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Resources

Contact Information

e CLIC Advisor Services Team: 844-331-5759;

e DAR Team: financialplanning@duncanar.com
o Stacy McHugh: 724-863-3287, ext. 3124; stacy.mchugh@duncanar.com
o Kristen Hull: 724-863-3287, ext. 3126; kristen.hull@duncanar.com

Additional Information
e Knowledge Center on CIR2 (weekly webinars will be posted)

CLIC Advisor also has the e-Money Help section with interactive resources:

Brian Duncan

“*t HELP x

Search help content E

FEATURED RESOURCES ~

Frequently Asked Questions

Add a Client to

Launch a Client Website

NEW AND POPULAR »
SERVICES »
ASSUMPTIONS »

BUSINESS DEVELOPMENT TOOLS »

® Go to Knowledge Base Courses



CLIC Advisor User Guide

Creating a Household

T create 2 household for CLIC® Advisor, select Househeld under the Control Center within CUC,

Mext, select the ™ icon at the top right side of the screen,

On the next screen, select Client Planning from the Household Category dropdown, A Household Name will
not be necessary.,

Create New Hougehold
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Mext, search for the clients you would like to include in the Client Planning household, using either the client’s
name or Social Security number [SSN). To generate all clients, select Search.

Client names will generate below. Select the H icon next to the dient name you'd like to add to the
household. The client name will be added to the Clients Selected box to the right.

Repeat these steps for additional dients to add to this household.

Once the clients have been added, select the Primary client and the relationship of the secondary dlient(s).

DPT..“EI-Y Solect Affiliation
Spouse

Parani

Child

Grandchild

Great Grandchild
Other - Individual
Other - Aunt
Other - Uncle
Other - Sisler
Other - Brother

Mext, select Create Househald in the bottom right comer of the screen.

Once the household is created and/or saved you will see a successful banner at the top of the screen.

Client Planning households require an overnight refresh to be seen in CLIC Advisor. After an overnight refresh,
follow the next steps on Linking Household Accounts in CLIC Advisor. For assistance, contact CLIC Advisor
Services (clicadvisor@cir? com) at B44-331-5759.



Linking Household Accounts in CLIC Adviser

After you've created the household in the CLIC Household area and waited for the overnight refresh, log into
CLIC Advisor and navigate to the primary client’s Overview.

Client profile data will not auto populate in CLIC Advisor for secondary client(s). To include secondary client(s)
details, navigate to Facts > Family & Friends.

An alert for New Accounts will be available on the dlient’s Overview. Select Link Accounts to link the secondary
client’s accounts to the household.

£ New Accounts
There are new acoounts through Cambeidge conmection. Link Accounts

You're now viewing Unlinked Accounts that are available to be linked to the household. Select the Link icon next
to the accounts you'd like the link to the householid.

Ul'ﬂ.il'lkeﬂ MMIE » O saaih sEroEln
Hame Type Value

L e ]

% LINK ACCOUNTS

Wer've Tournd e Tolowing accounts fod

¢ G

Mext, confirm where you'd like to link to and the appropriate registration type in the appropriate dropdown.

Hu LINK ACCOUNTS

Clapmdy arczusia bar
HArcnmi Link o Ty

B Mevay et = duiniOh -

A successful banner will display and the secondary chient's linked accounts will now be shown under
All Accounts. For assistance, contact CLIC Advisor Services (dlicadvisor@cir2.com) at 844-331-5759,



Editing a Household

You are able to edit households by clicking the pencilicon 4 next to any household in the Househaold List on
the landing page of the Household area, Once in the household, you can add new clients using the steps above,

You are also able to remove clients fram the Clients Selected section by clicking the U icon next to the desired
client within the household.

When all of the updates are applied, select Save or Save and Close at the bottom of the screen,

Save and Close

Edits to Client Planning households also require an overnight refresh to be seen in CLIC Advisor. For assistance,
contact CLIC Advisor Services (dicadvisor@cir2 com) at 844-331-5759,



Dashboard

Your dashboard is a representation of your client base and assets managed. On this
page, you can view assets under management and assets held away. The financial
feed on the right is an alert center that notifies you of various activities, such as
client birthdays, client login activity, broken connections and more.

Ek!_“:_ Home Clients Connections Analytics Applications v Iore » ‘ Settings Help Sign Out

— search by last name ‘ Add Client =
DUNCAN FINANCIAL GROLP
Assets Under Management by Account Type Financial Feed
¥ Qualified Retirement $22,155 975 i':'?:'ii © Kristen Hull 2 DAY GO
B Taxabls Investmant §15 678 595 Addeq Cnnlneciinn + Empower Retirerment - Padicipant Login : Empower Retiremant
(Participant)' was created
Total
Roth IRA §985 896
$39.8m
Annuity $525 581 245 Accounts
A
ol
529 Plan §118 401 3 y 4
) y-"‘,“”
“iew Al —
Assets Held Away by Account Type
W Qualified Retiremeant §6,021 921 s o
Cash Equivalent §2,569 819 d \
|
y Total | |
Taxable Investment $2,090,192 i
$11.7m | |
Annuity $431,620 98 Accounts /|
Life Insurance $278 912
Wiew All

Top Clients by Assets Under Management

Client Assets Under Mgmt.



On the Analytics page, you can sort through various filters to identify opportunities

within your book of business.

Advisor Analytics

And [ Remgve Charts !
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Totei
$39.8m

245 Accounts

Assets Held Away by Account Type
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Top Clients by Assets Under Management
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33,541 310
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Top Clients by Assets Held Away
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Connections

All of the data feeding from Albridge into CIR Statements will automatically feed into
CLIC Advisor. For any outside accounts that does not feed into Albridge, you can
establish the connection independently to then feed into your client’s net worth.

Additionally, all connections entered by your client on CLIC Client, will be shown here
as well.

Step by step instructions to enter a connection can be found within the Help section.

*Please note, for questions relative to Connections outside of the Albridge feed,
please contact e-Money directly (not CLIC Services team).

All Connections » T Q sear h connec tions

123AECDEFGHIJKLMNOF‘QRSTUVWKVZ

‘ @ warnings ~
\




Integrations / 10
Applications

In order to integrate your CLIC Advisor access with any applications available, you
need to enter your credentials and allow the integration to feed into the system.

nalytics  Applications»  Marew g

@ Go b

Applications I

(® REDTAIL 2 Zillow box 23 Dropbox
v o b
HOMNETA IO
riskalyzé ‘yegagd I 2o Q) Wealthbox



Investment 1
Assumptions

Investment Assumptions Mooy oo s e
Management Mark Masters !

t Assumptions

Mznage Subscription

Assets Under Management by Account Type
B Taxabie investment £735 332

1w Al i

* The Management tab will allow you to set the use of Advlsor, Office, or Client Investment "'-.\:
Assumptlons. This page is not meant to customize the assurmptions, out simply control

which set of assumptions are used throughout the system.
Assets Held Away by Account Type
+ Advisor Investment Assumptlons are the model portfolios, asset classes, indices, and

security overrides you want to apply globally across Clisnts.

1 Rl

B Deferred Componsaiion 2
+ Cllent Investment Assumptlons can be implemented when an individual Client reguires 8 Taatie mnvesunen £710,000
assumptions that differ from the global Advisor Assumptions.

Stock Dpfon 5450,000
+ Offlce Assumptlons are available across your eMoney office and can be managed by one Cash Eguivaient 534,000
license globally.
Investment Assumptions
Manamamsent Andal Porfnlise 44 Hpiding
Set Advisor Investment Assumptions N S Rp——-1
page allows you 1o select the im ians irmodel porfoiles, asset clagses. iIndices
arvd sacurlly ovemides) used Urowghoul
To satup Advisar Assumpfions . usa the tabs found on thi iop or i i
It sdddiilion, you heve the splion b uss Ofics Inyesimed Assurpiions
Oifws lpvestiiont Asurngiions, |2 NOTE - Assumptions can be set

s yulr office and nwcsged by e Tollowing Inves

up as “Advisor Investment
Investmeent Specialist Phore l‘.lllll"- AssumptionS” (the same for aII

Connar Sung

clients) or “Client Investment

R s e T3] [ Assumptions” (customized by
Set Client Investment Assumptions 4 CIIent).
Lk i lists bakow bo chanps te invesiment assumpdons uss _, a chisnt

Show clarts curronily wsing:. | Clion Assumplions. ¥

Filler List by Las

selec
tha hustan below



Investment 12
Assumptions, cont.

