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Lending and Estate Planning

4. SECO
N

D Q
U

ARTER
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Each of these areas are proactively review
ed and opportunities are brought to your attention. W

ill reach out each 
quarter and you decide w

hether you w
ant to m

eet w
ith us or just have us com

m
unicate via em

ail or reports to your 
client vault. O

ur job is to ensure that that you never m
iss opportunities and that none of the im

portant things 
around your financial life ever get m

issed.
Proposed quarterly fee:

•
Ensure w

e are all clear on w
hat m

atters m
ost to your fam

ily,
your values, and your specific financial goals

•
Review

 your current financial structure

•
Review

 to the proposed roadm
ap

•
Sign the client agreem

ent

•
Create forw

ard looking projection of personal cash flow
s

•
Solidify your fam

ily vision, values, and goals
•

Begin developing an investm
ent and financial plan in support of your vision, values, 

and goals
•

Establish inform
ation sharing for CPA/Attorney/CFO

/O
ther Advisors

•
O

btain business valuation
•

Develop plan to help ensure Kelly and children are taken care of should som
ething 

happen to George (Business Estate Planning)
•

Finalize investm
ent policy statem

ent and im
plem

entation plan

•
Review

 borrow
ing costs and opportunities for lending

•
Review

 legal structure and estate plan

•
Review

 any tax projections from
 CPA and im

plem
ent

any investm
ent tax strategies

•
Review

 insurance coverages(property &
 casualty, life, and disability)

$5,000


