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Is Integraled Planning §
Wealth Management, LLC
the right firm for you?

Cir gogd Tor this process ISE'IG demoistrate, In plain English, ho we
can serve you in helping you make the mast aul of your lite with 1he
wralth you hawe and how @e bring simplicity, clarity, and confidenoe 1o

an sther#ise confusing, compicated, and iIntirmidating Sulgect. Mmoney.

i 0 I]“.:L CH'® hema is no charge for this process=wa want 1o halp you make an
wWanch on B8 YouTube

Intormed and educated decision about working together so you can

see exactly how we can serve you belare you agree o pay us 4 penny




QOur Process Step-By-Step

Initial Phone Meeting

Before committing your time or ours, this 20 to 30-minute phone call will give us
both a chance to make sure your situation matches our expertise. We want to get
a vision of your goals, intentions, challenges, and opportunities unique to your
situation and circumstances, After all, you wouldn't schedule testing without a
patient inquiry.

If we aren’t a good fit, either way you'll leave the conversation with an action

plan: we'll gladly introduce you to a firm who is better suited to your needs.

Our Analysis

Prescription without evaluation and diagnosis is malpractice

Your answers to our intake questions, along with the documents we have
requested, will help guide our analysis, which will result in plain-English answers
to a number of critical questions.

We will apply over a decade of experience, thousands of hours of training,
studying, and mentering by the profession’s top experts, and expertise as a
CFP® Professional to answer the financial questions and concerns you identified

and outlined for us in Step 1.

Plan Presentation
Writing the prescription

During this meeting we will explain, very clearly, exactly what you need to do to
achieve your financial goals and build the wealth to support the life you desire
and deserve. Through these recommmendations and with our guidance you will
see, at a high level, how our firm can improve your finances and assist you in
building, growing, and preserving your wealth.

At the end of this meeting, there’s no hard sell - we'll ask you to reflect on our

process and whether our expertise will benefit you and your family.

Sleep On It

Being respectful of The Pillow Factor

Having been in this profession for more than 10 years, we are in no rush for
clients to make a decision. Prior to deciding if we should work together, ask

yourself the following:

1. Do | likeftrust/respect the team at IPWM?
2. Will the benefits they provide exceed the fee I'll pay?

3. Do their recommendations make sense to me?

If a smile comes across your face, we call that having a high pillow factor
—meaning you can sleep comfortably knowing you have someone who's

genuinely and authentically committed to serving you well.

Getting Started

Framing the vision

We will transition you inte our New Client Process and begin gathering any
additional information necessary for us to begin serving you. Prior to this
meeting, we will make sure that any additional questions have been answered to

your satisfaction.

While we would love to work with you, if you get to any point in the process and
decide that it's not a good fit, we will wish you all the best and continued success.
Translation: there will never be any pressure. That's not the experience | would want

for my family, and | wouldn't wish that on you either.

LEARM MORE ABOUT SCHEDULE A MEETING

WHO WE ARE » WITH US =
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Triage Meeting Details
We are & full-service wealth firm best suited for optometrists wha want a collaborative planning refationship and are willing to delegate their irvestment management
b0 2 beam of experts. {Note: m-mﬁuﬂmmﬁb%
' L

7| + Sounds like a potential fit!  den't want to spersd my time ressarching frsndal planning or irvestmend managemend sirategies. U'd rather beve an espeienosd
t=am that specializes in serving optomebnist guide me. *

Hows will we meet? "

Howw did wou Fear about ws? *

| Goople search

T 20530 Maney Padcas

—| 005 om Finance FE Graup
T Ogpteanetry Publication

| Speaking Engagement
"] Linkedin

1 Refemal
| A¥PM Acteizor Search




G Roper i % | @ Treges X | @ Swalis x | @ EmalS X @ Emals x @ Beals x| @ Emals x| () feosil x| (D) Aedwr x | + o

L.com{adminfemail-seltingsreminders 2 “ b B @ s & »E

il @ Qvien @ Acuity @ FMxX [ venOne [ Upmeie @ Sheeefile @ Brantm ) Zeom B ActiveCamgsign = B Oewr Bookessaka

= o IEE i ST DRI
Clieml Process: Gal

Organized
4 there %first,
Wa'ra only & Tew dave away [rom owr cormaraation! Rarely is inancial planning something that
Reminder 2i excites people, bul know thal we'ne raly excited o lalk with you and |leam how we may be able lo

i
Prospactive Client: Plan et

Prasantation Follow up | wantad to teke 1hie cpporiunity 1o shar our appeeash o sandrg chanis thal we work weh srcund