Investment Assumptions Manage as

Management Model Portfolios All Haldings

Investment Assumptions

Model Portfolios Asset Classes harket Indices

Set Inflation to: | Consurmer Price Index (2,47 %) v ‘ Save |

*“Current Default
Model Portfolio Growth Rate Growth Rate
Asset Preservation 357% 3.76%
Income 4.85% 4.85%
Enhanced Income 6.25% 5.94%
Growth And Income 707% B.63%
Growth B8.75% 7.89%
Agoressive Growth 953% 8.37%

“This rate model differs (in value or name) fram the current default values.
To update the model to match the defaults, click this link: Reset to Default Model

*CLIC Advisor has 6 Model Portfolios already constructed for you. You can click on
each model to see the asset class allocation (note, this allocation cannot be modified
in CLIC Advisor, but can be modified within Advanced Planning). The rate of return
shown for each asset class is based upon the historical ROR for an index for that
particular asset class. Example: The Large Cap Growth asset class utilizes the Russell
1000 Growth Index; If you look at this asset class, you will see a Rate of Return of
9.74%, Mean Rate of 11.29% and Standard Deviation of 18.76%.
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Settings

Please review the following Settings and change as needed based on your personal preferences. A

few noteworthy points:
Preferences:

1. Sharing Rules
a. You can share a single client or all clients with another user of e-Money for purposes
of collaboration and building a Plan
2. Branding
a. You can incorporate your logo, both for CLIC Client web browser and Mobile
Bookmark
3. Monte Carlo
a. We recommend using the default scores:
i. 0-69: Low
ii. 70-81: Medium
iii. 82-100: High
4. Lead Capture
a. This is a great resource!
b. Lead Capture is a workflow designed to entice a prospective client to sign up to work
with an advisor by letting them play with a goal, identify a need, and streamline a
path for getting help. Lead Capture is publicly accessible via a custom URL that the
advisor can use on their corporate site, social media, or email.
¢. You can generate a link to share on your website, social media or email blast to

prospects or existing clients.

Security — Since we’re logging in through CLIC Advisor and not directly though e-Money, some of
the security options are not applicable:
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Settings, cont.

Fact Defaults:

The Fact Defaults section within Settings allows you to save time and effort on data entry by pre-
populating certain defaults within new client's Facts.

Note that Fact Defaults only apply to NEW clients. Therefore, it is recommended that you set your
Fact Defaults early, before onboarding too many Clients.

1. Assumptions - Growth Rates

Choose how the system with grow these types of Assets by Default. If there are Portfolios that you
typically use for certain types of assets set them here. You can also set a custom growth rate for
things like Cash. Select options for both Pre and Post-Retirement Gross Growth.

2. Assumptions - Misc

Retirement and Death Tab - Make these defaults as close to the average values for your Clients. If
most Clients will Retire at 67 then choose that as your default so you won’t have to change as many
fields later.

Simulation Tab - Choose how you want the Cash Flow simulation to behave.

3. Ownership

Choose Yes if you would like the default ownership to be Joint/Community. If left at No the default
fact ownership will be Joint/Rights of Survivorship.



15
Settings, cont.

Social Security

*You can adjust fhe default social security defaulis used in the fact finder below. Make any desired additions or changes, and select Save. Changes made fo these defgults will only be applied fo new clients— social
security for existing ciients wil not be changed.

4. Social Security

. Client Default
This page allows you to set
the default way your Client Speciy Hena
and Spouse's Social Security Benefit Specified as: Estimated From Income v
beneflt WI” be CaICUIatEd and Benefit Begins: | Full Retirement Age v
indexed.

Indexed At: Inflation (2.47%) v

Spouse Default

Specify Benefits

Benefit Specified as:  Estimated From Income v
Benefit Begins:  Full Retirement Age v

Indexed At Inflation (2.47%) v

5. Expenses

First set the default value that you want living expenses to grow year by year. Liquidation Strategy
allows you to select the order in which the system will liquidate your Client's assets in the event of
deficit spending. The Worksheet is helpful if you want to itemize you Client's Expenses. You can
create some expense categories for all Client's to start with as a default.

Expenses

You can adjust the default living expense and liquidation strategy defaults on the Basic tab. These changes will only be applied to new clients. The Worksheet tab allows you to create an itemized expense
worksheet which will be available to load for all clients in the fact finder. Select Save on each Tab after making any additions or changes.

Basic Worksheet

Expenses

Note — We recommend

Living Expenses Will Grow At: | Inflation (3.758%) v

A

changing inflation rate on

Liquidation Strategy expenses to 3% due to 50 year
Current Strategy: | By Type ¥ historical
Retirement Strategy: By Type v

Qualified Spending Ratio:
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Alerts can help you to keep track of situations and oppaortunities relating to your clients in
eMoney. Access the alerts by clicking on the bell icon in the main menu. Click on Manage.
The My Alerts page will outline any alerts set around your eMoney account. The Client Alerts
area to view all of the alerts for a specific client. Another great feature is that any recently
trigeered Alerts will show on your Home page in the Financial Feed.

MY ALERTS

General alerts that are not specific to a
single client.

key Examples: Task Reminder, Alliance
Fartner Login, Client Access Permission

CLIENT ALERTS

Set alerts that pertain to a specihc client.
Some alerts offer a global saving option.

General Alerts

Key Examples: Client Login, Date Based
Reminders, Connections Added, Accournt
Status, Vault Upload

Investment Alerts

Key Examples: Assely/Liobility Valug
Change, Asset Allocation Threshold,
Stock Option Expiration

To enable an alert, click the bell icon to
turn alert en and off. Clicking en the name
of an alert takes you to the Manage Alerts
screen whers you can set up additional
features [ke alert Delivery Options.

i TIP: You can delete Alert
notifications atter a set
~ number of days by changing
YOur permissions under
Settings = Alerts.

Turn Alerts On/Off | ——— =
Yo VEITNIAGE BERTHITY MU 0 e e - e
[ = M
WP EE U ST iy
_ U O O g 374 o ] o 90 o e
I:l: Faara san Jaanmn deanes My 1
l SlswELON  Frar rme NOEHS BT TN ssnte wn AT L]
Ga .
[ et Ligis
Ak S whiEE T DS W)k e e el fuligi
[y Evee Lo iy

Adet v e o e IS PTG ek e e EYF WS AT

G vew Wikl Betiety Dugur

AKeT #4 hEE 3 CHEFL BSERV & A B 15 e PRl AR
. Age Ranes Remnnng

Alet I Wb T CRTRRET & RO A
JL0ote Nt memmenn

ik v v ey T et daien e gty
o TR IS B TATRAY

e
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Facts

What is the difference between Basic Facts and Advanced Facts?

Basic Facts should be used when doing an initial data gathering session with a Client. There are
limited options in terms of input. Advanced Facts allows for in-depth data entry, along with more
comprehensive categories.

Family and Friends:

Family & Friends [ | ¢ Fill in accordingly of all the
information you have from the

RSt Hull Darryl Hul data taker including Name, Date

Date of Birth 6/26/1982 (Age 36) 2/9/1982 (Age 37) Of Blrth, antICIpated Retlrement

G Fesiae Pdle Age, and Life Expectancy.

Retlrement Age 85 & »+ If any children, grandchildren,

Life Expectancy %0 90 etc., fill in accordingly.

Children Relationship Age

Teagan Hull Daughter 8

Maggie Hull Daughter 4

Financial Priorities:

Financial Priorities
¢ Financial Priorites are used for

purposes of understanding client
needs and entry makes no
bearing to the plan.

Kristen's Priorities

Add / Remove ‘ Darryl's Priorities | Add / Remove

Kristen has no financial priorities. Darryl has no financial priorities.
Goals:
e Selecting the “Add” drop
Goals [ Add~ | . .
down button in the upper right-
= hand corner will give you the
o Retirement

Kristen and Darryl would both like to retire at 65. They estimated that they would need $60.000 in today's terms

opportunity to import goals
including Wedding, Travel,
Education, etc.

Education
$33,250 is needed starting in 2028 for 4 years. &

*Also, selecting the advanced
button will allow for further

Leave to Heirs
Kristen and Darryl would like to leave $0 1o their heirs

details on each goal. For
instance, if a goal is to fund

17



Facts, cont.

18

education for children, the advanced button will give you more options to input along the lines of which
college the children have in mind and it will bring up the cost of every school in the United States.

