Your
Information

Private and Confidential

Client One:

Client Two:

Planner:
Date Completed:

My advice is based on the information contained within this document. If any details are incorrect, please let me know as this may
impact on the suitability of the advice.



Basic Details

Client One

Client Two

Title

First Name

Surname

Date of Birth

Place Of Birth

Mothers Maiden Name

Age

Gender

Marital Status

National Insurance No.

Are you currently in good health? If No, please
provide details in notes section

Employment Status

Occupation

Employer

What is your intended final retirement age?

UK Domicile?

UK Residency?

Do you have any financial dependants?

Family And Dependants

Full Name DOB

Age

Relationship

Dependant Of

ID Verification

Client One

Client Two

Original Driving Licence Seen

Driving Licence Ref

Microfiche Issue Date

Microfiche number

Original Passport Seen

Country of Origin

Passport ref

Passport Expiry Date

Electricity Bill Ref

Home Visit

Premises Entered

Mortgage Statement Seen

Council Tax Bill Seen

Utilities Bill Seen

Inland Revenue Tax Notification
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Address

Client One

Client Two

Address Line 1

Address Line 2

Address Line 3

Address Line 4

City / Town

County

Country

Postcode

Address Type

Address Status

From Date

Contact Details

Name

Tel/Email/Fax/Other

Detail

Preferred Contact

Client One

Client Two

mail

Please do not send me marketing information by

O

O

purposes

Please do not contact me by phone for marketing

e-mail

Please do not send me marketing information by

telephone or email

Please do not send me marketing information by
SMS text, picture messaging or by any other
personal means of contact apart from mail,

O O O

O O O
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Advice Areas

Date of first interview

Anybody else present at the interview?

If Yes, please provide details

Do you currently have any unprotected liabilities?

Is there anybody who would suffer financially in the event of
your early demise or serious illness?

Do you wish to receive advice in this area?

Are you purchasing a property?

Are you remortgaging a property?

Are you interested in using your property to produce capital
income?

Do you wish to receive advice in this area?

Do you currently have any pension provision for your retirement?

Are you confident that this will provide you with the income you
desire in retirement?

Do you wish to receive advice in this area?

Do you currently make regular savings?

Do you currently have any cash deposits that you don't need to
access in the short term?

Do you wish to receive advice in this area?

Do you have a valid Will?

Is it up-to-date?

Do you wish to receive advice in this area?

Notes

Professional Contacts

Page 4



Risk Profile

Compared to others, how do you rate your willingness to take
financial risks?

D Extremely low risk taker
[[] Very low risk taker

[[] Low risk taker

[[] Average risk taker

[] High risk taker

[] Very high risk taker

[[] Extremely high risk taker

How easily do you adapt when things go wrong financially?

[] Very uneasily
[[] Ssomewhat uneasily
[] somewhat easily

[] very easily

When you think of the word 'risk’ in a financial context, which
of the following words come to mind first?

[] Thrilt
[] opportunity
[] uncertainty

[] panger

4 |Have you ever invested a large sum in a risky investment |:] Yes, very frequently
mainly for the thrill of seeing whether it went up or down in D Yes, somewhat frequently
value? [] Yes, somewnhat rarely
[] Yes, very rarely
[] No, never
5 |If you had to choose between greater job security with a small D Definitely more job security with a small pay rise
pay rise or less job security wit a big pay rise, which would | ™] probably more job security with a small pay rise
you pick? [[] Not sure
D Probably less job security with a big pay rise
|:] Definitely less job security with a big pay rise
6 |When faced with a major financial decision, are you more D Always the possible gains
concerned about the possible losses or the possible gains? E] Usually the possible gains
D Usually the possible losses
|:] Always the possible losses
7 |How do you usually feel about major financial decisions, after D Very Pessimistic
you have made them? [[] somewhat pessimistic
[[] somewhat optimistic
[] Very optimistic
8 |Ilmagine you were in a job where you could choose to be paid a D All salary
salary, a commission or a mix of both - which would you E] Mainly salary
choose? D Equal mix of salary and commission
[[] Mainly commission
[] Al commission
9 |What degree of risk have you taken with your financial |:] Very small
decisions in the past? D Small
[] Medium
[] Large
[] Very large
10 |What degree of risk are you currently prepared to take with D Very large
your financial decisions? D Large
D Medium
[] smatl
[] Very small
11 |Have you ever borrowed money to make an investment (other |:] No
than your home)? D Yes
12 |How much confidence do you have to make good financial |:] None

decisions?

