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W
ith the  death of a loved one com

es a slew
 of 

em
otions, particularly w

hen a client loses their 
spouse/life partner. O

ften, friends or fam
ily 

m
em

bers have expectations about w
hat they’ll 

receive from
 the estate. The client m

ay be 
approached soon after their partner’s death, 
w

hen they are vulnerable and unprepared. This 
tool can be used to help your clients prepare for 
requests for m

oney or other item
s and protect 

them
 from

 those w
ho m

ay not have their best 
intentions at heart. 

  U
se

 w
ith

: 

Current or prospective clients w
ho have suffered the loss of their spouse/life partner. 

U
se this tool as soon as your client is ready after their partner’s death.   

 1.
Start by identifying those fam

ily m
em

bers or friends w
ho m

ay have an 
expectation or m

ay ask for som
ething directly from

 the client.  
2.

Identify w
hat that individual m

ay be hoping for and w
hy they feel entitled.  

3.
The final and m

ost im
portant step is to uncover how

 your client feels about this 
expectation.  
 

Com
pleting this grid gives your client breathing space to think about how

 they feel 
and helps them

 to be prepared for requests from
 those around them

. 
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Strategic Business Developm
ent 

Realize Your Potential 



WHAT PEOPLE WANT 

WHO 
wants something? 

WHAT  
are they hoping for? 

WHY 
do they think they are entitled? 

HOW 
do I feel about it? 


