NaviPian

NaviPlan Standard
Learning Guide

Financial Assessment

Canadian version 11.0

EISI, Winnipeg



Disclaimer

This software is designed to allow a financial planner to demonstrate and evaluate
various strategies in order to achieve a client’s financial goals. It is licensed on the
understanding that EISI is not engaged in rendering legal, accounting, or other
professional advice and, if any such advice is required, the services of a competent
professional person should be obtained.

Copyright

No part of this publication may be reproduced or transmitted in any form, by any
means (electronic, photocopying, recording, or otherwise) without the written
permission of EISI.

NaviPlan is a registered trademark of EISI.

Microsoft Word is a registered trademark of Microsoft Corporation. Adobe and
Acrobat are trademarks of Adobe Systems Inc. All other product names are the sole
properties of their respective owners.

© Copyright 2010
Emerging Information Systems Incorporated (“EISI”)
All rights reserved. 100205



Contents

Using the Learning Guide ..........ccocoiiiiiiiiiiieennne. 1
(000] 0 1Z=T 01 1 [0] o F=T 1
Essential WINAOWS SKillS ........euieieieiiei ettt eee e 1
LU 1T T N =Y o 1
Financial Assessment module.........ccooeeiiiiiiiciiiiinnn. 3

Learning objective:
Establish the purpose and benefits of using the

Financial ASSESSIMENT ........uiiiiiiiiii e 4
Learning objective:
Capture your clients’ current financial position............c...cooooiviiiennn. 7

Learning objective:
Define and analyze your clients’ retirement, education,

major purchase, and iNSUraNCe NEEdS. .........ccuuvieuieeieenieeiaeieeanes 11
Learning objective:

Generate and present the Financial Needs Assessment report .......... 34
EXEICISES ..ttt 51
CONCIUSION ...ttt e e et e e e e een e e 59

Answers to Financial ASSESSMENT EXEICISES ......ovrvninirieieieiieieieenanas 60



NaviPlan Standard Learning Guide: Financial Assessment



Using the Learning Guide

The NaviPlan Standard Learning Guide is intended to help you learn
how to use NaviPlan. To use this learning guide effectively, go
through each page from start to finish.

Conventions
The NaviPlan Standard Learning Guide includes the following
conventions:

* The names of items that are labelled on the screen are italicized.
For example,

The Clients page opens.

* Within instructions, the names of items that you must select, click,
or enter appear in bold. For example,

Select Recommended, and then click OK.

* To help you navigate through the application, locations are
separated by en dashes. For example,

Financial Picture section — Net Worth category — Accounts page

Essential Windows sKkills

This learning guide assumes that you know how to perform the
following tasks:

* Use the mouse (click, double-click, right-click, drag, and point)
* Move, resize, and close a window
* Navigate through a dialog box and use scroll bars

* Choose menu commands and select options from windows and
submenus

If you are unsure about any of these Windows essentials, refer to
Microsoft Windows user documentation.

Using Help

The quickest way to get information about any command, dialog box,
or item within NaviPlan Standard is to use the application Help.

? Help | 10 access the Help, click the Help button at the top of the
NaviPlan window.

Conventions 1
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Financial Assessment module

Financial Assessment module

The Financial Assessment is a tool to help you provide a quick
analysis of the clients’ retirement, education, major purchase, and
insurance goals.

Purpose

The purpose of this learning guide module is to define your clients’
current financial situation and analyze the results using the Financial
Needs Assessment client report.

Learning objectives
Upon successful completion of this module, you will be able to

* Establish the purpose and benefits of using the Financial
Assessment

* Capture your clients” current financial position
* Define retirement, education, major purchase, and insurance goals

* Generate and present the Financial Needs Assessment report

NaviPlan planning stages

The following diagram shows the planning stages you can follow in
NaviPlan Standard, from creating a client file to presenting a financial
plan. The learning objectives in this module are part of the Capture
current situation, Define goals, and Present financial plan stages.

Create client file

Capture current
situation

Develop Present financial

Define goals - commendations plan

-
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Learning objective:

Establish the purpose and benefits of using the Financial

Assessment

Create client file

Capture current ; Develop Present financial
. . Define goals .
situation recommendations plan
——
L

Creating a Financial Assessment allows you to quickly assess if your
clients will meet their goals, given their current assets, incomes, and
savings strategies. It will help you determine any gaps your clients

may have in attaining their goals.

The Financial Assessment replaces the Comprehensive Retirement
concept from previous versions of NaviPlan Standard.

4 Learning objective: Establish the purpose and benefits of using the Financial Assessment



Financial Assessment module

Plan Creation dialog box
Plan List Calculators = M

Plans

ageme P Instructions

Plan List Create Mew Engagement. ..
Jun 11 2008

Edit | Yiew | ¥ Delete Created: 2008-06-11 13:34:18

3
[ New... || 2 Open | View | BB Duplicate.., | PrOjecr T POt -Heramace X Delete |

atio 7 i

Plan Creation - Plan Selection

Plan Selection .

P Instructions
Modules

Calculators Information
Summary

O Calculator Choose a calculator A Financial Assessment

1_‘} Estimated time to complete: 5 to 7 minutes

Assessments

(! Finandal Assessment Description

) Asset Allocati Create 3 needs assessment to identify the dients'
[/ Asset Allocation current finandial situation and to dearly illustrate what

is required to meet the dients' goals.

Plans
O Level 1 Promote Options
= Can be promoted to any one of the following levels:
) Level 2 e Level 1

. ; ® level 2
Select Financial A ment, 3

and then click Next. J

Back et | Finish Cancel

Figure 1: Plan Management section — Plan List category — Plans page — New button — Plan Creation dialog box

Benefits of a Financial Assessment

* Quickly engage clients — Create a needs analysis based on your
clients” current financial situation in minutes

* Qualify clients for further planning — Use the analysis to determine
if more detailed planning is needed

* Capture basic financial data — Requires relatively little data from
your clients

* Assess current financial situation — Analyze current net worth,
cash flow, and progress towards financial goals

* Perform multiple goal analysis — Analyze one or more goals
including retirement, education, major purchase, life, and
disability insurance analysis in one tool

Learning objective: Establish the purpose and benefits of using the Financial Assessment 5
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* Automatically analyzes goals — System-generated analysis and
suggestions are included to achieve the desired goals and save
you time

* Present the results easily — Generate a short, simple, professionally
designed client report

* Upgrade data into a Level 1 or 2 Plan — Promote the data to a
Level 2 Plan as the clients” needs and complexity of advice
changes; promoting (prepopulating data)

* Allows for a more detailed analysis
* Reduces time spent on data re-entry
* Reduces the likelihood of errors during data re-entry

* Creates a copy of the data so that the original information is
retained in the original Financial Assessment

As a quick assessment tool which considers identified goals
independently, the Financial Assessment is useful for several different
types of situations, including the following:

* A couple with children who have savings for retirement
(including pensions), education, major purchase, and insurance.
The clients may have RRSPs, RESPs, non-registered savings
accounts, and insurance coverage.

* A couple with no children who have savings for retirement and a
major purchase. The clients may have RRSPs and non-registered
savings accounts. The non-registered savings could be for a car,
vacation, or a down payment for a home, etc.

* A single client who has savings for multiple goals such as
retirement and major purchase. The client may have RRSPs and
non-registered savings accounts.

Learning objective: Establish the purpose and benefits of using the Financial Assessment
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Learning objective:
Capture your clients’ current financial position

NaviPlan planning stages

Create client file Captyre r.?urrent Define goals Develop_ Present financial
situation recommendations plan
—— _—

The first step in building a Financial Assessment is to establish your
clients’ current assets and savings strategies.

Select Modules page

F,fhanaa/,ﬁlssessment Motes |+ | Calculators » | 4 Back | Next k

Client Management Select Modules ‘ Assumptions | Finandal Picture | Retirement | Education | Major Purchase | Insurance | Summary ‘ Client Report |

-
Flan Hanagement - F instctons Each page allows you to enter a specific set of financial data for
your clients. Click the page name or use the Back and Next
buttons to move back and forth between pages.
A check mark indicates enabled modules. Click Select Medules to change the available modules in this assessment.

Modules

Assessment Name®
Financial Assessment

Financial Assessment

Financial Assessment

Select the modules that apply to your clients.
¥ Retrement Only the modules that are selected will have a

v Education :
corresponding page at the top of the screen.
v Major Purchase P gpag P

Enter all of the
data and perform
the analysis in a

b . v Insurance
single section and R Detailed retirement mode allows you to enter information about
category. ! your clients' RRSP, defined benefit, and LIRA contributions.
Convert ko Detaled Retirement | y

Figure 2: Financial Assessment section — Financial Assessment category — Select Modules page

Modify the Assessment Name and the modules to be included in the
assessment, or click Next to continue to the next page.

For each module that you select, a corresponding page appears.

If you change your mind, you can always come back to this page later
and add or delete modules.

Learning objective: Capture your clients’ current financial position 7
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Client Management
-
Plan Management

-
Financial Assessment

Financial Assessment

Financial Assessment Motes | = | Calculators ~ | 4 Back | Next b

Select Modules ‘ Assumptions | Financial Picture | Retirement | Education | Major Purchase | Insurance | Summary | Client Report |

W Instructions

RRSP Contributions Last year's values are used to determine

Robert Sarah this year's contribution limits so be sure to
2007 Earned Income 595,000 $86,000 ~ capture eamed income and RRSP
2007 Pension Adjustment @ information for an accurate analysis. Your
RRSP Overcontribution Balance © w0 clients Noglhce of i\ﬁse_s?mentt_ls useful for
Unused RRSP deduction limit at the end of 2007 $18,000 $26,000 gatnerng tis Information.

T
Inflation
Base Inflation Rate | 3.00%| Inflation Rate Graph... f Select the appropriate tax
bracket based on the taxable

e — income level your clients expect
axFes during each time period.
Robert
Tax Bracket Average* Marginal*

Pre-Retirement  |$100,001 - $110,000| v 30.40% 44.32%
Retirement $110,001 - $120,000| v 31.73% 44.32%
‘fear of Death $100,001 - $110,000 v 30.40% 44.32%

Sarah

Tax Bracket Average* Ma
Pre-Retirement 90,001 - 100,000 |+ 29.45% 44.32

Retirement $110,001 - $120,000| v 31.73% 44.32%
‘fear of Death $100,001 - $110,000 v 30.40% 44.32%

When you select a tax bracket, the
Average and Marginal tax rate
estimates automatically update.

Adjust the rates to accurately reflect

Dependants your clients’ situation.

Tax Bracket Average* Marginal*
Tax Rate S0 - 510,000 w 1.40% 21.05%

Note: The tax rates shown are federal tax rates plus the appropriate provindal rates calculated on a progressive basis for
the jurisdiction and level of income to which they apply.

