
  

 

Planning Retired Life Beyond Money 

 

 

Reid Stone MBA, CPRC 

 

The Strategic Value of Helping Clients  
Plan Their Ideal Retirement Lifestyle   

(Planning For the NON-Financial Aspects of Retirement) 

 



  

 

Contents 
Executive Summary. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .3 
 

The Changing Face of Retirement   . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .5 
 
Industry Research. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .6 
 
Comments From Industry Experts. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .8 
 
What is Retirement Coaching (Longevity & Transition Planning)? . . . . . . . . . . . . . . . . . . . . .9 
 

What is an Encore Portfolio? . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .10 
 

Client Benefits. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .11 
 

Advisor Benefits . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .13 
 

Helping Clients Create Their Encore Portfolio . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .15  

 
What Does the Solution Cost?  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .15 
 

Questions to Consider . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .16 
 

References. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .17 

 
Additional Reading. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .18 
 

About the Author  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .19 

 

 

Planning Retired Life Beyond Money 

Copyright 2020 Reid Stone 

All Rights Reserved 

May not be duplicated without written consent of author. 



  

 

Executive Summary 

Longevity is changing many aspects of retirement. Baby boomers, long known for  
not following traditional norms, are planning a retirement that will look much different 
than what their parents or grandparents experienced.  As a result, they are seeking  
and needing a different type of guidance.   

Boomers are seeking more out of their time in retirement.  More purpose, passion, 
connection, and continuing to contribute in meaningful ways.  

The financial advice industry is taking note. Recently published research, much of it 
coming from the Journal of Financial Planning, provides advice about why planning for 
the NON-Financial aspects of an aging demographic is so important for advisors and 
their clients. 

The research points to an opportunity for innovative financial advisory firms. 

Here are several comments from industry experts cited in the white paper on the  
future of retirement advice that are compelling: 

 “Over the next few years, financial services firms will become effective  
educators about life after work. True innovators will emerge and capture this  
incredible opportunity, transcending financial products and planning to begin  
teaching and selling a comprehensive retirement experience.” Joseph Coughlin 

 “It is vital that financial planners have conversations with their clients who are  
approaching retirement or in retirement about appropriate time-use and activities 
to enhance well-being throughout retirement. In short, life planning and retirement 
coaching could be an essential part of the services provided to the retired client.” 
Tao Guo, Ph.D., CFP®; Yuanshan Cheng, Ph.D., CFP®; Philip Gibson, Ph.D., CFP®; and 
Louis J. Pantuosco, Ph.D. 

 “The future masters will help their clients with multiple coaching and referral 
sources. Is the right person in your firm delivering these critical “better aging”  
messages? Do they understand the issues, want to do it, and have the capacity  
and skills?  This could be the biggest disconnect we see in the planning profession.”  
Dennis Stearns, CFP and Andrew Clark, CFP 

 “Another original interest driving the study was the role that financial advisers  
play as their clients plan for or engage in retirement. We found that a majority of  
respondents view their financial advisers as their No. 1 source for retirement  
information, with 56 percent reporting they rely on their advisers for such advice.” 
Mitch Anthony, Lisa Kueng, and Gary DeMoss 

 
The financial advice industry is evolving and client’s needs around retirement  
planning are changing. Clients are seeking this type of advice and are looking to  
their financial advisor for guidance on transitioning into retirement.  
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Offering retirement lifestyle planning provides benefits to your clients and your firm.   
Among the benefits to clients includes: addresses a need, resolves concerns, relieves 
the stress of retirement, and provides clarity, confidence, and control over their 
retirement. 

Among the benefits to the financial advisors includes: differentiates your firm,  
strengthens and lengthens the client/advisor relationship, it can be a referral and  
retention tool, and ease of implementation. 

How frustrating is it to help clients invest for retirement over the course of your  
relationship only to see them struggle in retirement– simply because they had not 
planned for the NON-Financial aspects during this time. Much of the lack of planning  
is simply due to lack of awareness, education, and guidance.  

