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What Do You Need?

* What would your year look like if it ended tomorrow?
* How do you want it to look?

* How do you fill the gap?
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How much in assets do you need?
What is your average account size?
How many clients do you need to sign?
What is your closing ratio?

How many prospects to see?

How many prospect meetings per week?

S20 million
$500,000
40

50%

30

5 (80 prospects/17 weeks)
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Advisor/Client Fills In the Gaps

Tactical Ideas
Marketing Campaigns
Action Plans

Strategy Boot Camps

MARKETIN

In ( Gowy
worksi

Market H[:

ONLINE LEAD GENERATION

DESIGN YOUR
LEAD GEN PLAN

Build an online prospecting system that tumns
your website into a lead generation machine
thatworks for you 24/7. p.

50+ Campaigns
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Client-Facing "Tools’

Teresa A. Sampleton, CFP®, CPA s villl

Savvy e 3 SAMPLETON B e,
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Cybersecurity Checklist 2018 Medicare 2018 Key Financial Data 2018
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Key Tax Changes Retirement Calendar Checklist (orsesmoutn)
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Special Reports/Lead Magnets

Knowing your numbers
helps you stay healthy,
wise and wealthy.

Find your number:

(Expected Spending - Non
Portfolio Sources of Income)/
Investment Portfolio

S1ey

What it Is: Your reliance rate measures how much you depend on
your investment portfolio to fill your expense gap.

Example: Say you'll need $100,000 a year in retirement income. If
70,000 comes from your portfolic and $30,000 comes from other
sources, your reliance rate is 70%.

Why you need it: A high reliance rate indicates a high dependence
on your portfolio to meet expenses. You will be much more
sensitive to market volatility since more of your income will
fluctuate along with the market. A low reliance rate signals a
lower exposure to the market and you can expect smaller and
maybe fewer fluctuations in your retirement income.

The bottom line is that the higher your reliance rate, the more
market declines will affect your retirement income. Or to say it
another way, the higher your reliance rate, the more flexible you
need to be with your spending during retirement in order to
compensate for market fluctuations.

Lead Magnet w/Landing
Page, Display Ads, & Lead
Nurturing Emails

11 Biggest Rollover Blunders

(and How to Avoid Them)
3 J

Missing the 60-day
Rollover Deadline

oving money from y. toaniRA

rollover

The. you y the
beople end window and suffering the
conseauences.

How it might happen
First of sl you took receIBE of the Monsy rather than making a crect ustee- to-trustse™
transter g The.

Rolling over your fundz for
of opportunities for error. Having a se|
Ppreventive touch points Iz necezzary
cruclal (and often ‘miztake]

in. the
days. Befare you know I, the G0-day window has closed.

O one of your financial Institutions could make a mistake. They might put the money
and you dor "t

Hore wot watc moct common biur
mereiy carsless, committed by mmm-

until after the 60-day window closes.

The

A SPECIAL RETIREMEN

mhts case the prcefor carelessnes s ioh The whole istrbution wi be taxable 1n
e year. And If you're under 55-1/2. youl pay a 10% penalty on toy

How to avoid it

Reauesta direct ansfer of the ssets. Open an ascount with s rustworthy reputable
custodian. Then ask you
oy Yo v Yooeh e ey i ers <o A o e checs wih fostor
YouTllose count of the days. Alo. fthe assets go straight o the riew custodian

How to rectify it
Talk fo the I3, The 1R softened 13 policies sgainst missing the 60-day rllover

f the delay we: 5 the financial Institution.
You can get an automatic waiver.

hardship
Butreally,
with and

you “The better thing

Special Report or 11-Touch
Email Blast
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Client & COIl Presentations

Navigating the Complexities of
the New Medicare Tax

FINDING OPPORTUNITIES TO BETTER SERVE OUR CLIENTS

Advisor Name
Firm Name

Life
After Work

How to Create a Good Life
in Retirement

4

1 Hour to Savvy Cybersecurity:

10 Threats Every Person and Business
Faces—and How to Fight Them Now

A 2
Advisor Name
Firm

Osctsimer

LinkedIn for CPAs

12 Ways to Leverage LinkedIn in Marketing Your Firm

Your Name
Firm Name

[Disclosures]

Rollovers can be tricky!
Explore your options for
funding a comfortable and

sustainable retirement.

Hosted by:

l’l _@m

e e

Includes PowerPoint Slide Decks, Scripts & Toolkits
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Sales Letters
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The ;i s the best
gerUS. companies
Oow femes indices),
anatyz.
2013 300 2014, 1S past year action nstocks
‘While 2015
g vears (5t Lovis
1 both years, r
sanes
o | [rencn
Meanwhie, longer-cerm Tressuries yids continve sl | 2
there's il penty of nterest i the most credituorthy |
2
s
We 616, however, see madest backus in bond yelds an N BT ST
Reserve 1nd Digger proniems n hgh-yieia b0, somel
Dear John:

e 15 there anythi ful To stay healthy i

BTt

EENNCS x

- Here
EC
= s v
= 4L 1. GPS for the Soul

Source:wa Syreetoual VG o TG reues: v 0.

1, 2014-Ouc. 31, 2025 DRI/ OGS B CRM/UA/ QPRS- 00 the 40U\ SR0TIZI me =0

Th it b You
oarid lovanise wh finger over the. P your stress level. he
Tl 0uch cn e of the ssues afecing high-iedshaf |+ 0% P1o<® ¥OU0 i o breatrin
performance in key stock and fired income sectors 58| > T

Yo 3 o,
st for you. GPS for the Soul i svaiatie fo free on Tunes.
2. Nature Music Lite
Appealing 10 your senses, this lax your mind,
sounds

constant rging phanes for
‘available for free on unes.

3. PIP Stress Tracker g

and refocus. Nature Music Lite is

Seasonal Emails

47 Wealth Management Group
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DearBab.

Taxseasonis overl And nowthat s behind us, | wantedto make you aware of a
“concierge’” service | offer only at certain times of the year.

We know thatfriends andfamily are a vital part of your life, andwhen we see
we wantto help.

