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SELF-CARE – NOT AN OPTION, ESPECIALLY IN A YEAR LIKE THIS

2022 has been a difficult for many in regards to the markets, but especially Financial Professionals who are doing the proverbial hand-holding of their clients throughout this extended turbulent period.  It isn’t easy. It can be draining physically and emotionally. 
This is a reminder to check in on yourself and assess where you may need to boost your self-care routine to ensure you feel rested, recharged and inspired about the year ahead!  
Taking care of yourself allows you to continue to take care of others.
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PSA GRADUATES
 « CONGRATULATIONS « to the MFIS PSA 1 Foundations Training group who finished their training in December!  Many will be starting the PSA Certification Process in the New Year.




ANNUAL CLIENT EXPERIENCE REVIEW
I’ve had the pleasure of speaking with the ACE eligible Financial Planners through the month of December and the summarizing of the reports is now underway.
We are hoping to have all ACE Individual & Group reporting completed by mid-January.  This will include reports for the MFIS who participated in the ACE process for the first time this year.  Stay tuned…
Thank you everyone for your time, engagement and provision of all necessary items for us to continue to support you with PSA Excellence.

[image: ]QUESTIONS FROM THE FIELD
 “How can we be sure we are implementing the new CUSO Client Classification properly as we start 2023?”
 
The primary focus for the last part of 2022 was to identify your “A” level clients (AAA, AA & A) as it relates to the new criteria and ensure they all have Action Plans in place to be serviced (this will also be applied in the ACE Process)
At this time, we will be guiding and supporting everyone to transition “B Clients” by first identifying who they are now – some of the As will be come B clients and some of the B clients will become C clients.  Next, we want to make sure all of the B clients are properly set up with the servicing they should be receiving.  Again, there is no change to the B service model as it relates to the Maximizer Action Plan for the client-specific activities so if they have these in place already for B clients, leave it as is.  

1. If they are a NEW B you will want to remove the former A service activities and launch the B Client Service Model – unless you have  chosen to Grandfather them and keep them as an A Client.  
1. Some of your B Clients will move to the C category and we will work on resetting those in Q2 2023.  

For now, we are allocating the entire first quarter of 2023 to get our B Clients aligned with the new CUSO classification model.  Here is the realignment schedule we will reinforce and support:

1. Q1 2023 – Realign and set all B Clients -> our focus this quarter
1. Q2 2023 – Realign and set all C Clients
1. Q3 2023 – Realign and set all D Clients
1. Q4 2023 – All clients fully transitioned and the ACE & Certification Processes are now fully based on the new CUSO Client Classification 
If you wish to get everyone aligned sooner than this, you are more than welcome!  
We will continue to provide updates in the Coach’s Corner to keep everyone moving forward with this exciting change. If you have any questions, feel free to contact us anytime. 
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Action Plans – Client Service
Transition Update:  The Action Plans in Maximizer to set up the Client Service Models have been updated to reflect the new CUSO Client Classification categories.

Reporting Tip
This awesome tip came to us and will be very helpful if you want to run an activity report for a specific client in Maximizer: 
1. In Contact List, select an entry
1. Select Reports > Address Book Timeline Report.
1. Where it says Entries select "All Selected Entries".
1. In the Date field select the time-frame you are looking for.
 
This way you will be able to produce a Timeline Report limited to the selected entry. 
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FINANCIAL PLANNING TIPS by SHELDON CRAIG

[image: ]Before your member’s name a beneficiary, there are several options to be considered.   Most designations have tax implications and there is an option that leads to bypassing estate distributions.  The common beneficiary designations are as follows:

The Canada Pension Plan (CPP) was created through federal and provincial governments in 1965.     The original intent of the plan was to cover 25% of the average lifetime earnings for the Canadian workforce.   Many Canadians have a fear that the CPP may run out of money.   In 1997, a study concluded that by placing major amendments to the CPP plan, the financial stability was restored for future generations.   As of September 30, 2022, the CPP fund totalled $529 billion and has been receiving more money than it is paying out since the amendments were made.  CPP is essentially a defined benefit pension plan that is totally funded by employers and employees.  
To learn more about CPP and guidance for clients read CPP and OAS Strategies Part 1 of 2 (see attached).
JANUARY – HAPPY NEW YEAR !  
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                  January 2023 Edition #42      HAPPY NEW YEAR!     Start the year off right with a couple of terrific ways to  meaningfully connect with your clients !     I’ve  been leading up with additional resources in Q4 to several of these, but now it’s time to pull the pin on  one or more of the following:        Sending a warm   & positive (and brief)  Happy New Year   email message to your top clients  –   Keep this entirely separate from any “Market Updates” or “Economic Outlooks” and maybe  include something like what is at the bottom of this Coach’s Corner      Sending an informative & h elpful Tax Resource (see attached) on  “Timely Tactics to Trim Your  Tax Exposure”   –   One thing we are all commonly bonded by is the desire to  minimize the taxes   we pay which is often  our single largest expense      Reaching out to clients regarding the  RSP, RDSP  & TFSA Contributions   for 2023     None of these are difficult to implement  –   take the time to identify which one is the highest priority and  block out time to make it happen.     Lather, Rinse, Repeat.      COACHING SHOUT OUTS     First, a big shout out to  CRAIG & LAU RIE from KSCU   who took the time to get a stack of the greatly  anticipated, much coveted  annual calendar   their organization provides so they could send it out  directly  to their top clients with a wonderful cover letter !     This means their best clients don’t have to worry  about making it down to the branch during this busy time of year to grab one before they are all gone,  which can lead to 12 months of disappoint ment  -   yikes.     Instead, they took this opportunity to surprise &  delight their clients with an extra touch which I’m certain was well received.     Great job Craig & Laurie!     Next, a shout out to  Greg from 1 st   Choice   who was sharing with me about meeting with   a client who was  very nervous about the current markets and their impact on his retirement. This client was genuinely  concerned they weren’t going to be able to retire when they originally planned  –   even mentioning  something like having to work another 5  years longer than expected.     Can you imagine?     This client is  not   alone.     Greg took the time to update the client’s Financial Plan which clearly demonstrated that the  impact of the market this year did not substantially change his retirement plan over the  long run and  that everything would be on track if they stick to the plan.     Greg shared with me the huge sense of relief  this client had and how this plan and the conversation about it was so important in reducing stress and  providing this client with peace   of mind  –   how do you even quantify that?     It’s so important and  impactful what you do  –   never under estimate the importance of reassuring someone with their  updated plan!   
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