A significant risk for clients retiring today and in the future is not only building and  
sustaining a significant nest-egg, but also involves mitigating the risk of losing their  
purpose, identity, friends, health and time.   

This paper shows clients are seeking advice, and can benefit from guidance, on these 
NON-Financial areas.   

Financial advisors are perfectly positioned to help guide clients in connecting their  
time, direction, purpose, health, activity, and happiness with their financial resources. 

Some questions to consider about the strategic value of offering retirement  
lifestyle planning to your clients: 

 Are you helping clients prepare for the mental, physical, social, and spiritual  
aspects of what life after full-time work might look like?  

 Do your clients have a well-defined purpose for their lives during this time?  
Or, will they fall victim to being bored, directionless, and wondering “What’s next?”, 
“Who am I now?” or “This isn’t what I thought retirement would be like?” 

 What is the value to your clients by offering this solution?   

 What is the value to your firm from offering this solution?   

 

Retirement coaching provides an opportunity to demonstrate additional value by 
helping clients create and live a retirement lifestyle with purpose, meaning,  
and happiness. 

The true value of great retirement planning lies not in the numbers, but in the life  
the numbers makes possible.  
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The Changing Face of Retirement 
 
How frustrating is it to help clients invest for retirement 
over the course of your relationship only to see them 
struggle in retirement– simply because they had not 
planned for the NON-Financial aspects? Much of the lack 
of planning is simply due to lack of awareness,  
education, and guidance.  

By switching the focus of retirement planning to the  
client’s well-being and purpose, delving into the  
financial details of their retirement plan can be  
easier and more motivational for them. 

The retirement our parents or grandparents experienced 
was much different than it is for people transitioning  
into retirement today and in the coming years. 

Here are a few ways that retirement is changing: 
 Clients are living longer. Their “retirement” could last 25-30+ years.  

It’s an entirely new life stage that could last one-third of a client’s adult life. 

 Clients are also living longer healthier and more actively– which creates  
challenges, opportunities, and options for them to consider.  

 10,000 people turn age 65 each day. Many struggle with this transition. 

 By 2024, one in four American workers will be age 55 or older. 

The population is beginning to look much different, 
which presents challenges from this demographic 
shift.  The financial advisory industry will not be  
immune from the affects of this shift.  Because clients 
are living longer, healthier, and more active lives,  
their wants and needs are changing.   

By combining the financial and NON-Financial aspects 
of their retirement plan, clients can see and  
understand how their money will help them live  
the retirement lifestyle they envision.   

 
Clients need education about the possible options and potential challenges that await 
them in retirement in light of this “new retirement.” 
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Don’t let clients “fail” 
retirement because 
they planned for the 
Financial side but  
didn’t plan for the 
NON-Financial side.   

 
Significant risks for 
clients retiring today 
and in the future is 
not only building a 
significant nest-egg 
but losing their  
purpose, identity, 
friends, health,  
and time.   



  

 

Industry Research 
 
In an article in the November 2019 issue of the Journal of Financial Planning, titled  
Location, Vocation, and Vacation: Finding the Retirement Place and Pace that Works*, 
the authors set out to learn what has been working and not working for recent retirees, 
dubbed “Retirementors”– those retired an average of seven years.  They wanted to  
explore how retirees had balanced purposeful (vocation or work) versus recreational 
(vacation or leisure) activities.  In addition they wanted to figure out the role that  
financial advisors played as their clients planned for and transitioned into retirement. 

The survey group was asked the following question: What topics would be important for 
you to learn from others in this group?  

Here are the topics of interest the study participants responded that they wanted to 
learn more about to feel better prepared for retirement. 

 Financial Planning (76%)- Obviously! 

 Maintaining Mental Acuity (45%) 

 Travel Opportunities (43%) 

 Maintaining Health (39%) 

 Incorporating Volunteer Work  
Into Retirement (39%) 

 Maintaining Purpose (36%) 

 Maintaining Social/Family  
Connections (19%) 

 Changing Location (18%) 

 Engaging In Sports/Hobbies (16%) 

The vast majority of these topics have nothing to do with money! 

