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Financial planning conversations often focus
on ensuring clients are well prepared for life's
major milestones: retirement readiness,
investment management, tax efficiency, and
estate distribution. But one of the most
significant and vulnerable moments in a
person’s life can be navigating a serious
iliness. During this deeply challenging time, a
client may temporarily or permanently lose the
ability to make decisions for themselves, at
which point someone else must step in and
advocate on their behalf.

Financial planners do an excellent job of
helping clients prepare financially through
protections such as critical illness insurance
— but who will step in to make healthcare and
personal care decisions if the client becomes
incapable?

For many Canadians, a spouse, adult child,
sibling, or close friend are able to take on this
role. Increasingly, however, financial planners

are working with clients who do not have an
obvious support person available — or whose
family relationships may be strained,
geographically distant, aging themselves, or
simply not suited to navigating complex
healthcare decisions during a crisis.

If a client lives independently, is aging without
a spouse or children, or lacks close family
support nearby, the idea of asking someone to
take on this responsibility can feel especially
overwhelming. Many do not want to burden
others with this serious responsibility.

These clients may be financially prepared for
incapacity, but vulnerable to receiving medical
and personal care that they would not have
chosen for themself.

As Canada’s population ages, family
structures shift, and social isolation rises, this
planning gap is becoming more common —
and more urgent.
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Why Financial Planners
Are Often the First to
See the Problem

Financial planners develop long-term, trusted relationships with clients that extend far beyond
investments. Over time, planners may begin to recognize vulnerabilities within a client’s support
system:

an aging client whose children live abroad,

an individual who is widowed and socially isolated,

a client whose only nearby support is an equally aging sibling,

a divorced client who names an ex-partner or distant relative because there is no one else
available,

a retired couple quietly relying on each other despite declining health on both sides,

or an adult child struggling under the weight of caregiving responsibilities.

Clients may also share fears about aging, dependency, or family dynamics with their advisor
during the course of ongoing financial planning conversations.
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Recognizing these
vulnerabilities
early can help

financial planners
identify clients

who may benefit
from additional
healthcare
planning and
advocacy support.
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Planning

Traditional incapacity planning often focuses
on implementing important financial

safeguards, such as critical illness insurance,

alongside completing legal documents like a
Power of Attorney or Representation
Agreement. Yet documents alone do not
prepare someone for the real-world realities
of navigating healthcare and personal care
decisions during a time of incapacity, nor do
they adequately prevent the misuse or abuse
of funds.

In practice, substitute decision-makers are
often asked to:
« interpret vague wishes during medical
crises,
 navigate conflict between family
members,
e communicate with healthcare teams,
» make treatment decisions under stress,
« and advocate for quality of life
preferences that may never have been
clearly discussed.

When no trusted advocate exists, the
situation becomes even more difficult.

Clients without a clear directive and strong
support network are at increased risk of:
e receiving care inconsistent with their
values,
» delayed decision-making,

 healthcare system navigation challenges,

 social isolation during illness,
 and financial or personal vulnerability.

The Hidden Risk in
raditional Incapacity

For financial planners, this
creates an important
question:

Are my clients
truly prepared for
incapacity if their

planning hasn't

factored in their
values and
preferences for
healthcare and
personal care
decision-making?
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Why This Matters for
Financial Planners

When clients experience a serious illness or
loss of capacity without a clear support
structure in place, the consequences often
extend far beyond healthcare impacts alone.

Financial planners may suddenly find
themselves working alongside overwhelmed
representatives, navigating unclear family
dynamics, or supporting clients whose
financial and personal care plans are no
longer functioning as intended. In some
situations, there may be no obvious person
available to coordinate care decisions,

communicate with professionals, or advocate

consistently for the client’s wishes.

This can create challenges such as:

» delayed or fragmented decision-making,

 increased stress and conflict among
involved parties,

o difficulty implementing financial or care-
related plans,

« vulnerability to financial mismanagement
or exploitation,

» and greater emotional strain for everyone
supporting the client.

