Chapter 4
Understanding Life Resource Planning

CHAPTER SUMMARY:
The Life Resource Planning System was originally designed to provide a planning process for
individuals who became sales leads from the efforts of a Collaborative Senior Marketing Group. It
follows the same philosophy as outlined in Chapter 1 of this training manual that the best way to
sell products and services is to educate first and then provide a planning solution for individuals
who request assistance. Sales naturally follow as a result of this process. We have found over the
years that many of the collaborative groups do not want to pursue a planning process. That is a
decision that they are satisfied with. We have also found over the years that financial services
practitioner’s, attorneys, insurance agents and particularly individuals who offer education on
veterans benefits use life resource planning by itself and do not use it in the context of a planning
group. This chapter describes in detail how the LRP System works.
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Four Highly Effective Marketing Platforms for Collaborative Senior Marketing
The NCPC supports four highly effective marketing platforms for Collaborative Senior
Marketing. In order to implement these platforms, the NCPC provides five marketing system
tools for a collaborative marketing group. These system tools include: 1) the “Training Manual
for Collaborative Senior Marketing,” 2) the “Successful Senior Marketing System,” 3) NCPC
support for “Local Planning Councils,” 4) the “Life Resource Planning System” and; 5) the “CLRP
Designation.” You can mix-and-match a purchase of any one or all of the five system tools for
marketing support in order to implement any one of the the following 4 marketing platforms:
Platform Option #1 – A Local Collaborative Senior Marketing Group
Our philosophy of organizing a local Collaborative Senior Marketing group is outlined in
Chapter 1 of the training manual. Collaborative marketing to serve aging seniors and their
supporters is a natural consequence of the fragmented sources of senior services available in a
local area. Senior service providers are naturally drawn to networking to provide their services
to the public. Our philosophy focuses on providing free education and advice to family, relatives
and other persons who are supporting the needs of aging seniors. Our “Successful Senior
Marketing System” provides materials to advertise and promote a local Collaborative Senior
Marketing Group. Chapter 2 of the training manual provides instruction on advertising and
promoting a Collaborative Marketing Group or a Local Planning Council as outlined next.
Platform Option #2 – A Local Planning Council
A local Planning Council is an organization of senior providers and advisers who wish to
formally organize using a unique name and a promotional approach that provides a one-stop
shopping service for families needing support for aging seniors. This formal organization also
includes putting together a website and providing brochures and other material which promote
the Council in the local marketing area. A Planning Council goes beyond a Collaborative
Marketing Group by working together as a cohesive alliance of like-minded providers and by
conducting educational workshops as a way to promote the services of the alliance. Instructions
for organizing a Planning Council are found in Chapter 3 of the training manual. Material for
advertising and promoting a Council is included in the “Successful Senior Marketing System.”
In addition, the National Care Planning Council will support a local Planning Council through
listing services, consultation, online request forms and website creation and support.
Platform Option #3 – Life Resource Planning
A Collaborative Marketing Group aims to create sales leads for the group. Our philosophy for
collaborative marketing focuses on planning and not on direct sales when meeting with persons
who represent sales leads. Life Resource Planning was designed to accomplish the planning
activities of a Collaborative Marketing Group. The LRP process easily converts leads into sales
of products and services. Life Resource Planning is covered in Chapter 4 of the training manual.
Platform Option #4 – A Life Resource Planning Council
Combining the resources of a local Planning Council with the power of Life Resource Planning
results in a synergy we call the “Multiplier Effect.” Individuals and organizations working
together as a “Life Resource Planning Council” can enhance sales opportunities tenfold or more
over those individuals marketing alone as single practitioners. Chapters 4 and 5 of the manual
provide instructions on understanding, organizing and starting a Life Resource Planning Council.
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Understanding Life Resource Planning
Life Resource Planning Uses A Solution-Based Approach to Making Sales
Other than Life Resource Planning, we are not aware of any other all-inclusive approach for
helping aging seniors solve their problems. Life Resource Planning is a unique approach. If you
have a desire to work with seniors, there is virtually no competition for your services using Life
Resource Planning. It is true that some attorneys and eldercare managers may use a limited
planning approach focusing only on their services or advice, but only Life Resource Planning
offers a formally organized process to help aging seniors with all aspects of their lives.
The Life Resource Planning System was originally designed to provide a planning process for
individuals who became sales leads from the efforts of a Collaborative Senior Marketing Group.
It follows the same philosophy as outlined in Chapter 1 of this training manual that the best way
to sell products and services is to educate first and then provide a planning solution for
individuals who request assistance. Sales naturally follow as a result of this process. We have
found over the years that many of the Collaborative Senior Marketing Groups do not want to
pursue a planning process. That is a decision that works for them. We have also found over the
years that financial services practitioner’s, attorneys, insurance agents and particularly
individuals who offer education on veterans benefits use life resource planning by itself and do
not use it in the context of a planning group.
When we first started doing collaborative marketing many years ago and offered advice and
education to the public as a free service, we found that those people we were dealing with
expected specific advice to help them solve their problems. When meeting with people who
responded to our community service, we found that it was not natural to offer products or
services but to help them solve their problems first. Once we did that, then our newfound clients
would be more likely to purchase the products and services from members of our group. We
found that a planning process naturally led to a sales process.
Solution-Based Planning Eliminates the Need for Aggressive Closing Techniques
If a product or service makes sense and potential buyers understand exactly what they are
purchasing and the salesperson has been forthright and honest and the benefit has been
adequately demonstrated, people will buy that product or service and typically will be happy
about their decision. Getting a buying decision based on the principle of what is right for the
client requires using a different approach from traditional closing techniques. Unfortunately,
forcing a sale using manipulative closing techniques, may result in the purchase being unsuitable
and the buyer experiencing remorse. We believe there is a better way to sell using solutionbased planning to avoid using strong-armed closing tactics to force a buying decision.
Solution-based planning eliminates your having to persuade people into buying products or
services that may not fit their needs. Through solution-based planning, you will help your client
identify problems the client currently has or will experience in the future. You will then
recommend suitable solutions for those problems. Your recommendations are designed to fit the
needs of your client. You give the client a number of options to choose from and not force him
or her to take the option that you think the client should have. Allowing the client to choose his
or her own options from a list of recommendations, eliminates the need for strong closing
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methods typically employed by many salespeople. Closing is always a part of the sale, but our
solution-based planning approach makes closing a sale an easy process.
