
 
 

The Importance of Family Financial Planning 
 
A short paper by Julie Lord CFP FCSI FPFS on the Complexity of Issues Facing our 
Clients (and their families) in Later Life. 
 
Many of our clients are already retired and have reached the decumulation stage of 
their lives where we are encouraging them to spend their money on the things they 
enjoy and/or the people they love before it is too late. We talk about “life is not a dress 
rehearsal” and “dying with a £5 overdraft” and “paying voluntary inheritance tax” and 
we discuss their Lifetime Cashfow Forecasts and give them permission to spend, when 
their inclination might be to save or be frugal. 
 
But we recognise that the advice we give to our older clients is constantly changing to 
reflect the very different and complex landscape of later life. Many people are worried 
about conflicting priorities such as wanting to give away money to their children to 
help them out and reduce inheritance tax, but at the same time being concerned about 
keeping sufficient funds to pay for nursing care should this be required in the future. 
 
I have great sympathy for those clients with pension funds, where legislation keeps 
changing and with it the advice we provide. One minute we appear to advocate 
stripping out as much income as possible and the next, we are advising to leave the 
pension fund alone and take income from other sources as this is better long term 
planning for future generations. 
 
We can illustrate the conflicting priorities and the financial impact of various decisions 
by modelling the future using certain agreed assumptions, but still we know this can 
be overwhelming, especially where clients are older and the decisions seemingly much 
more important. 
 
The demographics are scary – a very large percentage of our clients can expect to live 
to 100 (they are generally fitter, healthier and more intelligent as a cross section of 
society) and our role is to provide them with peace of mind in knowing that they will 
always be at least financially secure. 



 

“I’ve turned 60 and I can barely believe  

nearly a third of my life is over” 

Woody Allen  
 

 
 
 
Most people underestimate their longevity but we know that there will be 51% more 

people aged 65 + in England in 2030 than there were in 2010 and there will be 100% 

more people aged 85+ in England in 2030 than there were in 2010. 

There is no guarantee unfortunately that all these people will be healthy – there will 
be over 50% more people with 3 or more long-term health conditions in England by 
2018 than there were in 2008 and over 80% more people aged 65 + with dementia in 
England & Wales by 2030 than there were in 2010 

(Source: Ready for Ageing? Select Committee Report 2015)  

 

Follow the link below if you wish to calculate your own life expectancy. 

http://www.riskprediction.org.uk/models/radjle.php 

Our experience shows us that there are 3 main later life client concerns: 

1. How can I stop my money running out? 
2. Should I plan for Long Term Care and how do I deal with it should the need 

arise? 
3. How can I reduce the amount of tax when I die and ensure I leave my wealth to 

whom I choose? 
 

But these have to be balanced by client wishes to lead a fulfilling, active life. We have 

clients over 70 who enjoy sky-diving, sailing, golf, horse riding and exotic travelling. 

They don’t want to give this up to sit in a chair in their slippers! 

There are other issues where advice is required too: 

• Ageing at a time when pension fund restrictions have been removed and people 
can access all their funds. How should this be managed and invested? 
 

• State assistance is being removed and financial risks are being transferred to 
individuals with little or no guidance. 

http://www.riskprediction.org.uk/models/radjle.php
http://www.google.co.uk/url?sa=i&rct=j&q=&source=imgres&cd=&cad=rja&uact=8&ved=0ahUKEwjZmP2srdnKAhWJThQKHcl-DU0QjRwICTAA&url=http://www.imdb.com/name/nm0000095/&psig=AFQjCNEj5LyxosvAqLLWJPsGJ9jB6ygR5A&ust=1454511939389721


 
 

• Many people are choosing to transition into retirement (maybe winding down 
and working part time for a while to get used to the idea) rather than stopping 
work on a particular day. 
 

• Baby boomers – often referred to as the last wealthy generation because of final 
salary pensions and significant property interests. These people need help with 
their own affairs but they often also form the “sandwich generation” which 
means they have to care for elderly parents at the same time as funding their 
children. These people are often least able to live their dreams because of family 
and time restrictions. 
 

• Silver separators – the divorce rate amongst the 60-70 age group is rocketing 
(perhaps the thought of spending another 30 years with the same grumpy old 
man/woman is just too much!) Seriously, these people will need special advice 
on how to split their assets and how much will be enough for a secure future. 
We have successfully acted as financial mediators in the past and still look after 
both parties. 
 

• As a result of divorce and premature death, there has been an increase in 
individuals living alone. Often these people require special care, especially as 
they get older and we ensure our staff are adequately trained to recognise 
potentially vulnerable clients and especially issues around their capacity to 
make important financial and life decisions. 
 

• Cognitive decline is something we see in clients from time to time and we have 
to be aware that a different approach will need to be taken. 
 

• Unfortunately we also have clients who are living longer but spending greater 
periods in ill health and in some cases with significant care needs. It is therefore 
very important that we are well acquainted with the latest NHS Continuing Care 
rules so we can ensure that clients get the right care at the right cost. In many 
cases we have advised clients to apply for revised assessments resulting in care 
being provided free by the NHS. 

 

So how can we help people to manage their later lives, resolve the conflicts and help 

them to achieve their life goals? 

 

 



 
 

One of the ways we have found to be most successful is to include trusted family 

members in our lifetime cashflow forecast discussions. We might not discuss actual 

numbers if clients prefer to keep these confidential, but discussions about (for 

example) Lasting Powers of Attorney; Wills; Bequests and Letters of Wishes and even 

“Do Not Resuscitate” requests have proved invaluable in helping families to make 

decisions that might previously have been difficult, but that result in greater 

understanding and family harmony. 

We try to work with clients’ children as soon as they reach 18 - to help with their 

financial education and switch them on to planning early for a prosperous future. At 

the same time, we try to encourage clients who have elderly parents or relatives, to 

facilitate a family planning discussion, especially if they have concerns over mental 

capacity, vulnerability, disorganisation or simply leaving an estate to pay too much tax. 

We are certainly responsible for many hundreds of thousands of pounds being kept 

within families rather than paid to the tax man and our specific advice around nursing 

care costs has also proved invaluable to many. 

We are very aware of the changing face of advice and the needs of our clients as they 

look forward to a secure and fulfilling later life and encourage you to speak to us 

specifically about our family planning services if we have not raised this with you 

already. 

In the meantime, consider this before our next meeting: 

“Life should not be a journey to the grave with the intention of arriving 

safely in a pretty and well preserved body, but rather to skid in 

broadside in a cloud of smoke, thoroughly used up, totally worn out, 

and loudly proclaiming "Wow! What a Ride!” - Hunter S Thompson. 

 
 


