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GV Basic Training Program

Module 1

Module 2

Module 3

Module 4

Module 5

Module 6

Module 7

Fundamental of Financial Planning
Why this industry? Why GV? Market Potential, FLC, Basic Sales Cycle, Business Planning
Product Training

AIA / SLM, summary features & applications
Concept Selling

Healthcare, Family Income Protection, Savings
Online Submission

AlA / SIM

ACT System

Planning, P100, activities recording, sales kits
Handling Objection

No Trust, No Money, No Hurry, No Need

NB underwriting, Claim & Servicing

basic knowledge & handling




GV BASIC
Module 1
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Ice breaking.....

WHAT.

ARE YOUR™

EX PEcme NS?

"L.J B

—
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1. Why?

2. Where?
3. Who?

4. What?

5. How?
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WHY ?

Why Change?

Why Financial Services Industry?

Why Great Vision?

Why You?

How do | start? What kind of support?

why? I
WHAT? W““J

WHEN? | WHERE?




Hellol

4 ‘ - What am i LOOKING
for?

* What is my ideal
career expectation?
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What do you want to achieve in next 3 to 5 years?
Who do you want to be?
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Average House Prices (MYR) Median Monthly Salaries and Wages of Malaysians

@B No formal education @ Primary @ Secondary @B Tertiary

450m RM4000
. RM3500
Growth in 400,000
property value
Vz 350,000 %RMZSOO
. 300,000 :*éRMZOOO
Growth in .
) 250 __Engsoo._—_._/ﬁ
Graduate’s o __/—/—*//*"‘
RM1000
Sala ry 200,000 e
RM500
I-11I|'1l||'l'|||1'|I|1I||I|-||1|I‘11I|‘1||1|150m D
09 '10 11 ‘12 13 4 15 '16 '17 '18 19 0 AU N S g Y S S S

Source: Yaluation & Property Services Department, Global Property Guide

Source: Department of Statistics Malaysia

Expected and average starting

monthly salaries for fresh graduates a
Expected Actual 5
Academic qualification salary (RM) salary (RM) )
Diploma 1,879 1,704 -
Basic Degree 2,496 2,391
Degree with 2729 2,626

/$$$/ Honours

\ Y/ Master's Degree 3,417

Source: Malaysian Employers Federation Salary Survey
or ives 2019
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Employed
You exchange

your time and
effort for an
income. You don't
work you do not
get paid!

Self Employed
You work for

yourself but can
you take a 6
week holiday and
your business
keeps on going
without you?

Active

You work for

Passive

Money working Big Business
for you These people
have people
working hard for
them to generate
them an income!

Investor
They are the
people that have
money working
hard for them.
Play golf and live
a good life!
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People are
concern about

EVERYbody
ConCERN

inancial mdustry a proven

al!' weather industry

GREAT
VISION

Which
Industry
shall |
Involve?
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. * Healthcare planning
RlSkS * Family Income

* Debt cancellation

Estate Planning -
Will & Trust

Client
Needs

Funds

* Savings - Lifestyle
* Retirement Needs
* Education Needs VSO

Loans

* Loan application
* Asset Protection Account
* Actual Scenario Analysis



Market Good All Weather Market Bad

1.

Easy in making decision
for any life coverage
products

Have money to invest and Risks

Industry!

although market good 2.

but still not dare to move
to equity, Funds
iInvestment with steadily
growth is a choice

People tend to buy 3.

property when market
good because of buying Cllent

power
Needs

1.

Loans

Concern about what if
unfortunate things happen,
thus review policy for
necessity

Even FD also not the right
approach, then they look for
something higher than FD but
not too risk. Funds
investment is a choice
People tend to refinance,
remortgage or loans
restructuring when market
bad because of cashflow,
Interest rate or consolidation

