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Start planning

Start planning

* Understand the process of creating a case from start to finish

Learning objectives
This guide will enable you to

* Create a client case

* Select an appropriate analysis mode for your clients

* Enter your clients’ current financial and goal information in an Express case
* Identify survivorship analysis settings

* Implement reallocation and savings strategies into What-if scenarios to increase the success of
retirement goals

* Compare current and recommended scenarios using output pages
* Prepare client presentations

* Upgrade a case

Learning objectives 1
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Create a new client case in a suitable analysis mode

M Profiles Professional

File [Edit Input Output Tools Preferences Help

Yl T o % B B S

Create New Case
Select the desired analysis mode to N
..... e kreate a new case.

Create New Client

Existing Clients

Open Sample Case

Modules and Features:

Q I.EXDrESS - Retirement - Asset Allocation
Goal-based analysis 10 to 20 - Education - Financial Statements

¢ Ideal for clients ageg minutes - Accumulation - Disability Needs

or simple case; - Survivor Needs - Long-Term Care

- Monte Carlo Analysis

All Express Modules are
Expanded plus:

- Income Tax Analysis

- Tax-Sensitive Option

- Estate Analysis

- Stock Options

- Business Continuation

25to 45
minutes

All Comprehensive Modules
plus a Cash Flow Analysis of
the following:

- Retirement

- Survivor Needs

- Long-Term Care

- Estate Analysis

O Detailed Cash Flow

* Cash flow-based analysis for key modules
* Ideal for most clients in or near retirement

Figure 1: Create New Case screen

2 Create a new client case in a suitable analysis mode



Start planning

Save a client case

N Franklin, Peter = Retirement

File Edit Input Output Tools Preferences Help

Cirl=N 'ql B a ‘ = m

Cirl+0
To save a case, click File - Save Case. You
can quickly save files by clicking the Save

Create New Client...

Existing Clients...

Cpen Sample Case...

H Save Case cini=S Client Case button on the toolbar.
Save As_.
Send Case.. g
Delete Case ™ Franklin, Peter, > detirement
Close Case File Edit Input Ouiput Tools Preferences Help

External Data Sources » ‘ d .' v : ,.g! B ﬁ ‘ = @

Launch Forefield Website. .

Exit

Figure 2: File menu — Save Case

Save a client case
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Select a Fact Finder

M Profiles Professional

File Edit Input Oulput Tools Preferences Help

Fact Finders
View Transfer Results Maodular Fact Fingers - Objectives
Batch Import Modular Fact Finders - Assessments
ate New Client Estate Data Sheets

Comprehensive
X Detaied Cash Fiow

% <

Fact Finders for each planning mode

Existing Clients Advanced Estate Dala Sheets

Open Sample Cas Ctner Forms

Figure 3: Tools menu — Printable Forms — Fact Finders

Express Data Profiles Professional

The best way to achieve financial security and peace of mind is to follow a
disciplined process that involves identifying your goals, and implementing
appropriate financial strategies.

These six steps will help you map your financial future:

1. Discovery Identify and prioritize your financial goals

2. Data Gathering  Collect facts and figures based on your current situation

3. Analyze Input data, run calculations and identify shortfalls

4. Propo: more solutions desi satisfy your goals
5. Imph Ch financi and

6. Periodic Review Review reqularly to measure success and make adjustments

The purpose of this questionnaire is to help gather data as part of steps one and
two. By taking the time to prepare now you will be able to lay out a path to help
assure your fi ial security. The d for this analysis will help
generate an assessment of your financial situation.

Remember...

No one achieves
their financial goals by chance

Committoagoaland
acton it
Chient A Name (please print)
CientB print)
v et e 0ot
o Coprrght &0 i 1

Figure 4: Express Fact Finder

4 Select a Fact Finder



Set needs preferences

W Sample 1 - Express
Output

L 4:B®E n
Profies Frofessional

Client Data

File  Edit

Input Tools Preferences Help

Calculates the default retirement need as a

Income & Expenses o / percentage of pre-retirement income.
etiremen
Assels & Liabiliies
Spend Surplus Income vl
Insurance Coverage
Monthly Need as Percent of Total Income 70 |%

Objectives

Capitalization Rate
Asset Planning AP a2 ’»l_:'] =

Recommendations System-recommended retirement savings
A Iati are assumed to earn this rate.

