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If you were born between 1946 and 1964, you are a baby boomer and likely familiar with 
the makeup of this sandwich. Take one slice of helping children either �nish school or 
get started in their adult lives. Take another slice of increasing responsibilities for your 
parents’ daily care. Now, add a dollop of potentially �nancially supporting their long-
term care needs. �en, there is you—right in the middle. �is may be your peak period 
of responsibility with the greatest demands on your time and resources. You are on the 
frontline of the sandwich generation. 

�is reality makes it challenging to achieve a well-balanced life �nancially and otherwise. 
It may seem impossible to have enough time to meet all obligations and have the room 
and freedom to enjoy yourself. However, experience tells us it is entirely possible with 
a proper plan and the right team of professionals working with you and your family. 

We know not all plans are created equal. For over 27 years, we have been perfecting 

our Multi-Generational Wealth Plan, which addresses the needs and wishes of 

families who have built success as business owners, professionals or corporate 

executives. Today, some client relationships are already four generations deep. 

Continuity and understanding are fundamental to such longevity. 

Our Multi-Generational Wealth Plan factors in all �nancial assets and investments related 
to your goals, along with family dynamics. Such comprehensive planning requires the 
coordinated e�orts of experienced money managers, �nancial planners, tax specialists, 
legal professionals, and o�en other professionals specializing in insurance, business  
valuation and estate planning. Many situations demand sophistication in working with 
items such as pension plans or stock options. We bring these disparate pieces together as 
part of a common master plan, making it easier to identify and reach for what is possible. 
Life can be more organized, balanced and purposeful. 

Today, many �nancial �rms focus largely on their products and services. Advice is 
o�en a rationalization of why a product or money management style is a good 
solution for you. In our view, that should not pass for a plan. We believe multi-
generational wealth considerations need to be managed in an open, non-proprietary 
and unbiased environment. �is allows for the best combination of planning and money 
management by professionals who know your needs and circumstances. We believe this 
should be done using the most modern technology, making the best use of your time 
and helping you stay on track toward your goals. 

We cannot change your place in history, but we can help ease the pressure of living in 
the middle of two generations. Talk to us about Multi-Generational Wealth Planning. 
Working with over 500 families spanning four generations, it has been the cornerstone 
of our business for nearly three decades.

Sandwiched! by Glenn Allen and Sajjad Hussain 
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So far in 2018, global markets have been volatile for 
various reasons. For instance, �uctuating oil prices, 
rooted in speculation on pipeline expansion plans and 
other supply and demand issues, have sparked volatility. 
U.S. equities continue marching forward despite the 
market pullback experienced early in the year. That pause 
in progress followed a considerable and concerning 
run-up in U.S. stock valuations. Other matters, such as 
online hacking and the privacy of user data, have 
contributed to increased share price volatility for some 
of the world’s largest technology �rms, such as Facebook, 
Inc. Day-to-day geopolitical news, relative to U.S. President 
Trump’s thoughts or actions and their potential ripple 
e�ects on most of the globe, has certainly added to 
market volatility.  

Elections around the world are also contributing to 
market �uctuations. Often, reactions to matters such as 
immigration and domestic economic realities can spur or 
hurt certain sectors. In short, we have been seeing quite a 
hodgepodge of news and emotions. But, I do not believe 
anything has fundamentally changed other than people’s 
increasing awareness of these issues globally, which in 
itself can be stressful and often unsettling.  

To help put some of this into perspective and keep us 
grounded, remember our mutual goal is to help ensure 
your life savings and investments are prudently deployed, 
providing safety, growth and sustainable income to 
meet your speci�c needs. Our approach is based on a 
solid and dependable method. 

Staying Focused Despite Volatility by Glenn Allen 
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Our steps remain:

Set a goal.
We help qualify and quantify your goal, be it accumulating 
capital by a speci�c date, or providing income for the 
duration of a speci�c goal—for example, retirement, 
long-term care, or education costs.

Make a plan.
Together, we de�ne how you will go about achieving the 
goal, establishing the necessary steps and what capital 
and investments are required to make it happen.  

Take action.
Together, we implement the plan.

Review progress. 
Together, we periodically look at your plan, updating 
any signi�cant changes in your circumstances and make 
any necessary adjustments.    

This system works. We know from experience that it can 
achieve results and greatly increases the probability that 
you reach your desired outcomes. We believe, that at all 
times, you should have a clear understanding of what 
needs to happen to ensure you are tracking towards your 
goals. We also believe this system helps you build a healthy 
defence against the daily mishmash of news.  



