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Benefits of Doing the Right Thing 
Keeping the assets you already have under 

management 

Growing those assets by also attracting your 
older clients’ children and grandchildren 

Selling significantly more life and/or long 
term care insurance 

Creating a solid framework of support prior 
to the time of need 

 



Preparation 
Current research indicates that the 

human brain stops developing when one 
reaches their mid-late: 

Typically, the human brain begins to 
deteriorate by age: 

Dementia usually takes how many years 
to develop?      

20’s or early 30’s 

45 

15-20 
Source: Combating Age-Related brain Deterioration by Eric R. Braverman MD with Dale Kiefer, BS 



When and How to Begin Engaging 
Client and Family Members 
What feelings are present when people 

realize they are losing capacity or skill? 
 
 
 

When people feel this way, do they 
usually want to talk about it? 

Anxious, Scared, Confused, 
Defensive, Angry 



Keys to Facilitating Successful 
Sensitive Conversations 

 Prepare: Learn about the topic and issues 
associated with it.  This builds competence and 
compassion 

Know the questions that need to be asked to 
create a solid framework of support 

 If this not something you want to do, then ask 
other professionals to collaborate with you 



Whether or Not You Are Facilitating 
the Conversation 

Listen without judgment 

Listen without an agenda 

Be prepared to hear something unexpected 

Learn to hold the space for conversations to 
continue in the midst of fear, anger and 
tension 



Conversation Starters for 
New Client Relationships 

Authorization to Release Confidential 
Information 

Diminished Capacity Directive 



Conversation Starters for 
Existing Client Relationships 

At client’s first or next review, set clear 
expectations based on trust and knowledge 

Explain that Exceptional Advisors get to see 
and share everything 

Ask client if they know anyone whose life 
suddenly changed due to an accident or 
illness 



Conversation Starters for 
Existing Client Relationships 

Authorization to Release Confidential 
Information 

Diminished Capacity Directive 



How to Get the Clients’ Agreement 
to Proceed 

Service mindset vs. “What’s in it for me” 

Conversations Beyond the Balance Sheet 

Create Next Steps together before 
appointment is finished 



Ongoing Roles and Responsibilities 

The lines between quantitative and 
qualitative planning blur as our clients age 

 It becomes more about doing the right thing 
for our clients which results in connecting to 
the clients’ family 

Listening and detective skills are crucial 



Ongoing Roles and Responsibilities 

A 2009 MetLife Mature Market Institute Study 
noted that “trusted professionals” were the #1 
perpetrators of elder financial abuse. 
(family was a close second) 

Complete “what-if” scenarios for yourself 

 Share your own appropriate life experiences 

Collaborate with other professionals 



Summary 
 Please don’t talk the talk before walking the walk 

Have you own family conversations facilitated 
by someone like me so that you can fully 
participate as a family member as opposed to 
playing a dual role 

 Embrace the Exceptional Advisor role and 
the responsibilities and rewards that result 
by facilitating conversations beyond the 
balance sheet 



Summary 
Collaborate with others as needed 

Watch your practice soar by doing the right 
thing as you expand your focus from product 
and portfolio performance to people 
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Fee-Based Planning offered through Resonate Advisors, Inc. a State Registered Investment Advisor 
Securities offered through ValMark Securities, Inc., Member FINRA, SIPC. 

Third Party Management offered through ValMark Advisers, Inc., a SEC Registered Investment Advisor. 
130 Springside Dr., Suite 300, Akron, OH.  44333, 800-765-5201. 
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