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questions great financial advisors ask pdf is a critical resource for clients seeking to
understand what makes an effective financial advisor stand out. These questions are
designed to uncover a client’s financial goals, risk tolerance, investment preferences, and
long-term planning needs. A well-crafted PDF guide featuring these insightful questions can
empower clients to engage more meaningfully with their advisors and ensure their financial
plans are tailored and comprehensive. This article explores the essential questions that
great financial advisors ask, the reasoning behind them, and how clients can use a
questions great financial advisors ask pdf to prepare for meaningful consultations.
Understanding these questions also helps clients gauge the expertise and approach of a
potential advisor, fostering trust and transparency. The content will cover the categories of
questions, examples of top queries, and the benefits of having a tangible PDF resource for
ongoing financial discussions.

Why Questions Matter in Financial Advising

Key Categories of Questions Great Financial Advisors Ask

Examples of Essential Questions in a Questions Great Financial Advisors Ask PDF

How to Use a Questions Great Financial Advisors Ask PDF Effectively

Benefits of Having a Questions Great Financial Advisors Ask PDF

Why Questions Matter in Financial Advising

Asking the right questions is fundamental to successful financial advising. Great financial
advisors rely on targeted questions to gather important information about a client’s
financial situation, objectives, and concerns. The questions help advisors to build
personalized strategies that align with each client’s unique context. A questions great
financial advisors ask pdf document serves as a structured framework for initiating these
conversations and ensures that no critical aspect is overlooked. It also promotes
transparency by clarifying the advisor’s process and priorities right from the start.

Understanding Client Goals and Priorities

One of the primary reasons financial advisors ask detailed questions is to understand what
clients want to achieve financially. These goals might include retirement planning, saving
for education, debt management, or wealth accumulation. A questions great financial
advisors ask pdf typically includes inquiries about both short-term and long-term priorities,
helping to align investment and financial planning strategies accordingly.



Assessing Risk Tolerance and Investment Preferences

Risk tolerance is a crucial factor in shaping any financial plan. Advisors use specific
guestions to evaluate how much risk a client is comfortable taking with their investments.
This assessment enables the creation of portfolios that balance growth potential with risk
management. A PDF guide featuring these questions helps clients reflect on their comfort
levels and communicate openly with their advisor.

Key Categories of Questions Great Financial
Advisors Ask

Great financial advisors categorize their questions to cover all critical dimensions of
financial planning. These categories ensure a holistic understanding of a client’s financial
landscape and facilitate comprehensive advice. The following are common categories found
in a questions great financial advisors ask pdf.

Personal and Family Information

Understanding family dynamics, dependents, and personal circumstances is vital. This
category includes questions about marital status, number of dependents, and any special
financial needs related to family members.

Income, Expenses, and Debt

Advisors inquire about sources of income, monthly expenses, outstanding debts, and cash
flow patterns. These questions help determine a client’s financial stability and capacity to
save or invest.

Assets and Investments

Questions in this category focus on current assets, investment accounts, property holdings,
and other financial resources. They provide insight into existing wealth and investment
diversity.

Financial Goals and Time Horizons

Identifying specific financial goals and the timeframe for achieving them is critical.
Questions might address retirement age expectations, college funding plans, or major
purchases.



Risk Tolerance and Investment Style

These questions explore how clients feel about market fluctuations and their preferred
investment approaches—whether conservative, moderate, or aggressive.

Estate Planning and Insurance

Great advisors also ask about wills, trusts, insurance policies, and beneficiary designations
to ensure comprehensive financial protection.

Examples of Essential Questions in a Questions
Great Financial Advisors Ask PDF

To effectively prepare clients for financial planning discussions, a questions great financial
advisors ask pdf includes a curated list of vital questions. Below are examples that illustrate
the depth and scope of these inquiries.

1. What are your most important financial goals for the next 5, 10, and 20 years?
2. How would you describe your comfort level with investment risk?

3. Do you have any existing investment accounts or retirement plans?

4. What is your current monthly income, and what are your regular expenses?

5. Are there any debts or liabilities that you are currently managing?

6. Do you anticipate any significant financial changes in the near future?

7. What types of insurance coverage do you currently have?

8. Have you established any estate planning documents such as a will or trust?
9. How often would you like to review and update your financial plan?

10. What concerns or questions do you have about managing your finances?

How to Use a Questions Great Financial Advisors
Ask PDF Effectively

Utilizing a questions great financial advisors ask pdf can enhance communication and
clarity between clients and advisors. This section outlines best practices for using such a
document to maximize its benefits.



