The Human Side of working
with Clients in Transition




All about Life Transitions J

/ Why clients in every culture, every age and gender tend to get stuck \
while managing life changing events.

Characteristics to watch for

Stages of Transitions

How we help clients manage overwhelm can determine struggle vs.
\__ opportunity

/ Tools to use with clients for minimizing stress and enhancing executive \
functioning.

Communication Preferences

Decision Free Zone®

Communication Quadrants

\_ Managing Expectations %




According to the Modern Elder Academy, we go thru 26 minor and 6 major transitions in life.

The 6 major transitions are those we help our clients with: death, divorce, major illness, job
loss, natural disaster, etc.

These are the life pivots that can have a major impact on the rest of our lives going forward.
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When money changes, life changes
and when life changes, money changes®

Susan Bradley
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The disconnect and the opportunity

Clients see their life Advisors see
changing and want money in motion and
help managing change want to capture it




Two sides of money

Technical

Taxes
Investments ¢
Estate Planning ' “;
Cash Flow
Risk
Management

Personal

Relationships

»  Emotions

Hopes &Dreams
Self-Esteem
Sense of Well-Being

Both sides are equally important and complex...
but it is the personal side that drives decision-making.
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These events
are why
clients hire
you

To prepare for,
manage, and
adapt to
change

They are
much more
than money

events

Transitions are
important life pivot points

Sale of Serious
Business llIness
Inheritance 5 ;vor €€ Windfall
Death

&

Major Entertainment
Career or Sports
Change Contracts

Transitions begin with an end and typically take
longer than expected. They are often a time of
confusion... and always a time of opportunity.




Change
can be
turbulent

and

Either stress diminishes cognitive capacity
or (t enhances cognitive capacity



Struggle Traits

Without personal-
side process,
common transition
traits compromise
memory, decisions,
follow through and
long-term thinking.

FATIGUE

CONFUSION/FROZEN

NARROW FOCUS
INNVCONSISTENT

FOG
INVINCIBILITY
WITHDRAWAL
LOSS4OFIDENTITY
ANGER



The Gap

Client’s
Experience

Not ready

Too busy

Cost feels too high

Too much going on

Not sure it's best solution
Don't understand

Just cannot think it through
right now

Professional’s

Experience

| told them several times
It only takes a few minutes

to sign

They know this is
important

They just need to come
back in

Maybe they don't care




Transitions Have Four Stages

From what was . — - New
to what will be D4 Normal

~

P Anticipation Ending
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Understand the Gap

Dr. James Prochaska’s Model
of Change Readiness:

20%
Only 20% of people with a

problem are ready to take
corrective action.

80%

We can improve our ability to

help the other 80% get ready
for change.

Changing For Good, by Dr. James Prochaska

Copyright @ 2018 YeiiSkb



Understand the Gap

Non-Adherent Behavior:

Many factors contribute to clients’
lack of follow-through.

A surprising number of them have to
do with the advisors’ own tactics.

Advice That sSticks, by Dr. Moira Somers



Personal-side Tools To Fill The Gap
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Advisor and Client Agreements

One-page visual overview
List of options
Bottom line summary

Supporting details

QOO

Time to process and to analyze



Communication Preferences

Recommen

- dations




Meetings

| How can | help
. comfortable

and productive
in meetings?




Recommendations
# ; ? How can |

support you

when make
decisions?
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Decisions

# 3 } How do you

| prefer to receive
recommendations
and information?




R_eminder 5

When you work with me as my financial
planner please remember:

my tendency to

and my need for




Decision Free Zone®

Calm state of mind

Proactive time out

Organize, sort, and prioritize

Manage expectations

Provide time between the event and actions




How will |
run the
practice?

(&erwhelmed

How can |

What afford the Am |
will the staff Where wilNJEg&al fees? broke?
Elle the kids go |
o school? h- \
Where
Do | nee will | live? Are
to sell the the kids
building? How do okay?
| live?

~ Is my stress
level really
. dangerous?

Should |
hire an
associate?

......
Serrhe:



Timeline and Urgency (DFZ) ©

Kids

Practice covered
Stress management
Temp housing
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NOW

SOON

LATER




What Does It Feel Like Now? What is Changing?

CeFT®
Transition
Conversation
Quadrant

What difference would it make ifyou = What Needs to be Protected?
got this right?



What Needs to be Protected?

CeFT®

Transition

Conversation

Quadrant —
Priorities:
Now:
Soon;

Later:

Choices/Decisions

Consequences/Outcomes



When?

Now: Urgent and immediate

Soon: Important but not urgent

Later: Needs more time

128




Manage Expectations

What When

Why




It iIs not what

| expected
but we can

work this
oOuct.
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Aspects

34




ion and Information

creat

For Co-

Contact Us

8987

R 561-776
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QUESTIONS




Sandy Adams, CFP®
248-948-7900

Sandy.Adams@CenterFinPlan.com
LinkedIN: Sandra D. Adams, CFP®

www.CenterFinPlan.com

http://www.centerfinplan.com/money-centered




Center for
Financial
Planning, Inc.

An Independent
Registered
Investment Advisor

24800 Denso Drive, Ste 300
Southfield, MI 48033

* Center for Financial Planning, Inc. is not a registered broker/dealer and is independent of
Raymond James Financial Services. Investment advisory services are offered through Center for
Financial Planning, Inc.

* Securities offered through Raymond James Financial Services, Inc., Member FINRA/SIPC

* Links are being provided for information purposes only. Raymond James is not affiliated
with and does not endorse, authorize or sponsor any of the listed websites or their respective
sponsors. Raymond James is not responsible for the content of any website or the collection or
use of the information regarding any website’s user’s and/or members..

* This material is being provided for information purposes only and is not a complete
description nor is it a recommendation to buy or sell any investment. Any opinions are those of
Sandra Adams and are not necessarily those of Raymond James. The information has been
obtained from sources considered to be reliable, but Raymond James does not guarantee that
the foregoing material is accurate or complete. Raymond James does not provide tax or legal
advice. You should discuss any tax or legal matters with the appropriate professional. Investing
involves risk and investors may incur a profit or loss regardless or strategy selected.
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