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Napkin Presentations: Creating Interest

Napkin Presentations: Creating Interest

Master these napkin presentations and two stories
» Out in the real world, you can’t check your notes eryca presentation 24/7

» Learn them and teach them to your team
» Get good as asking questions, write down client questihspver that when we get back together”

Most people don’t want to sit down with you
» You have never given them a reason to
» They have to think it is a good investment of theietim

Let people see the value you bring to them

» Do a napkin presentation, then look at watch

> “l really don't have a lot of time to get into it righow, but let me do this. Let me give you my card,
give you a little bit of information. What we’ll do isn going to be in your area next week. Why
don't | pop by and I'll show you a little bit more infoation.”

Finances come up in conversation everywhere
R If finances don't come up in conversation, make ticeme up
» Ask people a ton of questions.
» Tryto recruit them and create some interest.
*  What do you do?
How long have you been doing it?
Do you like it?
What do you like best about it?
What is one thing you would change if you could?
» When someone asks you what you do, don’t answer like th
& ‘Il work in financial services.”
& “l work for a division of Citigroup, Primerica”
» Correct answer about what we do:
© “Well basically what | do is | work for a company theaches people things that mortgage
companies, investment companies and insurance companiesvdanhpeople to know,
because it would put them out of business.”
*  “Like what?”
* Now give one or two napkin presentations that would éstethem (you just asked them a ton of
guestions and should know which ones will spark the mtesteist).
* Now they want to set an appointment with you.
& They usually just won't say it, so lead into it.
& “You know what. Why don’t | pop by. | have a few moféh@se things | want to show you.
But I'm really busy right now.”
& Set the appointment. Give two choices: “How does __y oda _day work for you?”

*
*
*
*

When you fish, bait the hook, then reel them in.

KISS: Keep it Short and Simple: Remember, if you dbelp them, nobody else is
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Napkin Presentations: Which Presentation Do | Use?

Which Presentation Do | Use?
Here is a quick summary of each presentation and whicletasine business it covers. You should always be
able to use one or two of these if you are in the righketar

Remember, people do not what to talk about debt, becagygaltbady had the fun spending the money.

No one wants to talk about insurance. It is the resptanthing to do, but no one gets excited about croaking
and leaving a few hundred thousand to their family.

People want to focus on investing, it is the most funpliten the most confusing, which is why there are so
many more presentations on investing. There are figemncepts which are the most important things that
people need to know when it comes to investing: the Elestdoy, the Clock story, and the Cow story.

We tell them in stories because people understand thenbetier.

Protection Debt Investment # Name
X 1 House Story
* Explains what we do and ways we do it
* Helps client understand why first proposal is insurance

X 11 Theory of Decreasing Responsibility
* Simplified way to show coverage is only needed for sios t

X 12 Bank A, Bank B
* Use thisbefore they know you are talking about insurance
* [lllustrates four funny banking rules
* Addresses “Insurance with Investment” area of concern

X 2 Biweekly Payments
* An extra payment a year = cut 6 to 8 years off loan
* Be assumptive. They are already doing it, right? Isn’'t
everyone?
* Everybody has heard of it but no one understands
* “Dollarize it” - Give it meaningful impact $$$

X 3 First Payment at Closing
e Cuts off 12 to 18 months of mortgage
* Use with Biweekly to make 30 year a 20 year

X 4 Ice Cream Story

* Eat cone not ice cream; Pay principle, not interest
e Our company shows you how to eat differently
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Napkin Presentations: Which Presentation Do | Use?

Protection = Debt Investment # Name
X 5 Elevator Story (Diversification)
* Be diversified to be less risky
* Stock VS Mutual Fund
* Mutual Fund = lower risk for you and family

X 6 Clock Story (Long Term Approach to Investing)
* Don't be short sighted, Keep long term focus
* Four basic parts of market cycles
* We have seen many cycles in our lifetime
* Most people buy high and sell low

X 7 Cow Story (Dollar Cost Averaging)
* Continue to invest regardless of what is going on wigh th
market
e All that matters is that you buy more cows

X 8 Roth IRA
* If everyone understood them, everyone would have one
* People don’'t understand fancy terms
* They understand fewer taxes

X 9 Rule of 72
* Not in the “makeover” presentation
* Take the extra step to show people
* Explains how money grows faster at higher rates afmet
* “Dollarizes it” by giving example of newborn with $1000
investment in CD vs. mutual fund

