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By now, everybody knows 
that eMoney combines 
financial planning tools with 

a client vault, and the vault feature 
has become increasingly popular 
with gen X and millennial clients, 
the way boomer clients embraced 
those binders that contained all their 
financial information.  Being able 
to put your personal and financial 
information in one convenient 
place could become a key feature 
of the financial planning “offer”—
or at least a differentiator.
 eMoney has proven that 
the traditional client portal—
which provides online access to 
performance information and 
portfolio holdings, has the potential 
to evolve into something bigger and 
more comprehensive—something 
that Richard Adair, co-founder 
of a company called FutureVault, 
describes as “life management 
portals.”
 What you may not know, 
however, is that eMoney isn’t 
the only game in this  particular 
town.  A handful of competitors—
including FutureVault and the 
better-known Everplans—have 
emerged to provide alternative 

Life Management
Portals

Synopsis: The traditional client portal--for performance 
statements--is morphing into something much more useful 
and comprehensive.

Takeaways:  Clients can securely, conveniently access wills 
and trusts, mortgage data, life insurance policies--and social 
media passwords, recipes and funeral arrangements.

comprehensive portals for you and 
your clients.
 Let’s see how they work and 
the pricing involved.

Everplans

 Everplans (https://www.
everplans.com) started life as an 
information resource for people 
who were facing end-of-life issues, 

Everplans' co-founder
realized that she

didn't have the information
she needed to manage the 

affairs of her deceased 
brother.

a trove of what are now thousands 
of articles covering everything 
from advance directive forms 
recognized in each U.S. state, to 
a comprehensive estate planning 
checklist to pre-planning a funeral, 
to how to ensure your pets are cared 
for if something where to happen 
to their loving owners.  Company 

co-founder (with Adam Seifer)  
Abby Schneiderman realized, in 
the flurry of writing about all the 
contingencies at the end of life, 
that people needed something 
more.  When her brother died in a 
car accident—she discov ered that 
she was one of the world’s living 
experts on how to handle the details, 
except that she couldn’t find a lot 
of the relevant information that 
was needed to handle his affairs.  
Everplans' morphed from providing 
information and advice (which it 
still does, copiously) to collecting 
and storing personal and financial 
information in a convenient online 
format  The emphasis is still on 
end-of-life planning, but (as you’ll 
see) a lot of the information is 
just as well-suited to organizing a 
person’s financial life.
 Log onto the portal with 
your user name and password, and 
Everrplans automatically suggests 
what to add first, then next, and so 
forth, beginning with the names 
and contact information of people 
you would want to be contacted 
in an emergency; your financial 
assets and your employment.  As 
you go at your own pace, you input 
information about your family, 
your home and other real estate 
ownership, vehicles, all your digital 
resources including passwords, 
medical information, your will 
and trusts, funeral preferences and 
letters to your family members 
after you’re gone.  You can upload 
an unlimited number of documents.
 As the client fills in the 
various bits and pieces of their 
personal and financial life, at the 
bottom of the screen, they are 
constantly educated via three types 
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of guidance materials: 
a checklist, a guide and 
an article, all color-
coded.  Meanwhile, 
clients can decide which 
family members and/
or professionals they 
want to share each 
item of information 
with—they’re called 
“deputies” in company 
nomenclature.  The 
attorney might be 
able to log in and gain 
access to the power 
of attorney, will and 
trust information, 
for instance, while a 
close family member 
might be given access 
to everything.  The 
program comes 
with state-of-the-art 
encryption and escrow 
funding to ensure that 
the data will continue 
to be available should 
something dramatic 
happen to the company 
or the economy.
 Access to Everplans is 
available for $75 a year, but advisors 
can buy a site license for $292/
month and invite all their clients to 
use the service at no additional cost.  
The price comes with a dashboard 
that lets advisors see who’s adding 
information to the site in real time, 
who has completed which portions 
etc.  But it won’t show actual client 
information unless the client has 
designed the advisor as a “deputy” 
for that data.
 “This goes well beyond 
having just a vault,” says Chris 
Cosenza, with LPL Financial 

