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Fundamental of Financial Planning
Why this industry? Why GV? Market Potential, FLC, Basic Sales Cycle, Business Planning
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AIA / SLM, summary features & applications
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Basic Approaching Methods

* FHS — Financial Health Scan

* Financial Pyramid

Financial Health Scan - Objectives

B Building Trust

P  Prioritize The Needs

S Sales Opportunities

| Identify Existing Resources
R Referrals Asking
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Disclaimer: This slide is strictly for internal training use only

Educatia Savings

Income

Life Health

Personal Financial Planning
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The Buying Process

All buyers will go through the same process each time to arrive at the decision to
buy. The process ...

>

>

>

Recognize the problem -

an unfulfilled need or want ' s

Desire a solution e —
a strong desire to solve this problem

s
—-—

————
o~ -

‘H
Decide on best solution

must be convinced that the solution proposed is the most
appropriate one for solving the problem

Make the purchase
buyer must be able and willing to give up something, some
amount of money in order to solve this problem
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The Sales Cycle

Selling is the matching of your behavior to the needs of the buyer in the buying
process.

>
>

Lead the buyer through each part of the process

Satisfy the discovered needs with the appropriate
product or service.

E Y

Cycle

“

Convince the buyer to act now and purchase the
product to solve the need.

t

Handling of challenges if any to fulfill the buyer's
concern

GREAT
VISION



The Sales Cycle - SPAMGAPAUDA

Selection
Pre-Approach
Approaching

Meeting the Prospect
Gathering Information
Analyze the case
Presentation

Ask For a sale
Underwrite the case
Delivery

Ask for referral
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The Sales Cycle

Selecting The Prospect

Prospecting is the continuous activity of exploring for new
people to meet and talk to about your business.

Sources of Prospects
Relatives
Friends/acquaintances
Clients/policyholder
Direct mail

Personal observation

Referrals
Centers of influence
Cold canvassing

Social Mobility - networking
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The Sales Cycle

Preconditioning The Prospect

The objective is to capture your prospect’s attention and interest. This is the point at which
you wish to precondition the prospect to expect, and to be receptive to, your request for an
appointment. It is designed to give an overview and create the desire to know more from you.

Appearance
Your car
Minding your manners

Keeping your cool

Watch what you say
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The Sales Cycle

Approaching The Prospect

This is the process of obtaining the prospect’s consent to see you about your
business, as well as setting the date, time and place of the appointment.

The written approach (Whatsapp, email, efc...)
The telephone approach

GREAT
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The Sales Cycle

Meeting The Prospect

Meeting up the prospect to explain the services you provide, and getting the prospect’s
agreement to continue into the information gathering process.

Initial Objectives
Building a strong relationship with prospect
To identify needs

To let the prospect know how you can help solve their needs,

Get prospect’s permission to proceed to get the details
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The Sales Cycle

Gathering Information

The objective is to uncover meaningful information about prospect by asking appropriate
questions. This will lead to the discussion about prospect’s goals, attitudes, priorities,

facts and overall situation. The sufficient information will able to assist in making sound
recommendation.

Prepare your prospect
Prepare yourself
Facts & Feeling finding
Open ended guestions
Effective listening
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The Sales Cycle

Analyzing The Case

Examine the situation to pinpoint real problems and needs you can solve with your
products and services

Needss, concerns, desires and objectives
Existing program

Addlitional program

Product solutions

Premium budget
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The Sales Cycle

Presenting The Case

Meeting prospect to make your presentation of the recommendations and help the prospect
to realize the importance of acting now to solve the problems you have helped uncover.

Preparation Plan what you are going to do
Review the prospect’s needs

Review materials

Visuals aid for presentation
Rehearse

Understand objections
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The Sales Cycle
Ask for a Sale

With empathy you understand, yet still move your prospect to a decision to buy.

Timing - signals to buy
Closing technique
- use creativity
- assumed consent
- silence
- similar situation
- the trageay
- the happiness
- the last resort (apologize for failure)
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Risks

Client
Needs

Loans Funds
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Client Approaching Skill
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Evolution of Financial Services

Financial Planning Approach

Multiple Needs Approach
7
d Approach

~ Single Nee

/ :
- Product Selling
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BUILDING TRUST

Basic Approaching Skill GaRaT




Approach

- Telephone approach

- Face to face interview
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Telemarketing Approach

Basic telephone script be ready in both languages (English &
Mandarin)

Ultimately, appointment must be secured over the telephone
approach.
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Approach

Telephone approach

Category : Prospecting

- Greetings
- Introduction - self intro
- Content - to fix appointment

- Closing - reconfirm the date & venue
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Telephone Script - Personal approach

Good morning, Mr. Tan, | am , from Great Vision.