Nowthattaxes are filed, | have sometimé
anyone you care aboutwho could use some hell

‘Thinkof me as a help desk! While | cant
investmentrecommendations, | can offerresour
from some of yourfavorite people:

The nawy mariad - How mush marigage s toa o
Mom = How much ssssted g can we sfiorg?
Naighbor - Whstare soms optons n sakng 2 5u
Newexac-— st is restrcied siock?

Calage grad - Howto manags colege laans?
Fisning buday - 1s t1ma to Caim Socsl Securtyd

ear— Shoud |iske the ump sum'?
Ratree —Is my spandi L

Its not a service we advertise (and there
tomake you aware of it We offer this assistance
neveran obligation. Thisis just a resource | can

So, it any of your friends, family, or collea
guidance orjustwould like o ask a questionor
toobig or too small

And, of course, | am always here for you if you n;
Adan

AdamSample
Cerified Financial Planner
adam@wealthmanagement.com

Aoy Sevces o1 P ies Usmsgenen G 3 Rege
mgaman Crop mans FRRASSC.

Referral
Letters

4y Wealth Management Group
9 Liberty Rock Rd., Suite 19
Peoria, IL 61601
(123) 456-7890
www wealthmanagement com

Dear Margaret,

Thank you for meeting me at the New Year's Eve fundraiser for St. Jude Children's
Hospital. I enjoyed our discussion about the holidays and your plans to open another
physician practice this year. With two medical clinics already under your leadership, it
sure looks like a busy and exciting year ahead for you!

1 work as a financial planner with Sampleton Wealth Management, and would like to
explore further how my firm might be able to assist you in building a long-term financial
Jan

1 specialize in reirement planning and have worked with countless senior executives
and business owners in tackling these matters. | take the time to get to know each client
and tailor my investment and financial approach to their specific needs and
circumstances

Since its inception, my firm has focused primarily on delivering exceptional service to all
of our clients. We have now reached the point where we have to limit the number of
new clients we take each year so we can deliver our brand of highly personalized
service. That said, | have a couple of openings available this year and would be happy
to explore whether our services might be of benefitto you

I like to call you personally in the next couple of days to see if I can be of some help or
at least answer any questions you may have. And you can always feach me at
teresa@sampletonwealth com or 212-111-2222

Sincerely,
Tony

Advisory Services offered through Wealth Management Group, a Registered Investment
Advisor. Securities offered through Wealth Management Group, member FINRA/SIPC

Prospect Letters
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Marketing Resources for You
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List of Services Template

The Financial Advisor’s
Marketing Calendar

A complete year of financial deadlines, special
‘observances, holidays, and communication themes
for contacting cllents, prospects, referrals and COIs.

=]

‘Advisor/Client

T
Annual Marketing Calendar

Take Control
of Your
Numbers!

Send Me The Stats!

Sampleton Wealth Management Group SAMPLETON
m New Yok, KY 30018

Support Materials

CPE Credits Guide
What you need to do to award
Continuing Education Credits ((PE)
to (PAs

&

STENsORY

Instruction & Guidance

2016 FastStart Marketing Plan

Marketing Objectives: Eriabiih sl & buadgats

Core Marketing SYSYemS: Summariss naur swseagy focach martstir s

(‘f’efy‘

System Activity Timing

Campaign Calend:
Tan

Monthly

Quarterly

Marketing Metrics: Gharse degperdomanss idsscors o aast

“Pﬂ‘#ﬁ‘ﬂ‘ 2SS E ‘ &

Worksheets, Checklists,
Marketing Plans,

Schedules, Templates
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Still Time to Give a Workshop or Webinar!

How to Get Rollover Ready!

2 Life
After Work

)4 How to Create a Good Life |
in Retirement

Rollovers can be tricky!
Explore your options for
funding a comfortable and

sustainable retirement.

Hosted by:

l,l m@;

Presented by
[Name]

Linkedin for CPAs

13 Ways fo Leverage
Linkedin to Better Market
Your Firm and

.
Savvy Social Cammanicate wih Chents

Security Planning:

What CPAs, Attorneys, and Other e
Professionals Need to Know About
Social Security Claiming Strategies

1 Hour to Savvy Cybersecurity:

o 30 4 e s 10 Threats Every Person and Business
Faces—and How to Fight Them Now
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7 Super Simple Marketing Ideas

Duuude!

Whoal

horsesmouth
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1. Find a Date to Celebrate
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The Financial Advisor’s
Marketing Calendar

B

A complete year of financial deadlines, special
observances, holidays, and communication themes
for contacting clients, prospects, referrals and COls.

(roeamect)
Advisor/Client——
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September

Commonly Observed Holidays
Sep 3. Labor Day (markets closed)
Sep 3. Labour Day (CA)

Sep 9-11. Rosh Hashanah

Sep 18-19. Yom Kippur

Financial Dates & Deadlines

Sep 17. 3Q 2018 estimated taxes due

Sep 17. 2017 extended partnership
returns due

Sep 17. 2017 extended S-corp returns
due

Sep 30. Last day to determine
beneficiaries after IRA owner's death

Business & Industry
Mortgage Professional Month
Update Your Resume Month

Sep 4. Newspaper Carrier Day
Sep 18. Air Force Birthday

Sep 20. IT Professionals Day
Sep 22. Business Women'’s Day
Sep 29. VFW Day

Cause Observances

Baby Safety Month

Childhood Cancer Awareness Month
Hispanic Heritage Month (Sep 15-Oct 15)
Prostrate Cancer Awareness Month
Healthy Aging Month

Sep 5. Day of Charity

Sep 8. International Literacy Day
Sep 9-15. Assisted Living Week

Sep 11. Patriot Day

Sep 14. Stand Up to Cancer Day

Sep 17. Constitution/Citizenship Day
Sep 21. International Day of Peace
Sep 27. Family Health & Fitness Day

Special Observances
College Savings Month
Better Breakfast Month
Intergeneration Month
Self Improvement Month

Sep 7. Food Bank Day

Sep 7-9. U.S. Open Finals (tennis)
Sep 8. Tailgating Day

Sep 9. Grandparents Day

Sep 12. Day of Encouragement
Sep 16. Stepfamily Day

Sep 17. Wife Appreciation Day
Sep 19. Talk Like a Pirate Day
Sep 22. Autumn Equinox