[JAtittle

|:] A reasonable amount
|:] A great deal
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[[] Complete

13 | The value of investments can fluctuate, especially over the D More than 50%
§hort-term. By how much could the total va}ue of your E] Up to 50%
investments go down before you would begin to feel D Up to 40%
uncomfortable?
[] up to 30%
[] up to 20%
[] up to 10%
D Any fall would make me feel uncomfortable
14 |lIs it more important to you that the cash value of your |:] Much more important that the cash value does not fall
investment is maintained or that the investment keeps pace D Somewhat more important that the money value does not
with inflation over the longer term? fall
Somewhat more important that the purchasing power is
maintained
D Much more important that the purchasing power is
maintained
15 |In recent years, how have your views on investment risk |:] Always towards higher risk
changed? [[] Mostly towards higher risk
D No change or changes with no clear direction
|:] Mostly towards lower risk
D Always towards lower risk
16 |How long are these funds to be invested for? |:] Less than 3 years
[[] 3 to5 years
[] 5to 10 years
[] 10 years plus
[] 20 years plus
[] 30 years plus
17 |What is the likelyhood of you requiring access to the invested |:] No access at all required for at least 10 years
money, assuming other funds have been set aside for [] Little chance of requiring the funds for at least 5 to 10
emergencies? years
D Little chance of requiring the funds for at least 3 to 5
years
D Almost certainly required within the next 3 years
18 |What do you want this invesment to achieve? Maintain cash value with low opportunity for capital
growth
|:] Generate an income
D Steady capital growth with no immediate need for income
|:] High capital growth with no immediate need for income
19 |Assuming a long-term inflation rate of 2.5%, what annual rate D 2.5% to 4%
of return would you expect from your chosen investment? E] 4% to 6%
[] 6% plus
20 |At the end of the term of your investment, what risk are you |:] A 1in 20 chance that you might get back less than you

prepared to take?

invested in real terms
A 1in 10 chance that you might get back less than you
invested in real terms

D A 1in 5 chance that you might get back less than you
invested in real terms

D A 1in 4 chance that you might get back less than you
invested in real terms

Generated Risk Profile

Do you agree with the generated Risk Profile?
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Income Details

Client One Client Two
Total Gross Annual Earnings or Net Relevant
Earnings
Highest rate of income tax paid (%)
Owner Category Description Total Net Monthly Frequency
Income
Total Net Monthly Income
Total Net Monthly Income
Expenditure Details
Description Amount Frequency

Total Household Expenditure

Mortgage

Rent

Council Tax

Gas

Electricity

Water

Telephone

Food and Living Expenses

TV/Satellite/Internet

Life Assurance/Pension Plans

Personal Loans

Credit Cards

Car & Travelling Expenses

General Insurance Premiums

Holidays

School Fees

Other Expenditure

Affordability

Total Net Monthly Income

Total Monthly Expenditure

Total Monthly Disposable Income

Agreed Monthly Budget

Agreed single amount for investment

Source of Investment Funds

Amount of Emergency Fund Required

Are these funds available without penalty?

months?

Is income or expenditure expected to change over the next 12

Please provide details

Additional Notes
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Assets (excluding investments)

Do you have any assets?

S —
| o | v | feoiny | Xomew | aorn | demiuie | fane | venvoer ecwems | e

Asset Value Total
Asset Value Total
Joint Asset Value Total

Non disclosure by customer?
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Liabilities

‘ It is desirable that a greater priority be given to the repayment / reduction of the levels of your debt prior to making an investment or committing to a regular contribution.