Funds

GREAT
VISION






Great Vision

i
Yy

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



| | |

Our Unigue Platform - ONE Stop Financial Services

GREAT
VISION



Personal and Family Financial Planning

GREAT
VISION



Personal Financial Planning

_ LOAN
Protection Mortgage Loan
or

SME Loan

Financidl Plan

Retirement
Education

Family Income
Debt cancellation
Healthcare Wealth Distribution

Lifestyle & etc... Will & Trust GREAT

VISION

Disclaimer: This Slide is Strictly for Internal Use Only



AFFIN HWANG

Sun Life #‘ CAP[TA
FINSOURCE @

FINANCIAL
CONSULTANCY

INIINITUS

Management & Advisory

AVA

Maybank ACCELVANTAGE

Asset Management ACADEMY

% ﬁ ﬁ ﬁ = CIMBBANK
Standard &
Financial Service Platform

Chartered N
FRMAE LR HR
WANG&
SIINIIE 5:B-WONG
LEX NOS SERVO F‘?E\‘I‘
SHUI-TAI : ‘ TAN NORIZAN

Q. ASSOCIATES | BBS

HSC LIMITED

RARBREFRAF

/
Rockwills’
AAAAAAAAAAAAAAAAAAAA

GV - Financial Associates

!

Mortgage Loan Clients Healthcare Planning

Retirement Planning Financial Needs Education Planning

Family Income Protection Debt Cancellation VisioN



Great Vision — Competitive Edge (USPR

S

A

Unique Advantages

JRYFRIMNE

The ONLY & Extra Maybank Loan Outsource / AVA academy
Ordi nary Treatment Makes a difference in positioning

@) Maybank @ Sun Life
By CIMBBANK QI P Anrwane

Standard & #ecryames ’é
Chartered N SATN isC LIMITED

Rl R REERA D

INEINTTUS @ FINANCIAL r|N50URC|: BBS

Management & Advisory

e . LSRR
E;E?fﬁ;;ﬁ RUSNU“iAEggﬁﬁE \NV\PJ(}&&_ E?Xgii?i%ﬁ
LEX NOS SERVO o ciors S' B 'WO N G OOOOOOOOOOOOOOOOOOOO

SHUI-TAI

ADVOCATES & SOLICITORS

l‘V“ Asset Management

GREAT
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Great Vision — Competitive Edge (USPR

Flexible Entry Approach

You may start with Life or Loan or Funds approach
.\ r— FUNDS
j I=_ \Vealth accumulation

Superior Offer
S5RAFRYIRSS

LOANS
Mortgage & SME Financing

LIFE
Need based approach
TAKAFUL

Need based approach

GREAT
VISION



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



OUR CORE VALUE #ZitMMME

= Be Integrity at all times

Always deliver our Professional services
Concern on how much we Care

Work as ONE Team

Q
-
(®)
M
o,
C.
—
()]

| |

it
=

Enjoy with Balanced Lifestyle
K5

" Professional

X1F 4

VISION
Disclaimer: This Slide is Strictly for Internal Use Only
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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



Our mode

Great \
BuUsIn




UNIQUE
PROMOTION STRUCTURE

& COMPENSATION SCHEME

Great Vision Business Model

GGGGG
IIIIII



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%
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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

Disclaimer: This Slide is Strictly for Internal Use Only



Promotion FYP Manpower Duration

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

Sales Manager (ASM) Sales No Time Limit

Business Development Manager Sales & 250,000 ety el i

June or end of
(BDM Group Sales Dec)

Asst. Sales Manager (ASM) to 50,000 Personal & No Time Limit

“IE& & [ No Time Limit
& -

2
I

Business Development Manager

800,000 Group x (every end of
(BDM) to Group Agency Manager Sales \/_\ O G Ded)
(GAM) Note: Group PR1 [ 3 Direct BDM or
with 85% 2 Direct BDM &
1 Indirect BDM or
2 Direct BDM & GREAT

2 Direct ASM VISION



Promotion Structure & Requirement

A
o
LO
N
@
qy]
n
~
ol

ASM

2 ASM

BDM

&b &b &b
&b OO
3BDM or
2BDM + 1 indirect

BDM or 2BDM +
2ASM

Group Sales 800K

Group Sales 250K

GREAT
VISION

Note: PRI with 857



Family Tree 2 Generations

GAM

Enjoy 2 Generations
Spin-0Off Benefits

@ GREAT
VISION



Market Potential

Individual

Family

Business




Great Vision — Competitive Edge (USPR

O

Superior Offer
SRAEIRS

Multiple source of Income

Commission, fees, overriding, incentives, bonus come from various services
offered to clients