Sep 24-30. Dog Week

Sep 28. Good Neighbor Day
Sep 30. Podcast Day

(oot
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October

Commonly Observed Holidays
Oct 8. Columbus Day (markets open)
Oct 8. Thanksgiving (CA)

Oct 31. Halloween

Financial Dates & Deadlines

Oct 1. FAFSA 2019-2020 opens

Oct 1. Final deadline for self-employed & small
businesses to establish SIMPLE IRA for 2018

Oct 2. 2017 extended trust & estate returns due

Oct 15. Medicare open enrollment begins

Oct 15. 2017 Extended individual tax returns due

Oct 17. Final deadline to fund SEP or solo 401(k)
for extended 2017

Cause Observances

AIDS Awareness Month

Breast Cancer Awareness Month
Bullying Prevention Month
Health Literacy Month

Oct 10. World Homeless Day

Oct 10. World Mental Health Day
Oct 14. Clergy Appreciation Day
Oct 24. United Nations Day

Oct 27. Make a Difference Day

Business & Industry

Physical Therapy Month
Chiropractic Month

Photographer Appreciation Month

Oct 2. Custodial Workers Day

Oct 1-5. Customer Service Week

Oct 7-13. Primary Care Physicians Week
Oct 13. Navy Birthday

Oct 14-20. Business Women's Week
Oct 16. Boss’s Day

Special Observances
Cybersecurity Awareness Month
Financial Planning Month
Long-term Care Planning Month
Organize Your Medical Information
Month

Oct 1. International Day of Older Persons

Oct 1. International Coffee Day

Oct 5. Do Something Nice Day

Oct 8-12. Financial Planning Week

Oct 11. Take Your Parents to Lunch Day

Oct 14-20. Retirement Securities Week

Oct 15-21. Estate Planning Awareness

Week

Oct 16. Boss‘s Day

Oct 17. Support Your Local of Chamber of
Commerce Day

Oct 18. Get Smart About Credit Day

(oot
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November

Commonly Observed Holidays

Nov 4. Daylight Savings Time ends

Nov 11. Veterans Day (markets opened)
Nov 11. Remembrance Day (CA)

Nov 22. Thanksgiving Day (markets closed)
Nov 23. Markets close at 1 p.m. ET

Financial Dates & Deadlines

Nov 1. 2019 health insurance open enrollment

opens

Nov 30. Last day for doubling up to avoid
wash sale rule

Business & Industry
Military Family Appreciation Month
Entrepreneurship Month

Nov 3. Love Your Lawyer Day
Nov 10. Marine Corps Birthday
Nov 24. Small Business Saturday

Cause Observances

Adoption Month

Alzheimer's Month

American Diabetes Month
Family Caregivers Month

Native American Heritage Month

Nov 4-10. Animal Shelter Appreciation
Week

Nov 10. Marine Corps Birthday

Nov 10-18. Hunger & Homelessness
Awareness Week

Nov 15. Great American Smokeout
Nov 20. Child Day (CA)

Special Observances

Family Stories Week

Long-Term Care Awareness Month
Vegan Month

Life-Writing Month

Nov 1. Dia de los Muertos (Day of the
Dead)

Nov 4. NYC Marathon

Nov 8. Men Make Dinner Day

Nov 13. World Kindness Day

Nov 15. America Recycles Day

Nov 23. Black Friday

Nov 26. Cyber Monday

Nov 30. Computer Security Day

*0
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Special Days Resources

HealthCare.ciov Individuals & Families W

GetCoverage  Change orUpdateYourPlan  GetAnswers  SeeTopics -

Brownielocks

A quick guide to the Health Insurance Marketplace

Dates & deadlines for 2016 health insurance

http://www.national https://www.healthcare.gov/quick-

daycalendar.com/ guide/dates-and-deadlines/ pake lpn

T —
http://www.brownielocks.com/

healthfinder.g’ v
Live wal Leam haw

DAYS+~YEAR

EREE

e Like 61K W Follow @daysoftheyear

https://www.days
oftheyear.com/

http://www.tax.gov/calendar/

http://healthfinder.gov/nho/default.aspx
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Look for ing Materials

How can | help spread the word?
We've made it easier for you to make a difference! This toolkit is full of ideas to help
you take action today. For example

August
National Immunization
Awareness Month

Sponsor. Centers for Disease Control and
Prevention, National Center for Immunization
and Respiratory Diseases

= Add information about immunizations to your newsletter.
* Tweet about National Immunization Awareness Month.

= Host a community event where families can get together and learmn about
immunizations

|mmunization, or vaccination, helps = Add this Web badge to your website, blog, or social networking profile.

prevent dangerous and sometimes Save & Share
deadly diseases. To stay protected
against serious illnesses like the flu

measles, and pneumonia, adults el Share These Resources | More Information
need to get their shots — just like

« Download full PDF [372 Sample Announcement | Sample Tweets E-cards \Web Badge Get Involved

[ 3

kids do.

Promote Your

Event .
National Immunization Awareness Month is a great Back to top
time to promote vaccines and remind family, friends « Tips to plan a National
and coworkers to stay up to date on their shots Health Observance

Get the Word Out

How can National Immunization Awareness .
Month make a difference? View All NHO
We can all use this month to raise awareness about Toolkits
vaccines and share straiegies (o increase ! Sample Announcement for Newsletter, Listserv, or Media Release
immunization rates with our community Select a Month «

Here are just a few ideas

= Talk to friends and family members about how vaccines aren't just for kids. Peaple of
all ages can get shots to protect them from serious diseases. » Sample Tweets

= Encourage people in your community to get the flu vaccine every year.

* Invite a doctor or nurse to speak to parents about why it's important for all kids to get It's important for kids to get their shots on schedule. Make an »Tweet This!
vaccinated

appointment for your child today: http://1.usa.gov/XYqX3E

B T ————————
http://healthfinder.gov/nho
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2. Show Them All You Do!