Do you have any lial

s?

Amount Outstanding Total
Amount Outstanding Total
Joint Amount Outstanding Total

Do you wish to consider repayment or reduction of any liabilities? (provide details in notes section)
Why do you not want to consider this?

Non disclosure by customer?

Notes
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Protection

Goals / Needs

Are you a smoker?

Have you smoked in the last 12 months?

Existing Protection Provision

What death-in-service benefits are available from any pension schemes you
have?

Do you have any existing protection policies?

Non disclosure by customer?
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Next Steps (Protection)

Do you Require a Mortgage? D

Mortgage Requirements
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Additional Expenses

Credit History

Have you ever had a CCJ/Default?

CCJs/Default's

Have you ever been in Arrears?

>
@
Q
7

Have you ever had property Repossessed?

Repossessions

Have you ever been Bankrupt/IVA?
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Bankruptcy
| AeyouDischarged? |  DateofDischarge Applicantt | Applicant2

IVA
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Preferences

Is your expenditure likely to change significantly within the
foreseeable future?

Income Timescale

Expenditure Timescale

Might you redeem part or all of your mortgage in the foreseeable
future?

Which of the following are important to you?

Avoid uncertainty of interest rate changes

Fixing Mortgage Payments for a certain period

Paying an upper limit on mortgage payments in the early years

Minimising mortgage payments in the first few years in the form
of a tracker, discount or stepped rate

No higher lending charge

Speed of completion

Ability to add fees to the loan

Ability to vary repayment charges

Ability to vary monthly payments or pay lump sums off mortgage
without penalty

Overpayments without penalty

Underpayments

Payment Holiday

To link your mortgage to a savings or current account

Free legal fees

No valuation fee

Valuation Refunded

No arrangement or booking fee

Access to initial sums('cash back’)

Preference to a particular lender

Unsecure borrowings

Additional borrowings without further approval

Free legal fees

Not Stepped?

Offset Mortgage

Borrow back

Credit Card

Other

Fees refunded on completion

Portable

(I o o

Additional Notes
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Mortgage Attitude To Risk

Are you concerned about the possibility of future interest rate
changes?

Do you want the certainty of the mortgage being repaid at the
end of the term?

Are you comfortable if all or part of the mortgage is repaid from
the proceeds of an investment vehicle such as an endowment
policy, ISA or pension?

| do not wish any early redemption charge

| do not wish any early redemption overhang

The maximum early redemption period | would accept is

Have you any other requirements or comments you would like to
make
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Existing Mortgage Details

Do you have an existing mortgage?

How many mortgage commitments do you have?
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Equity Release

Do you want to release equity?

Would you consider reducing your ownership for greater
flexibility?

Do you have any existing equity release policies?
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Property to be Mortgaged

Is the subject property the client(s) existing residential property

Select Address

Address Line 1

Address Line 2

Address Line 3

Address Line 4

City/Town

County

Country

Post Code

House Type

Property Type

Tenure Type

Property Status

Other Property Status

Construction

Has the property been extended?

Year Built

Ground Rent

Service Charge

Bedrooms

Dining Rooms

Additional Rooms

Kitchens

Bathrooms

Toilets

No. of floors

What floor in the block

Approx no. of flats in block

Single Garages

Double Garages

Conservatory

Brick/Stone

Tile/Slate

Self Build

Commercial

Agricultural Tie

Link to Asset

Link to liability

Roof

Walls




Building and Contents

Do you want to review your buildings insurance cover?

Do you wish to review your contents insurance cover?

Does your property have insurance approved door and window
locks?

Do you have a burglar alarm?

Have you made any claims on a home insurance policy in the last
5 years?

Select Address

Number of bedrooms

Year built

Amount of cover

Amount of excess

Include accidental cover

Do you have any existing building and/or contents insurance
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Checklist

1. The different types of products and interest rate
arrangements that might meet your customer's future needs(
including what your customers future repayments will be after a
concessionary scheme).