Client Presentafion

Planning Preferences Funding Alternative Rate | 5 l%

General Preferences
Needs Preferences

Survivor Needs and Estate

Insurance Preferences Emergency Reserves Monthly Income Multiplier | 3
Qualified Plan Preferences

With Dependents, Monthly Income Need
Education Preferences Y 70 %
Survivor Preferences \Without Dependents, Manthiy Income Need | 50 |9
Estate Preferences
Profiler Preferences Disability

Monthly Income Need as Percent of Total Income

Figure 5: Planning Preferences category — Needs Preferences screen

Start planning

Set needs preferences

5
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Enter personal data

M Sample 1 - Express

File Edit Input Preferences

Yl T SR EE BN
Profiles Professional

Case Setup
Client Data

Output  Tools Help

Client A Information

First Mame Last Name Date of Birth
Brian | [Price | 211811983 | Agess

nded Client A Data

Personal Data
Dependents

Risk Tolerance Profile
Notes

Social Security Benefits
Earnings Based

Income 8 Expenses
Assets & Liabilifies

<Chooses
None
|Eamings Based | Social Security Benefits list
I | MNone - For those who don’t contribute or won't have enough quarters
Asset 3 . o apply

Planning Social Security Benefits Earnings Based - Will calculate based on earnings entered

Recommendations Earnings Based - Maximum Benefit - Pays out maximum benefit

‘Client Presentation

Insurance Coverage

Objectives Iaximum Benefit

: Additional Client ion
F'Iannlng Preferences. ST AT T DRI

Brian and Amy Price |

Address 1 Address 2

| 9653 Midway Lane | [Apt# 23 |

Ci Stale  Zip
Los Angeles [ e2135-0054 |

E-Mail Fhone Fax
baprice@aol.com | [@13)555-1414 | [(213)555-1215

Client A's Social Security benefits

Figure 6: Client Data category — Personal Data screen

6 Enter personal data



Enter incomes

W Sample 1 - Express

File Edit Input Output Tools Preferences Help

LI 4 : 09 E g
Pmﬁ’es thss’-ona’ Used to calculate Social Security benefits if _m

the Earnings Based option is selected.

Case Setup

Client Data 1 1

Income & Expenses Client A Monthly " Annual Annual Total

income Salaey [ $5,150 | ( 50| 573,300
Direct Income Source Sell-Employment | 30 | ‘ s0 & 50
Expenses Other Income | 50 { $0 ' 50
Assets & Liabiliies it
Insurance Coverage Salary [ $3.200 | ‘ $0 §38,400
Objectives Sel-Employment [ 30 | [ so 50
Asset Planning Other Income | 50 | ‘ s0 50
Recommendations TOTAL INCOME $0.350 80 §112,200
Client Presentafion
Taxes

Planning Preferences Taxes Withheld

oy | B

Annual so |

Annual Total $36,420

Figure 7: Incomes & Expenses category — Income screen

Start planning

Enter incomes

7
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Enter direct income sources

M Sample 1 - Express

File Edit Input

|-’JE‘ v

Case Setup
Client Data

Income & Expenses

Income
Direct Income Source
Expenses

Assets & Liabiliies

Insurance Coverage
Objectives

Asset Planning
Recommendations
Client Presentation

Planning Preferences

Output  Tools

Preferences

0B e
Profiles Professional

Help

Selecting Social Security here overrides the
default calculation method for both clients.

