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July 2023 Edition #48 

SUMMER’S IN SESSION

Yes, we all look forward to summer for a time of great weather, outdoor adventure & a little time off!  Keeping with that theme, we’ve kept this edition of the Coach’s Corner brief and to the point.

We do however, want to point out that as client traffic tends to decrease through the summer for many financial professionals, there is a great opportunity to catch up on many projects, initiatives & tasks that you may have been thinking about all year.

My CHALLENGE to each of you is to pick one major item to complete this summer that will provide you with immense satisfaction, make your life easier over the long-run, and have you ending 2023 feeling successful!

For those who enjoy a little extra accountability (you know who you are), feel free to email your one major item so I can follow up with you individually at the end of the summer : )

CUSO SHOUT OUTS!
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Description automatically generated with low confidence]A big shout out to Norma and Bryan at 1st Choice who hosted a Financial Wellness Event Wednesday, June 7!

I heard through the grapevine they did a FANTASTIC job presenting and engaging the audience in person and online. 

There were many questions and Bryan, and Norma addressed all of them!  

A total of 29 people attended this session several in person as well as some online – making this a flexible attendee-friendly hybrid event.

A reminder that events are a wonderful opportunity to follow up with individuals in a warm & welcome way!  This could be any one or combination of the following:

1. Send a follow up email thanking them for coming and include a copy of the slide deck (which is often requested if it hasn’t been provided)
1. Send a follow up email thanking them for coming along with a helpful resource specifically related to the topic
1. Send a follow up email thanking them for coming and inviting them to contact you if they have additional questions 
1. Send a follow up card thanking them for their participation with a photo of the event (ideally of them enjoying themselves at the event) 

For maximum impact and to extend the life of the event, you may want to pick two follow up items you feel are the best fit and send them out 1 week and 1 month after the event.

Congratulations Bryan and Norma on this successful event! Hooray 😊

What are you doing for Events this Fall?  How will you finish strong in Q4?  How can you make a great impression on clients and provide a wonderful value-add?  

If you have a Coaching Shout Out you know about or want to share, please send them along to me!  This is the perfect forum for sharing ideas and celebrating the success of everyone : )

THANKSGIVING – RIGHT AROUND THE CORNER!
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Description automatically generated]You will have already received an email from Nikki requesting your Thanksgiving Card Order for Fall 2023, so if you haven’t already taken the time to respond, please do so before the cut off!

1.               You will be asked to choose the card image and quote you like, along with the number of cards.

We have a NEW addition to the service this year for those of you with MANY cards to sign – it is the enlisting of the ‘magic pen’.  Lavish Cards has a service where they send you a pen and you sign a piece of paper with your signatures, which they then translate to each card in a nice penned-ink color.  Here is the BEST part – you now have this pen to add personalized greetings to your very top clients and it will look exactly the same color and style as your signature already on the card – yes, a perfect match!  This is integrating technology without abandoning the intention of adding a heart-felt statement of gratitude for your very BEST clients!  For those sending cards to “B” clients, the automated signatures are great and they will appreciate receiving yet another beautiful card from you this Fall.

This amazing service provided by CUSO ensures your beautiful Lavish Cards show up end of August/early September so you can be proactive and organized for Thanksgiving on Monday, October 9th.  

1.                 This means all cards for local individuals should be in the mail no later than Monday, October 2nd and for those further away and out-of-province even sooner! 

Want to mix it up this year?  Include a recipe for a favourite Thanksgiving dish – Pumpkin Pie?  Include a fun fact about Thanksgiving?  

This wonderful Fall tradition continues to be met with positive feedback and responses from clients.

REVIEW LETTERS – Financial Planner Reminder 
 
For Financial Planners who have “D” clients who are not earmarked for transition to an MFIS or the digital wealth channel, this is a reminder about the CUSO Service model which provides for an annual Portfolio Review via mail.  Of course, these are done in person when working with an MFIS, which is why realigning clients to an MFIS is always in the client’s best interest!

Summer tends to be a very popular time to get these letters out – it allows advisory teams to get them all done at once and out of the way – without interrupting peak times of the year when your top clients want to see you.

Please see the Review Letter sample attached for additional information.  It is recommended that this letter is used if everything looks great – you can encourage them to contact you if their situation has changed, they’ve experienced any significant life events (money in motion opportunities) or have any questions.  

1. This can be sent via email or mail depending on the preference of the team and/or client.  
1. If it is sent by email, be sure to save a copy of the email in the Contact Record on Maximizer.  
1. If it is mailed, save a record of the task being completed and upload the letter to the Contact Record.  

If you are reviewing portfolios, there may be some that you see action is required in the form of realigning investments.  If so, we recommend you add a line to speak to this.  It could be something like this:  “I have carefully reviewed your investments and would like to speak to you at your earliest convenience to discuss specific recommendations.”  Trigger a task on Maximizer for 3 weeks out to follow up on with them by phone or email if you still haven’t heard back from them.

