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Who is Sun Life Financial?
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Who is Sun Life Financial?
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Who is Sun Life Financial?

STANDARD 3 " |
2POOR’S MooDyY’s GBESDé

AA (Very Strong) Aa3 (High Quality) A+ (Superior)
March 2019 March 2019 March 2019

1 FOR L/
WE SH N E You Life Financial

» Credit rating companies rate institutions/countries
* It provides investors an idea if the company is viable investment place
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Who is Sun Life Financial?

ANESoy -¢
WE SH N E You uLnlfe Financial

Sun Life of Canada (Phils.), Inc. named
“‘Employer of the Year Award” and was recognized in the
2015 Customer Experience in Financial Services

\

\ 2015 Customer Experience in Financial Services (CXFS)
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Who is Sun Life Financial?

iy

SH‘NE”“ s
un \‘(‘C
WE You Life Financial

Sun Life of Canada (Phils.), Inc. named
“Life Insurance Company of the Year” at the
19t Asia Insurance Industry Awards

We Salute The Winners Of
19t Asia Insurance Industry Awards 2015

Life Insurance Company of the Year Sponsored by:

Sun Life of Canada (Philippines) Inc

“Life Insurance Company of the Year”
at the 19t Asia Insurance Industry Awards
9
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Purpose .y
To help Clients |, ¢

& :Sun Life
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Role of Financial Advisor...

/ﬁ CREATE

°®
IMPLEMENT 6’

E\ REVIEW

v
THE FINANCIAL PLAN
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Role of Financial Advisor...

GETTING
STARTED

Building Confidence &
Independence

YOUR LIFE STAGE

MOVING UP

Prioritizing family
above all

)

W)

. Liquidity - Protection

You may not copy, modify, distribute and / or share the materials or use them for any other purpose
without the prior written consent of Sun Life of Canada (Philippines), Inc. For Training purpose only.

YOUR KEY FINANCIAL NEEDS

PREPARING
AHEAD

Nurturing health and
wealth

LEAVING A
LEGACY

Ensuring lasting
golden years

Emergency Fund

Income Protection

Health Protection

~ Accumulation . Transfer

<., Estate Transfer

& :Sun Life
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Define Estate...

Estate

An estate is the total property of
whatever kind that is owned by
a decedent prior to the distribution
of that property

According to
LAW

Real or Immovable
Personal or Movable

!

According to

NATURE

Liquid
Semi-Liquid
Frozen

Sun Life Financial Estate Planning Client Presentation

According to

OWNERSHIP

Common
Public
Res-Nulius
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Define Estate...

Estate

An estate is the total property of
whatever kind that is owned by
a decedent prior to the distribution
of that property

* The estate shall be appraised at its FAIR MARKET VALUE as of the time
of death.

 However, the value of real property as of the time of death shall be
whichever is higher of:

v The fair market value as determined by the Commissioner, or

v The fair market value as shown in the schedule of values fixed by the Provincial
and City Assessors.

Sun Life Financial Estate Planning Client Presentation
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Define Estate Planning...

The orderly arrangement of one’s material assets to

achieve the objectives one sets for himself and his
family.

To do this, a person would need to accomplish two
(2) major tasks:

Sun Life Financial Estate Planning Client Presentation
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Define Estate Planning...

[
-

Accumulation

Conservation

The objective is to build wealth The objective is to preserve assets
to provide family needs. or properties than an individual
(Man@Work) would want to pass on his/her heirs

Sun Life Financial | Estate Planning Client Presentation 18



Importance of Estate Planning

!
R
—

Accumulation

v" To accumulate capital during one’s
lifetime.

v To assure one’s heirs of continued
support.

v" To make a well-planned and orderly
transfer of assets.

The objective is to build wealth v 15 ensure liquidity in connection w/

Man@Work )
( @ ) v" To save on estate & income taxes.

Conservation

The objective is to preserve assets
or properties than an individual
would want to pass on his/her heirs

Sun Life Financial | Estate Planning Client Presentation
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Advantages of Estate Planning

[
-

v" A planned estate is superior to an
unplanned one in the achievement of

. the estate owner’s objectives for his .
Accumulation family. Conservation

v" A planned estate will bring greater
peace of mind to the estate owner.

The objective is to build wealth The objective is to preserve assets
to provide family needs. v' Aplanned estate will give the estate or properties than an individual
(Man@Work) owner greater financial freedom. would want to pass on his/her heirs

Sun Life Financial | Estate Planning Client Presentation 20



Impediments to a well-planned estate

Accumulation v" Failure to consider the effects of

inflation on estate tax liability and
estate assets

v Failure to plan for the cost of a
protracted period of disability

The objective is to build wealth ¥ Lack of liquidity
to provide family needs.