Figure 3: Financial Assessment section — Financial Assessment category — Assumptions page

NaviPlan bases its calculations on certain assumptions, which you can
change or modify.

* Average — This rate is applied to incomes that spread over multiple
tax brackets (e.g., employment income) entered on the Financial
Picture page

* Marginal — This rate is applied to additional income earned (e.g.,
interest income) and will be applied to calculated income amounts
from assets

* You can specify which inflation and tax rates NaviPlan should use
for this assessment

* The inflation rate entered here will be applied throughout the
assessment to incomes, expenses, and other related values.

8 Learning objective: Capture your clients’ current financial position



Client Management

Plan Management

Financial Assessment

Financial Assessment

Financial Assessment module

Financial Assessment Motes \'l Calculators | 4 Back | Mext b

Select Modules | Assumptions | Financial Picture | Retirement | Education | Major Purchase | Insurance | Summary ‘ Client ReportJ,_
Enter your client's income
- from all sources excluding

b Instructions

Lifestyle Assets 3 Annual Income investment income as this
Asset Amount Robert Sarah will be calculated when you
Residence $300,000 Annual Income $100,000 30,000 enter account information an
Cottage S0 4 Monthly Expenses \_ the next page.

Personal Use Property $30,000 - se Amount

Enter your clients
non-income producing
assets here.

Listed Personal Property {e.g. utilties, repairs)

£2,500
: < 2% You can enter expenses
Tota 2N in each category or

TrarEportation {e.g. gas, insurance) £1,500 cambine all expenses in
Linbilities Entertaulﬁlzﬁent :a.:j.. rest:ubr:ﬁls), movies) 51,322 a Smgle amount. in the
3. r < - £
Outstanding Interest Monthly sreenal =g ) aining, NebBies Otherfield.
Liability Amount Rate Payments Other {e.g. child care, travel) 52,000
Mortgage §175,000 5.00% 51,200 Mortgage \
Car Loans S0 8.00% S0 Car Loans \(_ Loan payments will _-\
Personal Loans 0 8.00%; 0 Personal Loans automatically be treated
Other s0| | 12.00% 50 Other as cash expenses. J
Total Total

Figure 4: Financial Assessment section — Financial Assessment category — Financial Picture page

Use the Financial Picture page to capture your clients’ current net
worth (left side) and cash flow (right side) details.

(@ Lifestyle Assets component
In the Financial Assessment, you must manually enter the details of
your clients’ lifestyle assets.

* Only include your clients’ non-income producing fixed assets such
as their home, cottage, business, and any other fixed assets that are
important to your clients

* Use the Personal Use Property and Listed Personal Property fields to
enter assets such as vehicles and collections

* A 2% growth rate is assumed for all lifestyle assets

Investment accounts should be entered on the <goal> page for the goal
they are intended to fund.

@ Liabilities component

In the Financial Assessment, you must manually enter the details of
your clients’ liabilities.

* Enter the total value of your clients” mortgages or loans

* Payments are treated as cash expenses and will automatically stop
once the balance reaches zero

Learning objective: Capture your clients’ current financial position 9
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@ Annual Income component

Income entered here will be taxed at the average tax rate defined on
the Assumptions page. If your clients have multiple income sources
you can combine them here into one amount.

Annual income will be used to establish future RRSP
contribution limits.

@ Monthly Expenses component

Monthly expenses apply during the accumulation phase before
retirement and will stop December 31 of the year before the first client
reaches his or her retirement age.

Do not enter income taxes, CPP/QPP or EI deductions, loan payments,
savings towards assets, and life or disability insurance premiums
under Monthly Expenses, because these expenses are entered in other
areas of the Financial Assessment or are automatically calculated.

The total expenses required during retirement are defined on the
Retirement page.

Learning objective: Capture your clients’ current financial position
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Learning objective:

Define and analyze your clients’ retirement, education, major
purchase, and insurance needs

NaviPlan planning stages

Create client file Captf.lre t?urrent Define goals Develap_ Present financial
situation recommendations plan
i —

Once you've captured your clients” current financial details, you are
ready to define goals and assess how well their current strategies are
meeting their goals.

Retirement page

Financial Assessment Motes |- | Calculators » | 4 Back | Mext »

e Select Modules ‘ Assumptions | Finandal Picture | Retirement | Education | Maijor Purchase | Insurance | Summary ‘ Client Report |

ageme P Instructions f_Estainsh your clients' desired ﬁ

SN 1 ) Retirement Information uetl rement age and life expectancy;) @ Goal Cover Click th_ls button to |denm‘y
e ) - strategies that may assist
inancial Assessment Desired annual retrement income (in today's § after §105,000|Index at|  3.00% Goal Cove X . T .
your clients in achieving their
Robert Sarah desired retirement goal.
Retirement Age 62 52
) 583 Vv’ :
Income streams Life Expectancy 90 =0} [ what are my options?. ..
form one funding CPRJQPP Eligibility B¥ Details
source for 04 Eligiblity EF Details
retirement Annual Defined Benefit Pension $17,500| _[B¥ Detais s0| _[BF Details
y ~
{ } Savings Preferences
2 )| Non-Registered | RRSP | RRSP Spousal | Defined Contribution | LIRA | Robert  Sarah
RRSP
- -
Robert Sarah Joint RRSP-Spousal O O
Retirement savinds Current Value $61,000 $55,000 $40,000 Non-Registered - Joint
g Monthly Savings (% or % of Salary) 50 S0 $150
fo_rm another Assumed Return Rate /l
funding source for Pre-Retirement 5.20% 10.90% 3.00% i
retirement. Retrement 2200 10,50 - e Select the account types to which
Stremen 2 S0 B additional monthly savings should
be directed for the What are my
options? calculations.
™

Figure 5: Financial Assessment section — Financial Assessment category — Retirement page

On the Retirement page, you can define and analyze your clients'
current retirement objective, analyze the goal, and explore alternative
strategies to ensure your clients achieve their desired retirement goal.

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs 11
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®

Retirement Information component
Desired annual retirement income (in today’s $ after tax) — Combine all
expected after-tax living expenses into a single retirement need.

* Do not include income taxes, CPP/QPP or EI deductions, loan
payments, and life or disability insurance premiums in this
amount because they are captured on other pages of the Financial
Assessment or are automatically calculated.

Retirement Age/Life Expectancy — Retirement is assumed to begin
January 1 of the year the first client reaches his or her retirement age
and end December 31 of the year the last client reaches his or her life
expectancy age.

* The clients do not have to retire in the same year

CPP/QPP/OAS Eligibility — If selected, NaviPlan automatically
calculates benefit amounts based on your clients” ages (for more
information, see “CPP/QPP & OAS Details dialog box” on page 14).

Annual Defined Benefit Pension — Enter the present value of any pension
income expected to begin at retirement.

Investment Accounts for Retirement
Only accounts that are intended to fund the retirement goal should be
entered on the Retirement page.

Because this guide is based on a detailed retirement analysis, you
have the flexibility of entering various account types. In a simple
retirement analysis, you can only enter accounts as non-registered or
registered, which would make for easier data entry.

* You can convert a retirement analysis from simple to detailed by
clicking the Convert to Detailed Retirement button on the Select
Modules page

For all accounts, you can specify the current value as well as the
assumed return rates during pre-retirement and retirement.

With the exception of LIRAs, you can enter the current savings the
clients are investing toward their accounts.

* Monthly savings can be entered as either a dollar amount, a
percentage of the client’s salary, or in the case of registered
RRSP and RRSP-spousal accounts, using the keyword max

* The Annual Income amount entered on the Financial Picture page
will be used in calculating the savings amount when savings are
entered as a percentage or when the keyword max is used

* Using the keyword max will contribute the maximum amount
allowed as per the federal limits

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs



Financial Assessment module

* In the case of defined contribution accounts, you can specify
employee and employer savings

For registered account types, you can adjust conversion and annuity
details by clicking the Details button. (An Account Setup dialog
box opens.)

@ Goal Coverage component
* Goal Coverage — The graph indicates whether your clients can
achieve their retirement goal using their current strategies

* Asyou make changes to the data, the graph updates
automatically

*  What are my options? — Opens the What are my options? - Retirement
dialog box which assists you in exploring strategies to achieve the
desired goals

* For more information, see the What are my options? — Retirement
dialog box section on page 17

K‘D Savings Preferences component
* By default, the Invest a Lump Sum Today of and the Save an
Additional monthly amounts in the What are my options? —
Retirement dialog box assume that the savings are directed towards
a system-generated joint non-registered account

* If you would like NaviPlan to recommend monthly savings
towards RRSP or RRSP- spousal assets, select the appropriate
check boxes under Savings Preferences prior to opening the What are
my options? — Retirement dialog box

* The What are my options? — Retirement dialog box will solve for the
goal by identifying savings to the selected asset types

* The Non-Registered - Joint check box is always selected and cannot
be cleared

* This setting ensures that retirement savings can be directed to a
joint non-registered account when registered savings are
maximized to avoid RRSP overcontributions

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs 13
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CPP/QPP & OAS Details dialog box

Q Monthly CPP/QPP Benefits
Benefit Amount®
(Eligible %o or Est. Benefit Start* Monthly Benefit
in today's $) (Age or Retirement) (in future $) Starting In
Robert 100% Retirement. 51,275 2028
Sarah 100% Retirement 51,370 2030
The keyword retirement
|| | ¥l share crr/gpe indicates henefits will begin
@ ) Monthly 0AS Benefits w_hen wour clients plan to
Benefit A - retire. If you prefer, you can
n moun .
(Eligible % or Est. Monthly Benefit m.anuall‘_\, entertl}e age at
in today's ) {in future $) b Which henefits will begin.
Robert 100% $951 2031
| sarah 100% §1,052 2033
@-] Benefits Indexed At
Infl. +/- Add'lL Total
+ 0.00%/ = 3.00%
oK | Cancel |

Figure 6: Financial Assessment section — Financial Assessment category — Retirement
page — CPP/QPP Eligibility — Details button — CPP/QPP & OAS Details dialog box

The CPP/QPP & OAS Details dialog box allows you to enter the details
for your clients” CPP/QPP and old age security (OAS) benefits based
on government-issued statements.

