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Lower Fees More Value PersonalizedMemorable



Empathy – We will 

truly understand 

their [customer] 

needs better than 

any other company.

- Mike Markkula



“AdvicePeriod has gone 

from a startup just a few 

years ago, to more than 

$6 billion in assets under 

advisement.”
- Steve Sanduski

“We wanted to focus more on what really mattered to 

clients and for us that means a lot of planning, a lot of advice, 

leveraging technology where we can.”
- Larry Miles



CUSTOMERS NOW EXPECT  

GREAT EXPERIENCES

Ongoing

Value

Memorable

Experiences

Instant

Fulfillment

Personalized

Advice

Collaborative

Approach



“The likelihood a client will provide a referral to his 

or her advisor gradually grows with that client’s 

increasing levels of financial literacy.”
- Investment Executive, February 2017, p.10.



Satisfied 
Clients

Loyal Long 
Term Clients

Clients Who 
Generate 
Referrals

REFERRAL FORMULA



13.6 million people who are 50 and older 

in Canada today (37% of all Canadians)

Fee compression forces larger firms to raise 

their minimums

Mass affluent market ($100K - $800K) not 

the primary target of larger financial advisory 

firms

Most advisors do not focus on retirement 

planning or asset decumulation

Sources: Statistics Canada. Table 051-0001 - Estimates of population, by age group and sex for July 1, Canada, provinces and 

territories, annual (persons unless otherwise noted).



1. How long will my money last? Am I going to be OK?

2. How much can I spend so I won’t run out of money?

3. When should I take my gov’t benefits CPP and OAS?

4. Which of my assets should I spend first?

5. I’m currently saving $XXX. Will it be enough?

6. How much can I pass on to my children when I die?

WHAT CLIENTS WANT TO KNOW

6 MOST COMMON FINANCIAL PLANNING QUESTIONS



THE PROBLEM



Follow-up Meetings

Adjustments

PLANNING CHALLENGES

Initial Meeting, Info. 
Gathering & Goal Setting

Data Gathering

Draft Projections

Implement / Monitor /
Adjust the Plan

“It takes me hours to 

develop financial 

projections”

“Data entry takes me 

too long!”

“I can’t run quick 

what-if scenarios with 

a client in my office” 

“I need an easy-to-

use, effective tool to 

educate my clients” 

“Clients don’t 

understand 50-page 

reports (their eyes 

glaze over)”

REPORTS
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ADDRESSING 6 MOST COMMON 

FINANCIAL PLANNING QUESTIONS



OUR EXAMPLE
• Jane and Brian are 58 (born 1960) / Projections run until they are 95

• Goal: Retire at 65 in the province of Ontario

• Assets / Sources of Income:

• Employment Income for Jane: $100,000, Brian: $70,000

• Jane: $250,000 in RRSPs, Brian: $150,000

• Jane: $45,000 in TFSA, Brian: $30,000

• Jane: $125,000 in Non-registered, Brian: $125,000

• House, approx. value of $600,000

• Jane / Brian: CPP 80%, OAS 100%

• Liabilities:

• Car Loan: $21,000

• Current Spending:

• $96,000/year ($8,000/month)



Let’s find out with a simple approach: 

1) Enter retirement assumptions (ret. date, inflation, RoRs) 

2) Enter their income, assets, debt, current spending 

3) Run a projection to obtain their projected cash-flow 

now and in retirement.

HOW LONG WILL MY MONEY LAST?



HOW LONG WILL MY MONEY LAST?

• Current spending of $96,000/year



HOW LONG WILL MY MONEY LAST?
• They run out of money at 83 years old



HOW LONG WILL MY MONEY LAST?

Well, it may not last as long as you want… 

 

Is 83 years old good enough?

• What if you spend less? Or save more?

• This approach starts to illustrate the value of planning



• Let’s find out the sustainable level of saving and 

spending for this couple, so they can retire at 65

HOW MUCH CAN I SPEND SO  

I WON’T RUN OUT OF MONEY?
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HOW MUCH CAN I SPEND SO  

I WON’T RUN OUT OF MONEY?



WHICH OF MY ASSETS SHOULD I SPEND FIRST?

• Try making withdrawals in the most tax efficient way:

• Conventional logic: non-reg, then TFSA and RRSP

• Conventional logic might be wrong in some cases

• Other important elements:

• Pension Income Splitting

• Effective tax rate

• Asset mix and portfolio settings

• OAS Clawback



WHICH OF MY ASSETS SHOULD I SPEND FIRST?

• Spending order: Non-registered, TFSA, RRIF minimums



WHICH OF MY ASSETS SHOULD I SPEND FIRST?

• What if we partially withdraw from RRIF before Non-Reg?



WHICH OF MY ASSETS SHOULD I SPEND FIRST?

• Partial withdrawals from RRIF before Non-Reg result in  

$217,837 gain on their estate (after tax)



• Deferring CPP/OAS makes more sense if you 

expect to live longer

• 50% science (numbers) and 50% client psychology

• Important to show the trade offs

• Important to avoid OAS clawback

• Highly context / client sensitive

WHEN SHOULD I TAKE MY  

GOV’T BENEFITS CPP AND OAS?



• CPP / OAS benefits starting at 65 (left) vs. 70 (right)

WHEN SHOULD I TAKE MY  

GOV’T BENEFITS CPP AND OAS?



• Avoiding OAS clawback

WHEN SHOULD I TAKE MY  

GOV’T BENEFITS CPP AND OAS?



I’M CURRENTLY SAVING $XXX.  

WILL IT BE ENOUGH?

• How much do you save now?

• What type of account do you contribute to (RRSP,   

TFSA, Non-registered)?



I’M CURRENTLY SAVING $XXX.  

WILL IT BE ENOUGH?

• Show their cash-flow before contributions



I’M CURRENTLY SAVING $XXX.  

WILL IT BE ENOUGH?

• Tax position before contributions



I’M CURRENTLY SAVING $XXX.  

WILL IT BE ENOUGH?

• Tax position after contributions



HOW MUCH CAN I PASS ON  

TO MY CHILDREN WHEN I DIE?

• Estate after tax

• Tax on Estate at the end of projections

• Tax on Estate throughout the projections



HOW MUCH CAN I PASS ON  

TO MY CHILDREN WHEN I DIE?



• Do they have sufficient insurance coverage?

HOW MUCH CAN I PASS ON  

TO MY CHILDREN WHEN I DIE?



Financial Planning is about the plan

Plans need to be perfect (30+ years into the future)

Planning takes a long time

3 BIGGEST MYTHS



WHY RELATIONSHIPS MATTER

Higher client satisfaction

Higher client retention

Increased share of wallet

More revenue

More referrals



http://snapprojections.com/book-demo/

http://snapprojections.com/book-demo/


Thank You!

Get in touch via email

Slides
http://snapprojections.com/advocis2018

pawel@snapprojections.com

@pawelwb
Follow me on Twitter

http://snapprojections.com/advocis2017
mailto:pawel@snapprojections.com