Preparation Before Meetings

Clients can review the PDF before consultations to reflect on their answers and gather
necessary documents. This preparation leads to more productive discussions and efficient
use of meeting time.

Ongoing Financial Reviews

The PDF serves as a checklist during periodic reviews to ensure all relevant topics are
revisited and updated as circumstances change.

Facilitating Transparent Communication

Having a shared reference document promotes openness and helps clients articulate their
needs and concerns clearly, while advisors can systematically address each area.

Benefits of Having a Questions Great Financial
Advisors Ask PDF

A well-designed questions great financial advisors ask pdf offers multiple advantages for
both clients and advisors. It ensures thoroughness, improves trust, and supports informed
decision-making.

» Comprehensive Coverage: Ensures no critical financial aspect is overlooked.

e Client Empowerment: Enables clients to actively participate in their financial
planning.

e Efficiency: Streamlines meetings by focusing on relevant topics.
e Consistency: Provides a standardized approach across different clients.

* Documentation: Offers a tangible reference for future consultation and review.

Frequently Asked Questions

What are some key questions great financial advisors
ask their clients?

Great financial advisors ask questions about clients' financial goals, risk tolerance, current
financial situation, income and expenses, investment preferences, retirement plans, tax



considerations, and estate planning needs.

Why is having a PDF of questions great financial
advisors ask useful?

A PDF document provides a structured and easily accessible list of important questions,
helping clients prepare for meetings and ensuring comprehensive financial discussions.

Where can | find a reliable PDF of questions great
financial advisors ask?

Reliable PDFs can often be found on reputable financial advisory websites, financial
planning blogs, or by requesting materials directly from certified financial advisors or
organizations like the CFP Board.

How do these questions improve the financial planning
process?

These questions help advisors understand clients' unique circumstances, goals, and
concerns, enabling them to create personalized financial plans that align with clients' needs
and preferences.

Can | use the questions from the PDF to evaluate a
financial advisor?

Yes, reviewing the questions great financial advisors ask can help you evaluate whether an
advisor is thorough, client-focused, and knowledgeable based on the depth and relevance
of their inquiries.

Are the questions in such PDFs standardized or do they
vary among advisors?

While some core questions are standard (e.g., about goals and risk tolerance), the specific
questions can vary depending on the advisor's approach, specialization, and client needs.

How often should financial advisors revisit these
questions with clients?

Financial advisors should revisit these questions regularly, typically during annual reviews
or when significant life changes occur, to ensure the financial plan remains aligned with
clients' evolving circumstances.

Do these PDFs include questions about behavioral
finance aspects?

Many modern financial advisor question PDFs include behavioral finance questions to



understand clients' attitudes toward money, spending habits, and emotional responses to
market fluctuations, which are crucial for effective financial planning.

Additional Resources

1. The Questions Great Financial Advisors Ask: Discovering What Clients Really Want

This book explores the essential questions that top financial advisors use to uncover their
clients' true goals and motivations. It provides practical strategies for building trust and
fostering deeper client relationships. Readers will learn how to ask insightful questions that
lead to more personalized and effective financial planning.

2. Smart Questions for Financial Success: How Advisors Unlock Client Potential

Focusing on the power of inquiry, this book guides financial advisors in crafting questions
that reveal clients' values and aspirations. It emphasizes the role of active listening and
empathetic communication in delivering tailored financial advice. The book includes real-
world examples and tips for improving client engagement.

3. Asking the Right Questions: A Guide for Financial Advisors

This guidebook highlights the types of questions that drive meaningful conversations
between advisors and clients. It covers techniques for identifying clients' risk tolerance,
investment preferences, and long-term objectives. The author provides frameworks to help
advisors structure their meetings for maximum impact.

4. The Art of Client Conversations: Questions Every Financial Advisor Should Know
Designed to enhance communication skills, this book teaches advisors how to use
questions as a tool for uncovering client needs and building rapport. It covers both
foundational and advanced questioning techniques, including open-ended and reflective
questions. The book also addresses overcoming common objections and barriers in client
dialogues.

5. Financial Advisor’s Playbook: Questions That Build Trust and Drive Results

This playbook offers a comprehensive collection of questions that foster trust and clarity
between advisors and clients. It explains why certain questions are more effective in
different stages of the client relationship. The book is filled with practical advice on how to
adapt questions to diverse client personalities and situations.

6. Deep Dive Dialogues: Powerful Questions for Financial Planning Success

Focusing on in-depth client discovery, this book presents questions designed to go beyond
surface-level information. It encourages advisors to explore clients’ life stories, challenges,
and dreams to create customized financial plans. The text includes exercises to practice
and refine questioning skills.

