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Outstanding Assignments

 Orientation

e Character / Career Suitability / Business Planning (Financial needs / Sales
Calculation / Prospect Listing / Agent documentation / OSTP enrollment

e Module 1

e E-approaching blast to 5 prospects / FHS / Cash on Hand role play / sales
illustration for own Cash on Hand needs

e Module 2

e E-approaching blast to 5 prospects / Self review on SH-NH / Healthcare
Planning role play / sales illustration for own Healthcare Planning

e Module 3

* E-approaching blast to 5 prospects / own balance sheet / APA presentation role
play / sales illustration for own debt cancellation



OSTP Qutline Module

Basic Financial Principle / Approaching Skill / Tools / Concept / Assignment

* Module 1
* Personal Cash Flow Management / e-approaching / FHS / Cash on Hand / Assignment

* Module 2
* Sales Cycle / SH-NH / Financial Pyramid / Healthcare Planning / Assignment

e Module 3
* Client base P&M / balance sheet / APA-ASA / Debt Cancellation / Assignment

 Module 4
* Buying behavior PDSD / MMED / Policy Analysis / Family Income Protection / Assignment

e Module 5
* Money Allocation LPS / CNS / TVM / Wealth Accumulation / Assignment

 Module 6
* Personal FLC /4 No & 3 steps / ACT system / Product Summary & Application / Assignment



OSTP Outline Module

1. Basic Financial Principle
2. Approaching Skill

3. Tools

4. Concept

5. Assignment



Module 4

Buying behavior PDSD
MMED

Policy Analysis
Family Income Protection
Assignment



Great Vision
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Our Unique Platform — ONE Stop Financial Services




Personal and Family Financial Planning
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Personal Financial Planning

LOAN
Mortgage
Loan or
SME Loan

Protection

Financial Pla
Retirement
Education
Family Income
Debt cancellation
Healthcare Wealth Distribution

Lifestyle & etc... Will & Trust

Disclaimer: This Slide is Strictly for Internal Use Only
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E_ntrg APFroac[‘n Stratcgg

* Mortgage & Business Financing approach
* Funds approach
* Need Based approach

Hew te
ENTER A NEW MAB@T



Bcgin with An [ nd in Mind

Jd Mortgage & Financing approach

. Funds approach ﬁ '
1 Need Based approach Fmancnal Entrcprcncur
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Taking (_are of Client’s

WEALTH




l am a Mor‘tgagc Adviscr
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Effective Loan Solution
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Review Existing Planning




l ama lnvcstmcnt Consultant

] am a Financia] Associate
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Review Existing Planning



Financial Principle

Buying Behavior - PDSD



'IF YOU BUY
THINGS YOU
DON'T NEED, #%
SOON YOU WL

HAVE SELL THI *-_ S
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- WARREN BUFFETT




QANts

Things we don't really need but
would like to have.

NCCDS

Things we must have in order

to stay alive.




AV Promotion §
UP TO 60% OFF!

Check out the sale now

SALE

20-28 June 13

Check out the sale now

SAVE UP TO

Disclaimer: This Slide is Strictly for Internal Use Only



1.Why need to buy?

2.Must | buy now?

radl b
3.Can | buy it later: E
. -
4.Don’t bu n or not? D
Wiy

5.Don’t

b@ DIE?




The Buying Process

1 A
All buyers will go through the same process each time to ;
arrive at the decision to buy. The process ... i W ......

» Recognize the problem | s of

an unfulfilled need or want ;ﬁm-'f W .....

> Desire a solution 4 m ........
a strong desire to solve this problem

> 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



DECISION  EgieleiR)Y
SOLUTION 7 DESIRE

Buying Cycle



Developing Trust
Essentials of trust

What a person is — What a person can do —
personal maturity talents, skills and
and integrity to capabilities
principles

Competence

Rev02 2014/11/03



Approaching Method

MMED
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Financial Needs Life Cycle 1. Maintenance of living expenses -

KRRMET

Debt - {Zi£{5%55

3 Medical Expenses — EfFfRESRE!
8 B Education - {i5E &%
T

suldsg
palJiew |

. Profit & Loss

e v

SALARY Food
Accommodation
Clothing
Transportation

Savings / Others



Actual Scenario on Financial Status Upon Death

Balanced Sheet

Liquid Assets Non Liquid Assets
;= Os< |, I8~

Bank / FD Housing Loan % \Q

=
n-Probat: L
EPF ort; Lo 1 194,101
RTA 1 0
RTA 2 1] 0
RTA 3 0 C: Lo 1
Life Ins e £ [1] [ Lo z
Life In: & (comp 0] Personal Lo
G o 2y o) ST
Unit Trust Car Loan Y R
S -total - ¥
i Probas L it leeds
Shares Personal Loan o e \
Fixed deposits inessL o | o
Unit: £ o s
- Equity o
EBalanced
I ome f Bonds
11,26 Expenses,

