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Challenging financial times 

• The era of pensions is over 

• The future of Social Security  
is uncertain 

• Healthcare costs continue  
to rise faster than inflation  
and the future of Medicare  
is uncertain 

• We are living longer  
than ever before 
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Productive financial behaviors 

• Boost feelings of security today  
and optimism for tomorrow 

• Help you in the pursuit of  
your long-term goals 

• Can provide you with  
immediate feelings  
of optimism and  
financial security 
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Productive financial behaviors 

As one’s savings-to-debt 
ratio increases, feelings 
of financial security 
increase. 

SOURCE: First Command Financial Behaviors Index® 

www.firstcommand.com/research  
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The power of planning 

Individuals and families 
having a financial plan 
through a financial advisor are 
more likely to have a positive 
savings-to-debt ratio than 
those without a plan – 
regardless of their income. 
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SOURCE: First Command Financial Behaviors Index® 

www.firstcommand.com/research  
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The power of planning 

SOURCE: 2009 Certified Financial 
Planner Board of Standards survey 

36% 
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The power of planning 

17% 

SOURCE: 2009 Certified Financial 
Planner Board of Standards survey 
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The power of planning 

People don’t 

plan to fail; 
fail to plan. they simply 
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The power of planning 

“It takes as 
much energy to 
wish as it does 

to plan.” 

Eleanor Roosevelt 
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What’s wrong with this picture? 

regardless of their income 
 

77%  of 
Americans 

are now 
living  paycheck 

to paycheck 

SOURCE: 2010 CareerBuilder survey results reported on www.kiplinger.com 
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What’s wrong with this picture? 

Fewer 
than  4 American adults 

have an 

emergency fund  
to fall back on  

in the event 
of some  

financial 
disaster 

out of 

10 
 

SOURCE: Nationwide Bankrate.com poll 
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What’s wrong with this picture? 

The average 
credit card debt 

per household 
with credit card debt 

is $15,788 
 

SOURCE: Creditcards.com 
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What’s wrong with this picture? 

The average person owns   
life insurance than they 
believe they should… 
…and many actually  

need more  
than they think they do 

less 

SOURCE: The Facts of Life and Annuities, 2013, LIMRA 
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What’s wrong with this picture? 

57% 
of workers report 

$25,000  
in total savings and investments 

they have 
less than 

(excluding their home and defined benefit plans) 

SOURCE: 2013 Employee Benefits Retirement Confidence Survey 
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What’s wrong with this picture? 

in 
 

in 
Americans 
are not expected to meet all of their 

financial needs 

4 5 
retirement 

SOURCE: Hewitt Associates 
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Waiting for the perfect moment…  

I need to pay off 
my debts first… 

I don’t 
make 
enough 
money… 

I’ll wait until 
I have more 
money to 
invest… 

I’ll start next week…next 
month…next year…  

I don’t need to worry about financial 
planning until I get married and start 
a family… 

The market is too 
risky now… 

It’s too late… 
I should  
have done 
something 
before now… 
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The problem with waiting 

• Input  

• Rate of return  

• Time  
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The problem with waiting 

Age at 
Investment 

30-40 $24,000 $0 

40-65 $0 $60,000 

8% return $284,562 $182,968 

Lisa’s 
Investment 

Dylan’s 
Investment 

Both Lisa and Dylan invested $200 a month in the years they 
contributed. The chart shows the total amount invested and the 

value of each account at age 65 assuming an 8% return. 

This table is a hypothetical illustration of mathematical principles and is not meant to represent the past  
or future performance of any particular investment or investment strategy. Investment return and principal 
values will fluctuate over time so that your investment may be worth more or less than its original cost. 
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What about timing? 

How do I know if this is 
a good time to invest? 

 

20 



21 

What about timing? 

Dollar Cost Averaging 

50 shares 50 shares 

37.5 shares 37.5 shares 

30 shares 30 shares 

150 shares 

75 shares 75 shares 

150 shares 

$10 

$  8 

$  6 

$  4 

$  2 

1 2 3 4 5 6 7 8 9 10 11
  MONTHS 

P 
R 
I 
C 
E 
 

P 
E 
R 
 

S 
H 
A 
R 
E 

Cost of 10 Investments $3,000 

Total Shares 685 

Investment Value $4,110 

Profit $1,110 

Dollar cost averaging does not assure a profit or protect against a loss in declining markets. Since dollar cost averaging 
involves continuous investment in securities regardless of fluctuating price levels, investors should consider their financial 
ability to continue purchases through periods of low price levels. 
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The problem with waiting 

$256.27 $318.99 $398.79 
$515.88 
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As of December 20, 2013. Source: Monumental Life Insurance Company for non-tobacco users, both male and female. 
This presentation does not reflect the fact that, because of interest and inflation, the future value of a dollar may be less 
than its present value. Rates subject to change. Insurance products are offered by First Command Financial Services, Inc. 
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$256.27 

Lisa 
$318.99 $398.79 

Dylan 
$515.88 

$661.72 
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The problem with waiting 

        
  

  
  

  

  

$318.99 x 40 years = $153,115 
$515.88 x 30 years = $185,717 

As of December 20, 2013. Source: Monumental Life Insurance Company for non-tobacco users, both male and female. 
This presentation does not reflect the fact that, because of interest and inflation, the future value of a dollar may be less 
than its present value. Rates subject to change. Insurance products are offered by First Command Financial Services, Inc. 
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The problem with waiting 

• As life progresses, it generally gets 
more complicated – not less. 

