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Important Company Information

This event is for sales representative education only. The opinions expressed in this
webinar reflects those of Kathleen M. Rehl, Ph.D., CFP® and do not necessarily represent
the view of Protective Life Insurance Company. Kathleen M. Rehl is a paid third-party
consultant and is not employed by Protective Life.

The content of this seminar is meant to be general information on the subject of widowhood
and grieving, and should not be considered legal or tax advice by consumers. For
information about Protective Life and its products and services, visit www.protective.com.

Neither Protective Life nor its representatives offer legal or tax advice. Consumers should
consult with their legal or tax adviser regarding their individual situations before making any
tax-related decisions.

Protective and Protective Life refer to Protective Life Insurance Company (PLICO) and its
affiliates, including Protective Life & Annuity Insurance Company (PLAICO). Both companies
located in Birmingham, AL.
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About Kathleen M.
Rehl, Ph.D., CFP®

Dr. Rehl is the award-winning author of Moving Forward on
Your Own: A Financial Guidebook for Widows. A widow
herself, Dr. Rehl is frequently invited to speak about widows
and their financial issues to professional advisors and
women’s groups. Her work has been featured in The New
York Times, The Wall Street Journal, AARP Bulletin, U.S.
News & World Report and many other publications.

The U.S. Army also uses her

guidebook in  their  Survivor ’// :
Outreach Services centers CMOVlng
worldwide. As a certified financial = | BEorward
planner and registered investment Hler”
advisor, Dr. Rehl had her own 1 &
independent financial planning firm g | il
for 17 years. She closed that 8 7 W Widows
business at the end of 2013 to give RN
more time for speaking, writing : ‘

and teaching aCtiVities. KATHLEEN M, REHI,PRD. CFP
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Our Focus Today. . .

» Shocking statistics

» Grief, emotions and cognitive
disconnect sabotage her thinking

» Three stages of widowhood

» Advice for new widows—nhelp
them avoid money pitfalls;
financial steps

» Recommendations for advisors

» Attracting and serving widowed
clients
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The Shocking Statistics!

TRUE OR FALSE: There will soon be 12 million widows in the U.S.1,
with nearing 1 million added each year?.

The mean age a wife becomes a widow is (select one) 59, 65, or 713?

Half of women over age 65 live _more years after their husband dies*.

TRUE OR FALSE: 70% of Baby Boomer wives will outlive their husbands?®;
80% of women will be single at death®.

On average, only % of widows aged 55-64 remarry; by age 65, only % remarry;
conversely a widower typically remarries within two or three years of his wife’s death®.

TRUE OR FALSE: Widowed female seniors outnumber widowed males by more than 4 to 1 7.

TRUE OR FALSE: Widows feel less secure about financial matters after the death of their spouse.
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of widows fire

the couple’s
advisor after their
spouse dies.

Spectrem Group. Study of Wealthy Women Investors. June 2011 (As reported in Pershing
Practice Point white paper, “Serving Women Investors was Once Considered a Boutique
Business. Today, It is Imperative for Success”)
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of inherited
$41+ trillion
will go to
women

Spectrem Group. Study of Wealthy Women Investors. June 2011 (As reported in Pershing
Practice Point white paper, “Serving Women Investors was Once Considered a Boutique
Business. Today, It is Imperative for Success”)
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Stress and Her Brain

NEOCORTEX
THE REASON

LIMBIC SYSTEM
EMOTIONS

REPTILIAN COPLEX
INSTINCTS
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Where she’s
at and what
she needs
from you
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Transition from Widow to Independent Woman®

Taking care of me Taking care of business Taking care of more
1. GRIEF-Numb 3. GRACE-Transformation

Financial Triage General Planning Advanced Planning
Need to be heard and understood Cognitive functions normalized New life evolves
» Highly vulnerable time » “Financial Steps” done » Repurposing; independence
» NO big irrevocable decisions » Basic estate planning, » Advanced estate and charitable
» Focus on immediate needs, settle investments & taxes planning

estate, cash flow & asset review, » Pre or post-retirement issues & » Special family issues

file for benefits house decisions

» Legacy Lifeprint™
Sharing stories, values & aspirations
for future generations

—r

FEEL FINANCIALLY SECURE -

Kathleen M. Rehl, Ph.D., CFP®, Author of Moving Forward on Your Own: A Financial Guidebook for Widows
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Advice for New Widows
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“The future belongs to those

who believe it their dreams.

~Eleanor Roosevelt
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Recommendations

o Listen more, talk less

Be her new “thinking partner”
e Encourage taking time with decisions

@ Help her feel secure and safe

Assist with overwhelming activities

@ Show compassion and care
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NOW LATER

IMPORTANT

ESSENTIAL POSTPONED
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COMMUNICATION

EFFICIENCY
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How to
Attract
and
Serve

B \Widows
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Workshops for Widows,
Wives and Friends
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TASTING
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Bottom Line
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that in 2011 the median age of widowhood was 55.4 for a first marriage
second marriages. Financial planner's own experience helps her

guide widows in money matters

By Susan Taylor Martin, Times Senior Comespondent
In Print: Sunday, September 25, 2011
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7 Tools

Emphasize You Care, Understand and are

Highly Skilled in Working with Widows

1. Working Effectively with Widows: Understanding grief and
emotions of women in transition

2. Impactful empathy — what to say and when to say it
3. Three Stages of Widowhood—one page overview

4. Moving Forward on Your Own: A Financial Guidebook for
Widows—thoughtful gift for your newly widowed client or

prospect
Quick 5. Educational seminar for widows, wives and friends—clients and
Start prospects; plus a planning Guidebook for your event
Toolkit 6. Worksheets for client meetings
s 7. Articles for your website, blog or social media sites
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She has loved.
She has lost.

But she can
move forward
on her own
with your help.
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CMoving Forward
¥ on Your ( Avn

Philanthropy Fund

“We make a living
by what we get.
We make a life by
what we give.”
-Winston Churchill
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THANK YOU!
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Kathleen@KathleenRehl.com C OLLABORATION S
www.KathleenRehl.com
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Q&A

Learn more about the Working g/ - 'Q’Zg
With Widows Program: W
Www.myprotective.com/widows COLLABORATIONS

or contact your Protective Life
Representative




