
An Everplans Case Study with Avantra Family Wealth

Managing lives is what 
will build your business.  

Anyone can manage assets. 
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That’s a fairly sobering figure, and for Kim Kenawell-Hoffecker,  

founding partner at Avantra Family Wealth, it didn’t come as a surprise.

Studies show that financial advisors are an optimistic 

bunch: 92% of them believe they’re going to hang on to 

their clients’ assets when they’re transferred to the next 

generation. The same studies show how wrong they are:

“You’ve never had a conversation with 
 your clients’ children, and you’re trying to 

make connections,” said Kim.  
“Well, they have their own advisors, and they 
don’t want to change, because those are the 

relationships they’re comfortable with.”

of advisors end up  
getting fired when the  
transfer of wealth takes place.95%
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“Everplans is an archiving tool, not just for  
black-and-white documents, but for feelings, 

instructions—for ‘what-ifs.’ Even if a parent doesn’t feel 
comfortable sharing their plan with a child, we can share, 

prepare, and educate their heirs on their behalf. 
 It opens the conversation and cuts the loss of 

assets from one generation to the next.” 

“Everplans gives us so many  
things to talk about,” added Kim.  
“It’s made my life easier and has  

led to many deep discussions with clients.” 

Avantra, which focuses on multigenerational wealth planning and has a 

specialization in divorce strategy, was formed with a desire to bring a new 

level of hands-on service to the industry. Kim and her team wanted a tool to 

facilitate those conversations before end-of-life emergencies have a chance 

to disrupt families. She found Everplans.

For Avantra, it isn’t just about maintaining assets under management. It’s about 

creating a deeper relationship with clients and their families. Building an Everplan 

with a client gives Avantra meaningful reasons to be introduced to beneficiaries, 

discover new assets and drive engagement.

Avantra now has the opportunity to reach out to clients every few weeks or so, 

using Everplans as the “topic of the month.”
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“We’re the most important 
person in their lives, next 
to their family,”  said Kim, 

adding that “No robo-
advisor can bring to the 

table what we do.”

“We use Everplans to create an 
archive of the most important 
documents in clients’ lives—

including account and customer 
service information in their wallets or 
purses. Should something happen, 

Everplans gives us immediate access, 
so we can begin to replace and 
terminate things that may have  

been lost or stolen.”

These conversations go far beyond assets 

and heirlooms. From legal documents 

(Wills, POA, Advance Directives), to phone 

passwords, to who should care for family 

pets if something happens, an Everplan 

covers every aspect of a client’s life. When we 

have that level of connection with someone, 

Kim says, we’re the people they call when 

something happens.

For the Avantra team, the ability to keep an 

electronic, secure and accessible archive of 

critical documents and information allows 

them to offer tangible security to their clients—

wherever they are. 



Learn more at Everplans.com/professional
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“Don’t wait to start this type of process, because it’s what 
clients are yearning for. They can find anybody to manage 
the assets, but they can’t find just anyone to manage a life.  

I highly encourage you to look at this type of planning  
and software to help you do your job better.”

Kim knew Everplans was something her clients needed, and it gave 

her and her team another way to deliver the hands-on service for 

which Avantra is known. Since the moment she started offering 

Everplans to her clients, they immediately saw the value. It’s working, 

and she’s happy to spread the word to all her peers.