X 10 CD story (Certificate of Depreciation)
* Plainly shows why CDs are not a good investment
* lllustrates net losses after taxes and inflation
Stories
Financial Doctor
* Analogy of Medical Doctor vs. Primerica Financial Darc
* We are different because we are client focused not prémced
» We listen and make diagnosis
» We study situation and make plan of attack for eachyangoals
» We are different because we are there in bad time=) ywu need us most

Driving Directions

* Analogy of driving car without directions to living finaatlife without plan

* Without directions you may never get there or may awvery late

* We are different because we help set plan and help ylowfid) not focus on product sales
* We give finance a human touch
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Napkin Presentation #1: House Story

Napkin Presentation #1: House Story

Mr. and Mrs. Client, When I'm putting together a fine@lan, it is just like I'm building a house. And et
simply when | build a house, there’s three basic drtise house.

The base of the house is the debt,

Debt

The top of the house is the retirement and education,

Education
A Retirement

Debt

And the foundation is the protection.
i i Education
Retirement
Debt

| |  Protection

So when | put together a financial plan to help your ifansiach their goals, I'm going to tell you, I'm going to
build it just like a house.

First and foremost, I'm going to build a strong foundatgm|’m going to make sure your family is properly
protected.

Then what I'm going to do is I'm going to focus on your d&td get it under control and get you on track to
become debt free.

Them I'm going to spend a majority of my efforts focgsom retirement and education.
But it is pretty simple: You have to have a strongdmto have all your finances in order.

We could just focus on debt and retirement, but if somgthappened to someone in your family, you wouldn'’t
be in good shape now would you?
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Napkin Presentation #2: Biweekly Payments

Napkin Presentation #2: Biweekly Payments

Well I'm sure you are making biweekly payments on your gawe, right?

Has anybody ever told you that if you pay biweekly on yoartgage it will cut 6 to 8 years off the back end of
your mortgage?

Let’s just say for example, take 8 years, 8 yearsdit? months of payments, that's 96 payments you don’t
have to make. And let’s just say your mortgage paymei#Qd60. 96 times 1000 is $96,000 worth of payments
you don't have to make.

8x12 =96 96 x $1000 = $96,000

Well let me explain to you the way it works, becausgleayou’ve heard of biweekly before, but maybe
nobody has ever explained to you why it's beneficial.

How many months are there in a year? 12
How many weeks are there in a month? 4
Well, if you multiply 12 times 4, that’s 48, isn’t it?

12
X4
48 = 527

Well you and | both know that there’s 52 weeks in a year.
What happens is there’s months like January that héex extra days in them. Those extra few days’ tifries
months actually add up to be an extra 4 weeks in a year.

So what happens is, it's pretty simple. Let’s jugtygaur mortgage payment again is $1000 and your paying
$1000 a month for 12 months, so at the end of the 12 miawgtperiod you've paid $12,000. Right?

$ 1,000
X 12
$12,000

Now, if you pay $500 every other Friday, so you just cut yootgage payment, whatever it is, and you cut it
in half, and you pay it every other Friday, which is 288, because half of 52 weeks in a year is 26, right? So
if you pay $500, 26 times that adds up to be $13,000.

$ 500
X 26
$13,000

So when you come down to it, you are making an extrpdyment toward principle a year on a mortgage just
by doing that, on the average loan you are going to tuB6/ears off the loan.
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Napkin Presentation #3: First Payment at Closing

Napkin Presentation #3: First Payment at Closing

You have probably refinanced your home or purchasedhamue recently, right?
(WFA)

One of the benefits they sold, is they said “Greafrevgoing to refinance your house,
we're going to close on your house today, and you are mug fw have to make any
payments for the next 30 or 45 days, so you get theriosth off. Then we're going to
send you that payment book in the mail and you’re going topsiging on top of it.”

So one of the biggest things that a lot of people donwkisaf you take that first month
off, it costs you 12 to 18 thousand dollars worth of irderéPause and wait for response
“What are you talking about?”)

Well, don’t get me wrong, it was nice to have that oronth off, but if you had made
your first payment at closing or made your first paymeshbgble payment, every single
penny of that money would have gone straight toward ptecifo what would end up
happening here is to cut 12 to 18 months off the loan.meatxplain:

Let’s just say that your mortgage payment is $1000. Angustsay that in the
beginning about $50 is going toward principle monthly, $650 towmsedest, and the
remaining $300 lets just say is going toward taxes.

