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... it's far better to know how to manage your money before you
have to do it, rather than learning it under stress and on the fly.

- Jean Chatzky
Author and motivational speaker

Sound familiar?

As a woman, you likely shape your life around relationships with parents, siblings, spouses, children, friends,
co-workers and in-laws. But, like many busy women, you may have neglected an important relationship that frames
your life — your relationship with money.

Why is it so easy to invest yourself in others but so difficult to invest in your future? These quotes offer insight into the
financial paralysis that afflicts many women:

“I'm too busy with today to plan for the future.” "1 don't have enough money to invest.”

True, women are busy today. But, fairy tales aside, you Yes, you do. You just have to make retirement savings
have to plan for your happily ever after. a priority.

| was taught not to talk about money."” “I'm not a risk taker."

Unlearn that lesson. Your financial well-being depends Historically, women have been more risk averse

on talking about money to the right people — your spouse, than men, preferring to invest their savings in more
your financial advisor, your boss, your parents, atrusted  conservative investments such as CDs. But here's the

colleague or friend. catch: Savings may not outpace inflation.

"1 don't know much about money or investing."” "I have no idea what my net worth is.”

Financial illiteracy is a choice — a bad choice too many Welcome to square one. Knowing your net worth is the
women make to their economic detriment. Learning beginning of taking charge of your finances.

about money and investing can bolster your confidence.

""He takes care of it."” "] don't really understand my company's

That could be husband, financial advisor, brother or retirement plan.”

other significant he. Although the "don’t worry your Not learning about this important benefit likely means
pretty little head about it" mentality is no longer you're not maximizing your retirement savings.

prevalent, its legacy still gives women permission to opt
out of finances and investing.

If these sentiments sound familiar, your relationship with money may need a little therapy. You work hard for your
money — now make it do the same for you.



Why invest?
Why is investing in your future so important? Because, in spite of making strides toward equality, women typically face
gender-related obstacles to wealth creation. Here's the simple math.

Women in general:

® Hold part-time or lower paying jobs that often don't offer retirement plans.

® Earn less than men.

= Work fewer years than men because women leave the work force for extended periods of time to care for children
or other family members.

m Accumulate less Social Security earnings than men.

= Live longer than men.

But the most persuasive fact is simply this: Most women will be on their own with their finances at some point in their
lives, whether because of longevity, divorce or choosing to remain single.

So the rest of the equation for women is start investing early and invest more — and more aggressively — to overcome
these obstacles to wealth accumulation. Starting early means starting now, graduate and grandmother alike.

Life loves to be taken by the lapel and told: ‘I'm with you kid. Let's go.’

- Maya Angelou
Poet and author

Where do you begin?
You probably already have. Like many women, you may be in charge of bill paying and balancing the bank account.
These money management skills are essential for taking charge of your financial affairs.

In addition, certain feminine traits can help make women successful investors. For example, women typically

spend more time researching investment options. Although men are generally more confident about investing, one
study found that overconfidence in stock-picking ability actually lowered men's returns. Why? Because men traded
45% more than women, which reduced their net returns by 2.65 percentage points versus 1.72 percentage points
for women.!

So you're off to a good start. Keep going by becoming actively involved with your finances. Start with this to-do list of
financial fundamentals:

® Organize and update your financial information.

m Determine your net worth.

m Create a budget and stay oniit.

m Pay off debt and avoid creating new debt.

= Maintain an excellent credit rating.

= Monitor your credit rating annually and correct errors.

m Set aside money for emergencies.

m Check your Social Security contribution history for accuracy.

m Locate professionals to help you with financial and estate planning.

1 The Quarterly Journal of Economics, “Boys Will Be Boys: Gender, Overconfidence and Common Stock Investment,” Brad M. Barber and
Terrance Odean, February 2001



Are you done yet?

No ... like other important relationships, your relationship with money requires a lifelong commitment. Although that
may seem daunting, the timeline below simplifies the challenge by listing financial considerations for each decade.

Not all may apply to your situation. For example, a woman who marries and has children in her 20s has different needs
from a woman who remains single or marries later. But, over the decades of your life, these suggestions can help you

pursue your financial goals.

Keep in mind that your financial, investment and estate planning needs change as your life changes. That's why it's
important to work with your financial advisor and insurance and estate planning professionals throughout your life.

Considerations during your 20s

m Learn about your job benefits, including the retirement
program.

m Get into the habit of saving for retirement.

m |f your employer doesn't offer a retirement program,
open an IRA.

= Don't pay for benefits you don't need; for example,
you may not need life insurance if you are single with
no dependents.

m Establish credit in your name.

Considerations during your 30s

m Put as much as you can into retirement savings.
= Open an IRA if you leave the workplace.

m Establish a college savings account if you have children.

m Don't borrow from your retirement savings.

m Determine the best way to handle a retirement account
if you change jobs.
= Make a will and estate plan.

