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Using the Start Planning Guide

Using the Start Planning Guide

The NaviPlan Standard Online/Offline Start Planning Guide is intended to be used with the
NaviPlan Standard Online or NaviPlan Standard Offline application to help you learn how to
use NaviPlan.

Note: The NaviPlan Standard Online/Offline Start Planning Guide was created using
NaviPlan Standard Online/Offline with the Ibbotson Asset Allocation option. This option
allows users to use actual Ibbotson return rates in NaviPlan’s calculations. If you are using a
version of NaviPlan Online/Offline without the Ibbotson Asset Allocation option, there will
be some differences between the guide and your version of NaviPlan.

For information on the Ibbotson Asset Allocation option, contact the EISI Sales department
at (888) 692-3474 (press 2 to speak to a sales representative).

Conventions

The NaviPlan Standard Online/Offline Start Planning Guide uses the following conventions:

* The names of items that are labeled on the screen are capitalized and italicized. For
example:

The Clients page opens.

* Within instructions, the names of items that you must select, click, or type appear in bold.
For example:

Select My Clients, and then click Go.

Essential Windows sKkills

This participant guide assumes that you know how to perform the following tasks:
* Use the mouse (click, double-click, right-click, drag, and point)

* Move, resize, and close a window

* Navigate through a dialog box and use scroll bars

* Choose menu commands and select options from windows and submenus

If you are unsure about any of these Windows essentials, refer to Microsoft Windows user
documentation.

Conventions 1
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Finding more information

If you have a question that is not answered in this guide, there are other places to look for
additional help.

Help
The quickest way to get information about any command, dialog box, or item within
NaviPlan Standard Online/Offline is to use the Help.

To access the Help, click the Help button at the top of the NaviPlan window.

support.eisi.com
Visit our Web site to access the following resources:

* Training video clips * Getting Started information
* Live Web-based training * Reference guides

* Technical Support Now * Release Notes

* EISI User Services * NaviPlan Dialogs newsletter

* NaviPlan Support Forums ¢ Knowledge Base

To access these resources, do one of the following:

Click [«] beside the Help button, and then select Support in NaviPlan Standard Online/
Offline.

OR

1. Go to support.eisi.com

2. Under NaviPlan, click USA.

3. Under Offline format, click NaviPlan Standard Offline.
OR

You can go directly to http://support.eisi.com/support us/nps_offline/v11.2/index.htm

Note: Bookmark or add this page to your favorites in your Internet browser for future reference.

2 Finding more information


support.naviplan.com
http://support.eisi.com
http://support.eisi.com/support_us/nps_offline/index.htm

Getting started in NaviPlan

Getting started in NaviPlan

Learning objectives

This module will enable you to

* Understand the process of creating a financial plan from start to finish

Create a client file

Select an appropriate plan type for your clients

Enter your clients” current financial and goal information in a Financial Assessment
Identify key concepts of the Financial Needs Assessment report

Promote your clients” Financial Assessment to a Level 1 Plan

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

Compare current and recommended scenarios using reports

Learning objectives 3
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Create a client file

alculators « ack | Nex
feﬂ JIr:s Calculat 4 Back | Mextp

Clients
¥ Hide Instructions Click Create New Client button to
To find a specific dient, under Seardh, s 7 = e client's last name or dient ID number, Select any other
appropriate options, and then gl arch, ) start a new client file n existing client, select the dlient under Existing Glents, and then
click Open.

[ Create New Cliert.., | Elank Fact Finder | Multiple Check InfOut. . |

Existing Clients Search

= Open | CheckIn | Check Out | GetCopy | Release | Refresh I Grant/Revoke... | Data Scrub.., | ¥ Delete | Search by any or all of the

Status¢  Client Name#$ D%  Modified Datew criteria below,
[ Retired, Frank, Kathy local Aug 15 2007 16:40
| ! S h B
o] [ Accumulator, Frank, Kathy local Aug 15 2007 15:12 earch By
k& [  Brown, Nk, Lisa local May 23 2007 14:07 Last Mame A
Last Name
Click client name to open existing o
H Current User
client
O Other User

[(include "Granted” Clients
Recently Modified

Search
Revert to Defaults

Figure 1: Client Management section — Client List category — Clients page

4  Create a client file



Enter personal information

Getting started in NaviPlan

Client List
Clients

| Caloulatars = || 4 Back | Next »

