


GV Basic Training Program

Module 1 Fundamental of Financial Planning

Why this industry? Why GV? Market Potential, FLC, Basic Sales Cycle, Business Planning

Module 2 Product Training

AIA / SLM, summary features & applications

Module 3 Concept Selling

Healthcare, Family Income Protection, Savings

Module 4 Online Submission

AIA / 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



GV BASIC 
Module 1
2022



Ice breaking…..



1. Why?

2. Where?

3. Who?

4. What?

5. How?



Why Change?

Why Financial Services Industry?

Why Great Vision?

Why You?

How do I start?  What kind of support?



Hello!

•What am i LOOKING
for?

•What is my ideal
career expectation?



What do you want to achieve in next 3 to 5 years?
Who do you want to be?











Which 
industry 
shall I 

involve?





Client 
Needs

Risks

FundsLoans

Market Good
1. Easy in making decision

for any life coverage 
products

2. Have money to invest and 
although market good 
but still not dare to move 
to equity, Funds 
investment with steadily 
growth is a choice

3. People tend to buy 
property when market 
good because of buying 
power

Market Bad
1. Concern about what if 

unfortunate things happen, 
thus review policy for 
necessity

2. Even FD also not the right 
approach, then they look for 
something higher than FD but 
not too risk. Funds 
investment is a choice

3. People tend to refinance, 
remortgage or loans
restructuring when market 
bad because of cashflow, 
interest rate or consolidation

All Weather 
Industry!





Great Vision

Future Begins NOW.

Disclaimer: this slide is strictly for internal circulation & training use only



Life Funds Loan Takaful Advisory

Our Unique Platform – ONE Stop Financial Services



Personal and Family Financial Planning



$

Protection 

Insurance 

Investment 

Funds

LOAN 
Mortgage Loan 
or 
SME Loan

Financial Planning 
Retirement
Education
Family Income
Debt cancellation
Healthcare
Lifestyle & etc…

Wealth Distribution 
Will & Trust 

Personal Financial Planning

Disclaimer:  This Slide is Strictly for Internal Use Only



GV – Financial Associates

Clients

Financial Service Platform

Financial Needs

Mortgage Loan Healthcare Planning

Education PlanningRetirement Planning

Family Income Protection Debt Cancellation



Unique Advantages

独特的优势

Great Vision – Competitive Edge (USPR) 

The ONLY & Extra 

Ordinary Treatment
Maybank Loan Outsource / AVA academy

Makes a difference in positioning



Superior Offer

与众不同的服务

Great Vision – Competitive Edge (USPR) 

Flexible Entry Approach

You may start with Life or Loan or Funds approach



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

wealth 
Specialist

Financing 
Specialist

Financial 
Specialist
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Disclaimer:  This Slide is Strictly for Internal Use Only

OUR CORE VALUE  核心价值

核心

价值

诚实
信用

专业
求精

互助
关怀

团队
合一

平衡
人生

Integrity

Professional

CaringONE Team

Balanced Life

▪ Be Integrity at all times 

▪ Always deliver our Professional services

▪ Concern on how much we Care

▪ Work as ONE Team 

▪ Enjoy with Balanced Lifestyle





What’s in it 
for me?

• 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 Vision

Business Model

Our model :



UNIQUE
PROMOTION STRUCTURE        

& COMPENSATION SCHEME
Great Vision Business Model



Promotion Structure & Requirement 

Promotion FYP Manpower Duration

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

50,000 Personal
Sales

No Time Limit

Note: Personal Sales PR1 with 85%



Promotion Structure & Requirement 

Promotion FYP Manpower Duration

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

50,000 Personal
Sales

No Time Limit

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

50,000 Personal 
Sales & 250,000 

Group Sales
2 Direct ASM

No Time Limit    

Disclaimer:  This Slide is Strictly for Internal Use Only

Note: Personal Sales PR1 with 85%



Promotion Structure & Requirement 

Promotion FYP Manpower Duration

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

50,000 Personal
Sales

No Time Limit

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

50,000 Personal 
Sales & 250,000 

Group Sales
2 Direct ASM

No Time Limit 
(every end of 
June or end of 

Dec)

Business Development Manager
(BDM) to Group Agency Manager 
(GAM)

800,000 Group 
Sales

3 Direct BDM or 
2 Direct BDM & 

1 Indirect BDM or 
2 Direct BDM & 
2 Direct ASM

No Time Limit
(every end of 

Dec)

Note: Group PR1 

with 85%



Promotion Structure & Requirement 

BA

ASM

BDM

GAM
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Time 
LIMIT

2 ASM

3BDM or 
2BDM + 1 indirect 
BDM or 2BDM + 

2ASM 

Note: PR1 with 85%



Family Tree 2 Generations
两代同堂

Gen 1

Gen 2

Enjoy 2 Generations   
Spin-Off Benefits

GAM GAM GAM

GAM

GAM GAM GAM



Market Potential

Individual

Family

Business



Superior Offer

与众不同的服务

Great Vision – Competitive Edge (USPR) 