in Atlanta.  “It’s geared toward 
facilitating the information 
that you want when something 
happens.  And it helps facilitate 
those additional conversations that 
most clients would typically avoid.  
That makes it an easy way to get 
that information.”
 Randy Dippell, of Nestegg 
Advisory in Chicago, likes the 
fact that the company now allows 
advisors to input client information 
into vaults on behalf of the 
client.  And he finds that HE has 
an easier time organizing client 
data using Everplans.  “If a client 

buys a new car, I say, where is the 
title?” he says.  “They say: it’s in 
the safe deposit box.  I say, okay, 
let me get a copy and I’ll enter it 
into Everplans.  There’s value in 
knowing where everything is.  A 
lot of time if something happens to 
you, nobody knows that your safe 
deposit box key is in the bottom 
drawer of the desk in the den 
underneath the notebook.”
 To date, Dippell has 60 
clients signed onto Everplans.  
“The feedback I’ve received is: 
wow!  This is great!” he says.  
“Then they’ll say something like: 
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I definitely want my kids to know 
why I joined the army.  Or: I like 
having a place where I can store my 
photographs and family recipes.”
 The end-of-life angle gives 
new meaning to some of the data 
that clients are prodded to enter—
like, for example, the social 
media passwords.  “People don’t 
realize that they don’t own their 
own Facebook and Twitter and 
LinkedIn accounts; they do,” says 
Dippell.  “Only you can close down 
an account, which is obviously 
problematic when you die” he 
adds. “But if you have all your user 
name and password information in 
Everplans, the heirs can go in and 
shut down those accounts.”
 Bigger picture, Dippell says 
that Everplans sets a tone in the 
client relationship.  “The branding 
message I’m trying to convey to my 
clients is: let’s use your wealth to 
invest in yourself.  I think Everplans 
helps deliver that message for me 
and my firm.”
 

FutureVault

 The most comprehensive 
life management portal, currently, 
is something called FutureVault 
(http://www.futurevault.com/), 
which was originally created to 
help a high-net-worth Canadian 
citizen named Scott Patterson 
manage his tech deals—including 
Research in Motion.  “It was really 
hard for him to keep track of all his 
financial information,” says Adair, 
FutureVault’s co-founder and vice-
chairman.  “Scott had filing cabinets 
full of subscription agreements 
from these investment companies, 
and emails with attachments, files 
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Nobody has definitively thought through
the taxonomy of the online  life management portal.

FutureVault is attempting to
define the gold standard.

saved on different computers at 
the office and at home.”  Out of 
frustration, he hired Adair, who 
had been working on cloud-
based technology in ultra-secure 
environments for the insurance 
industry prior to a stint as the head 
IT architect for TD Waterhouse, 
and instructed him to assemble 
a team that would build a cloud-
based digital filing cabinet that 
would organize peoples’ important 

in the document.  Like Everplans, 
the client can permission different 
members of the advisory team to 
see different files—or not.
 There are three keys to 
FutureVault’s value proposition.  
The first is very strong encryption, 
so strong that if somebody managed 
to hack into the system—which 
Adair says is very unlikely, given 
the team’s experience protecting 
insurance and banking data in this 

comes with a basic upload button 
which takes documents straight 
from the client’s (or advisor’s) 
computer desktop.  Each client 
vault comes with its own email 
address, so email attachments can 
be sent straight to FutureVault, 
and the selected attachments are 
automatically uploaded.
 After the upload, the OCR 
capabilities will scan the document, 
looking for key words, and then 
recommend where the document 
should be filed.  It will look for the 
names of the children, the family 
doctor, the fact that the document is 
an invoice—and match the words in 
the document to a database of key 
words associated with the different 
folders and subfolders.  A medical 
report with a child’s name on it 
would trigger a recommendation 
to file under that child’s medical 
subfolder, and also in a medical 
folder.
 In addition, each document 
can be annotated with the 
electronic version of sticky notes, 
allowing clients to leave a note for 
themselves or someone else they’ve 
permissioned into that folder.
 The client can also create 
alerts and reminders: to make an 
appointment to meet with your tax 
preparer on March 15, for example, 
or pay your term life premium on 
a certain day each quarter or year.  
When is the mortgage due to be 
paid off?  When will stock options 
expire?  The advisor can also set 
alerts, which turns FutureVault into 
a collaboration tool, making sure 
advisor and client complete the 
tasks assigned to them in service of 
the overall financial plan.
 All of these features are 
white-labeled to your firm, which 

