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A PERSONAL NOTE OF WELCOME FROM
EVELYN JACKS, PRESIDENT, KNOWLEDGE BUREAU

WELCOME TO KNOWLEDGE BUREAU!
We are a national certified, post-secondary institution
which provides business and financial education to
individuals, professionals and workplaces, leading to
verifiable and specialized credentials.

Knowledge Bureau is the only financial educational
institution focused on continuing business and
professional financial education for occupations in
various industry sectors including tax preparation,
accounting/bookkeeping, financial services, human
resources, as well as public and private education. It also

publishes financial literacy education and books to
consumers.

Individual Staff Enterprise
Credentials Training Solutions

OUR CLIENTS

Our clients are primarily professionals

e T e We are pleased that you have decided to explore the

. . athways to your profession by reviewing this Program
continuing professional development P ¥ y P y g g
solutions that are immediately

implementable with their clients.

Guide. Our friendly educational consultants are always
available to give you prompt, personal selection services
to help you make the very best educational decision for
your time and money.

OUR GRADUATES

Our graduates receive Certificates of
Achievement, Diplomas and Certificates

Also, enrolling with Knowledge Bureau is always Risk Free.
Take a Free Trial and explore our cutting edge content and
student learning experiences. Tuition fees qualify for a

of  Distinction upon graduation,

. . . tax credit on your personal tax return, or a tax deduction
depending on their learning pathway. . )
in the case of businesses who choose Knowledge Bureau

And we recognize our graduates with
courses for their staff training.

affinity programs: the more vyou

graduate, the more money you save on MAKE A GREAT DEC'S'ON!

. Take a World Class Financial Education Leading to

Specialized Credentials with Knowledge Bureau.

WWW.KNOWLEDGEBUREAU.COM

registrar@knowledgebureau.com | 1.866.953.4769
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Advising Family Business

OVERVIEW

It is widely accepted that the majority of family businesses do not survive past the first or second
generation. This represents an unfortunate loss, not only for the family that relies on this income for
financial stability, but also for Canada’s economy. Family businesses have unique opportunities and
challenges, and require advisory assistance with this in mind. With this course, you will learn how you
can help clients beat the succession odds by better understanding the planning process today.

APPROACH

As a distinguished advisor, you will take a leadership role in quarterbacking the process of helping family
businesses plan for today and tomorrow, thereby protecting what is often their most valuable asset.
You’ll help your clients beat the succession odds by better understanding the planning process today.

WHY IS THIS CONTENT ESPECIALLY TIMELY AND/OR IMPORTANT

e It's widely accepted that many small businesses in Canada are led by individuals that are in or near
retirement age.

e The majority of these companies require assistance with succession related issues, often due to a
lack of planning within the business.

e Qualified advisors have a significant opportunity to assist in this regard, building clients for the long
term.

WHAT YOU WILL LEARN?

e You will understand the advisory needs of family businesses, in terms of their unique opportunities
and challenges, and learn how to work in alignment with your family business clients, increasing the
likelihood that solutions will be implemented.

e You'll work with clients to identify and separate family, business and ownership issues. So that all
aspects of a family client and their company can function smoothly, you’ll help your client set clear,
shared goals.

e Implementing principles of Real Wealth Management into a family business’s clients will have a
major impact on their financial stability. You'll learn how to help clients identify an ideal planning
timeline, how to conduct succession mapping processes, how to recognize roadblocks to
implementation before they occur, how to develop and lead an advisor team, how to maximize your
value while identifying potential advisory opportunities.

SCOPE OF THE CONTENT:

Understanding the Family Business

How to Work in Alignment with Your Family Business Clients
Developing a Shared Vision

Understanding Family Dynamics and Systems

Planning and Real Wealth Management

Advisory Products & Services

The Priorities Pyramid

The Succession Mapping Process

. Structuring Retirement Income

10. Advising Family Businesses
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CHAPTER ONE

UNDERSTANDING THE FAMILY BUSINESS

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e What is a family business?

e How many family businesses are there in Canada today?

e What are the major challenges facing family businesses?

e What is the success rate of family businesses generally?

e What are some of the reasons why family businesses fail?

e What do advisors need to know about family businesses?

e What is the role of the family business advisor?

o What type of knowledge does a family business advisor need to have in order to be a valuable
resource to family business clients?