They also noted that, if current trends play out, 26 percent of your clients who initially  
decide to stop working entirely will return to work. Of that group, 56 percent will make  
this decision within one year of retirement, with the remaining part of that group is  
doing so within five years.  

The primary reasons for clients returning to work are: needing a sense of purpose, 
wanting social interaction, and wanting to stay engaged and mentally challenged.  

Each of these are key NON-Financial areas to help clients plan for a successful retirement. 
 
Clients are seeking help on these topics and look to their financial advisor for  
guidance on these areas of their lives.  
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The results show that 
56% of respondents 
listed their financial  
advisor as the primary 
source for information 
about retirement prior  
to making the transi-
tion, including many 
NON-Financial aspects.  

https://www.onefpa.org/journal/Pages/NOV19-Location-Vocation-and-Vacation-Finding-the-Retirement-Place-and-Pace-that-Works.aspx


  

 

Industry Research cont. 

 

Another article in the  March 2019 issue of the Journal of Financial Planning, titled  
Time Allocations and Self-Reported Happiness of Retirees: An Exploratory Study*, 
examined what activities, as reported by retirees, yielded more happiness in retirement 
as well as the optimal time needed for each activity.  

The Executive Summary from this research stated the following: 

“Findings indicate that retirees prefer active activities such as socializing, walking or  
exercising, as well as those that require human capital such as working or volunteering, 
compared to passive activities such as staying at home and watching television.  
The need to engage in active activities increased with age, while the desire for  
passive activities decreased with age.   

However, most retirees spent more time on passive activities, which contributed to  
a decrease in overall happiness. There appears to be a gap between how retirees would 
like to spend their time and what they actually do in retirement. This gap indicates an 
area that could lead to a reduction in happiness during retirement.” 

As the authors also point out, “In practice, it is vital that financial planners have  
conversations with their clients who are approaching retirement or in retirement about 
appropriate time-use and activities to enhance well-being throughout retirement.” 

They go on to say “The findings have implications  
for financial planning practice, as ample financial  
resources and a well-developed time allocation  
are equally important to retirees.  

Specifically, it is recommended here that financial 
planners provide guidance and related resources  
on how their clients might plan their daily activities, 
and that planners encourage clients to perform 
such activities.” 

 
 
 
I would add that coaching is also essential for any client considering retirement  
within the next five years.  

My recent blog discusses the importance of planning for these NON-Financial aspects 
and what is missing in the financial advisory industry. 
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The authors state:  
“In short, life planning 

and retirement coaching 
could be an essential 
part of the services  

provided to the  
retired client.”  

https://www.onefpa.org/journal/Pages/MAR19-Time-Allocations-and-Self-Reported-Happiness-of-Retirees-An-Exploratory-Study.aspx
https://www.mylifesencore.com/the-missing-link-between-retirement-readiness-longevity-wealth-management-3-0-and-transition-planning/


  

 

Comments From Industry Experts 

 
Joseph Coughlin, President of MIT’s Age Lab and author of The Longevity Economy in  
Why Retirement Planning Should Be About Teaching Us How To Live In Retirement,  
Forbes, April, 2018. 

”Over the next few years, financial services firms will become effective educators about 
life after work, or they will cede that role to other innovators who will seize the public’s 
imagination with a compelling vision that teaches them about what they will want and 
need for one-third of their adult lives. 

True innovators will emerge and capture this incredible opportunity, transcending  
financial products and planning to begin teaching and selling a comprehensive  
retirement experience. Should that happen, the question today’s retirement industry  
will have to ask is, who owns the business of retirement and the client relationship then? ”  
 

Future Mastery- Evolution or Revolution in the Financial Planning Profession*,  
Journal of Financial Planning, Dennis Stearns, CFP and Andrew Clark, CFP  
(December, 2017). 

Baby Boomers 

Client considerations: How would it affect your planning assumptions if some of  
your clients lived to age 100 or beyond and were still active and spending money  
similar to today? 