* Income Analysis

* Social Security
Claiming Strategies

* Pension evaluation

« 401(k) advice

* Rollover guidance

* Spending plan

* Portfolio stress test
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List of Services

Investment Retirement
Planning Planning
Portfollg Manage_m SIte Retirement Goal Setting Wills
Risk Analysis
Asset Allocation & e : :
Diversification Social Security Analysis Powers of Attorney
Concentratefl Rloch Business Planning Living Will
Analysis
Asset Location IRA Contributions & - Care Proxy
Conversions
Investment Risk Control 010 Managoment & > e
Employer-Sponsored Charitable Giving
Strategy Plans

Guardians for Minor

S d Opinion Revi Annuities & Pensi
econd Opinion Reviews  Annuities & Pensions Children

RMDs & Withdrawal

3 Asset Protection Analysis
Strategies =

&

Portfolio Stress-Testing

Teresa Sampleton
President

I Wealth
123 Street Name, Town, State, 00000
name@companyname.com
WWWw.companyname.come

Risk Management Cash Flow &
& Insurance Budgeting
Review of Existing 5
Policies Cash Flow Analysis
Life | Needs Ext & Budgeting
IR e Debt Management
Insurance

Disability Insurance

Health | e

Planned Purchases

Homeowner's & Renters Mo Eee Reviow
Insurance
Liability Coverage Lines of Credit
Disclosures:

Tax
Management

College Savings Planning  Review of Cost Basis

529 College Savings
Plans

Review Realized Gains

Roth IRAs for Children Carry Forward Losses

Gifting Tax Loss Harvesting
Elderly Planning Deductions & Credits
= Potential Roth
Legacy Planning Conversione
Divorce & W|dowhmd HSASs & FSAS
Services

Your company disclosure information. Lorem ipsum
dolor sit amet, consectetur adipiscing elit. Sed augue
nisl, elementum sed mattis id, tristique ac enim.
Cras scelerisque fringilla dolor, sed fermentum justo
dictum nec. Cras id mauris eleifend, suscipit purus
id, finibus metus. Maecenas dignissim at nisl quis
suscipit. Aliquam sagittis odio eget urna malesuada,
id hendrerit diam molestie.

Create a List of Services for Your Firm

Advisor/ Client



Create a List of Services for Your Specialty

Retirement Retirement Income Pensions Annuities Tax Planning
Planning Planning for Retirement
Goal Setting Rewzv(v)::;:ome Social Security Analysis IRA Contributions Lump Sum Analysis Risk Review Roth Conversions
Needs Analysis 401(k) Management Disability Roth IRAS Find Lost Pensions '"°°mi::l';:§eme"t Roth Recharacterizations
Retlremept Plan Portfolio Reylew & Spouse & Survwor Rullovers CashiBalancs Plans iy ST Tax Bracket
Creation Analysis Benefits Management
EStat(.e Blanned. Inheritance Planning Couple Coordination Withdrawal Strategies SlngleL[fe o Jomt_«and- licome S_ust_amabnlny Asset Location
Philanthropy Survivor Analysis Projections
Debt Management Cash Flow Projections Spema! Neg — RMDs R Sta'te gerson RESGUSEAES Beneficiary Audit
Coordination Planing Management
Legacy Planning Real Estate Investments Filing Strategies Self-Directed IRAs Governme:lta:etlrement Contract Reviews Tax Loss Harvesting
bl Reverse Mortgages Medicare Planning ROBS Health Care C 56 1035 Exch Credits & Deductions
Management
Teresa Sampleton Disclosures: Your company disclosure information. Lorem ipsum
& dolor sit amet, consectetur adipiscing elit. Sed augue
President SAMPI.ETON nisl, elemenh;n sed mattis id, tristique ac enim.
I Wealth ; Cras scelerisque fringilla dolor, sed fermentum justo
VedltiT} 't. TAeITIents dictum nec. Cras id mauris eleifend, suscipit purus
123 Street Name, Town, State, 00000 7 gﬂﬂﬂ id, finibus metus. Maecenas dignissim at nisl quis
suscipit. Aliquam sagittis odio urna malesuada,
name@companyname.com b heﬂdreritqaiam :\g(esﬁe. eget
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Which Wealth Management Services Do You Need? [[Easial)
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Promote Your List of Services Everywhere

47 Wealth Management Group
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3. Break Bread - Regularly

Jim,

1
can you help my Of course!

You gotta get

“horsesmouth)
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Monthly Event Formats

Lunches

Breakfasts

Morning Coffee Club

Teas

Peer groups

Book club

Happy Hour

Salons

Open house/open office hours

—— UPCOMING EVENTS—

FinanciaL rarTrneRs

MORNING BREW WORKSHOPS

At 10:00 am on the first Tuesday of each month, Blue Sky
Financial Partners hosts free educational workshops. All are
invited for coffee and pastries as we share information on
topics that are timely and important.

Apr 7" : The Psychology of Money
Each of us has our own unique, financial
fingerprint and have acquired different
unconscious, beliefs. and  behavioral
patterns when it comes to money. Some are
savers, some are spenders. Some take risks
while others are more conservative. If
you've ever wondered why you and those
you love don't see eye to eye on important
financial matters, this workshop is for you.

Call to reserve your seat, and we'll see you at Blue Sky Financial
in the upstairs workshop room.

4001 Murvihill Rd (in the Eagle Aircraft Building)
Valparaiso, IN 46383

May 5% : Beneficiary Roundup

When was the last time you reviewed the
beneficiary designations on each of your
accounts? Do you know the difference
between per-stirpes and per-capita
designations? Has there been a life-
changing event in your family such as a
death, divorce, marriage or birth of a loved
one? Do you recall who your named
beneficiaries are on your 401(k), savings
bonds, life insurance or annuities?

‘horsesmoutn )
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Monthly Event Marketing

A B m O

KEEP AS NEW || REP! REPLY ALL | FORWARD | ACTION | DELETE | SPAM

May Monthly Money Chat

When Dear Wendi,
Saturday May 11, 2013 from
10:00 AM to 12:00 PN

Ad r

Everyone talks about living authentically, telling
the truth to others and themselves. What does it
mean to live be authentic with money? What
keeps us from getting the most out of our lives?
What lies are we all telling ourselves about

Where wealth?
%arbu_c fCsiatiibe Lt = of In May, we welcome Ken Carlson of Authentic
gocreld Development
:w :L nr:éir?mgly? l:{ﬁvenue (http://www.authenticdevelopment.com/) lead an
< Motorola interactive workshop titled--"Authentically
xﬁ_ﬁ | Wealthy"
f Ken will teach us:

z
e The three lies that most of us tell

ourselves about money
L";'I':fgs"" e The internal personal changes that each
5 of us can do to embrace our own
Higd authenticity
xmburg Busse Woods Fo e A highly resonant activity that you can do
© 201N e every day to increase the flow of wealth in
|

i © 2013 Nokia your life

Ken is a leadership coach who started his
business five years ago to help people Come
Alive. Leadership starts with self-leadership, and
well-being flows from that place.

