
An FIM Group Case Study

Using Everplans to 
engage clients, organize 
their information, expand 
planning opportunities 
and build referrals.



FIM Group is a fee-only wealth management 

company serving clients across the country from 

offices in Hawaii, Wisconsin and Michigan. The 

25-year-old firm follows an active and holistic

approach to financial services.

Like many advisors, however, FIM Group was looking to 

expand its services to clients, hiring Lucas Schwaller to 

establish transfer planning and trust services for its clients. 

Schwaller, in turn, discovered Everplans and found an effortless 

and conversational way to reengage clients and move them 

past insurance and investments.

“We have a lot of  
clients with a lot of 
assets to transfer. 
Now we have 
a way to talk to 
them through it.”

Lucas Schwaller, FIM Group



“It’s another touch point for client engagement, that’s what it 

boils down to. A way to bring up estate planning and really get 

hands-on involvement from your clients.”

Disorganization is a common problem, according 

to Schwaller: People have a thousand different 

documents, forms and good intentions, but they 

don’t have a way to pull them all together. They’re 

ignoring a critical part of their planning.

He opens their eyes with Everplans, giving them a brief 

demonstration of his personal Everplans page and showing 

them how simple it is to put everything in one place.

Everplans enabled the advisors at FIM Group to:

• Start the conversation about end-of-life transfer planning

• Get people organized and actively involved in estate planning

• Identify gaps in clients’ planning and offer ways to fill them

• Connect with heirs and continue to manage their assets

“Everyone is 
disorganized, 
and no one was 
doing anything 
about it.”



FIM Group houses volumes of tax, legal, insurance 

and other client data, but on their systems, it’s 

not “owned by” or accessible to the client. With 

Everplans, clients can retrieve and take care of 

those documents at their discretion—no phone 

calls, no faxing, no effort. And FIM Group is there to 

assist at whatever level a client might need.

Client Example #1:  

Streamlined and Simplified 

End-of-Life Organization

A terminally ill client needed to get all of her life and estate 

planning information pulled together for her heirs. Schwaller 

opened Everplans on the conference room monitor, scanned 

in the paperwork, walked through the questions, deputized the 

client’s son (giving him access to the account), and took care of 

everything in about an hour.

“Our clients own 
and manage their 
information. 
I’ve never seen 
anything like it— 
and I’ve looked.”



Client Example #3:  

Hands-Off,  

Everyday Planning

In this instance, Schwaller simply opened the door to Everplans, 

and his client ran with it, taking it beyond estate and life 

planning. The client is storing passwords and user information 

for everything from cable and phone companies to utilities and 

banks. He’s using Everplans for day-to-day organization, not 

death and funeral planning as other clients do.

Client Example #2:  

Active and Involved 

Client Partnering

An elderly client who didn’t have email or even a computer 

needed to get her estate information to her executors. In 

this case, Schwaller entered all of the client’s data for her, 

and showed her executor how to access and manage the 

information. If there are any questions, FIM is there.

“I tell them it’s like a 
digital file cabinet.
A secure and orderly 
place to store all their 
estate and life planning 
information and an easy 
way to share it with next-
of-kin, attorneys, financial 
planners, accountants and 
others they designate.”



As Schwaller walks his clients through Everplans’ 

step-by-step process, they’re able to see the things 

they’ve missed—or haven’t even thought about—in 

their life planning. 

If clients need a trust, Schwaller can talk to them about the 

various trust services his firm offers. If clients haven’t finished 

or updated their Will, Everplans points it out, and Schwaller can 

point them in the right direction.

Schwaller and his colleagues describe it as a “full, end-of-life 

and estate planning tool” that gives the firm and its clients a 

multifaceted look at what needs to be in a person’s plan. It’s a 

natural way to start talking about other services and products 

FIM Group  offers and, most importantly, ensures that clients 

and their heirs are completely covered. 

“Everplans is bigger than estate planning. It’s a place to talk 

about funeral wishes and making sure the pets are looked 

after. It’s where clients can store sensitive financial documents, 

insurance information, medical histories, and still share a 

personal letter with their kids. It covers everything.”

“The last thing we 
want is to leave a  
gap in an estate 
plan. Everplans 
makes that all 
but impossible.”



Taking scattered, missing and misplaced 

information and pulling it together in a centralized, 

organized, easy-to-use location has been life-

changing for Schwaller’s clients, and each of them 

has recommended FIM Group and Everplans to 

siblings, friends or other loved ones. 

For Schwaller, Everplans has helped:

• Create Opportunity – Everplans not only gets clients

interested and involved in their planning, it gets them

talking—about other avenues into their portfolio and to

potential prospects.

• Improve Client Retention – Everplans offers relevant

reasons to continue the client conversation

• Make Contact with Heirs – Working with designated

“deputies” opens relationship opportunities with heirs,

loved ones and other service providers

“Our clients have been happy with us, and Everplans makes it 

easier to continue to manage their estates after they’re gone. 

Heirs don’t often keep their parents’ advisors, but this is the 

best way to make it happen.”

“Heirs don't often 
keep their parents' 
advisors, but  
this is the best 
way to make it 
happen.”