Solutions are not specific products or services, but may translate into these. Solutions are
concepts, actions and processes. The client will usually take action on one or more of your
recommendations. That is the beauty of this process – the client almost always buys in!
Solution-Based Planning Results in More Product or Service Sales
If products or services are necessary to implement the planning recommendations, the client will
recognize that and will typically buy those products or services from you or from other members
of your collaborative group. After all, the client is trusting you to solve his or her problems and
will readily listen to your recommendations if they make sense. Is a client going utilize you for
advice and then go to someone else for products and services? Unlikely.
Those of you who use a planning approach, which ultimately leads to sales through products or
fees, already understand that this process typically results in more income to you. You already
have experienced that this solution-based planning approach has the potential of selling more
product or services than you would have derived from pushing your services or products directly.
Those of you who focus on direct selling of products or services might understand that solutionbased planning creates a modest planning fee income for you. Contrary to what you may think,
planning will produce a large increase in your product or your service sales over direct sales.
A common argument from product-oriented practitioners is that solution-based planning is too
time-consuming and not an efficient way to make a living. It certainly does take more
commitment and more time to use this sales approach. On the other hand, those practitioners
who use a solution-based strategy and who are genuinely interested in the welfare of their clients
know this argument of taking too much time doesn't hold up. Solution-based selling results in
more new business and is a more self-satisfying way of dealing with clients.
The Basic Principles of a Solution-Based Planning Approach
1. You must have a willingness to serve others, representing their best interests, and receive
satisfaction from doing it
2. Sell yourself, not your products or services. Sell
 your knowledge,
 your capabilities,
 your personal values,
 your sincerity; and
 your desire to serve.
3. Emphasize the uniqueness of your service so potential clients will recognize your value.
 Show a sample plan,
 display your knowledge of the unique aging senior niche that you serve, and
 explain the planning team concept as a unique approach.

82

4. Develop rapport and trust so that clients will accept your advice.
 Meet with clients personally and create trust by your confidence even if you are
working long distance or online,
 Have a sincere mindset that you are there to help them (they will perceive this),
 Show them what you have done for others,
 Tell them what you have done for others,
 Use your relationship to the collaborative marketing team to establish your credibility
and as a unique one-stop shopping service that they will use,
 Don’t waste time jawboning but get right to work examining the results of the
questionnaire
5. Dig deeply enough to uncover their problems whether they are aware of them are not.
6. Acquire the knowledge base to educate them on issues they don’t understand without
going into too much detail. (Leave the detail to the specific planning processes from your
Collaborative Marketing Group)
7. Only provide advice that you are licensed to provide.
8. Allow them to discover for themselves what actions or strategies they want to use instead
of your telling them.
9. Don't recommend solutions, actions or strategies or force them to make decisions that are
in conflict with their desires or not in their best interest.
10. Give them a list of recommendations that are pertinent to their situation and let them
prioritize and work on the ones they think fit best. (This is the key element that makes
a planning system work as it results in their buying into your services as opposed to
your trying to use strong-arm tactics to force them to agree with your assessment)
11. Allow product or service sales to occur if they fit.
12. Don't force product or service sales if they don't fit.
13. To avoid conflict with licensing entities, always make product or service
recommendations an activity not related to the planning process and disclose this issue to
your clients. In other words, wear a planning hat when planning and a sales hat when
selling and make sure the client knows these are 2 different processes.
14. If additional fees or commissions are involved, be open with them and point out that they
can pursue alternatives. (Seldom will they do so)
15. Make them feel good about the decisions they make and you will feel good as well.
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Preparation and Knowledge Are Important to Providing Solution-Based Planning
You must be confident and knowledgeable if you provide planning services. But, there is likely
no way that you can know everything you need to know about the final years. There are so many
different issues such as finances, insurance, legal, medical, caregiving, government programs,
family interaction, death and burial. No one person can be an expert in all of these areas. That is
exactly the reason that working with aging seniors requires collaboration with experts or
providers who do know what they are doing. But, you still need to have a thorough background
knowledge of all of these issues even if you are not an expert in them.
Obviously, if you don’t have this background, you still need to push forward and use the system
as it is designed or you will never get started. For your first planning efforts, it is essential that
you understand the background for all of the recommendations that are generated for that
particular client. We have provided you a large amount of study material that is free to you in
PDF format on the flash drive that comes with the system. Use it. If you don’t know the answer
to a question that a client might ask, admit that and tell him or her that you will get back to them.
Life Resource Planning Charges a Fee to Identify Solutions for the Challenges of Aging
It is vitally important that a fee is charged for Life Resource Planning. Offering this service for
free is going to create suspicion in the minds of planning clients that the Life Resource Planner
has ulterior motives. Of course, this is true, as the Life Resource Planner wants to drive business
for himself or herself as a result of the planning as well as creating business opportunities for
members of the Collaborative Marketing Group. Charging a fee takes away the perceived
obligation from the client that he or she must purchase products or services.
Planning clients should be made aware of the dual nature of the process and understand that the
planning itself does not require any obligation other than the recommendations that it produces.
The client is assured the fee that is charged covers the cost of time and materials for the planner.
The client must also understand that he or she has no obligation to purchase services or products
or even use other members of the group for further planning and follow-up. The planner needs
to make the client aware that if the planner’s services or products are needed, the planner can
provide those, but that is not a requirement of the process. Likewise the client needs to
understand that other members of the Planning Council can also provide advice or services in
their particular area of expertise but the client is not obligated to use them.
Perhaps the most important principle behind Life Resource Planning is that it is not an
ultimate end-all process. LRP is a preliminary process to identify the needs of aging seniors by
making general recommendations as to how to solve those needs. The planning survey report
is based on a comprehensive questionnaire that is typically completed online by family
members or friends who are supporting aging seniors. Essentially, LRP prequalifies potential
clients for further detailed planning by expert members of the Collaborative Marketing
Group. Because of its prequalifying purpose, the fee that is charged should be just enough to
cover the costs of the Life Resource Planner. Additional and more detailed planning can
involve further fees or be conducted as a preliminary process to offering products or services.
Most Life Resource Planners charge a nominal fee of around $100 more or less. Charging large
fees only works if the purpose of the planning is to ultimately provide assistance with a service
84

that only the planner or a member of the Council can furnish such as assistance with applying for
veterans benefits or Medicaid or providing needed legal services. The small fee neutralizes the
suspicions of the potential client and legitimizes the process.