Direct Income Source

Direct Income Source Number

Type Social Security -
<Choose=
Social Securiy "
Name ——
Recipient Defined Benefit
Annuity
Amount (Monthly - Except for Lump Sum) Lump-Sum

Present Value or Future Value

Annual Increase

Beginning

Ending

Other Income
Earned Income

2| %

i Years 0] Ages 583
Recipient's Death Q’ears@ Ages —/88

Timing offsets that coincide with events in

] Applies only to Survivor Needs {exclude from retirement)
Amount in Retirement
Amount in Survivor Needs Analysis- Client A Dies

Amount in Survivor Needs Analysis- Client B Dies

the case save data-entry time.

50

Type of income

Figure 8: Income & Expenses category — Direct Income Source screen

8 Enter direct income sources
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Enter assets

M Sample 1 - Express

File [Edit Input Output Tools Preferences Help

‘JE-. = % b 0O B
Profiles Professional

Case Setup /View assets in either a detailed or summary view.
Client Data

Income & Expenses. how Summary View Move Holdings between Accounts

Assels & Liabiliies

Assets: Detail View

i Marlet
Owner Name Value Edit | Delete
Liabilties Checking Joint Checking Account 1,500 ol @ | &
Insurance Coverage Savings Joint Savings Account $2.500 il @ | x
Obiectiv
il 401(K) Clenta | £01() 518,000 s @ |
Asset Planning
Mutual Fund Joint Stock and Growth Fund $3,000 s ? | X
Recommendations
. - 520 College Savings... | ClientA | Susie's 529 Plan $1,000 s ? | X
Client Presentation
T Residence Joint Condo $310,000 AR
Personal Property Joint Car $20,000 0 E’I x
Perscnal Property Joint Personal Property 520,000 o] B x

Contributions are treated as an expense.

Total Market Value $376,000

Figure 9: Assets & Liabilities category — Assets: Detail View screen

Enter assets 9
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Enter retirement objectives

M Sample 1 - Express

File [Edit Input Output Tools Preferences Help

Y=

Case Setup

Client Data

Income & Expenses
Assets & Liabiliies
Insurance Coverage
Objectives
Retirement
Education Goals
Survivor Cash Needs
Survivor Inc. Needs
Client Objective Notes
Asset Planning
Recommendations
Client Presentation

Planning Preferences

Profiles Professional

DEF ﬁuﬁ‘lﬁ m

Retirement
Assumes retirement starts January 1 of

the year the first client retires.

Retirement Information \ \
A
ClientA  Client B

Retirement Begins at Age

Include Social Security Benefits (vl

Age lo Begin Social Security Beneiits

Monthly Retirement Income Meed (in today's dollars) 86,545

Calculated automatically based on the percentage entered on the Needs Preferences screen. |

Figure 10: Objectives category — Retirement screen

10 Enter retirement objectives




Enter survivor income needs

M Sample 1 - Express

File [Edit Input Output Tools Preferences Help

‘gﬁ: :%*it‘ﬁ‘lﬁ ﬁ

Profiles Professional

Client Data

e Client A Death
Assets & Liabililies Client B's Age [Monthly Need s ] [Sun.rwor‘s Ea;;l;iz | T ———————
Insurance Coverage L - - 3
Obieclives [ 54.TDU] [ 53,200 | <«€——— Preretirement without dependents
Retirement [ 54-1001 [ 30 | < Retirement
Education Goals
Enter lump-sum needs at death |

Survivor Cash Needs Client B Death p
Survivor Inc. Needs | e TS S
Client Objective Notes s it |5 lient A Eamings

. 26 ( 55,00 | | 36.150 |
Asset Planning
Recommendations m [ 55-89'3] [ $6.150 |

Client Presentation m

Planning Preferences

I

54100 | 50 |

Figure 11: Objectives category — Survivor Income Needs screen

Start planning

Enter survivor income needs 11
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Implement reallocation and saving strategies

M Sample 1 - Express

File [Edit Input Output Tools Preferences Help

Profiles Professional

Client Data

‘ Up to four scenarios can be included. ‘

Income & Expenses

Assels & Liabiliies m l

Insurance Coverage

Scenario Name Include in Output | Recommended

Objectives
Asset Planning 1 | Retire Early

Recommendations

Retirement Scenarios |
Recommendation Notes

Client Presentation

Retire Early & Spend Less

2
3 | Retire Early & Save More
4

& & & &

NN

h g e R

X (kXX

Retire Early, Save More & Reallocate

Planning Preferences

—>|® |0 0|0

When selected, additional output is available
in the Client Presentation category.

