Custom Longevity Planning Report (CLPR)  
Offering financial planning services requires acting as both an advisor as well as a salesman.   Since financial services and products are intangible and prospective in outcome, it typically requires more salesmanship.   Financial service providers often don't like being perceived as salesmen.  At the heart of their discomfort is the face-to-face sales conversation, which many financial professionals feel is somehow unprofessional, since they want to be trusted but they feel that selling detracts from the trust they worked so hard to build.  How does a financial professional resolve the inherit contradiction—that trust and selling are in some way contradictory?   

Alternatively, selling an intangible service such as a financial product exacerbates this dilemma.  The typical client is only marginally knowledgeable about the product while the provider or salesman is perceived as an expert.  There are two opposing forces at work.  The client is fearful of being disadvantaged or worse yet being bamboozled, while the sales person is afraid of being rejected.  Fear is the common factor. 

Client’s Longevity & Morbidity Curve 

How do you bridge these issues?  We believe that we have a unique assessment tool that can bridge this divide.   It is called a customized longevity curve analysis.  The starting point for any financial product or service is knowing the client’s longevity curve, since duration is a critical component of any financial plan.   The service generates a customized longevity planning report (CLPR) developed from the clients family history and medical reports.   The mortality curve is unique to the client.   This curve is then compared to his/her peer group, providing a relative comparison to the client’s peer group.   A three page report is generated from this analysis and provided to the client.

The report provides a financial professional an objective approach to interacting with the client and developing a joint resolution to a client financial goals and objectives.   Effectively, it allows the salesman to assume the role of advisor, cutting through initial client apprehension and suspicion while compressing the sales cycle.  CLPR report is a tool that facilitates communications with the client, and it allows the financial professional to better define the client’s issues and accordingly frame a solution that takes into account those unique concerns of that client.

·   Benefits to Producer
· Provides 3rd party credibility to producer

· Provides tangible basis for selling an intangible service

· Financial product sales based on trust – CLPR builds trust

· Can compress sales cycle

· Increase closing success rate

· From client’s perspective highly differentiates professionals

· Checkmates competing professionals

· Facilitates targeting of wealthy clients

·  Benefits to Clients

· Access to Independent 3rd Party Planning Report
· Custom mortality curve compared to client’s peer group
· Provides a relative comparison of curves
· Provides client with potential arbitrage opportunity

· Empowers client to validate recommendations
· Client can test for suitability of advice
· Facilitates selection of financial professional