L‘D Monthly CPP/QPP Benefits component
* Indicate whether or not your clients will receive benefits and enter
the percentage they will be eligible to receive

¢ CPP/QPP benefits must occur no earlier than age 60 and no later
than age 70

* NaviPlan automatically calculates the applicable reduction or
increase in benefits based on the client’s age when the
benefits begin

@ Monthly OAS Benefits component
* Benefits start at age 65

@ Benefits Indexed At component
* Selecting the Infl. check box indexes the amounts to the default
rate of inflation defined on the Financial Assessment section —
Financial Assessment category — Assumptions page

14 Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs
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* You can adjust the total by entering a value in the Add’l. field
* The indexing will apply starting today

» Instructions | Select the method. and then
Q Method I define the Pension Details

) Estimate Use this method to enter the amount directly from a statement
) provided to the dient by the pension administrator.,

(&) Formula Use this method to automatically calculate the be
A the annual income entered on the Fnandcz’ Aig

If you select the
@ ) Pension Details (Benefit Formula)

Estimate method. this
middle row of the

Benefits Start g e o
Member Benefits Start Age* Date* Pension Dt_’:*-aus
52 Retirement component will not be
o
Total Years of available
Pensionable Integrate with % of Earnings Up % of Earnings
Service® CPP/QPP to YMPE* Above YMPE*
10 1.40% 2.00%

% Payable
to Survivor Index by

60%: 3.00%
Est. Annual Benefit when Benefits Begin

K | Cancel |

Figure 7: Financial Assessment section — Financial Assessment category — Retirement
page — Annual Defined Benefit Pension — Details button — Defined Benefit Pension

dialog box

Using either the Estimate or the Formula method (shown in Figure 7),
you can enter the details of your clients” defined benefit pensions.

@ Method component
* Estimate — Allows you to enter the actual benefit amount as a flat
dollar amount or a percentage of income

* Formula — Calculates the benefits based on an adjustable pension
formula found on a pension statement

@ Pension Details (Benefit Formula) component
Use the middle section of the Pension Details component to define the
years of pensionable service and contributions rates applied to
pensionable earnings up to and above the YMPE based on the details
of your clients’ pension plans.

* Integrate with CPP/QPP — Selecting this check box indicates that the
pension plan’s contribution rate is reduced by the CPP/QPP
contribution rate on the earnings up to the YMPE

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs 15
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% of Earnings Up to YMPE and % of Earnings Above YMPE are
used to do the following;:

* Calculate the Est. Annual Benefit when Benefits Begin amount
* Calculate the pension adjustment amounts

% Payable to Survivor — Transfers the stated percentage of benefits
to the survivor upon the death of the plan owner

Index by — Inflates the benefit amount starting when the
benefit begins

Est. Annual Benefit when Benefits Begin — Calculated benefit amount
(Formula) or benefit amount entered (Estimate) to be received
annually based on the details entered above and the annual
income entered on the Financial Picture page

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs



Financial Assessment module

What are my options? - Retirement dialog box

100%
90%- Graphical display of your clients'
) ] overall goal coverage based on
80%- current savings strategies.
70%
60% = Unfortunately, your current projected
] retirement strategies fall short of the
50% ] desired retirement goal.
o/ - See Opfions to explore alternative
40 /:3 E strategies that may assist you in
r_;/ ] achieving the desired retirement goal.
30%-
20%
10% -
0% |

NaviPlan calculates four mutually exclusive
aptions that will achieve 100% goal
coverage for your clients.

Retirement

Consider the following options for the current retirement goal:

Q ] Options

Expect Retirement Expenses Savean Invest a Lump Retire in the
to be Covered at ($/year) 2 OR Additional 2! OR Sum Todayof?l OR Year (at Age) ?
63.00% (%66, 150) £3,895/month ™ £732,026 2039/2041 (73/73)
Robert

Maximized RRSP

Enter your clients' previous year's salaries and
unused RRSP contribution room on the Assumptions
page, and current salary on the Financial Picture
page, to ensure that appropriate values are
calculated for the RRSP and RRSP-spousal options.

yedl W yedr DECAUSETL

Sarah
Maximized RRSP

Joint

2,998

T The amount shown is the to
The monthly savings amount can
includes maximized RRSP savings.

Close

Figure 8: Financial Assessment section — Financial Assessment category — Retirement page — What are my options? button — What
are my options? - Retirement dialog box

@ Options component
The options displayed indicate possible strategies for achieving
the goal.

Expect Retirement Expenses to be Covered at ($/year)

* If the amount displayed is less than 100%, your clients may need to
reduce their retirement spending to achieve their goal

* If the amount displayed is more than 100%, your clients may be
able to increase retirement spending and still achieve their goal

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs 17
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Save an Additional — Calculates additional monthly savings needed to
achieve 100% goal coverage.

* Assumes additional savings are saved to a system-generated
jointly owned non-registered account that is linked to retirement
and earning your clients’ current average rate of return on the
goal’s funding accounts

* Strategies displayed depend on the selections made under Savings
Preferences on the Retirement page and the amount of RRSP
contribution room available

* Total additional monthly savings appear with the breakdown
between RRSP, RRSP-spousal, and non-registered savings

* The amount shown is the total additional monthly savings in the
first year

* The monthly savings amount can change from year to year if it
includes maximized RRSP savings

* NaviPlan uses the following assumptions when calculating
additional monthly savings:

¢ If contribution room is available, NaviPlan will solve first for
registered savings and then non-registered savings, if needed

* If maximizing RRSP savings is required, the words Maximized
RRSP will appear, otherwise, a dollar value will appear

¢ If maximizing RRSP savings is required, the maximum
contribution must be made in each year until the individual’s
retirement; e.g., in the first year a larger amount may be
required to use up the unused contribution room and in later
years smaller amounts that match the contribution room
available each year may be required

* NaviPlan attempts to split RRSP savings equally between
clients, if room is available

* RRSP savings suggestions will factor in the following:
* RRSP unused room for the current year
* Unused RRSP deduction limit at the end of the previous year
* Previous year’s pension adjustment

* If your clients are already retired, then this amount will not be
calculated

18 Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs
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Invest a Lump Sum Today of — Assumes the additional savings are
invested into a system-generated jointly owned non-registered
account linked to retirement that is earning your clients” current
average rate of return on the goal’s funding accounts.

* This value may give you an indication of the lump sum required to
help your clients achieve their goal, if funds are available from an
inheritance, an expected income bonus, future payout from
another source (e.g., proceeds from a sale of a fixed asset/
property), or possibly from an account your clients have not
disclosed to you

* If your clients are already retired, an amount will not be calculated
Retire in the Year (at Age)

* If an age greater than the planned retirement age is displayed,
your clients may be able to achieve their goal by delaying the start
of the retirement goal

* If an age less than the planned retirement age is displayed, your
clients may be able to retire earlier and still achieve their
retirement goal

Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs 19
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Education page

Financial Assessment
ST Select Modules | Assumptions | Finandial Picture | Retirement | Education | Major Purchase | Insuran{f

ageme F Instructions An Edgcatinn goal is
automatically created for
each family member you

= 1 Education Objectives

Financdial Assessment Marc - \ included in the client file.
Annual Education Costs {in today's 5) £17,000
Index Costs by 5.00%
Education Start Age 18| |2014 'd Define the age when
Mumber of Years 4 "‘-\_ funds will be required.

Total Projected Cost ¢9g,192

2 Savings Information

Marc

Current Amount Saved $12,000
Current Monthly Savings 5100
Assumed Return Rate 4, 50% ™ Define your clients'

_ current education

[E what are my options?. .. savings plan.
Click this butten to identify strategies
that may assist your clients in
20%

achieving their desired education goals.

Figure 9: Financial Assessment section — Financial Assessment category — Education page

On the Education page, you can define your clients' current
objective(s), analyze the goal(s), and explore alternative strategies to
ensure your clients achieve their desired education goal(s). An
education goal is automatically entered for each family member.

@ Education Objectives component
* Annual Education Costs (in today’s $) — Enter the estimated
education costs per year that your clients would like to support for
each family member

* Index Costs by — This defaults to 5% since education costs often
increase faster than the overall inflation rate
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* Education Start Age/Number of Years — Expenses are assumed to
occur on January 1 of each year that the goal is in effect

* Education Start Age should correspond to at least nine months
after the plan date to ensure an accurate analysis, because a
certain amount of time is required to calculate savings

* Total Projected Cost — Total cumulative cost of the entire education
goal, including inflation

@ Savings Information component
*  Current Amount Saved — Combine the amount of all the
non-registered and registered (RESP) accounts that are intended to
fund the education goal

* Current Monthly Savings — Combine the monthly savings amount
to all non-registered and RESP accounts (NaviPlan assumes the
savings are made to a non-registered account and does not take
the Canadian Education Savings Grant (CESG) into consideration)

* In Level 1 and Level 2 Plans, NaviPlan takes CESG
considerations into account for RESP accounts

*  What are my options? button — Opens the What are my options? -
Education dialog box which assists you in exploring alternative
strategies to achieve the desired goals

* NaviPlan only recommends non-registered assets and it does
not calculate the CESG carryforward limit or annual CESG
amount

* For more information, see “What are my options? - Education
dialog box” on page 22

* The graph indicates whether your clients can achieve their
education goal(s) using their current strategies; the graph updates
automatically as you make changes to the data
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What are my options? - Education dialog box

90% ] A graphical display of your
0 clients' overall goal coverage

80% based on current savings
strategies.
TD% Unfortunately, your
current projected
60% education strategies

] may not allow you to
9{, ] achieve the desired
50% E education goal,

40% See Cofons to explore
glternative strategies
0 that may assist you in
30 fﬂ achieving the desired
a education goal,
20%
0f 7 ;
10%- NaviPlan calculates up to three )
0] mutually exclusive options that will
U :"0 T i (¥]
M achieve 100% goal coverage for
arc your clients. W,
Consider the following options for the education goal: /
Q J' Options ot
Expect to Support Edu@thn Savean Invest a Lump
Costs at ($[year) |2/ OR Additional 2| OR Sum Today of 2|
Marc 25% (54, 389) 5564/month 851,175
Close

Figure 10: Financial Assessment section — Financial Assessment category — Education page — What are my options? button — What
are my options? - Education dialog box

(D Options component
The options displayed indicate possible strategies for achieving
the goal.

*  Expect to Support Education Costs at ($/year)

¢ If the amount displayed is less than 100%, your clients may
need to reduce education spending to achieve their goal

* If the amount displayed is more than 100%, your clients may be
able to increase education spending and still achieve their goal

* Save an Additional — Assumes savings are invested into a
hypothetical joint non-registered account earning the assumed
return rate specified for the goal
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* If an amount is displayed, your clients may be able to achieve
their goal by increasing monthly savings from now until
December 31 of the year before the last year of the goal

Invest a Lump Sum Today of — Assumes savings are invested into a
hypothetical joint non-registered account earning the assumed
return rate specified for the goal

* If an amount is displayed, your clients may be able to achieve

their goal by allocating a lump-sum savings amount to their
goal right now

¢ This value may give you an indication of the lump sum
required to help your clients achieve their goal, if funds are
available from an inheritance, an expected income bonus,
future payout from another source (proceeds from a sale of a

fixed asset/property), or possibly from an account your clients
have not disclosed to you

Since most clients are not willing to change the Education Start Age,

NaviPlan does not calculate the Education Start Age needed to achieve
the goal.
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Major Purchase page

Financial Assessment
Client Management Select Modules | Assumptions | Financial Picture | Retirement | Education | Major Purchase | Insurance

....... -
Plan Management # [nstructions You can include up to three of your clients’ major
ﬁmm_ﬂmsﬁsmnt‘o Major Purchase uhiectivé\.____ purchase goals in the Financial Assessment.