Ken will also offer a special for individuals that
want to connect their goals to their values.

Evite Invitation: Sampleton Wealth Investment Book Club *

Adam Sampleton toyou  show details «

Adam Sampleton invited you to

Sampleton Wealth Investment
Book Club

Thu, Apr 03, 2014 at 12:30 PM =

Tl
WHERE § 8
123 Main Street -

Conference Room
New York NY 10018

WILL YOU ATTEND?
Vv YES ? MAYBE X NO

VIEW THIS INVITATION

Is this email going to your junk/bulk folder? Add info@mailva.evite.com to your address book to
ensure that you receive all future Evite invitations in your inbox.

Don't want to receive any Evite emails from this person? Block this host.

If you no longer wish to receive notifications from Evite for this event only, update your notification
settings.

Note: Replies to this email will go directly to the person who sent this message, not to Evite.
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4. Get Ranked

Google My Business

(oot
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Register with Google My

Google  Retiement planner in chicago

Al News Shoppng  Maps  Images  More~  Seachtods
About 402,000 resiits (054 seconds)
Retirement Plan - Fidelity.com
%) wwve il com/ ~
Leam how to plan for reirement. Fidsity Investments can hel.
1:1 Guidanoe - Free Guidance - Calcuiators & Toos + Get Reatly to Retre

Plan for Retrement Open an IRA
Tradtons! IRA Rolover Your $01(x)

Retirement Planning Class - fisherfinancialgrouplic.com
W, ancialgrouplc com/Retire

Join Us For A Two-Day Educationsl Course To Plan Your Refirement

Planning for Retirement? - chase.com
. iatechent -

A Chase Private Client Advsor Wi Heip Deveiop A Plan For You
F i Offie - Plaming for Retirement’

We Help You Find Top Retirement Planners in your location, Free!

w a2 Retirement Plon
1 G rement
g o) F’A‘Ew"lo“"“"“‘
{—o T 2016 g
Retirement Plan Advisors LLC
jews - Frarcil P ) Y
105 W Adems St #2175 - (312) 701-1100 \Websie. Directions.

Retirement Plan-Cta Employees
Noraviws - Bank
St e st © 05
105 LaSale St (312419904 Wessie | Deactions
Gpan il £30PM

Public Retirement Planners, LLC

Norevews - Firancel Plaer ®

8110 N Merrl St - (224) 867-1654 Webste  Dirsotions
Open untl 600 PM

= More places

retirementplanadisors. com/ ~

105 W Adams

A es 1
St.. Sute 2175 | Chicago, IL 80803 | 312701, 1100 | FAX 312.701.1105.

-

e EmENt FIan AGVISOrS | THE FUUIe 5 BererThan vou

The PrivateBank Theatre «*
Monroga(Blue) [ (M]
'B Monroe

Quincy/Wells *
[@ Jackson

5 See outsid;

Jackson (Red) @

Retirement Plan Advisors
LLC * Website Directions

Financial Planner

Address: 105 W Adams St # 2175, Chicago. IL 60603
Phone: (312) 701-1100

Suggest an edit - Own this business?

Add missing information
Add business hours

Reviews Write a review Add a photo
Be the first to review

) Send to your phone

ource: www.googie.com/business
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Register With Local Online Directories

e e

Q Eovars sones

@ Eovaasones

@ Eowsnasones - Franc

@ Eowars sones

@ Eowana dones - Frane

@ e 8 Assacisnon L

@ Legicy Invesmens servce

@ Cypress Asmer tansgement

YAHOO)! s P

8 W

o pasc

521;)3@- Association Limited

126 Eastgate On

(309 660100
WWashingion, IL 61574 o

oetats
Ao s Assc. L3 0 et 1 st Poars & 50 st 70
o e S 193 e AP 8 e w0 Yo
Sach 0 encl 1 430t 3 e arbr O Tareb) RSN 5 0 GopOANEy
5 00003 s 0 40y Y60 1ab 1 e 451 13 s 1O Al B

At o your e et G

Catoguies: Logar &

2331 iy 3 3 v on P

2 Sarnce mesment Serece, moesment S
You mignt ako me

v v v v v

Yahoo Local

Gary K Craig - Edward Jones
Investments
[+ [ [ [+ |+ RECEVARER

Financial Advising [ 2 st

Business hour

O ] istamcanna oot
507 N Fourn st
Chilicothe. L §1823

2 eawardjones comven_Usfiainde,

Recommended Reviews

YepSot Oste Raing £l Engish 1

3 e . x

G e 1+ [+ e

O FistoReveu

* 48 risns

My famly and | have invested with Gary Cralg since 2010,
103 WMl of sef-serving “professionals and adisors.” or
people who look out or their bottom line instead of yours,
M. Craig s a pleasure fo work wih. Th

continue to Invest wih . Cralg are simple

He Is honest and candid. Period. He takes time to explain
hings, conducts very thorough research, and works hi

Yelp

@ Agarcto | o share | R Bookmark

R T

& Edtvusiness info

Hours

2 Adabusiness hows
B e
Frstio sy
Browse nearby
Restaurants, Nightife, Snopping. Show al

People Viewed This After
Searching For.

