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SUCCESSION PLANNING

Appointing a son or daughter as
heir apparent for your practice is
by no means a coronation. As our
panel told editor DEANNE GAGE,
successful family succession 
planning takes preparation, 
like-minded values and grit

Family
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What was your wake-up call
about the importance of 
succession planning?
Jake Lockhart: Before I started, some of Harley’s clients
had voiced concerns about succession planning. Clients
need to know who is going to replace you, who is ulti-
mately going to be there. This is similar to one of the
most common complaints I received while working with-
in the banks: that staff turnover is so high. Clients feel a
great discomfort when the person [with whom] they have
built a relationship and trust is no longer there for them.

Kathy Waite: When I was in my late thirties I started get-
ting clients who left their older advisors in part because
they didn’t have a succession plan in place. It made me
think this situation would happen to me in 15 years’ time. 

Nancy Shewfelt: There wasn’t any specific wake-up
call. I took a two-year designation program at UBC’s
Sauder School of Business on Family Business Planning.
Succession planning was a major component of that
program, and it gave me the [knowledge and] initiative
[I needed] to put this into place for my own practice as
I learned about the process, and more importantly the
pitfalls of not having a good succession plan.

Harley Lockhart, CFP, CLU, CH.F.C., senior
financial advisor, Quail Ridge Financial Services,
Kelowna, B.C. 
Successor: Jake Lockhart, CFP, CHS, financial
advisor (Harley’s son).

Nancy Shewfelt, investment advisor, portfolio 
manager, The Shewfelt McMillan Group,
National Bank Financial, White Rock, B.C.
(retired last month).
Successor: Caroline Hanna, CIM, investment
advisor, portfolio manager (Nancy’s daughter).

Kathy Waite, your net worth manager, Your
Managers Group of Companies, Regina, Sask.
Successor: Ben Waite, your investment manager
(Kathy’s son).

Cindy Bowden, CLU, CH.F.C., Cindy Bowden
Insurance & Benefits, Markham, Ont.
Cindy started working in an insurance advisory 
firm with her father John Bowden in 1979. 
In 2004, she founded her own firm.
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Successors, how did you get 
started in the industry?
J. Lockhart: When I was growing up I used to help out in Harley’s
office by filing or doing some vacuuming. At first I never wanted
anything to do with what he did. I thought it was extremely bor-
ing. But when I started my [business diploma] in Calgary it turned
out that I enjoyed the financial part of the program. Once I got my
business diploma I was able to roll my courses into a personal
finance degree. I then spent five years as a financial planner at two
different banks. I was getting frustrated with the limited scope of
advice and products that I was able to give to my clients.

Caroline Hanna: I was in university and working in sales. I liked
working with people but didn’t enjoy meeting with somebody once
and trying to sell them something. I wanted to get to know them
and how I could really help them. But this is how I got the inkling
that I could be an advisor. I took a sociology course and came home
later that week to tell Nancy this was going to be my major in uni-
versity as I was so inspired and passionate. She laughed at me …
and told me that was both her degree in university and  her father’s
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Clients need to know who 
is going to replace you, who
is ultimately going to be there.
This is similar to one of the
most common complaints 
I received while working 
within the banks: that staff
turnover is so high. 

degree (he also was in the investment business). Once I realized it
was in my blood I had a vision that I could make it a career. 

Ben Waite: I worked for [an advisory firm] for a few years but did-
n’t like the sales component. I also wanted to be my own boss. At
the same time Kathy was leaving her firm to start her own shop, so
the timing [couldn’t have been better].

How did the succession planning
transition process begin?
Shewfelt: Caroline really had to prove herself. She had to prove
that she could do it on her own, build clientele, take care of her
clients’ needs, show compassion and empathy, gather assets on her
own, and have her own place in the community. I didn’t want her
just riding on my coattails. She was not introduced as my partner
for a few years.

Hanna: In the early days I had no interaction with clients. I was a
fly on the wall, listening to conversations. There was no way Nancy
was going to introduce me to her clients until she knew for sure
that I was the one. 

K. Waite: At first I looked at developing my assistant, but found
she didn’t have the sales or interpersonal skills. I also have trained
a couple of younger advisors. But one didn’t work very hard, and
the other one I thought (correctly) would go off on his own. I tried
to discourage Ben. He’s always been around my business. Back in
grade 12 he used to help me with my paperwork. I wanted to
ensure he had not a job but a passion. He had started vet school,
but down the road realized that wasn’t what he wanted to do, so
he transferred to business school and finance. In the end I came
to the conclusion that if I was going to train anyone it might as
well be family because they were more likely to stick around.

H. Lockhart: Jake is building his own clientele. He’s not actively
servicing my clients. We do a lot of joint work, however, and over
time [there will be] be a seamless transition and he will end up

Harley Lockhart 

Jake Lockhart 
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Commissions, trailing commissions, management fees and expenses all may be associated with mutual fund investments. Please read the prospectus, which 
contains detailed investment information, before investing. Mutual funds are not guaranteed or insured, their values change frequently and past performance  
may not be repeated. TD Mutual Funds are managed by TD Asset Management Inc. a wholly-owned subsidiary of The Toronto-Dominion Bank and are available 
through authorized dealers. ® The TD logo and other trade-marks are the property of The Toronto-Dominion Bank.

See the broad range of solutions at tdadvisor.com

Balanced income solutions
With TD Asset Management’s balanced income solutions, your clients can 

gain from a broad range of asset classes, risk tolerances and global markets.

Do you take a balanced approach to 
generating income for your clients?  
TD Asset Management certainly does. 
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servicing my clients. With Jake leveraging my years of experi-
ence, and me leveraging his youth, it’s a win all the way around.