So what happens is ... don’t get me wrong again, it wastaibave that month off but if
you had made your first payment at closing or your fiestment a double payment, every
penny of that money would have gone toward principle in8nediately the amount you
owed would have been reduced by $1000.

Well, how many times does a $50 principle payment fidlensf $1000? That's twenty
times. Well if you do the first payment at closing!loe first payment a double payment,
it cuts the first 12 to 18 months off the loan, sadad of starting at payment number one
on your schedule of payments, you are starting at payteénsay 19. So you cut 18
months of payments off the loan; 18 months times $10@0s $18,000 worth of
payments you don’'t have to make, which is huge.

Tip:
If you useNapkin Presentation #2: Biweekly paymentslong with this presentation,
you can add the following conclusion:

“So between Biweekly payments and first payment aimdp you can pretty much turn a

30 year loan into a 20 year loan overnight, which is hddeere is no other company that
will do that.”
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Napkin Presentation #4: The Ice Cream Story

Napkin Presentation #4: The Ice Cream Story

| don’'t know if anyone has ever explained to you the wanpegage really works, but it
is actually very similar to eating an ice cream cone.

(Draw an ice cream cone with two or three scoops

How do you normally eat your ice cream? (WFA)

What most people do is they lick the ice cream atdpethey lick it, and then eventually
they get down to the cone, they bite the cone andaaethe cone.

Well, the way a mortgage works is the ice cream isntieeest. The ice cream is the
interest and the cone is the principle. And thabis you reduce how much you owe. A
lot of times what happens is you have to eat throughatlice cream, all that interest,
before you ever get down to the principle. And thathy you are in debt for 30 years
and your mortgage isn't paid off for such a long time.

Well what I’'m going to do when | put together my loan arghinmy company does is we
teach you how to eat your ice cream differently. YW@ are going to do is bite off the
bottom of the cone. And what we are going to do isdifftéhe bottom of the cone and
start to eat the bottom, so eat the principle andtaybid as much of that interest as
possible. Now when you bite off the bottom of the caloesn’t some of that ice cream
leak through the bottom of the cone? So you areestilhg some of the interest, but what
ends up happening is we're going to knock out that princgbpuakly as possible.

We're going to eat that ice cream cone as quickly asamebecause what happens when
the ice cream cone is gone? The ice cream falls dowre ground, it melts and you
never have to pay it.

So one of the things we are going to do when you argdomortgage with me and my
company, is we teach you a different way to eat youcrieam. Sound Good? Fantastic.

Tip:

Draw at least two scoops of ice cream on ice cream beoause the ice cream should be
at least the same size as or slightly larger tharcdime so your audience gets the impact
that the interest on the loan is as much as or Bligidre than the amount borrowed,
even though you never say it in words.

For training and educational purposes only. Not to bekmised to the public.



Napkin Presentation #5: The Elevator Story

Napkin Presentation #5: The Elevator Story

A lot of people are confused by the stock market, the wagrks, things like that. I'm going to teach you all
the things you need to know in the stock market in tiie €0 10 minutes to be able to be wealthy and
financially independent.

Do you know the difference between a mutual fund and &3toc

(Yes or No) Well, let me just go through and show itda yisually.

stoc > >

Lets just say the elevator on the left is Microg@frite “Microsoft” below word “Stock”). What happenrs i

there is one cable holding this elevator up. And ifrbBoft does well, the elevator gets pulled up, righit? |
Microsoft does poorly, Microsoft goes down. Micrdsgdes under, no more elevator. (Draw line through
elevator cable)

A <

stock - >

Enron

Well it is very aggressive to invest in individual stocks] &he reason why is simple. Great you can make a lot
money and you can do very well, but also you can loose/iang just as quickly. So investing in stocks if
very, very aggressive.

Where another investment you can invest in is mutuasu What a mutual fund is, (draw about 20 lines on
right elevator), is a professional money manager andaiteemanaging billions of dollars and they choose what
companies to buy and sell. So what a mutual fund doegesishell these cables holding the elevator up.
(Draw little stick figures in elevator on right.)

stock - - @

Enron

Mutual Func

Well what elevator would you be more comfortable getitmg with your kids. Because you can see here in a
mutual fund, some of the cables can break and the mankefocdown, we know that, but what ends up
happening is you are never going to loose everything, Haesiake sense? Fantastic, so of course you would
get into the elevator on the right with your kids in aumalfund? Great, well that’s the same thing we’ragjo

to do with the savings program I’'m going to help you with.
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Napkin Presentation #6: The Clock Story

Napkin Presentation #6: The Clock Story
The stock market has always worked in cycles. Tleebbasically four parts to the cycle. Just like a cltioére
are four parts to a clock: 12 o’clock, 3 o’clock, 6 o&dpand 9 o’clock.