(Man@Work) Dealing with one’s own mortality

Procrastination.

Conservation

The objective is to preserve assets
or properties than an individual
would want to pass on his/her heirs

Sun Life Financial | Estate Planning Client Presentation
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Understand & Appreciate Estate Planning

Transfer FOR WEALTH TRANSFER TO COVER:
v Estate Taxes
Estate + Inheritance for Heirs
Planning " Business Succession

Accumulate FOR WEALTH ACCUMULATION TO COVER:
¥ Education or Retirement Fund

Mutual Funds ~ Life Milestones: Home Ownership,
Variable Unit-Linked Business Venture, Car, Travel, etc.

Bonds | Stocks + Mid-Term / Long-Term Savings

Protect FOR WEALTH PROTECTION TO COVER:
+ lllness
Life Insurance| Health Insurance » A@udgpt
/ Disability
Death

- FOR MANAGE LIQUIDITY TO COVER:
Manage Liquidity /' Everyday needs,
Emergency Fund | Time Deposit " Debtreduction,
Savings or Current Account | Money Market /" Natural calamities & pandemic,

Temporary job loss or business disruption

Managing your wealth means managing your future.

Sun Life Financial | Estate Planning Client Presentation 22



Estate Planning
Accumulation Stage
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Estate Planning
LET’S START WITH THE FIRST STAGE

[
-

Before distribution &

preservation,

Accumulation one needs to
create/accumulate

The objective is to build wealth wealth fiI’St. .

to provide family needs.
(Man@Work)

Sun Life Financial | Estate Planning Client Presentation 24



Estate Planning
FIRST STAGE: WHY WE SHOULD ACCUMULATE WEALTH?

- v Keeping assets in the family

Accumulation

v’ Financial security

v" For minor children

The objective is to build wealth
to provide family needs.

(Man@Work) v’ Blended family

Sun Life Financial | Estate Planning Client Presentation 25



Estate Planning
WAYS OF ACCUMULATING ASSET

Accumulation

IncomExpense
(where do you-allecate your money?)

Bank Savings Investment

Business Life Insurance

Sun Life Financial | Estate Planning Client Presentation 26



Estate Planning
BANK SAVINGS

BANK SAVINGS

[
-

Accumulation

Making your money SECURE!!!

Safekeeping

Day-to day basic needs
Minor purchases
Discipline!!!

AN

REMINDER:
Savings can address your immediate needs

Sun Life Financial | Estate Planning Client Presentation 27



Estate Planning
BANK SAVINGS

$ BANK SAVINGS
—
o For liquidity purposes Has to be locked-in for
Accumulation - immediate satisfaction optimum returns
o Easy access o Limited returns (inflation)
- ATM anytime/anywhere o Limited investment
o Relatively safe & stable participation
- low risk o Planning may not be realized
o Predictable returns due to frequent withdrawal
- easy planning o 6% final withholding tax

Sun Life Financial | Estate Planning Client Presentation 28



Estate Planning
BANK SAVINGS

BANK SAVINGS

[
-

Accumulation

RECAP

v' putting your money in the bank is a
means of safekeeping.

v’ for short-term goals, day-to-day
needs and minor purchases.

v The returns from savings rarely
outpace inflation.

Sun Life Financial | Estate Planning Client Presentation



Estate Planning
INVESTMENT

Estate
Planning

INVESTMENT

[
-

Accumulation

Committing your money to GROW!!!

Disposable Income!!l! --- EXCESS!

The returns are generally higher than savings
The objective is to beat inflation

Knowledge & Patience!!!

AN NN

REMINDER:

Investing is about long-term commitment. It’s not about quick win.

Sun Life Financial | Estate Planning Client Presentation

30



Estate Planning
INVESTMENT

Accumulation

INVESTMENT

[
-

Higher risk presents
chances for higher returns

Can beat inflation in most
cases

Flexibility eliminates
element of time, especially
in adjusting investment
portfolio

Upside Downside

Easily affected by volatile
market conditions

Unstable returns: may not
give desired results when
needed

There is risk of losing capital

Estate taxable

market driven

Sun Life Financial | Estate Planning Client Presentation




Estate Planning
INVESTMENT

INVESTMENT

To accumulate money in the future, you will need...

