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• It’s the right thing to do

• Creates peace of mind within the family

• Increases value of the business

• Built-in referral source

• Clients will self-screen

• Creates planning opportunities

Benefits of The Family Meeting
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• Set the stage with clients

–The importance

–The ground rules

–The invitees (family means family)

• Schedule the meeting

–Schedule the kids

Preparing for the meeting
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Male (  /  /   - ) & Female (  /  /   - ) Last Name
Prior Discussion:
Estate Plan: 
(Attorney) Trust dated 
Amended:
Successor Trustee/ Personal Rep:
HCPOA:
DFPOA:
Guardian:
•Any questions or desired changes?
Insurance Planning:
LTC: (Carrier, plan design, premium amount & mode, paid to)
Life: (Carrier, plan design, premium amount & mode, paid to)
Health: (Carrier, plan design, premium amount & mode, paid to)
•Ok for P&C Review?
•Life Insurance Needs Planning?
•LTC Planning?
Financial Planning:
•Review Investment Summary 
Miscellaneous Planning:
•Business Planning?
•Tax Planning?
Discussion:
Action Items:
Next Agenda:

Meeting Agenda
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John (1/15/1938 - 76) and Mary (8/10/1938 - 75) Smith  
 

Date: 01/20/2014 Time: 5:00-6:00 pm Location: RESIDENCE 

Last Mtng: 01/06/2013 Ref:  Anniv:  

Attendees: John, Mary and Agent   

Veteran: Yes or No                                                                    Email:  
Prior Discussion: 
 

 

 
 

 
 

 
 

 

Estate Plan: 

Attorney Name 
John Smith and Mary Smith Family Trust dated June 5, 2002 
Succ TTEE and Pers Rep: Son, then Son, then Daughter 

HCPOA: Spouse, then Son, then Son, then Daughter 
FPOA: Spouse, then Son, then Son, then Daughter 
 

ILIT: John and Mary Smith Irrevocable Trust 1 / dated 6-10-1998 
Son TTEE, then Daughter, then Son  

 
1) Any questions or desired changes? 
2) Trust copy at S&J 

3) ILIT – Review meeting discuss TTEE role? 
 

 

 
Insurance Planning: 
LTC: Active XYZ policies / Both Insured / Lifetime benefits / 90 day elimination /                                 

Current daily benefit $311.84 (issued at $150) / NH and 80% alternate facility / Issued 4-17-1998 /            
Paid till 4-17-2014  
*Current annual premiums John $1,775.31 / 3.2% Inflation Rider (effective 4-17-2013) / was 5% 

*Current annual premiums Mary $1,429.28 / 3.2% Inflation Rider (effective 4-17-2012) / was 5% 
Health: Active Medicare Supplement / Group coverage / John Insured / Effective 06-01-2004 /                         
Monthly premium $286.41  

Health: Active Medicare Supplement / Group coverage / Mary Insured / Effective 10-1-2003 /                   
Monthly premium $240.73 / No Part B deductible  
Active: Part D Standard Plan / John Insured / Applied 1-10-2006 / SSA monthly deduction $45.90 

Active?: Senior Care / Mary Insured  
Life: Active (Converted Term) XYZ / John Insured & Owner / Effective Date 7-24-2008 / Death Benefit 

$200,000 / Quarterly Premium $2,256 / Paid up to 4-16-2014 / CV $18,027.34 / CSV $12,173.34 
Life: Active (Converted Term) XYZ / Mary Insured & Owner / Effective Date 10-24-2008   / Death Benefit 
$100,000 / Semi-annual Premium $1,732 / Paid up to 4-16-2014 / CV $7,913.33 /       

CSV $5,084.33 
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Life: Active XYZ UL policy / Mary Insured / John Owner / Issued 3-09-2004 / DB $100,000 / $1,197 annual 

premium / Paid till 3-09-2015 / Policy #59-346-064 / CV $18,822.79 / CSV $17,450.05 
Life: Active XYZ GNL/ John and Mary Insured / ILIT Owner / Issued 1-23-2004 / DB $500,000 / $5,660.82 
annual premium / Paid till 1-23-2015 / Policy #U01807893 / CV $103,680.04 / CSV $89,550.32 

 
SPIA: Active XYZ / John Owner and Annuitant / Effective Date 9-3-2008 / Single Premium $63,634 /               
Life Only / Annual payouts on October 3rd $6,859.15 