The future masters will help their clients with multiple coaching and referral resources 
such as encore career specialists, fourth quarter or late life socialization skills, and health 
care wellness services. 

Planning practice considerations. Larger firms will have aging specialists within their 
firms. Smaller firms will need to source and vet outside sources. 

It’s not just what you do, it’s who does it and how they do it.  Is the right person in your 
firm delivering these critical “better aging” messages?  Do they understand the issues, 
want to do it, and have the capacity and skills?  

This could be the biggest disconnect we see in the planning profession. 

 
The future is in how advisors are going to differentiate themselves. 
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https://www.forbes.com/sites/josephcoughlin/2018/04/25/why-retirement-planning-should-be-about-teaching-us-how-to-live-in-retirement/#7b02187a4c17
https://www.onefpa.org/journal/Pages/DEC17-Future-Mastery-Evolution-or-Revolution-in-the-Financial-Planning-Profession.aspx


  

 

What is Retirement Coaching? 

Retirement Coaching is helping people think about, plan for, and guide them to make the 
transition to everyday life in retirement.  It involves helping people move from full-time 
work to a new phase of life– one that can be quite different than their working life.  This 
article explains what retirement coaching is (Laura) in great detail.  

We’re living longer.  But in order to live longer, 
healthier, and more meaningful lives requires  
making good decisions.  Making good decisions  
requires having good information and guidance.  

A retirement coach provides the information, asks 
the right questions, and acts as a guide to help  
clients make good decisions for each of the areas 
that comprise their Encore Portfolio (see page 10).  

Oftentimes, there is a huge disconnect between what people believe retirement will be 
like and what it actually is like.   

Retirement coaching helps people visualize retirement by taking them through a 
thought-provoking process to help them replace their work identity, allocate their time 
and resources, stay relevant and connected, and mentally and physically active.  

The process includes a combination of discussions, reflections on a variety of questions, 
and completing various worksheets to create a plan for a meaningful retirement.  

Longevity planning and retirement transition planning involves the following process: 

Education: Provide information that clients need and find applicable to their lives. 

 Engagement: Discuss Non-Financial areas of concern and engage in thoughtful  
     conversation to develop a vision for this new phase. 

 Empowerment: Deliver the needed information and guidance for clients to take  
         action and make a meaningful transition into their Encore. 

 

 
 
 
 
 
 
 
 
Due to changes in longevity, advisors will also become Longevity Coaches (Armstrong) 
by providing longevity planning (Skinner). Read these articles to learn more. 

“He can’t give you all the 
answers, but he will ask 
you questions you avoid 
asking yourself.” 
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It is helping people plan  
for longevity, making 
the transition into  
retirement successfully, 
and designing a new 
lifestyle for their Encore.  

A typical comment from clients 

about retirement coaching… 

https://www.forbes.com/sites/robertlaura/2019/09/13/what-is-retirement-coaching/#64418db46a4e
https://www.wealthmanagement.com/retirement-planning/wealth-management-30-longevity-advisors
https://www.investmentnews.com/article/20150517/REG/150519929/what-extreme-longevity-will-mean-for-the-advice-industry


  

 

What is an Encore Portfolio? 

Similar to the how an investment portfolio is constructed, I combined each of the  
NON-Financial aspects to create a retirement lifestyle portfolio” or “Encore Portfolio.” 

The Encore Portfolio includes each of the aspects important for people to plan for in  
retirement and is customized for each client.   

How much is allocated to each aspect is dependent upon the needs of each client.  

Similar to creating a financial plan, the Encore Portfolio includes written documents to 
reach the client’s goals in each of the following seven areas: 

Each area is discussed with clients to develop a plan– a vision– for what a client wants 
each of these areas of their retirement to look like.   

 

 

 

 
 

The plan provides the guide to help the client make the transition into retirement with 
a vision for this time– one with clarity, confidence, and control. 

10 



  

 

Addresses a Need 

People are beginning to view retirement not as an endpoint or a finish line, but as a  
transition to a new phase of their life. This creates options for them to sort out. At the 
same time it can be unsettling and confusing.  Having guidance and reassurance can help. 