[
-

Accumulation ‘ O/
] /0

TIME MONEY INTEREST

Start as early as you can Save as much as you can Find better-than-inflation rates

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
BUSINESS

BUSINESS

Accumulation

w

*4Ps. Prico/Piace/PromobionProduct
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Estate Planning
BUSINESS

BUSINESS

Accumulation

w

*4Ps. Prico/Piace/PromobionProduct
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Estate Planning
BUSINESS

[
-

Accumulation

BUSINESS

Problems faced by businesses

1. Undercapitalization due to POOR PLANNING
2. Business Continuity?? Due to UNCERTAINTIES

- available fund to continue the business
- immediate successor in case the business owner dies/gets disabled
- funding to address liabilities, credits and payables

3. Immediate CASH in case the business owner dies
- Hospital Expenses
- Income for the Family
- Recovery Fund
- Accountabilities
- Probate Cost

4. Retirement Fund for the business owner

Sun Life Financial | Estate Planning Client Presentation 35



Estate Planning
LIFE INSURANCE

LIFE INSURANCE

Advantages of Life Insurance

1. Surest and safest way of accumulating wealth

2. You only put in a small amount of money
(discounted peso method).

3. There is a scheduled interest (Cash Value)

4. There is a systematic way to pay the
premium

5. Provides READY MONEY for your family

[
-

Accumulation

Sun Life Financial | Estate Planning Client Presentation 36




Estate Planning
LIFE INSURANCE

LIFE INSURANCE

[
-

Accumulation

Advantages of Life Insurance

You've worked hard to build a
solid financial footing for you and
your family, so it needs to be
conserved.

Sun Life Financial | Estate Planning Client Presentation 37



Estate Planning
FOR THE UNPLANNED ESTATE

ESTATE FUNNEL

Cars, House
Buildings Jewelries, Collections/
Furniture Life Insurance

Savings,
Stocks,Bonds

Business

What's left of the
ESTATE???

if you don’t plan your estate properly, a portion
might only go to expenses and taxes

Sun Life Financial | Estate Planning Client Presentation 38



Estate Planning
Conservation Stage
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Estate Planning

Dapat ang PAMANA ay hindi'maging PABIGAIT sa pamilya

Sun Life Financial Estate Planning Client Presentation 40



Estate Planning

LEAVING A LEGACY:

1. These are people who are
preparing to get their finances in
order. Ready for disposal of their
wealth.

2. Ensuring that their retirement
fund will last during their golden
years.

3. Planning for estate transfer.

Sun Life Financial Estate Planning Client Presentation




Estate Planning
LET’S GO TO THE SECOND STAGE

Why conserve?

To have an orderly transfer of wealth to
the heirs and beneficiaries.

To provide estate liquidity in paying the cost and
expenses at death and avoid sale of
assets at a sacrificed price.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
SOME WAYS TO CONSERVE

While
living

Trust Donation

Upon
— death

Last Will Life Insurance

@]
Qlono

Conservation

Sun Life Financial | Estate Planning Client Presentation 43



Estate Planning
| TRUST You...

TRUST

A legal entity that holds property for the benefit
of a specific person, group of people, or
organization known as the BENEFICIARY.

A Trust always involves some kind of property, e.g.,
real estate, shares of stocks, commercial paper,
promissory notes, bonds, interest in business, and art
or stamp collection, etc.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
| TRUST You...

WHY CREATE A TRUST?

* To establish supervision of your assets in case you become
unable to personally oversee them

* To provide for minors (e.g. your children) who might lack
the financial experience needed to appropriately
administer their assets.

* To transfer your assets more easily to your beneficiaries in
the event of your death.

* To help reduce certain types of estate taxes.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
DONATION

DONATION

o An act of liberality whereby a person (donor)
disposes gratuitously of a thing or right in favor of
another (donee) who accepts it.

o When a person donates to another, the gift in excess
of Ps. 250,000 in any taxable year is subject to a
donor’s tax.

o Donor’s Tax is at 6% regardless of the relationship
between donor and donee.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
THIS IS WHAT | “WILL” DO

LAST WILL & TESTAMENT

o An act whereby a person is permitted, with the
formalities prescribed by law, to dispose a certain
degree of his estate, to take effect after his death.

o Itis alegal declaration of a man’s intentions, which he
wills to be performed after his death.

o “I will give what’s mine at a proper time” --- as
opposed to donation.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
THIS IS WHAT | “WILL” DO

LAST WILL & TESTAMENT

SUCCESSION:

These are your heirs who will succeed your properties
upon your death.