52 Income Potential

45
40

25 25

10
4 5
[ 0 o

< 50K > 50K > 100K >250K W >500K
GREAT
VISION



Great Vision — Competitive Edge (USPR

Powerful Promise

BEEABRIRIE

o ‘L- \\

t[&

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

GREAT
VISION



16 12 13 14 13.5 13.5

UPFRONT DIRECT COMMISSION

Types of Income — Multiple source of Income

BA
Variance 7 8 1

BDM 5 7 4 4
Variance 2 2 o

GAM 3 3 2 2
Variance 2 2 o

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 4 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% | GAM1%
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.

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 —
VISION



BA 16 12 13 14 13.5 13.5

Variance 7 8 7
BDM 4] 7 4 4
Variance 2 2 0
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
= A 2 2

GREAT —
VISION



Loan Fee & Commission

FSR/LIST
MORTGAGE COMPLETED | MORTGAGE UNDER LEGAL SME
PRODUCTS SME CIMB/MBB MBB/SCB/AB CON AB AIA MORTGAGE FEE 1% SME FEE PERSONAL
LOAN /SBH
PLANNER 0.10% 0.10% 0.05% 0.30% 80% 50% 50%
BOM 0.02% 0.02% 0.01% 0.02% 3% 2% 2%
GAM 0.01% 0.01% 0.005% 0.01% 2% 1% 1%
TOTAL 0.13% 0.13% 0.065% 0.33% 85% 53% 93%

* LOAN COMMISSION IS PAYABLE BASED ON LOAN EXECUTION.

* FEE BASED IS PAYABLE BASED ON ACTUAL FEE COLLECTED.

* ALL MONTHLY COMMISSION PAYABLE ON 15™ EACH MONTH.
* ALL MONTHLY COMMISSION STATEMENT & PAYMENT VOUCHER WILL BE IN GOOGLE DRIVE.

* ALL SUBJECT TO CP58

Your Pagferntd Finnaing Platfom



UPFRONT DIRECT COMMISSION

Funds Investment Commission

ANNUAL TRAILER COMMISSION

Rank/S.C | Factor | 5.50% 3.00% 2.50% 2.00% 1.00% Rank/S.C | Factor 0.50% 1.00% 1.50% 1.80%
WA 55% 2.87% 1.60% 1.34% 1.08% 0.54% WA 18% 0.090% 0.180% 0.27% 0.32%
WM 10% 0.52% 0.29% 0.24% 0.20% 0.10% WM 3% 0.015% 0.030% 0.05% 0.05%
GM 8% 0.42% 0.23% 0.20% 0.16% 0.08% GM 5% 0.025% 0.050% 0.08% 0.09%
SGM 5% 0.26% 0.15% 0.12% 0.10% 0.05% SGM 3% 0.015% 0.030% 0.05% 0.05%

How much is my commission if client invested RM 100k? How much is my trailer commission if my AUM is RM 10 mil?

IF CLIENT INVESTRM : 100,000 IFAUMRM : 10,000,000
WA 2,867 1,602 1,341 1,078 545 WA 9,000 18,000 27,000 32,400
WM 521 291 244 196 99 WM 1,500 3,000 4,500 5,400
GM 417 233 195 157 79 GM 2,500 5,000 7,500 9,000
SGM 261 146 122 98 50 SGM 1,500 3,000 4,500 5,400

GREAT —
VISION



GV Business Model Income Projection Associate's Name: Mr. GV Dated:  16th August 2021
Note: Please key in those shaded with 5 Years Income Projection

Personal Sales Production

Financial Services 1st 2nd 3rd 4th Sth Financial Services 1st 2nd 3rd 4th 5th Total
Mortgage Loan 2,000,000 3,000,000 4,000,000 5,000,000 6,000,000 Mortgage Loan 2,000 3,000 4,000 5,000 6,000 20,000
SME Financing 1,000,000 1,500,000 2,000,000 2,500,000 3,000,000 SME Financing 200 300 400 500 600 2,000
Life (FYP) from Loan 24,000.00 36,000.00 48,000.00 60,000.00 72,000.00 Life Ist 12,420 10,800 7,560 7,560 7,290 45,630
Life (FYP) from Need Based 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
Funds 1,000,000 1,500,000 2,000,000 3,000,000 4,000,000 3rd 27,140 23,600 16,520 67,260