Client Creation - Client Information

Client Information

Family Members

P Instructions

Required fields are marked with an asterisk (*)

123 Home Street

Benefidiaries ) Individual ® Joint Analysi:
Advisor Information Client Information
Flan Selection First Name™® Last Name™®
Yhaiks Mick Brown

Lisa Brown
Summary Street City*

Smallville

Date of Birth* Gender®
Apr 21 1966 Male

Feb 10 1968 Female
State* Zip Code
\irginia ¥

Tax Filing Status™ Impor Datziks

w | Married fiing joint v | B« | BF
w | Married fiing joint v | B« | BF

N Follow your progress

DS

Drives state death tax

Back Next | Finish |

Cancel |

Figure 2: Client Management section — Client List category — Clients page — Create New Client button — Client & Plan

Creation dialog box (showing Client Information stage)

Enter personal information 5
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Select an appropriate plan type for your clients

Client List Calculators > || 4 Back | Next »
Clients

Plan Creation - Plan Selection

EentukEnaEs » Instructions Financial Assessment — Quick needs analysis to
Eamily Members identify your clients’ goal requirements

Assessments /
g p——— I

nancial Assessment

SR Tl  sset Allcston. g~ Asset Allocation — Generate a quick asset

Plan Selection allocation recommendation for your clients

Benefidaries

Modules
1 . == == B = = P = = L = AL === s
= Level 1 - Suitable for clients with extremely

straightforward financial situations and are ideal
for goal-based planning

Level 2— Ideal for clients with relatively
straightforward financial situations

Level 3— Intended for clients with complex
planning situations who require a detailed analysis
of their financial situation and goals

Back. | Next | Finish | Cancel |

Figure 3: Client Management section — Client List category — Clients page — Create New Client button — Client & Plan
Creation dialog box (showing Plan Selection stage)

6 Select an appropriate plan type for your clients



Enter your clients’ current financial and goal information

In a Financial Assessment

Getting started in NaviPlan

Financial Assessrment See if goals can Mokes |'| Calculstors = | 4 Back | Text b |
Select Modules | Financial Picture | Retirement | Insurance | Summary | Client Repart | be achieved

P Instructions \ |—|Set goals

Lifestyle Assets Annual Income

Asset Amount Nick Lisa Gross aggrega‘te

Residence s300,000/ | Snapshot of Annual Income s125,000] 100,000 [~ —

2nd Residence 0 _currer.1t Monthly Expenses

Personal Use Property £30,000 financial Expense Amount

Other Personal Assets s0 situation Housing (e.g. utilties, repairs) $2,500

Total Food 51,250 Pre-retirement
Transportation (2.9, gas, insurance) £1,500 monthly
Entertainment {e.q. restaurants, mavies) £1,000 expenses

Liabilities
Personal {e.g. clothing, hobbies) S750

Qutstanding Interest HMonthly

Liability Amount Rate Payments Other (e.q. child care, travel) £2,000

Martgage §175,000 5.00% §1,000 Martgage

Car Loans s0 8.00% s0 Car Loans

Personal Loans s0 8.00% s0 Personal Loans

Other s0 12.00% s0 Other

Total Total

Net worth

Cash flow

Figure 4: Financial Assessment section — Financial Assessment category — Financial Picture page

Enter your clients’ current financial and goal information in a Financial Assessment

7
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Model the retirement goal (Financial Assessment)
Financial Assessment Mates |~ | Calculators =

Select Modules | Financial Picture | Retirement | Insurance | Summary | Client Report |

P Instructions Retirement gOB.' value |
Retirement Information .

Desired annual retirement income {sfer tax in today $125,000|| Indexat| 3.00%
Nick Lisa - - -
Retrement Age o2 s <_| Establish time horizon |
Life Expectancy 20 20
Social Security Eligihility
Estimated Annual Pension Income(in wods $17,500 =0
Investment Accounts for Retirement
Nick Lisa Joint
Mon-Qualified Accounts
Current Value 5100,000 $125,000 S0 BTG SOUITEES
unai u
Current Monthly Savings =0 =0 =0
Qualified Accounts
Current Value £50,000 25,000 71%
Current Monthly Savings £500 5300
Monthly Savings: Emplayer £500 =0
Assumed Return Rate 7.00% 7.00% 7.00%
(3 What are my options?... Progress check to gauge the clients’ ability

to meet their retirement goal

Figure 5: Financial Assessment section — Financial Assessment category — Retirement page

