MDRT "
016 st
YANCOUVER [ ,!". - : ) MDRT

2016 MDRT Annual Meeting e-Handout Material

Title: [llustrated Advice: Show Your Clients What Good
Advice Looks Like

Speaker: Paul Mollica, CFP
Presentation Date: Tuesday, June 14, 2016
Presentation Time: 3:30 - 5:00 p.m.

The Million Dollar Round Table” (MDRT) does not guarantee the accuracy of tax and legal matters and is
not liable for errors and omissions. You are urged to check with tax and legal professionals in your state,
province or country. MDRT also suggests you consult local insurance and security regulations and your
company’s compliance department pertaining to the use of any new sales materials with your clients. The
information contained in this handout is unedited; errors, omissions and misspellings may exist. Content
may be altered during the delivery of this presentation.

© 2016 Million Dollar Round Table

Million Dollar Round Table
325 West Touhy Ave.
Park Ridge, IL 60068 USA



Slide 1

Slide 2

Slide 3

Paul Mollica, CFP
Illustrated Advice: Show Your Clients What
Good Advice Looks Like

The Wealthkey Way
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Agenda
Introduction
* Client engagement
* lllustrations and toolkit
* Positioning and time management
* Questions

Big DISCLAIMER — This is my model of the
world. All of these ideas are modular,
transferable and have been tested for

compliance within my practice and dealer

group. You will need to make your own
enquiries if adopting this approach.
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1) Client Engagement

* Starting with the right question.

Using the agenda format. Q
Additional questioning tools.

 Discovery workbook and client experience.
Sharing some ideas.

* Visual progress to an outcome.
“Where am I in the process?”

The e |
best
APP
on
earth!

s

Client
Discovery
Workbook
2016
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2) The power of pictures!
Using illustrations in practice.

Visual progress to an outcome
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Eﬁ 8 Step Advice Process r&-‘
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Let’s talk about direct property,
lending and home loans.......
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Positioning
with a story that makes sense and
connects.

This person speaks My 1aNEu2e<
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Listen to the clients language for clues!

Client Tool Kit
2016

Can't afford Insurances

Juggle income & credit cards
1o pay bills
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Good Foundation No Foundation
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How long will | need this insurance for? | ~

Stepped ve Level Premioma

sao00
ssoon
§ 34000 +
1. —ta—
: — Sepped oo
3 s
s1ome
o S s ot
25730 35 40 45 50 55 60 65 et
pilitin poeye

Investor Emotion l E

Diversified Fund Single Sector ' T
Portfolio
%?
= e
wterent | Shares
Choose | | whereto
s where to —| whdeaw
™ our [ et s | depemtng
Bonds | o Macket
$ = | thes
-y
One g Ple Adjust tund managers
Unmited Control / type of sssets and
indiw iments




Slide 25

Slide 26

Slide 27

{ Astema (f Spring (v

Retirement Funding &

e YOO Mo

e Lk srts ang Y b
o 4 d engy
o

M g e
L w—
g besureyou

Risk Factors:

Spending - Overspeding underimesting, cash management e
Market frooge /

Inflation - mes [ OO0\
Longevity - « \ Py

> fod
Emotional - wormng s — N

Sequencing - kg

' $ums from the wrong scoounts I the ealy years

3) Success & Time Management
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C.R.A.P.

Compliance

Reporting
Administration
Politics /Product
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Ideal client relationship &

Plan ‘o’ Meter
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Thank You

« Additional services:

* Books, Workshops, Professional
Development Days.

* Questions.
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