We specialize in providing personal & business financial services.

| would like to meet up with you to share about our unique integrated financial services
that may be beneficial to you and your friends.

'll be meeting some of my clients around your area for the next couple of weeks.
Would it be alright if | were to drop by your office to see you?

OK thank you Mr. Tan. See u then.
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Telephone Script - Personal approach

Good morning, Mr. Tan, | am , from Great Vision.

We provide both personal financial services and corporate financial services with special
emphasis in the areas of personal, family wealth and business financial services.

It's our pleasure to be able to meet up with you to share some of the success stories that
we had done for most of the dedicated people just like yourself.

I'll be servicing some of my clients around your area for the next couple of weeks, shall
we make an appointment to meet at your office?

OK thank you Mr. Tan. See u then.
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Telephone Script - From a Referral (able to mention name)

Good morning, Is that Mr. A? I'm from Great Vision Advisory Group. Do you have a
moment to talk?

| was with last few days and he talked highly about you. He suggested me to meet up
with you. Shall we meet sometime next week to explore further?

Actually I'm dealing with Wealth Preservation and recently our company has developed an
essential concept & planning particularly for SME business owners like you. | can’t reveal it
over the phone nor email or fax over to you. It should be elaborated face to face.

Mr. A | will be serving my clients somewhere around your place for the next couple of weeks.
If time Is available, shall | see you once my appointment is over? Do you prefer to meet in the
morning or afternoon?

That s good. Shall we tentatively fix on Wednesday, 2:30pm at ...

GREAT
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Telephone Script — Normal Approach (someone you know)

Good Morning, Mr. A, | am . Do you have a moment?

First of all, | would like to thank you for your continuous support rendered to me for
the past so many years. We have a Great News for you. We have designed a “Financial
Health Scan” specially for clients and friends.

It Is quite difficult for me to reveal it over the phone. Shall we meet either 10am
Tuesday or 3pm Wednesday? So that, | can show it to you?
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Script for Making Appointment

Mr. A | will be serving my clients somewhere around your place for the
next couple of weeks. If time Is available shall | see you once my
appointment is over? Do you prefer to meet in the morning or afternoon?

That 's good. Shall we tentatively fix on Wednesday, 2:30pm at ...
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Prepare Your Script .......
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Approaching

Face to Face
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Approach

Face to face interview

- Greetings
- Self Introduction
- Content
- GV services
- FHS

- Any area of concerns

- Entry approach if appropriate
- Closing
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Self Introduction

We are from GV, a Special Team to serve and deliver latest information to
all SME Business Owners like you.

We provide ONE Stop Financial Services Platform to individual, family and
business particularly to SME Community in Malaysia.

It includes Life Insurance, Funds Investment, General Insurance, Employee
Benefit, Mortgage Loan, SME Property & Business Financing as well as
Business Advisory Services.
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Self Introduction

Great Vision focuses on the Essential Planning particularly in SME Development and assists
SME Business Owners in structuring some of the important planning.

We are dealing with Business Advisory Services that include Business Succession, Continuation,
Debt Cancellation & efc...

Most of the time we help our clients in providing Employee Retention Program to retain the core
management team in order to ensure sustainability of the business.

When the business Is growing, we assist them to preserve their wealth by maximizing their
financial resources to achieve their life’s goals.

On the other hand, we organize talks, seminars & workshop with the main purpose to create a
learning, sharing & interaction platform for all SME business owners.
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Self Introduction
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Approaching Script - Personal approach

Face to face

Good morning, Mr. Tan, | am , from Great Vision.
It's my pleasure to be able to meet up with you.

We specialize in providing personal & business financial services.

Many of our clients have benefited from our unique integrated financial services.

May | just spend a few minutes to go through our unique services... (ask permission..)
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Approaching Script - Personal approach

Face to face

Good morning, Mr. Tan, | am , from Great Vision.
It's my pleasure to be able to meet up with you.

