
Life’s brighter under the sun

A plan to distribute wealth, just like a plan to accumulate it, must be tailored around a client’s unique situation, 
goals and needs. As their trusted advisor, you’re well positioned to oversee all elements of the client’s plan to help 
ensure their assets are distributed according to his or her wishes – and at the lowest possible cost.

Here’s a list of questions you can ask clients to help you identify any gaps in their legacy wishes.

1 Only advisors who hold CFP (Certified Financial Planner), CH.F.C (Chartered Financial Consultant), F.Pl. (Financial Planner in Quebec), or equivalent designations 
are certified as financial planners.

L E G A C Y  P L A N N I N G 
D I S C O V E R Y  Q U E S T I O N S

WHAT DOES THIS MEAN FOR YOU?

 o Based on your financial plan,1 there’s a good 
possibility that you’ll leave behind assets. How do 
you want your wealth to benefit your children, 
grandchildren or community? What concerns do 
you have? 

 o When did you last review your estate documents to 
ensure they reflect your current wishes? 

 o Do you have a special asset – such as a business or 
a home – that your family should retain? How will 
that be done?

 o  Have you earmarked an asset for a particular person 
or charity? 

 o Are you currently making financial gifts to (or 
performing volunteer services for) a church, a 
school or a charitable organization? Do you plan 

to continue making these gifts during your life or 
provide for gifts to be made upon your death?  
Have you pledged any future gift? 

 o Are you currently gifting monetary assets to family 
members? If so, do you want this to continue if you 
become incapacitated? 

 o Are you currently helping family members reach 
their goals (e.g., helping them to buy a home, start 
a business or take sabbaticals)? Have you made 
loans to them? If so, should the loans be forgiven 
at your death? 

 o Has your health changed since you last reviewed 
your estate plan?

 o Have you spoken to a professional regarding taxes 
that will be triggered upon death?
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 o  Who is dependent on your income and support? 

 o  Do you have children from a previous marriage? 

 o What do you want for your spouse after your 
death? Do you foresee any conflict between your 
spouse and your children? 

 o Do you have a family member with special needs 
whom you want to consider in your estate plan? 
Do you know the impact of passing an inheritance 
directly to this person? 

 o Do you have a family member who will need 
more financial resources than the others? 

 o Does each of your children have equal resources 
to provide for your grandchildren? Do you plan to 
help with the education of your grandchildren? 

 o  Do you have a family member who’s 
inexperienced with money or immature in 
handling financial matters? 

 o  Do you have family members who are 
independently wealthy? Will an inheritance 
increase their likelihood of incurring taxes? 

 o Do you have in-law issues that concern you (e.g., 
issues regarding a son- or a daughter-in-law)? 

 o Are you aware that once a will is probated in 
the courts it becomes public record? Does your 
family have concerns about privacy?

 o Do you have a formal business succession  
plan? What will happen to your business upon 
your death?

 o Do you have a formal buy-sell agreement for your 
company? Is it funded? 

 o How much of the ownership will you relinquish  
at retirement? 

 o  Are there children who are active in the business? 
What are the plans for the children who aren’t 
working in the business? 

 o Do you have personal liability concerns? 

 o How prepared is your family to receive your 
wealth after your death? 

 o Have you explained your estate plan to your 
family? If not, why? Have you given your executor 
instructions to provide guidance for managing 
your wealth? 

 o Have you made provisions for the distribution of 
your personal property? Are you aware that most 
family conflicts revolve around personal property? 

 o Have you discussed what should happen if you 
can’t care for yourself or your financial affairs? 

 o How important is it to you that the investment 
management of your assets continues after your 
death or disability? 

MAKE TIME. IT ’S A CONVERSATION WORTH HAVING.

SPECIAL FAMILY ISSUES

BUSINESS PLANNING

TELLING THE FAMILY ABOUT YOUR LEGACY PLAN


