—
EXPANDING DEMAND

FOR RETIREMENT PLANNING IN FACE OF DOL RULING

10,000 Baby Boomers are retiring every day, and financial advisors need to prepare for
the influx of new potential clients in light of the new Fiduciary Rule. These numbers encapsulate the
challenges, but more importantly, the opportunities available for the advisors that seize them.
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BOOMER of financial advisors say the majority

of their business consists of pre-retiree and Manaying retirement assets
BOOM retiree financial planning ' and the distribution phase
will be very important for
the foreseeable future.
Prospects will be flooding the
market with questions — your
education will determine if
you have the answers.
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‘ Retiree households will
2 control more than half
of ALL investable assets
(>$25 trillion) by 2023
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y of advisors  _ that's not a typo! The educated advisor will
in2011 pick up substantial business in this area.

TH E 9-in-10 advisors say providing a formal written retirement

plan helps them better understand client goals and AGREEMENT
RETI REM E NT increases client confidence in their retirement readiness

PLANNI NG Consumers agree! Pre-retirees and retirees with a pen-to- 1B with plan
paper plan are nearly 3x as likely to feel prepared for retirement feel

B I.U E PRI NT compared to those without one. ! prepared
Developiny a plan means understanding a client’s financial
situation, looking forward to gauge their retirement goals and ;
planning possibilities. Make sure this plan includes avoiding Uncle ‘ without
Sam’s invoice as much as possible. Tax-free planning removes the plan feel
impossible-to-answer question: what will tax rates be in (year)? | prepared

THE DOL BOTTOM LINE: To meet the Fiduciary standard, you must work on behalf of your clients’
best interests. To justify higher fees under the Best Interest Contract Exemption (BICE), you must raise
your level of education in the retirement planning sector.

ED SLDTT Go to www.irahelp.com/2-day-DOL for more on DOL ruling

impact and how you can thrive in a growing marketplace.
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