A Larger Fee Is Usually Charged in Conjunction with Veterans Benefits
When veterans benefits are involved, we normally charge $95 for our Life Resource Planning
service and we assure our planning client that there is no obligation for engaging in any further
services. We also mention that if the Life Resource Planning process uncovers the possibility of
monthly income from the Department of Veterans Affairs, there is an additional charge under the
planning process to engage the services of an accredited claim representative organization that
will help the family obtain the proper documents. This charge is $750. They pay the $750 to us
as the planners and we in turn engage the services. We retain part of the $750 for ourselves due
to the extra amount of time that we have to expend in making sure paperwork is completed.
We have an agreement with a veterans nonprofit group to process veterans benefits applications
as long as we work as a third party to make sure all of the necessary documents are furnished by
the family. We have worked out an agreement where part of the $750 charge is paid to a third
party – which is not a part of the nonprofit veterans group – for a determination letter before the
veteran’s group will assist with the application at no charge to the family or the veteran.
Description of the Planning System
Our Life Resource Planning System produces two different reports. The first report is called a
“Life Resource Survey.” The second report is called a “Retirement Planning Survey.” In the
ensuing instruction sections we will discuss how to present a Life Resource Survey Report. You
will find the instructions for presenting a Retirement Planning Survey in the section on the
LRP homepage that is devoted to retirement planning. Working with aging seniors allows you to
work with their children or supporters.
REMEMBER, THE LIFE RESOURCE PLANNING SURVEY ADDRESSES THE NEEDS OF AGING SENIORS, BUT
YOU ARE ALMOST ALWAYS DEALING WITH THE CHILDREN OR OTHER SUPPORTERS OF THOSE AGING
SENIORS AS YOUR CLIENTS. OUR SYSTEM ALSO ALLOWS YOU TO PLAN FOR THEM AS WELL BY DOING
A RETIREMENT PLANNING SURVEY. IT IS A 2-FOR-1 PLANNING OPPORTUNITY GENERATED BY 1 LEAD

The most important thing to keep in mind when you present either of these two reports is to
avoid a sales approach. You must constantly keep in mind when you are doing the planning that
you are not a salesman but you are a planner providing solutions. In the presentation, you should
not bring up specific products that you offer, nor must you hammer away at your clients if they
don’t agree to your assessment of their problems and your potential solutions. In other words if
your solutions include your products and services – even though you don’t mention them –
please don’t try and force them into a decision that you think they should make to buy what you
offer. Instead, give them enough information and give them good reasons why they should adopt
your solutions, but don’t employ typical strong-arm closing tactics to make them do it.
If you are firmly convinced that they need a solution that uses your products and services, then
you should have such convincing evidence and such a convincing knowledge of the subject that
the only argument they can give you is it doesn’t “feel right.” In other words, even though it
makes sense, as we all know, some people will simply not commit. What this means is you must
be the consummate expert in this area and leave them with such an overriding impression of your
knowledge that they will eventually adopt your way of doing it if it is right for them.
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Initiating the Life Resource Planning Process
Facilitating a Planning Opportunity
The object of educational marketing is to do some sort of planning for attendees. Additionally,
the object is not to initially sell products or services. That will occur as the result of the
planning. It is extremely important to understand this concept. Without a planning approach, it
is difficult to involve other members of your marketing group. With a planning approach, it is
easy to involve your group because they will provide services, advice or products as a result of
the recommendations from the planning.
Potential clients may not always need the full Life Resource Planning process, but you should
always push to do it. This full planning process uncovers most of the needs that your potential
new clients may have.
It is also extremely important to understand that Life Resource Planning is not a formal end
all planning process. It is a prequalifying process to find out if the potential client has a need
for further planning from members of a collaborative marketing group. For example if there
is a need for financial services or insurance from the life resource planner, he or she will
switch hats and become a purveyor of products or services to satisfy the needs that are
generated through the planning process. This may require more detailed planning then the
broad-based overview that is done through Life Resource Planning. This is another reason
that we don’t charge very much for the initial planning process. Likewise, any
recommendations that require the services or products of a collaborative team will require
further detailed planning from those team members. Team members agree to provide a free
consultation to planning clients to assess their needs and recommend solutions.
You should also charge a fee for this planning process in order to make sure that your planning
clients don’t think you have any other underlying motives. By paying a fee, planning clients feel
confident they have no other obligations to you. And this is true. On the other hand, the
planning process will always uncover issues that need to be further addressed by other
specialized senior service providers. Clients certainly have no obligation to use these other
senior service providers for solving these issues, but they will. That is the way it usually works.
Doing Life Resource Planning Virtually – Using the Phone, Computer Devices and Email
With the planning that we do with our own Life Resource Planning approach, we usually try to
facilitate an encounter face-to-face, even if the client does not want to meet with us face-to-face.
On the other hand, we will also do this process through email with computers open on both ends
and over the phone. This is done with members of the family who live somewhere else in the
country or if potential clients choose not to meet with us personally. It usually works out well.
The Life Resource Planning System is designed so that potential clients fill out an online
questionnaire on their computer or laptop or cell phone at home. In fact, Life Resource Planning
was designed exclusively to be done online through the filling out of questionnaires and through
the generating of the reports online. It lends itself well to virtual planning. Planning clients do
not have to do it in our presence. For virtual planning, we promise these people over the phone
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that if they complete the online questionnaire, we will get back to them and give them advice and
instruction over the phone – or face-to-face if possible – as a result of the feedback they provide.
After we receive email notice that the questionnaire has been submitted, we will generate the
planning survey report online , in PDF format. If they have agreed to meet with us, we will
assemble the planning survey report and filler material in a professional looking binder and call
them for an appointment. If they cannot or do not want to meet with us but were willing to do
the report review process virtually, we will call them and notify them that we are emailing them
the entire report. This is sent as an email attachment in PDF format. Under these conditions, we
offer to go over the report on the phone with them.
When they receive the report and they see 12 to 16 different recommendations that the report
generates this will usually convince them they need to talk with us – either face-to-face or on the
phone. Sending them them the survey report sometimes changes their minds to meet with us
face-to-face if they are available to meet with us. Or if they insist doing it over the phone, we
have done plenty of these planning encounters over the phone using our computer and their
device at home and this approach eventually does result in making them clients.
We charge a fee for our Life Resource Planning. It is a small fee of $95 that we tell potential
clients covers the cost of our materials and our time. Of course it doesn’t. What the fee does do
is alleviate any suspicions from planning clients that we are failing to live up to our promise to
not sell products or services as we are actually charging something instead of offering it for free.
