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EXPERTISE PROFILE 
PROFESSIONAL PRACTICE AND PERSONAL FINANCIAL PLANNING PROCESS 

 

Applying the 10 steps of integrated personal financial planning in each area of intervention, the financial planner: 
1. Explains the Role of the Financial Planner and Value of the Financial 

Planning Process 
2. Defines the Terms of the Engagement 
3. Identifies the Client's Goals, Needs and Priorities 
4. Gathers the Client's Information 
5. Assesses  the Client’s current situation 

6. Formulates recommendations and strategies 
7. Develops the Financial Planning recommendations 
8. Presents the report to the client 
9. Discusses Implementation Actions, Responsibilities and Time Frames 
10. Implements the Financial Planning Recommendations 
  

AREAS OF INTERVENTION IN PERSONAL FINANCIAL PLANNING 
1. FINANCES 
 This area deals with the client's current 

and future financial objectives. It involves 
the client's net worth, cash flows, budget  
and children's education. Financial math 
skills are an important asset in this 
financial planning area 

 Financial planners make a diagnosis based on the client’s personal 
financial statements and budgets 

 Establishes financial and accounting strategies which maximize the 
client’s  net worth while reflecting the client’s objectives 

 Makes projections on the client’s future financial situation 
 

2. TAX PLANNING 
 Taxation involves understanding the tax obligations of taxpayers and 

how they can be split and shared to keep the family tax burden at a 
minimum, including through the use of personal and business tax 
deferral opportunities 

 Taxation is an important planning area because most financial 
decisions have tax repercussions, which means these concepts must 
be included in the analysis of all the financial planning situations, not 
just the tax situation 

 Establishes, in cooperation with a taxation expert, tax strategies which 
make it possible to maximize the client’s net worth while reflecting the 
client’s objectives 

 Monitors changes in the client’s tax situation 
 

3. LEGAL ISSUES 
The financial planner: 
 Must understand the client's legal 

situation. This could mean the 
client's financial support obligations  toward a spouse or children or the 
client's right to such support,  the client's obligations or rights 
concerning shareholders' agreements, corporate contracts, deeds of 
trust, powers of attorney or protection mandates. It is crucial to have 
full knowledge of the client's rights and obligations, because they can 
have repercussions on the achievement of the client's goals. 

 Integrates into the financial planning process the information provided 
by the client and the legal expert 

 Monitors changes in the client’s situation as it evolves 
 

4. INVESTMENTS 
 In this financial planning area, concepts 

related to investment are used to find the 
best way to manage the client's income-
producing assets, based on their experience, personality, goals,  

investment horizon, risk tolerance and income requirement 
 This knowledge and these competencies allow for an examination of 

the client's investments on a given date, not only cash, bonds and 
shares, but also land and other real estate assets. 

 The financial planner analyzes the client’s current portfolio 
 Establishes, in cooperation with an expert, investment strategies 

designed to actualize the client’ s objectives 
 Monitors changes in the client's investments needs 

 

5. INSURANCE AND RISK 
MANAGEMENT 

 Managing risks is a matter of defining 
strategies to manage the client's exposure to 
unexpected financial losses, due, for example, to a death, a health 
problem or  property damage. 

 Financial planners compares the consequences of the risks the client 
is exposed to with available assets and existing insurance coverage to 
assess shortfalls and prioritize risk management needs. 

 Establishes, in cooperation with an expert, insurance strategies 
designed to actualize the client’s 
objectives 

 Monitors the changes in the client's 
insurance needs 
 

6. RETIREMENT PLANNING 
 This financial planning area requires in-depth knowledge of tax and 

social programs for retirement and retirement planning, including tax 
incentives for retirement savings, government benefits and benefits 
from employer pension plans. 

 The financial planner determines the savings required to reach the client’s 
retirement objectives 

 Establishes savings strategies in light of the client’ s retirement plans 
 Updates the client’s retirement strategy on a regular basis 

 

7. ESTATE PLANNING  
 Legal rules that influence the 

transmission and conversation of 
a person's wealth after death. 

 The financial planner makes a 
diagnosis on the client’s current estate 

 Establishes, in cooperation with an expert, legal documents and estate 
planning objectives designed to actualize objectives 

 Establish, in cooperation with a expert, postmortem planning strategies 
to maximize the net worth of the client’s estate 

 Monitors changes in the client’s estate needs 
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