For advisors who have spent years helping
clients prepare for the future, it can be deeply
concerning to see an otherwise thoughtful
financial plan become difficult to execute
because healthcare planning was overlooked
within the incapacity plan.

After all, a financial plan is ultimately
designed to support a client’s quality of life.
When healthcare decision-making and
advocacy planning are not adequately
addressed, clients may not receive the care,
dignity, or quality of life they would have
chosen for themselves.

By identifying these risks early and
encouraging more comprehensive incapacity
planning conversations, financial planners
can help strengthen the overall resilience of a
client’s plan — not only financially, but
personally and practically as well.
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Moving Beyond Documents
Toward Decision Support

While legal documents like a Power of
Attorney or Representation Agreement are
essential, they primarily identify who will
make decisions on a person’s behalf if they
become incapable. What is often missing,
however, is meaningful guidance around how
those decisions should be made.

Advance Serious lliness Planning helps fill
this gap.

Advance Serious lliness Planning (ASIP)
offers a comprehensive, structured approach
to preparing clients and their decision-makers
for the possibility of incapacity due to serious
illness or injury—such as a heart attack,
stroke, or car accident. Through an

educational and reflective process, your
clients can document their healthcare values,
quality-of-life priorities, and personal care
preferences should they become unable to
speak for themselves. The result is a clear,
actionable plan that ensures decision-makers
are fully informed and equipped to advocate
for your client’s wishes.

This can be especially important for clients
who do not have obvious family advocates. In
these instances, people might worry about
burdening a friend with such a significant
responsibility, feel uncertain who would best
advocate for them, or wonder whether their
wishes and quality-of-life preferences would
truly be understood during a healthcare crisis.
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The Role of a

Healthcare Advisor

Through Plan Well Guide’s Healthcare
Advisory Support services, we work with
clients to develop a comprehensive Advance
Serious lliness Plan and help build a
coordinated support team around the
chosen representative. This may include
onboarding conversations with the
representative, collaboration with financial
and legal professionals, and practical
preparation focused on the client’s values,
wishes, and care priorities.

If a serious illness or healthcare crisis
occurs, the representative will also have
access to hands-on guidance and support
from experienced Healthcare Advisor and
critical care physician Dr. Daren Heyland,
helping them navigate difficult healthcare
decisions with greater confidence and clarity
while keeping the client’s values and quality-
of-life priorities at the centre of care.

For example, a widowed client without
children may decide to ask a trusted
neighbour to act as their healthcare
representative. While the neighbour may
deeply care about the client, they may also
feel uncertain about taking on such a
significant responsibility — particularly
during a medical crisis. In a situation like
this, the involvement of a healthcare advisor
can help ensure the neighbour feels
informed, supported, and better prepared to
navigate the role. This additional layer of
support can help both clients and their
representatives feel more confident during a
healthcare crisis.

For financial planners, this approach can
complement existing incapacity planning
work by helping ensure clients not only have
the financial resources to support them
during a crisis, but also the qualified
guidance and advocacy needed to help
ensure they receive the care they would
choose for themselves.

In situations where no trusted personal
advocate exists, collaborative planning
becomes especially valuable.

Dr. Daren Heyland



Healthcare Advisor Support
services may include:

clarifying healthcare values, preferences, and
quality-of-life priorities,

identifying potential gaps or risks within a client’s
support structure,

preparing representatives for future healthcare
advocacy responsibilities,

helping representatives understand healthcare
information and treatment options in plain
language,

preparing representatives for healthcare meetings
and important conversations,

attending discussions with healthcare providers
and medical teams,

helping ensure decisions remain aligned with the
client’s values and preferences,

and providing emotional support and reassurance
during stressful or overwhelming situations.
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A Growing Opportunity for
Collaborative Planning

The financial planning profession has increasingly
embraced holistic planning models that consider not
only wealth accumulation, but also aging, wellbeing,
and quality of life.

Incapacity planning is a natural extension of this
evolution.

Clients are not simply asking:

They are also asking:

Who will help me
if something
happens?