If They Don’t Agree to Life Resource Planning
We don’t always succeed in talking everyone into doing Life Resource Planning. However, the
potential client did come to us with questions or needs. If it is evident that they don’t want to do
the full planning, we will attempt to solve their problems for them by providing advice or
recommending community services or individuals who can help them. Often, those
recommendations do involve members of our Collaborative Marketing Group. Members of the
group have promised to provide free consultations to any potential clients that we have
uncovered through our marketing activities.
First Encounter to Introduce Life Resource Planning with the Potential Client
A face-to-face appointment to introduce Life Resource Planning is the preferred approach. Your
first encounter is a free consultation with no obligations. By meeting with them, you can show a
sample Life Resource Planning binder with all of the filler material. This material should be
professional looking and the quantity and quality of it should be impressive to your potential
client. You will go over the sample plan recommendations with them to illustrate how the
process works. You can also explain to them that a fee is charged and based on the
recommendations, you will attempt to find solutions for them.
You will explain that you can provide certain solutions based on your background and expertise
and other experts to work with can provide additional solutions. It is important to stress that all
first-time appointments with you and with other experts you work with are cost free. It is also
important to inform planning clients they have no obligation to use your services or products or
those of your collaborative group. However, if you have done your job right, your educational
encounter with clients will result in their developing a trust in you. As a result of this rapport
and trust, they will purchase your services or products as well as those of your collaborative
marketing group of other experts.
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This first encounter can also be done virtually. We do it all the time following the same steps as
outlined on the previous page. We send them a sample copy of the survey report as a PDF file
with all of the filler material. Obviously there is no binder as this is a virtual presentation. We
go through the same explanation as if we were to meet them face-to-face.
Accessing and Using the Life Resource Planning System
This chapter contains step-by-step instructions on accessing the Life Resource Planning System
online and using the various components with potential clients to generate either Life Resource
Planning Survey Reports or Retirement Planning Survey Reports. The purchaser of our Life
Resource Planning System pays a monthly subscription fee to access the online system. An
unlimited number of survey reports can be produced under the same monthly subscription. Each
new Life Resource Planner has his or her own customized landing page with all of the tools
necessary to generate survey reports. In addition the Life Resource Planner has his or her own
database to store completed questionnaires. This database will hold up to 30 questionnaires at
which time the planner will be notified to remove older questionnaires to make room for new
ones. If the planner goes over the allowed allotment of 30 questionnaires, the system will
automatically start to delete the oldest questionnaires to avoid going over the limit.
Handling Requests for Veterans Benefits
Providing information about veterans benefits creates a unique challenge for Life Resource
Planning. Federal law requires that if you provide specific advice to any person who has
expressed an intent to file a claim for veterans benefits, you must be licensed through the
Department of Veterans Affairs. This licensing is called accreditation. You have to be very
careful that you don’t encourage any of your potential planning clients to express this interest in
filing a claim. By avoiding any intent to file a claim, you are perfectly legal in educating
veterans or survivors about their benefits, showing them the forms that are necessary and
describing eligibility requirements.
Naturally, those who agree to Life Resource Planning, who are veterans or survivors of veterans,
will recognize they might have a chance to qualify for these benefits. They will want to express
an intent to file a claim for benefits and they will desire to receive assistance in this endeavor.
You need to make sure that you keep your information general enough and put them off as far as
helping them outright with a claim. In essence, neither you nor they really know whether they
will qualify or not until you have more information. This is typically the case.
Your job, when educating on veterans benefits, is to not become specific enough so that you are
providing detailed advice to any particular person whom you are educating. If during your
presentation, a veteran or surviving spouse starts asking specific questions relating to his or her
own eligibility, you back off and explain that you need to complete the LRP process in order to
determine whether they are eligible and entitled. Use the terms “explaining” or “educating”
before they agree to the planning process. Using words that imply you will provide assistance,
carries the implication that you need to be accredited.
Individuals who are interested in veterans benefits will almost always meet with you for a free
consultation. During this consultation, you will explain that the Life Resource Planning process
will help uncover whether they are entitled to veterans benefits. Our particular planning fee for
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Life Resource Planning is $95.00 and the planning process helps us determine a potential claim
for benefits. When the planning is done, we discuss in more detail which benefits we think they
might qualify for. We are very careful not to assure them that they are eligible or entitled but we
will help them with the process to see if they might be able to make an application. This is how
we avoid their expressing an intent to file a claim as we point out that they may or may not
qualify or be entitled. We simply don’t know at this point. Of course we continue on with the
planning process to help solve other problems as we have discussed in the training on Life
Resource Planning. We also explain how we will help them as outlined in the next section.
Handling Applications for Veterans Benefits
We normally charge $95 for our Life Resource Planning service and we assure our planning
client that there is no obligation for engaging in any further services. We also mention that if the
Life Resource Planning process uncovers the possibility of additional funding from the
Department of Veterans Affairs, there is a charge through an additional paperwork process to
engage the services a nonprofit veterans organization organization with accredited
representatives to help the family obtain the proper documents and file applications. This charge
is $750. They pay the charge to us and we in turn engage the services of the organization.
We have an agreement with this nonprofit veterans organization to process veterans benefits
applications for our clients as long as we work as a third party to make sure all of the necessary
documents are furnished by the family. We have worked out an arrangement where part of the
$750 charge is paid to a third party entity for a determination letter before the veterans
organization will assist with the claim at no charge to the family or the veteran. The third
party is a different entity entirely and is not part of the nonprofit veterans organization. The
nonprofit organization does not in any way charge a fee or require any other renumeration, either
upfront or disguised, from any individuals they help with veterans benefits applications.
We will be paid the $750 by the family if the third-party determination letter indicates that the
veteran is more than likely to receive a benefit. If the determination letter indicates no benefit,
there is no charge and the $750 is not due to us. If the third-party decision is positive for a
benefit, the agreement we have allows us to keep the major portion of the $750. The portion that
goes to the third-party determination organization; however, comes out of that money.
If you are interested, you can contact the NCPC for further information on the veterans
organization and how they might be willing to work with you. There is a vetting process to
make sure that you are not taking advantage of veterans by forcing them to buy financial
products or other services in return for your finding help for them with their applications.
If there is a positive determination letter, the potential client signs a planning agreement with us
that if veterans benefits are uncovered, any additional fees paid by the client to us for arranging
for the benefits are not considered fees for obtaining veterans benefits but are instead additional
planning fees to reimburse us for our additional efforts in this process. The $750 charge includes
the original $95 planning fee. If there is no potential for application for veterans benefits, there
is no $750 fee but the original planning fee is still due.
