	Information Session Presentation – Kim Snider
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	The economic outlook today is uncertain to say the least
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	Investors in your situation are traveling in uncharted territory
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	Only 20% are prepared to replace their income in retirement
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	But a financially secure retirement is still achievable for most
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	Adopt the Snider Method as a more secure route to the future
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	5-Minute Column: Why?
	15-Minute Column: Why
?
	45-Minute Column
: How?

	It allows you to take more control of your own financial future
	It is easier to do than the current approach
	

	
	
	

	
	
	

	
	It takes much less time than other approaches
	

	
	
	

	
	
	

	
	It does not require you to pay “an expert” as you currently do
	

	
	
	

	
	
	

	It protects you better in the event of a prolonged economic downturn.
	It avoids the dead money that is the norm in current plans
	

	
	
	

	
	
	

	
	It avoids “yo-yo investing syndrome” that is common
	

	
	
	

	
	
	

	
	It generates a steady monthly paycheck where other plans do not
	

	
	
	

	
	
	

	It allows you to withdraw money in retirement at twice the rate of traditional investments

	The yield is significantly higher than traditional investments
	

	
	
	

	
	
	

	
	The monthly income produced is very consistent
	

	
	
	

	
	
	

	
	It is not dependent on guessing which way the market will go
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	[image: image9.wmf]Act III: Frame the resolution
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�Looking back at your slides, it looks like comparison is a major technique you're using to position your plan.  To retain that, you can adjust the wording here to keep the comparison running throughout…


�I think Why is a better fit than How here.


�These would all come from points you want to make that are in the Snider Method slides in the old presentation – the charts, datapoints and anecdotes. As a rhetorical technique, you are setting up the Snider Plan to be an answer to the Why “questions” you are posing in the previous columns.


�I might put this in the first position at the top of the column, if money is the most important reason to the audience; then security; then control.





