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Financial Principle

Personal Cash Flow Management



Risks

Client
NEE S

Loans Funds



. * Healthcare planning
R|SkS * 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
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l Profit & Loss Balanced Sheet

INCOME m ASSETS LIABILITIES

SALARY Food Bank / FD Housing Loan

Accommodation Unit Trust Car Loan

Clothing Shares Personal Loan

Transportation Properties/Car  Credit Cards

Savings / Others Others Tax / Others

Make “Y” = Sum Assured
A -B = +ve

To Protect “X” = Wealth Preservation




Probate Assets Eg: FD. Bank Accounts.

Property. Shares. UT & etc

Probate / Administration
Process

‘ma?
FROZEN Time:

Liquidity?

Direct Distribution

| ncome Tax
C reditors
E state Duty?

Beneficiaries
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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
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Beneficiaries

Wealth Liquidity



Financial Principle

Sales Cycle



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

 Seryiing 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 can do —
talents, skills and
capabilities

What a person is —
personal maturity and
integrity to principles

Competence

==

| G REAT VisIoN
TALENT ACADEMY CENTRE




Approaching

Y

 Self Introduction - Positioning
» Telephone Script
» Face to Face approach



Approach

Telephone approach

Greetings

Introduction — self intro

Content — to fix appointment

Closing — reconfirm the date & venue



Telephone Script — Personal approach

Good morning, Mr. Tan, |am , from Great Vision.

We specialize in providing personal & business financial
planning.

| would like to meet up with you to share about our unigue
Integrated financial services that may be beneficial to you and
your friends.

I'll be meeting some of my clients around your area for the
next couple of weeks. Would it be alright if | were to drop by
your office to see you?

OK, thank you Mr. Tan. See u then.



Telephone Script — Personal approach

Good morning, Mr. Tan, |am , from Great Vision.

We provide both personal and family financial planning
services with special emphasis In the areas of wealth
accumulation and wealth protection.

It's our pleasure to be able to meet up with you to share some
of the success stories that we had done for most of the
dedicated people just like yourself.

I'll be servicing some of my clients around your area for the
next couple of weeks, shall we make an appointment to meet
at your office?

OK, thank you Mr. Tan. See u then.



Script for Making Appointment

Mr. A, | will be serving my clients somewhere
around your place for the next couple of weeks.
If time Is available, shall | see you once my
appointment is over? Do you prefer to meet In
the morning or afternoon?

That ‘s good. Shall we tentatively fix on
Wednesday, 2:30pm at ....

confidential and proprietary information. Not for distribution.



Approaching Script

By the way, Do you have a habit of savings ?
If Yes

That’s good. | have something to share with you.
Perhaps it may able to strengthen your existing
orogram.

f NO

That’s never too late. | have something to share
with you. Perhaps it may help you and your
friends in the future.




Next Step...

Option 1

Mr. A, in order to give you a full picture about your situation,
let me diagnose and get back to you next week?

Option 2

Mr. A, may | have another 15 minutes and | will share with
you the essential planning on wealth preservation.

confidential and proprietary information. Not for distribution.



Financial Principle

Client Base



Strong Wind or Tsunami

\;u

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



Customer vs Client

() (&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

\\\; >



Financial Wallet (££&] )

Life Bank Funds PRS Gl EB

ONE Stop Financial Services
PLATFORM

Somehow or rather, the prospect will seek for other
consultants or advisers for the above Financial Solution.

ONE Stop Financial Services Provider
will able to deliver the NEEDS to the Clients!




Client Expectation

* Value Creation

e Responsibility

* Professionalism

e Capability

* Competency

* Sincerity

* Customer Service
* etc

YOUR
gFINANCIAL

&



Market

-

High Net

Retail Market

Market Segment



< 20% of
the Agents
approaching
this
category

> 80% of

the Agents Retail Market
approaching
this
category

Market Segment

Disclaimer: This Slide is Strictly for Internal Use



High Net Market

f===

Professionals

Employees

No Moncy

Market Segment

claimer: This Slide is Strictly for Internal Use



Risks

Client
NEE S

Loans Funds



. * Healthcare planning
R|SkS * 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



& Concerns

Market Potentia

Disclaimer: This Slide is Strictly for Internal Use Only



Script for Obtaining Referral

Mr. A, how do you feel with the entire concept that I had
revealed to you?