Figure 12: Recommendations category — Retirement Scenarios screen

12 Implement reallocation and saving strategies



Enter retirement scenarios

m Retirement Scenario Details il

Retirement Scenario Details

Scenario Number (1 of 4) »
Additional Scenario Tools

Scenario Name Retire Early ] . —

Change Retirement Income No @

T Gt Change Porifolio Reallocation No @

Retirement Age Client A 65 } Change Tax-Deferred Contributions | No 2
Solve Change Taxable Savings No =

Refirement Age Client B 63 (e7] & 2

Monthiy Need (7 $6.545 [ oo |[E sowe

AN

‘ Solves to achieve 100% of the objective.

Current Results Scenario Results
85% of goal achieved
$0 ending porifolio
$248,738 first year need

100% of goal achieved
$275,757 ending portfolio
$279,957 first year need

Recalculate

Dok i Sccar

Start planning

Figure 13: Recommendations category — Retirement Scenarios screen — Edit link — Retirement Scenario Details screen

Enter retirement scenarios 13
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View the Retirement Summary Comparison output page

Retirement Summary Comparison
An Overview of the Results

Current Allernative Alwrnative Alrnative FRocommunded
Flan
Retire Early  Retie Early & Rotim Farly &  Retim Early,
Spend Less Save Iviore Swre Mo &

Reallocate

Retirement Objective

Change fo Brias's age 65 T 62 62 62
Change to Avy's age 63 71 60 {1 60
Change to overall retivement need 100%% - G - -
Hupe retimeremt begive 563 T3 G260 62060 62160
Fetimement needs in 15t year $248,738 $315,094 $145,654 $227.631 $227.631
Retirement Partiolio

Change to portfolio reallocstions - - - - Irfodsfied
Cheange to tazedsfinved contributions - - - Iefioddafied Dvlocfied
Fetimment portfolio today $25,000 $25,000 $25,000 §25,000 $25,000
Total additions to portfolo $483,673 663,598 $425,893 845,450 $521,566
Total withdrawale from portiobo $3,850023 $7.919,180 $3,378770 6,798,812 £5,245,349
Total growth in portfolio $3330.3:0 $8339.920 $2927877 $3,923,363 $5,298.782
SUMMARY OF RESULTS

Retuement chjecive satisfied untid Tarr4 Exd of plan Farte 8220 8073
Surcessful wtivment yean 12af27 19 of 19 17af 30 21 of 30 19 of 30

Capitalized objecttve at retirement® 4275215 $4.342.005 $2.654419 $4.147.530 $4.147,530
e £ $3.413.858 £

Capitalized i pplied

Financis| Profiles Erian and Amy Price
EISI

Figure 14: Client Presentation category — Client Presentation dialog box — Retirement Scenarios — Retirement Summary
Comparison report

14  View the Retirement Summary Comparison output page



Prepare client presentations

Start planning

[ Client Presentation

| ©f

Available Reports Your Presentation c |
!S.r’.'oi',-'-'."?g Al Report Types  w | | Find a Report X i | iPresenfaI."on Templates |
[# Title Pages = Title Page €«
# General Information Eategéeri;ggné;iﬁggj ea[Jender > Table of Contants - All Pages &
[# Assets and Liabilities Available Reports. > ® Disclaimer - Important Note &
Financial Statements > Client Objectives €
Asset Allocation > @ Need vs. Current Plan :J &«
Retirement » ® Cash Flow Summary €
Retirement Scenarios > @ Cash Flow &«
[# Education > ® Net Worth Summary «
# Survivor Needs > @ Net Warth Statement &
# Recommendations > ® Retirement Analysis Results L
Appendix + ® Retirement Analysis Results Timeline €
Financial Concepts > @ Education Goals &«