8 Model the retirement goal (Financial Assessment)



Analyze the retirement goal

Getting started in NaviPlan

Financial Assessment

Select Modules | Financial Picture ‘ Retirement | Insurance | Summary | Client Report |

otes |" Calculators = | 4 Back |

P Instructions

Retirement Information

Desired annual retrement income (sfer tsxin todsy's 5) | 5125000 Index at| 3.00%

Nick Lisa

Retirement Age

Life Expectancy
Social Security Eligibility

Estimated Annual Pension Incom 100%
Investment Accounts for Re E
90%-
Mon-Qualified Accounts o :
Current Value 80% 1
Current Monthly Savings 70% 3

Qualified Accounts o B
Current Value 60% 1

Current Monthly Savings
Monthly Savings: Employer 4

Assumed Return Rate

Consider the following options for the current retirement goal:

Retirement

Unfortunately, your current projected
retirement strategies fall short of the
desired retirement goal.

See Optionsto explore alternative
strategies that may assist you in achieving
the desired retirement goal,

DOptions
Expect Retirement Expenses Save an

75% ($93,750) £2,847/month

Investa Lump
to be Covered at ($/year) 2 OR Additional?/ OR Sum Today of?/ OR Year (at Age)?

§445,026

Retire in the

2034/2036 (53/68)

Close:

Figure 6: Financial Assessment section — Financial Assessment category — Retirement page — What are my options?

button — What are my options? - Retirement dialog box

Analyze the retirement goal 9
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Present the results to your clients

projection of the current capital and savings for each goal.

Achievement graph.

100%

The Goal Achievement graph illustrates the percentage of each goal that may be covered based on the

Alternative strategies that may assist in goal achisvement are listed in the tahles following the Goal

38 8
SLE

Life Insurance

amount of life insurance coverage.

*Calculated based on the use of the net estate to cover needs.

Your current life insurance coverage falls short of the necessary life insurance coverage for Nick and Lisa.
However, your current life insurance coverage provides the Nick and Lisa die analysis with the necessary

The following table provides alternative strategies that may assist you in achieving your life insurance goals.

Expect to Cover Total Life OR Purchase an Additional Life Insurance
Insurance Need at {$) of
If Nick Dies 0% (30) $2,213,000
If Lisa Dies 0% (30) 51,581,000
If Nick and Lisa Die 100% (3561.243)" 50

" ‘\,ﬂf".\x ‘.M‘\\mwd \-\__Nw&_lr.

Figure 7: Financial Needs Summary report — Overview (showing life insurance summary)

10 Present the results to your clients
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Promote your clients’ Financial Assessment to a
Level 1 Plan

Plan List Calculators =
Plans
P Instructions
Create Mew Engagement. ..
Engagement - April 2008
Edit | YWiew ¥ Delete Created: 2003-04-07 13:57: 16
Plans
O mew... | = Open | Wig | Cuplicate. ., | Project Update Flan | % Delete
Description < Plan Year% Types D% Modified Date Status <
k®) Brown's Financial Assessment 2008 Financial Assessment local-1-1 Jun 2 2008 12:18 Draft
IO Brown's Base Details 2008 Level 3 local-1-10 Apr 23 2008 12:21 Draft
IO Brown's Base Plan 2008 Level 1 local-1-7 Apr 23 2008 12:19 Draft
IO Brown's Asset Allocation 2008 Asset Allocation local-1-2 Apr 22 2008 13:23 Draft
Promote Plan
The selected Finandial Assessment plan will be duplicated and promated.
A copy of the original Finandal Assessment plan will be retained.
Select the Level to promote this plan to: w
 Level | —
/ Level 2
Brown's Financial Assessment Promote an assessment or Level 3 Cancel
Reports plan to access more features
[ Financial Needs Assessment
v Major PUrchase v InsUrance

Figure 8: Plan Management section — Plan List category — Plans page — Promote button — Promote Plan dialog box
(Level 1 selected)

Promote your clients’ Financial Assessment to a Level 1 Plan 11
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Modify asset and liability details (Level 1 Plan)

