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• Enhance the value of your practice
• Create unlimited referrals
• Earn & keep AUM
• Strengthen client relationships
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Today’s session is sponsored by:

Advanced Applications: 
Reverse Mortgage Research In 

Retirement Planning

www.RealWealthMarketing.com/freebook 

by Harlan J. Accola, CRMP

Free book in today’s 
follow up email

Free training & CE 
4/16/19

Can’t hear? Dial in for best audio quality: (415) 655-0052 / Code: 276-052-778 
Pin will appear on your webinar panel
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Today’s Guest Expert
Jim Silbernagel, CFP®, LUTCF Member Forum 400

• 24 Year Life & Qualifying Member of MDRT

• Qualified for his first TOT in 2000

• NAIFA Member since 1989

• 18 Year Member Forum 400

• International Speaker at organizations including MDRT, Forum 400, 
NAIFA, FPA, and more

• Ambassador for Main Street Philanthropy

• Founder & Host of Real Wealth® and Power Session LIVE

• Serves Middle America in Kewaskum, WI (Population: 4,004)

• Currently working with his 5th generation client

Can’t hear? Dial in for best audio quality: (415) 655-0052 / Code: 276-052-778 
Pin will appear on your webinar panel
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Disclaimer

Jim Silbernagel and The Silbernagel Group, Inc. do not provide tax, 
legal or accounting advice. This material has been prepared for 

informational purposes only, and is not intended to provide, and 
should not be relied on for, tax, legal or accounting advice. You should 
consult your own tax, legal and accounting advisors before engaging 

in any transaction.
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• It’s the right thing to do

• Creates peace of mind within the family

• Increases value of the business

• Built-in referral source

• Clients will self-screen

• Creates planning opportunities

Benefits of The Family Meeting
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• Set the stage with clients

–The importance

–The ground rules

–The invitees (family means family)

• Schedule the meeting

–Schedule the kids

Preparing for the meeting
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Male (  /  /   - ) & Female (  /  /   - ) Last Name
Prior Discussion:
Estate Plan: 
(Attorney) Trust dated 
Amended:
Successor Trustee/ Personal Rep:
HCPOA:
DFPOA:
Guardian:
•Any questions or desired changes?
Insurance Planning:
LTC: (Carrier, plan design, premium amount & mode, paid to)
Life: (Carrier, plan design, premium amount & mode, paid to)
Health: (Carrier, plan design, premium amount & mode, paid to)
•Ok for P&C Review?
•Life Insurance Needs Planning?
•LTC Planning?
Financial Planning:
•Review Investment Summary 
Miscellaneous Planning:
•Business Planning?
•Tax Planning?
Discussion:
Action Items:
Next Agenda:

Meeting Agenda
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Anywhere Dr * Anytown, WI  53005 * H: (262) 654-7080 

A     B     C            1     1.5     2     2.5     3     3.5     4 +            BKG             M   Q   SA   A   CR    1 of 3 

For Broker Use Only.  Not for use with the Public.  

John (1/15/1938 - 76) and Mary (8/10/1938 - 75) Smith  
 

Date: 01/20/2014 Time: 5:00-6:00 pm Location: RESIDENCE 

Last Mtng: 01/06/2013 Ref:  Anniv:  

Attendees: John, Mary and Agent   

Veteran: Yes or No                                                                    Email:  
Prior Discussion: 
 

 

 
 

 
 

 
 

 

Estate Plan: 

Attorney Name 
John Smith and Mary Smith Family Trust dated June 5, 2002 
Succ TTEE and Pers Rep: Son, then Son, then Daughter 

HCPOA: Spouse, then Son, then Son, then Daughter 
FPOA: Spouse, then Son, then Son, then Daughter 
 

ILIT: John and Mary Smith Irrevocable Trust 1 / dated 6-10-1998 
Son TTEE, then Daughter, then Son  

 
1) Any questions or desired changes? 
2) Trust copy at S&J 

3) ILIT – Review meeting discuss TTEE role? 
 