® Education Goals Summary €
® Survivor Needs - Capital Analysis - Client A L3
® Survivor Needs - Capital Analysis - Client B €
® 538 | T4 cave a client report as a POF, click Save As PDF
Recommendanons L3
To print your reports, click Print. |
I'L .
Report Type Legend \ Print Otielgs: (5 All OC!Vcked
To display client reports on-screen, click Display > | Display | [ Print | [ POF |

Figure 15: Client Presentation category — Client Presentation dialog box

There are eight types of client reports:
* Cover - Use to begin your presentation and indicate a change from one subject area to another.

* Disclose — Reveal all the client data-entry and planning assumptions (planning preferences) used
in the calculations.

* Presentation — Contain graphs and charts. Use them to display specific data to back up financial
concepts. Complicated calculations and numbers are easy to demonstrate using these pages.

* Audit - Provide a review of the calculations performed on a particular screen. Don’t know how a
number is calculated? Look to the audit page for an explanation. Audits are designed for your
review and not intended to be point-of-sale output. However, you may decide to include them in
presentations to help explain particularly complex financial issues or concepts, especially if you
are interacting with people who are analytical.

* Text — Contain information on a specific topic, letting you provide additional information to back
up your presentation and concept pages.s

Prepare client presentations 15
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* Concept — Include graphs, charts, and illustrations and help you explain concepts such as
inflation and its effects, stock markets and investing, and what happens if you do not carefully
plan for retirement. Concept reports are similar to presentation reports in that they are meant to
help you explain difficult financial concepts. Most concept reports are interactive and may require
you to enter additional data. To enter data in a concept report, click the calcuator icon located
beside a report title, under Your Presentation. A dialog box opens for you to enter the data.

* Recommendation — Consist of a number of recommendation bullet points. Recommendations can
be edited by going to the Input menu, and then selecting Recommendations. A text file opens where
you can edit the list of recommendations.

* Forefield - Through an agreement with Forefield Inc., these reports provide educational, sales,
and training content for you and your clients.
Note: Content from Forefield, Inc. is an optional feature available for an additional charge. Please
visit our store at estore.eisi.com to order this option.

16 Prepare client presentations
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Upgrade the client case

M Sample 1 - Express

" E.. DEF: ‘- - E] %

Profiles Professional —
Assumptions

Select mode

Comprehensive -

Analysis Objectives to add to plan

Use this list to upgrade a case to a higher analysis mode. }—

] 0  Accumulation Goals (0 Disability
v %] [J Long-Term Care
O Estate

Extended Analysis Options to add to plan

) Asset Allocation

This option takes taxes into consideration.
) Tax-Sensitive

O
A ts to add to plan
Personal Business
[ [ Business Valuation [ Financial Statements
] O Key Employes Valuation O Employee Benefits

) Income Tax Analysis

Figure 16: Case Setup category — Upgrade Client Case screen

Start planning

Upgrade the client case 17
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Exercises

The exercises have been designed specifically for this module. The following questions will help you
to explore the analysis modes available, navigation techniques, and the Express analysis mode.

Exercise 1: Analysis modes

1. You have had three clients contact you today, each with different needs. Below is a description of
each client and their needs. Assign an analysis mode to each client.
a) Client 1

Rob and Marilyn Smith have previously met with you, and they want to look at their situation
in more detail and get your recommendations. You have already used their information to
create a Preview case and have provided them with some reports. They are both 26 years of age
and are beginning new careers.

Recommended analysis mode:

b) Client 2

The Johnsons have just moved to your city for their retirement and were referred to you by
their former financial planner, who has already provided you with their financial information.
The Johnsons want a detailed look at how their portfolio will be distributed during their
retirement years and they would like to start reviewing what is likely to be included in their
estate.