7. Client-Centered Financial Advising: Questions That Make a Difference

This book advocates for a client-centered approach by emphasizing questions that prioritize
the client’s perspective. It discusses how thoughtful questioning can lead to better
understanding and more effective solutions. The author shares insights from experienced
advisors who have successfully transformed their practices.

8. Mastering the Questioning Process in Financial Advisory
This resource delves into the psychology behind effective questioning in financial advisory.



It explains how to ask questions that not only gather information but also motivate and
inspire clients. The book offers a step-by-step methodology for developing a questioning
framework tailored to individual advising styles.

9. The Essential Financial Advisor’s Question Guide

Serving as a quick-reference manual, this guide compiles essential questions for every
stage of the client engagement process. It categorizes questions by theme, such as goal
setting, risk management, and retirement planning. The straightforward format makes it
easy for advisors to integrate these questions into daily practice.
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Building a Successful Financial Plan

Finding the right financial advisor is crucial for achieving your financial goals. However, the advisor-
client relationship is a two-way street. While your advisor should possess the expertise to guide you,
your active participation involves asking insightful questions. This ebook delves into the key
questions a great financial advisor should be asking you, providing a framework for building a strong
and productive financial partnership. Understanding these questions empowers you to make
informed decisions and work collaboratively towards your financial aspirations.

Understanding Your Current Financial Situation: Income,
Expenses, Assets, and Liabilities (Chapter 1)

A competent financial advisor begins by thoroughly understanding your current financial standing.
This involves a detailed exploration of your income, expenses, assets, and liabilities. They won't just
ask for the numbers; they'll want to understand the context behind them.

Income: The advisor will inquire about all sources of income, including salary, bonuses, rental
income, investment income, and any other streams. They'll look for consistency and potential future
changes. Questions might include: "What is your current annual household income?" "Do you
anticipate any significant changes in your income in the near future?" "What percentage of your
income comes from various sources?"

Expenses: A clear picture of your spending habits is vital. The advisor will likely ask for detailed
expense breakdowns, categorizing them into necessities, discretionary spending, and debt
payments. They might use budgeting tools or request documentation to gain a comprehensive
understanding. Expect questions like: "Can you provide a breakdown of your monthly expenses?"
"What are your biggest expenses?" "Do you have a budget, and if so, how effectively do you stick to
it?"

Assets: This encompasses all your owned possessions with monetary value, including real estate,
investments (stocks, bonds, mutual funds), retirement accounts (401(k), IRA), savings accounts, and
other valuable assets. The advisor needs to know the current market value of these assets to develop
an accurate financial picture. Relevant questions include: "What are your major assets, and what is
their approximate value?" "What is the allocation of your investment portfolio?" "Do you own any
property?"

Liabilities: This includes all your debts and outstanding obligations, such as mortgages, student
loans, credit card debt, car loans, and other outstanding balances. Understanding your debt burden
is crucial for assessing your financial health and developing strategies for debt reduction. Key
questions in this area are: "What are your outstanding debts, and what are their interest rates?"
"What is your total debt-to-income ratio?" "What is your strategy for managing your debt?"

By gaining a holistic understanding of these four key areas, your advisor can build a robust financial
foundation upon which to create a personalized financial plan.



Defining Your Financial Goals: Short-Term, Mid-Term, and
Long-Term Objectives (Chapter 2)

Effective financial planning begins with clearly defined goals. Your advisor will delve into your
aspirations, both short-term and long-term, to tailor strategies accordingly. This isn't just about
numbers; it's about understanding your values and priorities.

Short-Term Goals (within 1-3 years): These might include paying off high-interest debt, saving for a
down payment on a house, funding a vacation, or covering unexpected expenses. The advisor will
explore the urgency and resources available to achieve these goals. Examples of questions include:
"What are your immediate financial priorities?" "What short-term savings goals are you working
towards?" "How much money do you need to save for [specific short-term goal]?"

Mid-Term Goals (3-10 years): These goals often involve larger purchases like a new car, paying for a
child's education, or making home improvements. The advisor will assess the feasibility and time
horizon required to achieve these objectives, taking into account potential risks and rewards.
Questions might include: "What are your mid-term financial aspirations?" "Are you planning to
purchase a home in the next five years?" "What is your strategy for funding [specific mid-term
goal]?"

Long-Term Goals (10+ years): Long-term goals typically focus on retirement, legacy planning, and
other significant lifetime objectives. The advisor will discuss retirement planning, investment
strategies, and wealth preservation techniques to ensure your goals are attainable. Questions often
asked in this context include: "What is your desired retirement lifestyle?" "When do you plan to
retire?" "How much money do you anticipate needing in retirement?" "What are your plans for
leaving a legacy?"

