
Attorney instructions:

How to use your premium planning tool
access for Growth & Efficiency

Here's everything you need to get started today (~10 min. read)

Your subscription includes monthly access to unlimited planning tool accounts,
this guide to Growth & Efficiency, the three client-facing assets, and ongoing
support with your dedicated Account Executive: Alex Ericksen, alex@alfredta.com 
Our Premium Planning Tool is "TurboTax" meets end-of-life planning. It guides
consumers step-by-step through organizing and sharing over 20+ content areas of
important information (www.alfredta.com/plan-options) that their loved ones will
need access to after they're gone, ahead of time, thereby helping save these loved
ones months of time & thousands of dollars during that painful time after a loss.
In addition, our planning tool is beloved by estate attorneys everywhere thanks to
its unique ability to unlock new growth & efficiency opportunities within their firms.
Keep reading to start experiencing these results in your own firm today!

Part I: Using the tool to Grow 
your estate planning business:
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Offering a premium tool like this is a strong way to differentiate your practice
from competitors, resulting in clients choosing to go with your firm more often.
A better client experience increases client satisfaction, leading to more new
client referrals from word of mouth.
The plan sharing & review features create natural introduction and referral
opportunities to new potential clients, as well as more estate plan review &
settling opportunities with existing clients.
Upselling: Since a lot of high-net-worth clients are not overly price sensitive,
many attorneys price the planning tool right into the pricing of their estate plan
package, creating an immediate ROI on it. 

The planning tool can create growth within estate planning firms in 4 ways: 1)
differentiation; 2) a better client experience; 3) built-in features that create referral,
estate plan review, and estate settling business; and 4) upselling. Here's how:

1.

2.

3.

4.

page 1

Welcome! We're glad you're here. Here's a quick intro:

https://www.alfredta.com/plan-options


For example, if you included it in a client's estate plan for free, you could tell the
client that the executor/trustee/representative outlined in their estate plan also
gets a free account, and can ask for their info to introduce yourself and send it. 
You could offer office hours to help new clients get familiar with the tool, and
while you're at it you can set up review reminders with them for 2 years out.
Upsell example: Say your office pays $100/month for Alfred access (~2 licenses),
and does an average of 12 estate plans per month (~6 each * 2 attorneys).

Pricing it into half of your estate plans, at $299 each (retail price), instantly
creates $1,794 more revenue (an instant 1794% ROI, plus you can still use it
for the other growth opportunities mentioned above!) 

Some examples of this: 

How to use your premium planning tool access for Growth & Efficiency

Part II: Using the tool to create Efficiencies 
within your estate planning business:

Using the tool to help intake client info and prep legal docs helps reduce the
back-and-forth between you and the client that typically accompanies needing to
send and receive paper copies, needing to make revisions or changes to them
along the way, or from not being able to read the client's handwriting.
Similarly, incorporating the tool into your estate plan review process can save
time, as it sends the client a review reminder for you, and then lets the updated
information put in by the client flow through to you as they do it, in real-time.
Perhaps most importantly: the tool saves precious time, energy, and cost for
both you and the deceased client's loved ones during the painful time after they
pass, as their info will have already been organized and smoothly handed off.
Having all loved ones & professionals on the same page ahead of time like this
can also greatly serve to reduce time lost as a result of the family tension &
conflict that sometimes accompanies the loss of a loved one.

The planning tool also creates efficiency opportunities for your estate planning firm
in 4 ways: 1) through a smoother, more modern client intake and legal doc
preparation experience; 2) a smoother, more streamlined estate plan review
experience; and 3) during the affairs-settling process after a loss, by having their
affairs organized and shared ahead of time so that those involved with settling them
are on the same page and know where to start - which also (4) serves to reduce time
lost due to family conflict and tension during that painful time. Here's how:

1.

2.

3.

4.
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"Your estate plan package includes a premium digital transition-planning tool
account (or "digital vault," "digital transition plan"), where you can simply organize
and smoothly handoff ahead of time everything your loved ones are going to need
access to after you're gone. As a thank-you for being a valued client, we are pleased to
be able to also offer free accounts for 2 of your loved ones. Most clients like to share
these free accounts with their (executor, trustee, etc); are you ok if we do that? What is
the best way for me to contact them to send it to them, email or phone?" (then collect
the loved ones' contact info & reach out!)