Financial Assessment Goal One Goal Two L Goal Three

Description Recreational Vehide | Major Purchase 2 Major Purchase 3
Purchase Date Jan 12015 Jan 12013 Jan 12013

S0 S0
00% 3.00%

Cost {in today's ) £55,000
Index Costs by 3.00%
Total Projected Cost $57,643

9 Savings Information

Enter a date for funding the goal. L

Goal One Goal Two Goal Three
Current Amount Saved £10,000 &n g0
Current Monthly Savings &0 &0 =]
Assumed Return Rate 5.00% 5.00% 5.00%
% are my opkions?...
Click this button to identify strategies that
may assist your clients in achieving their —
. . r o
desired major purchase goal(s). |

Figure 11: Financial Assessment — Financial Assessment — Major Purchase page

On the Major Purchase page, you can define up to three of your clients'
current major purchase objectives, analyze the goals, and explore
alternative strategies to help ensure your clients achieve their desired
major purchase goals.

@ Major Purchase Objectives component
* Description — Enter a unique name for each major purchase goal to
easily identify it in output
* Purchase Date — Enter date when funds are required for the goal

* Must be set to at least two calendar months after the Plan
Analysis Date to ensure an accurate analysis, because a certain
amount of time is required to calculate savings

* The expense will occur in the month entered here
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* Cost (in today’s $) — Enter the estimated cost of the major purchase
goal expense

* NaviPlan assumes that major purchase goals are expenses and
do not form part of the clients’ net worth goals (e.g., a vacation
or wedding rather than saving to buy a house or cottage)

* The goal’s funding assets will be depleted from the plan on the
purchase date

* Index Costs by — If applicable, assign an index rate to the major
purchase costs

* Total Projected Cost — Total cumulative cost of the entire major
purchase goal, including inflation

@ Savings Information component
*  Current Amount Saved — Combine the amount of all the accounts
that are intended to fund each major purchase goal

* Current Monthly Savings — NaviPlan assumes the savings are made
to a non-registered account

*  What are my options? button — Opens the What are my options? -
Major Purchase dialog box which assists you in exploring
alternative strategies to achieve the desired goals (for more
information, see “What are my options? - Major Purchase
dialog box” on page 26)

* The graph indicates whether your clients can achieve their major
purchase goal(s) using their current strategies; as you make
changes to the data, the graph updates automatically
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What are my options? - Major Purchase

dialog box
What are my options? - Major Purchase
100%

90%_3 A graphical display of your clients'

. averall goal coverage based on
809%- current savings strategies.
70%
50% . Unfortunately, your current projected major

] purchase strategies may nat allow you to achieve the
50% 3 desired major purchase goal.

o See Opfionsto explore alternative strategies that

40 16 7 may assist you in achieving the desired major

] purchase goal.
30%-
20%-
10%-

0%- . - -
Familv Vacation MaviPlan calculates up to four mutually exclusive
y options that will achieve 100% goal caverage for
Consider the following options for the current major purchase goal(s). your clients.
u )UDtiuns __-dé:ﬁ—’,_’—
Expect to Support Major Save an Invest a Lump Make the Major
Purchase Costs at ($)?| OR Additional? OR Sum Today of?| OR Purchase in the Year?
Family Vacation (2013) 3450 ($12,600) $47fmonth $2,642 2014
Close

Figure 12: Financial Assessment section — Financial Assessment category — Major Purchase page — What are my options? button —
What are my options? - Major Purchase dialog box

@ Options component
The options displayed indicate possible strategies for achieving
the goal.

Expect to Support Major Purchase Costs at ($/year)

* If the amount displayed is less than 100%, your clients may need to
reduce the major purchase expense to achieve their goal

* If the amount displayed is more than 100%, your clients may be
able to increase the major purchase expense and still achieve
their goal

Save an Additional — Assumes savings are invested into a hypothetical
joint non-registered account earning the Assumed Return Rate
specified for the goal.

26 Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs



Financial Assessment module

* If an amount is displayed, your clients may be able to achieve their
goal by increasing monthly savings from now until the month
before the purchase date

Invest a Lump Sum Today of — Assumes savings are invested into a

hypothetical joint non-registered account earning the Assumed Return

Rate specified for the goal.

* If an amount is displayed, your clients may be able to achieve their
goal by allocating a lump-sum savings amount to their goal now

* This value may give you an indication of the lump sum required to
help your clients achieve their goal, if funds are available from an
inheritance, an expected income bonus, or future payout from
another source (proceeds from a sale of a fixed asset/property)

Make the Major Purchase in the Year

* If the date displayed is a year later than the planned purchase

date, your clients may be able to achieve their goal by delaying the
Purchase Date of their major purchase
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Insurance page

Financial Assessment

Client Management Select Modules | Assumptions | Finandial Picture | Retirement | Education | Major Purchase | Insurance |_

Plan Management P Instructions

Financial Assessmenl Life Insurance Information

Financial Assessment Include in Analysis

Robert Sarah
Existing Coverage £375,000 S300,000

f_ i
Monthly Premium a5 575 Include only the

portion of premiums

If Both Clients Die - paid by the clients.

Total Lump Sum Expenses on Death £100,000

Annual Ongoing Expenses 530,000

Mumber of Years 10

[ ‘what are my options?... Explore strategies to mest
Disability Insurance Information life insurance needs.
Indude in Analysis

Robert Sarah
Short-Term Coverage

Maonthly Benefits 53,000 52,000

Duration {months) Include only the

Monthly Premium §200 §175| 7 portion of premiums
Long-Term Coverage k paid by the clients.
Monthly Benefits 55,000 §5,000

Benefits End at Age
Maonthly Premium 5200 5175

Explore strategies to
meet disahility needs.

[& what are my options?...

Figure 13: Financial Assessment section — Financial Assessment category — Insurance page

On the Insurance page, you can define your clients' current existing life
and disability insurance policies and current insurance needs, analyze
the goal(s), and explore alternative strategies to ensure your clients
achieve their desired life and disability insurance goal(s). The
Financial Assessment uses a goal and expense coverage method of
insurance.
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Life Insurance Information component

* Capture the coverage amounts and premium payments for all
existing life insurance policies (personal, group, liability
insurance) your clients currently hold

* Loan or mortgage insurance is not included in the Financial
Assessment so insurance needs may be overstated

* InLevel 1 and Level 2 Plans, you can indicate that the clients
have loan/mortgage insurance with the lender on the Assets/
Liabilities page

* If Both Clients Die — Available only for Joint Analysis client files

* Define the expenses your clients need covered to support
dependent family members in the event that both clients were
to die

*  What are my options? button — Opens the What are my options? - Life
Insurance dialog box which assists you in exploring alternative
strategies to achieve the desired goals (for more information, see
“What are my options? - Life Insurance dialog box” on page 30)

e For married clients, in the event of the client or co-client’s death
NaviPlan assumes the following:

* The surviving client is the beneficiary of life insurance proceeds
(if any)

* The proceeds (if any) will come into cash flow

* Coverage is not included if the beneficiary is not the spouse

* 100% of education and major purchase goals will continue so
the lump-sum cost today is included as an immediate
insurance need

* 85% of lifestyle and retirement expenses will continue
* Outstanding liabilities will automatically be paid off

* For single clients, the analysis is based only on lump-sum and
ongoing needs

@ Disability Insurance Information component
* Capture the coverage amounts and premium payments for all
existing disability insurance policies your clients currently hold

*  What are my options? button — Opens the What are my options? -
Disability Insurance dialog box which assists you in exploring
alternative strategies to achieve the desired goals (for more
information, see “What are my options? - Disability Insurance
dialog box” on page 32)
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* In the event of the client or co-client’s disability, NaviPlan assumes
the following;:

* The disability policy proceeds (if any) will come into cash flow

* 100% of the stated lifestyle expenses, liability payments, and
goals will continue

* There is a two-week waiting period for short-term coverage and
a three-month waiting period for long-term coverage

What are my options? - Life Insurance dialog box

A graphical display of your clients’

overall goal coverage based on the

expenses you defined for dependant

care and your clients’ residual
assets after death.

Your current life insurance
| coverage falls short of the
i necessary life insurance

coverage for Robert and
Sarah. However, your
current coverage provides
the Robert and Sarah die
analysis with the
necessary amount of life
insurance coverage.

A graphical display of your
clients’ overall goal coverage
based on the assumption of
reduced expenses for the
survivor and capital depletion of
current assets.

60%

40%

20%

See Jpfions to explore
g alternative strategies that
Q@ Q@ Q@ may assist you in achieving

Il of the life i
.'PQ,, f %‘ﬁ SQEDISI 2 [ITe Insurance
® & éb

ﬁ‘ MNaviFlan calculates the additional life
insurance needed to ensure that your
clients meet their life insurance needs.

0%

Consider the following options for current life insurance needs:

(1 3 ptions

Expect to Support Total Life Purchase Additional
Insurance Need at ($) /2] OR Life Insurance of 12/

If Robert dies 15%{5375,000) $2,023,000
If Sarah dies 15%{£300,000) $1,598,000
If Robert and Sarah die 268%:(51,128,277) &0

Close

Figure 14: Financial Assessment section — Financial Assessment category — Insurance page — What are my options? button — What
are my options? - Life Insurance dialog box

30 Learning objective: Define and analyze your clients’ retirement, education, major purchase, and insurance needs



Financial Assessment module

Options component
The options displayed indicate possible strategies for achieving
the goal.

Expect to Support Total Life Insurance Need at ($/year)

* If the amount displayed is less than 100%, your clients may need to
reduce life insurance needs to achieve their goal

* If the amount displayed is more than 100%, your clients may be
able to increase life insurance needs and still achieve their goal

* The amounts displayed in parentheses represent the benefits
received from policies currently held by the clients

Purchase Additional Life Insurance of

* If the amount displayed is greater than $0, your clients may be able
to achieve their life insurance goals by purchasing additional life
insurance

* If the amount displayed is $0, your clients may be adequately
insured for life
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What are my options? - Disability Insurance
dialog box

%

Consider the following options for current disability insurance needs:

A graphical display of your clients’ averall

goal coverage hased on the assumption

of reduced income for the disabled client

and capital depletion of current assets to
COVEr ONYOINg SXpenses

Unfortunately, your
current disability insurance
coverage falls short of the
recommended disability
insurance coverage for
Robert and Sarah.

