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99–102
divorce, 105–107
elder care and end of life transitions,

115–117
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Management, empathy for, 125–126
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Process, in client-centric service model,

63
Process-focused family meetings,

77–78, 80–81
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three-tier approach to, 54
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146–149
comfort talking about money,

139–142
communication, 135, 137–139
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Technical infrastructure, risk of leaving

alone, 15–16
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Tiger 21, 109
Time, tracking, 64
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172–177
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Training programs, 180–184
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Transition framework, 94–97, 98
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