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Applications for veterans benefits with the nonprofit veterans organization are always done
virtually using the phone and email as well as perhaps fax services and other scanning services.
This nonprofit has been doing claims this this way since 2012 and has been very successful
submitting applications using this method. All communications regarding the applications are
done between the applicants and the staff at the nonprofit veterans organization.
If the Potential Client Does Not Want Planning but Only Wants the Veterans Benefit
There is no option to avoid the planning if VA benefits are involved. The planning is designed
not only to determine eligibility, but also to determine financial issues as well as who the
caregivers might be under the veterans benefit. If the planning does not uncover veterans
benefits under this particular circumstance, we will waive the additional planning fee. We tell
the client this. If the planning does uncover veterans benefits, we will include the original
planning fee in the total $750 planning fee.
It is extremely important that we do the planning. This is because the family only wanting
veterans benefits doesn’t realize the other issues that they face. There is hardly any situation
where we don’t uncover additional needs that would involve other members of our collaborative
marketing group. We will go through the planning process exactly the same way whether it is a
veterans benefit are not. Using this approach, we will sell additional products and services
beyond getting the veterans benefit.
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Filling out the Online Questionnaire and Generating the Report
Signing into Your Life Resource Planning Landing Page / Home Page
You will sign into your Life Resource Planning home page or landing page by using the shortcut
www.goLRP.com or copying and pasting the following URL in your browser address window
https://www.longtermcarelink.net/planning/landing.php. After signing in you will see the
page below with your name on it. This happens to be the page for Thomas Day. Instructions for
using this webpage are found in the training on the page as shown in the snippet below.

Options for Filling out the Questionnaire
The box you see on the right identifies 3 options for having clients fill
out the online questionnaires for Life Resource Planning or for
Retirement Planning. You see where this box is located from the
webpage snippet in the image above. Both systems are accessible from
the same landing page. There is also a fourth option NOT shown here.
We will discuss all 4 options below.
OPTION #1 for Filling out the Questionnaire

This option allows the planner to enter information into the form
that you see on the right. You enter the client’ s first name, the
client’s last name and the client’s email. The client then receives
an message in his or her email box as shown on the next page.
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This is the message that
opens in the client’s email
when you fill out the form
as indicated on the
previous page.
You may want to explain
to the client beforehand
that there are 2 planning
options available. The
first is the questionnaire
for a Life Resource
Survey. This planning
option is for children or
other supporters of aging
seniors to fill out –
Questionnaire #1. The 116
questions in this
questionnaire specifically
cover issues for aging
seniors and their families.
As part of the 2-for-1
marketing opportunity
with our system, you can
also do planning with
younger individuals who
are either children or
supporters of aging seniors
or who are in their middle
50s to middle 60s and are
preparing for or recently
retired. The question sets
in this Questionnaire #2
are directed towards
retirement issues and not
necessarily towards the
issues of aging seniors.
You also see here that your
client can also open a page
titled “Preview
Questionnaire #_before
Filling It out”where they
can actually review the
questions found in the
questionnaire.
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When the client clicks on the link “Open the Online Survey Questionnaire #_” the page below
will be a required feature on the client’s Internet browser. Hopefully the client has connected
hyperlinks in his or her email account to the browser that the client uses so that the online
questionnaire will come up. This Privacy Policy Notice is necessary to protect the interests of
the client as well as those of the Life Resource Planner.
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After checking the box that the client has read the Privacy Policy Notice, the page below comes
up on the browser. It is important for the planner to make sure the client understands that all of
the required fields in the form below are filled out. Of particular importance is choosing whether
the survey questionnaire is for a single person or a couple (has a spouse). One thing to
remember here is that the “client” is not necessarily the subject person addressed by the
questionnaire. The client could be a child, a relative or a supporter of an aging senior or senior
couple for whom the planning survey is being done. Clicking the button “Go to the Next
Screen” will open the appropriate questionnaire.
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OPTION #2 for Filling out the Questionnaire

Option #2 is also found on the LRP landing page as shown
on the right. This option allows the client access to either
the LRP Questionnaire or the Retirement Questionnaire
directly from his or her browser and bypasses the email
process described on the previous pages under Option #1.
The client will enter either of these alternative URLs in the
address window of his or her browser:
www.LRPsurvey.com or
www.longtermcarelink.net/planning/nonuser. After
entering either of these URLs in the browser address
window, the page below will appear on the browser. It is
important that this page is filled out correctly. The email
of the planner, which is the same email that the planner
provides as a user of the Life Resource Planning System
must be entered on this form. Without it, the planner does
not have access to the completed questionnaire and cannot
generate a planning survey report. Clicking on the button
“Login” will open the next page on the browser.
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After clicking the “Login” button shown on the form from the previous page, the form below
will come up on the client’s browser. This is the identical form that is generated using Option #1
where this form is sent to the client in an email. In this case, the form is generated online using
the client’ s Internet browser. The procedures using this form are the same as under Option #1.
Clicking on the appropriate questionnaire link on this form will also generate the same form as
found under Option #1 and is shown on the next page. Please note here that with this online
form, the Privacy Policy Notice is acknowledged by checking a box that the user has read that
notice. This is different from the approach under Option #1 where the notice comes up first.
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After checking the box that the user has read the Privacy Policy Notice and subsequently
choosing the appropriate questionnaire from the image on previous page 96, the webpage below
comes up on the browser. It is important for the planner to make sure the client understands that
all of the required fields in the form below are filled out. Of particular importance is choosing
whether the survey questionnaire is for a single person or a couple (has a spouse). One thing to
remember here is that the client is not necessarily the individual and/or spouse addressed by the
questionnaire. The client could be a child, a relative or a supporter of an aging senior or senior
couple for whom the planning survey is being done. Clicking the button “Go to the Next
Screen” will open the appropriate questionnaire – either for a single person or a couple.
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OPTION #3 – Fill out the the LRP
Survey Questionnaire or Retirement
Survey Questionnaire by Hand

The following two links are found
on the system landing page at
goLRP.com. Open the Life
Resource Survey Questionnaire
Paper Version (PDF) and Open the
Retirement Planning Survey
Questionnaire Paper Version
(PDF). Either of these links
produces a four-page printed
survey that is the paper version for
the online questionnaire for both
systems. The client completes this
form by hand and then gets it back
to the planner. The planner will
take this form and enter the
information into the online
questionnaire instead of having the
client do it himself or herself.