FROZEN A %5

ASSETS LIABILITIES

Properties/Car  Credit Cards LIQUIDITY

lery / s o
Inwance (pers 730,000 I

Others Tax / Others

Life

Total Financial Needs = ( Sub-total B + Sub-total D ) - (Sub-total A + Sub-total C ) = (RM674,374.91)

¢ vpon demise )

Based onthe shove Financial Neods Analysis, your total financial needs in your absencs is, [ e |

Financial Security = Nt Worth + Insurance

Balance Sheet Balance Sheet Asset Frozen
While Living Upon Death

Your Wealth maybe Frozen — Your Family Needs CASH FLOW



Speedy Distribution: B9 Ht. TTEHRE

oRairk/

A1 /DEATH ASSETS FROZEN

fhiih1-34E/ . I

Estimate 1-3 years

61~/

6 months

I W /no wi A U8 /wiL
iﬁﬂ@%@iﬁ@/[eﬂem of iﬁ'ﬁ %iﬁj{’ﬁ:}'ﬁmnt of

Administration Probate

et r=ak/

Asset collection

(2-61~H) /(2 -6 months) 2-124~J1/
2 H/2 months 2-12 months

:HJ Efr iiﬁﬂ]'fijf/ﬁtdvemse in

the Gazette to notify the creditors

HEhi S5 T RS R E

I Payment to IRB and creditors

%Mﬂ:M/\A PAAT R 1-24F/

With Will: 1 year to 2 years

Distribution to Beneficiaries







BIHNRALRBEEERTX...

Life needs to go on ...

Maintenance Fee ﬂi;ﬁﬁ'?
Medical Funds EZ’J%?
Education Funds %iﬁ;ﬁ?

Debt 21851557 1% E%l"?.'
+ etc... They Need Money!




Maintenance Fee iiﬁ‘ﬁ

1. BBEYSE g Spouse Living Needs
3K/mth X 12 = 36K/year

age3d, Live to age85, 50Yrs
36K X 50yrs = 1.8 Mil

2. BV 7B Parent Needs
3K/mth X 12 = 36K/yr

ageb0, live to age85, 25yrs
36K X 25yrs = 900K
3. ZFRVEFEE ? ? ? Chidren Needs




Medical Fee E?\iﬁ

1. RIg—EEHENEZET Last Exp & Funeral exp
i ERHE50F2]100F, need 50K to 100K

2. KANEZHEEESZ S Family Medical Raserve

at least 30K? 50K? 300K?

3. XBHESTEE ? ? Parent Medical?
4. HBIETTE ? ? ? Others Medical?




E ducation Fee %SZEE

1. ZFHIBE #H Education Funds

|f local University needs 20K/yr
3yrs X 20K = 60K
|f overseas University needs 150K{yr

3yrs X 150K = 450K
2. 1 ElMF MNiINIZ 2

a1 f

How many child vou have?




Debt {21455

1. BESE Mortgage Loan
2. 55ZFEHEN Hire Purchase Loan

3. MPARER Personal Loan
4. E5FF Credit Card

5. H4B Others




Liquid Assets Non Liquid Assets
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Maintenance Fee 7

Medical Funds 7

Education Funds 7

Debt ?

Which one Is your priority?

Disclaimer: This Slide is Strictly for Internal Use GV_KSP_M4@2015 V03



Approaching Tools

Policy Analysis



Market Intelligent

* How to read a policy?
 Policy Analysis
« Study Competitors’ Plan



Area to Extract from Life Insurance Policy

©0NOOhWNE

Name of Insurer

Insured Name

Owner Name

Date of purchase

Type of Plan — Name of Plan
Maturity date

Sum Assured (SA) / check on supplementary attachment

Riders — coverage, types, term, amount / also check attachment
Mode of payment — Yearly, Semi, Quarterly, Monthly

Premium size

Beneficiaries

Maturity return If any

Policy status — check with insurer / receipt payment

Others ....
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Great
Eastern

A member of the OCBC Group

) BERHAD (93743-3)

Great Eastern.
D Kuala Lumpur
3 4259 8198

[WWW. ife.com
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L
Policy Analysis