Net Worth:

Net Worth

Assets

JTWROS

529 College 0635
529 College 5103
Darryl 401k

Kristen, 401k

+»» Above is a list of all the Assets,
the Owner of that particular

Owner Value asset, and the Value.
JOINUROS e %+ By selecting the Advanced
JoInROS S button, you will be able to add
e T an Asset with more details if
Joint/ROS $150,000 necessary'

Kristen $200,000

Total Net Worth $507.566

Edit Taxable Investment

Name

JTWROS

owner

Kristen and Darryl (Joint/RCS) v

Value

5| 150,000 - |+

Grows At (Pre-Retirement)

Growth And Income (6.64%) v

Grows At (Post-Retirement)

Growth And Income (6.64%) v

Advanced a

*Once you click on the account,. You can make adjustments
to a few details of that asset, but they are limited. Selecting
the Advanced button will allow you to add more to the
account.

*Within the asset, you can enter additional information such
as Contributions, Fees, Asset Mix, Ownership and
Beneficiaries.

*In a non-qualified account, you can select the appropriate
realization model (taxation on account growth). Note, the
turnover rate models the re-investment or re-balancing of the
account (for example, replacing stock A with stock B). A non-
zero turnover rate will trigger short-term capital gains.



Facts, cont.

Income:
.
(€] I
Facts ‘ Advanced | Go to Presentation |
Family & Friends Income m
Financial Priorities Salary & Bonus Starts Annual Amount
Goals Salary/Bonus Active $100,000
Net Waorth Salary/Bonus Active $100,000
Social Security Starts @ Annual Amount

Expenses & Taxes

Savings & Conlributions

Kristen's Social Security

Danryl's Social Security

Edit Salary & Bonus

Name

Salary/Bonus

Owner

Kristen Hull

Indexed At

Custom

Advanced

Expenses:

Facts

B

v

Starts

Calendar Year

Stops

At Retirement (Age 64 and 7 .

At Retirement (Age 64 and 11 _

$27,360

$28,080

b 2019 v

Kristen's Retirement (age 65 in 2047)

Annual Amount

100,000

v

.

‘ Advanced H Go to Presentation ‘

Family & Friends

Financial Priorities

Goals

Net Worth

Income

Savings & Contributions

Asset Allocation

Protection

Expenses & Taxes

Living Expenses
Current
Retirement
Education Goals
Education

Tax Assumptions
Federal Taxes
State Taxes

Local Taxes

Starts

Active

When Kristen is 65 (2047)

Starts

Calendar Year 2028

Annual Amount

100,000

$60,000
Annual Amount
$33,250

Tax Rate

Fomm 1040

PA

1.00%

+»* Here you can enter both
existing and future income
sources, such as salary, deferred
comp, pension and social
security.

+» To quickly input the
individuals Salary/Bonus,
Deferred Income, Immediate
Annuity, or Other Income, click
on the Add drop down button.
++ To adjust each income, click
on that certain one which will
give you the above edit option.
++ To do an in-depth income,
once the Add drop down button
is selected, click on the advanced
button and add appropriate
information.

+* This is the overview of the
Expenses & Taxes tab that shows
pre-retirement expenses, post-
retirement expenses, any goals
that need funded for, and the
tax assumptions according to
that client.

19



Facts, cont.

Asset Allocation:

© Go bz
Facts

‘ Advanced H Go to Presentation ‘

Family & Friends
Financial Priorities
Goals

Net Worth

Income

Expenses & Taxes
Savings & Contributions

= Asset Allocation

Protection

Protection:

© Go back
Facts

Asset Allocation

Allocation

Current

Retum
The weighted avera;

Asset Types

256% 123% 0

@ Cash @ Cquities @ Other @ Tax Exempt Bonds

Return Risk

Taxable Bonds

underlie each asset class of a given mode! portfofio.

Go to Presentation

‘ Advanced

Family & Friends
Financial Priorities
Goals

Net Worth

Income:

Expenses & Taxes
Savings & Contributions

Asset Allocation

Protection

No insur

e policies found

Life Insurance

Long Term Care Insurance
Disability Income Insurance
Business Disabilily Insurance
Property Casualty Insurance

Medical Insurance

+» The Asset Allocation gives an
idea of where the clients current
holdings are.

+*» To complete a Risk Tolerance
Questionnaire, select the Add
drop down box and click on the
Risk Tolerance Questionnaire.

+* Note — Changing the
recommended Asset Allocation
does not change the assumed
ROR for your plan. You must do
this within the Planning Settings.

+» Under protection is where
one would enter any kind of
insurance from Life, Long Term
Care, Disability Income, and
Medical among others.

20



e Expenses

that need reviewed and potentially edited on the “Advanced” screen:

o Living — Confirm Inflation Rate

o Liguidation Strategy — Confirm strategy matches client’s needs

While the bulk of your Facts can be entered on the “Basic” screen, there are several noteworthy facts

o Exclusion —Remove any accounts not to be used for income generation (i.e.

checking/savings)

e Savings and Transfers

o Spend Year End Savings

& Go back to Facts

Advanced Facts Basic
Year-End Savings
Overview
< Farnily Information
& © Entities Basic
# o Assumptions
# < Praperty
* - \Enveatmem‘tat ! Help
o Business Interests .
nsurance Savings Schedule

El.uthe‘s. Reneivable How should year-end savings be handled for all years? ‘(ear—Etnd ?amngg

.:.‘ iahilities Save 100% conﬁ\; 3 0 excesT i
1 E)i:g:ses OLeave in the Core Cash Account or direct to accounts specified in Savings Affocation, below. icnatshe g\é\'r:;c:sr;u Al
s © Savings & Transfers Spend 100% Account for any given

o Transfer

@Savings will be cleared from the Core Cash Account at the end of each year.

Customize Savings Schedule

Savings Allocation

All savings will remain in the Core Cash Account.

Choase Another Account

year This page allows
you to schedule and
allocate your client's
‘Year-End Savings

[ Task Completed

21



FACTS: Frequently Asked Questions

How can | adjust my Client's Net Worth History?

22

To manually change a Client's Net Worth History, email customerservice@emoneyadvisor.com. They
will provide a form for you to complete for this request.

Note: You must fill out ALL fields on the Net Worth History Change form. We will not make any
guesses or calculations on your behalf.

How do | model a Roth Conversion?
In general, a Roth conversion will involve moving money from a current pre-tax qualified retirement
investment into a Roth investment using a transfer flow. This can be done in Advanced Facts or within
a scenario within Advanced Planning, depending on whether or not the client has already decided to

follow this strategy.

Advanced Facts

Qverview

B0 Family Information
B Entities

B> Assumptions

&0 Property

EO Investments

< Business Interests
£ Insurance

0 Notes Receivable
B-0- Liabilities

IZB"O' Income

-0 Expenses

B-0- Savings & Transfers
= Transfers

:

=0 Year-End Saving

-0 Buy/Sell Transactions
&-<Trusts and Partnerships
B \Wills & Gifting

o Objectives

Transfers > Roth Conversion

Basic

Schedule Timing

Name:

Motes

Roth Conversion

Transfer Full Value:| No v
Annual Amount: $200,000
Pre-Retire Gross Growth: | Inflation (2.64%) v
Post-Retire Gross Growth: | Inflation (2.64%) v
Source: | Traditional IRA ($200,000) v
Destination: | Roth IRA (80) \
Starts: | Calendar Year
Ends: | Calendar Year

v 2019

v 2019



What if a Client
doesn’t receive any
Social Security
benefits at all?

In Advanced Facts,
go to Income >
Social Security, and
set the Benefit
Specified As drop-
down to Exempt
Pension.

What is the difference between Real Estate and Property in

eMoney?

Advanced Facts

23

Overview

@"0' Family Information
®-< Entities
@"O'Assumptions

& Property

& Investments

@--0- Business Interests
@--0- Insurance

0 Notes Receivable
- Liabilities
@"O'Income

Lo Salary & Bonus
v
13- Deferred

| E-o Immediate Annuities
@--0- Other Income

Social Security Income

Basic Motes

Frank

Specify Benefits

Full Retirement Age: 67 years and 0 months

Benefit Specified As: Exempt Pension ¥

Advanced Facts

Real Estate represents things like a home or a piece of land. Property

would be something like a jewelry item or a car.

Note: Property is the only thing that we can put a negative growth

rate on.

®-C Family Information

- Entities

@--o- Assumptions

E-< Property

B> Real Estate

.~ Primary Residence

- \facation Mountain Home

=0 Personal Property
...... Cars




Can | leave the Tax Basis field blank?
When you leave the Tax Basis field blank, the system assumes that the basis is equal to the whole

value of the account/property/business and NOT zero. If the tax/cost basis is zero, you need to enter
zero.