See Opiions to explore
alternative strategies that
may assist you in achieving
the dizability insurance
goals,

If Robert is Disabled If Sarah is Disabled

y Options

If Robert is Disabled
If Sarah is Disabled

MaviPlan calculates the additional
disability insurance needed to
ensure that vour clients meet their

disability insurance needs.

Expect to Cover Total Disability Increase Disability
Insurance Need at ($/month) (2| OR Insurance Coverage by [Z!
429 ($5,000) £3, 108/month
39% (45,000) £7,568/month

Close

Figure 15: Financial Assessment section — Financial Assessment category — Insurance page — What are my options? button — What
are my options? - Disability Insurance dialog box

Options component
The options displayed indicate possible strategies for achieving
the goal.

Expect to Support Total Disability Insurance Need at ($/month)

If the amount displayed is less than 100%, your clients may need to
reduce disability insurance needs to achieve their goal

If the amount displayed is more than 100%, your clients may be
able to increase disability insurance spending and still achieve
their goal
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* The amounts in parentheses represent the benefits received from
policies currently held by the clients

Increase Disability Insurance Coverage by

* If the amount displayed is greater than $0, your clients may be able
to achieve their disability insurance goals by acquiring additional
disability insurance coverage

* If the amount displayed is $0, your clients may be adequately
insured for disability

NaviPlan goal assumptions

Goal Goal start Goal end Savings end Funding

Education Jan. 1 of lastyear |Dec. 31 of second{RESPs and
specified year |of goal lastyear of goal |non-registered
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Learning objective:
Generate and present the Financial Needs Assessment report

Once you’ve captured your clients” financial position and goals, you
are ready to generate the Financial Needs Assessment client report. This
report displays all of the information entered and analyzed so that
you can present the findings to your clients and send them home with
an easy-to-understand summary of your assessment.

Client Report page

Financial Assessment
Client Management Select Modules | Assumptions | Finandial Picture | Retirement | Education | Major Purchase | Insurance | Summary | Client Report
b |
Plan Management P Instructions
o i -
Financial Assessment Reports / Quickly review goal
Report Name Template Status coverage for all goals and
Financial MNeeds Assessment (7] S C T AL eEE v | Seleck Document Sections.., | Generate | their alternatives without

having to generate the
client report by gaing to the
\ Summary page.

To view the list of all the generated reports, go to the Client Report Monitor

Refresh |
/ Click Select Document Sections to
choose the content in the report.
When waiting for a report to OR
generate, click Refresh Click Generate to produce the report
periodically to update the page. based on the selected template.

Figure 16: Financial Assessment section — Financial Assessment category — Client Report page

Use this page to generate a professionally designed and customizable
client report that you can present to your clients.

* Template — The selected template is applied when you click
Generate

* Default Template — Settings include all document sections

* Current Template — Settings include the most recent template
selections

* <custom name> Template — Settings include those you selected
when you created a custom template

* Select Document Sections — Select which sections of the report will
be included before generating the client report

34 Learning objective: Generate and present the Financial Needs Assessment report



Financial Assessment module

Select Document Sections dialog box

Color

P Instructions

[¥] Disclaimer
Overview
E Current Financial Position

Retirement

Drag report sections to
reorder the contents

Attainzhle Retirement /'
Education © [v|Education
[v] Majar Purchase
[w] Disahility Insurance
= || Life Insurance
Client
Co-client
[w]Both
Goal Attainability
Conclusion
[v] Appendix
[¥] Assumptions

Save as Template. ., | Select Al | Select Mone | Generate Report | Ok | Cancel |

Figure 17: Financial Assessment section — Financial Assessment category — Client Report

page — Select Document Sections button — Select Document Sections dialog box

Use the Select Document Sections dialog box to customize the order and
content of the Financial Needs Assessment client report. For example, if
your clients’ top priority is to achieve their son’s education goal, you

may want to reorder the sections of the report so that the education
goal appears first. Or, if your clients are not interested in assessing

their disability insurance needs, you can clear that section from
the list.

* Click ¥ beside a section to expand the list and view the
subsections

* (lick @ beside a section to collapse the subsections

* Click Save as Template to save your selections as a template for

this type of report so that you can quickly access the template on

the Client Report page for future use

Learning objective: Generate and present the Financial Needs Assessment report
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Cover page

Naviaian

Financial Needs Assessment

e Robert and Sarah Martin
Toronto, Ontario
] Prepared by: Joe Planner
July 4, 2008

information

Date on which the client
report was generated
(I.e., today's date)

Figure 18: Financial Needs Assessment client report — Cover page

The Financial Needs Assessment report provides an overview of your

clients” current financial situation and goal attainability using a
combination of user-friendly text, tables, and graphs.

Ensure that the clients’ names and address, as well as your name, are

accurately reflected on the cover page.
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Table of Contents and Disclaimer pages

This assessment is hypothetical in nature and is intended to help you in making decisions on your

Disclaimer ... financial future based on information that you have provided and reviewed.

Overview 5 IMPORTANT: The projections or other information generated by NaviPlan® regarding the
Crmmmmmmmm————————m— likelihood of various investment outcomes are hypothetical in nature, do not reflect actual

Current Financial Position g investment results, and are not guarantees of future results.
Criteria, Assumptions, Methodology, and Limitations of t
Retirement 8
The assumptions used in this assessment are based on information provided and reviewed by
you. Those assumptions must be reconsidered on a frequent basis to ensure the results are
Atftainable Retirement. .10

adjusted accordingly. The smallest of changes in assumptions can have a dramatic impact on the
T outcome of this assessment. Any inaccurate representation by you of any facts or assumptions

Disability Insurance - RoODer. ..o s ! S
used in this assessment invalidates the results

Disability Insurance - Sarah............... 12 We have made no attempt to review your property and liability insurance policies (auto and

homeowners, for example). We strongly recommend that in conjunction with this assessment, you
Life Insurance - Robert. .

consult with your property and liability agent to review your current coverage to ensure it

continues to be appropriate. In doing so, you may wish to review the dollar amount of your
Life Insurance - Sarah.

coverage, the deductibles, the liability coverage (including an umbrella policy), and the premium

Life Insurance - Robertand Sarah....._...._...................15 amounts
This assessment does not constitute advice in the areas of legal, accounting or tax. It is your
Goal Attainability ... 16 responsibility to consult with the appropriate professionals in those areas either independently or
in conjunction with this assessment process.
CONCIUSION. ... |
Results May Vary With Each Use and Over Time
Appendix - Retirement DMails. ... 18 The results presented in this assessment are not predictions of actual results. Actual results may
vary to a material degree due to external factors beyond the scope and control of this assessment.
AASSUMPHONS .-t eet ettt et e et es e st aeseenn e e e e eeenns 28

Historical data is used to produce future assumptions used in the assessment, such as rates of

return. Past performance is not a guarantee or predictor of future performance.

Actual return rates and performance may vary to a significant degree from that represented in

this assessment.
Investments Considered

This assessment does not consider the selection of individual securities; the assessment provides
model portfolios. The results contained herein do not constitute an actual offer to buy, sell or
recommend a particular investment or product. All investments are inherently risky. The return
rates used in the assessment are broad in nature. The illustrations are not indicative of the future

Figure 19: Financial Needs Assessment client report — Table of Contents and Disclaimer pages

@ Table of Contents page
Report sections update dynamically, based on the modules you
selected.

Use the table of contents to quickly move to a specific section of
the report.

@ Disclaimer page

Your clients should read this section carefully as it contains an
explanation of some of the limitations of the report.
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Overview pages

Overview

The Overall Goal Achievement graph illustrates the percentage of each goal that may be covered based on
the projection of the current capital and savings for each goal

Alternative strategies that may assist in goal achievement are listed in the tables following the Overall Goal
Achievement graph.

This graph summarizes your
clients' current financial
situation for all goals.

[
£ & < & & o* & &
fe o & ép‘ & fo & 0@’
g P &8
You may see cropped graphs & & P
when large spikes occur. This & &

&

ensures that the scale of the graph
is easy for the clients to read.

Retirement

Unfertunately, your current projected retirement strategies fall short of the desired retirement goal.

The following table provides alternative strategies that may assist you in achieving the desired retirement

goal

Expect Retirement Expenses to OR Savean OR  Inyestalump Sum OR  Refire in the year
be covered at ear) Additional Today of at age

63% (56,150) 54,470 $733,860 2039 (73/73)

Month

Discussing this lump-sum value may
encourage the clients to move or add aother
assets under managemeant.

Are the clients
willing to retire
later based on
goal shortfalls?

Page of

Figure 20: Financial Needs Assessment client report — Overview pages

The Overview section provides a synopsis of the overall analysis for all
goals. It separates the retirement, education, and major puchase goals
from the insurance analyses. This is the same information found on
the Summary page in NaviPlan Standard.

Use the options or recommendations in the Overview section as a way
to prioritize goals with your clients.
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Overview pages (continued)

Education

Unfortunately, your current projected education strategies may not allow you to achieve the desired
education goal

The following table provides alternative strategies that may assist you in achieving the desired education
goal.

Expect to Support OR  [Save an Additional COR  (Investa Lump Sum
[Education Costs af | Today of
(Siyear]

Marc's Education 26% (54,383) $664 Month / $61,175

Goal

[ This may be a wake-up call for
your clients. Do they have RESP )
funds at another institution?

Unfortunately, your current projected major purchase strategies may not allow you to achieve the desired
major purchase goal.

Major Purchase

The following takle provides alternative strategies that may assist you in achieving the desired major
purchaze goal.

5 OR [Savean | OR |nuesialump | OR |AcustPurchase
Maijor Purchase Additional Sum Today of Date to
Recreational 18% (59,743) $651 546,561 NIAT
|venicle (2015) Month
1- Sufficient capital ta fund this major purch Use this number, along with the Average
clients. Monthly Surplus/Deficit number on the

Goal Attainability page to present
opportunities to achieve your clients' goals.

Life Insurance

Unfortunately, your current life ingurance coverage TanS STIOTTOTITET IS O TITE TS T

for bath Robert and Sarah based on the engoing needs of the surviver

The following table provides alternative strategies that may assist you in achieving the life insurance goals.

Expect to Cover Total Life
Insurance Need at ($ of

If Robert Dies
If Sarah Dies

16% ( $375,000 )
16% ( $300,000 )

$2,029,00
$1.588,00

0
0

Additional
coverage may
bring peace of
mind to the
surviving client.