Multiple source of Income
Commission, fees, overriding, incentives, bonus come from various services 

offered to clients

Income Potential



Powerful Promise

坚定不移的承诺

Great Vision – Competitive Edge (USPR) 

Passive 

Income 

Model

Create 

passive 

income via 

recurring & 

perpetual 

stream of 

commission

Financial 
Solution

Active Income Recurring Income Passive Income

Life 
Insurance

• Standard 
Commission

• Renewal Standard 
Commission

• Overriding Commission 
on Group New Business 

• Overriding Commission 
on Group Renewal 
Business

• Spin off benefit on new 
business

• Spin off benefit on 
renewal business

Funds 
Investment

• Standard 
Commission 
on front end 
load

• Standard Commission on 
On-going investment

• Standard Commission on 
On-going EPF investment

• Overriding Commission 
on Group Sales

• Trailer Commission on 
personal sales

• Trailer Commission Group 
Sales

Loans –
Mortgage or 
SME

• Loan 
commission

• Legal Fee 
sharing

• Fee based 
commission 
sharing

• Overriding Commission 
on group loan business

• Overriding on group Legal 
Fee sharing

• Overriding on Fee based 
commission sharing



Types of Income – Multiple source of Income



GV – Life Commission



Loan Fee & Commission



Funds Investment Commission



Dated:

1st 2nd 3rd 4th 5th 1st 2nd 3rd 4th 5th Total

       2,000,000        3,000,000        4,000,000        5,000,000        6,000,000                2,000                3,000                4,000                5,000                6,000              20,000 

       1,000,000        1,500,000        2,000,000        2,500,000        3,000,000                    200                    300                    400                    500                    600                2,000 

      24,000.00       36,000.00       48,000.00       60,000.00       72,000.00 Life 1st              12,420              10,800                7,560                7,560                7,290              45,630 

      30,000.00       50,000.00       70,000.00     100,000.00     150,000.00 2nd              19,780              17,200              12,040              12,040              61,060 

       1,000,000        1,500,000        2,000,000        3,000,000        4,000,000 3rd              27,140              23,600              16,520              67,260 

80% 4th              36,800              32,000              68,800 

5th              51,060              51,060 

Legal Fee              12,064              18,096              24,128              30,160              36,192            120,640 

1st 2nd 3rd 4th 5th Funds 1st              16,000                       -                         -                         -                         -                16,000 

                     -          5,000,000        8,000,000     12,000,000     15,000,000 2nd              24,000                       -                         -                         -                24,000 

                     -          3,000,000        5,000,000        7,000,000        9,000,000 3rd              32,000                       -                         -                32,000 

                     -         64,000.00     104,000.00     152,000.00     192,000.00 4th              48,000                       -                48,000 

                     -       150,000.00     300,000.00     600,000.00     900,000.00 5th              64,000              64,000 

                     -          3,000,000        8,000,000     10,000,000     12,000,000          42,684          75,976        112,428        163,660        225,702        620,450 

80%                  -                    -            42,241        118,777        204,845        365,862 

                 -                    -                    -            48,131        114,463        162,594 

Parameters                2,700                6,750              12,150              20,250              31,050              72,900 

2 3.0%                  -            15,525          35,975          50,525          66,425        168,450 

3 Funds Trailer 1.50%                  -                    -            34,625          51,275          70,175        156,075 

4 0.10%                  -                    -                    -            32,325          44,025          76,350 

1.0%            2,700          22,275        124,991        321,283        530,983     1,002,232 

20.0%

80%

         45,384          98,251        237,419        484,943        756,685     1,622,682 

Associate's Name: Mr. GV 16th August 2021

Funds

Financial Services

Financial Services

Mortgage Loan

SME Financing

Life (FYP) from Loan

GV Business Model Income Projection

Total Active & Recurring Income

Life (FYP) from Need Based

Life (FYP) from Need Based

APA or BAPA closing ratio

APA or BAPA closing ratio

Disclaimer: The above is a gross calculation on income projection based on the expected sales given. This copy is strictly for internal use only.

5 Years Income Projection

Financial Services

Mortgage Loan

SME Financing

Std Comm

WM Funds OR & Trailer Comm

GM Funds OR & Trailer Comm

SGM Funds OR & Trailer Comm

Note:  Please key in those shaded with

Promotion to BDM / GM at Year

BDM Life & Loan OR Commission

Promotion to ASM / WM at Year

GAM Life & Loan OR Commission

Personal Sales Production

When are you being promoted?