Advanced Facts
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Taxable Investment > Frank and Joanna Joint Investment Account

Qverview
&0 Family Information
&< Entities

: Basic Contributions Ownership Fees Realization Holdings Asset Mix Account History
- Assumptions
&< Properly
B Invesiments
- Taxable Asset Name: | Frank and Joanna Joint Investment Account
&l F rank and Joanna Join. |
£ Institution Name: Fidelity Investments
- Orion Investments Spel bied o
-2 Cash ) Holdings Value: $57.683 (from Connected Holdings)
®-o Qualified Refirement Cash Balance: $5,000 (from Connection)
B0 Roth IRAs Margin Balance: $1 (from Connection)
Bo HSAs Total Value: $62,684 (from Connection)
&E-> 529 Plans -
B> Stock Options/Grants Tax Basis 50
~C Annuities -
< Deferred Compensation Pre-Retire Gross Growth: Use Default Rate v | By Asset Mix (9.29%)
~0 Asset Allocation

Where can | turn off or delay Required Minimum Distributions (RMDs)?
On the Beneficiaries tab of the account in question.

Advanced Facts

Qualified Retirement Plan > Fidelity 401(k)

Overview
o Family Information
© Entities

& Assumptions

o Property

Basic  Contributions

#o Taxable
80 Qualified Retirement

Frank's elMoney 4

Joanna's 4038 Add a Beneficiary

Beneficiaries ~ Fees  Holdings  AssetMix  AccountHistory  Sub-Accounis  Notes

o <
e e Beneficiaries at Second Death
@0 Cash Enter the beneficiaries that the surviving spouse would elect if they inherit this asset from their spouse.

Fidelity 401(K)| You currently do not have any Beneficiaries at Second Death defined.

o Asset Allocation
© Business Interests

‘o Insurance

& Notes Receivable

© Liabilites

& Income

© Expenses

© Savings & Transfers
-0 Buy/Sell Transactions
-0 Trusts and Partnerships
< Wills & Gifing

© Objectives

Inherited from Non-Spouse?  No v

Delay RMD Until Post 70-1/2 Retirement?  No v

@4 Roth IRAs
B HSAs
@ 529 Plans y e PR
o Stock Options/Grants Required Minimum Distributions
< Annuties These fields specify required minimum distribution information for a plan infferited from a nen-spouse and for the case when RMDS are postponed until after age
' Deferred Compensation 70-1/2 for a plan with a current employer.

Apply RMD? | Yes v

RMD Factor

In Year

Sub-Accounts Notes
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What are there two places to enter Deferred Compensation? Advanced Facts

1. As an asset that will show up on the Client’s balance sheet: Advanced Facts >
Investments > Qualified Retirement > Deferred Compensation. To show the Client < ey iemaon

. . . - Entities

receiving income from this type of account, set up a transfer flow. & = pssumptons

2 Property

2. As anincome stream that typically has survivorship options: Advanced Facts > i
Income > Deferred. s
-0 Roth IRAsS
-0 HSAS
-0 529 Plans
B-0- Stock Options/Grants
B2 Business Inte;s!s
< Insurance
- Notes Receivable
E-O-Liabilities
B Income
®-0- Salary & Bonus

O
[ -0 Deferred |
mmediale Annuities

-0 Other Income
- Accredited Investor

B0 Expenses

B-0-Savings & Transfers
E-C-Buy/Sell Transactions
B~ Trusts and Partnerships
- Wills & Gifting

o Objectives

How do | designate multiple owners for something in the system?

On the Ownership tab of the asset in question. Delete the current owner and then
Advanced Facts

Taxable Investment > Frank and Joanna Joint Investment Account

Overview
&-< Family Information
- Entities
E-0 Assumptions
E-C Property
B¢ Investments
&0 Taxable Owner % Owned Vvalue
i Orion Investmenis Frank and Joanna (Joint/ROS) 100.00% 562 68 W

-0 Cash
B Qualified Retirement
B0 Roth IRAS
B HSAs
B-<- 529 Plans ‘Add an Owner
B-o Stock Options/Grants

‘o Annuities

~& Deferred Compensation

- Asset Allocation Percent:

Basic Contributions Ownership Fees Realization Holdings AssetMix  Account History Sub-Accounts Notes

100.00% $62,684

Owner: | Frank Miller w

o Business Interests

E-C Insurance Add Owner

~< Notes Receivable

select owners one by one from the Owner drop-down box, indicating their ownership percentages as
you go.

Note: You MUST delete the current owner first. The system will not allow ownership to go above
100%



Where do Life Insurance Proceeds go and where can | see this?

Upon the distribution of Life
Insurance Proceeds, a new
proceeds account will
automatically be created and this
can be seen on the Ledger report.
The growth rate for this account
can be set on the life insurance
policy itself.

What if my Clients are eligible to

use the Home Sale Gain Exclusion?
You can indicate this in the Buy/Sell
Transaction > Assets to Sell. In the
dialog that pops up with information
to enter regarding the sale (price,
basis, etc.), set the Qualifies for Home
Sale Gain Exclusion? drop-down to
Yes.

Annual Premium:

Premium Term (years):

Premium Gifts

Premium Payer: |

Exclusion Amount:

26

6,151

22

Life Insurance Proceeds
Reinvested at:

Realization Model:

(owe] (o] [

Assets to Sell > Primary Residence

Details

Asset Being Sold: Primary Residence

Percent to Sell:

of: Asset x

(must be 100% for Real Estate)

Sell Asset For:|  Projected Amount(in 2020)

Sale Price:
Tax Basis:
Qualifies for Home Sale “
Gain Exclusion?
Variable Transaction Costs:
of Sale Price

Fixed Transaction Cosis:

Index Price & Costs at:|  Inflation (3.78%) v

Use Default Rate v
No Growih (0.00%)
Inflation (3.78%)
Asset Pres (4.73%)
Income (5.80%)
Enh Income (7.18%)
Growth Inc (7.96%)
Growth (9.55%)
Agg Growth (9.95%)

Help

This page shows the
details of a single asset
sale within the Sale of
Frimary Residence
transaction

Note: When 'Specific
Amount' is selected, 100%
will be sold

Sale Proceeds in 2020

Gross: $882,130
Liabilities: ($399,316)
Variable Costs: $0
Fixed Costs: $0
Net: $482.814

Cancel

Save



Advanced Facts

Qualified Retirement Plan > Fidelity 401(k)

Where can | indicate that the Client will be responsible =" = | s B T I
for paying IRD tax? nearers i e

To indicate that the Client will be paying or that the tax ol e e
will be assessed when the account is being transferred “' e Vol ) o e e

to a beneficiary, in Advanced Facts, go to Investments > & =™ o 028 et
Qualified Retirement. On the bottom of the Basic tab, o

- Deferred Compensation

set the Apply IRD Tax? drop-down to Yes. o

o Business Interests

#-O Insurance
“>Notes Receivable Non-Roth Post-tax Cost Basis:
> Liabilities
R Pre-Refire Gross Growth: | By Asset Mix (9.73%) ¥
O Expenses

© Savings & Transfers

© Buy/Sell Transactions

o Trusts and Partnerships

& Wills & Gifting Owner:  Frank Miller M
© Objectives.

Post-Retire Gross Growth: | By Asset Mix (9.73%) ¥

Primary Beneficiary:  Equally o Children v

Under Our Management?  Yes v
w fiom Planning?  No v
Apply IRDTax?| Yes v

Fiduciary Approach (DoL): [IRES v

Where can | adjust the IRD tax rate? Advanced Facts
To change the IRD tax rate, in Advanced .
) Tax Assumptions
Facts, go to Assumptions > Tax. On the Tax g__ve“;'ew :
< Family Information
Rates tab under Other Rates, use the Heirs i A TaxMode  TaxRates  Tax Adustments
Income Tax Rate (IRD) text box. © Invesiment
< Miscellaneous
2
< Default Growth Rates State Death Taxes
-0 Property

B-C Investments
B> Business Interests

Use State Death Tax Credit Table?  Yes v

- Insurance Frank's State Death Tax Rate:
© Notes Receivable

S Liabilities Joanna's State Death Tax Rate:

&S Income

B0 Expenses
B-o Savings & Transfers
B0 Buy/Sell Transactions

Additional State Death Tax Amount:

B-© Trusts and Partnerships State Death Tax Exemption Amount:
o Wills & Gifting
~& Objectives
Other Rates
‘ Heirs Income Tax Rate (IRD): 35.0%
IRC Sec. 7520 2.0%
Present Value Discount for Estate Valuation: 2.00%

Default Income Tax Rate for Entities: 35.0%

Sy



work?

