ER) : RM

Disclaimer: This slide is strictly for internal training use only

Question 2

In financial planning, risk management is one of the biggest
portions to be highlighted, because once the bread winner kicks
the basket, the entire family will collapse due to financial
difficulties

Thus, are you aware of your existing total life coverage?

Are you protected on Critical illness, H&S, PA and do you have
sufficient life coverage to protect your loved ones?

Is very common if you have forgotten on what you have
purchased.

We can assist you to do a summary on what you have and it will
be easily obtained by having the summary report.

Btw, how much living expenses do you need every month?

| see, do you know how much life insurance coverage you need
based on the living expenses? (calculate based on 5, 10 or 20
years needs)

This is yet to consider on your debts, loan, liability, future
responsibility.

GREAT
VISION



Disclaimer: This slide is strictly

3. My Concern on Housing Loan : EXBEESFAIKTE :

a. BeINEEEMFIZR [] Fixed Rate EEF)Z= [] BLR Basis ELALYEF=

b. FKHIBEEWSLLIEIEARRG [lYes 2 [0 No &
Have you arranged Asset protection Account for your property?
If No, Why?

4. My current investment portfolio consists of:- B RIAYREINE BIE

[] Fixed deposit TEEIFEA [] Shares igZ& []  Properties 7=\
[ 1 Endowment AE{FREE L1 Unit Trust S3E847 [ OthersEfts

S TETERRY 120N B R TEIME AN ?
Which portfolio BRITUS RECE ?

5. Personal Risk Profiling MPAXESZE (KSHER):

[] Conservative {R<F [] Moderate & [] Aggressive #3tk  [] Not Sure ~"&7E
6. Recommendation : BAEGXEUSIRRSHEFLSIU TR
No Name 4% Contact BX&8 Remark &it
1
2
3
Associate : Next Appointment Date :

for internal training use only
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3. My Concern on Housing Loan : ¥ BEERAIXTE :

a. BERINBEESRFE [ Fixed Rate BEIEF=R

b. HHFEEBMSLEFIRARE ClYes 2 O No &
Have you arranged Asset protection Account for your property?
If No, Why?

4. My current investment portfolio consists of:- B RIFHRFNBE QIF
(] Fixed deposit FEHATFERR
CJ Endowment AEFIE

ISFTEERRA 1240 B I TROMNE RIS ?
Which portfolio BRITUE R ECE ?

5. Personal Risk Profiling MPARESZE (RFSHER):
] Conservative {R5F

6. Recommendation :

No Name & Contact Bx4&
1

[0 BLR Basis EALEFIZ

[] Shares BgZ [0  Properties =il
O unit Trust St [  OthersEfth

O Moderate i&E [ Aggressive #  [J Not Sure Rz
RAEEBXEVOTRIRRS EFE AT

Remark &if

2

3

Associate : Next Appointment Date :

Disclaimer: This slide is strictly for internal training use only

Question 3

Normally housing is the biggest investment portion to every
individual

Do you have any housing loan so far? How many mortgage
loan you have?

How is the interest rate? (fixed or variable)

Have you done any refinancing so far?

Have you get yourself a risk protection plan to your asset to
offset the outstanding loan in case we are not around? We
call it APA (asset protection account)

If Yes, how it looks and is it adequately covered? Because
many in the market was sold with insufficient coverage or
with irrelevant solution.

If No, then why it was not covered?

How are you going to settle the outstanding in the absence of
you?

Where does the money come from? (why use a dollar to a
dollar to solve the debts? Why not to leverage with life
insurance?)

GREAT
VISION



Question 4 &5

2. Wy Gonoern om Housing Loan + SERAEAEIHIE . !n terms of investment, have you l_everz?ge the market
a EBIVEEEEFE [ Fixed Rate EEFIE [ BLR Basis EALHFIE investment tools to upkeep your financial goal?
b. FKAIEEBEWEEFITRRIG CYes 2 O No & . . . . .
Have you arranged Asset protection Account for your property? OUt Of these InveStment Vehlc"es' WhICh one you have rlght
TN, Why? now? Kindly tick
4. My current investment portfolio consists of:- FERIARFIRNE GIF o My you Invested |nt0 thls:)
(] Fixed deposit FEHATFERR [] Shares BgZ [0  Properties =il . . . i .
O] Endowment A% O UnitTrust &2 O OthersEift « What is your main objective of investment?
o i S A 7 « What do you vyant or what are your fmancgl goal?
5. Personal Risk Profiling MARSBZE (RILHER):  Are you satisfied with your investment achievement so far?
[ Conservative {R<F [ Moderate EE [J Aggressive #2#z ~ [] Not Sure 75 ° Able to manage your future goal')
6. Recommendation : REERXEUSITNRIRSIERFS U THARR . . . . . .
— —r it ——————— « Are you still actively invest? Are you going to invest in the next
- 12 months?
3 * If you don't mind, may | know roughly how much you have
invested? (only ask if trust was built)
e e hpemimentoee: «  We may able to do a summary on overall “weighted return” for

you, so that you have a clearer picture on your overall earning
from these tools.

« Areyou a conservative, moderate or aggressive guy?

» Have you tested on this? We have a questionnaire to justify on
this, perhaps | could lead you ...