Using the tool for intros to potential 2nd-generation clients:

Part III: Some example scripts you can use

"Your estate planning package includes a premium digital transition-planning
tool account (or "digital vault," "digital transition plan"), where you can upload,
organize, and smoothly handoff ahead of time everything your loved ones will need
access to after you're gone, so they won't have to search high and low for it all. I'd like
to take a few minutes to show it to you right now, and while we're at it we can also
use the review reminder feature to set a reminder for us to review your estate plan in 2
years. Sound good?"

Using the tool to set reminders for future estate plan reviews: 

"We're pleased to make you aware that your estate planning package includes a
premium digital transition-planning tool account (or "digital vault," "digital
transition plan"), where you can upload, organize, and smoothly handoff ahead of
time everything your loved ones are going to need access to after you're gone, so that
when the day comes that you are gone, they won't have to search high and low for it
all. As attorneys, we've seen plans like these save surviving loved ones precious time
and money during that painful time. Additionally, it also doubles as an effective tool
for us, with collecting and maintaining the information we need for your estate plan.
And we would like to use it with you for that, too. You have access to a computer,
correct? Will that work for us to have you get started with this online? (get a "yes" to
both). Great! These 3x documents included in your folder here (show them) recap
what it is, and walk you through how to access it and get started, and what to do
should you have any questions. It's very easy to use though. I think you'll love it!" 

Introducing the planning tool to a client for the first time (and
positioning it as both a Growth & Efficiency tool):



Copyright 2022 alfred transition assistant inc.
www.alfredta.com

alfred.
transition assistant

page 4

How to use your premium planning tool access for Growth & Efficiency

Part IV: Putting it together (& role play example)
A few last important tips for success!

Decide your objectives: Any tool is only as effective as the system it's used in;
and our planning tool is no different! For this reason we encourage you to
decide your objectives of using the tool ahead of time, so that you can smoothly
work it into your plans accordingly (rather than just winging it!). A lot of times
that looks like first deciding whether you'll use it for growth, efficiency, or both;
and then setting a goal of how many clients you'll be offering it to each month.
You can track your results as you go to see how they compare with this goal; and
your account executive will be eager to workshop this with you as well to help
optimize your results even further!
Make a free account for yourself and take a few minutes to get
familiarized: Take a few minutes to make a Pro plan account for yourself with
your primary work email, to explore the product (see link on pg 5). This will help
you get familiarized and see what it looks like - the user planning journey, the
content areas, the dashboard screens, etc. (many attorneys will complete one
for themselves, too!) This way you'll feel more confident talking about it, and
answering any questions for clients. Plus, your clients will be sharing their plans
with you - so getting your account created will cover that step early on so you'll
be familiarized and ready to start receiving their plans as they come in. 
Do a little role-playing: Now that your objectives are spelled out and you've
explored the tool, the last step is simply to practice your talking points a few
times! With help from the example scripts above and role play below, decide
which talking points feel most natural to you, and then practice it with a partner
or by yourself a few times. Our most successful attorneys practice regularly,
allowing themselves to stay sharp and continuously improve. Your Account
Executive will be happy to role play with you, or you can always ask a colleague
attorney. Try it and see - even a little practice goes a long way! 