Clients have heard the message “you need to plan for retirement” since they first began 
putting money away for this time. The vast majority of retirement advice is focused only 
on their money.  Contrary to the messages clients receive, much of this in advertising,  
just because someone has acquired enough money to retire does not automatically  
result in a retirement full of meaning and happiness. Many people struggle connecting 
their money with what is most important in their lives, particularly during retirement.  

When clients address what their lifestyle will look like in retirement, they can begin to  
understand how their retirement savings can fund the retirement lifestyle they want.  

As the research on previous pages shows, retirement is changing. Clients need, and are 
seeking, advice in these NON-Financial topics that can positively affect the success of  
their transition into retirement. 

 

Resolves Concerns 

Past research on the concerns people have prior to retirement has shown that clients 
have NON-Financial concerns- beyond whether they will have enough money to retire or 
whether they will outlive their money.  

These prior studies found that these NON-Financial concerns people have include:  
staying productive and useful, finding meaningful ways to spend time and stay involved, 
feeling isolated and alone, and not being able to retire on their own terms.* 

*Sources: Wishful Thinking or Within Reach? Three Generations Prepare for Retirement, Transamerica Center for  

Retirement Studies and Transitioning Into Retirement, MetLife Mature Market Institute. 

 

Retirement Lifestyle Planning addresses both needs and concerns. 
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CLIENT BENEFITS 

https://www.transamericacenter.org/docs/default-source/retirement-survey-of-workers/tcrs2017_sr_three-generations_prepare_for_retirement
https://www.aarp.org/content/dam/aarp/livable-communities/old-learn/research/transitioning-into-retirement-metlife-study-of-baby-boomers-at-65-2012-aarp.pdf


  

 

Relieves the Stress of Retirement 

Too often, people believe that planning for the financial aspects of retirement will lead 
them to a perfect retirement– that everything will just fall into place.  But what typically 
happens is that once the honeymoon phase of retirement wears off, they realize it isn’t 
what they had expected.  

Clients are left directionless, bored, unhappy, have less social interaction, left feeling  
isolated, and often with less desire or motivation to be active and do things they had 
planned to do like working out, eating healthy, or travelling.  Each of these can lead to a 
great deal of stress at a point in their lives that is supposed to be stress-free! 

The Holmes-Rahe-Life Stress inventory, which measures the 43 most stressful life 
events, shows that 20 out of the 43 events occur just prior to retirement or in the early 
phase of retirement. Retirement itself is listed as the 10th most stressful life event. 

There are many things for people to sort out to live the lifestyle in retirement they are  
looking forward to. 

Provides Clarity, Confidence, and Control of Retirement 

Creating a plan that provides clients with clarity for what this time will look like,  
confidence in who they want to be and what they want to do, and ultimately, control over 
their lives. This is particularly helpful when a client feels like they are living without pur-
pose and direction.   
 
Creating an Encore Portfolio provides a written plan for what they want each of the  
aspects of their retirement to look like and any changes to create their ideal lifestyle in  
retirement.  The plan provides clients with clarity, confidence, and control for their life-
style during  
retirement. 
 
Ultimately, in a business based on relationships and creating an extraordinary client  
experience, retirement coaching provides an additional opportunity to add value for cli-
ents by helping them create and live a retirement lifestyle with purpose, meaning, and 
happiness.   
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CLIENT BENEFITS 

https://www.stress.org/test/the-holmes-rahe-life-stress-inventory


  

 

Differentiates Your Firm  

By offering to proactively assist clients with these concerns and help them define what 
their lifestyle will look like in retirement, you are offering a service, a specialization,  
other firms aren’t providing (Hanson)– yet.  

By helping clients visualize their retirement lifestyle, you can ask the client: “Now that 
you know how you want to live retirement...let me show you how to fund your ideal  
lifestyle in retirement.” Other advisors aren’t doing this. 

