MONTGOMERY

“We’re Always Planning For Tomorrow.” Date of Completion;
PERSONAL FINANCIAL PLANNING QUESTIONNAIRE
CLIENT NAME (1): CLIENT NAME (2):
Home Address: Home Address:
City, State, Zip: City, State, Zip:
Home Phone: Home Phone:
Work Phone: Work Phone:
Fax: (Home or Work) Fax: (Home or Work)
E-mail: E-mail:
Social Security #: Only:equited fo-open accaunts Social Security #: Only required to open accounts
Birthdate: Birthdate:
Primary Contact During By EMAIL PHONE
Business Hours (Circle One)

Please check the type of advice you seek.

[[] Cash Flow / Spending Analysis Additional Comments

] Review Current Investments

[] Asset Allocation & Investment
Recommendations

[] Retirement Capital Needs Analysis

[] Insurance Review

[] College Funding

[] Estate Plan Review

] Income Tax planning

] Cther:

F amiLY MEMBERS (Please list children and all other dependants.)

Name Relationship Birth Dependent Resides? (City & State)
/ / Y N
/ / Y N
/ / Y N
/ / Y N
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Client Employer (1):

Title/Job:
Number of years with this
employer?

Anticipated employment changes?
When do you plan to retire?
Salary:

Self Employment Income:
Bonus/Commissions:

Other Earned Income:

Pension , Social Security

TOTAL (Current Yr) =

Who prepares your tax return?

Please answer the following questions to help determine your Risk Tolerance.

[] Paid Preparer

Client Employer (2):

Title/Job:
Number of years with this
employer?

Anticipated employment changes?
When do you plan to retire?
Salary:

Self Employment Income:
Bonus/Commissions:

Other Earned Income:

Pension , Social Security

TOTAL (Current Yr) =

Name
Address
Phone () -
Fax () 5

Client1:
A, How important is capital preservation?
Not At All Moderately Important Very Important
01 02 s Oe 07 O
B. How important is growth?
Nat At All Moderately Important Very Important
01 02 0s 04 Os Os a7 0s 0o
How important is low volatility? gnvestments won't go down, or up, dramatically)
Not At All Moderately Important Very Important
B 012 s L4 Os Os 07 s 09
How important is inflation protection?
Nat At All Moderately Important Very Important
01 02 s 4 s Os 07 s 0o

How im po rtant is current cash flow? (Do you need your investments to produce significant income for today’s expenses?)
Not At All Moderately Important Very Important
01 02 0s 04 Os Os a7 s Oy

How much risk are you willing to take to achieve a higher return?
None at All A Moderate Amount A Lot
01 02 0s 04 Os Os a7 0s 0o
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Risk Tolerance - Client 2:
A. How important is capital preservation?

Not At All Moderately Important Very Important
1 2 s 4 Os Os a7 8 Oo9

B. How important is growth?

Not At Alf Moderately Important Very Important
01 2 s 4 Os Os 07 Os O

C. How important is low VO|E1ti|ity',> {Investments won’t go down, or up, dramatically)

Not At Alf Moderately Important Very Important
01 O2 Os 4 Os Os a7 Os Oy

D. How important is inflation protection?

Not At Alf Moderately Important Very Important
Ot 02 Os 04 Os Os a7 Os O

E. How impo rtant is current cash flow? (Do you need your investments to produce significant income for today’s expenses?)

Not At All Moderately Important Very Important
01 02 Os 04 Os Oes a7 Os O

F. How much risk are you willing to take to achieve a higher return?
None at All A Moderate Amount A Lot
Ot 02 Os 04 Os Os 07 Os O

Yr. Done State

Wills Y N
Do you have estate planning documents? Living Trust -,
When and in what state were they drafted? ving Trusts

Power of Attorney Y N

Living Will Y N
INSURANCE Client (1) Client (2)
Coverage/Cost Group Individual Coverage/Cost Group Individual

Health |:| |:] |:| |:|
Disability [] [] [] []
Life — Term [] [] [] []
Life — Whole Life |:| |:| |:| |:|
Homeowners [] [] [] []
Auto O O O O]
Auto O O O O
Umbrella Liability [] [] [] []
Professional Liability [] [] [] []
Long Term Care [] [] [] []

Have you ever been turned down for Insurance? |:| Yes |:| No |:| Yes |:| No

Will employer provide Health Ins. in retirement? I:] Yes |:| No I:] Yes D No
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CURRENT CONTRIBUTIONS TO SAVINGS

CLIENT 1 CLIENT 2
Current Savings How Current Savings How
Balance Rate Often? Balance Rate Often?

401k 403b 457 Plans

State Retirement

Company Paid plan

Deferred Comp plan

Roth IRA

Traditional IRA

College Savings

Other Savings

Does Employer Match contributions? Client1 [ JYes [INo IfYes: [Cashor [JStock What%

Client2 [ J[yes []No |IfYes: [Cashor [ |Stock What%
Do you currently have stock options?  Client1 [ ] Yes [] No
Client2 [] Yes [J] No Please attach details

ASSETS

Attach a copy of your most current brokerage, mutual fund and retirement statements.

Bank Accounts

Bank Name Checking [C]. Savings [S]. or Money [MM)] Ownership Avg. Balance
$
CD’s
Bank Name Interest Rate Maturity Date Ownership Approx. Value
% $
% $
% $

Please list below the value of other investment assets not appearing on the list above or the statements provided:

Rental or Investment Property

Business investments

Loans to Friends or Relatives, Other
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PERSONAL PROPERTY

Estimated Value

Residence — Owned Since:
Second Home — Owned Since:

Furnishings (Liquidation Value)

Vehicle
Vehicle
Other
LIABILITIES
Average
Credit Cards Interest Rate* Monthly Payment Current Balance
% $ $
% $ $
% 3 $
% $ $
If not paid in fulf each month
Debts Term Interest Payment Current Original
Rate Balance Balance
Type Debt Lender % 3 3
1 Mortgage
Home Equity % $ $
% 3 3
% $ 3

Have you received a copy of your credit report recently? [] Yes ] No

Have you ever declared bankruptcy? [] Yes [ No

Most of the following items will be heeded should you engage MFG’s services. While they aren’t
required for the Get Acquainted appointment, it will save time to bring them with you.

Prior Year Tax Return Paycheck Stubs

Brokerage Account Statements Mutual Fund Account Statements
Trust Account Statements Employee Benefits Booklet
Retirement Plan Account Statements Legal Documents

Loan Documents Insurance Policies

Social Security Benefit Statements

Please bring this completed form with you to our Get Acquainted Meeting.

Herb Montgomery, CFP®

The Montgomery Financial Group
195 Route 6A, Suite 6, Orleans, MA 02653-3240
508-240-1151 * 800-716-3121 ¢ Fax: 508-240-1447

herb.montgomeryfinancial@verizon.net
www.themontgomeryfinancialgroup.com




