
Have you Insured Your        

Money Machine?



The Money Machine!

Insure Your Assets!

• You Insure your Cars!

• Your Insure your personal 

belongings!

• You Insure your Home!

• Have you Insured your 

most valuable Asset?

• Your Money Machine?

• What is the Money 

Machine?

You are the money machine!
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“ What will you do if ”

The Money Machine Stopped? You and your family are 
depending on your ability to 
provide the financial support to 
pay for;

✓ Utility bills

✓ Groceries

✓ Mortgage

✓ Credit Cards

✓ Installment Loans

✓ And many other financial 
needs.  
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Insure your Money Machine!

• There are many ways to determine how to 

protect you and your family in the event the 

money machine breaks down!

• Step 1. Determine how much financial                             

protection will be required?

• Step 2. Qualification and Implementation.

• Step 3. Budget How much you are willing to 

pay to insure your Money Machine.



Step 1 “ How much Financial Protection?

• Complete a Financial Needs Assessment



Step 2. Budget How much you are willing to pay to 

insure your Money Machine.

• Based on what we have discussed, what are you 

willing to pay to insure your Money Machine?

• If we can develop a plan that will meet your budget, 

are you prepared to implement your plan?



Step 3. Qualification and Implementation.

• The next step is to pre-qualify you by completing a 
health assessment.



Step 3. Qualification and Implementation.

• Congratulations on your decision to secure your 

families financial security!

• The last step is to put your plan in action!



Ask for Referrals 



Thank You!
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