Helping senior corporate executives step smoothly into a successful, secure retirement 
starts long before that step unfolds. We work with clients throughout their careers, 
helping assess earnings risk and focusing on areas that are often overlooked. 

Here are four fundamentals that we believe corporate executives should follow to be 
ready for life’s unfolding and enjoy a smooth retirement:  

Build Savings and Measure Career Risk 
It may sound obvious, but the more you earn, the more you need to save to maintain your 
lifestyle throughout retirement. During peak earning years, focus on building up excess 
cash reserves, funding your RRSP, TFSA and other bene�t plans as much as possible

Career risk exposure can also increase as earnings rise. Several corporate executives with 
whom I have worked recognized their positions at technology and consumer staples 
companies could be temporary. They also realized that replacing their signi�cant salaries 
could be challenging. As a result, they saved as much as possible in their higher earning 
years. One executive was laid o� and it was three years before he found a suitable 
position. High cash reserves and being able to access them e�ciently allowed him and 
his family to maintain their lifestyle during that period. 

Manage Deferred Compensation Plans Wisely 
Senior corporate executives are often o�ered a variety of deferred compensation options, 
which allow you to specify a future date when compensation is to be paid out. In our 
experience, executives often randomly select payout dates without considering the tax 
consequences, or how the future payout date might �t into their overall retirement or 
future career plans. Often they receive a lump sum upon retirement or upon leaving the 
company. This is not always the wisest or �nancially optimal way to receive these funds.

By carefully selecting the timing of deferred compensation payouts, you can minimize 
taxes and create a smooth income �ow as you transition into retirement. Ideally, you would 
stagger payout dates so the tax consequences are spread over multiple calendar years.

Reduce Exposure to Company Stock 
Executives commonly have a disproportionate amount of their net worth tied to the 
stocks of the company for whom they work. Stocks may come in the form of non-quali�ed 
or incentive stock options, restricted stock units, through employer-matching contributions 
or an employee stock ownership plan inside the retirement plan. Some people buy more 
stock at a discount through an employee purchase plan.

Take a step back and consider whether you really want a large portion of your net worth 
and future income tied to one company’s success. We recommend planning to e�ciently 
manage company stock holdings as a percentage of your overall assets as a means of 
mitigating risk and allowing for a steady retirement income stream.  

Seek Advice that Puts Your Priorities First  
Companies will often pay for �nancial planning services for their senior executives. 
However, not all �nancial planning �rms are created equal. For corporate executives, 
successfully transitioning into retirement should be a seamless process with minimal 
lifestyle changes. Achieving this goal requires carefully balancing di�erent components 
so they work e�ectively in unison. We believe unbiased, goals-based planning should 
lead the development of a road map through retirement and drive the selection of 
best-matched products, services and supporting professionals.  

�e Next Successful Move for Executives by Sajjad Hussain

“We believe 

unbiased, goals-

based planning 

should lead the 

development of a 

road map through 

retirement and 

drive the selection 

of best-matched 

products, services 

and supporting 

professionals.” 
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Perhaps you are one of the many people without a Will. 
Or, you may know a family member, particularly a younger 
person, who does not see the need for one. I think knowing 
the factual challenges and complications of dying without 
a Will (referred to as dying “intestate” ) is critical. Here is 
what happens:  

1)  You lose the opportunity to appoint who you  
want to act as the executor of your estate. 

Section 29 of the Estates Act provides the Court with 
discretion to appoint the spouse or common-law partner, 
the next-of-kin, or both as the estate trustee(s).

2)  You lose the opportunity to appoint legal guardians 
for your children or others who lack capacity. 

A Will typically says who you want to care for your children 
after your death. Without a Will, the O�ce of the Public 
Guardian and Trustee (OPGT) may become involved in 
your children’s lives.  

3)   You lose the opportunity to provide your burial 
       preferences. 

The estate trustee’s authority to make such decisions is 
restricted only by the legal duty to dispose of the remains 
in a digni�ed manner. Providing your wishes in your Will 
may avoid future stress, con�ict and acrimony among 
loved ones.    

4)  Your children may receive assets before you intended. 

If a child inherits from you, they will receive their entire 
bequest upon attaining the age of majority. With a sizable 
estate, this may be more money than you want to leave an 
18-year-old. There are other options. 

5)  Assets, which you may otherwise want to keep in your 
f amily, may have to be sold to pay taxes or other debts. 

The lawyer who helps prepare your Will may discuss 
purchasing life insurance. Proper life insurance may 

Top Nine Consequences of Dying Without a Will by Nathan Wright 
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provide cash to pay debts upon your death, which 
would relieve executors from having to sell estate assets.