How does the growth rate "by Asset Mix
The system will calculate a growth rate according to a weighted average of the account's Asset
Classes. The Asset Mix tab will

Advanced Facts

28

show the account's Asset Class
breakdown. Each individual Asset
Class's growth rate can be found
within Investment Assumptions.

Overview
- Family Information
< Entities
- Assumptions
o Property
O Investments
=0 Taxable
Orien Investments
®o Cash
-2 Qualified Retirement
@2 Roth IRAs
@0 HSAs
&0 529 Plans
-0 Stock Options/Grants
© Annuities
©' Deferred Compensation
O Asset Allocation
‘> Business Interests.
‘> Insurance
> Notes Receivable
-0 Liabilities
- Income
© Expenses
o Savings & Transfers
> Buy/Sell Transactions
‘& Trusts and Partnerships
- Wills & Gifting
- Objectives

What do the different Simulation options
mean?

You can determine when Cash Flow Simulation
Starts in Advanced Facts under Assumptions >
Miscellaneous, on the Simulation tab.

1. If you select This Year,
reports will include a full
year of cash flow in the first
year.

2. If you select Next Year,
reports will not include cash
flow in the first year, but it
will be possible to illustrate a

Basic  Contributions ~ Qwnership

Asset Class Percent

Large-Cap Growth
Large-Cap Value
Large-Cap Blend
Mid-Cap Growth
Wid-Cap Value
Mid-Cap Blend
Small-Cap Growlh
Small-Cap Value
Small-Cap Blend
Balanced

International

Advanced Facts

Taxable Investment > Frank and Joanna Joint Investment Account

Realization Holdings ~ AssetMix  AccountHistory  Sub-Accounts Notes

Value

Overview
-2 Family Information
@< Entities
-0 Assumptions
e Investment
Tax
Default Growth Rates
&0 Property
- Investments
@0 Business Interests
@< Insurance
© Notes Receivable
& jabilities
@< Income
E-© Expenses
@2 Savings & Transfers
&0 Buy/Sell Transactions
&-© Trusts and Partnerships
B0 Wills & Gifting
© Objectives

premature death before any cash flow occurs.
3. If you select This Month, monthly calculations will be used, allowing for partial-
flow years (e.g., flows starting or ending at a specific age for the Client or at

retirement).

Miscellaneous Assumptions

Retirement & Death Fees Simulation Intestacy Gifting

Cash Flow in Simulation Starts: | Jan 1 of This Year v

Jan 1 of This Year

Default Core Cash Account Growth Rate: | Jan 1 of Next Year L]
This Month

Client Core Cash Account Growth Rate: ¥
Minimum Asset Level for Solving Purposes:

Foreign Estate Tax Rate 40%
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Planning

What is Foundational Planning and how does this differ from Advanced Planning?

Today, eMoney's Advanced Planning methodology is full cash flow. That means all income sources
and expense sources are itemized and projected annually. At the end of a year, any surplus income
can be added to savings and investments. For any shortage, the amount needed to cover it is
withdrawn from asset accounts.

In Foundational Planning, full cash flow only begins at retirement. Throughout pre-retirement, the
focus is on asset accumulation and goals. We assume annual income is adequate to cover annual
spending, so those components are ignored (including taxes). That means we don't account for any
annual cash flow surplus or shortage. Instead, we generally focus on investment growth, savings to
investment accounts, and withdrawals specifically for goals.

How to run a Foundational Plan:

The Overview page of Foundational Planning includes two columns of information: Current
Situation and Proposed Plan. The Current Situation displays a probability of success based on

your Client’s Facts. The probability of success engine runs 1,000 trial simulations. The Planning
Center allows you to adjust goals and apply techniques to your Client’s Facts to show a Proposed
Plan. There will not be any data in the Planning module when you access Foundational Planning for
the first time.

Frank and Joanna Miller = OVERVIEW FACTS PLAMS BEFORTS AT & @

FOUNDATIONAL R —
5 PLANNING : g

47% 83%

Current Situation Proposed Plan 2- July 2019

Planning

0 o Plans

Additional Topics

‘Asset Allocation
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Planning, cont.

Current Situation:

38% This chart shows how likely your Client is to

Owerall Probability of
Success

succeed financially, taking into account all the
information entered into the Facts tab and the
sections below.

Current Sttuation

Profile
Bas ks, Fam by Frieads and licome

Net Worth Profile — Info such as DOB, Children, Parents, Salary
and Pension go here.
Goals Net Worth — Anything that contributes to your

client’s net worth, including Retirement Accts,

Retirement Goal
D00 ke ot b T meehionr trme i e

Investment Accts, Real Estate and Mortgages
- . . . .
B Goals — Any financial goal your client might have
including retirement, children’s college, future
Additional Topics traVEI, etc.

Asset Allocation — Compare your client’s asset
Agzet Allocation

allocation to that of a model portfolio.
Needs Analysls Life Insurance — Analyze the life insurance gap your
Free om GEEQIWEIUEIEWBU\'CNIII&E@

client might have.

Life Insurance
Detlkedgapanaks b ot e v @hcs oo Ege

Putting together a Foundational Plan:

1. Review / Confirm information under “Profile” is accurate (Basics, Family & Friends, Incomes)
a. Note, in this section, Income does not include Social Security
b. Any changes made in this section will automatically update under Facts
2. Review / Confirm information under “Net Worth” (Assets, Savings & Contributions)
3. Review / Confirm Goals
a. Note, Retirement Goal will now show Retirement Income sources such as Social
Security.
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After reviewing the Cash Flow components of your Goal, the analysis specific to this goal will
generate. Note, this is not the same as your overall probability of success.

@ Go back to Plan Overdew
Retirement Goal

Currently your goal is estimated to fall short of
your desired funding.
Chart Descriptions 20472077
Percent Funded

This chart is the total funding

dedicated to this goal divided by 85%
the goal cost. It is the result from Furee
a single projection in which asset

growth is based on the fixed

rates of return entered for each Liksls Amount Nedd s 556,523
asset. Market VOIatlllty is not a ® Likely Amount Available 17 534 0
factor. ¥ Shortfal 83,033 531
Available Assets Details Probability of Success

Chart Info

This chart shows the annual end
of year balance of assets that are available to fund this goal. Results are from a single projection in which
asset growth is based on the fixed rates of return entered for each asset. Market volatility is not a factor.

Monte Carlo Probability of Success

This chart uses a Monte Carlo analysis to simulate the impact of market returns/volatility. After running
1000 trials it shows the percentage of trials where you succeeded or maintained positive total portfolio
assets in retirement. In addition, the asset spread illustrates the end of year portfolio assets at the 20th
percentile (below average market returns), 50th percentile (average market returns), and 80th percentile
(above average market returns) for the assets that are funding this goal.

Putting together a Foundational Plan, cont.:

4. Compare the Current Situation to a Proposed Plan(s). To create a Proposed Plan, Click on “Go
to Plans” in the grey Planning box.
a. From here, click on the drop down box next to “Proposed Plan” and select “Create a
New Plan”. Change all applicable fields relative to your suggestions.
5. Add Asset Reallocation Techniques as needed.
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Though you can create multiple plans, you are only able to select one as the Active Plan to appear on

the Foundational Planning Overview page.

Frank and Joanna Miller = IEW s REPORTS. vAUF & @
@ Go back to Plan Overdsw
Planning st
—
Chan View Chard Inf A
&
Available Assate

Modify goals previously named or
demonstrate the impact of an asset
reallocation strategy.

Goal Metric will focus only on the
selected goal, ignoring the success or
failure of this client’s other goals.

Plan Metric will take into account all
goals within this client’s cash flow
projection.

o+
Dollars
L

an
. Illll‘

L

v,

There are three options for the chart view:

1. Probability of Success — This chart uses a Monte Carlo analysis
to simulate the impact of market returns/volatility. After
running 1,000 trials, this graph shows the percentage of trials
where you succeed.

2. Available Assets — This chart shows the annual end of year
balance of assets that are available to fund your goals. Results
are from a single projection in which asset growth is based on
the fixed rates of return entered for each asset. Market
volatility is not a factor.

3. Percent Funded — This chart is the result from a single
projection in which asset growth is based on the fixed rates of
return entered for each asset. Market volatility is not a factor.
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Current Situation will reflect
information entered into the Current
Situation as well as Facts.