Considerations during your 40s

m Start focusing on retirement plans and establish a
retirement savings goal.

m Continue to put as much as you can into retirement
savings.

m Continue saving for college.

m Decide what type of college your child will attend and
whether grants or scholarships will be required.

m Talk with your aging parents about their health care and
long-term care insurance needs.

Considerations during your 50s

m Revisit your retirement plans and consider when you
want to retire.

m Start crunching numbers to determine if your
retirement savings goal is on target.

= Contribute the maximum amount allowed to your
retirement plan.

m Take advantage of catch-up contributions if you're
behind in your retirement savings.

Considerations during your 60s

m Continue to max out contributions to your retirement
plan and make catch-up contributions.

m Explore retirement savings distribution options with
your financial advisor.

m Determine whether to roll over your 401(k) into an IRA.

| Establish a definite plan for retirement and begin the
transition.

m Consider work options if you can't afford to retire or
want to continue working.

= Apply for Medicare three months before turning 65.

m Explore options — such as employer-provided insurance,
Medigap insurance and prescription drug coverage — for
meeting health care needs.

m Determine when you want to begin receiving Social
Security; the earlier you begin receiving it, the less
the benefit.

m Talk with your children about your estate and health
care planning.

Considerations during your 70s

m Begin taking required minimum distributions from your
retirement accounts at age 70%.

m Revisit your estate planning.

= Work with your financial advisor to make sure you're on
a distribution track that will enable you to live out your
life comfortably.

Life is change ... growth is optional ... choose wisely.

— Karen Kaiser Clark
Author and motivational speaker



But what if?

Good question. As you know, life is full of ripple-effect events, and many of them affect your financial and retirement
planning. So, no matter the decade, talk with your financial advisor after these life-changing events:
= Marriage

® Birth or adoption

m Job loss or change

m Separation or divorce

m Business startup

m Death of your spouse or child

® Inheritance

m Disability for you or your spouse

The big secret in life is that there is no big secret. Whatever your goal,
you can get there if you're willing to work.

— Oprah Winfrey
Television host

Ready to start?

This workbook will help you organize your finances — a vital first step toward financial self-sufficiency and wealth
creation. Begin by completing these worksheets on the next few pages:

® Financial/Personal Information Location Worksheet

® Financial/Personal Records Worksheet

= Net Worth Calculation Worksheet

= Monthly Spending Worksheet



Financial/Personal Information Location Worksheet
List the location of applicable items:

Birth certificate(s)

Adoption papers

Marriage license/certificate

Citizenship papers

Social Security cards

Military service records

G.l. insurance papers

Employee benefit plan information

Life insurance policy

Health care insurance policy

Disability insurance policy

Auto insurance policy

Homeowner's/renter’s insurance policy

Other insurance policy

Type

Location

Type

Location

Mortgage/real estate documents

Auto title(s)

Property title(s)/deed(s)

Cemetery plot title(s)

Business documents

Safe deposit box

Box # Location of key

People who have access

Stock/bond certificates

Will(s)/trust documents

Tax records




Financial/Personal Information Location Worksheet (cont.)
Loan documents

Type of loan

Location

Type of loan

Location

Type of loan

Location

Type of loan

Location

Other documents

Type

Location

Type

Location

Type

Location

Type

Location
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Financial/Personal Records Worksheet

Personal/family information

Family member SSH# DOB

Family member SS# DOB

Family member SS# DOB

Family member SS# DOB

Family member SSH# DOB

Family member SS# DOB

Family member SSH# DOB

Family member SS# DOB

Family member SS# DOB

Important contacts

Financial advisor Phone

Address

Attorney Phone

Address

Accountant Phone

Address

Insurance agent Phone

Address

Insurance agent Phone

Address

Employer human resources contact Phone

Address

Employer human resources contact Phone

Address

Clergy/spiritual advisor Phone

Address

Estate executor Phone

Address

Guardian/trustee Phone

Address

Other Phone

Address




Financial/Personal Records Worksheet (cont.)

Bank accounts

Type Account # Web access
Bank name Name(s) on account

Type Account # Web access
Bank name Name(s) on account

Type Account # Web access
Bank name Name(s) on account

Type Account # Web access
Bank name Name(s) on account

Investment accounts

Type Account # Web access
Broker/sponsor Name(s) on account

Type Account # Web access
Broker/sponsor Name(s) on account

Type Account # Web access
Broker/sponsor Name(s) on account

Type Account # Web access
Broker/sponsor Name(s) on account

Credit cards

Issuer Account # Web access
Name(s) on account

Issuer Account # Web access
Name(s) on account

Issuer Account # Web access
Name(s) on account

Issuer Account # Web access
Name(s) on account

Issuer Account # Web access
Name(s) on account

Issuer Account # Web access

Name(s) on account
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Net Worth Calculation Worksheet