A recent advisor survey from Schwab asked advisors the following question:  
Which category best represents most of your new-to-firm clients?  The response from 
advisors in the survey was they expected 64% of new clients to be Baby-Boomers. 
How will you capture and serve this client demographic? 

Consumers research advisors online before deciding to reach out.  Helping clients with 
their retirement transition is one additional way to capture clients seeking this service. 

As the research referenced earlier points out, the future is in how advisors are going to  
differentiate themselves. Longevity is changing the future of what clients want and  
expect of their financial advisors. 
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Deepens, Strengthens, and Lengthens the Client/Advisor Relationship  

Assisting clients in creating a retirement lifestyle they want, as well as helping them  
avoid the areas that can cause issues, shows you care about other areas of importance  
to clients– areas they may not share with you unless you ask.  

As clients live longer, an opportunity presents itself for the relationship to evolve into  
one where you help them live their ideal retirement lifestyle– a relationship based on 
something more than only managing investments and financial planning or primarily  
focused on a client’s money.  

Retirement coaching provides additional client touchpoints during the relationship.  
It can also lead to opportunities to assist clients with other needs as they age (due to  
longevity). You can continue demonstrating your service level and value as clients  
move further into retirement. 
 
This is a huge paradigm shift in the financial planning industry as well as the in the  
client-advisor relationship. 

ADVISOR BENEFITS 

https://www.investmentnews.com/article/20191126/BLOG09/191129946/youd-better-increase-your-service-offerings-or-else-find-partners


  

 

It Can Be a Referral Tool 

Having clients work through the topics in the Encore Portfolio as part of their retirement 
planning process can be a referral tool. Clients who work with me, discussing their  
concerns, pondering their options, and completing the exercises in the my workbook, 
will find their new direction during retirement. These clients are likely to tell their family, 
friends, and coworkers about this unique experience. My coaching is available to, and 
can benefit, your client’s family and friends– all potential new clients. 

Part of my coaching involves working with couples and leading group workshops and 
other speaking engagements. People sometimes seek a different financial advisor-  
an advisor who understands their needs beyond their money and can align their  
values, purpose, and desired lifestyle in retirement with their finances.  They are  
seeking a better client experience– one that is more holistic by helping them with  
areas other than their money. 

In addition to these referral options, we could also do a joint workshop/seminar/client 
event to attract new clients. If you only get one or two new clients because of retirement 
lifestyle planning, the service will pay for itself. 
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Easy to Implement 

Offering this service to your clients is easy and can be provided to them in a number of 
ways.  

Here are three ways I can help implement the Encore Portfolio for your clients:  
 1) working with your firm– as an outsourced partner- to guide clients during their 
      retirement transition, 
 2) helping your firm integrate the basics of the Encore Portfolio into your  
      retirement planning process,  
 3) a combination of 1 & 2. 

The following page addresses the ways this solution can be implemented in your firm.  
 
Advisors are perfectly positioned to help guide clients with connecting their time,  
direction, purpose, health, activity, and happiness with their financial resources.   

How will you help clients address these? 

ADVISOR BENEFITS 



  

 

Helping Clients Create Their Encore Portfolio  

I can (depending upon your needs)… 

 Work with clients to properly allocate their Encore Portfolio. 

 Write articles for your client newsletter and/or your blog– similar to those on my blog. 

 Provide educational materials and helpful worksheets and exercises from The Other 
Side of Retirement workbook. 

 Present a portion of your event on the NON-Financial aspects to plan for– if your firm 
puts on seminars/workshops/client events. 

 Present on a topic for a client webinar. 

 Present on a topic for your advisors or at an advisor training event. 

 Help your firm integrate my Encore Portfolio planning into your retirement planning  
services– make it part of your planning process. 

What Does This Service Cost? 
It depends? What do you want to offer your clients in terms of planning their ideal  
retirement lifestyle? We can discuss fees in more detail when we talk about how guiding 
clients in planning their retirement lifestyle helps them, and in turn your business.  

The fees for these services can be paid by the advisory firm, the client, or a combination.  

