Guardian U
The LBS Sales Process

Step Outcomes

1. Philosophy e Articulate client goals/concerns
e Understand that you are trustworthy AND competent
e Commit to exploring further
2.Data e Collect critical data points using Getting Started
e Complete Quick Facts
e Provide necessary documents

3. Protection e Connect Wealth-Building Potential to desired future
Analysis wants/goals

e Agree that protecting future Wealth-Building Potential is
important

e Understand the Cash Flow Sources available to solve problems
e Commit to the amount of protection
4. Cash Flow e Commit to the amount to save
Analysis e Agree onoverallinvestment allocation
e Agree that costs of Whole Life are captured over time
e See Whole Life as a flexible, multi-use asset

5. Implement e Full protection implemented
& Review e Saving 15-20%

e Head start on liquidity
e Debt elimination underway/completed
e Contributing to Whole Life
e Contributing to investments
e 5-StarLBS User
e 5-10referrals
e Efficiency!

the

s Guard ian York, NY. The Guardian Network® is a network of preferred providers authorized to offer products of The Guardian Life Insurance Company of
America (Guardian), New York, NY and its subsidiaries. The Living Balance Sheet® (LBS) and the LBS Logo are service marks of
The Guardian Life Insurance Company of America (Guardian), New York, NY.© Copyright 2005-2019 1

(2019-73424 Exp. 1/2021) For Internal Use Only. Not For The General Public. The Guardian Life Insurance Company of America® (Guardian), New

network”



	The LBS Sales Process