Figure 21: Financial Needs Assessment client report — Overview pages (continued)

Identify funding shortfalls and highlight strategies to help your
clients achieve their goals. Present the following alternatives to your
clients:

Refer to the Current Financial Position page to see if your clients may be

Reconsider the goal amount to fund (finance a portion of the goal

or reduce the goal)

Redirect resources from lower-priority goals
Increase savings

Contribute a lump sum

Establish a monthly savings plan

able to set aside additional funds towards their goals.
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Current Financial Position page

Current Financial Position

Use the bold text items and the colour
Analysis graphs to draw attention to
To determine your OFDOtFTIUﬂItIES ?F concerlns n t_»_our then subtract the current
value of all of your [T clients current financial posiion. urrently have

of $440,520 | -

We have also evaluated your current Cash Flow position. We determine your cash flow surplus or deficit hy
adding together all of your cash inflows, then subtracting all of your cash outflows, which includg lifes
e gxes. Based on the information you have provided, you currently haveda

Net Worth Cash Flow

STk
S0 s
3500K 150K
F400K: S120K;
SI00K:
80K
3200
100K b
50K 0K

‘.Assets [ Liabilities [l Net Worth | E Incomes |:| Outflows . Deficit

Net Worth Consider the Following

Registered Assets $75.000 | « Review your current expenses to determine
Mon-Registered Assets 5178,000 which items are discretionary.

Lifestyle Assets $375.000 + Decide on the sacrifices you are currently

L iabilities (5187 450) willing to make to achieve your financial goals.
Met Worth $440,520

Cash Flow

Income $210,066
Lifestyle Expenses 5135044
Savings 524111
Taxes $58,484
Deficit (57,573)

Comparing the table to the
data your clients provided will
help to ensure that the data
entered is accurate.

Impartant: The projections or other information gensrated by NawiPlan® version 110 regarding the likefihood of various  Pags 0of 33
invesiment outcomes are hypothatical in nature, do not reflect aetual investment resuls, and are not guarantees of fuiure

results. The projeations uilize resum data that do not include fees or operating expenses, are not availabe for

investment, and are shown for ilustrafiue purposes only. [fincluded, fees and other operating xpenses wouls materially

reduce these proections. See the Disciaimers secfion at the beginning of this document for more information.

Figure 22: Financial Needs Assessment client report — Current Financial Position page

Highlight key components of the assessment, such as net worth and

surplus cash. Engage your clients to take action.

Many report pages use the following format:

Text paragraphs at the top explain the objective and analysis of the

goal in plain language

Graphs in the centre appeal to visual learners

Tables in the bottom left corner provide supporting data for detail-

oriented clients

Dynamic text in the bottom right corner provides actionable

suggestions for your clients
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Financial Assessment module

Retirement page

Goal time horizon
and dollar amount
are clearly stated.

Objectives

Robert plans to retire in the year 2028 at age 62. Sarah plans fo refire in the year 2020 at age 62. Your
retirement income goal in the year 2028 is $105,000, in today's dollars.

Lump-sum savings

Manthly savings

Analysis

Based on our assessme-fou may not have sufficient savings strategies in plgeZ~0T sufficient capital

allocated, to meet Tetirement goal
fiould need to save an additional

The shartfall
presents an
opportunity to
suggest options
to address the
funding of the
retirement goal.

Based on ygp urrenl assumptions, to meet your retirement goal yed
$4,470 per month or allocate an additional $733,869 today.

Monthly Savings for Retirement Capital for Retirement

K-
FOK-
ECunem Savings/Capital [ Adaitonal Required SavingsiCapital [Jl Total Required Savings/Capital
Current Savings 1,550 /month* Consider the Following
Assets Currently Allocated $231,000 ) X .
+ The additional required menthly savings amount
Rate of Retum T14% is based on savings to non-registered assets
Additional Savings Required $4,470/Month '« Maximize contributions to tax-advantaged
Joint registered savings plans.
Non-Registered 54,470 « [Ifyou have not already done so, begin investing

or on a regular basis

Additional Capital Required $733,860

*May include surplus savings.
These projections are based on the average we
assigned to your current portfolio.

d retumn rate

Use this information along with the Goal
Attainability page to see if the clients have
surplus funds to allocate towards the
retirement goal. If the clients have annual
cash flow deficits, that may signify a larger

problem that needs to be addressed.

Important: The projections or other information generated by NaviPlan® version 11.0 regarding the likelihood of various  Page 10 of 33
nvestment outcomes are hypothetical in nature, do not reflect actual investment resuits, and are not guarantzes of future

results. The projections utiize return data that do not include fees or operating expenses, ar= not availsble far

nvestment. and are shown for ifusirative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section at the beginning of this document for mers information.

Figure 23: Financial Needs Assessment client report — Retirement page

If your clients fall short of achieving their retirement goal, the
Retirement page summarizes additional savings strategies to
non-registered accounts which may allow your clients to achieve
their goal.

If your clients ask “What else can we do to achieve our goal?”, focus
on this page. If your clients have contribution room available, you
may want to recommend saving towards registered accounts.

If your clients are on track to achieving their retirement goal, the
Retirement page shows that current monthly savings and capital are in
line with the total required savings and capital.
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Attainable Retirement page

Attainable Retirement

Without changes ta their
retirement savings plan,
these clients may need to
delay retirement.

Objectives

Robert plans to refire in the year 2022 at age 2. Sarah plans to retire in 1f
Analysis

Based on our assessment, it appears Robert may not be able to retire until the year 2039 at age 73 and
Sarah may not be able to retire until the year 2041 at age 73

If Rebert were fo retire in the year 2028, at age 62 and Sarah were {o refire in the year 2030, at age 62, it
appears your current savings strategies and retirement capital may provide you with the ability to cover 63%
of your planned it expenses.

Attainable Reti (E If the clients' original retirement date
ainable Retirement Lxpenses is unchanged, their retirement

Retire At 62/62 lifestyle will be greatly affected

100%:

0%

0%
20%
0%

0%

|.Aﬂainab\e Income D Planned Income
Attainable Retirement Age Consider the Following
Refirement  Aftainable + [f the amount of required savings is
Goal Retirement unmanageable, we should review your goals to
find lution.
Robert £2(2028) 73 (2039) ind a seiution
+ If your projected savings excesd your need, you
Sarah 62 (2030) 73 (2041) may be able to spend more in retirement.

Attainable Retirement Expenses

Retirement % of Retirement
= e ekl or any adcttons!
62162 63% ¥

e v icicates £ . savings, they may want to re-
* This valus indicates the percentage of your stated annual
retrement needs that can be funded by your available retirement e\f’alu_ate their retirement
resources throughout your entire refirement fime period objective (e.g., less travel,
waork longer) in order to
achieve their retirement goal.

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 110f 23
nvestment outcomes are hypothetical in nature, do not reflect actual investment results, and are not guarantees of future

results. The projections utlize retur data that do not include fees or aperating expenses, are not availsble for

nwestment. and are shown for ifustrative purpases only. If included. fees and other operating expenses would materialy

reduce these projections. See the Disclaimers sectien at the beginning of this document for more infermation

Figure 24: Financial Needs Assessment client report — Attainable Retirement page

If your clients fall short of achieving their retirement goal, the
Attainable Retirement page summarizes strategies that require
changing the objective to achieve their goal.

Focus on this page if your clients ask “What if we change the goal?” or
if they are unwilling to allocate additional savings to the goal.

If your clients are on track to achieving their retirement goal, the
Attainable Retirement page shows that retiring early or spending more
during retirement may be an option for them.
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Education page

Financial Assessment module

Objectives

Analysis

capital, allocated {0 meet your goal.

allocate an additional $61,175 today

You want fo accumulate sufficient assets to fund Marc's education goals for 4 years at a tofal cost of
$17,000 per year, in today’s dollars, beginning in the year 2014.

Based on our assessment you currently may not have sufficient savings strategies in place or g

Marc's Education Goal

Key numbers to achieve
100% goal coverage
appear in bold text.

Based on your assumptions, to meet your goal you would need to save an additional $664 per month or

A combination of saving
more, linking more assets
to fund this goal, as well as

adjusting the goal value

may be needed.

Monthly Savings Capital Allocated

$800- SEOK:

$700; 5TOK:

$500; SEOK:

$500; SE0K:

$400- 540K

$300; F30K:

$200 S20K-

$100- 510K:

30. SOK:
E Current Savings/Capital [ Adsitional Required Savings/Capital [l Total Required Savings/Capital
Current Savings $100 /month Consider the Following
Assets Currently Allocated §12,000
« Determine realistic values for tuition and related
Rate of Retum 4.50% college expenses. Factor in the effecis of
Additional Savings Required $664 /month inflation. College costs have historically
o increased at a significantly higher rate than

Additional Capital Reguired $61,175 (I ,
These projections 2re based on the ratum rate assigned t your S P 7 Sl (Il =TS
e portfoc, education, starting as early as possible.

+ Where possible, take advantage of educational
savings vehicles such as RESPs.

Use this informational text to let your
clients know about tax-advantaged
methads to help achieve the
education goal.

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 12 of 33
nvestment outcomes are hypothetcal in nature, do not reflect actual investmeant resu'ts, and are not guarantees of future

results. The projections utlize retum data that do not include fees or operating expenses, are ot avai'able for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section 3t the beginning of this document for more information

Figure 25: Financial Needs Assessment client report — Education page

Each education and major purchase goal in the assessment appears on
its own page and follows the same layout and options as the

Retirement page.

If your clients fall short of achieving their education or major
purchase goal(s), the Education and Major Purchase pages summarize
strategies that require additional savings needed to achieve the goal.

If your clients ask “What else can we do to achieve our goal?”, focus

on this page.

Learning objective: Generate and present the Financial Needs Assessment report
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If your clients are on track to achieving their education and major
purchase goal(s), the Education and Major Purchase pages show that
current monthly savings and capital are in line with the total required
savings and capital.

Disability Insurance - <client/co-client> pages

Disability Insurance - Robert

Objectives

To ensure there is sufficient income replacement to maintain your desired lifestyle, should Robert become
disabled. By default, the analysis is based

Analysis an the pre-retirement period.

Based on our assessment from now until you retire in the year 2028, you may experience deficiis that
average $8,108 per month, with the largest annual deficit being $177,213.

Increasing your coverage by $8,108 per month can help eliminate these deficits

Depending on the circumstances, you may or may not be able to purchase this amount of disability

insurance. To see a list of assumptions used
in these calculations, see the

Assumptions page at the end of

this client report.

If Robert becomes Disabled

S1EK
$14K
512K
S10%

K

50K
ECunent Monthly Insurance DAverage Monthly Deficit .Approximate Insurance Required
If Robert becomes Disabled Consider the Following
Current Monthly Disability Insurance $6,000 = You may not want to rely solely on group
Average Monthly Deficit $3.108 policies at work. Should you change jobs or

your employer change to another insurer, you
may no longer be eligible for group benefits
Review your existing policy's monthly disability
benefit, definition of disability, waiting period,
and duration of henefits.

Review the coverage periodically and adjust it
cording to changes in your income and

The approximate disability insurance
amount required to maintain the
clients' current lifestyle needs.