The inheritance includes all the property, rights, and
obligations of a person which are not extinguished by his
death.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
THIS IS WHAT | “WILL” DO

LAST WILL & TESTAMENT

LEGITIME:

The legitime is the minimum percentage that an heir
should get as prescribed by law.

Its purpose is to protect those heirs for whom the testator
is presumed to have an obligation to reserve certain
portions of his estate.

This system is a limitation upon the freedom of the
testator to dispose of his property.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
HOW IMPORTANT IS LIFE INSURANCE?

LIFE INSURANCE

Life Insurance as Estate Conservation

Did you know that LIFE INSURANCE
is a highly specialized technique used
by financial advisors to help clients
effectively conserve their estate?

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
HOW IMPORTANT IS LIFE INSURANCE?

LIFE INSURANCE

How can Life Insurance be used in
Estate Conservation?

o To provide estate liquidity — Conservation

o Availability of property readily
convertible into cash

o Provides cash immediately for
estate settlement

Sun Life Financial | Estate Planning Client Presentation 51



Estate Planning

Estate
Planning

Let’s talk about FACTS...

1. You've worked hard to be able to accumulate assets
and ensure your family and their future.

2. When something happens, you would want that your
loved ones will be the only ones who will benefit from
that hard-earned wealth.

3. Unfortunately, it is also a FACT that if a person fails to
plan his estate, there’s a chance that the things you’ve
worked hard might not go to its rightful heirs.

Sun Life Financial Estate Planning Client Presentation 52



Estate Planning
COST-EFFICIENT TRANSFER

THIS IS THE PROBLEM

LARGE AMOUNT
OF PROPERTY

!

In the event of death, estate tax -

due is up to 6% of the Fair
market Value of your property GOt
(net estate).

Are you aware of this?

ESTATE SETTLEMENT FACTS

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
COST-EFFICIENT TRANSFER

THIS IS THE PROBLEM

LARGE AMOUNT
OF PROPERTY

!

In the event of death, Do you -

have a “liquid fund” that can
help you settle your estate
liability and other related
expenses?

Conservation

DISTURBING QUESTION

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
COST-EFFICIENT TRANSFER

THIS IS THE PROBLEM

Determining the Net Estate

o The basis of the computation of the estate tax

is the worth of the net estate.

o The net estate is arrived at by deducting from
the gross estate certain allowable deductions.

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
COST-EFFICIENT TRANSFER

Breakdown of your Properties

Securities

House
& Lot

SAMPLE COMPUTATION: -

Total Estate: Ps. 35,000,000
Less:

Allowable Deduction
Standard Deduction: Ps. 5,000,000
Family Home: Ps. 10,000,000

Net Estate: Ps. 20,000,000*

Conservation

Business

*certain allowable deductions in the form of expenses, indebtedness, and taxes MAY BE INCLUDED

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.
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Estate Planning
COST-EFFICIENT TRANSFER

Breakdown of your Properties

Securities
House

& Lot SAMPLE COMPUTATION:

Net Estate: Ps. 20,000,000*

Conservation

(6% of Ps. 20,000,000)

Estate Tax: Ps. 1,200,000

Business

*certain allowable deductions in the form of expenses, indebtedness, and taxes MAY BE INCLUDED

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.
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Estate Planning
COST-EFFICIENT TRANSFER

Breakdown of your Properties

Securities
House

Business

EXPLORING OPTIONS:

What if money can be made
available to the estate liability by
the heirs when the time comes?

What if the estate plan includes
an instrument which could

generate the estate tax money?

Will you be interested?

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning

A 20M worth of net estate will require
the heirs to prepare around 1.2M fund
for estate tax settlement

Securities
House

& Lot

Bank/Time
Deposits

Personal
Property

Investment
instruments

Business

Problem: Ps. 1.2M

How can you establish a fund worth 1.2M
to address estate settlement?

Solution: Re-alignment

Re-align part of your property and
purchase a cash property equivalent to the
expected estate tax liability.

Upon death, a new estate is created to pay
for the estate tax.

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.

Sun Life Financial Estate Planning Client Presentation
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Estate Planning

A 20M worth of net estate will require
the heirs to prepare around 1.2M fund
for estate tax settlement

Securities

House
& Lot

Bank/Time
Deposits
Personal
Property

Investment
instruments

Business

Solution: Re-alignment

> Life insurance premiums
. N represent a fraction of the total
A coverage you are accumulating.

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.