By understanding your goals across different time horizons, your advisor can build a comprehensive
financial plan that aligns with your priorities and timelines.

Assessing Your Risk Tolerance and Investment Preferences
(Chapter 3)

Investment strategies must be tailored to your individual risk tolerance and investment preferences.
Your advisor will employ various methods to assess your comfort level with investment risk and align
your portfolio accordingly.

Risk Tolerance: This is your ability and willingness to accept potential losses in pursuit of higher
returns. Your advisor will likely use questionnaires or discussions to gauge your risk profile. They
might ask questions like: "How would you feel if your investments lost 10% of their value?" "What is
your comfort level with market volatility?" "Are you a conservative, moderate, or aggressive
investor?"



Investment Preferences: This involves understanding your preferences regarding investment types,
such as stocks, bonds, real estate, and alternative investments. Your advisor will discuss your
investment timeline, financial goals, and risk tolerance to determine an appropriate asset allocation.
Questions here might include: "What are your current investment holdings?" "Are you interested in
specific investment strategies, such as ESG investing?" "What are your thoughts on diversification?"

Understanding your risk tolerance and preferences enables your advisor to construct a portfolio that
is both suitable for your goals and aligns with your comfort level.

(Chapters 4-8 would follow a similar detailed structure, covering investment strategies, retirement
planning, estate planning, insurance needs, and tax planning, each with numerous specific questions
a good advisor should ask.)

Conclusion: Building a Lasting Financial Relationship with
Your Advisor

A successful financial journey requires a strong and collaborative relationship with your advisor. By
actively participating in the process and asking insightful questions, you can ensure that your
financial plan is well-aligned with your goals, values, and risk tolerance. Remember, your advisor is
a partner in your financial success, and open communication is essential for achieving your financial
aspirations.

FAQs:

1. How often should I meet with my financial advisor? The frequency of meetings depends on your
individual needs and the complexity of your financial situation. Quarterly or semi-annual meetings
are cCommon.

2. What are the fees for financial advisory services? Fees vary depending on the advisor's structure
(fee-only, commission-based, hybrid). Discuss fees transparently upfront.

3. How do I choose a reputable financial advisor? Research their credentials, experience, fees, and
client testimonials. Check for any disciplinary actions.

4. What if I disagree with my advisor's recommendations? Open communication is key. Discuss your
concerns and explore alternative strategies.

5. Can my financial advisor help with tax planning? Many advisors offer tax planning services or can
refer you to a tax professional.

6. How often should I review my financial plan? Annual reviews are recommended to ensure your
plan remains aligned with your goals and circumstances.



7. What is the difference between a financial advisor and a financial planner? The terms are often
used interchangeably, but a financial planner typically takes a more holistic approach.

8. Is it necessary to hire a financial advisor? While not mandatory, a financial advisor can provide
valuable expertise and guidance, particularly for complex financial situations.

9. How do I know if my financial advisor is acting in my best interests? Look for a fiduciary standard,
meaning they are legally obligated to act in your best interests.

Related Articles:

1. Choosing the Right Financial Advisor: A guide to selecting a financial advisor based on your needs
and goals.

2. Understanding Financial Statements: A beginner's guide to interpreting your personal balance
sheet and income statement.

3. Developing a Personal Budget: Strategies for creating and managing a budget to achieve your
financial goals.

4. Investing for Beginners: An introduction to basic investment concepts and strategies.

5. Retirement Planning Strategies: Different approaches to saving and investing for retirement.

6. Estate Planning Essentials: A guide to creating a will, trust, and other essential estate planning
documents.

7. Managing Debt Effectively: Strategies for reducing and eliminating debt.

8. Understanding Insurance Needs: A guide to different types of insurance and how to choose the
right coverage.

9. Tax Optimization Strategies for High-Net-Worth Individuals: Advanced tax planning techniques
for managing wealth.

questions great financial advisors ask pdf: Ernst & Young's Personal Financial Planning
Guide Ernst & Young LLP, Martin Nissenbaum, Barbara J. Raasch, Charles L. Ratner, 2004-10-06 If
you want to take control of your financial future and unlock thedoors to financial success, you must
have a plan that will allowyou to find good investments, reduce taxes, beat inflation, andproperly
manage money. Whether you're new to financial planning or a seasoned veteran,this updated edition
of Ernst & Young's Personal FinancialPlanning Guide provides valuable information and techniques
you canuse to create and implement a consistent personalized financialplan. It also takes into
consideration the new tax rules thataffect home ownership, saving for college, estate planning,
andmany other aspects of your financial life. Filled with in-depth insight and financial planning
advice, thisunique guide can help you: * Set goals * Build wealth * Manage your finances * Protect
your assets * Plan your estate and investments It will also show you how to maintain a financial plan
inconjunction with life events such as: * Getting married * Raising a family * Starting your own
business * Aging parents * Planning for retirement Financial planning is a never-ending process, and
with Ernst &Young's Personal Financial Planning Guide, you'll learn how totailor a plan to help you
improve all aspects of your financiallife.