Under the Proposed Plan, you can
make hypothetical changes to your
Client’s information in this column to
see how it affects your Client’s
projections.

Once you’ve made the changes to
your proposed plan, you need to set
the plan as active in order to show in
the Overview and Reports.

33

Proposed Flan - July 20 IB i

Retirement Current Situation
[ + +
Rutirement Ags
Frank 65 =] =l
Raetirement Age
Joanna 65 &5 EE
Annual Expenses During
s
Annual Expenses
Annual Contributions
Frank’s 4iri{k)
% ol Income
Employes Contribution T ey % 1 EE
(2019 - 2035)

Employsr Contribution

Joanna's 4038

Employes Contributins

Employer Contribution

100.020% of employee contribution, upto 3.00% of
salary.
(2015 - 2032)

T.00% of
[zms? zﬁ?

50.00% of empleyee contribution. up to 5.00% of
(2013 - )

100.00% of employes cantribution, up to 3.00% of
sala
(2a19-:%35)

% of Income

< 15

12019- 2033)

50005 of amplayes aﬁwlm up 1o 5.00% of
(2013 - 2033)

Set Plan as Active

_—
Reatum 1o Plan Overview



@ G0 back to Qverview

Needs Analysis

Needs Analysis: Needs Analysis is a modular planning tool,
ideal for conducting a simple evaluation of a client’s
individual need, like life insurance or long-term care, or a
custom need, allowing you to create simple, targeted
evaluations of your clients’ needs, including retirement,
insurance, and education modules.

Accumulation >
Annutty Income
Assat Allbcation

H . . Asset Protection v
With the Needs Analysis tool, you can easily show your

clients and prospects how you can help them protect their
families, plan for their goals, and prepare for retirement.

Business Insurance v

Disability v

Education ~

Estate Planning »

Financial Statements »

Human Life Value »

Life Insurance - Needs »

Long Term Care v

Retirement v

34
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Life Insurance Gap Analysis: In this analysis, you can show your clients if their current coverage and
other resources adequately protect their family. This module will help determine the survivor’s ability

to maintain their desired standard of living and how much life insurance they need to cover any
shortfall.

*The assumption is always made that the client dies prematurely in the current calendar year.

Running a Life Insurance Gap Analysis:

1. Click on “Life Insurance”

2. On “Immediate Needs”, enter Final Expense amount (one time expenses that include burial
expenses, medical expenses, estate admin expenses and death, income and property taxes)
Select any liabilities that would be paid off at client death

w

4. Enter the assumed effective tax rate and projected expenses for the surviving spouse (net of

taxes).
a. Do notinclude amounts needed for liabilities or goal-related expenses here.
5. Select the goals that your client will pay for in the event of a premature death.

6. Review the current resources available and de-select any option that should not be taken into

consideration for the gap analysis.

Gap Analysis:

This report compares the amount needed today to pay for immediate needs, future goals and
expenses to the amount available today. If the capital today is not enough to meet the amount of
required capital, the gap will be shown in red.

*Note, you have the option  Gap Analysis

Ga to Presentation

to change the reinvestment

. Additional Insurance Needed by Survivor Needed Capital vs. Available Capital
rate of assumed I’fe MNeeded Capital as of Today For Tim at Katie's Death For Katie at Tim's Death For Tim at Katie's Death For Katie at Tim's Death
insurance proceeds’ WhiCh Immediate Needs 325,000 325,000 P o

Suniver's Goals and Expenses $4,280,000 $2,330,000

will change the amount of P ————

) e . Current Assets $585,000 $B8S 000 2 2
additional life insurance = g -
Current Life Insurance $500,000 $750 000 8 gm S 31)
needed (if applicable). .
Additional life insurance assets will be re-invested at No Growth {0.00%) 0 - 0 -
Meeded Available Meeded Available
. Change Reinvestment Rate
Survivor Cash Flow Assets ]
i d dditi o— E———
include amount of additional o o O
life insurance
Survivor Cash Flow Details
recommended.
For Tim at Katie's Death
Year Beginning Portfolio Assets Portfolio Growth Survivor Expenses Goals Income Unmet Need Ending Portfolio Assets
2020 $4 605,000 70913 (5442 647y 50 $176,016 ($266.,631) 54,409 262
2021 54,409,282 §75387 $120,553) $0 $180 364 $0 $4 544 480

(
022 $4,544 480 $80,152 (#123531) $0 $184819 $0
(

2023 $4,685,920 85227 (3126 562) 0 $189 383 $0

$4,685 920

4,533,948
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Foundational Planning Frequently Asked Questions:

How does the Facts tab experience change with Foundational Planning?

The full Fact Finder will continue to be available for all users. For Foundational Planning only users,
data gathering can be performed via the Fact Finder or through a streamlined, modular workflow
within Foundational Planning that saves to Base Facts.

While the fact-finding modules within Foundational Planning are intended to be used to collect and
review data, we know that (1) some users will prefer the more generic fact-finding experience in the
Fact Finder, (2) other users will have unique needs to capture additional detail that we don't expose
in Foundational Planning, and (3) existing users might prefer to continue using the Fact Finder
because they're familiar with it. You can use the Fact Finder to gather data in all of those cases.

What if data entered in the Fact Finder doesn't appear in Foundational Planning?
Anything entered in the Fact Finder will be simulated even if that data point doesn't explicitly appear
within Foundational Planning.

Are there any changes to the Client Site for Foundational Planning Clients?

The only difference Foundational Planning Clients will see on the Client site is that the Reports
available are limited to the relevant Foundational Planning reports. These include a subset of reports
within the following report families: Detailed Balance Sheet, Account Information, Cash Flow, Assets,
Income Tax, Investments, Ledger, Annuities, Worksheets & Schedules, and Tasks/Notes.

Does entering Client contact information (the Profile) assume state taxes?

No, entering the contact information does not assume the state taxes. You will need to go to
Advanced Facts and select Assumptions > Tax. Click the Tax Rates tab and select By State Rules from
the State Tax Mode drop-down and select the State of Residence from the drop-down provided.

How does Foundational Planning handle liquidation priority?

For post-retirement, we use the default logic that exists. (We may add more flexibility in future.) For
pre-retirement, you must select dedicated accounts and rank them. This provides a clear user
experience in that you know the specific order of assets.

How are pre-retirement goals funded in Foundational Planning?
If the goal occurs in pre-retirement, one or more funding sources must be selected. We do not
assume the goal is funded through normal cash flow.
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Is there a legacy goal in Foundational Planning?

While a “Leave to Heirs" goal will still be a part of the Fact Finder, it will not appear in the
Foundational Planning user interface. However, if one is entered in the Fact Finder, the data will be
simulated.

What is an Active Plan?

An Active Plan is the plan that the client and advisor have agreed to work towards. It allows advisors
to provide their clients with a view into how they are tracking to their goals. Only one Plan can be
designated as the Active Plan, and it's possible to have no Active Plan.

How is the Cash Flow report different in Foundational Planning?

Pre-retirement: The cash flow model is not used. The assumption is that income will be sufficient to
pay for all expenses. Net cash flow will still display, but it will not be added to or subtracted from
total portfolio assets.

Retirement: The cash flow model is used. Any shortage will use the liquidation strategy currently used
in the Cash Flow planning model.
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Follow the steps below in order to generate your Foundational Plan Report.

1. From the Client Overview, click Plans.

Katie and Tim Stevens = OVERVIEW  TACTS weoRTs W B @

P izuiss $306 5000 a8 6%

Nat Warth

£945.000 « 815,450 = $178,488

A Oy qu TEELL s WS 2E

£174 500 00 26 38%

Inveaimnnts

3993.000 »511,500 - H12h 0

863 55000 1405%

i i LWy s N W My 200

2. To generate a Presentation based only on the Client’s Current Situation click Go to

Presentation.

Ketie and Tim Stevens = OVERVEW  FACTS  PLANG  RIPOETS Wl B @

FOUMDATIONAL TR |
Z55 PLAMNING R —

Note, to generate a
S e presentation that includes a

Proposed Plan, make sure to

first click Go to Plans and scroll

Current Situation Proposed Plan
- R to the bottom to select Set Plan
e = as Active, then click Go to
3 P s T Presentation.

Goala

S Carmrd Pt Bl wid Sovraiey Mach



Generating Reports, 3

cont.