0l

2. The main repayment methods available.

3. For mortgages based in part or in full on an interest only
basis:-

a. The various methods available for repayment of the loan.

b. The consequences of failing to make suitable arrangements for
the repayment of the mortgage.

c. Confirm that it is the customer's responsibility to ensure that a
repayment vehicle is maintained for the duration of the
mortgage.

4. The consequences should they repay the mortgage early.

5. Related insurances.

6. The customer's responsibility to ensure that all necessary
forms of insurance relating to the property and mortgage are in
place.

7. Explain that certain insurances may be a condition of the
mortgage.

8. All costs and fees associated with the mortgage.

9. Whether or not the terms and conditions of the mortgage
product are portable in the event of moving house.

10. Explain when the customer's account details may be passed
to a credit reference agency.

11. Explain what a higher lending charge is.

12. The possible consequences for the customer's mortgage
should their personal circumstances change (e.g. accident,
sickness, redundancy) and the options open to them e.g.
Mortgage Payment Protection

oo o oo o oo g od dgd

13. Joint applications - concept of joint and several liability.

14. The implications of adding fees and costs to the loan / or of
debt consolidation

.

Objectives (Retirement)

Objective Target Amount Start Date Target Date Regular Inmediate
Income
Goals / Needs
Client One Client Two

What is your required annual net income in
retirement (in today's money)?
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Existing Pension Provision

Does your employer currently operate a pension
scheme?

Are you a member?

Are you or will you become eligible to join?

When will you become eligible to join?

If there is an employer's pension scheme for you to
join but you have not done so, why is this?

Do you have any existing final salary schemes?

Do you have any existing money purchase schemes?

Client One

Client Two

Are you contracted out of the Second State Pension?
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Final Salary Pension Schemes

Non disclosure by customer?
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Money Purchase Pension Schemes

il Wl ol o o Y il i Ml el il
S —

Non disclosure by customer?
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Next Steps (Retirement Planning)

Objective

Target Amount

Start Date

Target Date

Regular Immediate
Income

Reason For Change

Risk Profile

Next Steps
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Objectives (Investment)
. Objeave [ TergetAmown | Sartbste | Tagetbate | Regularimmediateincome |

Goals / Needs
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Existing Bank Accounts / Cash Deposits (excluding ISAs)

Do you have any Cash Deposits / Savings Accounts (excluding ISAs)?

Current Balance Total
Current Balance Total
Joint Current Balance Total

Non disclosure by customer?
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Other Investments

Do you have any other investments?

Current Value Total
Current Value Total
Joint Current Value Total

Non disclosure by customer?

Page 27



Next Steps (Savings & Investments)

Objective Target Amount Start Date Target Date Regular Immediate Reason For Change Risk Profile
Income
’ Next Steps
Goals / Needs
Client One Client Two

What is the broad content of your will?

Client 1 Total Assets (including all Savings and
Investments)

Client 2 Total Assets (including all Savings and
Investments)

Joint Total Assets (including all Savings and
Investments)

Have you made any gifts of capital in the last 7
years?

Have you made any gifts during the current and
previous tax years i.e. used annual exemption?

Are you making any regular gifts out of income?

Next Steps (Inheritance Tax & Estate Planning)

Additional Notes

Client One

Client Two
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Declaration

Date Client Agreement / SCDD Given

Client Agreement / SCDD Version

Key facts about cost of services

Key facts about services

Date Fact Find Completed

Date ID/ML Checked

Date Declaration Signed
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Our Acknowledgements

Using Personal Information

Who is using your information? Holland Hahn and Wills will be storing information from this document on computer and may wish to
write to you informing you of other products or services.

Any member of Holland Hahn and Wills may have access to, hold or use your personal information (as referred to below).

Members of Holland Hahn and Wills may disclose information or data relating to you to other members of Holland Hahn and Wills. By
signing below you consent to such disclosures. You can ask the Company for a complete and up to date list of the members of Holland
Hahn and Wills at any time.