Sometimes this option is necessary
for those individuals who are
challenged by using computers and
by accessing online utilities.
OPTION #4 – Open the Online Survey Questionnaires from the Landing Page

The planner can also open his or her own blank online questionnaires from the system landing
page and assist the client directly in filling out either form. This could be done over the phone
with the planner asking the particular questions and filling out the online form for the client. Or
the client and planner could meet face-to-face to fill out the form together on a laptop at the
client’s home or other location or at the planner’s office. The oblong green buttons below – in
images taken from the landing page – go to the planner’s blank copy of either questionnaire.
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The Online Questionnaire As It Appears When Accessed by OPTIONS #1 or #2 or #3 or #4
Below are the first two sections of the online Life Resource Survey Questionnaire. There are 9
sections in total – each covering certain aspects of senior planning. Each section is opened either
from the “Go to Next” button or by actually clicking on the section bar; for example clicking on
the bar titled “Aging Seniors Spouse Personal and Contact Information.” By the way if the aging
senior is single, this spousal section will not come up on the browser.
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Sections 3 and 4 of the Online Life Resource Survey Questionnaire
Section 3 is information about the children of the aging senior for whom this questionnaire is
being answered. We discuss in the marketing instructions and planning instructions why this
information is so valuable. Notice that at this point all items on the questionnaire are numbered.
The first item starts at #16 which by the way is the 16th item from the start of the questionnaire.
In all, there are 116 text fields or check boxes in the entire questionnaire. It is quite
comprehensive. Section 4 begins at question #24 and helps to determine what the aging senior
and his or her spouse – if applicable – are anticipating for the remainder of their lives.
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Sections 5 and 6 of the Online Life Resource Survey Questionnaire
Section 5 is a continuation of the questions from Section 4 – Plans, Preparations and Goals.
There are 41 questions pertaining to these lifestyle issues which help determine the
recommendations that will eventually be produced by the system. Section 6 and Section 7 cover
questions pertaining to the need for long-term care or the future need for such care. These
questions also help determine the final recommendations from the survey report.
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Sections 7 and 8 of the Online Life Resource Survey Questionnaire
As mentioned on the previous page, Section 7 continues on with questions relating to the current
or future need of long-term care services. In all, there are 25 questions relating to this area that
help determine the recommendations in the final survey report. Section 8 requires filling in text
fields for income, assets and expenses for the individual and/or the spouse for which the report
will generated. This information is very important for the planner to determine
recommendations. The planner receives a copy of this information in the printed report.
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Section 9 of the Questionnaire – Submitting the Completed Questionnaire
Section 9 is the final section for the Life Resource Planning Survey Questionnaire. Even though
it pertains to potential eligibility for veterans benefits, the person filling out the questionnaire
must still open up this section and complete it. If veterans benefits are involved, the check boxes
are answered appropriately. If veterans benefits are not involved, appropriate boxes are left
checked or unchecked. This is the end of the questionnaire and a “Submit Questionnaire” button
is found at the bottom of this page which the client should click on. We need to note that if the
questionnaire is not completed and not submitted, the portion that was completed is still retained
in the planner’s database and is still available to the planner even though it is incomplete.
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Verification Notices
On this page are the various notices that
the Life Resource Planner receives in his
or her email notifying the planner that
certain actions have been taken. The one
on the right is received when the email
invitation is sent under Option #1.
The second image on this page comes up
on the browser of the client after he or she
has submitted the online questionnaire.
The third image on this page is a
verification email sent to the planner when the client has actually submitted the questionnaire.
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Generating the Online Survey Report – Opening the Questionnaire Database
You will note from the previous page that when a survey questionnaire has been completed, that
completed questionnaire is inserted into the database of the Life Resource Planner that is
contained on the planner’s home page or landing page.
The database is accessed by clicking on the oblong button
on the landing page entitled “Open Questionnaire
Database.”
This opens the database below which can contain up to 30 questionnaires. When it starts to fill
up, the database will prompt to remove older questionnaires. The particular client is identified
and the questionnaire is opened by clicking on the link in the column “Open Quest” which has
the same title “Open Quest” in the row belonging to the particular client “Submitter Name.”
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Printing the Life Resource Survey Report
This is the planner’s version of the questionnaire which is is an exact duplicate of the client
submitter’s questionnaire. The planner can go through this questionnaire and verify by all of the
information that has been submitted. If anything is missing or seems awry, the planner can call
the submitter to correct any information on this version of the questionnaire before it is used to
generate the survey report. Once the planner has determined that the questionnaire has been
completed properly, the planner will then generate the survey report. The report is automatically
generated through online programming by simply clicking on the button “Generate Survey.”
The online programming determines from the information submitted in the questionnaire what
the recommendations in the report should be. It’s that simple. If the planner has Adobe Acrobat
on his or her computer, the report will open up in Acrobat on the planner’s computer. Otherwise,
it will open up as a PDF document in the planner’s browser. This can be downloaded or saved as
a PDF file on the planner’s computer.
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Presenting the Life Resource Planning or Retirement Planning Survey Reports
Description of the Life Resource Planning or Retirement Planning Survey Reports
Our Life Resource Planning System produces two different reports. The first report is called a
“Life Resource Survey.” The second report is called a “Retirement Planning Survey.” We will
discuss here how to present a Life Resource Survey. You will find the instructions for
presenting a Retirement Planning Survey on your Life Resource Planning landing page.
Working with aging seniors allows you to plan with their children or supporters as well.
REMEMBER, THE LIFE RESOURCE PLANNING SURVEY ADDRESSES THE NEEDS OF AGING SENIORS, BUT
YOU ARE ALMOST ALWAYS DEALING WITH THE CHILDREN OR OTHER SUPPORTERS OF THOSE AGING
SENIORS AS YOUR CLIENTS. OUR SYSTEM ALSO ALLOWS YOU TO PLAN FOR THEM AS WELL BY DOING
A RETIREMENT PLANNING SURVEY. IT IS A 2-FOR-1 PLANNING OPPORTUNITY GENERATED BY 1 LEAD

The most important thing to keep in mind when you present either of these two survey reports is
to avoid a sales approach. You must constantly keep in mind when you are doing the planning
that you are not a salesman but you are a planner who is providing solutions. Your report
presentation, should not bring up specific products that you offer, nor must you hammer away at
your clients if they don’t agree with your assessment of their problems and your potential
solutions. In other words if your solutions include your products and services – even though you
don’t mention them – please don’t try and force them into a decision that you think they should
make to buy what you offer. Give them good information and give them good reasons why they
should adopt your solutions. Don’t employ manipulative closing strategies to make them do it.
