i

-INANCIAL P

|
{

CEP® CREDIT approved

© Educe Inc. | Limitless Advisor

Limitless materials may not be reproduced, used, or
sold in whole or in part,in-any manner, without written
consent or license for use by Edtice;Inc:




Amazing First Meeting Client Meetings
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Prospect Process Conversion Process

One-Page Plan

View samples in Resource Library
Share your One-Page Plan in Tribe
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Com. . )his Works!

Hundreds of Times
S100K to S7TOM

4  How consistently is our
process working?
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Tearn More Intake Form LIMITLESS SAMPLE

Completed by: O FA or O Assistant Date: o
GENERAL INFORMATION
MName: Age: Retirement date: _ _

Marital status: O Married 0 Domestic partners 0 Single O Widowed 0O Divorced O Cther:

Primary occupation:

Secondary occupation:
Best method of contoct- O Phone, _C —
9 Mail . - INTHGRATHD
Best days/times for contact: __ PLANNING &
- .IW‘E,\LTII
MANAGIMENT .

Children's infermation (if applicable):
. . .
Triage Meeting Details
We are a full-service wealth management firm best suited for optometric private practice owners who want a collaborative planning

relationship and are willing to delegate their investment management to a team of experts. (Note: We DO NOT offer an hourly fee schedule
or aane-time project fee option).

« Sounds like a potential fit! | don't want to spend my time researching financial planning or investment management
How did you hear about us? .| strategies. I'd rather have an experienced team that specializes in serving optometrists guide me. *

[}
L EARN MORE (See | earn More Scripts for somple [T LIV EETELLN ST dj eﬂﬁg

What is going on in your life right now that led you Google search
20/20 Money Podcast

0Ds on Finance FB Group

Optometry Publication

p—
What's currently on your mind about your money/f Speaking Engagement
Linkedin —
Referral

Do you own your own practice? *

Are there any pressing needs, concems or life char
talk obout?

“

What is your practice's trailing 12 months' top-line, gross collected revenue? *

. .
‘We don't need deep details now, but can you give
understand your situation? How many non-0D team members do you employ? *

Income: Investable assets:

“*

Including yourself, how many providers are in your practice? *

Are you currently working with a financial professional? *

-

Do youwant to join our "Planning Life, On Purpose” newsletter? *

yes no

What is the biggest financial challenge or concern you have right now that you're looking to have solved?




PEAL FACIA PG |

BeHav or | aar




What's In..

THE One-Page FINANCIAL PLAN?

SECTION 1: GET TO THE HEART OF THE MATTER

Statement of Financial Purpose Example:
"Time with family doing things we love and serving in our community.”

SECTION 2: SET & PRIORITIZE GOALS

Goals Example:

1. Fully fund all retirement accounts each year
2. Fund kids' education account each year

3. Save for a house

SECTION &: NEXT STEPS

Next Steps Example:

1. Getall the assets moved to the right place and invested on purpose,
based on your goals

2. Contribute $15,000 year to each child’s education account

3. Save $1,000 a month for a house

SECTION 4: CLARIFY COST

"Based on this plan, here's our upfront planning fee.” "Here's our
engagement fee." "Based on this plan, your annual fee will be between a
range of X to Y."




Your One Page Financial Plan

Why iz Money Important to You?
Gatting clear on your vakuss will NEIp Make futurs MONSy BCISIONG sasiar.

- lwantto hsip others
- I'wantto impact the ives of school age children in Africa

What are your Goale?
Money it the vehicie to reaching your goais, and not ac e goal ieelf

= I'mfinancially secure by 2048, ($20k mantnly income withaut work)
= My antrs family Spend 2 wesks IDGSINGN N 8 VACINIoN rental ROUss
= My wila and | can communicats our vaues and lifa 18550nS 10 our kids

Next Steps (3-6 montha)
Focus on what we can control

- Begin the comprehensive retirament plan with my planners
- Get averyons's scheduls for SUMMEr vacation house.

o DEFINE FINANCIAL

FINANCIAL
ASSESSMENT

PREPARED FOR

SAMPLE

PRIMARY GOALS

. Re-evaluate relationship with City National Bank

. Update investments to improve returns, reduce taxes, & match financial goals

. Evaluate mortgage pay off
. Determine which annuitization option is right for Chris’s pension

. Create a plan for accounts that will finance Bryan’s well-being

1
N

March 10, 2020

MY FIRST TIME

(don't

INTEGRATED PLANNING &
WEALTH MANAGEMENT 3

wisew integratedpwim.com

11495 W Pennsylvatia St., Suite “20 | Carmel, IN 46032
Office: (317) 706-4748 | Fax: (317) B53-6778

One Page Financial Plan For: Drs. John & Jane Sample

Client’s Goals and Intentions:
« Using cash to pay down debt
= Putting capital to work
= Retirement plan at work
*  HSAs, DAFs

Practice/Business Planning:

= Understanding and measuring direct expenses associated with practice; tracking and

improving following metrics:
o Revenue per FTE

o Revenue managed care vs cash pay
«  Review high COGS in practice and determine action plan to reduce costs or increase

fees/top line revenue

= Review and improve A/R cycle and breakdown of 30/60/90

Cash Flow:
= Current cash on hand in the bt
= Use additional personal cash t

Investments:
= No 401k or any other RP show
next steps (SIMPLE vs 401k).
= Consider establishment of 52¢
= Accelerate funding of Roth |l
= Redeploy on a DCA strategy in

Taxes
= Evaluate and possibly reallocal
qualified dividends and taxablt
* Consider corporate restructure

WEALTH PLANNING ORGANIZER

for Sample Client 1/30/2020

Primary Goal: To savor this new chapter of your life, with security, growth, love and adventure!