files and documents.
 Today, when you log into 
FutureVault, you are presented 
with 25 folders—each covering 
its own category.  There are 170 
subcategories within that structure, 
which leads to 1,300 different 
documents that the system might 
recommend that you upload and 
file if appropriate.  Do you own 
vacation property?  The system 
would suggest that you file an 
online copy of your mortgage deed.  
Your will goes in the legal folder, 
and it might also go in your estate 
planning folder.  Your tax returns 
are uploaded to the tax folder.  
The “investments” folder includes 
your assets under management, 
plus your investment properties, 
jewelry, collectibles, art and wine.  
 FutureVault has advanced 
OCR capabilities that let you search 
for different scanned documents 
just by typing in key words or parts 
of the text that you know is included 

era of cybersecurity paranoia—
then the hacker would have to then 
decrypt, one by one, every single 
document for every single client.  
“Given how tightly we monitor the 
system, we think we’d spot them 
long before they could drill down 
to any sensitive information,” says 
Adair.
 The organization is the 
second key.  
 “Nobody has definitively 
thought through the taxonomy of 
the online life management portal,” 
says Adair.  “We spent a lot of time 
researching how people are using 
the system, and what would be 
most convenient.  We are,” he adds, 
“taking a shot at becoming the gold 
standard for this type of service.”
 The third key is ease of use, 
something that all of the cloud-
based systems have had to give 
a lot of attention to, since filing 
and filling in data is at best a 
cumbersome chore.  FutureVault 
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Flourish (XGEN) • Mar 2017
Lead Advisor: Steve Ambuul, CFP®

THIS IS NOT AN OFFICIAL STATEMENT - it is a visual fact-finding summary. Please note that most of this data is, most likely, NOT ACCURATE, as it merely summarizes, certain data you have provided to us so that you can correct it where
appropriate by referencing official statements. Accounts and/or assets marked with a * have not been offered, sold and/or serviced by MSI Financial Services, Inc. (also known as Metlife Securities, Inc. in some states) (member SIPC) , or their
subsidiaries or affiliates (collectively, "MSI"). Valuations of certain assets such as real estate or personal property are based on estimates provided by you, and MSI makes no representations as to their value. This is not an official record of your
assets or any account and/or contract, and it is provided for your convenience and information only. If there is a discrepancy between any of the information herein and the official records of your assets, accounts and/or contracts, the official records
will take precedence. MSI makes no representation that the data presented herein, or in any other statement, is accurate. Please verify this data and advise us of any inaccuracies. MSI will not monitor or provide service regarding non-managed
assets.

Baystate Financial is not a subsidiary or affiliate of MSI. Baystate Financial does not provide tax or legal advice. Please consult your tax advisor or attorney for such guidance. All Rights Reserved © 2017 - Asset-Map®, LLC

Income Residence Retirement Asset Non-Retirement Asset Liability Insurance Owned By Another Deferred Annuity Stencil

Julie Flourish (41)
Primary

Thomas Flourish (41)
Spouse

Marie Flourish (11)
Dependent

Antoine Flourish (9)
Dependent

Julien Flourish (7)
Dependent

Living Parent? (70e)
Family

means you can send invitations 
out to clients, inviting them to 
get started in FutureVault, and 
offering to help them populate it 
with your own client files where 
appropriate.  At any time, you can 
access a dashboard which lets you 
see which of your clients have 
uploaded information, and which 
folders they’re working on.  If 
you have permission, you can see 
what’s been uploaded.
 In September, the company 
will announce its integration with 
Orion Advisor Services, and an 
integration with the Junxure Cloud 
CRM is not far behind.  The price 

is $12 a month per client, with bulk 
discounts available.  

