What to Do Now to Put Your
“Bank On Yourself Prospect and Client

‘Done-For-You’ Direct Mail Contact Program”
iIn High Gear

Section 1: How to Set up Your Send Out Cards Antou

If you have an assistant, these step-by-step instructions will be all herwesteeto set up
your account for you. Having set up your account, it will be easier for him oo haihtain
it on an ongoing basis.

1. Go tosendoutcards.com/BankOnYoursédbu’ll know you're on the right page if you
see Pamela Yellen’s picture. (link is case sensitive)

* You must join Send Out Cards using the link above, to waive the $25.00 per
month Bank On Yourself campaignfee

* You may use a different Send Out Cards account, and you will be charged the

$25.00 per month campaign fee to participate in the Bank On Yourself campaign.

2. On this Send Out Cards page, click “Join” in the upper right corner, fill in the
form and click “save”.

3. Next click “Continue” on the welcome page to take you to the subscription page.

4. Here you can select your subscription plan. We recommend the $97 Monthly
subscription. Thi®remium plan is the best value for Bank On Yourself Authorized
Advisors. Each full-color personalized campaign postcard you send wijusbs
$1.75 which includes postage. This plan also gives you the ability to do group
sends, gives you a 30% discount on gift purchases, and includes premium storage.

5. The next few pop up pages will be address and payment information forms to finish the

sign up process.

As you consider which plan is right for you, think beyond your Bank On Yourself clients
and prospects! You may want to use Send Out Cards for personal card and gift sending as

well, because it is so convenient and cost-effective. (Where else can yde perfect
birthday card for your Aunt Bertha for less than $1.80?) There are thousands upon
thousands of beautiful cards available for all occasions, and they can be perdanittize
handwritten messages, pictures, and so foidh.may find your spouse wants to use Send
Out Cards, aswell!

That's it! You're now enrolled in the program. The next section will show you howvil to te
Send Out Cards who your prospects and clients are, so they can benefit frdaidPame
Done-For-You monthly marketing messages.
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Section 2: How to Easily Import Your Prospects &hents into
Your Send Out Cards Account

Part of the power of Send Out Cards is the ability to send a personalized postcard or
greeting card to an entire group of contacts at one time. Unless you ady ainea
experienced Send Out Cards user, your first step to import your prospects @isdschie
set up two spreadsheet®rospects and “Clients.” (You could name your listsLife
Insurance Leads and “All My Existing Customers,” but why not keep it simple?)

Later you may add other groups, such as family, colleagues, friends, andhsBuibll
you need in order to participate in the Bank On Yourself campaign is just twcliststs

and Prospects.

Follow these simple steps to set up your import lists, or you can watch the twithial
SOC athttps://www.sendoutcards.com/resources/tutorials/

1. Using the Send Out Cards “Import Contacts” system, you will be able td getia
prospects and clients into Send Out Cards without having to type each name and
contact informationif you have your contactsin an Excel spreadsheet. If you have
them in another contact manager, export them from that contact manager, and import
them into Excel. It's easiest to import your clients if you have two aepar
spreadsheets, one for prospects and one for clients

» Each spreadsheet should have separate columns containing the gpllowin
information:

First name

Last name

Spouse first name

Street address

City

State

ZIP or postal code

Group (you will specify “Prospect” or “Client” in this column)

O OO O0OO0OO0OOoOOo
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* The following columns areptional. If you have the information, by all means
import it. Send Out Cards can make use of it later for follow-ugstydin-touch
contacts such as birthdays and anniversaries:

Company name

Home phone

Work phone

Cell phone

Fax number

Other phone

Web address

Client’s birthday

Spouse’s birthday (ifapplicable)

Anniversary (Decide if you want to use this field f&olicy
Anniversary” or for “Wedding Anniversary.” There’s onlyne
“anniversary” field, and you’ll need to be consistent)

OO0OO0OO0OO0OO0OO0ODO0OO0OOo

2. Save a copy of this file for your own records and then you will also need to saweascop
a text (tab delimited) (*.txt) or (CSV) file for importing. (This is the onlg format that
SOC will be able to read.)