Financial Advisor Chilicothe

Pl Browse financial advisors near

wsoscvrs [N

7, Foresman Jerrod semvices
Q701 Manesotn Ave, Kansas Gy,
S 66101

9 (913)2

nvestment Advisory Service

Website Diections Mote nfo

9-5008

8. Keum Jeff semvces
Q1600 Genessee St # 800, Kansss
City, MO 64102
© (816) 421-4343

estmont Ad

oty Service

Wetsite Directions Mot info

9. Reliant Financial Services
9 1600 Genessee st ste 961, Kansas

City, MO 64102

@ (816) 421-7110

10. National Financial Data Service
430 W Tth St, Kansas City, vestment Advise
MO 64105
Duections More Info
© (816) 435-1700

1. Cochran Head Vick & Co sewces

Financial Planning C:

nsultants

1333 Meadowlark Ln, Kan:
KS 66102
0 (913) 287~

s City,  Website Direct it

4 More info

B 12 Farm Bureau Financial Services sevess
. 2707 5 47t St Kansas Gy,
kS 66106

Financial Planning Consultants,

ctions Mote

Brian W Keeley |

104 Shawnee S, Leavenwpion i | Join
K5 66048 |

© (213) 682-2325
Making Sense of Investing

Directions

Edward Jones - Financlel Advisor:
DeWayne Ovard

2300 Hutton Ra Suite 105, Kansas City,
K5 66109

(813) 7210327
Making Senze of Investing

Directions

Edward Jones - Financlal Advisor:
EricV McTye

8147 Perallel Phwy, Kanses Clty,

KS 66112

Directions "

Edward Jones - Financlal Advisor:
Joe Nash

419 Shawnee St, Leaverworth,

KS 66048

© (913)882-2120

Making Sense of Investing

Website Dwections

Edward Jones - Financlal Advisor:
Joel D Hadfleld

871 W Eisenhower Ra Ste F, Lansing,
K5 66043

Yellow Pages
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5. Deliver Tools




Checklists, Worksheets, Reference

b, 4.4
Key Tax ==
——— e e
‘o
. e
Retirement Budget Worksheet cmses e
. T S ™ - A . P e T Cule ol Johe Wy
e e 5 Reti income Sources Mo Annua
SNy Ao Tl Work Eamings 5 s
Tersa S Sampioton, CIP. CLU, EMC Company Pension 5 s
Wice Presidoes £ 401(K) Plan 5 s
Sampirion Woss Minagiessnt Orous 5 Retirement Accounts H H Rp—— —-
R . m Taxable Investment Accounts : s
x - Annuity s B S - -
oo v Kbt Rental Income s s — b
YA NY 1000 o= Business Interests 5 s it
sstpngnl Dl 8 § —_————— e
eyt asrpineest ion
v bargistn eeeth son Taxes Monthly Annual — - ————- b et ——— e ———
Income Tax s s e —
Property Tax $ $ ——— - - — e iy
Capilal Gains Tax s s - — et ——
e oy Business/Corporate Taxes 3 s ——-
Fund resirement ona : H

Start a busisess useholdE enses onthl n|

HOA Fees
Make a big lifestyle change Homeovmers/Rental Insurance
Home Maintenance/Repairs
Leave an inheritance Home Improvements
0 chasiey Home appliances

Fumiture

DHUDDDD

Rollover to traditional tRA

T

o|o|o|

Coavert to Roth

Cash cat

PETTLRE =

Leave kn cmphong

3. List ol rotirement 8 S1.6

Account #1$__
15% - -e
35% - —
: —_— —— e
Knowing your numbers —— ———
helps you stay healthy, $120k _
wise and wealthy. P el i tromnt

Rolling over your funds for retirement presents a number
of opportunities for error. Having a set of guidelines and
preventive touch p s neceszary to zave yourself from
cruclal (and often expensive) miztakes.

Hare, e

A SPECIAL RETIREMENT REPORT

—— e S e 0
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Financial Services Tools

FREE RETIREMENT READINESS KIT

CLICK HERE
1o see what's
included.

Where Would You Like It Sent?

FirstName':| |

Learn How To Get Last Name: |

The Most From Your r
: Y Phone': | \
Retirement Savings

_— ":

Fields in bold" are required.

No Spam Guarantee: We will not sell, rent or provide your
name or contact information to any 3rd party.

SUBMIT

lealth

'\ | brightpeak financial

Sponsored

Spring cleaning on your to-do list? Make it
simple with our free 21-day email program.

Spring Clean Your Life!
Tackle the post-winter cleanout - for ..~ Sign Up
brightpeakfinancial com

39 Likes - 1 Share

Do You Know Your Retirement Goals,
And How Much They Will Cost?

Find the answers to your questions in this Free Guide

Get Your Free Guwe To
Retirement Income

Invest smart. Build wealth.
Retire early. Live free.

1m Todd, and | created Financial Mentor 10 give you @ step-by-step blueprint
for buikding wealth that actually works. More than 15,000 people have.
aiready used this blueprint to jumpstart their financial freedom.

Get Your FREE Wealth Blueprint Here.

Get Your Free
Wealth Building Toolbox

Free Book Free Course Free Audio

Get All 3 Now! [iRstantaccess

Forbes SartMone

WSJ
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6. Ask Your Clients

valuation
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The Survey Effect

Key VaLue DRIVER: REVENUE PER INCREASE IN
FormALLY AsK FOR FEEDBACK PRINCIPAL REVENUE
No $475,242 o

Yes $622,280 31%

Source: Cetera "What Do Clients Really Think?"

‘horsesmouth )
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Customer Satisfaction Survey Template

1. How Am | Doing As Your Advisor?
Please read each question carefully. Check the box that best corresponds to your degree of satisfaction What method of material & resources are .
in that service area. You can only check one response per statement. most valuable to you? Would you recommend me to a friend or

family member?

