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 Lifestyle Plans will replace Retirement Plans

 Traditional Careers have been a way of life for 
decades

 No longer. A collection of circumstances has 
changed this pattern ...forever

 As an advisor are you ready for the 
conversation ?



 The “generational thing” is a lot deeper than 
young and old and not understanding each other 
or getting along in the workplace

 Older generations (pre1946) tend to be 
traditionalists as they learned that work is a 
central part of life. They tend to be loyal and had 
respect for authority. They used to retire between 
60 – 65.  Health and aging reinforced this 
practice.

 Today they tend to stay in the active workforce 
longer because they want to keep working and 
feel they can still contribute



 Population cohort is the largest in history 
they are defined as those born between 
(1946-1964)

 When they were young they learned that they 
had to “go along to get along”

 Highly effective relationship building was 
learned early in life

 Boomers do not retire to life of leisure they 
want a mixture of both on their terms

 This is where an advisor can show their value 
by leading the conversation



 Are they aware how much they need us and 
how can we present ourselves so they can 
relate to our message

 CRM2  and all it means, are you ready to 
change the conversation ?

 If you are in a Transactional based practice 
you could be history soon



 A life plan is a detailed description of one’s 
decisions, intentions and future dreams

 A retirement plan usually focuses on the 
“hard” numbers

 By creating a “life” plan first a financial 
planner can then match up the numbers 
required to achieve the goals



 Empathy
 Strong coaching skills
 Proactive interviewing techniques
 Cognitive of the hurdles your clients might 

have to overcome to realize their dreams
 Plans should include the financial reality of 

their dreams



 There is a handout today that I use to get the 
conversation going.

 Not all of it is addressed at once but it gives a 
guideline of topics that need to be considered 
before the “paycheque stops”

 Wealth is not about a large bank balance it is 
the sum total of everything we value in our 
lives.  



 As we get ready for a long overdue overhaul 
in the financial services industry those of you 
in attendance at this conference I know have 
made a commitment to your professional 
development will survive explaining your 
“Value” to your clients.  Providing a 
comprehensive “Life” Plan vs just a “Numbers” 
Plan will build a long strong relationship.
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