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How can your practice stand out? Drive meaningful advanced planning conversations with existing and 

prospective clients. Here’s where to start. 

 

Do your clients know the power of tax deferral? Help clients keep more after-tax wealth over time 

through compounding returns on deferred taxes. 

 

Do your clients have concentrations that pose a significant risk to their financial wellbeing? Use tools 

designed to help diversify portfolios and minimize income tax bills. 

 

Have you discussed the tax benefits of charitable giving with your clients? Review strategies to help 

them improve legacy outcomes, unlock itemized deductions, avoid capital gains on highly appreciated 

assets and much more. 

 

Do your clients anticipate a business sale, an inheritance, large asset transfer, or other major wealth 

event? Show your value as part of your client’s broader tax team by helping them prepare. 

 

To learn more about conversation topics that can help you build your practice, visit 

eatonvance.com/AdvisorInstitute. 
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DISCLOSURE 

The views expressed in these posts are those of the authors and are current only through the date 

stated. These views are subject to change at any time based upon market or other conditions, and 

Eaton Vance disclaims any responsibility to update such views. These views may not be relied upon as 

investment advice and, because investment decisions for Eaton Vance are based on many factors, may 

not be relied upon as an indication of trading intent on behalf of any Eaton Vance fund. The discussion 

herein is general in nature and is provided for informational purposes only. There is no guarantee as to 

its accuracy or completeness. Past performance is no guarantee of future results. 

 