This 1s an essential planning needed for every individual
particularly for those with high financial commitment families.

Good things should be shared to our good friends. If you think
that I have done a good job, I will be very much appreciated if
you could refer some of your friends to me so that I am able to
extend this valuable message to your surrounding friends.

I will also do the same presentation for your friends and
hopetully by doing so, more and more people will be benefited
on the proper way of planning,

Who are the 3 lucky people that able to receive your blessing?




Client Base Analysis

Average Client Base for Professionals

Financial

Doctor Dentist Lawver )
y Adviser

1000 600 750 500



Financial Principle

Buying Behavior - PDSD



'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



DECISION  EgieleiR)Y
SOLUTION 7 DESIRE

Buying Cycle



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



Financial Principle

Money Allocation — LPS



Save 1t B4 Spend

DO NOT SAVE WHAT IS LEFT
AFTER SPENDING, BUT
SPEND WHAT IS LEFT
AFTER SAVING.

WARREN BUFFETT

Disclaimer: This Slide is Strictly for Internal Use Only



Save Before Spend FhElFR1EEE

SAVE FIRST AND SPEND LATER
Paying yourself first is the key success factor in

WEALTH ACCUMULATION.
Save %

Spend Later

Spend First

5% 5%
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/ey

Forex?
Too high risk, fluctuate, uncertainty,
need time to monitor, no confident,
can’t predict, no knowledge.......

Gold bar?
Need higher portion of money, need to
keep safely, not easy to handle....

Buy property?

Need higher portion of money, not liquid, not
easy to let go, huge decision, right location, incur

many other fees, a huge commitment

(1)

Keep at home?
Will depreciate, use up, stolen,
misplace.......

o

oo
[CAR

Where shall | save?

-

-

N,

STOCK MARKET

Share market?
Too risky, no time to monitor, lack of
knowledge, uncertainties, no
confident, can’t predict .......

O
on

Bank savings account?
savings rate is too low, can’t
hedge for inflation.......

Fixed Deposit?
FD rate is low at 2%, not worth &
can’t hedge the inflation.......

A

Unit Trust?
Must have a good discipline, it won'’t
force you to save, ended up may not
save as scheduled......
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Why need to Save?

Sense of security
To earn better

In case of emergency use
Is a hard earn money

Not willing to loose it Future retire & education

Make it worth more For peace of mind

Money works for me For a guaranteed lifestyle

Letit compounding For legacy in future

Hedge for inflation For someone - gift of love

Self confidence _
Bcos of Trust & Certainty

We want SECURITY
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% of Return /

;'ﬁﬂmj — BFIE  wealth Accumulation

Able to take a bit of risk

Lock-in
' iy : Secured Money
Security / Serious Money

Disclaimer: This Slide is Strictly for Internal Use Only




Liquidity

) SR -

Profitability - IS — mRiw

Security

B ISRIE - wen

Cash Management

INCOME EXPENSES

Active Income Spending Habit

Passive Income Priorities

Resources Commitments
Planning

Surplus/Deficit

Family Living « Career Fund
Expenses * Gift of LOVE
@'———____

N

Healthcare 18
v Planning

400A

S5 X 3% = A X 12

A = Monthly Living Expenses

Note: Youngest Child Age

EDF

Active e /
pManagemen :

TR AT T |

LL77
Who Moved My Wealth?

l_\\\T

« Living Expenses

- Lifestyle Planning AC'\"\VC Jj} ]
Management L= /T
in ||
L | i T
85 Who Moved My Wealth?
/ Who Moved My Wealth?

| =

Life Events Human Value
S mrTrar, | Secringof

Future Income;

1 Injury M/Card 30-50K <
2 Organ Trans. CI 150-300K v 5/10 Yrs Income
3 Partial Dis. CcI 2-3X AL
4 Loss Income CI+Life 400A
Asset Protector
2 Death CI+Life Lump sum