NEW SKILLS TO BE MASTERED:

This chapter introduces:

e The importance of process knowledge and unique client knowledge

e The concepts of shared priorities, governance structures, conflict resolution, and communication strategies
as four cornerstones of family business success

e 10 reasons why most business leaders fail to take action on important succession related issues

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Which of my clients fit with each of the situations identified?
e Which of my clients represent situations where | could add real value?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 2

HOW TO WORK IN ALIGNMENT WITH YOUR FAMILY
BUSINESS CLIENTS

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e How the approach that advisors take often runs against the path that family businesses tend to travel.
e The ideal decision making process for your family business client.

e The concept of separating the life cycle of the business from that of the Founder or owner.

o The make-up of an ideal advisor team.

e Ensuring that the advisory team is always working in alignment with the client.

e Anintroduction to the “Family Business Diamond”, in terms of illustrating these important points..
NEW SKILLS TO BE MASTERED:

e Where to begin the decision making process with each client.

e Why there are four important steps in this process.

e Why these steps must be taken in order to ensure timely implementation of client solutions.
e How the Family Business Diamond can be used to approach client situations

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e How would this decision making process benefit my clients?

o If this process was used in the past, do you feel that different results might have occurred?

e How does this process differ from how you are currently advising clients?

e What do you need to do differently in order to be better aligned with the needs and perspective of
your clients?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 3

DEVELOPING A SHARED VISION

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

¢ What are the First Base Strategies that will enhance the success of any family business?
¢ What are the common questions for family members?

¢ What are the common questions for the business?

¢ What are the common questions for the ownership group?

¢ How do you develop shared priorities in each area?

¢ How do you develop shared priorities among all areas?

NEW SKILLS TO BE MASTERED:

¢ Understanding the Three Circle Model and how to use it.

¢ How the Three Circle Model helps to identify the types of issues that should be discussed by specific
individuals.

e How the Three Circle Model could be used to identify potential conflicts.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Do you have clients who do not have clearly identified shared priorities?

e Would you understand certain client situations better by completing a “Three Circle Model” diagram
with these clients?

e Do the most successful businesses you know have clearly defined priorities?

e Do you know of any families who have a family council and hold family meetings?

e Do you think certain family businesses would be more successful if they had regular family meetings?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 4

UNDERSTANDING FAMILY DYNAMICS & SYSTEMS

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e What are family dynamics?

e  What are family systems?

e What are the most common Second Base strategies?
e What is the role and skillset of the Family Facilitator?
e What is a Code of Conduct?

e What are Family Values?

NEW SKILLS TO BE MASTERED:

e How to recognize common “family issues”.
e How to deal proactively with common “family issues”.
e How to break “family patterns”.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Have you seen situations like those described in this chapter?

e What were the outcomes of these situations? Are they similar to those mentioned in this chapter?

e  With this in mind, how do the topics discussed in this chapter influence your thinking and advisory
approach with your entrepreneurial clients?

©Knowledge Bureau, Inc. All rights reserved.



Knowledge
T Bureau® 9

CHAPTER 5

PLANNING & REAL WEALTH MANAGEMENT

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e What is real wealth management?

e What is an integrated financial plan?

e What is a multi-generational financial plan?

e What is a succession plan?

e Why is it important to create these plans?

e Whoiis the client?

e Why might a good financial plan (or idea) not be implemented?

NEW SKILLS TO BE MASTERED:

e How to incorporate “Real Wealth Management” into the financial planning process for your
entrepreneur/business owner clients.

e How an integrated financial plan could proactively address important First and Second Base issues.

e Recognize the various “planning opportunities” that are available to family businesses.

e Recognize how these various plans fit together, and which plans should be addressed first.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Do you feel that using the “Real Wealth Management” concepts with your family business clients
would enhance the value of your practice and the value you provide to your clients?

e Do you agree that the “integrated” approach is best to shorten the sales cycle and increase the size
of your average sale?

o Does the definition of “Succession Planning” relate to the other types of Financial Planning services
that you provide?

e Do you agree with the “who is the client” notion discussed in this chapter? Would you feel comfortable in
this type of role?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 6

ADVISORY PRODUCTS & SERVICES

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e  What product knowledge does a Family Business Advisor need to have?

e  What products are typically used when working with Family Business clients?
e How and when should these products be used?

e What tax knowledge is important when advising family businesses?

o  What legal knowledge is important when advising family businesses?

