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Fees are only an issue in the 

absence of Value.

VALUE over PRODUCT



Value
• Advice

• Strategies

• Features



Advice



SALES CONCEPTS

Comparison Estate Preservation Retirement Income

• Buy Term & Invest the Difference

• The Cost of Waiting
• Estate Bond

• RRIF Insurance

• Insured Retirement Plan (IRP)

• Insured Annuity



SALES CONCEPTS

Estate Bond is one of the oldest insurance sales concepts 

“The estate bond is an old life insurance concept that utilizes the tax 

benefits of life insurance to maximize your estate. The estate bond can 

multiply your savings by two, three and sometimes four or five times so 

you can provide a larger legacy tax-free for those you care about most.”



PLANNING CONCEPTS

Example from page 1 of the 348 million Google search results

Why does it work?

 Provides life insurance protection that increases 

the size of your client’s estate today, and in the 

future

 Creates cash value that grows on a tax-deferred 

basis, that may increase the insurance benefits 

payable at death

 Reduces the amount of tax-payable while living

 May help reduce estate settlement costs

 May offer protection from creditors

Who is it for?

 Individual, Canadian-resident taxpayer in 

good health

 Age 45 years and older

 Strong desire to leave a legacy at death

 Affluent, with surplus funds available to 

invest

 Receptive to long-term planning strategies

Estate Bond is one of the oldest insurance sales concepts 



An example

 Female, age 60, non-smoker

 1.5% rate of return

 $500,000 initial death 

benefit

 $30,000 / year for 10 years

 45% personal tax rate

Alternative investment

 4.0% pre-tax

 2.2% after-tax

Example from page 1 of the 348 million Google search results



Everything about the analysis seems 

reasonable with one exception…

Using a 45% marginal tax rate for 

the next 30 years.

Example from page 1 of the 348 million Google search results

$150,000 Taxable income



ASSUMPTIONS MATTERS

A more reasonable tax rate would be 30% starting at age 65

Example from page 1 of the 348 million Google search results



With all their advantages and proven track record for 

selling financial products, sales concepts have one serious 

flaw, they fail to consider the client’s big picture. Sales 

concepts use simple assumptions and a limited analysis to 

highlight changes in one aspect of a client’s financial life. 



Putting the Value 

on Your Value

Advisors can add “about 

3%” growth on assets

Source: Putting a value on your value – Quantifying Vanguard Advisor’s Alpha



VALUE OVER PRODUCT

Financial

Products

Behavioral

Coaching

Strategic

Management



Advised Households

2.73 times the assets 

after 15 years of working 

with a financial advisor

Source: Econometric Models on the Value of Advice of a Financial Advisor; CIRANO; July 2012



ADVICE & RETIREMENT INCOME

DaveFaulkner.ca

Fees = 0.00% Fees = 0.75% Fees = 1.75% Fees = 1.75%



FINANCIAL ADVICE

Financial advice will have both a positive and a negative impact 

Positive Impact 

on Estate Tax

Negative Impact 

on Net Worth



FINANCIAL ADVICE

Although similar to financial 

planning, financial advice will 

focus on what matters most 

to the client today.

As defined by FP Canada (FPSC)

1. Financial Management

2. Investment Management 

3. Risk Management 

4. Tax Planning

5. Retirement Planning

6. Estate Planning

Concepts:



Strategies



#1 - INDEX CONTRIBUTIONS

Why does it work?

 Most clients do not plan to index savings.

 As income increases, so does the amount the 

client saves.

 No impact on current lifestyle.

 Most clients will agree to implement a future 

recommendation.

 Uses the power of compounding.

Who is it for?

 Anyone who is saving for retirement.

 The younger the client, the greater the impact 

will be on wealth.

Client Profile

 Married couple age 30.

 Have $20,000 in RRSP today.

 Contributing $500/month to RRSP.
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#1 - INDEX CONTRIBUTIONS

Value



#1 - INDEX CONTRIBUTIONS



Value



#2 - TAX REFUND TO TFSA

Why does it work?