If you are firmly convinced that they need a solution that uses your products and services, then
you should have such convincing evidence and such a convincing knowledge of the subject that
the only argument they can give you is “we want to think about it.” In other words, even though
it makes sense, as we all know, some people will simply not commit. You must be the
consummate expert in this area and leave them with such an overriding impression of your
knowledge that they have no reasons for your way of doing it if it is right for them.
Below are the steps that you should take to prepare for the presentation of the survey and to
make the presentation meaningful to your clients and productive for you.
Use a Professional-Looking Binder or Cover with Abundant Learning Support Materials
Preparing your Life Resource Survey in a professional manner with supporting learning resource
documents in a binder or in a professional looking cover will greatly enhance your relationship
with your planning clients. We call these supporting documents “learning pieces.”
Most of our new Life Resource Planners ask the question, "Why should there be so much?"
Meaning, why should there be over 65 pages of planning pages and learning pieces in one option
or 210 pages inserted into a three ring binder in another option? Would it not be much better to
provide less information and not overwhelm the client? Besides, the client will never read or
even understand all of this material.
Our purpose is deliberate. We have learned it over many years doing this kind of planning.
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None of the learning piece material we provide is irrelevant, and if the client or more likely the
client's children really wanted to read it all – which many actually do – it provides valuable
information. But that is not our only purpose. We want the client to believe that we have
devoted a great amount of time and effort into producing this planning survey report with its
learning pieces and that it is unique to our client. This is basic psychology. The more valuable it
looks to the client, the more likely a client will develop trust in you. And this trust carries over
to the recommendations that you make. The more impressed the client is, the more likely he or
she will implement your recommendations.
After having done a few plans, most of our planners are surprised that their clients treat the
planning report as a valuable possession and will share it with other members of the family to
proudly show what they have accomplished.
The first option below would be the least expensive for you to put together in a report
presentation report. A report cover that has a three hole retainer in it and separation tabs for the
three separate sections of your report might cost around $3.00 to $5.00. The printed materials
comprise approximately 65 pages. Five or six of the pages require color printing, but the
remainder are black and white reproductions. Printing or copying the printed materials might
cost you an additional $5.00 to $6.00. You need to charge a planning fee for your clients clients
to reimburse you for your time and your materials to present the report. Perhaps $100.00 or so.
Obviously your time is worth more, but by charging, you avoid creating suspicion in their minds
that you have ulterior motives . You are obviously incurring some costs and they will quietly
question to themselves why you are doing it without pay. More details on how to assemble this
material are found on the home page of the Life Resource Planning System.

This second option below represents more cost for your survey presentation, but also represents a
more thorough report and provides a greater impression on your clients. The binder and tabs
might cost you about $8.00 to $10.00 and the printing costs for approximately 210 pages of
presentation documentation might be an additional $14.00 to $16.00.
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Make Sure You Have the Knowledge to Discuss the Issues Addressed in the Report
One sure way to impress your planning clients is to have a thorough knowledge of the
recommendations in the survey report. The reason you are doing this planning for them is that
they don’t have the knowledge or background they need to solve their own challenges. In fact,
the sort of knowledge that you will convey is not generally possessed by any one person in the
community. The Life Resource Planning process is a unique approach involving a number of
specialists, practitioners and advisers to solve the challenges faced by aging seniors.
The whole purpose behind Life Resource Planning is to provide this unique approach to solving
aging senior issues. Eldercare advice and senior services are fragmented through different
practitioners in the community. You are providing a one-stop source of information and advice.
We have given you the material on the flash drive to gain the necessary knowledge. Before you
make the report presentation you can also absorb the pertinent information in the learning pieces
that we provide you and that you will give to the client. Or you can become “Certified in Life
Resource Planning” by taking the time and effort to earn the CLRP designation.
If you have the proper knowledge, your clients will be impressed and they will likely follow your
advice. If you appear not to have the proper knowledge, just the opposite will occur. They will
not see you as credible and they will likely not follow your lead. The two learning pieces
entitled “How to Deal with 21 Critical Issues Facing Aging Seniors (PDF) – 310 pages” and
“Understanding the Fundamentals of Life Resource Planning (PDF) – 176 pages” will give you a
pretty good background in understanding the issues addressed and the recommendations made by
the planning process. Of course, the CLRP designation will give you much more background
knowledge. Having the designation and belonging to the Society for Life Resource Planning
will also increase your credibility and the respect that your clients give you.
Put on Your Planning Hat and Be Objective
As we have mentioned many times before, don’t talk about products or services that you provide.
Avoid a sales approach altogether. Give your clients an objective assessment of where they
stand. Impress them with your knowledge of the various issues. Help them to understand the
challenges they are facing.
By taking a solution-based, planning approach instead of a product or service oriented approach,
you will gain your clients’ respect, you will develop a rapport with them and they will trust you.
Then when you want to talk about products and services after the planning phase is completed,
they will listen to you.
Point out That the Recommendations and Strategies Are Grouped into Similar Categories
A typical report might include 10 to 16 different recommendations and strategies for discussion.
This is likely an overwhelming number to handle and could be confusing to your clients. We
want to point out that these recommendations and strategies are really parts of certain key
categories. There are only 5 of these key categories. You want to point this out to your clients
as well. By doing it this way, you can concentrate on fewer issues that need to be addressed in
each category and leave some of the other issues for a later time. We discuss below creating a
checklist to address the most important issues. This is also an important strategy for getting
them to implement your solutions. Here are the five key categories.
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1.
2.
3.
4.
5.

family decisions relating to the need for long-term care
legal arrangements and decisions relating to end-of-life
family decisions related to preservation of assets and the need for Medicaid
family decisions related to financial issues
potential veterans benefits to increase income

The Learning Piece – “The Family Care Plan and Caregiving Agreement”
Most of the aging senior clients for which you will be producing reports will have a need for
long term care services or as it’s commonly called, eldercare. In many cases, children or other
family members of aging seniors have conflicting ideas on how to take care of their loved ones.
With this planning approach, you are primarily dealing with children of the aging seniors or with
younger family members or with other supporters such as relatives. This particular learning
piece is extremely valuable in helping children or other family members get together and
determine together how they will handle decisions relating to eldercare for their loved ones.