questions great financial advisors ask pdf: The Charles Schwab Guide to Finances After
Fifty Carrie Schwab-Pomerantz, Joanne Cuthbertson, 2014-04-01 Here at last are the hard-to-find
answers to the dizzying array of financial questions plaguing those who are age fifty and older. The
financial world is more complex than ever, and people are struggling to make sense of it all. If you're
like most people moving into the phase of life where protecting—as well as growing-- assets is
paramount, you're faced with a number of financial puzzles. Maybe you're struggling to get your
kids through college without drawing down your life’s savings. Perhaps you sense your nest egg is at



risk and want to move into safer investments. Maybe you’'re contemplating downsizing to a smaller
home, but aren’t sure of the financial implications. Possibly, medical expenses have become a bigger
drain than you expected and you need help assessing options. Perhaps you’ll shortly be eligible for
social security but want to optimize when and how to take it. Whatever your specific financial issue,
one thing is certain—your range of choices is vast. As the financial world becomes increasingly
complex, what you need is deeply researched advice from professionals whose credentials are
impeccable and who prize clarity and straightforwardness over financial mumbo-jumbo. Carrie
Schwab-Pomerantz and the Schwab team have been helping clients tackle their toughest money
issues for decades. Through Carrie’s popular “Ask Carrie” columns, her leadership of the Charles
Schwab Foundation, and her work across party lines through two White House administrations and
with the President’s Advisory Council on Financial Capability, she has become one of America’s most
trusted sources for financial advice. Here, Carrie will not only answer all the questions that keep you
up at night, she’ll provide answers to many questions you haven’t considered but should.

questions great financial advisors ask pdf: The White Coat Investor James M. Dahle,
2014-01 Written by a practicing emergency physician, The White Coat Investor is a high-yield
manual that specifically deals with the financial issues facing medical students, residents,
physicians, dentists, and similar high-income professionals. Doctors are highly-educated and
extensively trained at making difficult diagnoses and performing life saving procedures. However,
they receive little to no training in business, personal finance, investing, insurance, taxes, estate
planning, and asset protection. This book fills in the gaps and will teach you to use your high income
to escape from your student loans, provide for your family, build wealth, and stop getting ripped off
by unscrupulous financial professionals. Straight talk and clear explanations allow the book to be
easily digested by a novice to the subject matter yet the book also contains advanced concepts
specific to physicians you won't find in other financial books. This book will teach you how to:
Graduate from medical school with as little debt as possible Escape from student loans within two to
five years of residency graduation Purchase the right types and amounts of insurance Decide when
to buy a house and how much to spend on it Learn to invest in a sensible, low-cost and effective
manner with or without the assistance of an advisor Avoid investments which are designed to be
sold, not bought Select advisors who give great service and advice at a fair price Become a
millionaire within five to ten years of residency graduation Use a Backdoor Roth IRA and Stealth IRA
to boost your retirement funds and decrease your taxes Protect your hard-won assets from
professional and personal lawsuits Avoid estate taxes, avoid probate, and ensure your children and
your money go where you want when you die Minimize your tax burden, keeping more of your
hard-earned money Decide between an employee job and an independent contractor job Choose
between sole proprietorship, Limited Liability Company, S Corporation, and C Corporation Take a
look at the first pages of the book by clicking on the Look Inside feature Praise For The White Coat
Investor Much of my financial planning practice is helping doctors to correct mistakes that reading
this book would have avoided in the first place. - Allan S. Roth, MBA, CPA, CFP(R), Author of How a
Second Grader Beats Wall Street Jim Dahle has done a lot of thinking about the peculiar financial
problems facing physicians, and you, lucky reader, are about to reap the bounty of both his
experience and his research. - William J. Bernstein, MD, Author of The Investor's Manifesto and
seven other investing books This book should be in every career counselor's office and delivered
with every medical degree. - Rick Van Ness, Author of Common Sense Investing The White Coat
Investor provides an expert consult for your finances. I now feel confident I can be a millionaire at
40 without feeling like a jerk. - Joe Jones, DO Jim Dahle has done for physician financial illiteracy
what penicillin did for neurosyphilis. - Dennis Bethel, MD An excellent practical personal finance
guide for physicians in training and in practice from a non biased source we can actually trust. -
Greg E Wilde, M.D Scroll up, click the buy button, and get started today!