Std Comm
APA or BAPA closing ratio 80% 4th 36,800 32,000 68,800
Sth 51,060 51,060
Total Group Sales Production (Excluded Personal Sales) Legal Fee 12,064 18,096 24,128 30,160 36,192 120,640
Financial Services 1st 2nd 3rd 4th 5th Funds 1st 16,000 - - - - 16,000
Mortgage Loan - 5,000,000 8,000,000 12,000,000 15,000,000 2nd 24,000 - - - 24,000
SME Financing . 3,000,000 5,000,000 7,000,000 9,000,000 3rd 32,000 - - 32,000
Life (FYP) from Loan - 64,000.00 104,000.00 152,000.00| 192,000.00 4th 48,000 - 48,000
Life (FYP) from Need Based - 150,000.00 | 300,000.00 600,000.00| 900,000.00 5th 64,000 64,000
Funds - 3,000,000 8,000,000| 10,000,000 | 12,000,000 Total Active & Recurring Income 42,684 75,976 112,428 163,660 225,702 620,450
APA or BAPA closing ratio 80% BDM Life & Loan OR Commission - - 42,241 118,777 204,845 365,862
GAM Life & Loan OR Commission - - - 48,131 114,463 162,594
When are you being promoted? Parameters WA Trailer Comm 2,700 6,750 12,150 20,250 31,050 72,900
Promotion to ASM / WM at Year 2 Fund Sales Charge 3.0% WM Funds OR & Trailer Comm - 15,525 35,975 50,525 66,425 168,450
Promotion to BDM / GM at Year 3 Funds Trailer 1.50% GM Funds OR & Trailer Comm - - 34,625 51,275 70,175 156,075
Promotion to GAM / SGM at Year 4 Mortgage Loan Comm 0.10% SGM Funds OR & Trailer Comm - - - 32,325 44,025 76,350
SME Fee charge 1.0% Total Passive Income 2,700 22,275 124,991 321,283 530,983 1,002,232
How many % of SME Loan with Loan commission 20.0%
Associate Legal Fee 80%

Disclaimer: The above is a gross calculation on income projection based on the expected sales given. This copy is strictly for internal use only. Grand Total 45,384 98,251 237[419 484,943 756,685 1'622'682 ’7 @ 9IRSIEOAJ j—



GV Business Model - 5 Years Income Projection

Year Ist 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
5 Years Income Projection 5 Years Incom Projection

800,000 800,000
700,000 700,000
600,000 600,000
500,000 500,000
400,000 400,000
300,000 300,000
200,000 200,000
100,000 I 100,000

0 L l 0

Istyr 2nd yr 3rd yr 4thyr Sthyr 1styr 2ndyr 3rd yr 4thyr Sthyr
Active Income VS Passive Income 5 Years Income Projection

800,000 800,000
700,000 700,000
600,000 600,000
500,000 500,000
400,000 400,000
300,000 300,000
200,000 200,000
100,000 I 100,000 -

, m W 0 i

1styr 2nd yr 3rd yr Athyr Sthyr Istyr 2nd yr 3rd yr 4thyr Sthyr
B Active Income B Passive Income = Active Income  EEEE Passive Income Grand Total GREAT

VISION

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



Total Income Portfolio Analysis

Active Income
29%

Passive Income

62% Recurring Income
0

9%
A

= Active Income = Recurring Income = Passive Income

900,000

800,000

700,000

600,000

500,000

400,000

300,000

200,000

100,000

M Seriesl

Income Analysis from Respective Financial Services

Life Insurance
822,267

Loan
142,640

Funds
584,875

GREAT
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Every ONE has a
Lifespan of

30,000 days

80 Years X 365 days =

29,200 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 GREAT
VISION



\—/  — -
' i Point to Ponder O

@) | can earn RM400,000 a year

If you are earning RM3,000 a month which is RM36,000 a year, you need to
work for at least 11 years

If | work for the next 5 years, you have to WORK for 33 years in order
to Match my Income

M s 7?7

P

GREAT
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¥ kNOW yr-SELF

WHO

atth;: “"c'lévigrv'dﬁpggltlve ' @E




In order to be better.....