12

s s
And you have lived through many of these cycles. 12 ckci® the boom, that’s when everything is going great

(write “Boom” by the 12), 3 o’clock is the slow downatis when things aren’t so good, 6 o’clock is the
recession, and 9 o’clock is the recovery.

12

Boom

s 3

Recovery Slow Down

Recession
&

And you have lived through many of these cycles in yifetirhe. Lets go back to 1987, it was 6 o’clock,
wasn't it? Cause the stock market crashed, the mageharrible. But then what happened in the late 80’s
was the market recovery, 88, 89 90, 91 there was a boom.

Then 1992 and 93 came around and we had another recesB@aminThe mid-90's it recovered, so 94, 95, 96,
then in the late 90’s there is a boom 97, 98, 99, 2000. iT Blerwed down again.

41 4% 249 oo,

~741
I 4 9_»_,‘-""’ P
av ‘ . Boom
&gq Recovery Slow Down} 0:3
\ Recession ; : fo"
N\
Mr a5 7,
R
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Napkin Presentation #6: The Clock Story

It has always worked in cycles, you can go back to 1900.

But here is the problem with most people when it comasvesting. Most people buy at 11 o’clock and they
sell at 4. They say, “You know what, the market reenbup, it's been up, its been up, now is a good time to
buy.” But you know what, it's the worst time to buychese you just missed out on all that growth. Alright?

really is the worst time to buy.

And most people sell at 4 o’clock, and they say, “Yowkmdhat, my quarterly statement has been down for the
last 5 quarters, | can't take it any more. I'm movingllito cash or bonds or Cds or something like that.” And

that is one of the worst possible things you can do.

41 49 21 oo,
,,/7751: |

Buy High

(‘gai Recovery

Recession

Sell Low

So instead of doing what you should be doing is buying lmadvsalling high, you're buying high and selling low
and that just becomes a vicious cycle and you neveo gétere you want to be.

Transition to #7: Cow Story

Well if | could show you a way to make these cycles workaur advantage, is that something you would be
interested in?
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Napkin Presentation #7: Cow Story

Napkin Presentation #7: Cow Story

Let’s say | give you a call on the phone one day ang, I"bgot this unbelievable investment. We're going to
buy some cows.” And you say, “Welcome to Chicago, tkeme’cows around here.” We both laugh, but wait a
second, it sounds like | know what I'm talking about.ellyot this great investment. We're going to buy some
cows. | need you to invest $500 with me, $100 a monthhéonéxt 5 months.

$500 invested @ $100/month

e Sew
Month $ invest $ per # of
1

2

So the first month you invest $100, the price of cowsrianth is $100, so how many cows did you buy? One.

$500 invested @ $100/month
e e
# of

1 100 100 1

Month $ invest $ per

2

The next month, you invest the same $100 and there is amadisease in Europe, the market goes down.
Things aren’t going so well, so the price of cows gaesmito $50. That month you buy two cows.

The next month, you invest the same $100 and Oprah goég saying that she is not going to eat meat
anymore. So the market tanks, it goes all the way dowa5. You see this and you are mad. You call me on
the phone and say, “Why am | investing with you? [I'sirig all this money. But finally I convince you to

calm down, stay the course and you agree. So you iamdghat month, you invested $100, the price of cows
is $25. So how many cows do you buy? Four.
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Napkin Presentation #7: Cow Story

Then the next month you invest your $100 again. Maddisgase doesn’'t make it to the US so it is going to

be okay. The market starts to recover and it goesugatk $50. But you are still mad because you think you
are losing all this money. And that month you buy twosowou say, “You have one more month and I'm
done. I'm never going to invest with you again.”

The next month you invest your same $100. Oprah goe¥ psays she’s sorry, she’s not a vegetarian any

more. The market is okay, it recovers and it goedldpeaway to $100. So you invest your $100 and you buy
one cow.

As soon as you see it goes back up to $100, you immediatiéiype on the phone and say, “I want my $500
back, I'm never going to invest with you again. | nowehgray hairs because of you.”

And | say, now lets take a look at this Mr. or Mrse@t| you have invested $500 with me (total it up) and the
price of cows today is $100 and you have 10 cows.