Sun Life Financial Estate Planning Client Presentation
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Estate Planning

Securities

Re-alignment

Bank/Time
Deposits

Personal
Property

Re-align part of your
oc®.  property and purchase a
o cash property equivalent
to the expected estate tax
liability

Investment
instruments

Business

This is NOT an additional expense....
This is PURELY managing your finances....

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.
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Estate Planning

SUN MAXILINK PRIME

Owner/Insured: Male | Age: 40| Non-Smoker | NO RIDERS
Annual Premium: Ps. 42,408

...Buy a Cash Property
Face Amount: Ps. 600,000 (200% FA) Cash Property .
100% Index Fund (1.2M) at a discounted rate...

Re-align your funds for just Ps. 3,534/month or Ps. 118/day
to preserve 100% of your estate

Sun

— L Life Financial

Retirement
Fund

Protect your
Estate

Investment
Fund

Education
Fund

Emergency,
Income for family

accumulate fund fora . establisha fund to

maximize gains using provide for your provide fund for your
comfortable retirement adi:f;ﬁ:ﬁte our funds dependents even when child’s future
s

you’re no longer there
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Estate Planning

Government Sun Life’s

Estate Plan Estate Plan

35,000,000 Total Estate 35,000,000
Less:
1,200,000 1,200,000
Estate Tax

Life Insurance Premiums

-0- (Starting @ age 40. 424,080
Approximately payable in 10 years)
PLUS:
-0- Fund Value based on 8% @ age 65 1,363,991
(100% Index Fund Allocation)
33,800,000 Net to Heirs 35,939,911

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.
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Estate Planning

SUN MAXILINK ONE: (GIO)

Owner/Insured: Male | Age: 60| Non-Smoker | NO RIDERS
Single Premium: Ps. 1,200,000

Face Amount: Ps. 300,000

100% Index Fund

Re-align 6% of your total estate liability to preserve 100% of it

l 125% Life Insurance Protection (Ps. 1.5M) l

or Fund Value
| (whichevelr is higher) |
I

60 70 80
Single Pay At: 4%: Ps. 1,776,499 At: 4%: Ps. 2,699,037
Ps. 1,200,000 8%: Ps. 2,579,457 8%: Ps. 5,657,830
10%: Ps. 3,088,546 10%: Ps. 8,100,509

* Securing the future of the family in case the owner/insured dies...
* Beneficiaries can get the money easily without estate tax*...
* Money can be used to settle estate liabilities and enjoy 100% of the accumulated wealth

*provided the beneficiary is irrevocable
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Estate Planning

Government Sun Life’s

Estate Plan Estate Plan

35,000,000 Net Estate 35,000,000
Less:
1,200,000 1,200,000
Estate Tax

Life Insurance Premiums

-0- _ _ 1,200,000
(Single Premium @ age 60)
PLUS:
-0- Fund Value based on 8% @ age 70 2,579,457
(100% Index Fund Allocation)
33,800,000 Net to Heirs 36,379,457

DISCLAIMER: This presentation is for educational purposes only and is not intended, and should not be relied upon, as accounting, legal or tax advice given by Sun Life. Other
considerations may be covered. Please seek professional opinion to confirm the topics discussed, or to take any action related to these topics.
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Estate Planning
COST-EFFICIENT TRANSFER

Instead of...

..selling your estate to meet cash needs or;

Conservation

..borrow necessary cash to settle estate requirements;

..why don’t you create this CASH PROPERTY in an
installment basis to provide the needed cash.

With a small amount of installments, it will allow you
to retain control of your properties.
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Estate Planning
COST-EFFICIENT TRANSFER

How can Life Insurance be used in Estate
Conservation?

Conservation

Life insurance would allow the owner to
HOLD ON his properties and pass them
on to his heirs at a proper time.

INTACT and UNDIMINISHED!
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How can we help as a
Financial Advisor?
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Estate Planning
IMPLEMENTING A PLAN

[
-

Accumulation

AT THIS STAGE

where are you now in your
estate planning?

Conservation

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
IMPLEMENTING A PLAN

WHAT’S MY ROLE?