3. To edit the presentation Title, click the appropriate links and click Save.

Katie and Tim Stevens v OVERVEW FACTS PLANS REPORTS VAU & @
_ S Note, the BD Footer has already
Foundatiecal Planolrig Presantation been entered by Cambridge and
Fresssssan T cannot be changed.
" ' To exclude any report from the list,
3 simply uncheck the box. To re-

; organize the order, click the paper
[z =)= icon and drag your mouse to the
oM desired spot/

4. To preview any report in the presentation list, select a report and click the Preview link. To
navigate back to the Edit screen, click the title Foundational Planning.

Katie and Tim Stevens = NERVIEW  PACTS PLANS  REPOS T & @

Foundational Planning Presentation

Arasasee MNet Warth

Foundational .--,-.n-.-\.;,] QDeven | DFrnes |
d s | TR T Pt AT Pa

Artions

5. To send your finalized presentation to the Vault, click Download and Archive in Word or
Download and Archive PDF. In addition to saving in your client’s vault, this action will also
download the presentation to your computer if you need to print.

Katie and Tim Stevens = GYERIEW  TACTS PLANS  BIFORTS WAAT & @

Foundational Plan ning Presentation

PreyEnmianon
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cont.

Foundational Planning Additional Reports:

1. From the Client Overview, click Reports then select All Reports. There are 10 main reports to
choose from and a handful of sub-reports. Click the star icon to favorite a report for easy
access through the Favorite Reports tab.

Katie and Tim Stevens « OVERVIEW  FACTS  PLANS iy & @

Reports

. All Reports
e ———

¢ Account Information: This report includes a summary of the Client's existing accounts, life
insurance policies, and annuity policies.

e Annuities: This report will show the annuity BOY Assumed Value, Growth, Guaranteed Income
Hereis a summary of each Base, Guaranteed Withdrawal Privilege, Withdrawals, EQY Assumed Value, and Death Benefit
main report: over the lifetime of the Client.
e Assets: This report illustrates a breakdown of the Client's total assets. It displays EQY values.

» Cash Flow: This report illustrates the Client’s income, savings, expenses, and resulting net cash
flow on an annual basis. For Foundational Planning users, cash flow begins at Retirement.

e Detailed Balance Sheet: This report shows the value of your assets and liabilities, and your net
worth in any given year.

* Income Tax: This report projects the Client’s future Federal, Capital Gains, Dividends, and
Other Income taxes. For Foundational Planning users, income tax begins at Retirement.

* Investments: This report shows a detailed breakdown of accounts by asset class and allows
comparisons to the current asset allocation.

* Ledger: This report shows the projected transactions and changes in value that are used to
calculate the future value of your assets.

e Tasks/Notes: This report lists all the tasks regarding the Client.

¢ Worksheets & Schedules: This report shows you the expected balance of loans and mortgages.



Navigation through Reports:

e To view an expanded description of a column, hover your mouse over the column title.

e To see a more detailed breakdown of the numbers, click into the column title.

e To pullin a side-by-side comparison, click the drop-down menu titled [None] and choose your
alternative plan.

e To download a report to your computer or send a report to the vault, click Generate and
choose the appropriate option.
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Personal Website

Your Client's Personal Financial Website helps them see their financial life beyond the numbers. To

setup your client’s personal website, open the client you’re working with and click the Globe within
the Toolbar.

¢Money rome Clcns  Conectons  ABGNICS  AppcItons = Mo -

Frank and Joanna Miller OVERVIEW  FACTS  PLANS  REPORTS
Manage Client Website Frevew Clenty FraNk and doanna bier !

Feiu Frank Miller PRIMARY

Ediing Datons

: I_ <«—— (lick Set Up Invitation

¢Money Home Cllents  Connecions  Amalics  Appicalions -

Frank and Joanna Miller ~ OVERVIEW FACTS BLANS REPORTS VAUT & @

Manage Client Website

Invite Frank Miller

Confirm email address is correct,
then Send Invitation

Register for Your Financial Website

Frank Miller:

eMoney Advisor, LLC. has sent you a one-time link to register for access
to your financial website.

The following email will be sent to your client: This link will expire on 5/6/2019.

NOTE: If the link expires before you can complete the registration
process, contact your financial representative to request a new link.

3 ) REGISTER NOW »

eMoney Advisor, LLC.
[x 8564291718
jecarwile@emoneyadvisor.com
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Personal Website,
cont.

Once your client opens the link, they will be prompted to create a password and 2-factor
authentication:

¢Money

Set Up 2-Factor Recovery

2-Factor Authentication

Security Questions

Cuestion Tof 3

Enter Verification Code Question 2 of 3
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After your client website is complete, you can access the client’s site from CLIC Advisor by clicking on
the Globe, then View Client Website.

Charles and Katherine Burke = OVERVEW FACTS PLANS REPORTS vl & @

Traditional

CLIENT WEBSITE W%Q—— Manage Client

| s Website allows you
Account Status Active
Last Logon Jun 04, 2018

to control the

1
Fi7 Ea— e Tor e
§17,407,755 <ssso7y - | |

s ol foday s manih since £ C||ent WebSIte.
@ Equiies $2,263030.06 59.01%
@ Taxabia Bonds 8101373888 26 84%
Investments
$3'777'415 2530322 £ 51,487,069 @ Cash 5400 551 83 10.84%
s ol loday s e since et 2015
Cither §71.010.44 1.66%
@ Tax Exempl Boniss §10784 25 052%

Within the Client Website, the menu bar allows Clients to easily navigate to key website functions:

EMoney Home  Crganizer  Workshop  Spending Imestments  vaut  Repors  J) Hetn  Sefings  Sign Out
[ 2 )
Welcome, u
Paul and Lynn Price
Accounts + Add Account Net Worth Investments
$4,819,928 $2,039,928
Cash $100,000 ~ as of inday as of inday

$0°
Change

£ 512,241 + 834912
Credit Cards $0 v hiss month year o dxe




Personal Website,
cont.

1. Home - The Client’s Home Page is a living snapshot of their financial wellbeing. The client site
dashboard gives a consolidated view of everything the client owns and owes. Values are

updated daily.
Note, the Home page is

i e e Tie Sy Bl e Nes 8 i B divided into separate cards

— that represent the

Paul and Lynn Price information contained

within a particular section

PR PRI
of the application.

canh Honson

i e L Accounts — Client accts are

e oy separated by type. Clicking

Spending sl an acct type will display all

B e related accounts.

Lows 0500

Pl Eits e Adding Accounts — Clicking
this hyperlink will guide the

— B

client to begin adding
account information.

Net Worth — This will give your Client a quick view of their net worth and more
Investments — This card will show your client their current investment balances
Spending — Once your client’s bank accounts and credit cards have been added to the Organizer, the
Spending card will populate with recent transactions. An Overall Budget tracker will populate as your

Client builds their budget in the Spending tab.

Protection — Clients can review all of their protection policies here (i.e. life, disability, Itc insurance).

Note — In the upper right-hand corner, your client has access to various Help tutorials.
Additionally, the settings tab will allow them to change their password, update security
questions, change alert settings and more.
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Personal Website,
cont.

2. Organizer — The Organizer will help Clients consolidate all their important financial
information into one place. i [ ] T T i s B

e

Clients can add accounts, :

Ly Pries

‘f":""<
ol
b o B
‘.-,‘.-_z"

financial data, people and
property to the Organizer. e . .
The information included “
here will be used to populate -
other areas of the P
application, including the
Home page. Note that you
can turn on which Organizer

tabs are visible to the Client.

3. Workshop — This section will be off-boarding soon (end of 2019), so | did not include.

4. Spending — The spending tab gives Clients a clear view of what they are spending each month.
This screen will initially be blank as Clients will need to add bank accounts or credit card
details to Accounts in the Organizer. Spending includes an Overview, Budgets and
Transactions tab. Your client can track their spending habits and monitor their cash flow,

which helps them

stay on the right

financial path.

Thin Mondh = Spanding by Category * Rl Boocami

§100.22 43 481.67 4338148
Ssaming Busgen




CLIC Client -
Personal Website,
cont.

5. Investments — The Investments tab is made up of four components: Summary, Allocation,
Analysis and Transactions. These

will provide your Client with an
overall view of their investments -

as well as the ability to drill into N
individual accounts and asset e _
breakdowns. Interactive charts _ _ A S
and detailed summaries increase '
the Client’s knowledge of their

financial accounts.

