SELECTING A FINANCIAL ADVISOR
Financial advisor - provides financial advice or guidance to customers for compensation. Financial advisors can provide many different services, such as investment management, income tax preparation and estate planning.[footnoteRef:1]  [1:  "Financial Advisor." Investopedia. N.p., n.d. Web. 08 Oct. 2013] 

HOW FINANCIAL ADVISORS ARE COMPENSATED[footnoteRef:2]: [2:  Garman, Thomas, and Raymond Forgue. Personal Finance. 11th ed. N.p.: South Western Cengage Learning, 2012. Print.] 

1) Commission-only financial planners and brokers live solely on the commissions they receive on the financial products (such as investments or insurance) they sell to their clients. In this case, the plan will be “free,” but a commission will be paid to the adviser by the source of the financial product, such as an insurance company or mutual fund. Advantage: Save money if you make only a few transactions.
2) Fee-based financial advisors charge an up-front fee for providing services and charge a commission on any securities trades or insurance purchases that they conduct on your behalf. Advantage: Unlimited consultants with broker.
3) Fee-offset financial planners charge an annual or hourly fee. That fee will be reduced by any commissions earned off the purchase of financial products sold to the client. Advantage: Fee will be reduced as you trade investments.
4) Fee- only financial advisors earn no commissions and work solely on a fee-for-service basis -  that is, they charge, a special fee (typically $50 to $200 per hour or 1 percent of the client’s assets annually) for the services provided. They usually need five or more one-hour appointment to analyze a client’s financial situation and to present a thorough plan. Fee-only planners do not sell financial products, such as stocks or insurance. As a result and unlike other financial planners/brokers, they do not recommend products that earn them a commission. Finding a true fee-only financial planner is challenging. Advantage: Receive unbiased advice.
WHAT TO LOOK FOR IN A FINANCIAL ADVISOR[footnoteRef:3]: [3:  Garman, Thomas, and Raymond Forgue. Personal Finance. 11th ed. N.p.: South Western Cengage Learning, 2012. Print.] 

A good financial planner should be able to analyze a family’s total needs in such areas as investments, taxes, insurance, education goals, and retirement and pull all of the information together into a cohesive plan. The planner may help a client select and prioritize goals and then rearrange assets and liabilities to fit the client’s lifestyle, stage in the life cycle, and financial goals. When appropriate, planners should make referrals to outside advisors, such as attorneys, accountants, trust officers, real estate brokers, stockbrokers, and insurance agents. 
One can check the background of the planner being considered. The following self-regulatory organizations and government agencies are available to help:
1) The Certified Financial Planner Board of Standards assists those searching for a CFP as well as accepts complaints.
2) The National Association of Insurance Commissioners directs inquiries to the appropriate state agency where you can check on planners how sell insurance products.
3) The Financial Industry Regulatory Authority regulates US security firms.
4) The National Association of Personal Finance Advisors sets standards for the CFPs who call themselves fee-only financial planners
5) The Securities and Exchange Commission regulates investment advisors and all securities dealers.

QUESTIONS TO ASK AN ADVISOR[footnoteRef:4]: [4:  Garman, Thomas, and Raymond Forgue. Personal Finance. 11th ed. N.p.: South Western Cengage Learning, 2012. Print.] 

1) What experiences do you have, such as work history and companies with which you have been associated?
2) Am I permitted a no-cost initial consultation, and how much time is allowed?
3) What are your qualifications to practice financial planning, such as education, formal training, licenses and credentials, and who can vouch for your professional reputation including some of your long-tern client?
4) Will you be the only person working with me or will an associate be involved in evaluating and updating the plan you suggest, and how often are formal reviews held with the client?
5) How do you evaluate investment performance, and how often?
6) What process do you follow to identify a client’s financial goals and may I see representative examples of financial plans, monitoring reports, and portfolios or actual case studies of your clients?
7) How much do you charge, what is your fee structure, how are you personally compensated and if you earn commissions, how are they earned and from whom?
8) To whom would I take a complaint, if I had one?
9) Do you adhere to a fiduciary standard when working with your clients?
10) Can I have a written agreement that details the points above and the service to be provided?
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