* We strongly emphasize on some basic principles in investment,

let me share you this....... GREAT
VISION
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Question 6

» Well, this is all about the FHS

3. My Concern on Housing Loan : ¥ BEERAIXTE :

o EFRBESHEE O Fixed Rote ERRIE [) BLR Basis EAHERIEE  Basically it touches on your
b. FKAIEEBEWEEFITRRIG ClYes 2 O No & C . .
. * Concerns in priority
Have you arranged Asset protection Account for your property?
N0, Why? At least you will revisit to your existing life coverage
T L e »  Get to know how much life insurance you need to cover
Ixe €pOosiIt £E; T ares x5 roperties A4 . . .

O] Endowment A% O UnitTrust &2 O OthersEift  Understand on your existing mortgage loan & the risk

TR 121 B TEINAATS 7 cover needed to offset the outstanding loan in case loss of

Which portfolio BRITUE R ECE ?

5. Personal Risk Profiling MARKREZE (RISHER): life
O Gonsarvative (3% [ Moderate JE8 [ Aggressive £Ri% L] Not Sure 52 * Understand your overall weighted return and revisit to
6. Recommendation : REERXEUSITNRIRSIERFS U THARR . . .
your financial goal versus your selected investment

No Name & Contact Bx4& Remark &iF

! vehicles for better goal management

3 « These are what we would like to highlight to you for better
knowledge on existing financial status & we do hope to serve
you better in future.

* With this, are you comfortable and would you like to extend this
blessings to your friends or relatives so that they will also
receive the same treatment | did for you in terms of Financial
Health Scan. To let them aware on what they have planned &
should have planned. A kind or love & care giving to your
friends or relatives.

* Who are your best friends indeed?........ GREAT

Associate : Next Appointment Date :
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Script to approach for FHS (Financial Health Scan)

« Sketch your own script
* Role play

GREAT
VISION
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Financial Health Scan - Objectives

GRE,
@ gpear -y |
=
P — o

Basic Approaching Methods susmma

Identify Existing Resources |

A— 0TI

Referrals Asking

* FHS — Financial Health Scan

. . . | .d
Financial Pyrami

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

Educatic Savings tirement

Life Health

Personal Financial Planning

GREAT
VISION
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Personal Financial Planning

Note: The reason to move into this pyramid after FHS, is
to let the prospect know that there is a proper planning
needed and shall review one by one in priority

Script

Let's take a look on how to plan gradually & by stages

Here you go, the financial pyramid, the proper guidance on step
by step to plan for personal financial needs

The foundation is Wealth Protection which consists of Life
coverage, Healthcare planning and Family Income replacement
This is the most essential part, because if the breadwinner loss
of life, disable or diagnosed with critical illness, there will be
no income to sustain the pyramid.

The wealth accumulation is mainly for short & long term goal
in life example for education needs, retirement needs and
lifestyle needs.

Those people that which to hedge for higher return, they move
to investment category with more aggressive approach

For proper planning for personal financial needs, we shall
review it one by one.

Based on your FHS analysis, you are more concern on (bla bla

Let me walk you thru on how to plan it properly & sufficiently
Let's get it started.......

GREAT
VISION



A quick glance on what we will do for our clients.....

GREAT
VISION
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Individual Life Cycle:
right from Born till the end of our lives

GREAT
VISION

Disclaimer: This slide is strictly for internal training use only



Financial Needs Life Cycle

Studies | Working Retire

Responsibility
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Financial Needs Life Cycle
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Financial Needs Life Cycle
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Financial Needs Life Cycle
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Financial Needs Life Cycle

Tragedy
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Financial Needs Life Cycle

Responsibility
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Financial Needs Life Cycle 1. Maintenance of living expenses -

KRRMET

3 Medical Expenses — EfFfRESRE!
8 B Education - {i5E &%
T

Debt - {Zi£{555

sulgag
palJiew |
sj}ossy

. Profit & Loss

e v

SALARY Food
Accommodation
Clothing
Transportation

Savings / Others

GREAT
VISION
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Financial Needs Life Cycle
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of Individual
Liquidity ‘ IRETRED — wantt  coonrow b
Flexible / Liquid Repayment e
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% of Return /
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Financial Needs Life Cycle

>A
A RIEEEE
: 8 ‘ FEROIR IR
* Livif -
v - msnE
£ E 313°%% 3 -\ v EMHHR
iy a1 ¢ : N
Children?
T 2 W mw Parents?
R Hospital?
.99 paarantor? Consideration
Lawyer?
e Last expenses? 1. Healthcare solution (emergency)
- T i é‘:fal suit? 2. Lifestyle needs (travelling, clothing, F&B, etc)
;,};?a;:;gz:ﬁ =Y I 3. Huge/ Bulk purchase (upgrade of house, car, etc)
%%zﬁw o1Ee 4. Living Expenses
' ¥ 5. Legacy (gift of love, standby funds, etc...)
VisioN
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Assignment

Touch up the Business Sales Planning
Complete the Prospect Listing

Shortlisted prospect (weekly basis)
Work out the Self Introduction scripts
Sketch the approaching scripts for FHS
To call 5 prospects daily & to make 3 appointments a week for FHS approach

o N W N

GREAT
VISION
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