Answesed: 31 Skipped: 2

Answered: 32 Skipped: 1

1. Are your phone calls and emails returned in a timely manner?

White papers.
< (POF via email)
) Very timely - = .
Definitely, |
Somewhat timely e - Kknow at leas..
_ oK
vz [ i
i (statistical... 3
oty someone asks
Tragitionsl -
. 3 hard copy.
2. Do we communicate with you enough? Probably,
) Social media Sepenting 0a.
) Very communicstive links to...
) Moderstely communicative Other (please No, 1am not
oK cify) happy with ...
Not enough 0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
= No. | am not
happy with y...
3. How well do we understand your goals and what you want to accomplish? Ansvier Choices. Responses
0% 0% W% 0% 0% 0% 60% 0N B0%  90% 100%
) Very well ~  White papers (PDF via email) 31.25% 10
Educational Viceos 938% 3
) Moderately well
Infographics (statistically rich charts & graphics) 12.50% 4 R
<) OK Traditional hard copy material 1663% s
Definitely, | '
Its a struggle Social media (links to relevant ariicles & news) 1250% B Mty o ol it neson o el
Other (please specify) Responses | 18.75% 6 Yo, ¥ someone aeks
2 7 Toal £
4. Do you find the firm's website helpful?
Showing 6 responses No, 1 am not happy with your service of results 3% 1
./ Very helpful Hard copy of annual goals &/or revised 10,1 ot heppy with your price am 1
32015726 PM  View respondents answiers e
) Moderately helpful =~ 5
Hard copy of annual goals &lor revised
oK 3/1/20157:25 PM  View respondents ansers

O Nt et T T

5. How helpful is the staff?
Very helpful
) Somewhst helpful

Advisor/ Client




Online Survey Resources

£ SurveyMonkey® sonin | o

Home HowitWorks Examples ~ Survey Services -~ Plans & Pricing

Create Surveys, Get Answers

Snietes

The basics are always free. Upgrade for more powerful features.

SEND MY FIRST EMAIL SURVEY

Survey ¥ Planet”

I Sign In

Looking for a simple, powerful online survey tool?

SurveyPlanet is the answer.

Surveys your way.

Create surveys and polls that match your brand, budget, and vision.

See Plans & Pricing

Sigriup e for FREE rfimited suiveys, auestions & responses

0 4 0 a
— ‘ o _ _ e
-

"n —

“horsesmouth)
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7. Host a Webinar

‘horsesmoutn )
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Find a Webinar Service

G2 Crowd Grid* for Web Conferencing Grid™ Scoring
Contenders Leaders
Sortoy:[G2Scoe 7]
0 & skype 95
g ﬁ GoToMeeting 92 .
€ T
a Skype for Business (formerly Lync) 91 @
= B | <
O @ webEx 90 % o
T
(] 0
E] Google Hangouts 89 3
. -ﬁ @
0 @4 joinme 78 @ @ ﬁ
— i
a @ FreeConferenceCall.com 73 ®
O | Adobe Connect 69 @
. = '.
] o Zoom 68
Niche High Performers

Satisfaction (1)

!OUI’CE.’ E! CFOW5. com

‘horsesmouth
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Stream It Live

David Koch @ il Like Page

M May 18 - @&

Hey gang, I'll be hosting a live Facebook event at 1pm today to answer

your financial questions.

From budgeting and goal setting, to ditching debt and growing and

protecting your wealth, I'll be covering simple strategies to help you

manage your money more effectively. Leave your questions in comments Clarissa.

below. '

How can |
fund my
financial
planning firm?

|

o 29 7 Comments

oy Like # Comment » Share

‘horsesmoutn )
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8. Be Urgent!

L t,o

2

‘horsesmoutn )
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Year-End Planning

Teresa S. Sampleton, CFP®, CLU, ChFC
Taresa A. San Vice President

YOU R 20" 7 Vics Presiden Sampleton Wealth Management Group P

Sampleton Wi ::;hﬁlrs"”'
LA T CHANCE 123 Main Streq New York, NY 10018
FINANCIAL PLANNING [ttt

weww.sampletonwealth.com

CHECKLIST i e olp | oo

WWW. Ith.com

SHAPE UP YOUR PERSONAL FINANCES FOR A GREAT YEAR-END!

Fall is an ideal time to examine your financial health and update your financial plans. Here is a list of important things to review that might
make a difference in your year-end review and plans for next year. Check all that apply. If you have any questions or concerns, | will be happy
to go over these items with you and discuss possible scenarios for 2017 and 2018, Call to schedule a review.

SAMPLETON

Ny
—aw
g -

Check the box next to any key item that impacts your situation or needs more research or discussion

€ TAXES €) INVESTMENTS © MILESTONES
O Project incame for 2017 & 2018. O Confirm investment gaals and strategy. 1 50: Now you can make catch-up cantributions ta
O Project 2017 net investment income. O Review asset allocation for rebalancing IRAs and same qualified refirement plans.
O Review realized and unrealized gains and losses. ‘opportunities. O 55: You can take distributions from 401{k) plans
O Collect cost-basis information on sold securities O Review fundamentals of portfolio positions. without penalty if retired.
Ol Review sales of appreciated property like r2al estate [ Revisit income and savings needs. 1 59%: You can take distributions from IRAs
and art. O Re-examine asset location. without penalty.
O Check loss carry-forwards from last year O Revi ing loans and O 62-70: You can apply for Social Security benefits.
O Review potential deductions & credits for 2017. O Review dividend distributions. 00 65: You can apply for Madicare,
O Track donations to charity. 01 Review employee stock options. 1 70%: You must begin taking AMDs from IRAs.
0O Review any gifting plans.
€) RETIREMENT @) INSURANCE O HEALTH
O Max out 401{k} centributions including catch-ups. O Review property and casualty policies. O Review employer’s health insurance plan.
O Max out IRA contributions including catch-ups O Review costs of current insurance palicies. Ol Shop state health insurance exchange.
0O Analyze fioth IRA conversion scenarios: Full vs. O Review health insurance coverage. Ol Review Health Savings Account cantriutions for 201 7.
partial vvs. none. O Identify material changes in life. business, O Spend any remaining balances in Flexible Spending
O Take required minimum distributions. or financial circumstances that may require Accounts.
[ pen a ratirement plan if newly self-employed. insurance adjustments.

O Review Medicare enrollment options.
O Check status of all retirement accounts.

00 Consider Soclal Security claiming options

Copyright & 2017 By h, LLE. Al Bights Reserved =
Licanse #: 47467786 Ropret Licersss: Teran A Samplatan, GLU, ChEC

providing unique, e thek dients.

‘horsesmouli
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Year-
r-End Tax Management

Dear TOM.

Today, I &

ki indy 161
2016 t@x i WS calied ne ey Fmanr\al

sending you 8 vers reference tool hat 3 hetp you sialegize VO

Data card and i cant nelp you \remendeus\y\

 nen you'e estmating ert years 1ES

\n the past
are SL\ME[‘
mare iWPot
adjustment

Of course.
detailed i
numbers

hope V¢
might he
family ™
callme

gincert

Terr

Terry

ferry

1o taunes like 18 2.8% net

yye gent this card out al the beg\nnmg of the year. put now lha\ many of v
investment ¥ ncome 8% and otness, I 5 pecoming

” mncas in te fal wmle yau 5!\“ nave time 10 make

KEY FINANCIAL DAT

T
R L Sy tw o

Tobramtor S e

..