Net Worth /_l Enter more details F;;g > | Planning Assistant | Calculators = | Reparts =

Assets/Liabilities | Accounts | Annuities | Asset Class Mhﬁngs i'

_ Link a liability to a lifestyle asset |_\ \
P Instructions
Lifestyle Assets Liabilities ‘
Market Interest Link

Description Value Detsils Delete Description Balance Rate Payment to Asset Detzils Report Delete

[123 Home Street || szo0,000] B | % [123Home Mort | s175,000|[ 5.00%|[  s1,000)me[123Home s BF| B | X

|Persona| Use Property || S?S,Dﬂﬂl Br ostvle Asset Deta 2 I
Details

Lifestyle assets are non-income - Purchase  Community
el Description™ Type® Owner* Date* Property
producing assets 123 Home Street Residence W ||Joint W ||Dec 31 2006 O

Purchase Market Valuation
Amount*  Value* Date®

s0 £300,000|Jan 1 2007

Property Taxes

Add Lifestyle Asset + Tax

Amount Freguency Infl +/- Add'l Deductible
Real Estate $1,000| |Annual w [+ 0.00%
~ Market Net Rental Sale Information ¥
Description Value Income Detzils Delete Return Rates "
500 Smith st | s1,000,000] | s3,000/me BF | X —— -
Add Lifestyle Asset |+ | 4 Previous Entry | Mext Entry » OF Cancel

Add Real Estate Add Liability
B Assets/Liabilities Report

Figure 9: Financial Picture section — Net Worth category — Assets/Liabilities page — Details button (under Lifestyle Assets)
— Lifestyle Asset Details dialog box

12 Modify asset and liability details (Level 1 Plan)
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Modify accounts (Level 1 Plan)

Net Worth Notes I" Planning Assistant | Calculabors = | Repotts « | od Back | Next

Client Management Assets/Liabilities ‘ Accounts | Annuities | Asset Class Weightings ‘
-

¥ Instructions

L B Toenter amounts for any 2010 Roth conversions that occurred prior to the plan date (Jan 28 2010) and where the election was made to defer the tax over 2011 and
Finandial Picture 2012, dick 2010 Roth C 7l

Plan Management

T 2010 Roth Conversions... | Classify the account Add savings strategies

Cash Flow Qualified and Non-Qualified Accounts

Strategies

I - Market Asset Class Return Savings

[surance Loverage Description™ Account Type* Owner* Value* Basis™ Weightings Rates Strategies Holdings Deis Dalz=
Nick's 403(b) 403(b) w | |Nick £50,000 £0 17% Large Cap Gro... 1 1 Br| %
Lisa's Roth 401(k) |Roth IRA | Lisa §25,000 50| 17% Large Cap Gro...

Joint Savings Accod [Mon-Qualified| % | |Joint
Kevin's 529 529 Plan & | [Mick

§50,000 §50,000| 15% Large Cap Gro...
$12,000 50| 8% Large Cap Gr
Nick's Brokerage Ac|[Mon-Qualified|s | IMick
Enter Salary, Liza's Brokerage Acq Mon-Qualified|w | Lisa
Pensmn Add Account | >

income, and
eXpenSE To view or edit account distribution for all plan goals, dick Goal Funding, /

. . Goal Funding. ..
information ‘\' Link accounts to goals || Adjust return rates |

£51,000 $47,500 51% Large Cap Gro...

55,000 §46,000 64% Large Cap Val...

Figure 10: Financial Picture section — Net Worth category — Accounts page

Modify accounts (Level 1 Plan) 13
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Modify retirement objectives (Level 1 Plan)

Age Year Age Year (#) percentage of the current estimated after-tax salary $131,670 X =40
Retire At 62 (2028 G2 (2030

Life Expectancy | 90| 2056 90| (2058

percentage of the current lifestyle expenses $108,000 ¥ =:0

specific amount

To view or edit additional asset allocation details, dick Asset ddltolR etiemenE penses |

Retirement Mokes |'| Planning Assistank | Calculators | Reparts =
Ohjectives | Scenarios Plan time horizon begins when the first person retires, and
_ / ends when the last person dies
P Instructions
Objectives Calculate Retirement Expenses
Hick Lisa Enter the annual retirement expenses as a

Allocation.

