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The Financial Planning Process

Financial planning consists of several fundamental components, including Financial Management,
Tax Planning, Asset Management, Risk Management, Retirement Planning and Estate Planning.

These components are not dealt with entirely in isolation. Financial planning involves
understanding the integration and interdependencies among these areas, analyzing and
synthesizing client information, and developing strategies that support the client’s goals, needs
and priorities.

Specific product recommendations or sales are not, in and of themselves, financial planning
activities. While the process leading up to a specific product recommendation may involve
financial planning activity, the recommendation or sale of a product is separate from the broader
financial planning process.

The Six-Step Process to Financial Planning

1. Establish the Engagement

The client and the financial planning professional should define and agree on the scope of the
financial planning engagement. This includes confirming the services to be provided, each party’s
responsibilities, the expected time frames, compensation arrangements and any conflicts of
interest. These details should be clearly documented in writing.

2. Gather Client Information
The financial planning professional should discuss the client’s goals, needs and priorities before
developing or implementing any recommendations. Relevant quantitative and qualitative
information should be gathered to support the planning process.

3. Analyze the Client’s Financial Information
The financial planning professional should analyze the information provided to understand the

client’s current financial situation and determine the extent to which the client’s goals, needs and
priorities can be met under the current circumstances.
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4. Develop and Present the Financial Plan

The financial planning professional should identify and evaluate appropriate financial planning
strategies and develop recommendations designed to help the client achieve their stated goals,
needs and priorities. The recommendations should be communicated clearly so the client
understands the proposed strategies and the reasons for them.

5. Implement the Financial Plan

The client and the financial planning professional should agree on implementation actions,
responsibilities and time frames. Once the recommendations are approved, the agreed-upon actions
can be carried out by the appropriate parties.

6. Review the Financial Plan

The client and the financial planning professional should agree on a time frame and process for
monitoring and reviewing the financial plan. Regular reviews help determine whether the plan
remains appropriate and whether any changes are needed due to changes in the client’s
circumstances, goals, priorities, market conditions, tax rules, legislation or other relevant factors.

If you are looking for a financial planning professional or would like more information, please
contact The Canadian Institute of Financial Planners (CIFPs) at 1-866-933-0233 or by email at

cifps@cifps.ca.
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