\rst
7/ 45 Tring P Get to Know yourself

B/
ek I 1. Character Assessment
f
’*\ ;
L '2: : English Bilingual

)
1
\
Q
3

_ %\ 2. Career Suitability Assessment

VISION

English Bilingual (&) GREAT



Character & Career Suitability
Test Result

GREAT
VISION
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Developing Trust
Essentials of trust

What a person is —
personal maturity
and integrity to
principles

What a person can do
— talents, skills and
capabilities

Competence

GREAT
VISION



Client Expectation

* Value Creation

e Responsibility

* Professionalism

* Capability

* Competency

* Sincerity

* Customer Service
* etc

YOUR
FINANCIAL

-

GREAT
VISION



.|| Attitude

3elieve
Commitment

[ﬂ Desire

E Enthusiasm

\ ’\\\0':\ /.-'
T
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What kind of Support?




® SALES e ADMIN o TRAINING @ MARKETING @ KNOWLEDGE @ SKILLS &

sup-PORT#

GREAT
VISION



AN

OUR SUPPORT : Performance Development Program

@ New Associate Training Program

1.

O U AW

Orientation Program
Why change
Why this industry
Why GV
Who am |
Basic sales cycle
Business sales planning
On-Boarding Program
« Product Knowledge
 Need Based Training (OSTP)
« Healthcare Planning
« Family Income Protection
 Debt Cancellation

New Business Submission Procedure

. Policy Servicing & Claim Procedure

Activities Management (ACT) - SIT Plan
Case study & role play

{

—-—

=

GREAT
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The Basic Sales Cycle

Basic Sales Cycle

Prospecting
Approaching
Presentation
Closing
Servicing

GREAT
VISION



Self Introduction & How to introduce your company?

* Sketch your own script
* Role play

GREAT
VISION



4 Basic Approaching Methods

cial Health Scan

* FHS — Financial Health Scan

Name:
Company: O Married O single

| Status: o
tare :
@ gaear s s B
ildren
V,S‘ON ding education expenses for my childr
8 pundg ing for a comfortable h properi
i ith througl
ccumulating wealt 5 hos,
E ITnﬁ:;faare of myself & family, during any hosp|
al

to inten

istribute my estate 4

a plan to distril b

S Devlelocpﬁ": of mortgage loan/ debts cancel
Restrug

O others:

Name. :
Occupation: Contacr:
Company- Email-

Lurrent Situation
~HIent Situation

Persona [Mcr@age) N Initia) Loan Amount
Loan Tenure
—_— —_—

Monthiy Repayment
Market vajue

2) My Current Investment Portfolio

ectives
Financial Health Scan - Objectiv

Return Bond Fund

SME Loan 1 SME Loan 3

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

Building Trust

—— 2 Whatis your concerns
imization - Quic i ) i
% e T h e N e e s ‘ 3) Wealth Maximization AQ o Ow B sxlssngmartgahg; me;ren rata is foc‘mgh
‘om Accou =80 Some casty floy OF MY persona yse
I o rl t I ze LR '"V.esf'::r:ﬁ(:‘rs investment via PRS EI Need o sere MY OUtstanding gan o debr
ii) TaxRelie thiy Set Aside & Invest Need 1o extend my jgan Tenure to regyce monthly commitmeny
iii) Discipline Mont Neeg additiona) financing for MY Dusiness
mgm Want 10 have aoditiong working capitai for my business
s 4), BEkMigiageiiit Sum Assured
r'l u n By CoUsaEs Action Plap
Personal Life ] _ »
a | SIS 1 3 Would you like 15 go the following?
Hospital & Surgical | [ Refinance Y EXisting mortaage for 103 consolidation
Personal Accident P [Jre-me "TE32E my existing Bropery

T0225h 04 s0me mong, T0m my mortgage jgan

ed (Monthly) :
Family Income Need (( 70 209iy 2nother SMiE 1 gqn f possiole

5) Pay-it-Forward

Id like to extend this financial planning review| 4 To calcutare he XA financing rRquirement, we neag the folowing information, __
1 would lil

How much s Your monehiy tapmiy, commitment> gy
How muyeh js YOUr curreny meome? Rm
] Heow much s your anpyg Pusiness revenugy  pag i relevany)
2 } | How much is your anpnga business profirs RM (i relevang)
3

5 Who do You care mose and woujq i

Identify Existing Resources

like to EXTend these Services & blessing 1o them?