Recommended analysis mode:

¢) Client 3

Janet Parker has just walked in your office to get some information while she waits for her
friend to finish work across the street. She has about ten minutes to spare and would like to see
if the strategies she currently has in place are sufficient for her retirement.

Recommend analysis mode:

HANDS-ON EXERCISES

18 Exercises



HANDS-ON EXERCISES

Start planning

Exercise 2: Using an Express case

Open the sample Express case by going to the File menu, and then selecting Open Sample Case, or by
clicking Open Existing Case on the navigation bar, and then selecting Open Sample Case.

1.

N

.

=

54

You have learned that Amy is a talented local painter who occasionally sells her paintings and
makes a small income from this. She estimates that she earns about $500 a month from the sales of
her paintings, and she expects this income to continue until approximately five years before her
death. Enter this income in the case, and then answer the question below.

On which screen would you enter the income received from the client’s paintings?
a) Income & Expenses category — Income screen

b) Income & Expenses category — Direct Income Source screen

c) Both the Income screen and the Direct Income Source screen

The Prices hadn’t previously told you about their vacation home because they didn't realize the
effect it could have on their financial picture. Enter the asset into the case based on the following
notes you made during your last meeting, and then answer the question below:

Brian and Amy jointly own the vacation property. They feel that it is currently worth
approximately $90,000, based on a growth rate of 5%. In which asset category should you enter
the vacation home?

a) Investment Accounts
b) Real Estate Property
c) Personal Property

d) Business Assets

Now that you have entered the new items affecting the clients’ retirement, implement your
recommendations into one scenario, or multiple scenarios, on the Recommendations category —
Retirement Scenarios screen.

Once you have identified an ideal scenario for the clients, mark the scenario as the recommended
scenario on the Retirement Scenarios screen. Marking a scenario as recommended will allow
additional reports to be available so you can view the details of that scenario.

A number of output pages have been created to compare clients” current retirement situation to
the recommended and alternative scenarios. The following are just a few examples of the output
pages available.

* Retirement Summary Comparison audit page — Displays a side-by-side comparison of the
scenarios where the Include in Output check box is selected on the Retirement Scenarios screen

o Alt #: Retirement Analysis Results Comparison presentation page — Available for the scenarios that
are not recommended, it compares the current situation to the alternative scenario

* Rec’d: Retirement Objective Comparison presentation page — Available only for the recommended
scenario, it compares the current and recommended scenarios using client-friendly tables.

Using the output pages above, analyze the clients” retirement goal and be ready to discuss your
results and ideas to the group.

Exercises 19
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Conclusion
This guide has enabled you to

* Create a client case

* Select an appropriate analysis mode for your clients

* Enter your clients’ current financial and goal information in an Express case
* Identify survivorship analysis settings

* Implement reallocation and savings strategies into What-if scenarios to increase the success of
retirement goals

* Compare current and recommended scenarios using output pages
* Prepare client presentations

* Upgrade a case

Answers to exercises

Exercise 1: Analysis modes

1. a) Recommended analysis mode: Express — The clients are beginning new careers, at which time
they typically would not require detailed planning. They are also looking for
recommendations. Usually, at this point in the clients’ situation, simple reallocation and saving
strategies are sufficient to improve their situation.

1. b) Recommended analysis mode: Detailed Cash Flow — The clients are now in the distribution
phase of their retirement and want more details about their financial situation. Using Detailed
Cash Flow mode will let you provide them with as much information as possible.

1. c) Recommended analysis mode: Preview — The Preview mode is designed to provide clients with a
quick snapshot of their current situation without having to invest much time, especially when
they are not yet committed to your services.

Exercise 2: Using an Express case

1. c) Both the Income screen and the Direct Income Source screen — Because the income applies today
and in retirement, it is recommended that you enter it on both screens to get an accurate picture
of the current cash flow situation and to ensure that the income is factored into the client’s
retirement analysis.

2. b) Real Estate Property — You should enter the vacation home in the Real Estate Property asset
category.

20 Conclusion
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