 

 
Insurance Planning: 
LTC: Active XYZ policies / Both Insured / Lifetime benefits / 90 day elimination /                                 

Current daily benefit $311.84 (issued at $150) / NH and 80% alternate facility / Issued 4-17-1998 /            
Paid till 4-17-2014  
*Current annual premiums John $1,775.31 / 3.2% Inflation Rider (effective 4-17-2013) / was 5% 

*Current annual premiums Mary $1,429.28 / 3.2% Inflation Rider (effective 4-17-2012) / was 5% 
Health: Active Medicare Supplement / Group coverage / John Insured / Effective 06-01-2004 /                         
Monthly premium $286.41  

Health: Active Medicare Supplement / Group coverage / Mary Insured / Effective 10-1-2003 /                   
Monthly premium $240.73 / No Part B deductible  
Active: Part D Standard Plan / John Insured / Applied 1-10-2006 / SSA monthly deduction $45.90 

Active?: Senior Care / Mary Insured  
Life: Active (Converted Term) XYZ / John Insured & Owner / Effective Date 7-24-2008 / Death Benefit 

$200,000 / Quarterly Premium $2,256 / Paid up to 4-16-2014 / CV $18,027.34 / CSV $12,173.34 
Life: Active (Converted Term) XYZ / Mary Insured & Owner / Effective Date 10-24-2008   / Death Benefit 
$100,000 / Semi-annual Premium $1,732 / Paid up to 4-16-2014 / CV $7,913.33 /       

CSV $5,084.33 
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Life: Active XYZ UL policy / Mary Insured / John Owner / Issued 3-09-2004 / DB $100,000 / $1,197 annual 

premium / Paid till 3-09-2015 / Policy #59-346-064 / CV $18,822.79 / CSV $17,450.05 
Life: Active XYZ GNL/ John and Mary Insured / ILIT Owner / Issued 1-23-2004 / DB $500,000 / $5,660.82 
annual premium / Paid till 1-23-2015 / Policy #U01807893 / CV $103,680.04 / CSV $89,550.32 

 
SPIA: Active XYZ / John Owner and Annuitant / Effective Date 9-3-2008 / Single Premium $63,634 /               
Life Only / Annual payouts on October 3rd $6,859.15 

 
1) Active P&C Clients 

2) Life Insurance Needs Planning? Active policy information above 
3) LTC Planning? Active policy information above 

 

 
Financial Planning: 

1) Review Investment Summary 

2) Discuss Income Needs  
a. LTC Premium Due / $3200 
b. Policy Premium Due / $3900 

 
 
Miscellaneous Planning: 

1) Business Planning? 
2) Tax Planning? / (Personal, ILIT, LLC (closed 2012)) 
3) INCOME: 2013  

 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 

 
 
 

Own Tax Credits / Trust Owner 
$30,000.00 / Admitted 5-06-2005 
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Discussion: 
 
 

 
 
 

 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
 
 

Action Items: 
 

 
 
 

 
 
 

 
 
 

 
 
 

 
Next Agenda: 
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Conducting the Meeting

• Introduce yourself to kids

–Give background info

• Why we are here

• What the kids’ roles will be

–My ulterior motive

• Review the plan

–Estate, Financial, Insurance, LTC…

–Stay within ground rules

–Review kids’ roles, and when

Thank everyone for being available, on behalf of yourself and your clients.
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Concluding the Meeting

• Introduce everyone to Real 
Wealth® Weekly

• Collect email addresses

• Schedule appointments 
with kids who are ready to 
begin the planning process
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Referral Potential
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The Red Book 
“The Owner’s Manual”

The kids are your checks and balances:

Make sure the parents do their 
homework!