 

 

 

• By establishing sound financial 
behaviors early in life, you can get off to 
the fast start that is so crucial in 
pursuing financial success. 
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Striking a balance 

• You can have a plan and a life! 

• It requires a balance between spending in 
the present and investing for the future 

• Talk to your Advisor 
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Making yourself a priority 

PAY 
YOURSELF 

FIRST 
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What’s 

 important 
to you? 

The Planning Process 
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What’s important to you? 



29 

What’s important to you? 
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What’s important to you? 
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What’s important to you? 
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Getting started 

• Set goals 

• Written plan 

• Take action!  
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Setting specific goals 

• Define your goals 

• Determine your time frame 

• Set a dollar amount 

Long-term Goals 
10+ years 

• Your children’s 
college 
education 

• Retirement 

Mid-term Goals 
5-10 years 

• Pay off student loans 
• Down payment for  

a house 
• Start-up money for  

a business 

Short-term Goals 
1-5 years 

• Pay off credit cards 
• Down payment for 

a new car 
• Next year’s vacation 
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Building a financial plan 

The best financial 
plans are: 

• Personalized 

• Flexible 

• Comprehensive  
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Three cornerstones of a financial plan 

Addressing your 
priorities for today and 
tomorrow    

• Cash management 

• Risk management 

• Wealth 
accumulation  
& management  
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Cash management 

• Budgeting 

• Saving 

• Managing debt 
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The high cost of credit card debt 

• $5,000 balance 

• 15% interest rate 

• $125 monthly 
payments 

$0
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Risk management 

Risk management = Plan B 

Insurance for: 

• Managing risk associated 
with property 

• Managing risk to your 
earning ability 

• Managing risk that you’ll 
need extended care 

• Managing risk to loved 
ones, should you die 

 

 



39 

Risk management 

Life insurance can help ensure 
that a family’s financial goals 

can still be attained. 
 

• Income for survivors 

• Pay off the mortgage 

• Fund a college education 
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Risk management 

• It’s important to ensure that you have the 
right amount and the right type of life 
insurance. 
– Permanent insurance for permanent needs 

– Temporary insurance for temporary needs 

• Don’t assume the life insurance provided 
by your employer is either. 

• Get a recommendation that will meet your 
family’s specific needs. 
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Wealth accumulation 
and management 

Investing… 
with purpose 
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Undisciplined Investing 

$9,587 
$17,993 

$22,989 

$10,858 

$19,856 

$48,456 

5 Years 10 Years 20 Years

Average Investor’s Return  

  

  

    

    

  
  

Source: Dalbar. 1993-2012 Return With Initial $10,000 Investment. Note: Past performance does not guarantee future results. 

S&P 500 Return 

 

Initial Investment: $10,000 



43 

Wealth accumulation 
and management 

Investing and growing your 
money over time in an effort to 
achieve your long-term goals… 

• Retirement 

• Education 

• Major purchase or event 

• Career transition 

• Starting a business 
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Beyond the plan 

• A financial plan, by itself, offers  
no assurance of success 

• A plan is only as good as  
its execution 

• The delivery of your plan should be 
the beginning of your relationship 
with your advisor – not the end 
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The advisor as coach 

• Ensuring the proper  
execution of your plan 

• Modifying your plan as  
your circumstances and  
goals evolve 

• Continually encouraging  
and reinforcing productive  
financial behaviors 
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The advisor as coach 

Set Goals Implement Plan Build Plan 

Days 
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The advisor as coach 

Set Goals 

Build Plan 

Implement Plan 

Execution 

Days Years Retirement 
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“You may delay, 
 but time will not.” 

Benjamin Franklin 



49 

Waiting for the perfect moment…  

I need to pay off 
my debts first… 

I don’t 
make 
enough 
money… 

I’ll wait until 
I have more 
money to 
invest… 

I’ll start next week…next 
month…next year…  

I don’t need to worry about financial 
planning until I get married and start 
a family… 

The market is too 
risky now… 

It’s too late… 
I should  
have done 
something 
before now… 
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The path less traveled 
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• Share your feedback on the presentation  

• Help someone you care about start their financial journey 

• Schedule a complimentary consultation before you leave 

 



52 

©2014 First Command Financial Services, parent of First Command Financial Planning, Inc. 
(Member SIPC, FINRA), First Command Insurance Services, Inc. and First Command Bank. 
Financial planning services and investment products, including securities, are offered by First 
Command Financial Planning, Inc. Insurance products and services are offered by First Command 
Insurance Services, Inc. in all states except Montana, where as required by law, insurance products and 
services are offered by First Command Financial Services, Inc. (a separate Montana domestic 
corporation). Banking products and services are offered by First Command Bank. Securities products 
are not FDIC insured, have no bank guarantee and may lose value. A financial plan, by itself, cannot 
assure that retirement or other financial goals will be met.  

In Europe, investment and insurance products and services are offered through First Command Europe 
Limited. First Command Europe Limited is a wholly owned subsidiary of First Command Financial 
Services, Inc. and is authorized and regulated by the Financial Conduct Authority. Certain products and 
services offered in the United States may not be available through First Command Europe Limited.   

First Command Financial Services, Inc. and its related entities are not affiliated with or endorsed by the 
U.S. government or U.S. armed forces, and are not affiliated with, authorized to sell or represent on 
behalf of, or otherwise endorsed by any federal employee benefits programs that may be referenced in 
this presentation.  
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