Important: The projections or other information generated by NaviPlan® version 11.0 regarding the likeliood of varicus  Page 14 of 33
nwestment outcomes are hypothetical in nature, do not reflect actual investment results, and are not guarantees of future

results. The projections utiize retum data that de not include fees or operating expenses, are not avaitable for

nuestment, and are shown for ifusirative purposes cnly. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section at the beginning of this document for mare information

Approximate Monthly
Disability Insurance Required* $14,108

*The recommendsd amount of disability insurancs coverage is
calculated based on long-term disabillty insurance coverage. You
may or may not be able to purchass this amount of disability
msurance.

Thess prajections are based on the averags weighted retum rate
assigned to your current portiolio.

Figure 26: Financial Needs Assessment client report — Disability Insurance <client> page

Each client’s disability insurance analysis appears on its own page and
follows the same layout and options as the Retirement page.

Discuss the different types of disability insurance policies, their
benefits, and drawbacks with your clients. Review your clients’
current disability policy benefits, coverage, and elimination periods.
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Financial Assessment module

Life Insurance - <client/co-client> page

Life Insurance - Robert

Fara list of assumptions
used to analyze the
sunvivorship period, see the icome and capital to cover the
Assumptions page at the
end of this client report.

Objectives

In the event of Robert's deatl
family’s expenses an:

Analysis

Based on our assessment, you currently may not have sufficient life insurance to meet Sarah's engoing
needs

Increasing your Life Insurance coverage by $2,029,000 can help reduce this shortfall.

If Robert Dies

This is the additional
amount of life insurance
needed based on
covering 85% of
lifestyle expenses.

E Current Lifs Insurance [ Acditional Life Insurance Recommenced [l Total Life Insurance Reguired

If Robert Dies Consider the Following

+ You may not want to rely only on group policies,
as you may change jobs or your employer could
Current Life Insurance Owned$375,000 change fo another insurer where you may no
Additional Life Insurance Required$2,029,000 longer be eligible.
These projections are based on the averags weight=d retum rate + Review your coverage pericdically to ensure it
assigned to your current portiolic. continues to meet your family’'s changing
needs.
+ Itis also important to consider continued
savings to fund other financial goals.

Total Coverage Needed $2,404,000

Do your clients have assets or
income streams they have not
disclosed to you that would
lower the insurance need?

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 18 of 33
nvestment outcomes are hypothetcal in nature, do not reflect actual investmeant resu'ts, and are not guarantees of future

results. The projections utlize retum data that do not include fees or operating expenses, are ot avai'able for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section 3t the beginning of this document for more information

Figure 27: Financial Needs Assessment client report — Life Insurance - <client> page

Each client’s life insurance analysis and the analysis for both clients
appears on its own page. The pages follow the same layout and
options as the Retirement page.

Discuss the different types of life insurance policies, their benefits,
and drawbacks with your clients. It may be appropriate to
recommend a joint insurance policy if there is a life insurance shortfall
for both clients.

Reviewing your clients’ insurance coverage annually can ensure that
their coverage meets their family’s changing needs. Life insurance
shortfalls can also lead to an estate planning discussion.
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Goal Attainability page

Goal Attainability

Analysis

Based on our assessment, you currently may not have sufficient cash flow resources to meet the additional
savings requirements for your goals.

We recommend you review your current cash flow and prioritize your current and future goals appropriately.

The Average Monthiy Surpius shown in the graph below is an average of your cash flow surpluses andfor
deficits through the next five years. If the final average is a deficit, the graph will show zero.

A graphical
summary of

%K additional If the average manthly
e savings needed cash flow position s a
e for all goals. deficit, this graph will

show zero.

.Addiiiona\ Savings Major Purchase(s)/mth .Addiiiona\ Savings Retirement /mth

DAddiliona\ Savings Education /mth .Avemge Monthly Surplus
[ N S T T Consider the Following
Retirement $4,470/month
. + Itis important to balance future goals with

Education: current Ifestyle needs

“Marc’s Education Goal® $684month | . Assess the priority of future goals based on
Major Purchase: available cash flow.

“Recreational Vehicle” $651/month
Average Monthly Surplus/Deficit* {$4,540)

*Represents your average surplusidefict over the next 5 years.
These projections do not take into consideration potential premium
ncreases for additional Life Insurance, Disabilty Insurance and
(Critical liness Insuranca.

Thess projections are based on the average weighted retum rate
assigned to your current portfolia.

A summary of specific
additional savings needed ta
achieve the clients' goals

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 19 of 33
nvestment outcomes ars hypothetical in nature, do not reflact actual investment resuits, and are not guarantzes of future

results. The projections utlize retum data that do not include fees or operating expenses, are not avaible for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers ssction at the beginning of this dosument for mor information

Figure 28: Financial Needs Assessment client report — Goal Attainability page

The Goal Attainability page compares the additional savings required
to meet the clients” current goals with their cash flow situation, and
identifies whether they can support increased savings strategies.

Use this page to help close the discussion and provide a reality check
for your clients. This page may suggest that changes to the clients’
cash flow may improve their chances of achieving their goals.

If the additional savings needed are unrealistic relative to the average
monthly surplus, you may want to discuss changing the goal
objectives.
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Financial Assessment module

Retirement - Comparison page

Retirement - Comparison

Net Worth at Net Worth at Death Year Capital % Fixed Needs Covered by
Exhausted Total Resources
Current Plan §1,726,758 (53,165,626) 2038 B0%|
Proposed Plan §$3,285,9682 $1.442,886 Never 100%]|

028

ST00K:
SE00K:
SS00K:
S400K:
SI00K:
S200K:
S100K:

30K
2028

Proposed Plan

Shartfalls are evident in your
clients' current plan,
illustrated with red columns.

2044 245 2048 2050 2052 2054

The proposed plan assumes that
100% of the recommended additional
monthly savings are implemented.

032 203 203 2036 2040 2042 2044 2045 048 2080 2050 0S4 2OSE

Il o=
[ pencions

[l ==m=d Income

[ Minimum Fayments
[ ven-regszrea oistibutions

[ other infows.
[l Previous vear surpius usza

[ #danal Registersa Distrbutions [l Sharttal

Flxed Needs
— Totat Needs

The colour-coded legend
helps identify retirement
incame sources.

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 22 of 33
nvestment outcomes are hypothetcal in nature, do not reflect actual investmeant resu'ts, and are not guarantees of future

results. The projections utlize retum data that do not include fees or operating expenses, are ot avai'able for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section 3t the beginning of this document for more information

Figure 29: Financial Needs Assessment client report — Retirement - Comparison page

Use the Retirement - Comparison page to show your clients the current

and proposed results side by side.

The proposed plan shows you what the clients’ situation could look

like if the system-generated additional monthly savings amount was

applied.

If your clients are unable to implement this strategy, determine which
of the following solutions works best: save more, reduce the goal, earn

more, delay the goal, or a combination of all solutions.

Learning objective: Generate and present the Financial Needs Assessment report
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Retirement - Current page

Retirement - Curren

Retirement Needs Vs. Abilities

Life insurance proceeds at
The following graph provides an illustration of each of the v| first death may create a

return of 7.14%. surplus in the year of death.

The average rate of return on
current retirement accounts.

MeE WA 2R 3¢ 2035 2038 2040 242 2044 245 048 2050

[l Retirement Needs [ Avitity to cover Neeas [ surpius
[ other Needs [l shortfall — After-Tax Cash Inflow

Capital Accumulation and Redemption

The following graph illustrates how your capital is projected to accumulate until retirement and then how it
will be redeemed during retirement to cover your needs with your proposed savings and investment plan

RRSP/RRIF assets peak

S1.00 and then are gradually
mam hquwdated before the end of
- the retirement period.
SOLEM: |

S0.2m:

$0.0M - T - I

6 201 4 7 00 W@ MRS 0N 203 NI\ 0B M1 24 7 MSD S ;S

_ RRSP/RRIF [C]rPPILIFLRIF [l Mon-Registered

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 23 of 33
nvestment outcomes are hypothetcal in nature, do not reflect actual investmeant resu'ts, and are not guarantees of future

results. The projections utlize retum data that do not include fees or operating expenses, are ot avai'able for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers section 3t the beginning of this document for more information

Figure 30: Financial Needs Assessment client report — Retirement - Current page

The Retirement - Current page provides additional details specific to
your clients’ current plan.
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Financial Assessment module

Assumptions page

Assumptions

This section
summarizes the
assumptions used in
the Financial Needs
Assessment client
report calculations.

In performing this assessment, we have made the following assumptio

Tax Rates

Pre-Retirement Tax Rates
Average Tax Rate 30.40% 27.95%,
Marginal Tax Rate 4437% 44 32%)

Retirement Tax Rates
\Average Tax Rate 23.66% 23 .66%|
Marginal Tax Rate 33.89% 33.89%,|

Death Tax Rates
\Average Tax Rate 23.66% 23.66%|
Marginal Tax Rate 33.8%% 33.89%|

For dependants, your assessment assumed an average tax rate of 1.40% and a marginal federal
rate of 21.06%.

Default variables used in the
Lifestyle Assets Growth Rate Financial Assessment can be

madified in higher levels of planning.
A 2% growth rate was applied to lifestyle assets.

Lifestyle assets are jointly owned.

Lifestyle assets were purchased on Dec. 31 of the year prior to the assessment year.

Incomes and Expenses
An infiation rate of 3.00% was applied to pre-retirement incomes and expenses
Pre-retirement incomes are salaries that commence on Jan. 1 of the assessment year and end on
retirement.
Liabilities
All liabilities are jointly owned.

All liabilities assume monthly compounding. Amortization is autoratically calculated based on the
values entered, using a principal and interest loan payment schedule

Upon death all liabilities were transfermed fo the survivor

Important: The projections or other information genzrated by NaviPlan® version 11.0 regarding the likelinood of various  Page 31 0f 33
nvestment outcomes ars hypothetical in nature, do not reflact actual investment resuits, and are not guarantzes of future

results. The projections utlize retum data that do not include fees or operating expenses, are not avaible for

nwestment, and are shown for ifustrative purpases only. If included, fees and other operating expenses would materialy

reduce these projections. See the Disclaimers ssction at the beginning of this dosument for mor information

Figure 31: Financial Needs Assessment client report — Assumptions page

Review the Assumptions page with your clients to ensure the data and
assumptions used in the calculations are accurate and realistic.

If you or your clients do not agree with the assumptions used, or if
you need to add more details, or if you want to provide additional
customized suggestions, you may want to consider promoting the
Financial Assessment to a higher-level plan (Level 1 or Level 2) . There
is no need to re-enter the original data because you can promote
(upgrade) the Financial Assessment to a Level 2 Plan.
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Promote Plan dialog box

Plan List J}

Client Management Plans

Plan Management

P Instructions

IS _Creats New Engagement... | Select the assessment from the list of
Jun 11 2008 plans, and then click the Promote button.

