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Welcome to our financial management seminar focusing on six steps to 
financial success. We’re glad that you could join us here today. 

Before we get started, I’d like to introduce myself and my company.

[Note to presenter: Give a brief personal background, then talk about your 
organization and give its location. If appropriate, introduce other members 
of your organization who are in the room and discuss any housekeeping 
issues.]

Financial Management
Six Steps to Financial Success
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Our Commitment

 Provide sound financial information

 Help you identify goals

 Offer complimentary, no‐obligation consultation

The information provided in this presentation is not written or intended as tax, 

legal, investment, or retirement advice or recommendations, and it may not be 

relied on for the purpose of avoiding any federal tax penalties. Individuals are 

encouraged to seek advice from an independent tax or legal professional. 

We use seminars like this one to introduce ourselves and to develop 
strong working relationships with members of the community like you.

Our commitment extends beyond simply offering financial services. We 
are committed to helping you evaluate your financial situation and giving 
you tools to help make informed decisions and pursue your financial 
goals. 

We hope that after attending the seminar, you’ll want to meet with us in 
our office. This is a complimentary, no-obligation consultation that we 
offer to everyone who attends our seminars. During that meeting, we can 
discuss any questions you have as a result of what we discuss here. If 
you prefer, we can use that time to examine your specific situation and 
begin the process of helping you formulate a financial strategy that will 
suit your needs.

We know that we’ll establish a working relationship with you only when 
you are confident that we can be of service. We want you to understand 
your options and to know how you may benefit from working with us.

The information in this presentation is not written or intended as tax, legal, 
investment, or retirement advice or recommendations, and it may not be 
relied on for the purpose of avoiding any federal tax penalties. You are 
encouraged to seek advice from an independent tax or legal professional 
based on your individual circumstances. 
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Workbook and Evaluation Form 

Let’s talk about the workbook you received as you entered.

We’ve found that people are more likely to remember something they act 
on rather than something they only hear about. That’s why we designed 
this workbook so you can apply what you learn to your situation. In it you’ll 
find helpful materials that reinforce the seminar’s major points and will be 
a valuable resource for you. 

Feel free to highlight, underline, or make notes in whatever way serves 
you best. 

Inside your workbook, you’ll find an evaluation form just like this one.  

[Note to presenter: Pull out an evaluation form for your seminar 
participants to see.]

At the end of the presentation, please use this form to tell us whether 
you’re interested in taking advantage of the complimentary consultation.

We’d like to make you two promises concerning this form. First, if you 
check “Yes, I am interested in scheduling a complimentary consultation,” 
we’ll call you in the next couple of days and set up an appointment. 
Second, if you check “No, I am not interested in scheduling an 
appointment at this time,” we won’t call you directly after the seminar.

In exchange for these two promises to you, please promise that you will 
fill out this form. Many seminar attendees do come in for a consultation, 
so we’ve set aside time just to meet with you.

When you do come to our office, feel free to leave your checkbook at 
home. We are very interested in developing working relationships with 
you, but that decision is yours.
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Are you making smart decisions with your money that will help you 
accomplish your future goals? 

Sound financial management is a process that begins with your first 
paycheck and continues through each stage of life. Every decision you 
make about money today forms the foundation for your financial future.

We’ve developed a six-step plan to help you achieve financial success 
— six steps that can take you from where you are now to where you 
want to be. They are designed to help you:

• Protect what you have

• Take control of your cash flow

• Invest wisely

• Manage your taxes

• Save for retirement

• Leave a legacy

Six Steps to Financial Success
1. Protect What You Have

2.  Take Control of Your Cash Flow

3. Invest Wisely

4. Manage Your Taxes

5. Save for Retirement

6. Leave a Legacy
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Let’s start with the first step: protect what you have.

Many individuals attempt to achieve financial success without protecting 
what they already have.

That can be a mistake.

A well-designed risk management program can help protect you in the 
event of a disaster without burdening you with payments for protection 
you don’t really need.

The following information regarding insurance is for educational 
purposes only. Please consult the appropriate professional for specific 
questions.

Six Steps to Financial Success

1. Protect What You Have

2.  Take Control of Your Cash Flow

3. Invest Wisely

4. Manage Your Taxes

5. Save for Retirement

6. Leave a Legacy
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You may be concerned about having insurance protection for life’s 
challenges, but you may not know exactly how much coverage you need.

In order to be adequately insured, you should consider six key areas of 
insurance coverage: medical, long-term care, disability income, liability, 
property and casualty, and life insurance. 

Even if you have group insurance through your employer, it may not be 
sufficient for your family’s needs. And if you ever were to leave your job, 
you would also lose coverage. That’s why you may want to consider 
purchasing individual policies to enhance or supplement your group 
insurance coverage.

There isn’t time available today to go through all six areas in any detail, 
so we’ll focus briefly on some things we all have in common: the need for 
health insurance and life insurance.

Key Areas of Insurance Coverage

 Medical

 Long‐term care

 Disability income

 Liability

 Property & casualty

 Life
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[Note to presenter: Modify this slide if changes have been made to the 
health insurance marketplace, coverage options, and/or subsidies.]