asset Allacation. .. i i
sset Allacation f insurance premiums

Retirement expenses net of taxes, savings, liabilities, and

Retirement Expenses

Tfrto Fixed

Description Member Type Amount Frequency Infl +/- Add'| Start Age End Age  Survivor Exp. Del=
Retirement Travel (End at| | Joint W |Lifestyle | w £10,000 Annual | w | [W]+|  0.00%| | Retirement 75 x
Retirement Travel (Start a | Joint W |Lifestyle | w £15,000) Annual | w | [W]+| 0.00% 75 35 O x
Retirement Expense Joint W |Lifestyle | w £105,000 Annual | w | [W]+|  0.00%/ | Retirement Death x
Add Retirement Expense

Retirement Incomes

If Social Security or defined benefit pensions are ente

the Anancal Aiciure section - Cash Apw category - Cash Alow page, do not enter them in this section,
Cnly enter additional retirement incomes in this section.

Description Income Type Member
Wood Working Hobby Tax Free or Inheritance | w | Lisa w

Add Retirement Income

mount Frequency Infl +/- Add'l| Start Age End Age  Dsle=
$5,000| |Annual | |[W]+|  0.00%| | Retirement 75| X

To view or edit account distribution for all plan goals:_Goal Funding ‘\ Along with Social Security, retirement incomes and

To view or edit account liquidation strategies: Liguidation Strategies investment accounts help cover the retirement expenses

Retirement Accounts {$235,500

¥ |

Figure 11: Goals section — Retirement category — Objectives page

14 Modify retirement objectives (Level 1 Plan)
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View retirement scenarios (Level 1 Plan)

Retirement Maotes IV| Flanning Assistant | Calculators « | Reports »

Chjectives | Scenarios

Cbjectives | Savings | Transfers | Liquidation Strategies | Social Security | Annuitization | Additional Incomes & Expenses | Mew Accounts |

cenario: | SRR vl add ~ | Delete  [BCenario: Recommended V| Add = | v Recommended Delete
Scenario Mame Curren L Scenario Mame Recommended
Nick's Retirement Age 62 Llick'c Dot + Ao a2 bl ool lzd
Liea's Retirement Age 62 Recommended scenario used to create a recommended plan to
Nick Lisa achieve the goal by incorporating various financial planning strategies
Life Expectancy 50 50 T = — —
Current Plan scenario represents your clients’ current pte for Flan O 5.00%
financial situation f Objective
Return
Pre-retirement CL Investment Profile Rate
Retirement Teie d in Pre-retirement |:| Vioderate D
Fixed Discretionary Retirement Ol

Annual Retirement Expenses 100% 100% Fixed  Discretionary

Annual Retirement Expenses 100% 100%

Percentage of cash outflows, excluding estate taxes that can be
covered using all goal resources

] \
Goal Coverage Goal Coverage
| .
e [ what Are My Options? " et | :i What Are M; Oétions?
67% -| | Scenario Probability. .. . 2 | Scenario Probability . |
More detais. . Z\E Compare Scenarios More detais. . Z\E Compare Scenarios
Scenatio Reports Scenatio Reports
Other Goal Coverage \ | | Other Goal Coverage /
Edash Ft'?W= ::j"e-_R Click What Are My Options? to access a list of possible options to
ucation: evinf .
Emergency Fund: memerd  INCrease the goal coverage
Survivor Income: Client C OO L= =03 SOTUTvOT T T o =T T T T te
Disability Income: Client Co-Client Disability Income: Client Co-Client
Long-Term Care: Client Co-Client Long-Term Care: Client Co-Client
Estate Planning: Estate Planning

Create multiple scenarios and recommend the most suitable plan for
Modify Goal Funding Strategy... || Manage Scenarios. .. ||<_ your client

Figure 12: Goals section — Retirement category — Scenarios page — Objectives tab

View retirement scenarios (Level 1 Plan) 15
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Client reports — Retirement Scenario Summary

Retirement Scenario Summary

The following infermation provides an overview of the selected refirement scenarios and their estimated
effect on the Retirement goal. The following araph illusirates the ability of each scenario to achieve the

Retirement goal. Compare the current situation
Scenario Coverage | With up to three alternatives

120%

100%

20%

5] E (=]

o B &g
foow & &
il piiliag

.

é?.a,-

>, I

-

Flease refer to the appendix for details related to each scenario.