If you multiply that out you have $1000. You put in $500 aod you have $1000. | doubled your money.

$500 invested @ $100/month
Month $ invest $ per ( # of (
1 100 100 1
2 100 50 2
3 100 25 4
4 100 50 2
5 100 100 1
$100 X 10 = $1000 out

You see what happens when it comes to investing, it domsitier if in your entire life your investment ever
goes above the most expensive price. All that matelst as time goes on, you buy more cows.
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Napkin Presentation #7: Cow Story

Cow Story Supplement, the Walmart Glass:
(Tip: Whenever you are on an appointment, always@a glass of juice or water. Pick up glass in thg ali

Lets say for example you bought this glass at Walaradtit was $4. So you bought this glass at Walmart for
$4 and tomorrow you go into Walmart and this same exact iglasssale for10 cents. What are you going to
do? You're going to stock up, aren’t you? If therelisné of 10, you go in one line, the kids go in another
line, so you each can get 10 each. | don't know if yoys glo that. My family does that, but whatever. So
you'd stock up, you'd buy a bunch of them wouldn’t you? Absbjlute

So, how come when it comes to buying your groceries ssegaor clothes or whatever, you look for what is on
sale, but when it comes to the largest sum of moneywy@ever going to have in your entire life, your
retirement, you buy everything full priced and overpriced.

The reason why is simple, Mr. And Mrs. Client, isiy@on’'t have somebody like me. See the advantage of
having somebody like me is I'm going to be there for thedgtimes and the bad times and I'm going to be able
to help you going through that.

(Use the glass and tell the story because it always teelgshome).

For training and educational purposes only. Not to bekmised to the public.



Napkin Presentation #8: Roth IRA

Napkin Presentation #8: Roth IRA
Here’s the deal. Nobody understands the Roth IRA. Hyewe understood them,
everyone would have one. Nobody understands how greaartdeso let me show you.

Let’s just say for example you are investing in a 401id, you put $1000 in your 401K.
Well that money is pretax, isn't it? So you haveaid taxes on that money today. So
that money is pretax. That money grows, and letysayever add another dime. And
your $1000 grows to be $10,000. Well there is $9,000 worth of briovdetween, isn’t
there? Absolutely, so what ends up happening there 8 ydhego to retire and take that
money out, you've never paid taxes on the original $100Cyb in, you didn’'t pay taxes
on the $9,000 in between. So when it comes dowrattdityou get to retire and take that
money out, you'’re going to pay taxes on all 10 grand. 8&e/going to walk away with
lets say about $7,500. So that is the 401K.

Now next is a Roth IRA. Let’s say for example you gt same $1000 into a Roth
IRA. Now bear in mind that it costs you a extra famndred dollars today to put in that
$1000 cause you don't get the tax break today. So it oosh {ittle bit extra to do that,
but you agree. So you put in the $1000 and you put it isaire investment that your
401K is in and that $1000 grows to be $10,000. So again tH898@® worth of growth
in between. But the advantage of the Roth is whernrgting, go to take that money out,
that $1000 has already been taxed and that $9,000 in beste&rfree. You never pay
taxes on it. That’s unbelievable. So when you getti@meent, you walk away with 10
grand! Which is better?

401K Roth IRA
$in $1,000 $1,000
Grows to $10,000 $10,000
Taxes $2,500 $0
$ @ retirement $7,500 $10,000

Tip:

There is not one of your clients who qualify who shouldb®invested in a Roth Ira.
Now it is clear. Now they understand. Don't talk abatdeferred growth or
compound anything, none of that junk. Your clients don't tstdad it. They do
understand less taxes, which is huge
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Napkin Presentation #9: Rule of 72

Napkin Presentation #9: Rule of 72

Have you ever heard of the rule of 72? Well all itidzly tells you is how quickly your money can grow and
double. So what it basically is if you take the numbean@you divide it by the interest rate on your
investment, it tells you how many years it will take your money to double.

So lets just use a CD as an example. What do CDrageeow? About 1, 2 percent? Well let’s just use 3
percent. So you have a CD and let’s just say it isagweg 3 percent. So what you do is you divide the number
72 by 3. Well 72 divided by 3 is 24. Well that means if | pigi000, 24 years later I'm going to have $2000.
Not too good, huh?

