


What they really, really want
Values based financial planning is an
incredibly powerful tool for discovering
what a client really wants. Instead of simply
asking what the client wants to do with the
money, the planner digs deep into the
client’s innermost thoughts, to discover
what really matters to them.

The discovery meeting interview with
John and his wife Teresa was one of the most
powerful, emotional financial planning
meetings that I have ever had. John and
Teresa have two children, the younger of
whom has a mental handicap. It transpired
that the older child, a daughter, during the
seven years before her father’s case was
settled, had practically given up any life that
she'd had of her own to look after her
younger brother, giving her mother time and
space to care for her father as she needed to.

Teresa was literally in tears during the
interview, as she described the loving care
and attention that her daughter had
lavished on their son. I established that John
and Teresa’s most important priority was to
give back to their daughter what she had
voluntarily given up — the opportunity to
have a life of her own — by providing some
alternative care arrangements for their son.
They also wanted to fund whatever
education costs their daughter needed and
the deposit on a house.

Although less dramatic, a similar exercise
teased out that Brian and his wife simply
wanted to buy a really good wheelchair, and
have a holiday in the sun each year. Given
his handyman background, Brian has done
a fantastic job (on his own) of rigging up his
garage so that he can get in and out of his
car on his own, take his wheelchair out,
attach it to the power unit — all this from a
man paralysed from the waist down! He is
absolutely determined to be independent,
and judicious use of his funds has made this
areality. It is a joy to see him!

By focusing on their needs — what are
really their needs, not their immediate
whims - it saves the clients from allowing
funds to be diverted to less important
matters. Anyone that has dealt with these
cases will know that very soon after news
gets out, all sorts of people — friends,

relatives, hangers on — seem to think that
they have a claim to the money, and John
and Brian were no different. By having the
funds in trust, the clients can legitimately
say that they have no control over the
money and, because they know what it is
they really need the money for, they will not
want it to be diverted anyway.

They haven’t gone away, you know
The importance of good technical knowledge
and the all important review part of the
financial planning process proved invaluable
when the Benefits Agency came calling. After
a period of time (a couple of years in Brian’s
case) both John and Brian were called to their
respective local offices, and made to account
for their funds. The inference was that they
had not declared the funds when continuing
to claim for their benefits.

Because of my ongoing review process, I
knew intimately how much money had
gone out, and what it had been spent on,
and of course could provide current
valuations. In addition to this, I had steered
the clients around a couple of potential
pitfalls by ensuring that they didn’t appoint
themselves as trustees, and by making very
clear to them the rules about the capital
that they were allowed to hold on their
own account.

Once the trust was explained to Brian’s
Benefits Agency office, everything was fine,
but John’s was a different experience. I came
up against an officer who did not really
know the rules and I had to work not only
with the Benefits Agency, but with the local
MLA (Member of the Northern Ireland Local
Assembly), to make sure that John received
everything to which he was entitled.

My firm’s network of professional
connections, in particular specialist solicitors
and professional trustees, proved its worth, in
the resources that we were able to call on to
demonstrate the legitimacy of what had been
done. The eventual result was that the
Benefits Agency backed off, but in the process
I discovered that changes to the disregard
rules for benefits in England had not been
implemented in Northern Ireland as they
should have been. I am now working with the
MILA in question to have this rectified.
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Multiple adviser benefits

I have benefited hugely from dealing with
John and Brian, on many levels.
Obviously, the purely monetary rewards
are a factor, and the strength and depth
of my know-ledge of the clients’
innermost needs means that they are
likely to be clients for life, ensuring an
income stream into the future.

By coming into contact with people who
are, on the face of it, less fortunate than
yourself, you have the opportunity to learn
from the human experience of overcoming
adversity, and to grow as a person.

A solicitor with a satisfied client is an
excellent source of introductions. Solicitors
are often wary of referring clients to
financial advisers because of a fear that a
bad job by the adviser will reflect badly on
them. So when a job is well done a satisfied
client will not come back to bother the
solicitor. The solicitor may, therefore, even
if purely out of self interest, refer further
clients. I have had two further personal
injury cases from the solicitor in question.

And the clients themselves become not
only a source of referrals, but advocates for
the practice. Brian recently came to a client
seminar and brought along a guest, whom
he carefully chose as being potentially a
suitable client for the practice, checking
with me in advance that this was the case.
What more can I ask?

Down, but definitely not out
The opening paragraph said that the lives of
Brian and John had been changed as a
result of their injuries. I could have used the
word ‘destroyed’, but that would not be true.
Yes, the lives that they had prior to their
respective accidents have been taken away,
but the lives they lead now, directed and
assisted by the financial planning described,
has empowered both these men, and their
families, to lead lives that are just as fulfiling
as they would otherwise have been.
I'would even venture to say, more
so, because of the appalling handicaps
that they have conquered. I am proud
to say that I know them, and delighted
and humbled to have been able to M
help them. =
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