Mortgage Loan

SME Financing

Life (FYP) from Loan

Funds

How many % of SME Loan with Loan commission

Associate Legal Fee

Grand Total

Total Group Sales Production (Excluded Personal Sales)

WA Trailer Comm

Fund Sales Charge

Mortgage Loan Comm

Total Passive IncomeSME Fee charge

Promotion to GAM / SGM at Year



Year 1st yr 2nd yr 3rd yr 4th yr 5th yr Total 5 Years

Active Income 42,684 75,976 112,428 163,660 225,702 620,450

Passive Income 2,700 22,275 124,991 321,283 530,983 1,002,232

Grand Total 45,384 98,251 237,419 484,943 756,685 1,622,682

Disclaimer: The above is a gross calculation on income projection based on the expected sales given. This copy is strictly for internal use only.

GV Business Model - 5 Years Income Projection
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5 Years Income Projection

 Active Income  Passive Income  Grand Total
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5 Years Incom Projection
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Active Income VS Passive Income

 Active Income  Passive Income
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Lookup

1st year

2nd year

3rd year

4th year

5th year

Active Income
29%

Recurring Income
9%

Passive Income
62%

Total Income Portfolio Analysis

Active Income Recurring Income Passive Income

 -

 100,000

 200,000

 300,000

 400,000

 500,000

 600,000

 700,000

 800,000

 900,000

Life Insurance Loan Funds

Series1 822,267 142,640 584,875

Income Analysis from Respective Financial Services



Age Balance days

20 21,900 days

30 18,250 days

45 12,775 days

60 7,300 days

Note:  The above calculation is based on mortality age of 80

80 Years X  365 days =  
29,200 days

Every ONE has a 

Lifespan of 

30,000 days



If you are earning RM3,000 a month which is RM36,000 a year, you need to 

work for at least 11 years

I can earn RM400,000 a year

If I work for the next 5 years, you have to WORK for 55 years in order 

to Match my Income

Point to Ponder





♥kNOW yr-SELF

Disclaimer:  This Slide is Strictly for Internal Use Only



Get to Know yourself

1. Character Assessment

2. Career Suitability Assessment

In order to be better…..

English Bilingual



Character & Career Suitability
Test Result

Disclaimer:  This Slide is Strictly for Internal Use Only



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



Client Expectation

• Value Creation

• Responsibility

• Professionalism

• Capability

• Competency

• Sincerity

• Customer Service

• etc









What kind of Support?



sup-PORT♣

☻ SALES  ☻ ADMIN ☻ TRAINING ☻ MARKETING ☻ KNOWLEDGE ☻ SKILLS ☻



New Associate Training Program

1. Orientation Program
• Why change
• Why this industry
• Why GV
• Who am I
• Basic sales cycle
• Business sales planning

2. On-Boarding Program
• Product Knowledge
• Need Based Training (OSTP)

• Healthcare Planning
• Family Income Protection
• Debt Cancellation

3. New Business Submission Procedure
4. Policy Servicing & Claim Procedure
5. Activities Management (ACT) – SIT Plan
6. Case study & role play

OUR SUPPORT : Performance Development Program



The Basic Sales Cycle 

Prospecting

Approaching

Presentation

Closing

Servicing

Basic Sales Cycle

Prospecting

Approaching

Presentation

Closing

Servicing



Self Introduction & How to introduce your company?

• Sketch your own script

• Role play



4 Basic Approaching Methods

• FHS – Financial Health Scan



How to approach







4 Basic Approaching Methods

• FHS – Financial Health Scan

• Two Things in Life



4 Basic Approaching Methods

• FHS – Financial Health Scan

• Two Things in Life

• Financial Pyramid



4 Basic Approaching Methods

• FHS – Financial Health Scan

• Two Things in Life

• Financial Pyramid

• Financial Life Cycle (FLC)





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



Financial Needs Life Cycle



Financial Needs Life Cycle



Financial Needs Life Cycle



Financial Needs Life Cycle



Financial Needs Life Cycle





1. Maintenance of living expenses –

衣食住行

2. Medical Expenses – 医疗保障与规划

3. Education – 教育基金规划

4. Debt – 偿还债务

MMED







I am a Mortgage Adviser

Effective Loan Solution Risk Management Review Existing 
Planning



I am a Investment Consultant

I am a Financial Associate

Effective Financial Solution Risk Management Review Existing 
Planning



Business Sales Planning

• Personal Financial Analysis

• Business Goal Setting

• Prospect Listing & Shortlisted prospects

• Approaching & Appointment making

• Role play & Case Study



Point to Ponder & work out…..

1. What do I want to achieve in the next 3 to 5 years?

2. How to position and introduce myself?

3. Business Sales Planning



Assignment

1. Touch up the entire Business Plan

2. Complete the Prospect Listing

3. Shortlisted prospect (weekly basis)

4. Work out the telephone or text scripts

5. To call 5 prospects daily & to make 3 appointments a week

Note:  To arrange e-learning on Product Solution (Investment Linked, Limited pay 
Investment Linked & Savings Plan)



Thank 

You.


