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Many mutual fund investors take the “do-it-yourself” approach to their financial decisions.
It may seem easy to follow the crowd and base investment decisions on the “hot” fund or
manager of the moment— but there is much more you need to know when deciding which
investments are right for you. A survey by the American Association of Retired Persons
(AARP) found that 70% of Americans plan to work past age 65. This illustrates the difficult
realities of building a retirement nest egg. A financial services representative can help put
you on the path to a comfortable retirement, as well as help you attain other financial goals.

More Choices Than Ever

In recent years, the proliferation of mu-
tual funds has made it increasingly difficult
to navigate the intricacies of investment
products and services. According to the
Investment Company Institute (ICI), as
of August 2011, there were nearly 7,600
different mutual funds in the U.S. totaling
nearly $11.6 trillion in assets. With this
complexity of choices, it is difficult to have
the time or the know-how to make investment
decisions on your own.

Your financial services

qualified to offer you
advice and can an-

investments. Your repre-
sentative can recommend
products and strategies as well as ad-
dress the ways in which you can pro-
tect all that you have worked so
hard for. Seeking the help of your
financial services representative could prove
to be one of the most important investment
decisions you ever make.

Defining Your Needs and Goals

Financial services representatives make
it their business to learn about your
financial situation, as well as your goals.
Whether you're investing for a comfortable
retirement, a2 new home or an education
savings plan for your child, your financial
services representative will help you identify
your long- and short-term goals. Developing
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a relationship with a professional can ease
the burden of the investment process.* Your
financial professional will work with you to
formulate a financial gameplan by making
recommendations based on your goals and
needs. After creating your personalized invest-
ment strategy, your representative will be avail-
ableto meetwith you on aregular basis to review
and assess your investments to ensure that your
allocations are still appropriate.

Determining

Your Risk Tolerance

It is important to deter-
mine your risk tolerance
when deciding which
investments are right
for you. In general, the
greater the potential
reward, the riskier the
investment. But how do you decide if you're
a conservative, moderate, or aggressive
investor? Your financial services rep-
resentative will analyze how much risk
you are willing to assume compared to
the level of returns you are seeking. With
this information, your representative will
recommend funds that are tailored to your
risk tolerance and your individual needs.
By diversifying your portfolio according to
your objectives, risk tolerance and investment
horizon, you can potentially lessen volatility
and overall risk.

* Past performance is no guarantee of fitture results. There
can be no assurance that working with a financial services



The Right Balance of Funds

Your representative knows the details of a fund’s
objective, track record and management style, and
will help you choose a portfolio of funds that will
match your needs. He or she will also know how
a particular fund compares with funds that have
similar objectives and will help you choose the best
possible investment for you. The ICI has reported
that there are more than 30 different fund subcatego-
ries. With this in mind, it may be beneficial for you to
obtain professional advice on which fund category
or specific type of fund is best suited for you. Every
fund has specific objectives, risks and potential
benefits, and it is important for you to understand
the different types of funds. Your financial services
representative will help you balance your mutual
funds among stock, bond, and money market funds
to create a well thought-out strategy that will diversify
your portfolio and potentially lower your overall risk.
Time Savings

Few people have the time or resources to monitor
market conditions, economic trends, or internation-
al events. Your financial services representative has
access to such particulars and can help you to un-
derstand the impact that these conditions have on
your portfolio. So, when it is time to make a change
to your investment portfolio, your financial services
representative will be there to help you.

First Investors offers brokerage services. Itis not an
investment adviser. Although First Investors does
offer investment advice to its clients, such advice is
solely incidental to its recommendations to clients
of specific securities in its capacity as a broker-
dealer. We do not receive any compensation for
our advice other than the commissions we earn
on the sale of mutual funds and other securities.
There are differences between broker-dealers
and investment advisers, and as a consequence,
the customer’s rights and the firm’s duties and
obligations to the customer, including the scope of
the firm’s fiduciary obligations, may differ.
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* This chart is intended to illustrate the
general risk/return characteristics of
First Investors funds. It should not be
viewed as a precise ranking of the risk/
return characteristic of any specific fund,
nor is it intended to represent past or
Sfuture performance of any fund, either
alone or as compared to other funds.
Perceptions of risk can also change over
time and with market conditions.

Lifeinsurance and annuity products are issued by
First Investors Life Insurance Company, 110 Wall
Street, New York, NY, 10005, and distributed by
First Investors Corporation. Allguarantees, annuity
payments and policy provisions are subject to the
Jfinancial strength and claims-paying ability of First
Investors Life Insurance Company.

For more information about First Investors
Jfunds or First Investors Life Insurance
Company variable products, you may
obtain a free prospectus by contacting
your financial services representative,
writing to the address at right, calling
(800) 423-4026, or visiting our website at
www.firstinvestors.com. You should consider
the investment objectives, risks, charges
and expenses carefully before investing.
The prospectus, or in the case of a variable
insurance product, both its policy and
underlying fund prospectus, contains this
and other information, and should be read

carefully before you invest or send money. An
investment in these products is not a bank
deposit and is not insured or guaranteed by
the Federal Deposit Insurance Corporation
(FDIC) or any other government agency.
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Financial Services With A Personal Touch

First Investors has been serving the needs of investors since 1930. Through the Great Depression, World War II, numerous recessions and bull
and bear markets alike, we have remained commiltted to our mission—nhelping our clients reach their financial goals. Today, we offer a wide
range of financial products and services, including mutual funds, annuities, and life insurance. We pride ourselves on delivering financial
services with a “personal touch.” Your First Investors Financial Services Representative is a licensed professional who will take the time to
learn about your current financial situation and future goals in order to assist you with your financial needs.
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