AssetMap

 Finally, take a look at 
AssetMap (http://www.asset-map.
com).  This is NOT a total life 
management portal, but it has 
the framework of one, and like 
eMoney, it was constructed as a tool 
to facilitate a truly collaborative 
financial planning process.
 The program was created by 
Adam Holt, a financial planner in 
Philadelphia who was trained in 
mind mapping by none other than 

Tony Robbins.  Think of AssetMap 
as an automated mindmap; that 
is, you can select one of several 
configurations (family, or family 
business, or single client etc.) and 
the screen is populated with the 
possible types of accounts and 
assets that might be relevant, in 
a tidy mindmap graphic where 
the client is at the center.  One of 
the squares is a 401(k) plan.  The 
program has notes attached which 
prompt a conversation designed to 
address what Holt says are the five 
(and only five) key questions about 
that square: What type of asset is 
it holding?  Who owns it?  Where 
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is it located [custodian]?  What 
is it worth?  And: What is the tax 
structure?  (Which is obvious in 
the case of a 401(k)).  “Those five 
points of data are all I need to know 
in order to decide if I need to learn 
more about that asset,” says Holt.
 Another square is life 
insurance.  In addition to the usual 
questions like what company the 
policy is with and the face amount, 
the notes also prompt the advisor to 
ask whether the policy is in a trust, 

other way?   
 Meanwhile, at the start, all 
the items are prepopulated with a 
single dollar, until the conversation 
turns up the real face amount or 
account value.  “We found that 
putting in a $1 placeholder was 
better psychologically; that clients 
would be offended if we had $0, but 
if it was $1 they would recognize 
the need to correct the error,” says 
Holt.  
 Then the client sets goals like 

(purchased a long-term care policy, 
for instance).  “Every time we do 
a review, there is something new 
to fix,” says Holt.  “The program 
creates an engagement process 
where advisors become advocates 
for the client, identifying areas 
where they can smooth out their 
financial life.”
 Pricing?  $129 a month per 
advisor, with discounts for multiple 
seats.
 As mentioned above, 
AssetMap doesn’t include every 
aspect of a client’s life in the way 
that FutureVault and EverPlans 
does, and it doesn’t yet allow 
clients to go online and check out 
or update their financial picture.  
But the structure is there for that 
more comprehensive solution.  
Meanwhile, AssetMap provides 
a look at the future interactive 
client engagement, where advisors 
sit down with clients and help 
them organize the things they’ll 
be putting online.  It’s easy to 
envision the life management 
portal becoming the heart of the 
initial client meeting and the hub 
of regular client meetings.
 Many of you are already using 
the eMoney vault, and I suspect 
most of you are using one of the 
client vaults that provide access 
to performance statements and 
account data.  In the very near future, 
most advisors will be competiting 
to provide the conveniences of 
aggregated information that is 
important to them—and as they do, 
these life management portals are 
going to continue evolving features 
and conveniences.  This is not a 
bandwagon you can’t wait much 
longer to get onto.

It's easy to envision 
the life management portal becoming the heart of the 

initial client meeting 
and the hub of regular client meetings.

and if so, who owns the trust.  If the 
client doesn’t have life insurance, 
this can prompt a discussion about 
whether there’s a need or not.  If 
there isn’t, the advisor can take 
that square out of the picture with 
a couple of keystrokes.  There 
are squares for savings accounts, 
checking accounts, and taxable 
retirement accounts.
 Holt says most advisors 
will guide a discussion around 
the mindmap, getting to know the 
entire financial picture, and then 
start asking deeper questions.  
Does the Roth IRA have up-to-date 
beneficiary designations?  You 
don’t have an educational fund for 
your children.  Is there a reason for 
that?  You have a lot of cash in your 
checking account.  Could we put 
that to better use?  There’s no long-
term care policy.  Is that something 
you intend to prepare for in some 

retirement and college funding, 
and a relatively simple present 
value calculator will pull together 
the various accounts that are 
potential funding sources, and 
determine how well-funded those 
goals are currently.  “The output 
will say something like, if they can 
save an additional $1,500 a month, 
inflated at 3% a year, with an 
expected return of 6% as year, then 
they’ll achieve that goal in 13.5 
years,” says Holt.  “If they’re not 
comfortable assuming 6%, we go 
back to 5% and take another look.”
 Before a new client meeting, 
Holt will send clients a PDF version 
of their AssetMap, which they can 
bring in and, frequently, write on 
during the meeting.  In subsequent 
client meetings, he’ll present them 
with an updated version, and ask 
them if their goals are still the same, 
or if they’ve made any changes 