NEW SKILLS TO BE MASTERED:

e Understanding how and when to begin to bring product solutions into the conversation.
e Recognize and implement important Tax, Legal, Retirement, Estate, Investment, and Insurance
Benchmarks.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Are you aware of these various products and strategies available today?
e Do you know where to go to learn more about these specific strategies?
e Which of your current clients could benefit from these strategies?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 7

THE PRIORITIES PYRAMID & THE IDEAL TIME LINE

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e What is the Priorities Pyramid?

e  What three important ideas are combined within the Priorities Pyramid?

e How does each of the levels of the Pyramid build off of one another?

e Whatis the Ideal Time Line?

e What is the Interim Security Plan and when is it used?

e How the concepts of a Lifestyle Business and Market Driven Business could be used to help further
the succession planning discussion.

NEW SKILLS TO BE MASTERED:

e How to use the Priorities Pyramid to communicate the importance of following a specific process
when working through challenging entrepreneurial / family business issues.

e How to use the Ideal Time Line to communicate specific time related goals to your entrepreneurial /
family business clients.

e How to recognize the dominant orientation of the organization (family first vs. business first).

e How to build an Interim Security Plan.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Which of your family business clients are dominated by a “business first” orientation?
e  Which of your family business clients are dominated by a “family first” orientation?

e  What similarities or differences do you observe?

e What opportunity exists to take a blended approach is best?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 8

THE SUCCESSION MAPPING PROCESS

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e What is a Succession Map and where did it come from?

e What is the 6 Step Succession Mapping Process?

e What are the goals of this process?

e What does each of the six steps entail?

e  When do | use this process?

e How would this process benefit my clients?

e Why is it important to focus on the ownership group first?
e What are some approaches to enhancing value in a company?

NEW SKILLS TO BE MASTERED:

e How to use the Succession Map tool with your clients.

e How to get the ownership group on board with the process.

e How the client interview process bridges from the “owners”, to the “family”, and then to the
“business”.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e If you had used the Succession Mapping tool with one of your current clients several years ago, how
do you feel it would have impacted the results you have achieved to date with this e client?

o If you use the Succession Mapping tool with a new client today, do you feel it will help you to position
your value and services in a professional and beneficial manner?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 9

STRUCTURING RETIREMENT INCOME

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e The sources of income available to a retiring business owner.

e The sources of income that should be drawn from first and why.

o Determining the priorities (i.e., security, tax minimization, liquidity).

e How to structure or layer income from the business.

e How to create additional sources of income (RCA, IPP) and why doing so is important.

NEW SKILLS TO BE MASTERED:

e |Income from the business must be the last source of income to consider for retirement.
e How to help your client feel secure in retirement.
e How to match guaranteed income sources with basic financial needs.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e How is the approach discussed in this chapter similar to or different from the approach that you use
today?

e What do you see as the benefits or pitfalls of this approach?

e Based on this information, would you do anything differently going forward?

©Knowledge Bureau, Inc. All rights reserved.
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CHAPTER 10

ADVISING FAMILY BUSINESSES

KEY CONCEPTS AND ISSUES - WHAT YOU WILL LEARN:

e Reviewing and Understanding the Typical Roadblocks.
e Building the Advisor Team.

e Constructing a Fee Based Service.

e How to Market Your Services.

o The Client Engagement Document.

e Other Resources to reference.

e Areas to check in with clients on an ongoing basis.

NEW SKILLS TO BE MASTERED:

e Questions to consider when structuring your value and advantage for this group of clients.
e Structuring a Client Engagement Document.

READING GUIDE - KEY QUESTIONS TO BE ANSWERED:

e Is this a market that you wish to pursue more aggressively?
e What additional resources do you feel you would need to access this market?
e Who do you feel should be a part of your “advisor” team?

©Knowledge Bureau, Inc. All rights reserved.
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ESPECIALLY FOR:

¢ Financial Planners

e Accounting and Tax Practitioners
e Wealth Managers

e Insurance Advisors

e Owner-Managers

FACULTY OF RETIREMENT PLANNING

Planning with Pre-Retirees and Pensioners

The baby boomer demographic is retiring and they have lots of financial
issues that a highly qualified retirement a succession services specialist
can answer: all generations in the family are having difficulty saving e
adequate money in an emerging high interest, high tax, high inflation RETIREMENT
environment. Y

\ 'l

DESIGNATE
WHY BECOME A RETIREMENT INCOME SERVICES SPECIALIST? LVJ

Clients need professionals who can guide them to accumulate, grow, preserve and then withdraw tax-
efficient retirement income throughout their lifetime and that of their survivors.

“What surprised me about the
courses was the outcome. My new
ST U DY 0 N LI N E = EVERYTH I NG IS I N CLU DED: understanding of the mechaynics
made it significantly easier for
other advisors to implement my
advice because | was confident |
knew how to explain it.”

