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getting started

The tool has been licensed to Zurich by Business 
Health.

Zurich is making it available – at no charge – 
to its distribution partners, for unlimited use 
throughout 2014.

simply register for the Zurich education Program 
and the tool – using the form provided by your 
Zurich BdM – and you will then be sent a weblink 
which you can on send to your clients, prospects 
and other relevant stakeholders.

Brought to you by

Business Health  
ABN  32 095 039 277 
77 Lower deck 
Jones Bay Wharf 
26-32 Pirrama road 
PyrMoNT NsW 2009

Zurich Australia Limited 
ABN 92 000 010 195, AFs Licence Number 232 510 
5 Blue st, North sydney NsW 2060 
Adviser service centre 1800 500 655 
Zurich.com.au

plannerplannerplannerplannerestateestateestateestate

plannerestate

brought to you byAdministered by

ZU
22

09
2 

v2
 0

4/
14

 s
W

iN
-0

08
45

1-
20

14



EstatE planning 
discovEry tool

With an ageing population and increasing divorce 
rates, the demand for estate planning solutions 
will continue to grow rapidly in both the short and 
long-term.

For many, the term ‘estate planning ‘conjures 
up thoughts of complex, highly technical advice 
solutions, such as wills and testamentary trusts. 
Whilst some aspects of a comprehensive estate 
planning process can indeed be complicated, 
advisers are ideally placed to act as a ‘facilitator’ 
of such a process, bringing in highly qualified 
specialists as required.

But even more importantly, estate planning can 
be approached as a methodology or a philosophy 
which can be applied across your entire client 
base, creating opportunities to better understand 
your client and their circumstances, and 
ultimately provide them more tailored advice.

Why use an estate 
planning philosophy?

Aside from the significant demographic trends 
which are driving growth in demand for estate 
planning solutions, there are 4 major benefits of 
applying an estate planning methodology across 
your business (rather than thinking of it as a 
service relevant only to your older clients):

 ■ it can uncover new opportunities for advice 
with your active clients

 ■ it can be a cost effective way of re-engaging 
with inactive clients

 ■ it can be an easy to articulate, high value-
add proposition to take to your referral 
partners

 ■ it can add significant flesh to your 
proposition and can be reflected in your Fee 
disclosure statement.

introducing the 
estate planner 
discovery tool

To help you tap into the power of estate planning 
as a methodology, Zurich has partnered with 
specialist consultancy Business Health to offer 
you access to an automated estate planning 
discovery  tool.

This tool allows you to email clients (and 
prospective clients) a weblink to an online 
questionnaire, the responses to which form the 
basis of a report which is automatically generated 
and automatically sent to the client (with a copy 
to you).

The power of the tool lies in the depth of the 
questions asked; questions you may not be 
comfortable asking nor your client comfortable 
answering in a traditional face to face 
appointment.

After completing the questionnaire, participants 
are emailed an estate planning ‘health check’ 
based on their answers, which highlights all the 
areas they probably need some expert advice 
(which is where you come in!).

you are also emailed a copy at the same time, 
giving you a instant view of the responses, and 
allowing you to prepare and prioritise your follow 
up approach.

The checklist at the end of the comprehensive 
report also serves as a brief to solicitors for the 
purposes of drafting wills and trusts etc, and as 
such can save your client time and money.
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getting started

The tool has been licensed to Zurich by Business 
Health.

Zurich is making it available – at no charge – 
to its distribution partners, for unlimited 
use throughout 2016.

simply register for the Zurich education Program 
and the tool – using the form provided by your 
Zurich BdM – and you will then be sent a weblink 
which you can on send to your clients, prospects 
and other relevant stakeholders.
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