Date:

Cash

Cash on hand

Checking account balance
Savings account balance
Certificates of deposit
Credit union account balance
Money owed to you

Tax refund

Cash value of life insurance
Stocks/bonds

Mutual fund shares

Other:

Investments/retirement accounts
Stocks/bonds

Mutual fund shares

Retirement plan

IRA

Profit sharing plan

Treasury bills

Other:

Personal

Home equity

Cars

Furniture

Other personal property
Jewelry/art/collectibles

Other:

Total assets

Value

“nw un un un n n un unmn un n n

Value

“wv n un un n n un

Value

wv v un n un un n




Net Worth Calculation Worksheet (cont.)
Liabilities Amount owed

Mortgage

Car loan(s)

Installment loan(s)

Credit card debt

Student loan(s)

401(k) loan(s)

Personal loan(s)

Insurance/taxes due

Other:

v »n un n n un un un n n

Total liabilities

Determine your net worth:

Total assets $

Minus total liabilities -

Net worth $
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Monthly Spending Worksheet

Date:

Do you control your money, or does it control you? Creating a budget — and sticking to it — is a basic step toward
financial self-sufficiency and achieving your goals. This worksheet can help you take that step.

Step 1: Calculate expenses for the past 12 months.
For example, add up your electricity bills for the past 12 months and divide by 12 for a monthly average.

Fixed expenses Monthly average

Rent/mortgage

Homeowner's insurance

Property taxes

Car loan(s)

Car insurance/gas/maintenance/commuting

Personal loans/school loans

Bank charges

Child care

Educational expenses

Utilities (electricity, gas, water)

Telephone/cell phone

Cable/Internet

Medical/dental

Groceries

Household repairs/maintenance

Investments/retirement/savings

“nv” un un un n n un un un n n un un un n n un

Other:

Discretionary expenses Monthly average Monthly goal

Clothing

Charitable/other contributions

Credit card payments

Dining/entertainment/recreation

Gifts given

Haircuts/salon

Subscriptions

Travel/vacation

“”v »n u»n un n n un un n

Other:

“wvw n n un o un un n n n un

Total monthly expenses




Step 2: Calculate monthly income.

Net income (include wages and tips)

Spouse's/partner’s net income

Alimony

Child support

“wv n un un n

Other (Social Security, pension, trust)

Total and divide by 12

Bonus or commission

Dividend income

Gifts received

Interest income

Investment income/capital gains

Other:

v v un n un un n

Total monthly income

Step 3: Subtract monthly expenses from monthly income.

Total monthly income S

Minus total monthly expenses -

Difference =3

Congratulations. You've just taken the first step toward creating a realistic budget. Now ask yourself these questions:
® |s my income greater than my expenses?

m If so, am | putting the extra cash to work for me?

= Are my expenses greater than my income?

m |f so, how can | take control of my money?

Look carefully at your monthly expenses and identify areas where you can cut back. While there may be little wiggle
room in some fixed expenses, you may be able to reduce spending for groceries or save money by driving less or
readjusting your thermostat. How about discretionary expenses? You can probably reduce or eliminate some.

List ways that you can reduce monthly expenses on the lines below.

Now you have a monthly budget. Stick to it, talk to your financial advisor about putting the savings to work for you and
reassess your spending at least annually.
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Consider the investment objectives, risks and charges and expenses carefully. For this and other information about AIM
funds, obtain a prospectus from your financial advisor and read it carefully before investing.

Note: Not all products, materials or services available at all firms. Advisors, please contact your home office.

This information is not intended as legal or tax advice. Investors should consult an attorney or tax advisor.

Invesco Aim*M is a service mark of Invesco Aim Management Group, Inc. Invesco Aim Advisors, Inc., Invesco Aim Capital Management, Inc., Invesco Aim Private
Asset Management, Inc. and Invesco PowerShares Capital Management LLC are the investment advisors for the products and services represented by Invesco
Aim; they each provide investment advisory services to individual and institutional clients and do not sell securities. Please refer to each fund's prospectus for
information on the fund's subadvisors. Invesco Aim Distributors, Inc. is the U.S. distributor for the retail mutual funds, exchange-traded funds and institutional
money market funds represented by Invesco Aim. All entities are indirect, wholly owned subsidiaries of Invesco Ltd.

invescoaim.com WWW-BRO-1 08/09 Invesco Aim Distributors, Inc.



Supplemental Information

After the close of business on Dec. 31, 2009, Invesco Aim Advisors, Inc., Invesco Aim Capital Management, Inc., Invesco Aim
Private Asset Management, Inc. and Invesco Global Asset Management (N.A.), Inc. merged into Invesco Institutional (N.A.), Inc.,
which was renamed Invesco Advisers, Inc.
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