Well lets just use 12 percent, the stock market hasgedrl2 percent over the past 25 years in mutual funds.
So if you take 72 and divide it by 12. Your money is goindaable every 6 years, which is so much faster.
(Don’t stop here! You must dollarize to make an impacj.
By the way, do you know anybody who has a new babyasjust had a baby? Great.
(Draw out on page top to bottomp, 6, 12, 18, 24, 30, 36, 42, 48, 54, 60, 66

Let’s just say your friend had a choice. Your friend hatigice to put away $1000 for their baby when he/she
was born (use baby’s name). So you have $1000 and you hauevestment options. (Write headings “CD”
and “Mutual Fund”) So you put in your $1000. Now on the @Bt $1000 your friend put away, when that
child turns 24 they are going to have $2000. When the a8 they're going to have $4000. And by the time
the child is 66, they'll probably have somewhere abouf@d@ $8000. Which isn’t too bad from a $1000.

Well let’s say your friend was smart and they talkedow. yThey talked about investing in a mutual fund. Well
your $1000 is going to compound every 6 years. So at age 6eyming to have $2000. At the age of 12,
you're going to have $4000. At the age of 18, your going e B8000. At the age of 24, $16,000. At the age
of 30, $32,000. At the age of 36, $64,000. At the age of 42, H1@28At the age of 48, $256,000. At the age
of 54, $512,000. At the age of 60, $1,024,000. And at the ade 666ears old, that $1000 would have
grown to be $2,048,000! From $1000! Can you believe that?!i§ habelievable!

Age CD Mutual Fund
0 $1,000 $ 1,000
6 $ 2,000
12 $ 4,000
18 $ 8,000
24 $2,000 $ 16,000
30 $ 32,000
36 $ 64,000
42 $ 128,000
48 $4,000 $ 256,000
54 $ 512,000
60 $1,024,000
66 $7,000  $2,048,000

But here is the deal. Nobody is telling people this stGD’s are selling at an all time high today because
nobody is helping your friends, your family, the people igme. Nobody is talking to them about not investing
in CD’s. Do you know what CD stands for? Certificatelepreciation. Not certificate of deposit, certfie of
depreciation. Who do you care about that needs to krnie@ th
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Napkin Presentation #10: CD Story

Napkin Presentation #10: CD Story

Let’s say you have $10,000 invested in a CD. So you $20@00. What are CD’s giving you at your bank, 1,
2, 3%7? Let's just use 3%. So after your money has ibe2 €D for a year, your $10,000 would have $300
worth of growth.

Now you have $10,300. But what is funny is, you made $30@passen’t the IRS, doesn’t Uncle Sam want
some of your money. So what you are going to do isayewoing to spend at least 25% of that money on
taxes. So you have to subtract $75 of that growth toaiibal Uncle Sam.

So now you have $10,225. That’s not too bad at the eneé g&Hr, but there is this thing called inflation.
Inflation means things get more expensive every single ya gallon of milk, a gallon of gasoline, whatever.
So one of the biggest things | talk to people about ig$shget more expensive, well inflation going back to
1900 has averaged about 3.8%, so let’s just use 4%. r8lation has averaged 4%, at the end of that year, on
$10,000 you have lost $400 worth of buying power. You haveés#¥d worth of buying power so that at the
end of the year, even though you have $10,225 in the accgaun only have $9,825 worth of buying power.

So instead of you thinking you have more money, you hatally lost money if you can believe that. Thkat i
huge.

Here’s the thing. Certificates of Deposit are Giedtes of Depreciation. CD’s are a horrible investmeyou
know what one thing a CD guarantees you, is you argaiog) to be able to retire. That’s one thing it does
guarantee you, and | know that is not your goal Mr. ansl Mlient.

CD @ 3%
$10,000 invested
+ _$ 300 growth
$10,300 total
- ~$ 75 taxes
$10,225 account value
- _$ 400 inflation
$ 9,825 = $175 loss in buying power
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Napkin Presentation #11: Theory of Decreasing Respatsibil

Napkin Presentation #11: Theory of Decreasing Responsibility
(Draw Big “X” on paper)
Have you ever heard of the Theory of Decreasing Ra#pbiy? It sounds nice, doesn't it? (Wait for laugh)

What it basically means in the early years you reeted of coverage, don't you? You know, it makes sense.
You have young children, you have debt, you have a mortgagdiave a lot of responsibility.

coverage

But as time moves on you need less and less coveragasedte kids are going to grow up and move out
someday, hopefully if you are lucky, right? (Laugh) Ydebts are going to be paid down, your mortgage is
going to get paid for, so as time goes on, you are goingdd less and less coverage.

coverage

zZero

Whereas in the early years you don’t have a lotafiey to save, do you? You are just getting started, gou’r
getting your family on your feet, that type of thing. Yi@ustarting to save money, buying houses, putting kids
through college. But as time goes on, you are saving amurenore money so eventually you don’t even need

life insurance any more. Does that make sen<a?
coverage $ $

zero

$

Now other companies, if they were to draw a similar grapy, would draw a straight line across, across the
top of that. And they would tell you, you need life inseeafor your whole life. Have you ever heard that?