questions great financial advisors ask pdf: The Million-dollar Financial Advisor David ].
Mullen (Jr.), 2010 The best financial advisors are well equipped to succeed regardless of market
conditions. Based on interviews with fifteen top advisors, each doing several million dollars worth of



business every year, The Million-Dollar Financial Advisor distills their universal success principles
into thirteen distinct lessons. Each is explained step-by step for immediate application by veteran
and new financial professionals alike. The lessons cover: * Building and focusing on client
relationships * Having a top advisor mindset * Developing a long-term approach * Specialization *
Marketing * And much more The book also features two complete case studies. First there is the
best of the best advisor whose incredible success showcases the power of all the book's principles
working together in concert. The second is an account of a remarkable and inspiring career turn
around and demonstrates that it's never too late to reinvent oneself. Brimming with practical advice
from the author and expert insights from his interview subjects, The Million-Dollar Financial Advisor
is a priceless success tool for any and all financial advisors.

questions great financial advisors ask pdf: How to Make Your Money Last - Completely
Updated for Planning Today Jane Bryant Quinn, 2020-01-07 NOW COMPLETELY UPDATED to
reflect the changes in tax legislation, health insurance, and the new investment realities. In this
“highly valuable resource” (Publishers Weekly, starred review) Quinn “provides simple,
straightforward” (The New York Times) solutions to the universal retirement dilemma—how to make
your limited savings last for life—covering mortgages, social security, income investing, annuities,
and more! Will you run out of money in your older age? That'’s the biggest worry for people newly
retired or planning to retire. Fortunately, you don’t have to plan in the dark. Jane Bryant Quinn tells
you how to squeeze a higher income from all your assets—including your social security account (get
every dollar you're entitled to), a pension (discover whether a lump sum or a lifetime monthly
income will pay you more), your home equity (sell, rent, or take a reverse mortgage?), savings (how
to use them safely to raise your monthly income), retirement accounts (invest the money for growth
in ways that let you sleep at night), and—critically—how much of your savings you can afford to
spend every year without running out. There are easy ways to figure all this out. Who knew? Quinn
also shows you how to evaluate your real risks. If you stick with super-safe investment choices, your
money might not last and your lifestyle might erode. The same might be true if you rely on
traditional income investments. Quinn rethinks the meaning of “income investing,” by combining
reliable cash flow during the early years of your retirement with low-risk growth investments, to
provide extra money for your later years. Odds are, you’ll live longer than you might imagine,
meaning that your savings will stretch for many more years than you might have planned for. With
the help of this book, you can turn those retirement funds into a “homemade” paycheck that will last
for life.

questions great financial advisors ask pdf: Advice That Sticks Moira Somers, 2018-02-28
The advice is sound; the client seems eager; and then... nothing happens! Too often, this is the
experience that financial professionals encounter in their daily work. When good recommendations
go unimplemented, clients’ well-being is compromised, opportunities are lost, and the professional
relationship grows strained. Advice that Sticks takes aim at the problem of financial non-adherence.
Written by a neuropsychologist and financial change expert, this book examines the five main factors
that determine whether a client will follow through with financial advice. Individual client
psychology plays a role in non-adherence; so, too, do sociocultural and environmental factors,
general advice characteristics, and specific challenges pertaining to the emotionally loaded domain
of money. Perhaps most surprising, however, is the extent to which advice-givers themselves can foil
implementation. A great deal of non-adherence is due to preventable mistakes made by financial
professionals and their teams. The author integrates her extensive clinical and consulting experience
with research findings from the fields of positive psychology, behavioural economics, neuroscience,
and medicine. What emerges is a thoughtful, funny, but above all practical guide for anyone who
makes a living providing financial advice. It will become an indispensable handbook for people
working with clients across the wealth spectrum.

questions great financial advisors ask pdf: The Million-Dollar Financial Advisor Team
David J. Mullen, Jr., 2018-08-21 Based on interviews with fifteen top financial advisors, this priceless
toolkit contains universal principles to guide both veteran and new financial professionals to




immediate success. This book features two complete case studies, featuring a “best of the best”
advisor whose incredible success showcases the power of all the book's principles working together
in concert, and an account of a remarkable and inspiring career turn around that demonstrates it's
never too late to reinvent yourself. The Million-Dollar Financial Advisor distills these success
principles into thirteen distinct step-by-step lessons that teaches you: how to build and focus on
client relationships, have a top advisor mindset, develop a long-term approach, and much more.
Brimming with practical advice from author David ]J. Mullen and expert insights from his interview
subjects, The Million-Dollar Financial Advisor equips any financial advisor to succeed--regardless of
market conditions.