Example role play: 
Setup: This is an example of how the end of a first appointment with a new or
potential client could go, where you've just met together for the first time, and
you've (attorney) shared your typical information about yourself and how you
operate, and have made notes about what the client wants, any special requests,
or other info about them. The role play will start at that point, of wrapping up the
appointment by mentioning the planning tool and getting them set to use it.
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Example role play:
Attorney: Well I think that about covers it! Thank you for sharing your goals and
questions with me, Mrs. Anderson. That really helps us start off on the right foot.
Mrs. A: You're welcome! It was great meeting you, I'm looking forward to this. 
Attorney: Me too! I wanted to also mention, that we're proud to let you know that
your estate planning package from our firm includes a free, premium digital
transition-planning tool account. It's a tool you can use to store, organize, and share
all the things that your loved ones are going to eventually need access to when the
day comes that you're not around - like for example, this new trust. It's really easy to
use and setup - you don't need to guess what to include, as it walks you through all
the relevant categories, step-by-step. It's basically just like filling out some digitized
forms that help neatly organize it all, and then at the end you can choose whom to
have it shared with. This way, like I mentioned, it'll save precious time and money so
your surviving loved ones won't have to be searching high and low for everything
during the painful transition time after you're gone.
Mrs. A: Oh wow, that's nice. That's interesting. Ok. Thanks!
Attorney: Yes! It's a nice tool we believe in and recommend. And one more reason
we like it, is actually because it doubles as an effective tool for us, when it comes to
collecting and maintaining your estate plan information. Because obviously there is
information we'll be collecting from you in order to make a quality estate plan. So this
helps with that too; and we'd like to use it with you for that purpose as well. Does that
work? You do have access to a computer, correct?
Mrs. A: Yes! I do have one at home. I'm pretty comfortable using it.
Attorney: Ok, wonderful! That's great. So you will take these three things with you
today as part of your package (show 3x client-facing assets), which review again what
the planning tool is, and then how to access it and get started going through it - and
what to do if you have any questions. And you can always ask me, too. You visit this
link here (show alfredta.com/begin) to get started. So I'll leave these with you (put
forms back in folder), and we'll plan on having you fill it out online and sharing it with
me before we meet again next week. Ok? Does that sound good? Any questions?
Mrs. A: Ok - yes, that sounds good! That should work. 
Attorney: Great! I'll watch my inbox for it, and we'll keep in touch. Thank you!

The link to access the planning tool product is alfredta.com/begin

https://www.alfredta.com/begin
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At this point now that you've met with the client, talked to them about the tool,
and shared the 3x client-facing assets with them (Planning tool overview doc,
welcome postcard, and Estate Planning Questionnaire), they are ready to get
started filling out their information in the planning tool and sharing it with you. 
When a client shares their plan with you you will get an email notification from
AlfredTA indicating that a plan was shared with you. You can log into your own plan
(the one you setup with your primary work email, as that is the email address
they're instructed to share their plans to), and it will be listed on the righthand side
of your dashboard under the "Plans Shared with Me" section. Click "view," and then
you'll be able to see their information and can begin building their estate plan. 
You may encounter clients who decide they'd rather not use the planning
tool. If this happens, we leave it up to you to decide whether you will still press
them to use it or not. We understand some people are still not familiar enough to
comfortably use technology, and there are those who will always prefer older ways
of doing things. What we do recommend is, again, having a plan - so that if
someone pushes back saying they don't want to use it, you are prepared to either
dig deeper to find out why, or to offer them other options. As their attorney, your
clients look up to you and trust you and your expertise; and so there will likely be
some who are hesitant, but that will still use it if you recommend that they do. In
these situations we encourage you to confidently recommend that they use it.
Good luck! We're excited to work with you, and for you and your clients to begin
experiencing the positive results the planning tool has to offer. Be sure to join one
of our New Client Orientation meetings (30min each Tues or Wed at 3pm MST on
zoom), and keep in touch with your Account Executive as you go. In the following
appendices we've included a few optional resources that may also be helpful.

Appendix 1: FAQ's you may hear & 
recommended attorney responses
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Conclusion

Q: "Do I have to use it?"  
A: "We don't require you to use the planning tool. However, because of how
helpful it will be to your loved ones with navigating the difficult transition after
you're gone, and also because of how helpful it is to us is with preparing and
maintaining your estate plan information, we strongly encourage you to use it."

