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QUESTIONS

The guestions in this brochure will help you interview
and evaluate several financial planners ta find the
ane that's right for vou. You will want to selact a
competent, qualified professional with whom you
feel comfortable, one whose husiness style suits your
financial planning needs, An interview checkdist
has been included for your convenience,

(L) WHAT EXPERIENCE DO YOU HAVE!

,cﬁ'a Find cut how long the planner has bean in
practice and the number and types of compa-
nigs with which she has been associated. Ask
the planner ta briefly describe her work experi-
ence and how it relates to her current practice.
Choose a financial planner who has experience
counseling individuals an their financial needs,

Q WHAT ARE YOUR QUALIFICATIONS!

;{"ﬁ The term “financial planner” is used by
many financial professionals. Ask the planner
what qualifies him te affer financial planning
advice and whether he is recognized as a
CenrTiFien Fimancial PLanien™ professional or CFPF
practitioner, a Certified Public Accountant/
Personal Financial Specialist {CPAJPFS), or a
Chartered Financial Consultant (ChFC), Look
for a planner who has proven experience in
financial planning topics such as insurance,
tax planning, investments, estate planning or
retirement planning. Determine what steps
the planner takes to stay current with changes
and developrents in the firancial planning
field. if the planner halds a financial p[anning
designation or certification, check on his back-
ground with CFF Board or other relevant
professional organizations.



I\_:] WHAT SERVICES DO YOU OFFER!

S The services a financial planner offers

depend on a number of facters including
credentials, licenses and areas of expertise.
Generally, financial planners cannot sell
insurance or securities products suech as
mutual funds ar stocks without the proper
licenses, or give investment advice unfess
registered with state or Federal authorities.
Some planners offer financial planmng
advice on a range of tapies but do not sell
financial products, Others may provide
advice anly in specific areas such as estate
planning ar on tax matters.

Q\"L"I IAT IS YOUR APPROACH TO

A

()

CFINANCIAL FLANNING?

. Ask the financial planner about the type of

clients and financial situations she typically
likes to work with: Same planners prefer to
develop one plan by bringing together all

of your financial goals. Others pravide advice
on specific areas, as nesded. Make sure the
planner's viewpoint on investing is not tao
rautious or overly aggressive for you, Some
planners reguire you 1o have a certain net
worth before offering services, Find out if the
planaer will carry out the financial recommen-
datians develaged for you or refer you to
others whe will do so.

WILL YOU BE THE OMNLY PERSON

T NWORKING WITH ME?

A

The financial planner may work with you
himnself or have others in the office assist him.
You may want to meet everyane who will be
working with you. If the planner works with
professionals eutside his own practice (such as
attorneys, insurance agents or tax specialists)
to develop or carry out financial planning
recommendations, get a list of their names
to check on their backgrounds,

QHE']"-."L-' BOILEL 1 PAY FOR YOUR SERVICES!?

\ Az part of your financial planning agreement,

the financial planner should dearly tell you in
writing how she will be paid for the servicas
1o be provided.

Planners can be paid in several ways:

A salary paid by the company for which the
planner warks, The planner's employer
receives payment from you or others, either
in fees ar camrmissians, in order to pay the
plannars salary.

% Faes based on an hourly rate, a flat rate, or

oh a percentage of vour assets andior income.

= Commistions paid by a third garty from the

praducts sald to you to carry out the financial
planning recommendations. Commissians are
usually a percentage of the amount you
invest in a produdct,

o & combination of fees and commissions

whereby fees are charged for the amount of
work done to develop financial planning
recommendations and commissions are
roceived from any preducts sold. In addition,
some planners may offset some portion of the
foes you pay if they receive commissions for
carrying out their recommendations.,

Q HOW MUCH DO YOUF TYPICALLY CHARGE!

A\ While the ameunt you pay the planner will

depend on your particular needs, the financial
planner should be able to previde you with
an estimate of possible costs based on the
waork to be performed. Such coste shauld
include the planner's hourly rates ar flat fees
or the percentage he would receive as cam-
mission on products you may purchase as part
of the financial planning recommendatians,