If you don’t have health coverage through an employer and are not 
eligible for a government plan such as Medicare, you can check out 
health insurance plans on the Health Insurance Marketplace, also known 
as the Health Insurance Exchange.

Through this one-stop health insurance outlet, you can:

• Compare private health plans based on coverage options, deductibles, 
and cost

• Find answers to questions about coverage options and eligibility

• Enroll in the plan that best meets your needs

• Claim a subsidy (if you qualify)

All marketplace plans are offered by private companies and must cover a 
set of 10 essential benefits, such as hospitalization, physician visits, 
prescription drugs, maternity care, and mental health care.

Plans are grouped by tier, based on the percentage of expected health-
care costs the plan is designed to pay: bronze (60% of the actuarial value 
of expenses), silver (70%), gold (80%), and platinum (90%). Premiums 
vary within each tier, as do the deductibles, copays, and coinsurance 
rates.

Open enrollment for 2020 marketplace plans ran from November 1 
through December 15, 2019. If you didn’t enroll by December 15, 2019, 
you can’t enroll in a health insurance marketplace plan for the rest of 
2020 unless you qualify for a special enrollment period. You can learn 
about your options on the government’s official website, HealthCare.gov. 

Health Insurance Marketplace

 Compare private health plans based on 
coverage options, deductibles, and cost

 Find answers to questions about 
coverage options and eligibility

 Enroll in the plan that best meets 
your needs

 Claim a subsidy (if you qualify)

 Visit HealthCare.gov to learn about 
your options
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Although most people prefer not to think about dying, death is inevitable, 
so having adequate life insurance protection can be a major concern for 
families. 

When you consider your life insurance coverage, you need to ask yourself 
three critical questions.

First is “How much life insurance do I need?” It’s not quite as simple as 
calculating two to five years of your annual salary — or even 10 years. It’s 
important to do an in-depth analysis of your situation, taking into account 
your family’s lifestyle, future needs, and other sources of income.

Second is “What type of policy will meet my family’s needs?” Would I be 
best served by term insurance, or should I buy a permanent life insurance 
policy?

And third, “Who will get the money upon my death?” Should the benefit 
pass directly to my heirs, or do I want it to accomplish other goals? Is it 
important to keep the benefit outside of my taxable estate?

A financial professional can help you address these concerns.

Remember, the cost and availability of life insurance depend on factors such 
as age, health, and the type and amount of insurance purchased. Before 
implementing a strategy involving life insurance, it would be prudent to make 
sure that you are insurable.

Three Critical Life Insurance Questions

1. How much do I need?

2. What type of policy?

3. Who gets the money?

SLIDE 0080

PREVIEW



© 2020 Broadridge Investor Communication Solutions, Inc. V20N2
FO: FM

1. Calculate your dependents’ total annual living costs.

(Include all mortgage and loan payments)  $_________

2. How much annual income would be available to them?

A. Spouse’s income $__________

B. Investment income $__________

C. Social Security $__________

D. Pension $__________

E. Other income $__________

F. Total income available $__________

3. How much more income would your family need?

(Subtract the total on line 2F from line 1) $__________

4. What rate of return could they expect on investments? _________%

5. Resulting life insurance benefit $__________

(Divide total on line 3 by the rate of return on line 4)

Example

How Much Life Insurance 
Do You Need?

$  70,000

$  42,000 

$  28,000

7 %

$400,000

This hypothetical example is used for illustrative purposes only. Actual results will vary. 

Page 5

How much life insurance do you need? To help answer this question, let’s turn to 
page 5 in your workbook.

[Note to presenter: Pause to give participants time to turn to the correct page.]

This worksheet will help you determine how much life insurance your family would 
need in order to maintain its lifestyle in your absence.

Let’s go through a hypothetical example together so you can see how it works. 

Imagine a 45-year-old couple with two children. Their annual living expenses —
including mortgage payments, other loans, and taxes — are about $70,000. That 
number goes on line 1.

The surviving spouse would have access to a few alternative income sources, which 
add up to $42,000 a year. That number goes on line 2F.

By subtracting $42,000 from $70,000, we can see that the surviving spouse will be 
approximately $28,000 short each year. That number goes on line 3.

To estimate how much capital it would take to provide $28,000 in additional annual 
income for an indefinite number of years, we first need to estimate the return this 
family might be able to expect on a hypothetical investment portfolio. For this 
example, we’ll say 7 percent. That number goes on line 4.

Finally, we need to know the amount of principal, or life insurance, they would need to 
invest at 7 percent to generate an annual income of $28,000. To do this, we divide 
$28,000 by 7 percent, which results in $400,000. That’s how much life insurance this 
family would need to maintain its comfortable lifestyle for the long term. Does 
everyone see how this works?

Of course, if additional funds are needed for specific expenses, such a child’s college 
education, that amount can be added to the figure on line 5.

You can complete this worksheet at home to estimate your own family’s needs, or we 
can work on it together during the complimentary consultation.
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