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Business Planning - Quarterly

• Initiative package

• Bonus to chase after

• Foreign Trip 

• Commission & Earning to chase…

• Rank Promotion to chase

• Dignity to cover….

• To achieve something….



Ask Why?

• Why set a goal for the this Quarter?

• Ask Why this goal?

• Must I achieve it? Why?

• Why so troublesome?

• What happen to me?



Because of Change?

• Why change?
• Really want to change?
• How passion?

• Why this industry?
• All weather industry
• Bad time & Good time (Life/Loan/Funds)

• Why Great Vision?
• One stop financial services platform
• Passive income creation

• Why you?
• Attitude towards this career
• Willingness not ability



Ask How?

• How do I go about it?

• Where is my resources?

• How to approach?

• How to make the appointment?

• What to share with prospect?

• How to share or present?

• How to close the sales?



E.G.A.D.I.M



E.G.A.D.I.M

• Establish your goal
• Why?

• Duration

• SMART
• Specific

• Measurable

• Achievable

• Realistic

• Time frame



E.G.A.D.I.M

• Establish your goal

• Gathering resources



Gathering Resources

• Pick from your data bank
• Financial sound

• Good relationship

• Able to meet up

• If you don’t have resources then ask for Referrals
• Company assign me to do a survey on the financial concern

• Those young families with children

• Businessman who had run business for more than 10 to 15 years

• Managers & Executives…..



E.G.A.D.I.M

• Establish your goal

• Gathering resources

• Analyze the leads



Analyze the leads

• Case study

• If I were him, what’s my concern right now?

• Then, what shall I share with him?

• How much is enough for him?

• What kind of tools or concept to use?
• 2 things in life – something happen / nothing happen

• FHS



E.G.A.D.I.M

• Establish your goal

• Gathering resources

• Analyze the leads

• Design a plan 



Design a Plan to approach

• How to call? (positioning, scope of services)

• What to say? (standard script)

• How to make the appointment?

• How many calls to make per day?

• How many appointment to set per week?

• How many presentation to be made per week?

• How many working days per week?



E.G.A.D.I.M

• Establish your goal

• Gathering resources

• Analyze the leads

• Design a plan 

• Implementation & Execution



Implementation & Execution

• Follow the plan as set

• Review and adjust for improvement

• FAP – Find another Prospect (replacement)

• SOS for help – keep asking…..

• Energy, exercise, need power and feed your mind/soul

• Etc..



E.G.A.D.I.M

• Establish your goal

• Gathering resources

• Analyze the leads

• Design a plan 

• Implementation & Execution

• Measure for Results



Measure for Results

• Set your blocks, cross checking for results

• Review and re-adjust with your pace

• Catch up plan, Plan-B

• Believe win – mind set, skill set, tool set

• Results could be the learning curve rather 
than the end results of FYP



E.G.A.D.I.M

• Establish your goal

• Gathering resources

• Analyze the leads

• Design a plan 

• Implementation & Execution

• Measure for Results



Please take note….

I Listen….. I Forgot

I See….. I Remembered

I Do….. I Understood
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confidential and proprietary information. Not for distribution. 

Personal Financial Planning

1. Hospital & Surgical                  

2. Critical Illness Coverage

3. Family Income Protection

4. Debt & Responsibility

5. Will & Trust

1. Retirement Planning

2. Education Planning

3. Saving/Lifestyle Planning

4. Investment Planning

5. Tax Planning

Something were to Happen Nothing were to Happen





Can your family survive without Income?

Disclaimer:  This Slide is Strictly for Internal Use Only



Have you protected the INCOME?

Disclaimer:  This Slide is Strictly for Internal Use Only



When Tragedy happens …
Living Lifestyle will be affected…

Family Living Expenses

House Loan

Car Loan

Credit Card

Food & Accommodation

Education

Other Debts
RESOURCES

• Husband / Wife Income

• Savings

• Investment

• Selling Property

• Ask from Relatives

INCOME

Additional Expenses

Final Expenses

Hospital & Surgical fee

Legal fee & etc..

Disclaimer:  This Slide is Strictly for Internal Use Only



Action Plan

Subject Description Remark

How much is your monthly Living Expenses?
RM _______________

Your yearly Living Expenses is
RM _______________

Option A To cover Short Term 
(Yearly Living Expenses multiple 
with No of years to cover)

____ Year(s) to cover

You need 
RM _______________

Option B To cover Medium Term 
(Yearly Living Expenses multiple
with No of years when youngest
child reach independent age)

____ Year (s) to cover

You need
RM _______________

Option C To cover Long Term 
(Monthly Living Expenses X 400)

You need
RM _______________





If you need a large sum of Medical 

Fee by tomorrow, are you prepared? 

如果明天需要一笔庞大的
医药费，你准备了吗？

Disclaimer:  This Slide is Strictly for Internal Use Only



If you were to save RM1000 / month

Target to save Time needed

RM200,000 16.66 Years

RM500,000 41.66 Years

RM1,000,000 83.33 Years

What happen if you can 

only save RM500 / month

Disclaimer:  This Slide is Strictly for Internal Use Only



Healthcare Planning 

– 3 Steps Planning

1. Direct Expenses

2. Indirect Expenses

3. Financial Loss





Disclaimer: This Slide is Strictly for Internal Use

Mortgage Loan – Shorten the Loan Tenure

RM

Year

1 M

20

RM 6K per month

RM 7K per month

Calculation
a. 6k X 12 X 20 years = RM 1.44 M
b. 7k X 12 X 15 years = RM 1.26 M

Safe RM 180K

14 to 16

BANK



Disclaimer: This Slide is Strictly for Internal Use

Mortgage Loan 

RM

Year

1 M

20

RM 6K per month

RM 7K per month

?

BANK

• Who pay?

• How to pay?

• Where does the 

money comes from?



Disclaimer: This Slide is Strictly for Internal Use

Mortgage Loan – shorten the Loan Tenure

RM

Year

1 M

20

RM 6K

Fund Value RM 1K

RM 2K

RM 3K

APA



Disclaimer: This Slide is Strictly for Internal Use

Mortgage Loan – Level Coverage

RM

Year

1 M

Coverage > RM 1 M

20

Family Financial Security 

(Additional Fund Value)

Bal

APA



Note:  This slide is strictly for internal training used only and is not meant for circulation.