How and why do we hold personal information? Holland Hahn and Wills may keep information that you give to a member of Holland
Hahn and Wills, or that a member of Holland Hahn and Wills finds out through its dealings with you, in various ways. This includes
holding information on Holland Hahn and Wills’s shared computer systems, which information will be accessible by all of Holland
Hahn and Wills. Holland Hahn and Wills will use this information for the purpose of providing services to you, to assess and analyse
(credit scoring, market and product analysis), to review, improve and develop the services we offer and to give you relevant
information through our marketing programme. Holland Hahn and Wills will also give you information (by post, telephone, e-mail or
otherwise) about Holland Hahn and Wills products and services which may interest you unless you tell us you do not want to receive
this information (referred to in this document as ‘marketing information’).

Please tick the relevant box(es) only if you do not want to receive marketing information:

4 Please do not send me marketing information by mail D
X Please do not send me marketing information by e-mail D
52 Please do not contact me by phone for marketing purposes E]

Subject to this, any member of Holland Hahn and Wills may contact you by post, phone or e-mail, or in any other way a member
feels is appropriate. Copies of the proposal forms and other documentation may also be held. These may contain sensitive personal
data as defined by legislation e.g. health details. Sensitive personal data will only be used to provide and administer the services or
products applied for. By signing below you explicitly consent to Holland Hahn and Wills processing your sensitive personal data as
described above and below. Please inform us by writing to the address below if you do not wish for such information to be retained.

To comply with financial legislation and for auditing purposes, we may hold details about your relationship with us after it has ended.
This will also help us answer any future queries that may arise. We will not hold this information for longer than we have to.
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How can we use your personal information?

We may give information about you, your application and your dealings with us to:

« other members of Holland Hahn and Wills to deal with any accounts, products and services which we provide or hope to provide to
you, on the understanding that they will keep your information confidential;

« our employees and agents, including insurers, to deal with any accounts, products and services we provide to you or hope to
provide to you, on the understanding that they will keep your information confidential;

« credit reference agencies or other organisations who may use or give out information for credit assessments, to trace debtors, and
other agencies to confirm your identity and in the prevention of fraud and money laundering;

« anyone to whom we transfer or may transfer our rights and duties to under our agreements with you;

« anyone we legally have to inform, or if the law allows us to do this; and

« other members of Holland Hahn and Wills to allow such members of Holland Hahn and Wills to provide you with marketing
information.

How can you find out what personal information we hold?

By law you are entitled to a copy of any personal data (as defined by the Data Protection Act 1998) held by the Company or another
member of Holland Hahn and Wills which is a data controller (as defined by the Data Protection Act 1998). You can also ask the
Company to correct any inaccurate data held about you.

If you want to see this information, you must ask the relevant Company by writing to the Operations Manager, 2 High Street,
Hampton Wick, Kingston upon Thames. KT1 4DB. A fee will be payable.

| understand that Holland Hahn and Wills will also check my details with one or more fraud prevention agencies and that if any
information | have provided is false or inaccurate and Holland Hahn and Wills suspects fraud, it will keep a record of this. | am aware
that these organisations may keep a record of the search and record details of my application. The agencies may also allow other
organisations to use these records when assessing applications for credit, or for other services, for example, tracing and recovering
debts, preventing fraud and for identification purposes.

Client Declaration

I/We (the undersigned) have read the section entitled ‘Using Personal Information’ and consent to the uses, processing (as defined by
the Data Protection Act 1998), disclosures and transfers of information as described in it.

I/We the undersigned confirm a copy of the Client Agreement and the Financial Planner’s Business Card have been handed to me/us.

I/We the undersigned confirm that the information provided in this review is correct and is given on the understanding that it does
not place me/us under any obligation to buy or take up any recommendation which may be made and that a copy of this form is
available on request. I/We the undersigned confirm my/our financial planning objectives are those identified and prioritised in this
document.

I/We the undersigned authorise Holland Hahn and Wills to obtain quotations/details of existing life assurance/pension policies and
investments and make recommendations for my/our consideration.
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