 
1) Active P&C Clients 

2) Life Insurance Needs Planning? Active policy information above 
3) LTC Planning? Active policy information above 

 

 
Financial Planning: 

1) Review Investment Summary 

2) Discuss Income Needs  
a. LTC Premium Due / $3200 
b. Policy Premium Due / $3900 

 
 
Miscellaneous Planning: 

1) Business Planning? 
2) Tax Planning? / (Personal, ILIT, LLC (closed 2012)) 
3) INCOME: 2013  

 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 

 
 
 

Own Tax Credits / Trust Owner 
$30,000.00 / Admitted 5-06-2005 
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Discussion: 
 
 

 
 
 

 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

Action Items: 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
Next Agenda: 
 

 











Conducting the Meeting

• Introduce yourself to kids

–Give background info

• Why we are here

• What the kids’ roles will be

–My ulterior motive

• Review the plan

–Estate, Financial, Insurance, LTC…

–Stay within ground rules

–Review kids’ roles, and when

Thank everyone for being available, on behalf of yourself and your clients.



Concluding the Meeting

• Introduce everyone to Real 
Wealth® Weekly

• Collect email addresses

• Schedule appointments 
with kids who are ready to 
begin the planning process



Referral Potential



The Red Book 
“The Owner’s Manual”

The kids are your checks and balances:

Make sure the parents do their 
homework!

The Red Book 
Estate & Personal Data Booklet



The Red Book 
Estate & Personal Data Booklet



The Red Book 
Estate & Personal Data Booklet



The Red Book 
“The Owner’s Manual”

Free for everyone!
Hand in your business card

Free for Premier Members!
$19.99 online

The Red Book 
Estate & Personal Data Booklet

Section of The Red Book 
25 Suggested Topics to Discuss



More Resources: 
The Grab & Go Binder

• Accessible at a moment’s notice
• Consolidated in a single location 
• What’s included:

– Living Wills, Powers of Attorney
– Allergies, hospital preference, doctor, emergency contacts
– CPA, financial advisor, insurance agents, attorney

Material provided by third-parties is for educational purposes only and is not intended to be a financial recommendation 
suitable for any particular investor, nor is it to be relied on as a recommended financial strategy. The recipient of such 
information should refer to their managing member firm or regulating entity prior to engaging in any financial strategy. Real
Wealth® Marketing cannot verify the accuracy of, nor assume responsibility for any content of linked third-party information.



• What’s included: 
• Financial, legal, insurance, tax info

• Asset sheet 

• Survivor’s checklist

• Organized, single-point of truth

• Increases future and present sales opportunities

• Sells ancillary products

• Automatically gets the surviving client to you, not the attorney

• Creates referrals

More Resources: 
The Family Estate Organizer

Material provided by third-parties is for educational purposes only and is not intended to be a financial recommendation 
suitable for any particular investor, nor is it to be relied on as a recommended financial strategy. The recipient of such 
information should refer to their managing member firm or regulating entity prior to engaging in any financial strategy. Real
Wealth® Marketing cannot verify the accuracy of, nor assume responsibility for any content of linked third-party information.



• Wealth Connection Cards – created with advisors in 
mind

• Learn how you & partner thinks, feels and acts around 
money

• Opens communication – needs AND wants

• Each deck includes advisor guide with tips & tools

More Resources: 
The Money Talk

Material provided by third-parties is for educational purposes only and is not intended to be a financial recommendation 
suitable for any particular investor, nor is it to be relied on as a recommended financial strategy. The recipient of such 
information should refer to their managing member firm or regulating entity prior to engaging in any financial strategy. Real
Wealth® Marketing cannot verify the accuracy of, nor assume responsibility for any content of linked third-party information.



• Annual Reviews
• Impactful Books & Resources

Other Key Differentiators

Material provided by third-parties is for educational purposes only and is not intended to be a financial recommendation 
suitable for any particular investor, nor is it to be relied on as a recommended financial strategy. The recipient of such 
information should refer to their managing member firm or regulating entity prior to engaging in any financial strategy. Real
Wealth® Marketing cannot verify the accuracy of, nor assume responsibility for any content of linked third-party information.
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• Annual Reviews
• Impactful Books & Resources
• Real Wealth® Weekly

Other Key Differentiators



Let experts like these tell your clients how 
badly they need you!



• Pre-approved & automatic! 

• Registered reps handle compliance themselves. 
Working on pre-approval process! 

• System includes built-in compliance tool to 
easily resubmit any custom content.



Questions?
THANK YOU.
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