The Red Book 
Estate & Personal Data Booklet
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The Red Book 
Estate & Personal Data Booklet
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The Red Book 
Estate & Personal Data Booklet
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The Red Book 
“The Owner’s Manual”

Free for everyone! Check 
your inbox for recap email

Free for Premier Members!
$19.99 online

The Red Book 
Estate & Personal Data Booklet

Section of The Red Book 
25 Suggested Topics to Discuss
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More Resources: 
The Grab & Go Binder

• Accessible at a moment’s notice
• Consolidated in a single location 
• What’s included:

– Living Wills, Powers of Attorney
– Allergies, hospital preference, doctor, emergency contacts
– CPA, financial advisor, insurance agents, attorney
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• What’s included: 

– Financial, legal, insurance, tax info

– Asset sheet 

– Survivor’s checklist

• Organized, single-point of truth

• Increases future and present sales opportunities

• Sells ancillary products

• Automatically gets the surviving client to you, not the attorney

• Creates referrals

More Resources: 
The Family Estate Organizer
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• Wealth Connection Cards – created with advisors in 
mind

• Learn how you & partner thinks, feels and acts 
around money

• Opens communication – needs AND wants

• Each deck includes advisor guide with tips & tools

More Resources: 
The Money Talk
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• Annual Reviews
• Impactful Books & Resources

Other Key Differentiators
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• Annual Reviews
• Impactful Books & Resources
• Real Wealth® Weekly

Other Key Differentiators
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Angela Silbernagel
Director of Marketing

Part 1: FOR CONSUMERS 

Part 2: FOR ADVISORS
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Let experts like these tell your clients how 
badly they need you!
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Features Include: 
• Personalized email and social media campaigns

• Fully automated distribution for email, Facebook, Twitter & LinkedIn

• Full analytics

• Lead scoring technology

• Interest-specific lists of prospects

• Automatic birthday, anniversary and annual review campaigns

• Personal Marketing Consultations with Advisor Success Coach

• Personally branded webpage

• NEW! Holiday campaigns

• NEW! Custom subscribe option

• NEW! Podcast widget to increase SEO

• NEW! Lead notification system

• NEW! Bonus prospecting ideas

NEW! RedTail integration
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• One-on-one Marketing Consultation with experienced Advisor 
Success Coach 

• Personalized recommendations for your marketing strategy & goals

• Professional implementation of the Real Wealth® program and 
marketing materials:

• Connect Social Media platforms

• Add content to your existing website for maximized SEO

• Organize and upload your contact list 

• Brand your email templates

• Compliance approval assistance

• Launch marketing campaign(s) 

• Send announcement/introduction email

• Training for you and your team:

• How to create/send additional emails & social posts

• Read & understand analytics

• Script training to turn your warm & hot leads into clients

• Utilizing custom fields

• How to grow and maintain your list

The Value of the 
Setup Fee

Not to mention the value of your 
Membership Benefits!
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Get a free demo of 
the marketing system
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April 29 – May 1 2019
Madison, WI
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www.RealWealthMarketing.com/Symposium

Registration closes March 31st! 

$1995 – includes meals and 2 nights hotel

Save $200 with code FETA

Register in the survey!



(262) 626-2590                         www.RealWealthMarketing.com Info@RealWealthMarketing.com @RealWealthMedia

March 8th, 2019

For Broker Dealer / RIA / 
Financial Professional use only.

Up next on

Friday, April 12th

Become a Questions Master

Van Mueller, LUTCF
26x MDRT Top of the Table Advisor
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Type in your questions! We’ll get to as many as we can.

Q&A with Van Mueller

Use code FETA for $200 off registration! RealWealthMarketing.com/Symposium

Watch your inbox for the recap email loaded with 
resources including: 

• Free download: 25 topics to discuss
• Download the entire Red Book: $19.99 or free for 

Premier Members
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See you next month:

Friday, April 12th

Become a Questions Master

Van Mueller, LUTCF
26x MDRT Top of the Table Advisor
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