questions great financial advisors ask pdf: The 5 Mistakes Every Investor Makes and How to
Avoid Them Peter Mallouk, 2014-07-22 Identify mistakes standing in the way of investment success
With so much at stake in investing and wealth management, investors cannot afford to keep
repeating actions that could have serious negative consequences for their financial goals. The Five
Mistakes Every Investor Makes and How to Avoid Them focuses on what investors do wrong so often
so they can set themselves on the right path to success. In this comprehensive reference, readers
learn to navigate the ever-changing variables and market dilemmas that often make investing a risky
and daunting endeavor. Well-known and respected author Peter Mallouk shares useful investment
techniques, discusses the importance of disciplined investment management, and pinpoints common,
avoidable mistakes made by professional and everyday investors alike. Designed to provide a
workable, sensible framework for investors, The Five Mistakes Every Investor Makes and How to
Avoid Them encourages investors to refrain from certain negative actions, such as fighting the
market, misunderstanding performance, and letting one's biases and emotions get in the way of
investing success. Details the major mistakes made by professional and everyday investors
Highlights the strategies and mindset necessary for navigating ever-changing variables and market
dilemmas Includes useful investment techniques and discusses the importance of discipline in
investment management A reliable resource for investors who want to make more informed choices,
this book steers readers away from past investment errors and guides them in the right direction.

questions great financial advisors ask pdf: The Power of Zero, Revised and Updated
David McKnight, 2018-09-04 OVER 300,000 COPIES IN PRINT, WITH A NEW CHAPTER ON THE
2018 TAX CUTS. There's a massive freight train bearing down on the average American investor,
and it's coming in the form of higher taxes. The United States Government has made trillions of
dollars in unfunded promises for programs like Social Security and Medicare—and the only way to
deliver on these promises is to raise taxes. Some experts have even suggested that tax rates will
need to double, just to keep our country solvent. Unfortunately, if you're like most Americans, you've
saved the majority of your retirement assets in tax-deferred vehicles like 401(k)s and IRAs. If tax
rates go up, how much of your hard-earned money will you really get to keep? In The Power of Zero,
McKnight provides a concise, step-by-step roadmap on how to get to the 0% tax bracket by the time
you retire, effectively eliminating tax rate risk from your retirement picture. Now, in this expanded
edition, McKnight has updated the book with a new chapter on the 2017 Tax Cuts and Jobs Act,
showing readers how to navigate the new tax law, and how they can extend the life of their
retirement savings by taking advantage of it now. The day of reckoning is fast approaching. Are you
ready to do what it takes to experience the power of zero?

questions great financial advisors ask pdf: Storyselling for Financial Advisors Scott West,
Mitch Anthony, 2000-01-12 Learn what makes a client trust you to be their financial advisor. Put the
power of story telling into selling financial products. The authors explain the process of making
these intuitive connections, then translate their findings into understandable and practical strategies
that any financial professional can use. They present actual stories, including many by Warren
Buffet, one of the greatest storysellers of all time. These actual stories can help financial pros tap
into the gut reaction of different types of clients. the book also includes special topics on
communicating to women, the 50+ market, and the affluent.

questions great financial advisors ask pdf: A Wealth of Common Sense Ben Carlson,




2015-06-22 A simple guide to a smarter strategy for the individual investor A Wealth of Common
Sense sheds a refreshing light on investing, and shows you how a simplicity-based framework can
lead to better investment decisions. The financial market is a complex system, but that doesn't mean
it requires a complex strategy; in fact, this false premise is the driving force behind many investors'
market mistakes. Information is important, but understanding and perspective are the keys to better
decision-making. This book describes the proper way to view the markets and your portfolio, and
show you the simple strategies that make investing more profitable, less confusing, and less
time-consuming. Without the burden of short-term performance benchmarks, individual investors
have the advantage of focusing on the long view, and the freedom to construct the kind of portfolio
that will serve their investment goals best. This book proves how complex strategies essentially
waste these advantages, and provides an alternative game plan for those ready to simplify.
Complexity is often used as a mechanism for talking investors into unnecessary purchases, when all
most need is a deeper understanding of conventional options. This book explains which issues you
actually should pay attention to, and which ones are simply used for an illusion of intelligence and
control. Keep up with—or beat—professional money managers Exploit stock market volatility to your
utmost advantage Learn where advisors and consultants fit into smart strategy Build a portfolio that
makes sense for your particular situation You don't have to outsmart the market if you can simply
outperform it. Cut through the confusion and noise and focus on what actually matters. A Wealth of
Common Sense clears the air, and gives you the insight you need to become a smarter, more
successful investor.

