
An Everplans case study with National Wealth Partners. 

Because you  
love somebody.”

“Why would you  
do an Everplan? 



“I’d heard of Everplans before and thought it was just 
another storage tool, but when CLS said I should take 

a second look, I realized it is so much more.”

Everplans lets you organize everything your loved ones need to know if you 
can’t be there, including a unique module for pet care. McShane was intrigued 
by that level of detail, because It’s clearly not just another planning tool, and 
it’s not just about storage.

David McShane’s dog is pretty lucky. 
It’s not because he can have all the kibble he wants (McShane is a successful 
financial advisor in a family of successful financial advisors), it’s because if 
something ever happens to his owner, he’ll still get the food and toys he likes. 

How? He (the dog, not McShane) is included in McShane’s Everplan, and that’s 
what got him fired up (McShane, not the dog) about offering Everplans to his 
clients when CLS asked him to take a look at it. As a CLS partner, McShane is 
often called on to test-drive new solutions or products they’re considering for 
their advisors.

“It’s about creating and guiding a life-
and-legacy plan. And when clients ask 
“Isn’t this like (eMoney’s) Vault?’ I tell 
them it’s like the Vault on steroids.”



Learn more at Everplans.com/professional

“The only reason to do it is because you  
love your family and friends, and that’s  

more than enough reason.”

“When something happens, are things going 
to unfold the way you want them to?” 
When you talk to him, it’s obvious how deeply McShane cares for his clients—
he worries about the accident that nobody thinks of, and he makes sure 
everything is covered because you never know what’s going to happen. In 
fact, he considers completing an Everplan a “labor of love.”

For McShane, writing the personal notes; collecting the family recipes and 
favorite photos; organizing, storing and sharing all the legal, financial, medical 
and personal documents loved ones need after you’re gone—this is how you 
make sure things go the way you want.

And, as an added bonus: It’s good for business. 

“It’s an opportunity to strengthen client 
relationships and find new ones.”
Where is your will? Where is your estate plan? And, again, what about the 
dog? People don’t know where their important documents are, and they don’t 
know how to share the other types of information they feel are important. So…
is it in your safe deposit box? Is it over at your mom’s house?

That’s how McShane starts the conversation. And people listen.

“It’s not just a line item in a plan, it’s a reason to call,” said McShane. “It’s 
another conversation piece—an opportunity to identify the gaps in clients’ 
plans. And when they show Everplans to their friends and talk about how 
valuable it is, then it becomes a marketing tool.”