Referrals Asking

Occopatign Relnu'nnsh'p

= Contat
Ehlllllllllllllllnllll

REAT
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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

‘
.
.
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Financial Health Scan

Name: Age: Contact:
Company: Email:
Status: O Married [ single No of Dependants:

1) My 3 main areas of concern at this moment are :

[ Funding education expenses for my children

[ Accumulating for a comfortable retirement

[ Invest & accumulating wealth through proper investments tools

[ Taking care of myself & family, during any hospitalisation, surgical, illness or death
[ Develop a plan to distribute my estate to intended beneficiaries

[ Restructing of mortgage loan/ debts cancellation

[ others:

2) My Current Investment Portfolio

Return Equities

Equity Fund
Bond Fund

Pro|
Endowment party

Volatility
3) Wealth Maximization - Quick Check
i) EPF Investment (from Account 1) O rm
ii) Tax Relief benefit's investment via PRS O rRm
iii) Discipline Monthly Set Aside & Invest [ rRm per month

4) Risk Management
Existing Coverage Sum Assured Companies Remark
Personal Life
Critical lliness
Hospital & Surgical
Personal Accident

Family Income Need (Monthly) : RM

S) Pay-lt-Forward
| would like to extend this financial planning review services to my friends as follows :-

No Name Contact

WIN (=

Associate:

GV.Funds Academy

Disclaimer: This Slide is Strictly for Internal Use

GV_KSP ...
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Disclaimer: This Slide is Strictly for Internal Use

MORTGAGE & SME FINANCING HEALTH SCAN (FHS)

Mame: Age: Date:
Occupation: Contact:

Company: Email:

Current Situation

1. How is your existing financing scheme or Would like to plan for new financing application?

Property 1 Property 2
Personal (Mortgage) : Initial Loan Amount
Loan Tenure
Monthly Repayment
Market Value

SME Loan 1 SME Loan 2

Business (SME Loan) : Initial Loan Amount
Loan Tenure

Monthly Repayment

2. What is your concern?
B Existing mortgage interest rate is too high
MNeed some cash flow for my personal use
|:| Need to settle my ocutstanding loan or debt
H Need to extend my loan tenure to reduce monthly commitment
Need additional financing for my business
|:| Want to have additional working capital for my business

Action Plan

3. Would you like to do the following?

|:| Refinance my existing mortgage for loan consolidation
|:| Re-mortgage my existing property
H To cash out some money from my mortgage loan

To apply another SME Loan if possible

4. To calculate the exact financing requirement, we need the following information....

How much is your monthly family commitment? RM

How much is your current income? RM
How much is your annual business revenue? RM (if relevant)
How much is your annual business profit? BM (if relevant)

5. Who do you care most and would like to extend these services & blessing to them?

No MName Contact Occupation Relationship

GV_KSP_.

@

o —
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Financial Health Scan - Objectives

4 Basic Approaching Methods ousms

Identify Existing Resources

A—O0VTOTW

Referrals Asking

* FHS — Financial Health Scan
* Two Things in Life

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

GREAT
VISION



4 Basic Approaching Methods

* FHS — Financial Health Scan
 Two Things in Life
* Financial Pyramid

Educatic Savings tirement

Life Health

Personal Financial Planning

Financial Health Scan - Objectives

Building Trust
Prioritize The Needs

Sales Opportunities

A—0VTIW

Referrals Asking

Identify Existing Resources |

Something were to Happen  Nothing were to Happen

1. Hospital & Surgical

2. Critical lliness Coverage
3. Family Income Protection
4. Debt & Responsibility

5. Will & Trust

1.

2,

3.