(WFA)
others

coverage $ $

zero

$

The reason companies want you to have insurance fomymale life is life insurance companies are the richest
companies in the world. Unfortunately, they take advarmégeople every single day. But you can see it
makes sense you only need the coverage for a certamal pétime, don’t you? Absolutely!
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Napkin Presentation #12: Bank A, Bank B

Napkin Presentation #12: Bank A, Bank B
(Use this if anyone even hints, doesn’t even has tosstyhint that they have an investment attached to the
life insurance or can take a loan or borrow against theurance.)

(Don't let them know you are talking about insuranceteefou start this story or you won't get the resuits y
expect. Go through this stopgfore they know you are talking about insurance.)

Let me tell you something. Let's say for example, &rd Mrs. Client, you just moved into your home. You
are brand new to the area, you're just moving into yourehana you are getting comfortable with the area.
You get settled in and one of the things you want to dousdgeide that you want to bank at a local bank.
Your old bank is too far away and you want to find a loeakixo bank with.

So what you do, there’s two banks in town, Bank A andkE.anAnd you are going to choose which bank you
are going to bank with. So what you do is, you go to baok and lets say you get 4 features from each bank,
and you are going to choose which bank you are going tovaiimkbased on which one the both of you think is
in your best interest.

So what you do is you go to Bank A and they say theae enrollment fee. To be a member of our bank, you
have to be a member of the bank and they keep all yomeynthey keep every penny of it. So that doesn’t
sound too good, but that’s the fee. They keep everythingpddirst one to three years.

You go to Bank B and ask if there is an enroliment fekthay say no, it is free. You can bank with them, i
doesn’t cost anything at all.

Then you go back to Bank A, well number 2 is, what iahivto make some money on my money? They say,
okay you can. We're going to guarantee you’'ll make 1 to depeon your money.

Whereas Bank B says, you know what, we’re going to givesgameone to work with, and we are going to give
you the opportunity to make 8 to 12% on your money.

You go back to Bank A and say, what if | want to take mangyf my account? What if | want to take my
money out of my account and use it or spend it? Greatcgo take the money out, but you have to pay us
interest to borrow your money. So you take your mongybthe account and you have to pay interest to

borrow your own money from the bank, which doesn’t sdondyood.

Then you go back to Bank B. Well what if | want to takemoney out of your bank? It's your money, take it.
You can take it any time you want.

You go back to Bank A and say, wait, this isn’'t looking too godne of these other features look good.
Well, what if something happens to me? What if | passyawhat if | die, what happens to my money. They
say well we're going to keep your money. If somethingrdnappens to you we are going to keep your money.

Whereas Bank B says if something ever happens to yaufamily is going to get your money.
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Napkin Presentation #12: Bank A, Bank B

_Bank A _Bank B

1 Enrollment Fee 1 to 3 years No Fee

2 Guarantee 1to 4 % Opportunity 8 to 12%
3 Borrow and Pay Take it, it's yours

4 Die = Bye Bye $ Family gets $

Well no brainer Mr. And Mrs. Client, where are youngpto bank, Bank B.

Well right now you are currently banking at bank A withur current life insurance policy. (Wait for stunned
silence or “What are you talking about?”)

All four of these features are inside of your currdetilisurance policy and | can show you that.
(If they believe you or not, get the policies, tab treamd show them. If someone is skeptical, it doesrnttana
Just get the policies. Without the policies you haothing.)

(This is the best way to sum it up and answer arearafern “But | have an investment...”)
Insurance and investments don’t go together. It is ikanol water. They don't mix. They weren’t made to go
together.