Natural Death & Disability Benefit
SPAYAMEIEZ3= 157 I

Accident Death & Disability
EIMET R R B TR IR

Critical lliness Benefit

=

Hospital & Surgical Room & Board
Benefit (£t F ATz

Partial disability — Weekly Indemnity
BEAE T FIEEEME



RERESHE

POLICY CONTENT ANALYSIS NAME :
A N = = ;| - Pz = == BEFEE INSURANCEBEXERIT
IE. POLICY POLICY PoL. MATURE TOTAL A= R S == Fe == e I
COAIE. XTHEER DATE TYFE ACE ] FPREMIIY PREWIT™ L= Aimmpdomi Daxm= Tem Dokt | Mieds & Serp | RoamlBaand Ainderidh
ST OT AL - 0 0 0 0 0 0 0
REH S
POLICY BENEFIT RECORD
FET & WEEE = EEEEE
NATURAL DEATH EM 0,00 TOTAL DISABILITY PEE WEEEK EMB 0
BSR4 BERE ¥R
ACCIDENT DEATH & DISABILITY EAI 0,00 MEDICAL & SURGICAL EAI 0,00
e E R IR {FERETE
A3 CEITICAL DISEASE COVERAGE EM 0,00 BOOA & BOAERD PERE DAY FAI 1= i~
AL i ray ¥k 11 ®
MATUEITY FUND EAI 0,00 HOSPITAL DATLY INCOAE EAI &, 704,01
Prepared by Kalvin Sim Caed 2202013




PREMIUM PAYMENT SCHEDULE

REIHR
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Annual Review

- Positioning — Who are you? ART — Avoid, Reduce, Transfer your risk
- Objective — Peace of Mind

‘Review

- Something were to happen Something H&S

- What is the existing planning? Cliliness
: F/Income

- What is the actual needs? Debt

- What he wants to plan now? Will/Trust
- Nothing were to happen Nothing Retire

- What is the existing planning? Edu

- What is the actual needs? Saving

- What he wants to plan now? Invest

. : T
- ldentify the budget allocation >

- Plan partially according to his needs & want



Sales Concept

Family Income Protection



Unexpected Risk

DIE too Soon; LIVE too Long

Are we prepared?

Disclaimer: This Slide is Strictly for Internal Use Only



More than 70% of monthly Income
goes to Family Living Expenses

Family Living Expenses :-

Home Loan

Car Loan

Credit Card
Food & Clothing
Education
Others

Disclaimer: This Slide is Strictly for Internal Use Only



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...

RESOURCES

Savings
Investment
Selling Property

Family Living Expe

Husband / Wife Income

House Loan
Car Loan
Credi
Food
Education
Other Debts

Ask from Relatives '

Additional Expenses
Final Expen§gs™ 8
Hospital & Surgical fee
Legal fee & etc..

Disclaimer: This Slide is Strictly for Internal Use Only




When tragedy happens ... Increasing

Expenditure

Income

* Short of Savings

* Increase in debt

* Critical Family Financial Status
* Financial Pressure

* Liquidation of Properties

* etc
Expenses

Loss of earning ability upon Decreasing

diagnosis of Critical lliness Income

Disclaimer: This Slide is Strictly for Internal Use Only



Action Plan

S Poeapron e

How much is your monthly Living Expenses?

RM




Family Income Protection

How much needed for monthly family living expenses?

Plan for short, medium or long term basis
* Short term 5 to 10 years
* Medium term 15 to 20 years

* Long term perpetuity with capital preservation (400A)
How much have you planned?
How much 1s your comfortable budget to set asider?

Use life insurance coverage will do; either Investment
Linked product or any term life or permanent life also

applicable.




lnsurance iIs

about NOW pw/j‘
not THEN MK/




Always prepare for
the Raining Day




A %’z“?_{ﬁ_ﬂf‘]%&" The MORE you PLAN
Mx12 TR 2%/ The MORE you HAVE

The MORE
you Do
The MORE
you Have
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AL RE AR A M
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Do not overlook to plan for your loved ones



AE%E Money in the BANK
%&E’%E?i— While you are in the Heaven




Assighment

Assignment of the day



Assignment

* To send out e-approaching to 5 people. OSTP Module 4

Assessment

* Complete your own MMED

* Role Play (self role play or zoom role play on Family
Income Protection Planning)

* Create ONE illustration for your own Family Income
Protection



Outstanding Assignments

Orientation

* Character / Career Suitability / Business Planning (Financial needs / Sales Calculation / Prospect
Listing / Agent documentation / OSTP enrollment

Module 1

» E-approaching blast to 5 prospects / FHS / Cash on Hand role play / sales illustration for own Cash on
Hand needs

Module 2

« E-approaching blast to 5 prospects / Self review on SH-NH / Healthcare Planning role play / sales
illustration for own Healthcare Planning

Module 3

* E-approaching blast to 5 prospects / own balance sheet / APA presentation role play / sales
illustration for own debt cancellation

Module 4

* E-approaching blast to 5 prospects / work out own MMED / role play on concept / calculate own
Family Income Protection & do sales illustration for own self.



Thasik You-

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



