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SMARTEST MAN IN 

THE ROOM…SPEAKS 

 

 

 

A monthly blog dedicated to 
client issues and concerns. 
Because we all need advice and 
coaching. Especially if we think 
we know it all. 

Conversations every business owner should have. 

 
I was at my local social club, enjoying a 

cigar, adult beverage, and lively 

conversation when one of the regulars 

turned to me and asked, "Have you ever 

heard of partner insurance?"  Now I 

have spoken with this gentleman in the 

past on various financial matters, so I 

was ready for his question.  “Yes, I 

have,” I replied.  “We actually refer to it 

as ‘Key Man Insurance’ and it can be 

very useful in certain situations, like 

giving your partner’s spouse her share 

of the business.” “Yeah, that’s the 

situation I’m in right now. Wish I'd 

known about this sooner.”   

The next day, as I was reviewing the 

situation in my mind, I came away with 

the conclusion that there is still a real 

need for business owner education. 

Now, this was only one conversation a 

business owner should have, that of 

succession planning.  That, however, is 

only the first of five essential 

conversations a business owner should 

have…with their advisors, including.  

Notice I'm using the plural. These 

should include, not only CPAs, 

Financial Planners and Lawyers but 

mentors, partners and spouses. 

So let’s start back at the beginning, with 

succession planning.  How do we 

initiate a conversation about death and 

disability, when these are the least 

favorite topics of polite discourse? 

How do we do this? One starts by 

asking the right questions. What are the 

right questions? They might be 

questions like these; What happens to 

my business if I or my partners pass 

away?  How will my family be 

protected? What happens if my CEO  

or chief rainmaker is disabled or dies? 

How can I reward my top employees?  

Everyone will agree these are important 

questions.   And not often discussed by 

many.  
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Initiating the conversation 

Initiating the conversation comes from spending time talking with your 

advisors about topics not directly concerned with running your business. 

More often than not the setting will dictate the flow. Your smarter 

advisors will know that putting their clients in situations that do not imply 

a strictly business conversation will allow a free flowing conversation 

about backgrounds, experiences and future expectations. Now how do we 

set ourselves and advisors at ease? How about a dinner table or a 

fundraiser or a shared interest?  Dinner for a local charity; A monthly 

lunch appointment; A round of golf; a motorcycle ride… these are all 

things that spring easily to mind. 

 By setting aside the formality of the business relationship we can 

encourage one another to be forthcoming about concerns or events. And 

by listening to your client’s conversations you can glean insights into what 

their needs are and create better solutions to serve them. But don't stop, 

keep asking questions until a natural stopping point is reached.  

Remember this is about education not product placement. Over the next 

few months we will explore the other conversations a business owner 

should have, with their advisors, partners and families. 

John M. Massoglia, CFP®, CPA is the founder and owner of Massoglia Financial 

Planning, LLC. A full service wealth management firm located in Southfield, 

Michigan specializing in financial team building and legacy management. He can 

be reached through his website www.gomfpllc.com or email at 

john.massoglia@lpl.com. 

THINGS TO KEEP 

IN MIND 

For Advisors 

 Make sure it's about 

education. 

 Ask the right questions 

 Listen to the 

responses. 

 Formulate further 

questions 

 Propose the correct 

solution or strategy. 

 

For Clients 

 Speak without fear 

 Sharing is caring 

 Outline your concerns 

 Remember why you 

started this journey 

 Even Jesus wasn't a 

solo act 

 It's your baby make 

sure everyone knows 
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