Goal Coverage* MNetWorthat MetWorth at Year Capital % Fixed Needs
Retirement Death Exhausted Covered by Total

Resources

$2,088.273  ($1.822,275)
Retire later 100% $3.015.250 $2.851,087 Mewvear 20%
Cover fixed expenses only B4% 52588272 (§480.608) 2051

Retirement expenses plus 10% 72% $2,588.272  ($1,500,481) 2045
T ese e gl e o gLl resourcy

Figure 13: Financial Needs Summary report — Retirement Scenario Summary

16 Client reports — Retirement Scenario Summary
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Client reports — Retirement - Current Plan

Retirement - Current Plan

*T0%, This scenario covers 70% of the desired Retirement goal objectives.

]
[

Percentage of the goal expected to be
attained following the current path

* This value Indicates the percentage of your tolal reirement needs that can be covered Dy your total refiement r2E0UICES Buring your refirement fime
peron.

Assumptions

The following table details the key assumptions used in the generation of this scenario:

Retirement Agelfear 80/2020
Life Expectancy 80 /2050
Cesired Fixed Expenses Coversd
Desired Discretionary Expenses Coverad
(Cumrent Monthly Savings
Annual Inflation Rate

Rate of Return pre retirement
Rate of Rety i

Fixed needs cease to be covered; explore

Unmet needs start options to ensure essential needs can be met

Analysis

2024 026 2028 2030 2032 203E 2036 038 W40 1043 J044 2046 ZO4E

Social Security .Ea'ned Income: .Mdnk:nal Qualified Disirbuilons lsnor.n'il
[Mrensions Erwmo W ciner infiows —Flxed Mzeds

alified Distributions Previous Year Suplus Used Tolal Needs
wﬁﬁ%& F - - -
= S e = al.
b “Taf; S

Figure 14: Financial Needs Summary report — Retirement - Current Plan

Client reports — Retirement - Current Plan 17
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Client reports — Retirement - Recommended

Retirement - Retire later, delay SS, add’l exp, save

*100% This =cenario covers 100% of the desired Retirement goal objectives.
‘ Retirement goal coverage based on
recommendations
* This value Indlcates the percentage of your total refiremant needs that can be covered by your total refirement rescurces during your retirement time

perod.
Discuss key assumptions used in the
proposal to achieve the retirement goal

Assumptions
The following table details the key assumptions used in the generation of this scenario:

Retirement Agelfear 62 /2022

Life Expectancy B0 /2048 80 /2050

Desired Fixed Expenses Coversd 100%

Desired Discretionary Expenses Coverad 100%

Additonal Lump-Sum Savings 50

(Cumrent Monthly Savings §1.775

Additonal Month'y Savings $350

Additonal Monthly Savings indexed at 0.0D0%

Additonal Monthly Savings Start Date September 1, 3007

e ot B e amant Life insurance proceeds on first death are
Rate of Return refirement used to meet needs in following years

Analysis

s2ok4 Both fixed and discretionary needs are
#24 now covered in the Recommended
scenario

FE00K

F400K

100K
50K
02 2024 2026 2028 2030 2032 2034 2036 0EE 2040 friv 4 4 2046 2045
[ B E=amed Income [ Aadticnal Qualfzd Cistroutions [l Sharfal

(MEEEE | Ets] W Cinar Infiows —Flxed Meeds
sGyiEined Distribution [l Fravicus ear Sumlus Usad Tutal Naeds

Figure 15: Financial Needs Summary report — Retirement - Recommended

18 Client reports — Retirement - Recommended



HANDS-ON EXERCISES

Getting started in NaviPlan

Exercises

Exercise 1: Create a client file
* Option 1: Create your own client file using hypothetical information.
* Option 2: Use the information below to create a client file for the Brown family.
* Use the attached Brown Family — Fact Finder — Financial Assessment PDF to enter the
clients” information.

Client Information

Client

42111966 ME FIO Married-joint
02104068 MO FE | Marrisd-joint

123 Home Street Smallville

Kevin Brown Son Ecth

06/15/1096

Exercise 2: Analyze your clients’ needs
1. Model and analyze the clients” current financial situation using one of the options below:

* Option 1: Create your own Financial Assessment with hypothetical information.