You have car insurance, don't you? (WFA)
Well, do you have an investment attached to your caramce? (WFA)

Do you have health insurance? (WFA)
Do you have an investment attached to your health insut{W¢eA)

What about home owners insurance, you have home owserance, don‘t you? (WFA)
Is there an investment attached to it? (WFA)

Well, how come in all the other different types oturance that you have in your life you don't have an
investment attached? Well if you don’'t have it willtfzose other insurances, why does it make sense ikat i
with your life insurance? (WFA)

Here’s the deal, a lot of people, unfortunately, thadehmlicies are sold to people because what ends up
happening is they just make a ridiculous amount of mofiég commission is so much higher on these policies
and unfortunately that is why it’s sold.

But let me go through your policies, I'll collect thérmam you. I'll pop by the house and collect them fromi yo
and we’ll go from there, fair enough?
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Napkin Presentations Story #1: Financial Doctor

Napkin Presentations Story #1: Financial Doctor
We are just like a financial doctor.

| am just like your doctor. When you go to a doctor, dowalk into your doctor’s office and say, “I'm sick.
This is the medicine | need. Prescribe me this.”

No. You don’t know what to do. The reason you're sgailoctor is because they have the knowledge and
they are going to help you.

So we are just like that. We are financial doctors.

When you go into your doctor’s office, you go in thanel they do a checkup before they do a diagnosis. They
run some tests, run some blood work, whatever. Thenatime back, tell you what’s wrong, and how to fix it,
don't they?

Well, that’s the same thing that we do is we are firldmoctors. We're financial doctors in the fact thvien

we start to sit down with someone the first timevieen we collect information. We do a financial checkup.
We collect information and find out a little bit aboutat they are doing, how they are doing and why they are
doing it. Then we go back and we make a diagnosis. tidg &, put together a plan and then we come back
with a plan of attack on how to get their finances anky and help that family reach their goals and dreams.

One of the things | love about this company, what wesdve are there for the good times and the bad tises.
lot of companies, when it comes to your money, thdy want to be there in the good times, don't th&jey
only want to be there when everything is going allttigivell hey, you really don’t need somebody, when it
really comes down to it, in the good times.

You know, just like your doctor. Did you wake up this morning say, “Hey, you know what? | feel great
today. I'm going to call my doctor and let him know.” Ahgely not! You call your doctor when you are sick,
when your throat hurts, when your head aches, whavgwen something is wrong with you.

Well that's the same thing is, you know what, I'm goiade there for the good times to help your family reach
your goals. But really when the market goes downgthgo wrong, that's when I’'m going to be here most.
You know, God forbid, if something happens to your familynsbody gets sick, you're faced with something,

| want to let you know that I’'m going to be there. Aid §oing to be there in the good times and the bad
times. That is what makes me just like a doctor exitegdtl’m the financial doctor.
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Napkin Presentations Story #2: Driving Directions

Napkin Presentations Story #2: Driving Directions
(Explains what we do for clients and how we do it)

Well let’s just say for example say you wanted to gonfiyour house to my office. My office is on the north
side of Chicago, in Deerfield on Lake-Cook Road. And jess say for example you live in Buffalo Grove,
which isn’t too far away.

So let’s say you are brand new to the area. Yourarellmew to the area. You moved from out of stateu Yo
don’'t have a map. You don’'t know the area. You dimidw any of the major roads. You just know you have
a house in Buffalo Grove and you know my office is aké-Cook Road in Deerfield, but you don’t know how
to get there. And let’s just say it takes 20 to 30 mintdteget there normally in traffic or whatever, and you
give yourself an hour.

But the problem is you don’'t have a map. You don’'tehdivections. You don'’t have a clue where you are
going. So what ends up happening is you just get in thendastart driving. You don’t ask directions. You
just start driving. You even give yourself an hour. Bugrewith that, double the extra time, do you think
you're ever going to make it to my office?

Probably not.

You're most likely not going to make it to my office. Arigetreason why is you don’t have directions. If you
ever do make it to my office you're going to make it I4nat, | guarantee you're not going to make it on time.

Well just picture that as your financial life and all yalifferent goals. Everybody knows where you are at
today, right? You know where your house is and you knoargvilou are at today.

And everyone knows when they want to retire, when teyt to get out of debt, they want to make sure their
family is protected, send their kids to college. Thewkiadl that. They know when they want to do it, but the
problem is they don’t know how to get there.

What | do when | work with people is | provide them wdtiiving directions to reach their financial goals.
| show them how to get from where they are to wherg want to be. And no company is ever going to do that.
Most companies just want to sell you a product and be dihs/owu.

One of the things that | love about this company isgaimg to show you how to get driving directions to reach
your financial goals. And I'm going to help you get froain A to point B. How’s that sound?
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