6. Vault —The Vault tab is a repository where files can be stored by Advisors and Clients. The My
Documents folder is hidden from Advisors. The Shared Documents folder allows Clients to
share documents with J == ™ ey

Money N
Advisors. Unlimited a
access to secure
electronic document -
storage keeps your j
Client’s most valuable -

records safe and
accessible.

Mongy

7. Reports — The Reports tab provides
Clients with a series of reports about
their financial situation. Clients will find
a filly customizable list of reports that

directly reflect the account information
entered into the application.

o T HHEHT e
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Personal Website,
cont.

Client Website Frequently Asked Questions:

1. When does Intraday Pricing occur on the Client Website?
Below is the schedule for when and what prices MDS updates through the day:
Stocks and ETFs update every 10 minutes between 9 and 4:30.
Fund prices are refreshed every 30
minutes between at 5 PM and 7:30
PM.
One final refresh of everything
(stocks and funds) at 7:30 PM.

One refresh of mutual funds at 7 T T \777/”PIHJJJ‘W\

AM. This was added because we

({,Money jome  Organizer Goals  Spending  Investments  Vaut  Reports Help  Setings  Sign Out

All Investments ~

Current Value:  $1,286,821.21

were seeing some fund price

changes overnight and that made

$116,04250 511604250

590.00

sure we had the latest prices in the

K 51082019 12009 590.00 7867963

morning.
The earliest you may see updated Fund EOD prices is around 5:10 PM.

2. How does the Auto-Budget work on the Client Website?
When the Create an Auto-Budget link is selected:
The 10 top level categories ranked by highest average spending over the past 6 months should be
added as budgets. If there are less than 10 with positive average spending, only those should be
added as budgets.
Each budget should be set as the
EMONEY rome ogmzr  Goss  spenag imesments aur Repors beb  setings  snou

average spending over the past =

rview  Budgets  Transactions

6 months (not including the

This Month ~

current one).

© Add a Budge!

If there are less than 6 months

You have no budgets for this time period.

of spending, the average should

be over the amount of months
that do contain transactions*.
The categories should appear in alphabetical order.

* This feature does not currently take into account the possibility of having less than 6 months of
transaction data. Thus, the averages will be wrong if you have less than 6 months worth of data.



CLIC Client -
Personal Website,
cont.

3. How often do Clients need to change their Password?
Once a year.

4. What is the Character Limit for a Username?
A Client Username can have up to 30 characters. Advisors, Planners, and Assistants can have up to 40
characters.

5. How do I reset a Client's Password?
Navigate to the Manage Client Website page, and use the Reset Password link.

Charles and Katherine Burke + OVERVEW FACTS PLANS REPORTS VAUT & @
Iraaitional

CLIENT WEBSITE [ manage |

Manage Client Website | viewcienty  Usemame

Features

st Logon

Jun 04, 2018

View Client Website

Charles Burke PRIMARY

Editing Options Last Logon Actions,
Jun 04, 2018
©nboarding Options

Account Status
Active

Reports

R Username
Report Favorites CharlesBurke23

Report Order

6. What email address do Client Alerts come from?
Client Alert emails will come from notification@emoneyadvisor.com

7. Does eMoney have an app for the Client Website?
No, we use a mobile site instead of an app for the Client Website.

8. How do my Clients add a mobile bookmark? AirDrop

Share instantly with people nearby. If they
do not appear automatically, ask them to
open Control Center and turn on AirDrop.

This process varies by phone, browser, and operating system (iOS vs.
Android). In general, your Clients will need to navigate to their

Website on their smartphone and bookmark the page from there. n ’ n
Hsage 5 Maur Twitter Facebook
B2, | i = ik
Bookmark Add to Add ta Copy

Reading List Home Screen

Cancel



CLIC Client -
Personal Website,
cont.

9. How does a Client grant access to their Spending tab?
Clients can control who has access to their spending information in Settings on the Privacy tab. The
Spending Permissions area allows them to grant either Limited or Full access, or remove access.

("Money Home  Organizer ~ Goals  Spending  Investments  Vault  Reports

50

Help  Settings  Sign Out

A
Alerts Security Privacy Approvals
Spending Permissions
Privacy Settings None Limited Ful
This page allows you to manage your privacy settings Cannot view any spending data. Can view category spending and Can view all data, including
Y 95 budgets. transactions.

My Advisor

Mark Masters

Advisor

10. What Login URL should I provide to my
Clients?
Your Clients' login URL can be found on the Users
page of the Manage Client Website section. Click
the View Website URL link.

Manage Client Website

Features

Editing Options

Onboarding Options

Reports

Report Faverites

Report Order

Theme

Organizer

Document Suggestions

Investments

Vault

Alerts

11. Can my Client create a custom Spending Category?
Clients can create custom sub-categories by clicking on the Settings button within the Spending tab.

Clients cannot, however, create a custom top-level category.

Frank Miller

Last Logon
Sep 27, 2017

Account Status
Password Expired

Username
FrankMillersg

FPRIMARY

Actions
Edit Info
View Website URL

Reset Password
Remove Access
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Within CLIC Client, your clients can now submit a request to open a new account.

£
gfeDuncan  one  Oiganizer  Workshop  Spending  hwestments  Vauli  Reporls. [~ Help  Setings  Sign Out

e

Welzome,
Kristen and Darryl Hull

Open a new account today!

Open Mew Account
¥ou now have the ability to open a new account, click on the button to get started

Once they click on “Open a New Account”, the following questions will be asked:

1 . @ Retirementor Savings @ Home Equity @) Employment Status @) Risk Tolerance @) Retum Objective
Retirement or Savings
VA ~ =

e &

Retirement Savings
e for retirement? tic this option to
your ¥ 2
your retirement.

@ Retirement or Savings @) Home Equity @) Employment Status @) Risk Tolerance @ Retum Objective

If you own a home, do you have more than 30% equity?

No

Idon't know

© Previous Step




) Retirement or Savings () Home Equity @) Employment Status () Risk Tolerance ) Relum Objective

Which of the ing best il your current ituation?

‘ Parttime ‘

‘ Unemployed ‘

@ Previous Step

@ Retirementor Savings () Home Equity () Employment Status @) Risk Tolerance () Relum Objecive

What is your risk tolerance?

Conservative

Conservative - Moderate:

Moderate

Moderate -~ Aggressive

Aggressive

i

& Employment Status () Risk Tolerance @) Return Objective () Invesiment Experance @) Income Ne

What is your return objective?

Tam willing to accept lower order italin 1
environments

‘When stocks are performing well, I 1
tem risk.

Tam looking for high d only mildly ‘

Tam looking Tam not ‘

equity markets.

© Previous Step
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& Employment Status ) Risk Tolerance (3 Return Objective ) Investment Experience {3 Income Ne

How much investment experience do you have?

None ‘

Limited (1 to 3 years) ‘

Good (4105 years) ‘

Extensive (more than 5 years) ‘

© Previous Step

Risk Tolerance (% Retum Objective

@ Investment Experience @ Income Needs () Heain Use of Funds

Will you have income needs from your investments?

" No ‘

Tdon't know ‘

© Previous Step

Risk Tolerance % Return Objective

(& Investment Experience (2 Income Needs () Begin Use of Funds

When will you begin to use your invested funds?

Less than 2 years from account funding. ‘

2 to5years ‘

In6to W0 years ‘

After 10 years ‘

© Previous Step
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Once the Submit the request, a notification will be sent to &

your CLIC DaShboa rd- Kristen Hull 08/22/2019 ® O

As of 05/22/201%

*Note, in order to view this request, you must enable the Widget.

ward; Custe ¢ Edit; Custom

Available Widgeta
4 The compensation run for the 8/30 compensation eyele will be processed on 8/24 instead of 8/26. CLIC Payment on Demand cutoff will be 8/24 at 10 am CT. For questions, please contact Partner Suppol

Clients & Accounta - 6

Accounts and AUM Growth

| Accounts By Program Type

My Last Compansation

Accounts by Status
4l Accounts by Type $5,01 6.62

CLIC Client Account Open
Requests As of 08/21/2019

As of Q571542019

| My Clients
Iy AUR by Platforr

@017 @218 02019 =

$96.40k
@CMAR @Commission  @TPMM WealthPort Team-irected
Turn off Edit Mode a0k
FE0k
&
g
o
© g4k |
- | I i I . i
$0 . ' il '
Jan Febs Mar Apr May Jun Jul Aug Sep oct Moy Dec

Titne (morths)

As of 03/31/2019 As of Q773172019

nd ALK

@Number of Accounts @ AUM
185 $28.26M

...||-|Ilulllﬂll||IHmW 4