(wna) the couriry. Whiks Scakendarss will be mesting with you, we want i le you kraw thal we very much
embrace a leam approach o serdng dierts. Much like il mkes a toam 1o provide e leved of caro
wous delvar 1o your pabenls, we balese the sama o be e in a planming refationship

Insctive Types
Each sfenl is supparied by a Lead ard Assaciale fuhisor siong wilh our Cliem Sevics beam. The
best wary fo share tha roles of our leam s to draw the analagy 89 an optomstry praclics:
Qrag ape=nimenl iypes hera be = The laad adistr is ke he Q0. Yo have the onowledge, skilael, and expenance o oo your
make thent inactive job, ared you do B wel. Your valus bo the relationahip & B intelectual property thal you

passess, which allows you io acouralely and confidently diagnose and prescoribe. The Lead
Advmor possAssas e sama I.mu.l!nigq skilsgt, and rRipananos o serva oplomalnsts weall,

= Tha Asposate AdWiacd 1B Tke wour oplician, bach, and scriba &l rolied into one, They're 6l50 A
CFPE and wall b inleracting and sereng you hreughoul the Discovery progess. Shauld you
chaose io align with cur firm and join our chient famly. they wil also be mabved in the ongaing
planrirg that v da for you,

= Qur Cliant Service Taam & like your front offics team ThayTe wsually tha fis) point of coract far
your padenta, hande paperacik, chans. biling, achaduling. alc. Gur dism servce faam ills a
wety similar rake in e struchure af our leam.

Yo may harh haand e phrasa "Taanmsahk makes Te dream work® ard whilka it has 8 bt al &
heay 10 to £ wete found al & lsam appreadh slevales e clant axperanca

You may have found us because of something that Adam wnote, spoke, o lalked abaut an e 2050




Mew Discovery Call Scheduled — Confirmation fWelcome Script

Hi Or. <<Prospectz», this is <<OFFICE MANAGER?> af Integrated Planrang & Wealth
Management. | just wanted 1o resch out and connect with you briefty and thank you for takdng
time to schedule a DEcovery call with <<ADW|50R=>.

<<|F THEY'VE INDSCATED WHAT THEIR TOP COMCERN THAT THEY'RE LOCKING TO HAVE SOLVED
I3 1M THEIR ACLITY INTAKE FORMZ.,,

| appreciate you sharing details of what yould like o discuss with <<ADVISDR»>, Many of our
eaisting clients have come to us with wary sitnilar questions, so I'm confident that you'll gain

value from your conversation with him.

oW CLOSIN G
I£ there anything &lse that you'd like to share with <<ADVISOR=> that will better prepare
hien'heeer for your upcoming conversation @

<<ADD ANYTHING ELSE MENTIONED WITHIN THE QUITLOGK APPOINTMEMNT APP AS A SEPARATE
LINE ITEM., THIS WILL ROT UPDATE IN ACLITY AMD ISN'T MEANT TO BUT RATHER BE A POINT-
CIF-REFERENCE FOR ADAM 'WHEN HE MAKES THE CALL>>

Thanis again for scheduling time with <cADVISOR=> and en|oy the rest of youwr day, Dr,
=zPROSPELCT ==,
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EXAMPLE: Confirmied: "stype® on ftime‘ with calendark

Initiad Confirmation 5

> 4 B I U % = ‘= @™ ™ Mm@ F — M ¢ A B
I mﬂfnﬂi“: o W Inseri Fiald  Acd Buitan
Hi Sefirstts,
Initiad Confirmatian B You may nol bebeve it, bul wa've doing a bit of & Thappy dance” over Para,
Clignt Ralated: Virtual That's because wo'na passionaba about nelping aptametnsts acoss e country feal adusaled and
Fisnning Meading infnemad about an olhansisa infimidating and contusing taple: personal finance and inwasting

Wi know well never be privieged 1o work with every oplometrisi.

initial Confirmation 7
Bt wa'ra prakalul bo hava samed & apod on your calandar 10 sae T or how Wa can san you

Cliznt Balated: O
Praclice Financuals

LR Al tha end of e convarealion, we'll both knoe' T mekes Sangs 0 comliniss thiouwgh our [Recovery
pracess. Thanks again for shanng some of your limse with us and we'll falk 1o you soan!

'Wie'ne looking foreard io faliong with you on %tme%%. A that time, wefll call you 2l SBphonede

Clienl Relategk 02
- Praclice Financials
Review

Clignt Related 03 hypur aane.

;:ﬂf Finencials The Integrated Planning & Waeallh Managaimant Taam
Chargeicancel apooilmer|
Clinnt Balatnd: O4

Fractica Financials
Ravies
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