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T o be able to do good in the world is a remark-
able privilege. Tina Tehranchian helps her cli-
ents to do more of  it. In addition to specializ-
ing in financial planning for business owners 
and entrepreneurs since 1991, Tina, who is a 
recipient of  the Fellow of  FPSC™ distinction, 

awarded for significant contributions to the financial planning 
profession in Canada, has always been a passionate volunteer, 
fund-raiser and donor. By combining her talent for financial 
planning with her passion for giving and teaching others how 
they can be even more generous, she has created a powerful 
combination that ensures her clients can make their giving 
more impact and leave a meaningful legacy.

“Philanthropy is not only for the super-rich,” Tina explains. 
“There are strategies for Canadians from every walk of  life that 
they can use to make a difference.”

Tina’s work has helped her clients set up scholarship pro-
grams at colleges and universities, fund programs at their fa-
vourite charities and make improvements or purchase equip-
ment at hospitals.

“It’s all about finding the causes you are truly passionate 

about and then making an impact,” Tina says. “It’s true that our 
taxes go to the common good, but people’s priorities are differ-
ent. Using our strategies, clients can make sure that their money 
goes toward the causes that are nearest and dearest to them 
like healthcare, the arts, education, saving the environment or 
animal rights issues.”

Since 2014 Tina has been leading a series of  seminars for 
major charities. Their donors are invited to come to hear about 
strategies that will make it possible for them to multiply their 
giving, reduce their income tax and minimize or eliminate their 
estate taxes.

Naturally, not all of  her professional efforts are directed to 
philanthropic giving. Wealth has to be generated in order to be 
given away. Tina’s business services two groups of  people who, 
to all appearances, have completely different needs. The first 
group, business owners and entrepreneurs who have a high net 
worth and establishes businesses, are interested in preserving 
and growing their wealth for their own futures and for their 
families. Their needs include reducing tax liability, setting up 
personal pension plans and creating succession plans while op-
erating their businesses and saving for the future.
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”It’s a market segment that needs careful attention over the 
long-term and Tina has been able to build trusting relation-
ships with her clients over decades, not years.

“I have a client who started working with me in his 30s 
when he was a young, small business owner with young chil-
dren,” Tina remembers. “Now, 20 years later, he is a hugely 
successful business owner and his adult children, his parents, 
his in-laws and his nieces and nephews are among my clients. 
Just seeing the wealth of  the family grow, and helping them 
preserve their wealth, has been a great pleasure. I have many 
clients who have been with me from my early days in the busi-
ness. You grow with your clients as you get older with them, 
but even though I am helping everyone plan for retirement, 
for me, retirement would only make sense if  I was physically 
unable to work because I enjoy my work so much that I cannot 
imagine ever retiring.”

The second group Tina works with are philanthropic retir-
ees who are extremely generous and want to convert some of  
the taxes they would normally pay into charitable giving. Some 
clients join this group after being part of  the first. At this stage 
in their lives, this audience is interested in estate planning for 
their families’ inheritances, as well as to leave charitable legacies 
– or bigger legacies – to their favourite causes.

Blending these two particular groups of  clients is unusual in 
the financial planning field.

“It’s a niche market for sure,” Tina says. “My business is 
unique in the sense that I know both financial planning for 
business owners and tax planning for philanthropic donors, 
but it’s a natural extension of  who I am and my interests. I am 
a business owner myself, so I can understand the needs and 
goals of  entrepreneurs easily. And, as for the second group, 
I’ve always been involved in philanthropy and I have always 
been looking for ways to convert taxes to charitable donations.”

To whom much is given, much is expected. It is a moral 
philosophy rooted in gratitude that we’ve heard from business 
executives, presidents and apostles. While many rightly consid-
er charitable giving to be a duty, Tina is quick to point out that 
it is also a source of  great joy.

“I ask my clients about the happiest gift they have ever giv-
en, rather than the largest,” Tina explains. “One of  my clients 
is a wonderful lady who has volunteered at a hospital for years, 

but had never given a monetary gift. As a result of  the financial 
planning I did for her, she found out that she could afford to 
give a five-figure gift to the hospital every year for five years 
without impacting her own retirement planning. She now has 
given gifts in kind of  stock to the hospital and, as a result of  
the financial planning strategies that I implemented for her, she 
could give the gift now, while she is alive and can enjoy the 
effect. The gift of  securities has made a huge positive impact 
on her life.”

For Tina, who finished high school in her native Iran at the 
age of  15, the financial planning profession is a career that hap-
pened almost by accident. Tina left her homeland for the Unit-
ed States intending to study medicine, but quickly learned that 
medicine was not for her. Instead, she completed a bachelor’s 
degree in political science and commerce before going on to 
earn her master’s degree in communications. She immigrated to 
Canada with her husband in 1990, just in time to start a new job 
search at the beginning of  a recession.

“I knew I wanted to start my own business, but I didn’t have 
a lot of  capital available to start with,” Tina remembers. “Then, 
I saw an advertisement about financial planning and followed 
up on it. So, it was a fortunate coincidence that I stumbled 
upon this career. The only time you can enjoy your work is 
when it genuinely fits your personality. This career has fit my 
personality like a glove.”

Tina knows the secret behind finding a career that fits like a 
glove and she is willing to share it.

“When your work is a reflection of  your values, it is always 
meaningful. Ultimately, financial planning is all about helping 
people realize their dreams and objectives,” she says. “A lot of  
my clients share my values: hard word, integrity, honesty and 
giving back to the community. That has allowed me to love 
every minute of  being in this business.”
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“Philanthropy is not only for the super-rich... There are strategies for 
Canadians from every walk of life that they can use to make a difference.