[
-

Accumulation

Members of the TEAM

1. An Attorney

Conservation

2. A Bank trust officer

3. An Accountant

4. Anlnve lor
5. A Financial Advisor

< the one who can provide cash to
create and conserve estate.
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Estate Planning

Sun Life has a variety of solutions, grouped into:

LIQUIDITY

Money that is
readily available

to support your
short-term needs

MONEY
MARKET
FUND

£

PROTECTION ACCUMULATION

Money for you or Money to
your loved ones support future
in case of illness, dreams &

accident, milestones for
disability or your & your
death loved ones

lermilitensia Viut er' ndsfisia
solutioniforpure solutioniforipure
protection accuml ‘JJ: ion

VARIABLE UNIT-LINKED
WHOLE LIFE w/ ANTICIPATED ENDOWMENT
TERM and ENDOWMENT

Sun Life Financial Estate Planning Client Presentation

TRANSFER

Cost-effective &
easy means to
create a cash

legacy, or transfer
your wealth to
your heirs

TERM or
WHOLE LIFE
INSURANCE

Your Brighter Solution is possible. To guide you towards achieving
the brighter life through financial planning, we developed
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Estate Planning
IMPLEMENTING A PLAN

Client’s Goal Sun Life Products

Manage Liquidity

Protect one’s future income for

Sun MaxilLink 100
our loved ones

Sun Maxilink Prime
Sun MaxiLink Bright
Sun Flexilink

Protect one’s savings against
health-related expenses Sun FlexiLink1

Sun MaxilLink One

SUN Smarter Life Elite

Sun Acceler8
Sun Life Prosperity Funds Sun Dream Achiever

Transfer wealth to the next

generation
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Easy Steps To Acquire The Estate

Mhdyg

<
You may not copy, modify, distribute and / or share the materials or use them for any other purpose ‘l‘/ (': S L ° f
¥ioun Life

without the prior written consent of Sales Training and Development. For Training purpose only.



Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6
: »)
L
1. Enumerate 2. Segregate 3.Talktoa 4. Avail a 5. Track your 6. Evaluate
Inventory of your Assets  Financial Advisor Financial progress Periodically
Assets to explore Solution
options &
solutions
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Estate Planning

EASY STEPS TO ACQUIRE THE ESTATE

Step 1

)]

L
C

1. Enumerate
Inventory of
Assets

What do you have at
this point in your life?

Sun Life Financial Estate Planning Client Presentation
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Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 1 Step 2 Step 3
= T
1. Enumerate 2. Segregate 3.Talkto a
Inventory of your Assets  Financial Advisor
Assets to explore
options &
solutions

Arrange your assets
accordingly

REAL ASSETS

Real Estate Property, Business,

Vehicle, Collectibles

Step 4 Step 5

A T

4. Avail a 5. Track your

Financial progress
Solution
-
L]
o
Liquid
FINANCIAL ASSETS
Bank Savings Accounts, Bonds,

Stocks, Mutual Funds, UITFs

Step 6

mn

6. Evaluate
Periodically

]

0

g)’l %4

Semi
Liquid

Frozen

Sun Life Financial | Estate Planning Client Presentation
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Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6
£ S) A I £
1. Enumerate 2. Segregate 3.Talktoa 4. Avail a 5. Track your 6. Evaluate
Inventory of yvour Assets  Financial Advisor Financial progress Periodically
Assets to explore Solution
options &
solutions
Create estate liquidity

for settlement purposes

Sun Life Financial | Estate Planning Client Presentation



Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

il
)
1

COMMIT TO ACTION!
Implement a Financial Plan!

Sun Life Financial Estate Planning Client Presentation

Step 4

4. Avail a
Financial
Solution

l
o

O

q

il

.\
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Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6
= S T A £
1. Enumerate 2. Segregate 3.Talktoa 4. Avail a 5. Track your 6. Evaluate
Inventory of your Assets  Financial Advisor Financial progress Periodically
Assets to explore Solution
options &
solutions

v’ Update your policy or assets

(premiums, coverage, amilyar etc..) :.& - T
SV &
v' What assets were added A 1]
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Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 6

bl
(Va
!
N~
!

6. Evaluate
Periodically

l

Constantly consult your
Financial Advisor
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Estate Planning
EASY STEPS TO ACQUIRE THE ESTATE

Step 1 Step 2 Step 3 Step 4 Step 5 Step 6
: »)
L
1. Enumerate 2. Segregate 3.Talktoa 4. Avail a 5. Track your 6. Evaluate
Inventory of your Assets  Financial Advisor Financial progress Periodically
Assets to explore Solution
options &
solutions

Sun Life Financial | Estate Planning Client Presentation 81



)

J

“Someone is sitting under the shade
today because SOMEONE PLANTED
A TREE A LONG TIME AGQO.”

- Warren Buffet

& :Sun Life



Take good care of your
financial life, It’s never
too late...

It’s Time!
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