We provide both personal financial services and corporate financial services with special
emphasis in the areas of personal, family wealth and business financial services.

We assist people in identifying their current financial situation, risk tolerance, investment
preference and their needs priority in order to achieve their life goals.

Would you mind to spend a few minutes to go through the process in order to have a
clearer financial health scan.

Shall we start with....
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VISION



Face to Face

H M. A I'm from Great Vision Advisory Group. This is my business card. May | have yours?
(ask about his business ..)

Have you heard about Great Vision? We are dealing with Essential Planning for SME Business
Owners particularly in Wealth Preservation.

We meet a lot of Business Owners and we noticed that most of them intentionally or unintentionally
overlook certain Essential Planning which | am able to reveal to you later.

Besides this, | wish to get to know you better especially on the nature of your business and at the
same time, | will let you know what we do. Perhaps | am able to promote your services to our
existing clients, Similarly, you, your suppliers or your clients might find our services useful.
Hopefully, we can reach a Win-win situation.

(proceed with questionnaires)
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Approaching Script

KEXE , BEIEEERN TG 7

By the way, Do you have the habit of saving ?

If Yes

FEFELF. BB LIRSS ZE, (BIFEREE L ERIRIT Y.

That’s good. | have something to share with you, perhaps it may strengthen your
existing plan.

If No
REF. HB—LIRESHTE, BIFEXEEZE.

No problem, it is never too late. | have something to share with you, perhaps it may help
you now or in the future...

GREAT
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Approaching Script

Mr. A we found that most of the SME Business Owners do not really lock in their wealth as they
do not have a clear Fire Wall between both their personal & business wealth.

Most of them are too busy with their own business and tend to overlook this essential planning.

Mr. A what is your perception or opinion pertaining to this issue? Or you may already have such
planning in place?

(listen to his feedback)
If Yes
That’s good. May | know why do you plan it? How is your planning?
If No

It Is never too late. By the way, Is it a concern? Why?

Do you have the intention of doing it?
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Face to Face Script — Normal Approach (someone you know)

Good Morning, M. A

First of all, | would like to thank you for your continuous support rendered to me for the past so many years.
As spoken to you earlier, recently we have a “Business Package” specially for existing clients and new

Business friend like you.

This “Business Package” is specially designed to assist SME Business Owner in handling of their Employee
Retention, Working Capital, Business Trust & so on...

Before we move on further, there /s a need to know more about your business.. How many business
partners do you have in your company? What's the nature of your business? Are you facing any issue in
retaining good employees? Are you signing too many guarantees and with high risk exposure? Do you need
additional working capital for business expansion?

Why not we just run through some of the guestionnaires and we may able to assist from there ...
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Face to Face Script — Normal Approach (someone you don't know)

Good Morning, M. A

I'm glad to meet up with you today. We are from AlA a Special Team to serve and deliver latest information
to all SME Business Owners like you. As spoken to you earlier, recently we have a ‘Business Package”
specially for existing clients and new Business friend like you.

This “Business Package” is specially designed to assist SME Business Owner in handling of their Employee
Retention, Working Capital, Business Trust & so on...

Before we move on further, it is good for you and me to get to know each other better... How many business
partners do you have in your company?

What's the nature of your business? Are you facing any issue in retaining good employees? Are you signing
too many guarantees and with high risk exposure? Do you need additional working capital for business

expansion?

Why not we just run through some of the questionnaires and we may able to assist from there ...
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Next Step...

Option 1
ZWR, ATIWULRETHENRR, FUERESEH i dE, £ T —TA2 2R
BiR. BMNEAEBALUETNEHE, EHEFEEXEREG?

Mr. A in order to give you a full picture about your situation, let me diagnose and get back
to you next week?

Option 2
ZiR, MRRATBEERZ 157, RESRSEZE—1THs, B—LErlERERE
HIZHS XS LG TR

Mr. A may | have another 15 ninutes and | will share with you the essential planning on
wealth preservation.
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Handling Challenges
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Basic Challenges

= Just mail me the information
= No.|won't bein

= Well, what is it about?

= | have a friend in the business
= | can't afford any more

=  You'll only wasting your time

= | amnot interested

* I'mtoo busy

= Etc..
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Four Classifications of Challenges

> No Trust

» No Hurry
» No Need
» No Money
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< 20% of the

Agents
approaching
this category

> 80% of the

Agents Retail Market
approaching

this category

Market Segment
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Market

>

No Trust

>

Professionals

Employees

No Money

Market Segment



Prospects’ concern.