AR EE Money Allocation
) mERE-w

% of Return /
Profitabil |ty ‘ ﬁﬂw BHAIME wealth Accutmulation

Able to take a bit of risk

Lock-in \
Secured Money
Disclaimer: This Slide is Strictly for Internal Use Only

Guaranteed
Security / Serious Money
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£EN1A993 B Money Allocation
) WD -won

Profitability - YRETENS — BRI wealth Acoumuiation

Able to take a bit of risk

Lock-in \
Sccured Money

Guaranteed
Security / Serious Money,

While Living

Serious Money arrangement
Gift of LOVE

Retirement

Education

Forced Savings for Security

abhwphE

When not around
Emergency Needs
Family Income Protection
Healthcare Planning
Debt Cancellation
Legacy for Loved Ones

abhwbhE
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Smart Saving Program (SSP)

Sun Infinity-i / Sun Legacy-i
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Why Insurance Scheme is the right solution for Security Saving?

A legal distribution It consists of both Protection
arrangement as Gift of @ @ and Investment features.
LOVE to your loved ones
O Create and Save element —

L shield of protection while saving.
The most liquidity asset upon P J

your death that able to solve all
your outstanding debts and family O

Z © © Peace of mind — sense of security.
financial needs.

© Waiver of savings upon
diagnosis of critical illness
— assurance.

Could be served as ‘
Creditor Proof asset.

Bypass Will documentation
and estate administration
process.

Insurance is a non-probate asset
and will be distributed directly to the
deceased family upon death of the
insured.



Financial Principle

Personal Financial Life Cycle
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Individual Life Cycle:
right from Born till the end of our lives

Disclaimer: This Slide is Strictly for Internal Use Only



Financial Needs Life Cycle

Responsibility
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Financial Needs Life Cycle

20to 30  Just working Save First Before Cultivate the habit of
Low income Spend saving

Expenses

Responsibility

sulge
salpnis

sul1yJo
pal.JJiew
npg
S]1ossy
941319y
Sulpu3
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Financial Needs Life Cycle

Responsibility

30to 40 Increment of income Saving planning Normally focus
Start to have family Investment planning on children and
High burden and liability Risk management family
High living cost & responsibility
7 = 3 M > 2 m
&+ c ® £ ® S
0 - = = £ o + o
_ o A 0 0 = =
>S5 - - = —+ =~ -
7] Q)] > ¢ (7)) @ 0Q
(V] oQ o

Disclaimer: This Slide is Strictly for Internal Use Only



Financial Needs Life Cycle

40to 50 Stable Income Retirement planning  Needs on
Worry of Education funds  Wealth management retirement
Concern on medical issue  Debt cancellation

Responsibility

Retirement

sulge
salpnis
SuU1Y.I0Mm
pal.JJew
npg
S]1ossy
9. 119y
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Financial Needs Life Cycle

Is your Reserved
Funds enough to
saving & cover when you are

Investment ™= at golden age?

Responsibility

Retirement

P
<
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What if things were to happen?

Disclaimer: This Slide is Strictly for Internal Use Only
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Financial Needs Life Cycle

suldag

Expenses

S91pnig

Tragedy Income

Savings /
Investment

Who will take care of
the HUGE Responsibility?

SUI IO <
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S}assy

Death/Disabled/Disease

Our
Life

Range
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Proper Planning is Needed!




. * Healthcare planning
R|SkS * Family Income

 Debt cancellation

Client
NEE S

Loans Funds
* Loan application * Savings - Lifestyle
* Asset Protection Account * Retirement Needs

* Actual Scenario Analysis * Education Needs



Money is NOT EVERYTHING
BUT

Everything iIs MONEY



Financial Needs Life Cycle

Responsibility
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Financial Needs Life Cycle

Expenses

Responsibility
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Financial Needs Life Cycle
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Financial Needs Life Cycle

Responsibility

Retirement
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Financial Needs Life Cycle

Is your Reserved
Funds enough to
saving & cover when you are

Investment ™= at golden age?

Responsibility

Retirement
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What if things were to happen?
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