 Most clients do not plan to save their tax 

refund.

 As income and contributions increase, so 

does the tax savings from RRSP.

 No impact on current lifestyle.

 Most clients will agree to implement a future 

recommendation.

 Uses the power of compounding.

Who is it for?

 Anyone who is contributing to RRSP.

 The younger the client, the greater the impact 

will be on wealth.

Client Profile

 Married couple age 30.

 Have $20,000 in RRSP today.

 Contributing $500/month to RRSP.

 Tax savings ($1,830 first year) contributed to 

TFSA each year.



#2 - TAX REFUND TO TFSA



#2 - TAX REFUND TO TFSA

Value



#2 - TAX REFUND TO TFSA



Value



#3 - RRIF TIMING

Why does it work?

 Starting RRIF in December of the year prior to 

retirement minimizes withholding tax on 

withdrawals for income.

 It creates a Mini-Meltdown of RRIF assets in a 

low personal tax bracket compared to waiting 

to age 70.

 Additional withdrawals reduce the tax 

payable in the estate at second death.

Who is it for?

 Anyone who has RRSPs.

 The earlier someone plans to retire, the greater 

the benefits will be.

Client Profile

 Married couple age 58, retire age 60.

 Have $700,000 in RRSP today.

 Contributing $18,000/year each to RRSP.

 $400,000 in joint non-registered investments.
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#3 - RRIF TIMING



> $600,000 of Tax

#3 - RRIF TIMING



< $400,000 of Tax

#3 - RRIF TIMING



Value



#4 - CPP AGE

Why does it work?

 If you delay CPP, your monthly benefit will 

increase by 0.7% for each month you defer 

receiving it after age 65, 8.4%/year or 42% 

more if you begin at age 70.

 For conservative investors, this increase may 

represent a better return than on other 

guaranteed investments.

 Reduces the risk of outliving your money.

Who is it for?

 Anyone who is healthy and qualifies for CPP.

 Individuals that do not have a guaranteed 

pension plan.

Client Profile

 Married couple age 58, retire age 60.

 Have $700,000 in RRSP today.

 Contributing $18,000/year each to RRSP.

 $400,000 in joint non-registered investments.
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#4 - CPP AGE



Value



#5 - TFSA ALLOCATION

Why does it work?

 TFSA contribution room increases each year 

for your entire lifetime.

 Investment returns are tax-free.

 Withdrawals in a year increase contribution 

room in the following year.

 Allocating taxable investments and excess 

cash flow reduces income tax payable.

Who is it for?

 Anyone who has excess TFSA contribution 

room.

 Retired with excess after-tax income.

Client Profile

 Married couple age 58, retire age 60.

 Have $700,000 in RRSP today.

 Contributing $18,000/year each to RRSP.

 $400,000 in joint non-registered investments.

 Husband dies at age 60.



#5 - TFSA ALLOCATION



#5 - TFSA ALLOCATION



#5 - TFSA ALLOCATION



#5 - TFSA ALLOCATION



Value



Feature
RazorPlan Leads















































Feature
RazorPlan Tools













Feature
RazorPlan Insurance





















RazorPlan Insurance is a proprietary life insurance 

illustration system using API technology to bring 

integrated insurance calculations to financial planning 

using COI tables based on industry average rates. 

Illustrations created using RazorPlan Insurance do not 

represent any one insurance company and cannot be 

used in place of a compliant illustration as part of the 

sales process.

razorplan.com

info@razorplan.com

866-675-7055
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razorplan.com

info@razorplan.com

866-675-7055

RazorPlan Insurance is a proprietary life insurance 

illustration system using API technology to bring 

integrated insurance calculations to financial planning 

using COI tables based on industry average rates. 

Illustrations created using RazorPlan Insurance do not 

represent any one insurance company and cannot be 

used in place of a compliant illustration as part of the 

sales process.

50% up to $500

With your paid 

RazorPlan subscription