¢ Option 2: Enter the information in the following sections of the attached Fact Finder for the
Brown family into NaviPlan.

et Wortn e —
| Ufestyledsses

| Outstanding Amount (v Incerest Rates) Monthly Payments
Residence (.e. name) 300,000 Mortgages 175,000 5 1,000
2nd Residence g.e. vacation home) Car Loans
Personal Use Property (ie. can beay) 80,000 Personal Loans
Other Personal Assets Other Debt
(CashFOW
 GrssAnnulincome
| Client 125,000 HOUSING (e, utties, resuis) 2,500
Co-client 100,000 Food 1,250
Transportation .e. gas, insurance) 1,500
P> Note: Expenses can be entered as one total amount to simplify Entertainment g e. movies) 1,000
data entry. Personal (ie. dothing, hobbies) 750
Other qie. chid care, traven) 2,000

Exercises 19
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Client Co-client Joint
Desired Annual Retirement Age 62 62
el I Life Expectancy 90 %0
Include Social Security yes yos
125,000 indexad at 3% Estimated Annual Pension INcome (wasys 5 17,500 0
(after tax §) Non-Qualified Current Value 100,000 125,000 50,000
Monthly Savings [} 0 100
Qualified Current Value 50,000 25,000
Maonthly Savings: Employee 500 200
Maonthly Savings: Emplayer 500 1]
Assumed Return Rate ) 7 7 7
Client Co-client
Existing Coverage 600,000 500,000
Maonthly Premium 50 50
If Both Die
| Total Lump Sum Expenses on Death 20,000
|Annual Ongoing Expenses 20,000
| Number of Years 50

2. Generate the Financial Needs Assessment client report, and then analyze the output.

Hint: Go to the Financial Assessment section — Financial Assessment category — Client
Report page.

Exercise 3: Assess the clients’ risk tolerance in a Level 1 Plan
1. After engaging the clients using the Financial Needs Assessment client report, model more

detailed information by promoting the Financial Assessment to a Level 1 Plan.

Hint: Go to the Plan Management section — Plan List category — Plans page, and then click the
Promote button.

2. Determine an appropriate asset allocation mix.

* Option 1: Answer the questionnaire using your own answers.

Hint: Go to the Plan Management section — Modules category — Modules page to add the Asset
Allocation module.

* Option 2: Use the answers in the following samples of the Asset Allocation Questionnaire
to complete the questionnaire for the Brown family:

20 Exercises



Getting started in NaviPlan

Asset Allocat

1.When do you expect to begin withdrawing money from your investment
account?

Q Less than 1 year
QO 1to2years

Q 3to 4 years

Q 5to 7 years

QO 8to 10 years

® 11 years or more

2.0nce you begin withdrawing money from your investment account, how
long do you expect the withdrawals to last?

Q I plan to take a lump sum distribution
Q 1to4 years

QO 5to 7 years

Q 8to 10 years

@ 11 years or more

3.Inflation, the rise in prices over time, can erode your investment return.
Long-term investors should be aware that, if portfolio returns are less
than the inflation rate, their ability to purchase goods and services in the
future might actually decline. However, portfolios with long-term returns
that significantly exceed inflation are associated with a higher degree of
risk. Which of the following portfolios is most consistent with your
investment philosophy?

Q Portfolio 1 will most likely exceed long-term inflation by a significant
margin and has a high degree of risk.

Q Portfolio 2 will most likely exceed long-term inflation by a moderate
margin and has a high to moderate degree of risk.

® Portfolio 3 will most likely exceed long-term inflation by a small
margin and has a moderate degree of risk.

Q© Portfolio 4 will most likely match long-term inflation and has a low
degree of risk.

4. Portfolios with the highest average returns also tend to have the highest
chance of short-term losses. The table below provides the average dollar
return of four hypothetical investments of $100,000 and the possibility of
losing money (ending value of less than $100,000) over a one-year holding
period. Please select the portfolio with which you are most comfortable.

Probabilities After 1 Year

Possible Average Value | Chance of Losing Money
at the End of One Year | at the End of One Year
a. Portfolio A $106,000 16%
b. Partfolio B $107,000 21%
c. Portfolio C $108,000 25%
d. Portfolic D $109,000 28%
© option a.
® option b.
Q option c.
O option d.