These clients will APPRECIATE the consistency and predictability of knowing that someone is looking over their portfolio at least once a year.  And, if there is money in motion opportunity – you will be top of mind!

QUESTIONS FROM THE FIELD 

[image: A picture containing clock, wall, indoor, plant

Description automatically generated] “We have new people who have joined us – when is the next PSA 1 Foundations Training Program?”
 
The next round of PSA 1 Foundations Training will begin on Wednesday, September 6th and will include Advisors, Assistants and MFIS.  This new model will see Pillar 1 Client Analysis & Pillar 2 Client Experience delivered to everyone at the same time.

In the New Year, the group will split into two:  Advisors & Assistants in one group and MFIS Representatives in the other group.  From there, each group will participate in the customized training for Pillar 3: Client Onboarding and Pillar 4: Client Rebranding.

We are very excited to have this hybrid approach which allows the synergies and overlap to shine during the first two sections of the program, as well as provide for the program differentiation in the back half.

Individuals new to the CUSO Partners who have not completed PSA 1 Foundations, will be participating in this next round of training and expect more information about it this summer!  Stay tuned…


BOOMER BANTER – WHAT YOU NEED TO KNOW 
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Description automatically generated]I saw an interesting statistic recently – 1 in 3 clients is contemplating leaving their current advisor right now.  Think about that.

One of the other statistics I’ve also heard recently is the over 50 crowd is one of the most underserviced with many not having a financial plan at all.   As you know the goal was always to get TO retirement, but with people retiring and living another 20 or 30 years or more – the new goal is to make it THROUGH retirement.  This means not outliving your money, paying the least amount of tax possible while drawing retirement assets down, AND properly planning for legacy and estate.

This is a great time to look at your highest value clients and identify the ‘Boomers’ who may be feeling a little complacent with the relationship OR you feel the law of familiarity has set in, making them indifferent to you as a service provider.  It happens quickly.  And when unchecked, I hear stories of advisors mourning the loss of very good clients – who pay them a lot and who they enjoy working with.

Take the time to help your Boomers with proactive decisions about when to take their CPP (could this be an event?), ensure they have tax-favoured cash flow during retirement, structure their Estate, and manage important aspects around their Health Care Directives and wishes as they get older.  One Advisor recently told me he has a pile of clients in this category -- and he wished he’d addressed this much sooner – that now having these conversations with some of them are very difficult.  They are less astute about what is going on with their money, less engaged overall, dealing with health issues, and half the time can’t hear what he is saying!  The struggle is real.  Have these important conversations before they leave you or pass away.

Just because someone has a lot of money and has retired comfortably does NOT mean they have all the answers.  Another interesting piece of information is that sometimes it’s not the client’s suing advisors for misinformation or lack of fiduciary responsibility around investments and financial planning – its’ the heirs!  They say someone should have known better and talked to their parent – and now they feel they are stuck cleaning up a mess.  The are looking for accountability.

As you look at your top clients, ask yourself what do they really NEED and WANT from you?  

1. Who needs a plan created? 
1. Who needs a plan updated? 
1. Who needs to start with a simple conversation?  
1. Who would find peace of mind in a simple cash flow projection?

This is certainly not an all or nothing situation, so simply start somewhere.  
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Client Classification Updates – Q3 & Keeping it all on Track 

As we transition to the new CUSO Client Classification in 2023, July is the beginning of Q3 which means all your “A” and “B” clients are classified appropriately based on the elevated CUSO Classification framework AND they have the appropriate service model applied.  

Now we are focusing on the transition of C Clients as it relates to the new classification and servicing.  Please ensure all C clients are clearly identified and have the appropriate service model in place.

Remember, this new classification is reflection of who the current highest value clients are and has been implemented to ensure ALL clients receive the service they expect, deserve and are paying for.

If you have any questions related to Maximizer, please feel free to contact Nikki.

FINANCIAL PLANNING TIPS by SHELDON CRAIG  

Asset Allocation Guide

Assessing the member's risk level is a crucial aspect of being a Wealth Advisor.  Advisors use risk tolerance questionnaires to assess a member’s willingness to take on financial risk. These questionnaires typically ask about a member’s investment goals, time horizon, financial knowledge, and comfort level with market fluctuations. The responses help determine a member’s risk tolerance and enable us to provide investment recommendations.

Navi Plan has an excellent tool to determine your member’s risk tolerance.   

1. For more information about this, please refer to the Navi Planning Tip – Asset Allocation Guide resource attached above

Reminder all these tips are uploaded to the CUSU Magical Portal in a section called NaviPlan Sessions & Resources (Video Learning & Tips) for future reference. 

For additional information related to this Financial Planning Tip or any of the previous ones, please feel free to contact Sheldon directly.

JULY PLANNING 

Here are a few things to be aware of in July that you may want to connect with your clients about in terms of articles, emails or phone calls:

1. July 1st – Canada Day
1. Keep your eyes open for reunions, trips & other special events for your top clients!
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"After a while,
just staying alive
becomes a full-time job.
No wonder we

i need a vacation."
- = - Michael Zadoorian
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