Personal course selection consultation and Practical case studies using well-known
virtual campus orientation professional software

Lesson plans and study plans Calculators and tools you can use

immediately

Personal instructor support by email lan Wood, MB

Comprehensive Knowledge Journal Testing and certification

CE/CPD accreditation by various professional

EverGreen Explanatory Notes -
bodies

- Online Research Library

Phone: 1-866-953-4769 | Email: registrar@knowledgebureau.com | www.knowledgebureau.com

The RWM™, MFA™, MFA-P™, DFA-Tax Services Specialist™ and DFA-Bookkeeping Services Specialist™ designations are registered certification marks of Knowledge Bureau™



TAKE A RISK-FREE TRIAL

RETIREMENT INCOME

SERVICES SPECIALIST™

LEVEL | COURSES - CORE PROFESSIONAL SKILLS

Build your core professional
skills by taking the three

courses below.

Tax-Efficient Retirement
Income Planning

This course allows advisors to develop a
consistent process for multi-generational
planning that looks at the tax-efficiency of
both income and capital left for partners
and beneficiaries.

Knowledge Journal Topics:

e Methodology: Tax-Efficient Retirement
Income Planning

e First Steps: Helping Clients Envision the
Plan

¢ Tax Changes Relating to Retirees

* Managing Government Income Sources

e Managing Canada Pension Plan

¢ Planning with Tax-Assisted, Self-Funded
Sources

e Foreign Pensions and Non-Registered
Accounts

e Tax-Efficient Retirement Income Planning
for Employees - Part 1

e Tax-Efficient Retirement Income Planning
for Employees - Part 2

¢ Planning for Post-Retirement

Do you have the skills to provide the process and

structure your clients will need to effectively plan for their

retirement? Differentiate yourself, attract new clients and
increase profits by providing a high value service
as a trusted advisor to your clients.

Use of Trusts in Tax and
Estate Planning

Trusts are used on an ever-increasing basis
to plan for the wealth and succession
objectives of medium and high-worth
clients. The advisor with the ability to assist
with that process creates the opportunity to
establish a long-term, potentially
intergenerational connection with a client
and their family; provided their strategy
considers recent tax changes in the planning
process.

Knowledge Journal Topics:

e Basic Trust Mechanics

e Trusts as Mechanisms to Exert Control
e Basic Tax Treatment

e Testamentary Trusts

e nter Vivos Trusts

e Charitable Remainder Trusts

e Alter Ego and Joint Partner Trusts
e Insurance Trusts and RRSP Trusts
e Spendthrift Trusts

e Spousal Trusts

e Trusts for Disabled Beneficiaries

Investment Tax Strategies

This course covers a strategic and tax-
efficient investment income planning
process which places capital accumulations
in the right hands of individuals in the family.
The objective is to save capital and earn
investment income with tax-efficiency and
then to average down the tax paid on both
by arranging to share with family members
within the tax rules allowed.

Knowledge Journal Topics:

¢ Introduction to Real Wealth Management

e Tax Efficient Investing: Planning for
Income and Capital

e Business Income and Asset Planning

e Introduction to Canadian Income Tax

e Growing and Preserving Tax Efficient
Wealth

¢ Registered Investments

¢ Tax-Efficient Investments Income

¢ Real Estate

o Tax-Efficient Asset Transfers

“The MFA was able to deliver ... Increaing my confidence when consulting with advisors on how to help their clients meet their financial goals.”

J
Phone: 1-866-953-4769 | Email: registrar@knowledgebureau.com www.knowledgebureau.com '

The RWM™, MFA™, MFA-P™, DFA-Tax Services Specialist™ and DFA-Bookkeeping Services Specialist™ designations are registered certification marks of Knowledge Bureau™

- Tony Bosch, BC
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World-Class Financial Education




TAKE A RISK-FREE TRIAL

RETIREMENT

SERVICES SPECIALIST™

LEVEL Il COURSES - MASTERY AND SPECIALIZATION

Complete your designation

with specialized skills and deep
professional knowledge by taking
the three courses below:

Succession Planning for
Owner-Managers

Understand the importance of succession
planning for the business and key
positions within the business. Use this
important knowledge to address estate
planning for non-business owner clients
as well.

