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Talking points: Conversation (on phone or in person) between RVP and FA

Use this script as a guide for a conversation with FAs when you can get time with them; don’t assume the FA read or absorbed all the points from emails 1 and 2, so reiterate the main points during the conversation.

Introduction

1. Cash balance plans can be a powerful tool to help you differentiate your practice and meet your growth goals
1. They allow you to showcase your value to clients or prospects who are business owners, helping you make inroads to deepen client relationships
1. Business owners are the ideal clients because:
2. Successful businesses generate large amounts of investible cash flow 
2. These businesses often result in a liquidity event for the owner 
2. Business owners are often looking for larger tax deductions and ways to contribute more to their retirement than allowed in traditional qualified plans.
1. As your FuturePlan RVP, I’m here to support you and answer any questions about this great opportunity for your clients and your practice


Why cash balance plans

· Benefits for you, the advisor
· Differentiate your practice by offering a high-impact tax and retirement strategy—one that other advisors probably aren’t suggesting
· Position yourself as an advisor who specializes in working with business owners and eventually become their primary advisor
· Generate recurring, annuitized inflows from business owners—while building trust ahead of a potential liquidity event
· Potentially generate revenue growth through investment management fees (i.e., Merrill Lynch Investment Advisory Program)

· Benefits for your clients, the business owners
· Support their accelerated retirement savings needs – significantly higher contributions limits (often 3x–4x greater) compared to 401(k) alone
· Reduce taxes – contributions are tax-deductible, addressing one of the biggest financial challenges facing business owners—their growing tax liability
· Attract and retain top talent – provides the opportunity to offer key employees a differentiated retirement benefit
· Shelter assets from creditors – assets are in a qualified retirement plan that is protected from creditors 
· Manage risk – investments are often tied to conservative benchmarks and provide diversification
· Qualified to be rolled over, when participants terminate employment, into an IRA or a company sponsored retirement plan

Why FuturePlan for cash balance

· Merrill’s Cash Balance Packaged Solution Program partner
· Merrill’s Cash Balance Packaged Solution Program partner
· One of the industry’s largest cash balance providers
· 35+ years of providing education and cash balance plan solutions to advisors
· Comprehensive suite of Merrill-approved cash balance advisor and plan sponsor marketing resources
· The Bank of America, Merrill and FuturePlan partnership extends from new lead through onboarding, creating a seamless client experience
· 60+ full-time credentialed, actuarial professionals on staff
· Have helped thousands of advisors set up cash balance plans for their clients
· See the Advisor Playbook for more details about the partnership agreement between FuturePlan and Merrill and Bank of America; the playbook explains the clearly defined roles and responsibilities between Future and Merrill

· Why now is a good time to reach out to clients 
· Taxes are especially top-of-mind for business owners as they’re starting to work with their accountants on last year’s tax returns and retirement plan contributions
· When paired with a 401(k), cash balance plans allow business owners to put away significantly more in tax-deferred retirement savings and meaningfully reduce their tax bills as well
· As long as the cash balance plan is set up before the tax return is filed, the contributions can be deducted from 2024’s taxes
· Bringing your clients and prospects this tax strategy now can help position you as an advisor who understands business owners and delivers strategic solutions
· How other Merrill advisors are using cash balance plans
· Many have had success using cash balance plans to build an annuitized business of inflows from A+, business-owner clients
· The case study I sent you shows how one Merrill advisor generated $1 million in annual asset flows from several cash balance plans—eventually leading to an additional $5 million in private assets for the practice

Next steps
· Let’s schedule a few minutes to walk you through an illustration of how a cash balance plan works 
· We can also discuss which of your clients or prospects may be great candidates to start a cash balance plan  
· If meeting is in person: In the meantime, here is a one-pager that shows the contribution limits and tax savings for business owners of different ages, and Beyond the 401(k), the book co-written by Ken Guidroz, one of FuturePlan’s cash balance plan experts
· If conversation is over the phone: In the meantime, I’ll follow up immediately with a one-pager that shows the contribution limits and tax savings for business owners of different ages and send you Beyond the 401(k), the book by Ken Guidroz, one of FuturePlan’s cash balance plan experts
· I look forward to continuing the conversation and helping you harness the power of cash balance plans to differentiate your practice and hit your growth goals
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