Sometimes, family members are in dispute over caregiving as well as experiencing jealousies
against caregivers or family representatives who are receiving mom or dad’s income or have
access to assets. These disputes can also develop after the death of a loved one due to
perceptions that one of the children was favored or took advantage of the inheritance. This
learning piece also addresses this issue of potential disputes and provides valuable advice to
facilitate a family caregiving agreement.
Please understand this piece thoroughly so that you can describe it to your clients. Stress the
importance of family cooperation if there is a misunderstanding, conflicting attitudes or dispute
over caregiving issues. In our experience, those families who need this sort of guidance have
been extremely grateful for this learning piece and how it helped them to solve their challenges.
The Learning Piece – “Government Solutions for Eldercare”
In order to save you money in putting together a report presentation, we provide you this
condensed document that is an excerpt from the larger document titled “Understanding the
Fundamentals of Life Resource Planning” that we discuss below. Ideally you should put
together a presentation with the larger learning piece and not use this condensed version.
However, we give you this option if you strongly feel that you do not want to spend the money
on a larger and more comprehensive report binder.
The Learning Piece – “Understanding the Fundamentals of Life Resource Planning”
This learning piece was written exclusively for incorporation into a planning report presentation.
It covers in great detail all of the issues facing aging seniors as well as addressing the various
community resources that are available to address these issues. You should definitely thumb
through this with your clients and show them how valuable this piece is to them.
We have found over the years that those clients who read this material are extremely impressed
with it and offer their gratitude for the resources we have provided them. Make sure your clients
understand that this is a very valuable learning piece and that they can go to if they have any
questions or need direction. Some of this material is dated, but it is still very relevant today.
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Allow Your Clients to Prioritize the Various Recommendations and Strategies
We also employ a unique approach to making the recommended solutions. It is our experience
that most planners who are not using our particular way of doing things, merely summarize their
recommendations or strategies on a single page or two in the form of an outline or a checklist.
Our approach is different and creates better outcomes. A typical life resource questionnaire
might result in 10 to 16 recommendations or strategies. The recommendations are also presented
as paragraphs that not only provide a possible course of action but also include a brief education
on why they should take that course of action. Please understand that the report only makes
recommendations that are a direct result of the questionnaire and apply to the client in some way.
This recommendation solution strategy is also basic psychology. By giving them a large
number of choices, they can pick out those ones they feel are important. The concept here is
to impress upon your clients that given a list of various choices, they must make some
decision as to which of those choices they should take. It forces them to make decisions as
they know they cannot reject everything you give them. Making the decisions themselves
enlists them to cooperate in the outcome. Our method allows them to buy into the planning
process, leading to your making sales of services and products without the need for closing.
You don’t have to make buying decisions for them or use closing techniques to persuade them
to buy. This strategy effectively makes them willing participants in the planning process and
creates more trust in your recommendations. Instead of your dictating to them, they are
cooperating in the outcome. The end result of this approach is that they will almost always
follow a certain number the presentation recommendations and feel good about it. In
addition, because of these strong feelings of having done the right thing, they will also
purchase your products and services. This positive approach also results in referrals for you.
Our particular method for getting cooperation from planning clients does away with the need
for “closing” them to make a decision. Once they have agreed to act on a number of the
recommended solutions, they have now become willing clients and will cooperate with you
for future interaction. In addition, if there is a need for your products or services they have
now tacitly agreed to buy them. Once they have decided the priority of the
recommendations, you will make a checklist for them and follow up to make sure that
everything has been implemented.
Concentrating on a reduced number of the actual 10 to 16 recommendations does not mean
that you need to ignore all of the report recommendations. Once you have acted on the key
recommendations that your new clients have identified important to them, you will then go
back and work on the other recommendations. It is important to follow through and make
sure that all of the issues that face your clients have been solved to their satisfaction.
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Completing the Planning Process and Making Sales
Make Appointments with the Appropriate Providers or Advisers
One advantage to your taking a comprehensive planning approach to help aging seniors with the
challenges they are facing is that you can provide a one-stop shopping service for all of the
solutions that they need to solve their problems. To provide this service, you need to have a
network of senior service providers and advisers in your local community who can step in and
provide the appropriate services or advice. Obviously, this network will be your Local Planning
Council. If you are just starting out, maintain an informal network of advisers and providers for
setting up appointments until you are sure that the advisers and providers you are using will be
reliable members of your Council. The business you send them will either be highly appreciated
and these people will want to join your Council or they will not appreciate what you do for them
and obviously you don’t want to be involved with them on a more formal basis.
It is very important that you actually make the appointment with the appropriate practitioner
after you have finished the planning but before you start selling your products and services.
Set up a time for the family member and the practitioner to meet. If appointments can’t be
made at that time, get dates and times from the client and set up appointments later.
You might argue it is easier for you to simply to provide the referral and the contact
information for the allied provider. There is a reason for being proactive. If you can get
appointments with members of your Council that result in new business for your group
members, Council members will reciprocate by supporting the Council promotial activities to
create new planning leads. As mentioned before, new business appointments from your Life
Resource Planning activities are the glue that holds the Council together.
Take off Your Planning Hat and Put on Your Sales Hat for Providing Your Solutions
If certain products or services are to be recommended to your client by you, you should make
this a separate process from the planning activities and presentation. This is important in order
to avoid a conflict of interest especially in those instances where you are selling insurance
products or investment products to your client as part of the solution to the planning process.
You may not be able to mix fee-based planning and financial sales under laws in your state. In
addition, by taking this approach, you are demonstrating your professionalism and ethical
behavior to your clients and they will have that much more respect for you. If you are not
already doing this, you will be surprised at how impressed they are by your upstanding behavior.
You could accomplish the selling right after the same session in which you present the plan as
long as you make it clear to your client that you are no longer doing the planning and you are
wearing a different practitioner “hat.” In order to identify that you are wearing a different hat,
we recommend that you provide full disclosure as to your involvement with the product or
service recommendations. This means revealing that fees or commissions are involved, that they
do not have to buy these products or services from you and that they have every right to engage
someone else for these products or services.
Emphasize that fees or commissions are not the issue and the size of your renumeration is not
important. The important issue is making sure the client’s challenges have been solved. You
should also mention that no matter whom they might use, those same commissions or fees will
be involved, and you will be able to get the same products or services for them regardless if they
go somewhere else. It will probably surprise you that with this honest and upfront approach,
virtually none of your clients will go to anyone else for products or services.
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