Retirement Planning: A View From Both Sides
By David L. Lawrence, RFC®, AIF®
Part One - Preparing the Retirement Plan for the Client

The operational requirements, the time commitment and the resources needed to prepare a comprehensive retirement plan (along with concerns about client understanding such a plan) have caused some advisors to question the need to prepare such a large, complicated document for clients who may not need that level of specificity, much less want to sit through a several hour presentation. For those advisors, scaling back the client deliverable may be preferred. This is not to say that the research and documentation are any less, just that what the client sees may be a simpler, and ‘easier to digest’ version. So, the question emerges as to how a financial advisory practice can accomplish such a retirement plan while satisfying all of the regulatory and ethical requirements of providing advice to their clients. There are concerns about operational efficiency and profitability to address as well.
Among the first and most fundamental steps to consider in this process is the selection of the software platform that would produce the retirement plan. Surprisingly, this may be the easy part as most financial planning software that can address retirement planning already have the capability of scaling back the actual printed document. In most cases, all of the regulatory requirements are built in to such a printed document. Examples of software that can address the retirement planning ‘light’ approach include MoneyGuidePro (www.moneyguidepro.com),  MoneyTree (www.moneytree.com), and the new Naviplan Select (www.eisi.com). 
Taking a modular approach to the planning process, the advisor can account for all areas of the client’s financial situation and needs, while drilling down to the retirement planning issue as a singular focus. Having the flexibility of creating multiple what-if scenarios is preferred as it can address different asset levels, varying time horizons and goal amounts in a comparison with the client’s current financial scenario.
And while the major financial planning software companies (listed above) are popular with financial advisors, there are numerous other choices from which to consider including: 

· Plan Builder (www.financialsoftware.com) 

· Cheshire Software (www.cheshire.com) 

· Still River Retirement Planning Software (www.stillriverretire.com) 

· Torrid Technologies (www.torrid-tech.com) 
· PenD’Calc (http://pendcalc.com) 
· Money Minders Software (www.money-software.com)

Depending on the style of presentation and the level of complexity, one of these choices might be worth a look. However, one issue to confront is the ability to integrate data from an advisor’s client relationship management (CRM) software with their choice of a retirement planning software. In this regard, the major software platforms may have an edge as most maintain relationships with other software manufacturers. Depending on what CRM platform the advisor uses, it is possible that one of the retirement planning softwares will have the capability of sharing data with that CRM software. Additionally, there are the so-called integrated platforms such as eMoney Advisor (www.emoneyadvisor.com), Interactive Advisory Software (www.IASsoftware.com) and others that offer built-in data sharing. 
The data sharing issue is significant in the time required to perform initial data entry into a retirement plan. Often, this is a time consuming typing task that requires entering information such as names, addresses, social security numbers, birthdates, etc., most of which is generally stored in a CRM program. Having the ability to migrate that data directly into the front-end of a retirement plan can potentially save hours of work and increase the efficiency (and the profitability) of the plan production. 
But is that the only way to increase efficiency? Certainly there are additional ways increase efficiency without necessarily sacrificing quality or compromising the regulatory or ethical issues involved in the process. Finding a retirement planning software that fits the advisor’s style of presentation is one key. In that way, the advisor can adapt quickly to the back-end of the plan, the creation of recommendations, the development of what-if scenarios and the comparison of differing goals without a lengthy learning curve on the software itself.
Development of template presentation reports (client deliverables) can significantly save time over writing plans from scratch. However, most advisors want to avoid the appearance of a cookie cutter or one-size-fits-all retirement plan. By building templates with merge codes (these pick up information unique to a client and inject it into a document), the advisor can customize the look and feel of such a document to appear as though it was hand typed just for that client. Many CRM software programs offer a merge document capability where you can create and customize any sort of document. For those advisors who wish to create an abbreviated summary of recommendations (for example), This type of document could prove to be invaluable as the advisor could create several versions of the merge document template to match differing types of clients (middle income, high net-worth, estate issues, etc.) Redtail Technologies (www.redtailtechnology.com) offers such a function as to others.

Even the live presentation meeting can be made to be more efficient, given the built-in tools available in many softwares. As an example, MoneyGuidePro offers a presentation mode, with a capability that permits the advisor to illustrate the client’s current situation and then, by using the presentation slides, show altering the timelines, assets required, goal amounts, etc. to see the impact on the client’s retirement goals, illustrating both the ideal to acceptable range. This can be done live, in front of the client. In illustrating future results and the likelihood of retaining goals, there is a probability of success speedometer. 
Some financial advisors have chosen not to share the full-blown financial plan with their clients as the perception is it is too much. In the words of one such advisor, ‘If I ask you what time it is, don’t tell me how to build a clock.” Instead, the financial plan is prepared for internal use and the client receives a summary document that is significantly smaller, but easier for the client to digest. Coincidentally, such a summary document is faster and more efficient to produce, which saves the firm money.
For most advisors the highly analytical work associated with Risk Tolerance and Asset Allocation, requires a level of knowledge and experience lacking in most clients. Therefore, to build a sophisticated asset allocation strategy and tie it to the client’s risk tolerance, goal time horizons, assets to be managed and investments to be made over time would result in a detailed set of graphs and charts, considerable mathematical calculations and, if shared with a client, considerable time commitment in explaining these concepts to the client. While the client should possess a working knowledge of their investments and strategies, some advisors feel that sharing every last little detail is simply too much. 

An example of this might be in the presentation of risk tolerance. For some advisors, risk tolerance is a complicated methodology, using mathematical algorithms. Some software can translate the algorithms into visual charts or classifications such as “conservative”, “moderately aggressive” and so on. A client most likely will be able to identify with the classification rather than a numerical result of a mathematical expression. 

Having said that, there is also the issue of full disclosure and living up to fiduciary standards of care (along with regulatory and ethical issues). No one would suggest that these steps be bypassed. Simply that the level of knowledge required of the client to fully appreciate their financial situation and needs relative to their goals may be less than what a comprehensive written, detailed retirement plan can potentially deliver. 
Next Month: Part Two – Preparing a Retirement Plan for the Advisor 
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�This is an additional paragraph added to offer an example.
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