4,

Retirement Planning
Education Planning
Savingl/Lifestyle Planning
Investment Planning

Tax Planning

GREAT
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Financial Health Scan - Objectives e T

4 Basic Approaching Methods ousms

Identify Existing Resources |

A— 0TI

Referrals Asking

* FHS — Financial Health Scan

‘. l‘] [] [] ..I:
Two Things in Life

] Fi n a n C i a | Py ra m id 1. Hospital & Surgical 1. Retirement Planning

2. Critical lllness Coverage |2. Education Planning

¢ Fi n a n C i a | Life CyC I e ( F LC) 3. Family Income Protection |3. Saving/Lifestyle Planning

4. Debt & Responsibility 4. Investment Planning

5. Will & Trust 5. Tax Planning

Responsibility

»
o
>

ys 1y

Savings /
Investment

il

Who will take care of
the HUGE Responsibility?

‘ > | © . "
I I | [ =N | Educatigfit | =L\l
m
o =3 Dz o m ? 2 FF|T 7
o o O i + a mc x~ 3 I5 =
B! = @ = = 5 = A o o
5 = = = » o S o @ .
= o > o () @ L @ @ o = 3 Life Health
w o o @® g g
=4

Death/Disabled/Disease

Personal Financial Planning @ \G"Féllzc.;\r:ll'
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Individual Life Cycle:
right from Born till the end of our lives
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Financial Needs Life Cycle

Studies | Working Retire

Responsibility

A 4
n = s M > X0 m
o c » 2 o ® S
Uq (- Y -~ c 7)) —+ o
— oN -~ B f—DI- _: 5
s O S5 o© » @ 0Q
n m O
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Financial Needs Life Cycle

Expenses

A31] 1q1suodsay

Ending

Retire

Assets

Edu

marr i ed

orking

studies

3egins

@ GREAT
VISION



Financial Needs Life Cycle

Income

@ GREAT
VISION

Ending

»Retire
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Assets
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Financial Needs Life Cycle

L,Ending

Retirement

»Retire

Assets

Edu

marr i ed

A3 1| 1glsuodsay

»working

studies

Begins
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Financial Needs Life Cycle

Tragedy Income
L
oQ
-
Savings /
M Investment
Our
Who will take care of .
the HUGE Responsibi lity? Life
—
O
=

suldag
o 1pnig
SUIYION <
seldie|p
013eonp3j

s}assy

g

-
Death/Disabled/Disease

-+
4

pug «

JuUsWaJ 119y
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Financial Needs Life Cycle

@ GREAT
VISION

JEnding

»Retire

Assets

Edu

marr i ed

A} 1| 1g1suodsay
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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
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Financial Needs Life Cycle

>A
k. —
— High 4
5 SHARES
»
c
o
&
) PROPERTY
o
=
o
P
- i
m o Growth assets
=
(/2]
Defensive assets

Low RISK High

$ENIRI53EC

House is the Biggest Investment Portion
of Individual

- - e - 3 to 6 months
quu Idlty - iﬂ!ﬁﬁ‘bﬁﬂ — stk cash flow Bk
Flexible/ Liquid RepayiTint —

15%

% of Return /

Profitability - PRI — ®AE  wealth Accumuiation

Able to take a bit of risk

Lock-in
H : S d M
Security [ ST P el L
Security / Serious Money

Transportation
15%
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Effective Loan Solution Risk Management Review Existing
Planning
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| am a Investment Consultant
| am a Financial Associate

Effective Financial Solution  Risk Management Review Existing
Planning

GREAT
VISION



Business Sales Planning

Personal Financial Analysis

Business Goal Setting

Prospect Listing & Shortlisted prospects

Approaching & Appointment making

Role play & Case Study

DEVELOP A SALE_S{PLAN

know what it can
deliver to your
client
sell them what they
want
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Point to Ponder & work out.....

1. What do | want to achieve in the next 3 to 3 years?
2. How to position and introduce myself?
3. Business Sales Planning
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VISION



Assignment

Touch up the entire Business Plan
Complete the Prospect Listing
Shortlisted prospect (weekly basis)
Work out the telephone or text scripts

Ol N WN

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)
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