https://byu.zoom.us/j/7539300409
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Q: "Is it safe to use? How do I know my information is safe online?"
A: "It is. The planning tool is secured by the same level of enhanced security that
the US Government and Financial Institutions across the country use. You can set
up 2-factor authentication as an additional layer of security as well if you'd like -
which we recommend. And you can learn more about what's behind the scenes
keeping your information safe at the FAQ link on your welcome postcard."
Q: "Can anyone else access my information once I fill it out?"
A: "No. No one can see your plan or it's content, other than the people you
explicitly authorized when you shared your plan using the "share" feature."
Q: "Can someone help me fill this out?" 
A: "Yes! I offer office hours (mention when) that you are welcome to join. Also, the
company has a complete video series they've put together that walks you through
how to fill out each section of the plan. If that doesn't work, we could arrange for
someone from the company to help you with it as well."
Q: "Can I get one of these plans for someone else? Or can I make one for
someone else?" 
A: "Yes - to both. We are happy to provide plans for a few loved ones, to help
facilitate family communication and information sharing. I would be glad to reach
out to them to send it to them along with the instructions and an intro to myself,
so that I could help them if they have any questions about that or estate planning.
Also - you are able to make a plan for someone else within the planning tool, if
you'd like do that." 
Q: "When I pass away, how will my loved ones be given access to my plan?" 
A: "Great question. When you made your plan and shared it with myself and with
any of your loved ones, we all were notified about its existence by email and sent
detailed instructions about what it is and what to do with it - regardless of whether
you chose to share it as "viewable now" or "viewable upon my passing." But for
anyone that you shared it with as "viewable upon my passing," to get access to
your plan they will have one extra step of logging in and reporting your passing and
uploading a copy of the Death Certificate. Then they'll be able to."

A few talking points about security: It may be helpful to have a few talking
points about security memorized, as clients may ask about this. Our planning tool
is hosted in the cloud by Amazon Web Services, the most secure cloud platform
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Appendix 2: Using the tool successfully for estate
plan reviews & estate settling after a loss
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on the planet, trusted by the US Government, Financial Institutions, and more. It
utilizes 256-bit AES encryption for all data end-to-end. Additionally, the planning
tool features optional 2-factor authentication that we encourage planners to set
up, as well as an auto-timeout feature for any planning session left idle for longer
than 15 minutes. 
Always follow best practices: don't save your login information on a public
computer; don't share your login info with anyone; log out and close your browser
window after you're done using the planning tool. More at alfredta.com/faq

Clients are able to update their information within the planning tool at
any time. For this reason, attorneys like to use the tool to aid with estate plan
reviews as well. When a planner finished their plan the first time around, they
would have set a review reminder for either 1, 2, 3, or 4 years out. As their
attorney, you are welcome to ask them to set it according to your typical review
schedule, and that way it will automatically remind them after that time has passed.
When conducting the actual estate plan review, you may open up the tool together
with them and fill out together the sections that need to be updated; or you may
also just ask them to get back into it and click through each section themselves,
updating any information that has changed. As they click "save & continue" within
each section, their plan will update immediately and you will be able to see the
updated changes reflected on your side as well. As you use the tool to assist you
with your estate plan reviews, let us know how we can make it better! 
Using the tool to help settle affairs after a loss: Our planning tool was built
after hundreds of conversations and hours of research with people and
institutions who had firsthand experience with loss. Consequently, each content
area within the planning tool has utility when it comes to helping people pick up
the pieces and more smoothly settle everything after a loved one has passed.
When that time comes, you can work together with the surviving loved ones going
through each section of the plan, or can offer to do it more on your own. Either
way, we encourage you to use the tool as a means to get introduced to the friends
and family of your clients early on, so that when the day comes that it's needed,
they remember you and it can be a smoother experience for everyone involved.



             Take 30 min to read the Guide, make my account & explore product.
             Target: within first 2 weeks || Date: __________________

             1st training with Account Exec (45 min); setup recurring meeting.
             Target: within first 2 weeks ||  Date: __________________

                       -Set my objective(s) and goals with Account Executive. 
                       Target: within first 2 weeks || Date: __________________             

                       -Role play my use cases with Account Executive. 
                       Target: within first 2 weeks || Date: __________________

                       -Set date to start presenting planning tool in client meetings.
                       Target: within first 2 weeks || Date: __________________

             Monthly Key Performance Indicator targets:
             Present the planning tool in 50% of my new client meetings. 
                 Meetings held: _____________ Meetings presented: _____________
             Use planning tool to intake information for 1x of my new clients.
                 Date: __________________
             Use tool to generate 2x new potential 2nd-gen client introductions.
                 Dates: __________________  &  _________________
             Include tool as an upsell priced into 3x estate plan packages.
                 Dates: ________________ & _______________ & ________________

Your success is our success!

Customer Success: Starting Checklist
We want you to succeed! These are the things that lead to that, that we
can help you accomplish. The sooner you do, the better your results!

My Checklist:

We've seen the most success when clients accomplish these. Let's work
together to help you get up to speed and experiencing results!
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