Top SEVEN Ways Financial Advisors Use Our
Software to Get New Customers And Increase

their Sales

Qur software opens up so many ways to get new
busi ness because it is Quick, Sinple, and Visual.
This allows you to work with a client and in 10
m nutes punch in their data and be show ng them
visually where they are going to be. Unlike

ot her prograns that take hours to |earn and hours
to create every plan, the easy-to-use “Retirenment
Savi ngs Pl anner 2006 — Professional” software has
created a new category of “instantaneous”

pl anni ng.

Wth this software in your marketing arsenal, you

Yy

are now arned to inplenment sone very effective marketing

techniques to get nore new clients faster than ever

bef or e.

everything right away.

Richard M Hoe, CLU, AER, RHU, LUTCF
I nsurance Selling Magazine article, October 2004

Retirement Pro is a snap to use, and may represent the |eading
edge in a new kind of illustrative software. The user will "get"

Here are a just a few of these powerful ideas:

|

1. Offer a “Free Retirement Analysis” in advertising and marketing

efforts:

Since the software will enable you to do a retirenment anal ysis
in 10 mnutes right in front of the client...you can schedul e
appoi ntments and gi ve them an instantaneous “plan”.
need to make this as an “offer” in any marketing or advertising
you now have
a qualified client sitting in your office asking you for “help”
with any problens that the software has indicated they may have.
If they’'re not a qualified prospect or soneone you can help,
then give thema printout of their retirenent Analysis and send

that you do. After creating a plan with a client,

themon their way. “Next”.

Thus,



2. Target Community Groups by offering a “Free Retirement
Analysis”:

By offering sonmething for “free” and of “value” group |eaders
will often allow you to get your foot in the door with their
menbers. This is the loss | eader to neet and qualify potenti al

clients. Tar get "I love the Retirement Savings Pl anner software.

Community G oups It is so colorful and consumer friendly. |'ve
such as churches, | ooked at MoneyTree, Profiles and other tools and
YMCA, private the Retirenment Savings Planner is the best software
cl ubs, senior for me. It is a fantastic door opener no matter

what you are selling. It's very user friendly for

groups, etc. A t he sal es person and the consuner. People today

“Free Retirenent want sonething that's quick, catches their interest
Anal ysis” will get and gets themto do sonething right away...

you in the door. Torrid s Retirement Savings Planner is a great tool
Obviously if you for me to do that with clients.”

l'and any new Robb Soria, CLU, ChFC, CSA, CRPC, AAVS, CSFP, CEA

clients, you use
the newclient as a referral to other nenbers of the sanme group.

3. Target Employers/HR people by offering a “Free Retirement

Analysis” for their Employees:
Many enpl oyers | ove personalized service and financial planning

can be an added “perk” or “benefit” that the enployer offers to
its executives or to all enpl oyees depending on your target.
You spend one-on-one tine with highly paid executives and
provide themwth a free retirenent anal yses. For regular

enpl oyees, you can offer group neetings show ng the software on
a screen and then only neet one-on-one with anyone who signs up
or that is near retirenent.

4. Get More Referrals from Existing Clients:

Tell your clients every chance you get (enamil, print, and phone)
that they can refer their friends for a “Free Retirenent
Anal yses”. You build rapport with existing clients and al so get

qualified | eads by getting their friends to neet with you one-
on-one for their free analyses. (You
will need to give your client base the
“Free Retirenent Analysis” offer first
or this nethod won’'t work very well).




5. Sell More to Existing Clients While “Giving Good Service":

Every advi sor should offer regular “check-ups” for their clients
where you review their situation and revisit what you are doing
for them Many advisors don’t do this because they have no
“plan” for what to neet about. S—

They have no reason to get the
client to neet with them Using
our software, you offer every
client a free “retirenent check-
up”. They conme into the office
per haps annually and neet with
you. You spend a few m nutes
updating their info in the
software and visually show ng
them where they' re going to be, . s
setting the stage to sell any new products or services that
m ght apply to their situation, while building rapport and
rel ati onshi ps year after year.

6. Specialize in a Niche Market and then Offer that Market a “Free
Retirement Analyses”:

You m ght target CPAs, Attorneys, Doctors, Laundromat Omners,
Hair Salon Omers, etc. You can sinply offer by mail, email or
phone a “Free Retirenent Anal yses” to the target market, get
appoi ntnents, and qualify prospects. Here’ s an exanpl e by
phone: “Hello, My nane is John Smth and I'’ma financial

advi sor who specializes in helping Attorneys in the Marietta
area reduce their taxes, increase their investnents, and provide
nore incone in retirement. Do you have any interest in any of

t hose?” “Yes” “Since you don’'t know ne from Adam what | do is
offer a no obligation free retirenment anal yses where we sit down
t oget her and enter

your personal "My clients | ove thE graphic el emlents I eas% to

i nformation into ny _understanpl - no snoke anpl mrrors! | let them
ftware and in 10 i nput Fhelr own nunbers in an interview so they

SO feel like they own the process. Wrks VERY well.

m nutes | can show | believe it is the very best visual retirement
you visually pl anni ng tool on the market. | will highly endorse
whet her you are your product with ny peers."”

saving enough for David B. Cole, CLU, ChFC, CIC, CLTC, CRPC

retirenment. You
get to neet ne. | get to neet you. You |learn sonething about
your future retirenent plans and we can decide at that point if
it makes sense to discuss anything else. Wuld that interest
you? G eat when can we neet.”



7. Get More One-on-One Appointments from your Seminars:

Do you give “semnars” as a way to market your services and get
nore clients? |If so, advisors often use our software in
semnars to give specific “exanple illustrations” of common
probl ens and m stakes. So don't just “tell themabout it in a
power poi nt or verbally”, but SHOWTHEM the real truth from an

i ndependent 3¢ party — our software acts as the independent 3"
party. Then at the end of the semnar, offer to do a “Free
Retirement Anal ysis” for everyone who neets with you in your
office to go over their financial situation. The free offer
coupl ed with show ng how easy the software can illustrate
“common probl ens” gets the potential client notivated to neet
Wi th you in person.
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