
Finally, a client  
conversation that  
doesn’t start with
“How’s my return?”

An Everplans case study with Ela Financials.



Tom Ela is like many financial advisors in that his clients all have the same 
question: How much am I earning? 

He always has an answer for them, but since bringing Everplans on board in 
January of 2016, he has a way to change the conversation altogether.

“Everplans opens things up to talk about the planning,  
not just the return. We can look at their Everplan and say ‘I noticed 
your current Power of Attorney isn’t in there. We should talk about 
that.’ Or ‘We don’t see this or that particular documentation…Let’s 
get that in there.’ It demonstrates that we’re actively involved in 

their planning and that we’re not forgetting about them.”

This is how you cement a relationship.
Healthy client conversations are priceless, because as much as you may not 
like it, sometimes they don’t give you enough to fatten a file folder. You don’t 
know more than their names and few financial figures, yet you’re left to plot 
out their futures.

With Everplans, you get the chance to really know who you’re working with. 
You get to work directly with beneficiaries (furthering the relationship to the 
next generation). And you often get to see the details of clients’ personal 
lives—military service, jobs they had, cities they lived in—and that can open 
the conversation even farther.

“Everplans makes for a better connection with 
clients. They start to tell their story, and that helps 

solidify the relationship. It’s a big piece of keeping up 
with all that’s going on in their lives.”



You can’t make recommendations  
if you can’t see what your clients are up to.
To Ela, not being able to see all the elements of people’s plans is a huge risk. 
“It’s like being a doctor who doesn’t have the test results back, but who’s 
making recommendations anyhow.”

He points out how Everplans’ life-and-legacy tool highlights—and helps clients 
avoid—costly mistakes, stating that one woman almost lost $750,000 in stock 
because she didn’t know her late husband had the account. Another client 
had a house in a personal residence trust and then sold it, unaware  
of the $500,000 husband/wife exemption.

And that way, you’re less likely to miss anything.

How secure is the lock on your desk drawer?   
Service is everything at Ela Financial, and Everplans is one more valuable service 
that’s free. And if people question it, Ela has the answers.

It’s conversations like these that Ela likes to have, because they get to the heart  
of the matter—the core of a person’s planning—and that has little to do with  
their return.

“A few folks have asked about security, so I ask them ‘Where’s your  
list of passwords?’ and they say ‘In the top drawer of my desk.’  

Then we laugh about how ‘secure’ that is.

“Other clients have balked, saying to their spouses, ‘Don’t worry, 
honey. I’ve got it all under control.’ So I turn to the spouse and say ‘Do 
you know where any of this is?’ and invariably, they don’t. That helps 
people realize they won’t be around to take care of things forever.”

“We put Everplans up on the screen during client 
review. It shows where they’re at in their planning, and 

it’s a more standardized way to get through everything.”

Learn more at Everplans.com/professional


