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   Life 
is 10% of what 
happens to you 
and 90% how 
you react to it.  

‘‘
’’— Charles R. Swindoll
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The key to financial success is to create a financial plan and stick with 
it over the long term. 

Stress from three areas of your life can derail your financial plan: 

 1 Financial/economic events

 2 Life events 

 3 Physical/mental illness 

 

Stress from these three areas can have an impact on your mental health 
and affect your decision-making. When faced with stress, we tend to 
fight, flight or freeze. 

  Fight We may become aggressive, react emotionally and 
   make impulsive, short-term decisions.

  Flight We may disengage, deny or avoid making 
   important decisions. 

  Freeze We may get stuck or paralyzed to the point where 
   we can’t even entertain making a decision. 

All of these reactions can interfere with the success of your financial plan.



The purpose of this Stress Management & Intervention Strategy 
(SMIS) is to prepare now for situations in the future that may 
cause you to react. This is a proactive strategy that helps you  
and your financial advisor identify your stress points and develop 
a preset plan of action to help you:

• Think clearly

• Work through the situation

• Not succumb to fight, flight or freeze reactions

• Stay on financial track

The Best Time to 
Prevent Problems 
is 5 Years Before
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Financial/Economic Events
Markets and economic factors go up and down – sometimes dramatically 
– over the short term. Volatility can cause people to make emotional 
(usually fear- or panic-based) decisions that often come at the cost of 
long-term performance. 

For example, a common investor behaviour is reacting to a big market 
drop as a crisis and asking your financial advisor to sell your investments 
– flight! A more rational reaction is to see the market drop as an 
opportunity to invest because prices are low – as in buy low, sell high. 

Your financial advisor can help you think clearly and even learn how to 
take advantage of market turmoil to improve your finances.

INVESTORS COMMONLY REACT EMOTIONALLY TO:

• Market ups and downs

• Economic bad news

• Recessions

• Increases in unemployment

• Interest rate increases

• Currency fluctuation

• Commodity/energy ups and downs

1
STRESS FROM:
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Life Events
Few of us will go through life without facing events that turn our lives 
upside down. Some of the more stressful and difficult events in life 
include: death of a spouse, divorce, marital separation/reconciliation 
and job loss. But, even the act of taking a mortgage, acquiring a loan 
or changes at work can cause stress. Chances are these life events will 
also have an impact on your financial circumstances and your financial 
advisor can help you adjust your financial plan when you experience 
major disruptions in your life.

LIFE EVENTS AFFECTING YOUR FINANCIAL PLAN

• Death of a spouse

• Divorce

• Marital separation/reconciliation

• Retirement

• Personal injury/illness

• Marriage

• Job loss

• Business adjustment

• Career change

• Taking on a loan or mortgage

2
STRESS FROM:
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Physical/Mental Illness
As a society, we are learning more and more about the importance 
of mental health, and how challenging mental illness can be for 
individuals and their families. Mental concerns are known to have 
an impact on finances. The good news is that people with diagnosed 
mental illnesses can lead productive lives and can stick to their 
financial plans. 

The SMIS identifies any mental health concerns (along with triggers 
and stress points) so your advisor knows how to proceed and what 
supports you may need to stay on financial track. The strategy also 
includes a consent form so that your financial advisor can advise your 
Trusted Contact Person (TCP) if there is reason to believe you need 
additional support.

3

MENTAL HEALTH 

• State of well-being

• Reaching potential

• Coping with normal 
 stress

• Productive and 
 contributing to 
 community/society

MENTAL ILLNESS

• Dementia  
 (Alzheimer’s/vascular dementia)

• Mood and anxiety disorders

• Addictive disorders  
 (substance abuse/gambling)

• Psychotic disorders

STRESS FROM:



Upfront planning prepares us for the inevitable difficult 
situations we all face in life. It helps us recognize our frame of 
mind when we feel stress and helps us consider more productive 
ways to react. In fact, we can proactively preset our reactions 
so when a situation arises, we have a playbook on how to work 
through it. You and your financial advisor will discuss the 
possible situations in advance so that if or when situations arise, 
you can go straight to the plan. 

SITUATION EXAMPLE

Economic news is bad. The stock market becomes volatile and 
in one day drops 300 points. You become afraid and call your 
advisor to get out of the market. 

Your advisor refers to your SMIS. You’ve had discussions about 
scary market drops. Your advisor will reiterate that markets go 
up and down and review the case for long-term investing. Your 
advisor may also remind you that when markets go down it is an 
opportunity to buy low and now might be a good time to consider 
investing more. 

Preparing for 
“What Ifs” with  
a Preset Plan
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Has stress affected your financial decisions in the past?  
When? What happened?

1.

2.

3.

Some things that I find stressful and overwhelming:

1.

2.

3.

When I experience stress that threatens to affect my long-term thinking,  
I react by:

1.

2.

3.

My financial advisor may be able to tell that I am stressed or overwhelmed when 
I do the following:

1.

2.

3.

Situations

1

2

3

1

2

3

1

2

3

1

2

3
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Ways I can protect myself from making poorly thought-out or uninformed decisions 
during times of high stress and anxiety:

1.

2.

3.

What responses from my financial advisor are helpful when I am upset, overwhelmed 
and about to make poorly thought-out decisions?

1.

2.

3.

What responses from my financial advisor are not helpful when I am upset, 
overwhelmed and about to make poorly thought-out decisions?

1.

2.

3.

Volatile markets and declining portfolios are a common stress for people due to 
fear and anxiety. Steps I can take in order to benefit from a climate in which this is 
occurring are:

1.

2.

3.

 

Other health issues (physical, illness, medication) that may affect my decision-
making in the event of an emergency:

Actions

1

2

3

1

2

3

1

2

3

1

2

3
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 TCP Name 

 Email Phone

 Client’s Name 

 Signature Date

 Advisor’s Name 

 Signature Date

 Witness’ Name

 Signature Date

Trusted Contact Person (TCP)  
Consent Form
Should there be a time when my financial advisor is 
concerned about my understanding of my financial situation, 
my ability to make financial decisions or about financial 
abuse, I authorize my financial advisor to contact my Trusted 
Contact Person (TCP) set out below and to disclose personal 
information if required to assist me. 

Best Practices

TCP

You

Your 
Advisor
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