What are the benefits to having 
a family member as successor?
Cindy Bowden: In a family business you have an opportuni-
ty to learn how to do things right the first time. By listening to
my father talk to clients on the phone I learn how to respond to
their questions. If both advisors are in sync with regard to their
style and values, their clients will benefit immensely.

H. Lockhart: Some time ago I developed a mission statement
for my practice, and since then have been trying to get other
advisors to buy in. I guess the brow-beating I did when Jake
was a kid has paid off because we don’t seem to have a conflict
in terms of what we think our business is all about. We differ
from other financial advisors in that we don’t focus on the size
of the portfolio with our clients. Our focus is on the clients’ will-
ingness to work with us to better their circumstances.

K. Waite: We have a family work ethic in common, and we take
promises very seriously. It’s a real privilege to work with my
son. I feel very lucky. You get to know them in a way you would-
n’t normally. 

SUCCESSION PLANNING

Ben Waite
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Low Volatility Equities
TD Asset Management’s low volatility funds aim to deliver competitive  

returns with less volatility than their relative benchmarks. 

Some think low volatility always  
implies lower returns.  
TD Asset Management suggests otherwise.

      5:35 PM

What are some mistakes advisors
make when picking a successor?
Bowden: Too often I hear things like ‘my daughter is working for
me.’ I never worked for my father even though we were at the same
firm. If you are in this business and you are successful, then you are
self-employed. One should be working with their parent. If the
perception is different, you probably don’t have the right kid in the
business. It’s very important to define early on why and how the kid
is coming into the business.

K. Waite: Sometimes, if the child is positioned as junior to you,
there’s a perception problem from clients because when they deal
with the child they feel they’ve been pushed off to the junior per-
son. I deliberately position Ben as an equal who just has a different
skill-set. This has worked well with clients because they feel like he
knows things I don’t know. It’s [all about] trying to make a succes-

We have a family work ethic in
common, and we take promises
very seriously. It’s a real privilege
to work with my son. I feel very
lucky. You get to know them in 
a way you wouldn’t normally.

Kathy Waite
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Cindy Bowden

Help create a better future for 
everyone touched by cancer.

When your client remembers the BC Cancer Foundation in their will, they’ll be 
supporting world-renowned research in BC that is shaping the future of cancer care.

Please be sure to use the full legal name of our organization:
BC Cancer Foundation 
Registration Number: 11881 8434 RR0001
  
To find out more about the BC Cancer Foundation or obtain  
 information to share with your clients, please contact   
Isabela Zabava, LL.B at 604.877.6040 or legacy@bccancer.bc.ca.

Another mistake is not teaching the kid how to prospect. The
kid needs to know how his or her parent got their clients so they
can get their own. Otherwise, after the parent is gone the kid will
find their lack of skill in this area to be a real detriment to their
success and confidence.

sion plan a positive thing. Ben and I split the job between us; I do
the financial planning and he does the product implementation,
[being] a markets/technical guy. 

Another mistake I often saw were kids working in a parent’s
business because they thought it was going to be an easy ride. They
hadn’t thought of their own career; it was just a job, not a passion.
You don’t want someone who is going to just take over the busi-
ness. They have to develop the business. We all have clients who
leave or die, and if someone is just going to take over and run the
business, it will shrink over time. I wanted someone who could
do marketing and promote themselves, not just service clients.

Shewfelt: [It’s a mistake to] think about yourself and not about
your clients and what’s best for them, and who will be there for
the long run. Our clients are the boss. Yes, we work for a compa-
ny, but everything we do is for our clients; this way we can look
in the mirror and say we’re doing our best for them. Our son or
daughter may not necessarily be right for our clients.

Bowden: Advisors should not expect their kids to do things exact-
ly the same way they do. My father couldn’t understand why I was
having so much trouble selling whole life insurance back in 1979.
He said, ‘Young adults are going to get married and have kids.’
Well, no, not my peers. They aren’t necessarily going to get mar-
ried and it’s not going to happen by the time they’re 28. You can’t
assume historical patterns will continue.

SUCCESSION PLANNING
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also not as easy cold-calling anymore because most people are
already connected to an advisor. So unless they meet you, why
would they, just out of the blue, decide you are the one they want
to deal with? 

Hanna: Nancy once told me that I didn’t have the dog-eat-dog
personality [that’s needed in order to be] successful in this busi-
ness.After a while I realized it was probably good that I don’t have
that personality as it differentiates me from a lot of advisors.

J. Lockhart: I definitely had opinions about how certain things
operated at the firm. But my dad has an open mind and embraces
change. He’s always willing to hear different ideas, and if the ideas
make sense he is all for it.

What is needed for a family 
succession plan to work?
H. Lockhart: There has to be respect for each other [and for their
capabilities].

K. Waite: Appreciate that your goals at your time of life are not
the same as your adult child’s coming into the business. Listen
to each other. The youngster’s pie-in-the-sky may just be the
innovations that keep your business current. Family members
tend to talk to each other in a way colleagues wouldn’t. [The
best advice is to] treat each other as colleagues and always be
professional. !

Too often I hear things like ‘my
daughter is working for me.’ I never
worked for my father even though
we were at the same firm. If you are
in this business and you are success-
ful, then you are self-employed. One
should be working with their parent.
If the perception is different, you
probably don’t have the right 
kid in the business.

Were challenges did you face when
your successor came on board?
Shewfelt: Caroline did not start off being perfect for my clients.
I had to train her, and it wasn’t always fun. She was only 24 years
old when she joined us six years ago. She had to take time to build
a presence, which she ended up doing incredibly well. She was
good at community stuff, like Chamber of Commerce and
Toastmasters. Ninety per cent of all the business she received was
from direct contact in working in the community. She wasn’t as
good at cold-calling because she has a young-sounding voice. It’s