1.  What do you do?

Actually | attach to a financial services company, and we specialized in helping
Individuals and corporations to maximize their financial resources.

2. |think | don’'t need your services

Mr as | mention | would like to know you better and what your company
does as we serve a large number of clients who may be interested in your products
and services. You can be assured that our meeting would be refreshing one.

Can we set a meet say Thursday at 3pm.
Thanks, see you then.
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Basic Challenges

Challenges

Remark

Well what is it
about?

“(Prospects name), this idea may be very important to you. | want to be sure to explain
it to you very clearly. In order to do this, | need to show you some materials and
discuss them with you in person. May | see you on this Tuesday morning or afternoon?

Just mail me the
information

“| would happy to do that, (Prospects name). But the idea | have in mind is useful only
when tailored to fit your individual needs. That is why I'd like to talk to you in person.
May | see you this Tuesday morning or afternoon?

No. | wouldn’t be
in.

“(Prospect’s name), | probably suggested inconvenient times. May | see you say next
Tuesday morning or afternoon instead?

| have a friend in
the business.

“If your friend is your advisor, I'm sure that his is doing a capable job, however | have
no intention of duplicating anything that this person has done. May | see you this
Tuesday morning or afternoon?
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Basic Challenges

Challenges Remark
| can't afford “(Prospect name), you're the best judge of that. But | would like to show you an idea
more financial that you may not have seen before, so that you'll have it in mind when you are in the
burden. market for some financial plans. May | see you this Tuesday morning or afternoon.
You'll only be Do you say that because you're not interested in life insurance?
wasting your
time.

I'm not interested | “(Prospects name), | wouldn't expect you to be interested in something you haven't
In what you are | had a chance of seeing yet. That's why | want to visit you. | want to outline the idea to
promoting. you so you can decide whether it would be valuable to you. Will you be in your office
this Tuesday morning or afternoon?

I'm too busy. “That’s why | phoned before calling on you in person, (Prospect’s name). | wanted to
make sure to see you at a convenient time. May | see you this Tuesday morning or
afternoon?
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Common reactions

| will think Ya! You should think it over, by the way, what are you concerns? What are the things

it over that you need to think over?

| will ask No problem. How do you think about the program? She will definitely has no idea

my spouse what we had discussed on. What if your spouse say NO, what will be your answer
then?

| don't have You must have a lot of commitments. Funding for your healthcare need is a serious

the money money. What if you need the money now and it is not there for you. You have to kick

start someway to avoid disappointment, don't you ?

Not now, maybe
some other time

Alright, | can come again some other time. It is important to do it now then future. It
Is a financial security scheme for you and your family. You will have a peace of mind
and you are not expose to risk and chance.

| have enough,
| have planned it

Congratulations! Looking at the rising in living expenses, you need to review your
plan frequently to avoid disappointment. When is the last time you review your
planning.
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Common reactions

| have a good
Financial
Adviser

Oh! That’s good to have a good and competence adviser. That's even better to have a
good plan for your healthcare. Since you have the intention to plan for your

“healthcare” and you know that you will be served by the whole team of us instead of
individual adviser, I'd suggest to get it done for you and this is some of the document

| will call you

Sure! You can call me anytime. Since | am with you now, if you have any concerns,
you can always ask me now and | will be able to assist you accordingly. “Healthcare’
need is a Serious Money and it is very painful for not preparing it. Why not, while
thinking it over, you can secure the plan to avoid any disappointment. (Try close..)

| don't need it

Of course you don't need it unless you have need. There is a very huge difference
between having a “healthcare” program or not having it. We do not know what will be
happening to us. The plan that | have mentioned about will give you a peace of mind
and it is a financial security to you and your family in the event of any misfortune that
happen to us.
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Role Play
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Basic Approaching Methods

* FHS — Financial Health Scan

* Financial Pyramid

Financial Health Scan - Objectives

B Building Trust

P  Prioritize The Needs

S Sales Opportunities

| Identify Existing Resources
R Referrals Asking
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Disclaimer: This slide is strictly for internal training use only

Educatia Savings

Income

Life Health

Personal Financial Planning
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GV Basic Training Program

Module 1

Module 2

Module 3

Module 4
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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

AIA /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







