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MEETING AGENDA 

WHO
i. Our Firm, Background and History

ii. Our Advice Philosophy

o Educate >  Advocate > Execute

current goals and financial situation
i. What’s top of mind for you about your finances?

ii. Discussion around common issues clients face

 services and where we can help you 
i. Core services

a. Comprehensive Planning

b. Wealth Management

c. Insurance and Benefits Reviews

d. Retirement Readiness

ii. Costs and fees associated with services

steps | Setting Expectations | Help 

we are and how we help clients 

OUR

YOUR

NEXT



Q1: Financial
Planning Topics

Q2: Investment
Planning

Q4: Year End
Tax Planning

Q3: Protection
Planning

OUR

YOUR UNIQUE VISION
OUR SYSTEMATIC APPROACH

PROCESS

ENAGAGE

ASSESS &
EDUCATE

EXECUTE

ONGOING

Initial Consultation and Values 
Share what we do and how we do it
Decide if we are a good fit

Engagement Overview | Zoom or Phone Call
(45 min)
Collect demographic information and sign planning agreement
Review documents and worksheets to be submitted
Set expectations

(60 min) Approx. 2 weeks after Engagement Overview
Check-in regarding worksheets and documents
Discuss Tax Triangle and Retirement Framework

Retirement Overview

Plan Recommendation & Delivery
(90 min) Approx. 10 days after Investment Overview
Discuss recommendations
Create Plan to implement recommendations

Implementation Follow-up
(30 min) 5 days after Plan Recommendation & Delivery
Review Plan items for what still needs to be done

Online Access 
(60 min) | Approx. 2 weeks after Implementation Follow Up
Work with staff to gain online access to accounts
Add Outside Accounts if necessary

Ongoing Service Model
Discuss and Set First Formal Review
Discuss Check-ins

Continue to monitor your plan and make updates periodically based upon changes
to overall goals, objectives and life changes.

(60 min) | Approx. 1 week after Document Review
Discuss high level asset management and allocation

Investment Overview 

(60 min) | Approx. 1 week after Retirement Overview
Audit documents and worksheets submitted for accuracy
Review Cash Flows and eMoney output
Schedule call(s) to Retirement Plan Carriers if necessary

Document Review 



EDUCATIONAL TOPICS



FINANCIAL PLANNING 

The information provided is not written or intended as specific tax or legal advice. MML Investors Services, LLC, its employees and representatives are 
not authorized to give tax or legal advice. Individuals are encouraged to seek advice from their own tax or legal counsel.
Securities, investment advisory and financial planning services offered through qualified representatives of MML Investors Services LLC. Member SIPC. 
1295 State Street, Springfield MA 01111-0001. © 2022 Massachusetts Mutual Life Insurance Company (MassMutual®), Springfield, MA 01111-0001. All 
rights reserved. www.MassMutual.com.

Cash & Liability 
Management 
We can help you balance short, mid 
and long-term liquidity 
needs with overall goals. 

Tax Planning 
We can help identify  
strategies, conduct analysis 

and make recommendations to help  
 reduce future tax liabilities. 

Protection 
Planning 
We can help you identify  insurance 

gaps and design strategies 
to help protect the ones 
you love.

Investment 
Planning 
We can help define the  
timeframe for your goals,  
along with your tolerance for investment 
risk which play a critical role in the  
strategies  we recommend  for you. 

FINANCIAL PLANNING 
THE FOUR CORNERSTONES OF



SERVICE MODEL 

MEETING SERVICE TOPICS TIMEFRAME 

Annual Review 

• Employer Retirement Plan Review
• Household Expense
• IRA Contributions
• Savings Strategy
• Performance Review

Jan - Feb 

Mid-Year Review 

• Beneficiary and Account Title
• Insurance Portfolio Review
• Savings Strategy
• Employer Benefits
• Performance Review

June - July 

Year-End      
Tax Planning 

• Year-end Tax Planning
• Tax Loss harvesting
• Net Worth / Savings Review
• Performance Review

Thanksgiving - 
Christmas  

CA Insurance License #0H64963 . Local firms are sales offices of Massachusetts Mutual Life Insurance Company (MassMutual),  Springfield, MA 01111-
0001, and are not subsidiaries of MassMutual or its affiliated companies. Bill Tsoulos is a registered representative of and offers securities, investment 
advisory,  and  financial planning services through MML Investors Services, LLC. Member SIPC. [www.SIPC.org]  Supervisory office 30 S Wacker Dr, 
Suite 2700, Chicago, IL 60606. Phone: 312-347-1660.  Any discussion of taxes is for general information purposes only, does not purport to be com-
plete or cover every situation, and should not be construed as legal, tax or accounting advice. Clients should confer with their qualified legal, tax and 
accounting advisors as appropriate.CRN202602-3922597

FINANICAL PLANNING
CLIENT SERVICE MODEL
As part of our ongoing service model, every quarter we will review the following aspects of your 
financial plan.    
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