For clients without strong personal support networks,
that question can carry significant emotional weight.

Financial planners do not need to have all the
answers. But by recognizing these vulnerabilities
early, initiating thoughtful conversations, and
connecting clients with appropriate planning
resources, advisors can play an important role in
helping clients feel more prepared, supported, and
protected.

As healthcare systems, family dynamics, and aging
realities continue to evolve, collaborative incapacity
planning may become one of the most important
forms of future-focused client care.




Closing the Gap in
Incapacity Planning

At Plan Well Guide, we recognize that many clients face a significant gap in incapacity planning:
while financial and legal documents may be in place, there is often limited preparation around
healthcare and personal care decision-making, advocacy, and serious illness planning. As financial
planners increasingly support clients through complex aging and incapacity concerns, Plan Well
Guide can help close this important gap in care preparedness.

We support financial planners along a spectrum of involvement — from simply referring clients to
Plan Well Guide’s Advance Serious Iliness Planning (ASIP) and Healthcare Advisor Support services,
to more fully integrating ASIP into the client onboarding and incapacity planning process as part of
a comprehensive approach to future planning.

By incorporating Advance Serious lliness Planning into broader incapacity conversations, financial
planners can help clients feel not only financially prepared, but personally supported during some of
life’'s most vulnerable moments.

Interested in learning more?

Book a complimentary 15-minute call with Plan Well Guide to explore how
Advance Serious lliness Plans and Healthcare Advisor Support services
can strengthen your clients’ incapacity plans.
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Practical Considerations for
Financial Planners Supporting
Clients Aging Alone

Clients who are aging without a strong personal support network may face increased
vulnerability during serious illness or incapacity. Financial planners are often among the first
professionals to recognize these risks through long-standing client relationships and holistic

planning conversations.

When supporting clients who may not have a readily available advocate, consider the following:

Look Beyond the
Legal Documents

Having a Power of Attorney or Representation
Agreement in place is important, but
documents alone do not guarantee that
someone is prepared to navigate complex
healthcare or personal care decisions during
a crisis.

If your client does have a chosen
representative, consider whether the named
individual:
» understands the client’s wishes and
values,
« isrealistically available to help,
» and is emotionally and practically capable
of acting in the role.

If there are concerns that the representative
may struggle in the role, additional planning

and support may help strengthen the client’s
overall incapacity plan.

Explore the Client’s

Support System

Clients who live alone, are widowed,
estranged from family, or geographically
isolated may have limited advocacy support
during illness or hospitalization.

Simple questions like the ones below can
help identify important planning gaps:
e “Who would step in if something
happened tomorrow?”
» “Who knows your healthcare wishes?”
o “Who could realistically help coordinate
care?”
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Encourage Advance
Serious lliness Planning

Many clients have never had structured conversations
about quality of life, healthcare preferences, or future
care priorities.

Advance serious illness planning can help clients:

o clarify their values, goals, and healthcare priorities,

o prepare future decision-makers to advocate with
greater confidence,

» reduce uncertainty during serious illness or
medical crises,

» and gain peace of mind knowing a thoughtful plan
isin place.

Consider Referring
Healthcare Advisor Support

When gaps exist within a client’s support network, it's
important to help ensure they have the guidance and
advocacy needed to protect their quality of life in the
event of a serious illness.

Healthcare Advisory Support services can help clients
aging alone by providing support with:
» values-based advance serious illness planning
conversations,
« support team coordination and representative
onboarding,
o healthcare system navigation,
» and decision-making support.

By incorporating Healthcare Advisor Support into the
broader incapacity planning process, financial
planners can help ensure clients are not only
financially prepared, but also personally supported
during some of life's most vulnerable moments.
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Representative
Insight

‘I now know his wishes around ICU care, CPR, and his level of
tolerance around possible outcomes, including life support and
mobility challenges. I'm much more confident that | can make
decisions and convey to the doctors his wishes so that if and when he
is able to recover from a traumatic injury or medical emergency, he is

left with as much of the life he imagines for himself as possible.”
— C.B.
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