Knowledge Journal Topics:

e Introduction to Succession Planning

e Essentials of Planning and the Planning
Process

e Key Positions that Require Succession
Planning

¢ Role and Responsibility Issues for
Business Leaders

e Financial Issues for Business Leaders

¢ Role and Responsibility Issues for
Successors

e Financial Issues for Successors

e Succession Plan Implementation

e Succession of the Business to Another
Organization

Personal Pension Planning

In light of the new tax rules that penalize
passive investments within CCPCs, advisors
must understand how pension legislation can
become a power tool to deal with wealth
succession, business succession and tax

optimization within a corporate environment.

Knowledge Journal Topics:

e Introduction to Pension Management

® RRSP vs Pension Regulatory
Environments

e Disadvantages: RRSPs for Family
Company

e Navigating Tax on Passive Investments

e Inter-generational Wealth

e Combination Plan Solutions

e Creditor and Bankruptcy Protection

e Pension Fit with Competing Strategies

e |[nvestment Management
for Canadian Small Business

e Success with a Customized Pension Plan

All generations within families are having difficulty saving
adequate money in this emerging high interest, high tax,
high inflation environment. Become the highly-qualified
trusted specialist poised to provide the financial peace of
mind they need.

Advising Family Business

Many small businesses in Canada are owned
and operated by individuals who are at or
near retirement age and qualified advisors
have an opportunity to assist them in planning
and implementing succession plans. This
course will teach you to create strategies that
can help clients and their companies’ function
smoothly.

Knowledge Journal Topics:

e Understanding the Family Business
e How to Work in Alignment
with Your Family Business Clients
* Developing a Shared Vision
e Understanding Family Dynamics & Systems
e Planning with Real Wealth Management
¢ Advisory Products & Services
e The Priorities Pyramid
® The Succession Mapping Process
e Structuring Retirement Income
¢ Advising Family Business

Study online in the safety and convenience of your own home or office.
Your study plan is flexible and self-paced. Assume 30 hours for each course.

J
Phone: 1-866-953-4769 | Email: registrar@knowledgebureau.com www.knowledgebureau.com '

The RWM™, MFA™, MFA-P™, DFA-Tax Services Specialist™ and DFA-Bookkeeping Services Specialist™ designations are registered certification marks of Knowledge Bureau™

Take up to 3 months to complete one.

Knowledge
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World-Class Financial Education



TAKE A RISK-FREE TRIAL

knowledgebureau.com

THE DMA™
DESIGNATION TRACK

EARN A DESIGNATION BY DECLARING A SPECIALTY:

The DMA™ Designation is awarded to students who successfully earn 6 Certificates of
Achievement as outlined above or take any 4 courses from a specialist category plus any 2

other courses.

We would like to create a lasting learning
relationship with you and your team, for
all your professional development and
continuing education requirements.

Count on Us For:

e Practical training you can use right away with your team
and clients

e Unparalleled personalized attention to ensure your success
in the program

e  Flexible learning format to fit even the busiest schedules —
conveniently online and available 24/7

e  Tax deductible tuition fees which qualify for the Tuition Fee
Credit on your tax return

e All course materials, custom-designed software tools,
research library, quizzes, testing and personal support are
included in the single fee

e  Continuing education credits from most professional
bodies and regulators

About Knowledge Bureau:

Founded by tax expert, award-winning financial educator and
best-selling author, Evelyn Jacks in 2003, Knowledge Bureau™ is a
widely respected financial education institute and publisher based
in Canada. Our world-class education solutions are innovative,
informative, and in-depth, with a multi-disciplinary approach to
professional development in the tax, accounting, bookkeeping and
financial services.

“Our team of educational consultants and instructors make all
the difference. We are always by your side as you study in the
convenience of home or office. We want you to make the best
educational decisions for your time and money and we are here
to help.”

- Evelyn Jacks, President of Knowledge Bureau

Family Business
Services
Specialist™

Philanthropy
Services
Specialist™

Small Business
Management
Specialist™

RWM™
Real Wealth Manager™
Program

Personal Tax
Services
Specialist™

Accounting
Services
Specialist™

Retirement
Services
Specialist™

Join Thousands Who Have Earned
New Credentials

Over 1 million Online course module registrations

Over 23, 000 Technical training certificates issued

Over 17,800 Knowledge Bureau Report (KBR) subscribers

Over 11,000 Active students in certificate and designation
programs

Over 14,100 CE Summits & Distinguished Advisor Conference
attendees

“Everything so far has had value to it. These studies have added

to my knowledge and skills and | have put this knowledge to use
immediately for our clients or | gained new skills which has given
me the opportunity to expand our services.”

- William Samplonius, ON

Knowledge
Bureau

World-Class Financial Education
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