
Simplify for early success

New Advisor Foundational 
Planning



Set the baseline of planning

• Following the first 3 questions on the FF, 
set the ‘refrain’ that you’ll touch on 
continually through the process: 

• “Financial Planning can become a 
complex topic but, at it’s core, it’s fairly 
simple: Everything important you want in 
life is dependent upon two things: Your 
ability to earn an income and The 
decisions you make with that income.” 

• The entire planning conversation 
supports this statement, and every 
recommendation is tied to this 
foundation.



“Your ability to earn an Income” in 
the Fact Finder

• Instead of doing a detailed life 
insurance amount calculation in the 
Fact Finder, help them understand the 
value of their lifetime earnings.

• This value is another Anchor for your 
entire conversation: “Remember when 
we talked about the core of financial 
planning: ‘everything important that you 
want/need in life is dependent upon 
your ability to earn an income and the 
decisions you make with that income? 
Have you ever thought about the value 
of your income as an asset today.”



“Your ability to earn an Income” in 
the PX

• “Remember when we discussed the value of 
your earning potential in our last conversation? 
Let’s go deeper into what that looks like for you 
specifically” 

• This represents every dollar you’ll earn, spend 
and save over your working lifetime - if you had 
it today, you could retire! 

• The decisions you make with your income are 
irrelevant if you don’t have the ability to earn 
an income.  

• Risks to this number? Lose a job (have a cash 
reserve); sickness or injury (DI/Health Ins), die 
(life insurance). 



“The decisions you make with your Income” 
in the Fact Finder

• Agree to a philosophy of money in 
general in the Fact Finder. 

• 50/25/25. 60/20/20. 

• Basically, keep fixed expenses 
reasonable, and split everything else 
equally. 

• Many people may not know their detailed 
budget: Find their minimum monthly non-
negotiable number and know what they 
are saving/investing. Everything else, by 
default, is discretionary.



“The decisions you make with your Income” 
in the PX

• When you’ve agreed to a money 
philosophy in general in the Fact Finder, 
apply their philosophy to them specifically 
in the PX. Goal and Discretionary dollars 
should be close to the same. 

• Lean in and discuss the natural tension 
between goal and discretionary dollars - 
normalize the feeling. 

• The first close is ‘dollars to the plan’, then 
put recommendations in context of the 
entire goal amount. For example, a $3k life/
DI premium may feel large in isolation, but 
10% of your total goal allocation toward 
protecting your income and building long 
term cash value feels reasonable.



Asset Location
• All your accumulation is based upon 4 

core factors: Savings rate, ROR, Taxation 
and Time to Goal. 

• Focus first on what is most in your 
control:  

• Time to goal: Start now 

• Savings rate: Dollars to the plan  

• Taxation: A combination of taxable, 
tax deferred and tax free accounts 
give options based upon future rates 

• ROR: Diversify and Dollar cost 
average - you can’t control the 
market. 



Asset Location
• Be purposeful with asset location 

during accumulation so you can ‘wake 
up well positioned’ when you’re 
entering distribution phase. 

• ‘Your ability to earn an income and the 
decisions you make with that income’ 
will evolve into ‘the decisions you make 
with your assets, and their ability to 
create a predictable income’ as you get 
closer to retirement. 

• Reinforce the tax diversification 
achieved through each funnel.



“Asset Allocation”
• You can’t control the market, and you 

should participate broadly. 

• Dollar cost averaging into a diversified 
portfolio gives all the upside of the 
market with less stress of wild swings. 

• This also sets the conversation for 
Permanent Life Insurance and the 
General Account!



Simplicity is the ultimate sophistication

Add modules only as necessary

• If you can communicate the fundamental financial concepts effectively, the modules just 
quantify and reinforce the concepts where needed.  

• Concepts set their beliefs. Modules are the math that support the beliefs. The math isn’t the 
motivator for action. 

• If you can effectively communicate one module, you can communicate all modules. 

• What you want - What you have = What you need. 

• Joint Work up for more complex cases until you’ve mastered this 5 page PX and are ready for 
the next level of growth.