6)  Your assets will be distributed pursuant to the intestacy  
rules, which may not re�ect your intentions. 

Sections 44 through 47 of the Succession Law Reform Act 
(SLRA) provide how assets are distributed upon death when 
you do not have a Will. If survived by only your spouse, 
the spouse will be entitled to the whole estate. If survived 
by your spouse and one child, the spouse takes the �rst 
$200,000 (their “preferential share”) and the remainder is 
split between the spouse and child equally. With two or 
more children, one-third of the estate goes to the spouse 
(after they take their preferential share) and the rest will be 
divided equally among the children.

7)  If a common-law spouse dies without a Will, the other  
spouse has no entitlement as a bene�ciary of the 

       partner’s estate. 

The SLRA de�nes “spouse” as a married spouse and not a 
common-law partner. Individuals are increasingly 
living as common law and not marrying.

8)  You increase your estate’s exposure 
       to estate administration tax. 

A carefully drafted estate plan usually involves two  
Wills—a Primary Will, which must be probated and on which 
estate tax must be paid; and a Secondary Will, which does 
not have to be probated and on which no estate tax must 
be paid.  This can potentially reduce your estate’s exposure 
to estate administration tax, resulting in a greater 
percentage of your assets �owing to your bene�ciaries.  
Learn more about probate.

9)  You lose the ability to explain your wishes. 

It is typically recommended that you share the wishes in 
your Will with loved ones and future bene�ciaries. By doing 
so, there is less likely to be future con�ict among bene�ciaries 
and less likely to be resentment towards you.  



Allen Private Wealth Group: 6

As an employer, you know �rsthand that there is growing 
competition for sta�, particularly millennial generation 
candidates. Born between 1981 and 1996, millennials 
are now the largest group in Canada’s workforce.1 
You are likely increasingly aware that a well-designed 
group retirement savings plan plays an important role 
in attracting new employees, while retaining valued 
ones. But, how do you design a plan that matches 
millennials’ needs? To maximize their e�ectiveness as 
employees, what can you do to empower and engage 
this generation, recognizing their higher levels of 
education and multimedia, technological savviness? 

Here are a few things to consider. Retirement plans, 
which have traditionally been high on the favourite 
bene�ts list, are considered tricky for millennials. 
As compared to previous generations, young employees 
do not appear to value retirement perks. Put yourself 
in their shoes and it makes sense when you are mainly 
focused on paying down student debt, covering high 
living costs, buying a condominium or travelling. 
Planning and setting aside part of one’s income for 
an intangible and often misunderstood expected 
future bene�t like retirement sits low on the 
priority list. 

When you dedicate a portion of the annual budget 
to your company’s group retirement plans, you do so 
believing it to be a powerful tool in attracting and 
retaining good employees. For the most part this 
thinking rings true; however, when millennials 
make up most of your workforce, that type 
of corporate investment can quickly 
become a sunk cost.

Rede�ning Retirement Planning for Millennial Employees by Richard Nguyen 

A Personalized Approach to Bene�ts 

We believe, as an employer, you can bene�t by making 
the concept of “saving” more relevant while also 
empowering your younger workforce. Think about 
repositioning your group retirement program, making 
the young person and their plans the central focus. 
A group retirement plan, for instance, becomes a 
“me plan.” Retirement goals become “me goals,” which 
could be anything from travelling the world to living 
abroad when retired.    

In our view, another good way to empower millennial  
employees is by incorporating smart technology into  
their retirement planning. Leverage the “Amazon” user 
experience by enabling them to take charge and have  
fun tracking their retirement assets. Make it seamless  
and straightforward. 

Shift the way millennial sta� view retirement and we 
believe your group retirement plan can become a 
fully e�ective tool in retaining bright, young employees. 
This will bene�t your company in very many ways. 

 

1. Bene�ts Canada, June 4, 2015, https://www.bene�tscanada.com/news/tkmillennials-are-the-  
     biggest-generation-in-the-workforce-67767.
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Imagine two highly successful doctors sitting across the 
table, voicing their frustration with the reputable �nancial 
services �rms with whom they have worked over the  
years. They had decided to give the idea of having a  
comprehensive wealth management plan one more 
chance, but clearly did not expect us to be any di�erent. 
Meet the Toms, a couple whose story is all too true, but 
whose names have been changed to maintain their  
privacy. Here’s a snapshot of their story. 

�eir Background
• Husband and wife, in their mid-50s, both in the  

medical profession.
• Net worth of $10 million (personal and corporate  

assets).
• Combined annual income $800,000.
• Two children in their early 20s, needing �nancial 

support for veterinary and medical school.