Excel Workbook {*xls)
Excel Macro-Enabled Workbook (* xlsm)
s Excel Binary Workbook (* xisb)
= S pe J Excel 97-2003 Workbook (*:ds)
I XML Data (*aml)

AIEIER ) » comisingie Fie Web Page (*mht~mbtmi)

Web Page (*“htm;*.html)

5 Organice ™ NeVE,cof Tomplate (*xit)
Excel Macro-Enabled Template (*itm)
" = 5 Microsoft Excel Eycel 97-2003 Template (*dt) Fmatting = .
[Text (Tab delimited 0) . ___________§ [
Faries Unicode Text (*.bxt] 1l
XML Spreadsheet 2003 (*xmi) fl
| % Downloads oot Excel 5.0/95 Warkbook (“d5) ]
=5 Recent Places oy (Comma delimit
B Desktop on
Text
B Desktop CSV (Macintosh) (*.csv)
§ Libraries CSV (MS-DOS) (*csv)

| % Documents  DIF (Data Interchange Format) (*.dif)
| SYLK {Symbelic Link) (*.slk) Il

Excel Add-In (* xlam) :

File namme: ¢, .ol 97-2003 Add-In (*.dla)

Save Thumbnail

= Hide Folders Tooks v | Swe || Concel

3. Once your lists are prepared, if you're not already logged in to Send Out Carals, go t
www.SendOutCards.conand log in (upper right corner) with the username and password
you created earlier.
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4. On the Send Out Cards main page, click Relationships on the left side of time Sbise
is where you will be importing your lists.

5. On the right side of the page, click the three dots to open a menu and then click on
“Import:

View Groups

Delete

Import ‘

Add to group
Share

’-— Export as CSV

6. Drag and drop your prepared .txt file into the space provided

. Select File
Account

Use a CSV or tab-delimited file to import your contacts. We will attempt to auto-match your column header names. You will be able

to match and verify the column headers on the next step. Use one of these date formats (MM/DD or YYYY/MM/DD, MM-DD or
YYYY-MM-DD)

Download a sample file here
Campaigns

Drop files here to upload
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7. The next screen will show you a preview of your imported list and give you aet@n
match the headers of your columns to those in SOC. Simply click the down arrow next t
each section to match each heading to the correct one in SOC.

A Select File Preview File & Map Headers
We attempt to auto-map your headers to match required fields. Please verify and adjust these mappings manually, if necessary.
Relationships
Match Our Headers to Yours Data Preview
First Name FirstName LastName City State Postal Code Group
Campaigns First Name Last Name City Stete  Zip Group
[askNatie Kenneth Kutler Leonard M 48367 testSK
Ernest Wilson Bastrop X 78602 testSK
Catalog Company Name Terrence  Cernech  Springfield MO 65810 testSK
Robert Talent Live Oak FL 32060 testSK
Email Jon Cohen Simi Valley CA 9309 testSK
Karen Lineberry ~ Salem VA 2453 testSK
o Mark Miles Signal Mountain TN 37377 testSK
Alex Rivas Vacaville CA 95687 testSK

8. Once you have your columns matched, click next to review and th&aniciport.
Follow the above steps for each of your lists.

9. When you're finished, we also recommend that you add your own name and addressto
your contact list. Add yourself taoth your Prospects and Clients groups, so you will
receive a copy of every postcard you mail.

That's it! You have successfully added contacts into your SOC account.

*In order to see your contacts or groups, you can click Relationships again auidethieree
dots to choose either View Groups or View Contacts.
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Section 3: HowCampaigns Work

When you use Send Out Cards to send a carg@jtoup, that’'s called &ampaign. You
could use a card you design yourself, but since you're now a memberBéattkeOn
Yourself Prospect and Client ‘Done-For-You’ Direct Mail Contact Rogram, you'll use
the cards that we design for you. Each month, there are two campaigns, [gnosgests
and one foclients.

Understanding how campaigns work is key to using your Send Out Cards account
effectively. To see your campaigns, click the “Campaigns” button on thedeftrenu.
NOTE: Send Out Cards has help buttons on all pages which offer tips and or theability t

chat with a SOC representative.

Remember, we have already created your postéargsu. Each month you will receive an
email from Bank On Yourself, telling you that the campaigns for that moatieady. These
campaigns will be located in the “My Campaigns” tab.

Below, you'll be able to see a sample of what the cards look like, jushlg&edample from
May 2015 (a card with two sides for your prospects, and a card with two sides foligmaiist

1. Notice that you must personalize each card, every month. Afterymmur assistant has
personalized the monthly campaigns once or twice, it will probably take lesswhan fi
minutes per month.

