Elder Law Client Intake Checklist
(Adapted from Doug Weiner’s “Perfect Intake Process”)
1. Discovery – Gather Facts & Build Rapport
· Collect client & family details
· Full names, ages, relationships, contact info
· Marital status
· Dependent or special needs family members
· Understand urgency & goals
· Why are they seeking help now?
· Any urgent medical, financial, or legal concerns?
· Identify financial complexity (without being “salesy”)
· Assets: accounts, real estate, income sources
· Are they working with a financial advisor?
· If yes, “Do you feel they’re taking good care of you?”
· Any concerns about paying for long-term care?

2. Positioning – Educate & Normalize the Need
· Explain that every adult over 18 needs:
· Financial Power of Attorney (POA)
· Healthcare POA
· Living Will
· HIPAA Release
· Introduce planning conversations:
· “Have you considered a trust?”
· Normalize POAs and trusts as standard protection
· Highlight the value of collaboration with a financial advisor



3. Preparation – Set Expectations & Engage the Team
· Obtain written consent to involve financial advisor (if applicable)
· Explain that they are there to help design the plan, not sell products
· Gather financial documentation
· Statements, deeds, beneficiary designations, insurance info
· Prime client for next steps
· Explain attorney’s role in planning
· Set expectations for paid planning session

4. Final Intake Objectives Before Hand-Off to Attorney
· POAs discussed and accepted as starting point
· Trust concept introduced
· Financial picture documented
· Consent signed for financial advisor involvement
· Client understands planning process and is ready for paid engagement