L — g - o "
e

— e
— - —
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Health Care & Other Deadlines

How Medicare works with other insurance

Medicare choices
Hadcare
« rgins! Madicare 28 o more empioyeas based crha cutent aplyantof
Ervol i Wacicars Part A and 8
o P AaraiB)
neanp fomer than 10 arpicyees bases o e cutert smplayment of
ol o smplsyeetees insurance). Nate: Once 16U e P Aani) |
) = Par AsaB) | coBRA
TRICARE Parts ) | TRIGARE

heciare.
covmrage ot uming 85, chack wil your pien o rclock

T Medigap
+ iaare
O T i ey SR e e HehCxe iRt tuide Teresa A. Sampleton, CFP, CPA
e 4rop POVIRR ofered by 8 rivee IR = < Sampleton Wealth Mlnn(ement SAMPLETON
Getep indingp
g e MEDICARE | ...

FORINDIVIDUALS 65+ L2 Floo

New York, NY 10018

3 atage pan
e mors
» Talk tea State (212) 555-1111 ext. 10 w
vewrm shiotecenter. o
- wwwi.sampletonwealth.com
Howta erva
en i | oa [ wa [ | Premiums and for 2018
" W i Wisconsin, Med o o
iment in Madicare coverage ends.
<EiT0
e i i s,y e s o, 1 e S0 00 Teresa . Sampleton, CFP®, CLU, ChFC, CLTC Vice £
o e s o oy il e B30 e R President bt
e o i o [ suss] 2
i it e ik it RS Soanige) [Ersss0r- w60 | sasroot- sz | L Sampleton Wealth Management Group A SAMPLETON
ikt 116 M o i Sars 100% f Gieadod St I 6t of . 23320000
£ 123 Main Street 12th Floor Wedllibybueif
e e T 5o New York NY 10018 r
v v 10 R s ot s i i
L e s o \'n"‘-r-ll':l’.lm‘nmn';mm" Ty FALL 2016 eeiittedn
it b PansAmaB |
- tn e FINANCIAL DATES & DEADLINES SPECIAL OBSERVANCES
corrsgeenc or oo
T e —Tr T re— oo et o v ganstes
oo cwers«mmmmsm Time for a review
ety October 10. Columbus Day (markets open) October 3-9. Financial Planning Week
of your retirement
:u: B, a0 lass 6 months. Durg October 15. Medicare/health insurance oveﬂ BUDIIMM begins  October 12. Take Your Parents o Lunch Day m’
\r.::rg z:ﬁ;:«;:m.;; mmf: R "l Pl«lm!il\ﬂ October 17. 2015 extended indvidual tax gﬂob.f :::g EqS.!‘v;e&!ﬂ ng;w:tk 4
ecie i re s or S oy
e
ey o SEEeaey NOVEMBER  Nevember 11. veteans 0oy imaes oper) Nevamber & D S e s Dontforget
nunn{m-my e e o o ] FOCUS: November 24. Thanksgving Day (markets closed) Novembar 8, Election Day tovote!
. [ Smmmmna  YearEndPlanning  November 25. Markets closo at1pm ET November 26. Small Business Saturday
ey e
o & 078 By Persesmaut LG R Resered
Horsesmouth, LLC 1 not sffkatec with the reprint icensee or ary of fs afflisies. icare open envoliment penod doses: December 7. Peart Harbor Day
n-u-»- 2&, Chitstmas Day observed (markets cosed) December 10. Wreaths Across America Day Happy
DECEMBEQ December 31. Last day 1o December 16. Ugy Chrisimas Sweater Day Holidays!
 Estblsh Keogh solo 01)«Pay experses o femzed December 24-Jan 1. Hanukkah NaniGot
Make contabutions 10 401(k)  deductions December 25. Chstmas Day 5
cwm GMM Maks e December 30, Bacon Day New Year!
losses. charitablle contribusons. December 31. New Year's Eve
+ Take RMDs + Make annual tax-ree gits

IF YOU HAVE ANY QUESTIONS ABOUT THIS OR ANYTHING ELSE, PLEASE CALL US!
(314) 569-2400
Copyright 2016 by L Ry Rese
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Celebrate a Date

valuation
OUTSTANDING

Ask Your Clients

Year-End Marketing Ildeas

KEY FINANCIAL
DATA FOR 2015

Google My Business

"

Q ‘/ :vul.
Get Ranked

Host a Webinar

List of Services

Show Them All You Do Break Bread — Regularly Be Urgent!

‘horsesmoutn )
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Join Advisor/Client

| Buy a Quarter for only $297!

(Annual Membership: $997)

EEEEEEEEEEEEEEEEEEEE

yp for
5lg:ee Demo’

FOEL ;Ra
= - I3
Tl e

50+ Campaigns, Communications, Event
Presentations, Webinars & More

Go to horsesmouth.com/advisorclient

‘horsesmoutn )
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Next Quarter

Sign up for a free demo at www.horsesmouth.com/advisorclient
& join us for a quarter of high-impact marketing campaigns:

BRINGING IN YEAR-END:

THE BIG

tarted now with some easy
Ing efforts you can ramp up
o bring in a great year-end. ‘

“TALK TO iy SR
ENGEIPI%EER : : ‘.A\Lv 3[} DaVS
N todaunch

Your New
4 Target Market
Build your own personal network StratEQV

of professional referral sources to
exchange advice, insights, and new business.

Sept 25 Oct4

“horsesmouth )
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http://www.horsesmouth.com/advisorclient

End the Year Well!

| Buy a Quarter for only $297!

(Annual Membership: $997)

EEEEEEEEEEEEEEEEEEEE

yp for
5lg:ee Demo’

FOEL ;Ra
= - I3
Tl e

50+ Campaigns, Communications, Event
Presentations, Webinars & More

Go to horsesmouth.com/advisorclient

‘horsesmoutn )
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