2. Note that you should make no changes to the address-side of the card! On the address
side of the postcard where it says "Hi First Name," Send Out Cardsutaithatically
insert the first name of the contact that the card is being sent to, datbwiinsert
your return address and your client’'saddress.

3. On the other side of the card, you'll need to personalize the card by adding your
photo and your first and last name, company name, phone number, and email address
where indicated. We show you below where the personalization goes. Notethat t
gray rectangle is foyour picture.
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Long-Term Investors Averaged Only
3.79% Per Year... For the Last 30 Yeagg!

Yup - it's a fact Investors in equity mii
a 3,704 par year return over the last

one-third the return of the S&F 500
(Bowroe 015 DALBAR Quantitative Analysis of vesior Bahayior]

Firstname Lasiname
Company Name
Bank On Yoursell
Authorized Advisor

Investors in other types of mutual fun:

Aszet allocation fund invastors got ON|

fixed-income furd Investors got less than 1% per year -
significantly lass than the inflation rate.

‘Which makes it claar that you're only fooling yourself if vou believe you are

growing REAL wealth in the Wall Steaet Casino,

Ready to grow your money safely predictably every | Jgle year? Find out haw
bin your nest-2gg could grow - gl e - if you add nke On Yourself o your
financial plan, Contact me at - or youremal@yourdomain com TODAY

for a free Analysis!

113 e 10 bk P

Hi First Name,

What would you conssder a MINIMUM
acceptable annual returm to make you willing to
stomach the nerve-wracking risk and volatility
of investing In stocks and mutual funds?

A% per yaar? 77 Maybe even 10%7

Most pecple 'va talked to say thay wouldn't do
it for less than a 5% annual return. Would you?

If your answer is "no,” and you have money in
stocks or mutual funds, you'll be shocked when
yaul turn this card over to learn the results of a
Just-released study

Retum Address will

Print Here
i
i
|
i
Reeipient A '] I i i
Pariferm. s wi E_! E
[

May 2015 - Prospect

Long-Term Investors Averaged Only
3.79% Per Year... For the Last 30 Years!

Yup - it's a facl, Investors in equity mu

2-3:79% per year return over the last thi

one-third the retumn of the S&P 500

(Souree 2014 DALBAR Cuantistive Analysis of Muastar Bhavion

Investors n other types of mutual fund: Firstname Lastname

Asset allacation fund investars got DN Crunpary e

fixad-income fund investars got less tham 1T - Bl Ory ocitanh
Authorized Advisor

significantly less than the inflation rate,

‘You have to wonder if that's warth the raller coaster ups and downs and sleepless
nights. Remember the story about the tortoise and the hare? The forioise (slow
and steady) ahways wins the race.

I you uestions about yd §Bank On Yourself plan, a change in your financial
situation] Phoy loans.. or youl Bnt to see how adding to your Bank On Yourself
portfol help you reach of your financial goals and dreams; contact me

at poi-gi-ose of youremail@yourdomain.com today!
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Hi First Namae,

What would you consider a MINIMUM
scceptable annual return to make you willing to
stomach the nerve-wracking risk and valatlity
of investing in stooks and mutual funds?

&% per yaar? T4? Maybe even 1087

Mest people 've tatked to say they wouldn't do

itfor less than & 5% annual raturn. Would you?

If your answer |5 "na.” and you have monay in
stocks or mutual funds, yeu'll be shocked when
you turn this card over to learn the results of a
Jjust-released study..

=

Retum Adchess wi
Print Here

Racipiert Address will
Print Here:

May 2015 - Client

4. To learn about getting your picture into Send Out Cards, follow the “tips”
available (if you turned them on in the help button) or you can chat with a

representative.

Any time you have questions about the Send Out Cards program, your best resbierchas t

function available on the Send Out Cards website.

If you have questions about the Bank On Yourself side of the program, contact the Bank On

Yourself tech guru, Lindsey Focht,latdseyfocht3@gmail.conrOr contact Stephanie

Kronlein atstephanipmi@gmail.com.

Put Your “Bank On Yourself Prospect and Client
‘Done-For-You’ Direct Mail Contact Program”
in High Gear