�eir Needs
• Busy lives, little time and weighty concerns about  

retirement and a possible vocation change. 
• Answers to: When can we retire? Will current assets  

generate enough income to sustain desired lifestyle?
• Answers to: Should we buy a pharmacy and medical  

clinic and what’s the best way to structure the 
purchase? As part of their retirement plan, Mr. Tom  
would transition from medical practitioner to  
business owner. 

• Answer to: When should Mrs. Tom, who was not 
working due to health concerns, start collecting 
her pension? 

• Plan for university education funding. 
• More than investment product recommendations,  

they wanted a well-de�ned plan and disciplined 
implementation steps. 

Turning Point 
• The Toms were right – they were in �nancial limbo,  

with an investment program that was not clearly and 
concretely linked to their goals. Investment decisions  
were being made based on the next “wise” move for  
current conditions. In addition, the various facets of  
their �nancial life “lived” in isolation of each other.

• It took a mutual commitment of time and the  
Toms’ willingness to change their thinking, putting  
achieving their goals ahead of all else, to start making  
change happen. 

Last Chance Becomes New Start by Glenn Allen and Sajjad Hussain 

Here’s What We Did
1) Four discovery meetings with the Toms, investing 
 16 hours, no fees, no obligations. 

2) Reviewed all personal and professional assets.

3) Developed written plan to address each goal, need  
 and concern. Covered:
 a)  Investment selection and implementation. 
 b)  Investment strategy areas i) personal assets,  
  ii) corporate assets, and iii) education.
 c)  Tax considerations for all investment strategy areas.
 d)  Estate considerations for each area.
 e)  Insurance and risk management for each area.

4) Assembled and led the multi-disciplined professional  
 team involved in the plan’s development: 
 • Toms’ personal family lawyer
 • Tax lawyer
 • Accountant
 • Corporate executor
 • Insurance advisor

5) Step-by-step walk through of 
 implementation actions in each area. 

�e Results 

Working closely with the Toms and the professional 
advisory team, here are highlights of what we’ve 
accomplished: 
• The Toms purchased the clinic and pharmacy knowing  
 the best purchase method, how to e�ectively cash �ow  
 the business and the optimal ownership structure. 
• Maximized discretionary cash �ow, which was overly  
 concentrated on insurance policy savings strategies.  
 The redirected premiums are helping retire the business  
 debt faster. Future pro�ts to be used to secure family  
 income and build family wealth. Existing investments  
 now freed up to generate sustainable income.  
• Established a comprehensive tax structure involving  
 all assets, recognizing present and future income  
 requirements, tax liabilities and estate succession issues. 
• Designed an education-funding plan, maximizing  
 available government bene�ts and tax savings.

The Toms �nally know they can retire comfortably within 
two years.  We continue to meet, helping them track 
their progress.  

 



This information, prepared by Glenn Allen who is a Portfolio Manager for HollisWealth® and Sajjad Hussain who is a Portfolio Manager and Investment 
Advisor for HollisWealth®, does not necessarily re�ect the opinion of HollisWealth®. The information contained in this newsletter comes from sources we 
believe reliable, but we cannot guarantee its accuracy or reliability. The opinions expressed are based on an analysis and interpretation dating from the 
date of publication and are subject to change without notice. Furthermore, they do not constitute an offer or solicitation to buy or sell any of the securities 
mentioned. The information contained herein may not apply to all types of investors. Glenn Allen, Portfolio Manager and Sajjad Hussain, Portfolio Manager 
& Investment Advisor, can open accounts only in the provinces in which they are registered.

HollisWealth® is a division of Industrial Alliance Securities Inc., a member of the Canadian Investor Protection Fund and the Investment Industry Regulatory 
Organization of Canada. Insurance products provided through Hollis Insurance Inc.
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“My wife and I decided early in our careers to remain focused on 
achieving our professional goals and to engage experts to manage 
other important aspects of our lives. Over the past 15 years, we 
have learned to trust Allen Private Wealth Group to manage our 
investment portfolio and to keep us on track with our ever-changing 
�nancial goals. �eir balanced investment approach has allowed us 
to obtain strong returns on our capital while avoiding much of the 
volatility of �nancial markets. �e �nancial advice we have received 
has kept us making correct decisions and has prevented us from 
making some wrong ones. My career keeps me very busy and with 
Allen Private Wealth Group ensuring that our investments are 
appropriate for our long-term objectives, I don’t need to spend my 
limited personal time planning our investment strategy.”

Jake Wiebe, CPA, CA, CIRP, LIT
Senior Vice President,

Grant Thornton Limited