 

 

 
Let’s get creative to help integrate retirement lifestyle planning into your firm’s service 
offering to help your clients design their ideal Encore Portfolio! 
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Questions To Consider... 

1) How are you helping clients prepare for the mental, physical, social, and  
spiritual aspects– beyond the financial– of what life after full-time work might look 
like? What steps are you taking to help clients create their ideal retirement lifestyle?  
 

2) Do your clients have a well-defined purpose for their lives during this time?  
Or will they fall victim to being bored, directionless, and wondering  
“What’s next?” or  
“Who am I now that I am retired?” or  
“This isn’t what I thought retirement would be like?” 
 

3) What is the value to clients by offering these services?   
What is the impact on their lives in retirement? 
  

4) What is the value to your firm by offering these services?   

Contact me to discuss how integrating the NON-Financial aspects of retirement with  
the Financial can benefit your clients and your firm. 
  
Let’s begin helping your clients plan their retired life beyond the money. 

 
 Reid@MyLifesEncore.com or at 952-994-8937. 
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at Any Age You Want (4th Edition), (John Wiley & Sons, Inc., 2014). 
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Most Misunderstood Market, (Hachette Group Book, 2017). 

 

Gratton, Lynda &  Scott, Andrew, The 100 Year Life- Living and Working in an Age of  
Longevity, (Bloomsbury Business, 2017). 
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Mistakes Later In Life, (Stearns Financial Group, 2018). 
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About Reid Stone 

My Life’s Encore Founder Reid Stone has 20+ years of experience in the 
wealth management industry. From this background, he notices that  
planning for retirement is primarily focused on one thing, how much a  
person has accumulated for retirement.  

There is little focus on preparing people for the NON-Financial aspects in 
retirement–the physical, mental, and social aspects faced during this  
transition. This observation led him to start My Life’s Encore.  

Reid is passionate about the impact of longevity and the NON-Financial aspects have on  
retirement and that awareness, education and planning  are the keys to solving these  
concerns and potential challenges. 

He provides retirement coaching, speaking, workshops, an Encore Portfolio workbook,  
and resources to help people plan for their “Encore.”   

Each of us needs to ask and answer one question leading into retirement, “What is my life’s 
encore?” 

His website includes ideas, inspiration, guidance and encouragement through articles  
and other resources and tools to help people plan for a confident and enjoyable encore.  
He is the creator of the workshop and workbook titled The Other Side of Retirement.  
Reid also hosts the podcast Beyond the Number of Retirement, available where most  
podcasts are found. 

Reid holds an MBA and bachelor’s degree in Finance & Insurance/Real Estate from  
Minnesota State University- Mankato. He completed a Certificate in Financial Planning  
from Florida State University. Reid is a Certified Professional Retirement Coach (CPRC)  
and a board member of the Retirement Coaches Association. 
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“True wealth during our Encore is living a meaningful life fueled by  
purpose and passion.  

Identifying what is uniquely meaningful to us in retirement, then, is the  
first step to being prepared- mentally, physically, and socially for this time. 

If we don’t plan for the non-financial aspects of retirement, we won’t  
know if our money is aligned with, and supports, our lifestyle. 

Merging the financial aspects with the non-financial aspects provides a  
plan with ‘piece of mind’ in retirement. One without the other leaves  
clients unfulfilled and wondering if they are truly prepared.” 

        -Reid Stone 

https://mylifesencore.podbean.com/
https://retirementcoachesassociation.org/


  

 

 

The Strategic Value of Helping Clients  
Plan Their Ideal Retirement Lifestyle    
(Planning for the NON-Financial Aspects of Retirement In An Age of Longevity) 

Contact me to set up an initial meeting to discuss  how Retirement Lifestyle 

Planning can differentiate your business by providing your clients with a 

plan for the NON-Financial aspects of retirement– the mental, physical,  

social, and spiritual. 

Reid Stone MBA, CPRC 

952-994-8937 

Reid@MyLifesEncore.com 

www.MyLifesEncore.com 
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