INVESTMENTS

CAREER/RETIREMENT

After adynamic and rewarding career asanurse, data
expert, and healthcare executive, you are enjoying
retirerment. Youareopento serving on aligned boardsand
coaching where you can add valuefrom your experience

You have a zed for living and want to make the mog of this
time of yourlife. You enjoy spending time with dynamic
thinkerswho are pasdonate about making a podtiveimpact
inthewaorld

You areopen tofun experientialvolunteer opportunities

FAMILY

You lost one son to leukemiaand havetwo living sons
Steve (38)isa VP of Salesfor Ryder Corp. divorced with two
girls@and 10). Helivesin your Middleberg home. Scott
(400, also livesin Ventura,isatechnology problem solver,
butworksintermittently dueto health issues. Helivesin
your Strat=ford areahome.

Thersizcondderable longevityin yourfamily. Youhave
two living uncleswho are 98, Longevity riskis afear of
yourssowe will plan on you living to age 10000 our
forecags

MISSION BBWEALTH

Yournon-real e ate inv esmentsinclude: Vanguard 401k
$194k, WellsFargo brokerage account 5110k, and Margan
Stanley accounts |RA §809k, Managed Trust $3.7Mand an

unmanaged Trugt $22 50 for a total portfolio value of $27 M

Asset location, rebalancing and tax loss harvesting hasnot
occurred on amacro-level

You have kept a high cash podtion in your accountsdue to
concernsofwhere to inves it with political uncertainties
underthe Trump Administration

INSURANCE

Toensure your property and casualty insurance coverage is
adequate and cogt effective for yourvariousproperties To
confirm you have sufficient umbrellaliability protection for
thebulk of your egtate

MPLE Family Fina

Clicni: SAMPLE , DATE

FINANCIAL FPyepared Fy: Tanya Nichols, Finan

Finaaaredaf Priovirics — VRAGEs Inporiant o youd
Maintain dignity and independence in refirement
Minimize lifetime tax Gability

freie the Vietories: WRars worked this yeard Over Fioe Years?
2015 Estimated Net Worth: seecr w20

2019 Estimated Net Worth: e oM daed 0209
What ' Paying \ldeation lo:

wh Pl

ank net income is appraximately $16k/ma. with na current debt service.
ome Build - target completion Fall 2018, $530k estimate

wrent debt service :

wment savings

ansider dynamic withdrawal rates to take the pressure off your partfolio

1pact of 2018 tax reform on current retirement savings strategy
sur tax return

th conversion

tion analysis

+contributions from IRA

tax bracket

¥

satching contribution for new plan
Portfolic Return: § and %

rifolio designed to generate steady income for 25+ years

Hwy #6500, Hermantown, MN 55811 /7 218-336-2506 // Toll Free: 1-844-764-1234 // tanyagalign financial

With your commercial pilot'slicense, do you plantoflyinthe

future? YWe maywant to look at additional coverage if you
planto continueflying in thefuture.

You don't currently have an insurance broker you feel
confident in.

Date Updated: Febroary 17,2022

overcomplicate 1t)
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GATHERING INFORMATION
Ask the Right Questions

What has your attention E)
How successful

today? [
y have you been with

@ Q your investments?

What are your biggest o

financial goals or
. @ @ @ Where have you
(o

concerns?
. done really well?

What is your
strategy for..?

What do you most hope

to gain from our work | j b IN
together? Z IV

V- ""\
X
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CTATIONS

‘| used to create really long, elaborate
financial plans. While | really enjoyed
them, nobody else wanted to read them.
So instead, | just create a single page of
my recommendations so you can easily
and clearly see exactly what you need to

do to achieve your goals.

Is that ok with you?”

L|M|TLE1§’



Lncome Taxes
RETIREMENT INCOME INCOME TAX

. i ?
How much money can their portfolio generate? How can they pay less in taxes?

What are their other income sources? *+  ROTH conversion?

Net of taxes, how much income will they have? * Copital gains?

How does this compare to their current lifestyle *  Enhanced charitable giving?

expenses? * Assetlocation optimization?

What advice can we offer and/or
recommendations can we implement to
improve their retirement income?

«  What advice can we offer and/or
recommendations can we implement to
reduce their income tax bill?

Investent
INVESTMENT PORTFOLIO

Risk
RISK MANAGEMENT

Can they consolidate?
Can they pay less in fees?
How should their portfolio be improved?

e Are their estate documents current?

*  How would they handle LTC?

What asset allocation do we recommend? *  What other risks are they facing?

Do they hgve a war chest? «  What advice can we offer and/or
What advice can we offer and/or recommendations can we implement to
recommendations can we implement to improve improve their ability to avoid risks in
their portfolio specifically as it relates to retirement?

income”?
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Primary Goals:

[ H

°LAN

Using as many of their own words, restate their

goals as gathered from the first meeting. In
other words, why did they come and see us?

| always like to add "never run out of money”

and “don't leave the IRS a tip.”
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EXPECTATIONS:

"| used to create really long, elaborate financial plans.
While | really enjoyed them, nobody else wanted to
read them. So instead, | just create a single page of
my recommendations so you can easily and clearly
see exactly what you need to do to achieve your
goals.”
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WATCH &
READ

Amazing First Meeting Lesson
The One-Page Financial Plan,
Carl Richards

The Power of Practice
Management: Best Practices
for Building a Better Advisory
Business

Read the One-Page Financial
Plan and Amazing First
Meeting Guidebooks

Review the One-Page Plan
samples

Tailor the One-Page Financial
Plan Template to your firm

Use the One-Page Financial
Plan with a new client during
your No Stress Prospect
Process

Use the One-Page Financial
Plan with an existing client as
part of your Model Client
Meetings
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