—

Edit | view | ¥ Delete Created: 2003-06-11 13:34:13

Plans

O Mew... | = Open | Wiew | Duplicate. .. | Project Mark/Unmark % Delete
Description Type D Modified Date Status
+) Financial Assessment Financial Assessmen local-1-10 Jun 25 2008 13:49 Draft

Asset Allocation Assessment
Financial Plan
Comprehensive Plan

Asset Allocation
Level 1
Level 2

local-1-5 Jun 13 2008 14:55 Draft
eg Jun 13 2008 14:54 Draft
Jun 13 2008 14:54 Draft

Promote Plan

The selected Financial Assessment plan will be duplicated and promoted. " .
A copy of the original Financial Assessment plan will be retained. The Financial
Assessment can be
promoted to either a
Level 1 Plan ora

Level 2 Plan.

Select the Level to promote this plan to: Level 2 | w

Financial Assessment L m
Reports Current Plan Modules

+ Retirement  Education

« Major Purchase « Insurance

Figure 32: Plan Management section — Plan List category — Plans page — Promote Plan dialog box

Promoting an assessment to a higher-level plan allows you to create a
more detailed analysis, reduces time spent on data re-entry, reduces
the likelihood of errors during data re-entry, and creates a copy of the
data so that the original information is retained.
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HANDS-ON EXERCISES

Exercises

Financial Assessment module

The exercises in this module call for you to work with the Robert and
Sarah Martin (English) client file. Before starting these exercises, do the

following;:

* Go to the Client Management section — Client List category —
Clients page, and then open the Martin (English), Robert, Sarah

client file

To help you answer the questions in these exercises, you can choose
one of the following three options to generate the Financial

Assessment:

1. Create a new Financial Assessment using the data in the

tables below.

2. Create a new Financial Assessment using your own

hypothetical data.

3. Use the populated Financial Assessment found within the Robert

and Sarah Martin (English) client file.

RRSP contributions Client Co-client
2007 Earned Income $95,000 $85,000
2007 Pension Adjustment $0 $4,680
RRSP Overcontribution Balance $0 $0
Unused RRSP deduction limit at the $30,000 $50,000
end of 2007

TFSA contributions Client Co-client
TFSA Overcontribution Balance $0 $0
Unused TFSA Contribution Room $5,000 $5,000
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Net worth
Amount .

Lifestyle Assets | (current value Liabilities Outstanding Interest rate Monthly
. amount ($) payments
in dollars)

Residence $300,000 Mortgage $175,000 5.00% $1,000

Listed Personal | $75,000

Property

Cash flow

Annual Income Monthly Expenses Amount

Client $107,000 Housing (e.g., utilities, repairs) $2,000

Co-client $90,000 Food $1,000

Transportation (e.g., gas, insurance) $1,000

Note: Expenses can be entered as one Entertainment (e.g., restaurants, movies) | $1,000

total amount to simplify data entry. Personal (e.g., clothing, hobbies) $800
Other (e.g., child care, travel) $2,500

52  Exercises




Financial Assessment module

Use your judgement to define appropriate tax rates for the Martin
family based on their current annual incomes and expected retirement

incomes.

Retirement goal Client Co-client
Desired annual retirement | Retirement Age 62 62
income (today’s $)
$125,000 Life Expectancy 90 90
Index at (%) CPP/QPP Eligibility 100% 100%
Benefit Amount
(Eligible % or Est. in
today’s $)
3% OAS Eligibility 100% 100%
Benefit Amount
(Eligible % or Est. in
today’s $)
Annual Defined Benefit $17,500 $0
Pension

Define appropriate assumptions for the Martin family by clicking the
applicable Details buttons, and then entering assumptions (e.g., Share
CPP/QPP, % Payable to Survivor, Convert to RRIF).
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Defined Contribution
Non-Registered tab RRSP tab tab
Client Co-client Joint Client Co-client Client Co-client
Current Value $61,000 $55,000 $40,000 $50,000 $25,000
Monthly Savings
* Employee ($, % $150 $1,000 $200
of Salary, or max)
* Employer ($, % $200
of Salary, or max)
Assumed Return
Rate
* Pre-Retirement 8.20% 10.90% 3.00% 8.20% 10.90%
(%)
* Retirement (%) 8.20% 10.90% 3.00% 8.20% 10.90%

54  Exercises

Hint: Use the Select Modules page to streamline the number of pages in
the assessment by selecting only the goals that you plan to analyze.

Exercise 1: Establish the purpose and benefits of
using the Financial Assessment

1. Read the following client scenarios. For which scenario would you
choose the Financial Assessment as your planning tool?

a) Your clients are unsure whether or not their investment
portfolio is well diversified and haven'’t stated any of their other
financial goals.

b) Your client, an engineer, is very detailed and would like a
comprehensive analysis, including risk assessment, on his
retirement, education, major purchase, and insurance needs.

c) Your clients provide you with very limited information about
their child’s education goal need.

d) Your clients are concerned about retirement, education, and
insurance needs but aren’t ready for a comprehensive analysis.
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2. List at least two benefits of entering data in the Financial

Assessment and then promoting to a Level 1 or Level 2 Plan.

Exercise 2: Capture your clients’ current financial
position

1.

2.

3.

Last year’s values for your clients’” earned income, pension
adjustment, and RRSP contributions are required for NaviPlan to
make projections. What is the best source for this information?

a) Your clients” memory
b) Your clients’ final pay stub from last year
c) Your clients” Notice of Assessment from last year

d) Your clients’ cheque book

On the Financial Assessment section — Financial Assessment
category — Assumptions page, you can select the appropriate tax
bracket for your clients, but you cannot modify the average and
marginal tax rates to ensure that your clients” unique tax situation
is captured. Is this statement true or false?

a) True
b) False

On the Financial Assessment section — Financial Assessment
category — Financial Picture page, which of the following assets
should not be entered as part of the Lifestyle Assets component ?

a) Your clients” primary residence
b) Your clients” motorcycle

¢) Your clients’ art collection

d) Your client’s RRSP

Exercises 55



NaviPlan Standard Learning Guide: Financial Assessment

4. When identifying the clients’ monthly expenses on the Financial

Picture page, which of the following items should you include as
part of the Monthly Expenses component?

a) Savings towards investment accounts
b) Income taxes
¢) Insurance premiums

d) Golf membership fees

Exercise 3: Define retirement, education, major
purchase, and insurance goals

1. What options does the What are my options? button on the
Retirement page provide for the Martin family?

2. Under Savings Preferences with only the Non-Registered - Joint check
box selected, click the What are my options? button, and then
make note of the monthly savings amount.

Savings Preferences

Robert Sarah
RRSP O O

RRSP-Spousal O O
Mon-Registered - Joint
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3. Examine various combinations under Savings Preferences to

determine which Savings Preferences options result in the lowest
monthly savings needed for the Martin family to achieve their
retirement goal. Record your results.

Exercise 4: Generate and present the Financial
Needs Assessment report

1.

2.

3.

When you generate the Financial Needs Assessment client report, the
same sections are always included in the same order; that is, you
cannot customize the content of the client report. Is this statement
true or false?

a) True

b) False

Generate the Financial Needs Assessment client report, including all
sections, and then answer the following questions based on the
results.

Hint: To quickly include all sections, click the Select Document
Sections button, and then click the Select All button before you
generate the report.

Your clients’ retirement goal is falling short and they are unwilling
to invest additional savings. They would like additional
suggestions to help them achieve their goal. Which of the
following pages of the client report would you show them to
demonstrate possible suggestions?

a) Retirement
b) Attainable Retirement
c) Goal Attainability

d) Retirement - Comparison
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4. If your clients are willing to invest additional monthly savings to
achieve their retirement goal, which of the following pages would
you show them to demonstrate whether or not they can afford the
required savings?

a) Retirement
b) Attainable Retirement
c) Goal Attainability

d) Retirement - Comparison

5. If your clients want to see a projection of their current retirement
plan beside a projection that achieves their retirement goal, which
of the following pages would you show them?

a) Retirement
b) Attainable Retirement
c) Goal Attainability

d) Retirement - Comparison
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Financial Assessment module

Upon successful completion of this module, you are now able to

Establish the purpose and benefits of using the Financial
Assessment

Capture your clients” current financial position
Define retirement, education, major purchase, and insurance goals

Generate and present the Financial Needs Assessment report
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Answers to Financial Assessment exercises

Exercise 1: Establish the purpose and benefits of

using the Financial Assessment

1. d)When your clients are concerned about retirement, education,
and insurance needs but are not ready for a comprehensive
analysis, the Financial Assessment is your planning tool.

2. Entering data in the Financial Assessment and then promoting to
a Level 1 or Level 2 Plan has the following benefits:

* Allows for a more detailed analysis
* Reduces time spent on data re-entry
* Reduces the likelihood of erros during data re-entry

* Creates a copy of the data so that the original information is
retained

Exercise 2: Capture your clients’ current financial
position
1. ¢) The best source of information for your clients” earned income,

pension adjustment, and RRSP contributions is your clients’
Notice of Assessment forms from last year.

2. b) False — The statement is false. You can modify the average and
marginal tax rates on the Assumptions page.

3. d) Your client’s RRSP should not be entered under Lifestyle Assets on
the Financial Picture page (RRSPs are entered on the
Retirement page).

4. d) Golf membership fees — Golf membership fees should be
included as part of the clients” monthly expenses on the Financial
Picture page. Savings toward investment accounts are entered on
the Retirement page, income taxes are calculated automatically
based on assumptions, and insurance premiums are entered on
the Insurance page.
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Exercise 3: Define retirement, education, major
purchase, and insurance goals
1. The What are my options? button on the Retirement page provides
the following options for the Martin family:
* Reduce retirement expenses
* Apply additional monthly savings
* Invest a lump sum today
* Retire in another year
2. Answers will vary.

3. Answers will vary.

Exercise 4: Generate and present the Financial

Needs Assessment report

1. b) False — The statement is false. When you generate the Financial
Needs Assessment client report, you can customize the contents.

3. b) Attainable Retirement — If your clients” retirement goal is falling
short and they are unwilling to invest additional savings but
want additional suggestions to help them achieve their goal, you
would show them the Attainable Retirement page in the Financial
Needs Assessment client report.

4. c) Goal Attainability — If your clients are willing to invest additional
monthly savings to achieve their retirement goal, you can use the
Goal Attainability page in the Financial Needs Assessment client
report to demonstrate whether or not they can afford the
required savings.

5. d) Retirement - Comparison — If your clients want to see a projection
of their current retirement plan beside a projection that achieves
their retirement goal, you would show them the Retirement -
Comparison page in the Financial Needs Assessment client report.
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