5.Investing involves a trade-off between risk and return. Historically, investors
who have received high long-term average returns have experienced greater
fluctuations in the value of their portfolio and more frequent short-term
losses than investors in more conservative investments have. Considering
the above, which statement best describes your investment goals?

Q Protect the value of my account. In order to minimize the chance for
loss, T am willing to accept the lower long-term returmns provided by
conservative investments.

Q Keep risk to a minimum while trying to achieve slightly higher returns
than the returns provided by investments that are more conservative.

@ Balance moderate levels of risk with moderate levels of returns.

QO Maximize long-term investment returns. I am willing to accept large and
sometimes dramatic fluctuations in the value of my investments.

6. Historically, markets have experienced downturns, both short-term and
prolonged, followed by market recoveries. Suppose you cwned a well-
diversified portfolio that fell by 20% (i.e. $1,000 initial investment would
now be worth $800) over a short period, consistent with the overall market.
Assuming you still have 10 years until you begin withdrawals, how would
you react?

O I would nat change my portfolio.

® I would wait at least one year before changing to options that are
more conservative.

QO I would wait at lzast three months before changing to options that
are more conservative.

O 1 would immediately change to options that are more conservative.

7.The following graph shows the hypothetical results of four sample
portfolios over a one-year holding period. The best potential 2nd worst
potential gains and losses are presented. Note that the portfolio with the
best potential gain also has the largest potential loss. Which of these
portfolios would you prefer to held?

0%
s m:
-10%

Partfalic D

Return (%)
=
&

Partialic A Portialio 8 Portlalic ¢

O Portfolio A
O Portfolic B
@ Portfolic C
O Portfolio D

Signature

8.1 am comfortable with investments that may frequently experience large
declines in value if there is a potential for higher returns.

® Agres
Q Disagree
O strongly disagree

Date
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Exercise 4: Implement planning strategies

1. Inthe Level 1 Plan, verify the success of the clients” current plan and create a
recommended scenario to ensure the clients achieve 100% of their retirement goal by
implementing any planning strategy. Consider the following suggestions:

Hint: Go to the Goals section — Retirement category — Scenarios page, and then see what
recommendations are available by clicking the What Are My Options? button.

* Decrease the fixed retirement expenses
* Delay retirement

* Modify the investment objective for pre-retirement and/or retirement

Reminder: You must ensure the scenario you would like to recommend to your clients is marked
as the Recommended scenario with a check mark.

Exercise 5: Present the recommended plan to the client

1. For a side-by-side comparison of the Current Plan and the Recommended scenarios,
generate the Financial Needs Summary client report, and then analyze the output.

Hint: Go to the Results section — Client Reports category — Client Report page. Ensure you select
both the current plan and a recommended plan before generating the report.
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Conclusion

This module enabled you to...
* Understand the process of creating a financial plan from start to finish
* Create a client file
* Select an appropriate plan type for your clients
* Enter your clients” current financial and goal information in a Financial Assessment
* Identify key concepts of the Financial Needs Assessment report
* Promote your clients” Financial Assessment to a Level 1 plan

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

* Compare current and recommended scenarios using reports

Conclusion 23



NaviPlan Standard Online/Offline Start Planning Guide

24 Conclusion



	Contents
	Using the Start Planning Guide
	Conventions
	Essential Windows skills
	Finding more information
	Help
	support.eisi.com


	Getting started in NaviPlan
	Learning objectives
	Create a client file
	Enter personal information
	Select an appropriate plan type for your clients
	Enter your clients’ current financial and goal information in a Financial Assessment
	Model the retirement goal (Financial Assessment)
	Analyze the retirement goal
	Present the results to your clients
	Promote your clients’ Financial Assessment to a Level 1 Plan
	Modify asset and liability details (Level 1 Plan)
	Modify accounts (Level 1 Plan)
	Modify retirement objectives (Level 1 Plan)
	View retirement scenarios (Level 1 Plan)
	Client reports - Retirement Scenario Summary
	Client reports - Retirement - Current Plan
	Client reports - Retirement - Recommended
	Exercises
	Exercise 1: Create a client file
	Exercise 2: Analyze your clients’ needs
	Exercise 3: Assess the clients’ risk tolerance in a Level 1 Plan
	Exercise 4: Implement planning strategies
	Exercise 5: Present the recommended plan to the client

	Conclusion


