
SEQUENCE OF 
RETURNS RISK

SALES GUIDE

Customizable PPT Deck
Bring the Sequence of Returns Risk story to your clients 
and help them make smart decisions. 

Just add your logo and branding.

:15 Minute Tutorial Video
Learn top sales techniques from a DMI Vice President for 
positioning Sequence of Returns Risk with your clients. 

Then use the customizable PPT deck to present the story 
to clients and prospects either 1-on-1, or in a group setting 
like a webinar.

Client Profile & Conversation Starters
Do you see them among your clients and prospects? 
Get insights into a target audience to address 
Sequence of Returns Risk and create effective 
conversations that convert.

Understanding and effectively managing this 
risk is paramount to ensuring your clients’ 
financial security during their golden years.

What a Bear Market Means for Retirees
Use this flyer with your clients to walk them through 
Sequence of Returns Risk or use it as a leave behind. 

Just add your contact info and disclosure.
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DO YOU SEE  
THEM AMONG  
YOUR CLIENTS  
& PROSPECTS?
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THE MATT & KATE STORY

“We’re stuck in a ‘GROWTH’ mindset”
Matt and Kate have seen their savings grow over the years,  
having invested in 401(k)s with a company match, invested an 
IRA and a ROTH IRA, and have worked with an advisor to grow 
their portfolio.

Now that the kids have flown 
the coop, it’s time for Matt 
and Kate to focus on living 
their retirement years. Their 
retirement dreams include 
vacations to Disney with the 
grandchildren, a vacation 
home on a lake in the North 
Carolina mountains, and 
enjoying the warm waters 
and sunshine of Florida. 

They have lived through recessions, seen market volatility,  
and know that the stock market always bounces back…it’s best 
to stay diversified and catch the upswing when the market 
bounces back.

Matt &  
Kate are  

pre-retirees  
and have a  

well-diversified  
portfolio of  
investments

SEQUENCE OF RETURNS RISK— 
RETIREMENT RED ZONE

CLIENT PROFILE & 
CONVERSATIONS

THE PROFILE
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MATT (64) & KATE (62)

a Married with two  
children (30 & 33)

a	$3 million assets

a	Diversified portfolio 

a	$500,000 life  
insurance policy
Matt and Kate are a fictional couple based  

on consumer research.
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https://mybackoffice.dmi.com/wp-content/uploads/2024/04/SoRR_ClienProfile_FINAL.pdf
https://share.vidyard.com/watch/DWrCyUmDmJHP1U9J5jbuvz?
https://nam12.safelinks.protection.outlook.com/?url=https%3A%2F%2Fmybackoffice.dmi.com%2Fwp-content%2Fuploads%2F2024%2F04%2FSeqReturns_2022_SC2207_5351-1.pptx&data=05%7C02%7Cmwalker%40dmi.com%7C35c2262d9eaa44712aab08dc5d70e956%7Cb07f4f4f4e304ad89701cfd5bf38279b%7C0%7C0%7C638487986747291178%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=YNQt%2BYFHrqyB0xtZA3fb9IbTlSA9%2B7JnqTujKou1kFY%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=https%3A%2F%2Fmybackoffice.dmi.com%2Fwp-content%2Fuploads%2F2024%2F04%2FBEARMARKET_Unlocked_NoLogo.pdf&data=05%7C02%7Cmwalker%40dmi.com%7C35c2262d9eaa44712aab08dc5d70e956%7Cb07f4f4f4e304ad89701cfd5bf38279b%7C0%7C0%7C638487986747280788%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=MktvXaiuRMyZ2XJnEn4KUT3xc6iiLi%2FX5LlmFM3UqyU%3D&reserved=0