questions great financial advisors ask pdf: How to Connect in Business in 90 Seconds
Or Less Nicholas Boothman, 2002 Persuade a client to buy what you're selling. Energize the boss to
act on your ideas. Rally the staff to see themselves as members of your team. Based on the
breakthrough idea of rapport by design, How to Connect in Business Shows how to mine the
potential in every situation, from an accidental meeting at the water cooler to a brainstorming
session to a formal presentation.

questions great financial advisors ask pdf: Get Wise to Your Advisor Steven D. Lockshin,
2013-09-03 The financial services world is changing. Technology is enabling an automated approach
to investing that should bring down the cost of commodity services. No longer do you have to fund
the lifestyle of a broker or advisor to have him tell you how to diversify or where to find the next
investment that cannot be missed. This book will provide the tools for calculators that tell you most
of what you need to know; from how much insurance you need to have to how you should diversify.
The book will help readers with the following: Understand what you have Plan your long-term goals
Start to save (maximizing your 401k) Reduce debt Run your Monte Carlo Simulation Determine the
appropriate asset allocation Set up your auto-rebalancing and periodically (annually, perhaps)
re-examining your asset allocation to account for globalization Deploy the asset mix through low
cost, tax-efficient strategies Look at it once per year This book will provide a better understanding of
your investment decisions. But, we all cannot be do-it-yourselfers. Advisors serve as an important
resource for consumers when they are both capable and understand their duty to serve you, the
customer, first. To complement their moral station, they must have the skills to deliver appropriate
advice. The book, much like the company Steve founded, will simplify standards for consumers and
audit advisors to those standards.

questions great financial advisors ask pdf: Wealth of Wisdom Tom McCullough, Keith
Whitaker, 2018-12-03 A critical resource for families managing significant wealth Wealth of Wisdom
offers essential guidance and tools to help high-net-worth families successfully manage significant
wealth. By compiling the 50 most common questions surrounding protection and growth, this book
provides a compendium of knowledge from experts around the globe and across disciplines. Deep
insight and thoughtful answers put an end to uncertainty, and help lay to rest the issues you have
been wrestling with for years; by divulging central lessons and explaining practical actions you can
take today, this book gives you the critical information you need to make more informed decisions
about your financial legacy. Vital charts, graphics, questionnaires, worksheets and other tools help




you get organised, develop a strategy and take real control of your family's wealth, while case
studies show how other families have handled the very dilemmas you may be facing today. Managing
significant wealth is a complex affair, and navigating the financial world at that level involves
making decisions that can have major ramifications — these are not decisions to make lightly. This
book equips you to take positive action, be proactive and make the tough decisions to protect and
grow your family's wealth. Ensure your personal and financial success and legacy Access insight and
data from leading experts Adopt the most useful tools and strategies for wealth management Learn
how other families have successfully navigated common dilemmas When your family's wealth is at
stake, knowledge is critical — and uncertainty can be dangerous. Drawn from interactions with
hundreds ofwealthy individuals and families, Wealth of Wisdom provides a definitive resource of
practical solutions from the world's best financial minds.

questions great financial advisors ask pdf: Communication Essentials for Financial Planners
John E. Grable, Joseph W. Goetz, 2017-02-02 Exploring the Human Element of Financial Planning
Communication Essentials for Financial Planners tackles the counseling side of practice to help
financial planners build more productive client relationships. CFP Board’s third book and first in the
Financial Planning Series, Communication Essentials will help you learn how to relate to clients on a
more fundamental level, and go beyond hearing their words to really listen and ultimately respond to
what they're saying. Expert coverage of body language, active listening, linguistic signals, and more,
all based upon academic theory. There is also an accompanied set of videos that showcase both good
and bad communication and counseling within a financial planning context. By merging written and
experiential learning supplemented by practice assignments, this book provides an ideal resource
for any client-facing financial professional as well as any student on their pathway to CFP®
certification. Counseling is a central part of a financial planner's practice, and attention to
interpersonal communication goes a long way toward progressing in the field; this guide provides
practical instruction on the proven techniques that make a good financial planner great. Build client
relationships based on honesty and trust Learn to read body language and the words not spoken
Master the art of active listening to help your clients feel heard Tailor your communications to suit
the individual client's needs The modern financial planning practice is more than just mathematics
and statistical analysis—at its heart, it is based on trust, communication, and commitment. While
interpersonal skills have always been a critical ingredient for success, only recently has this aspect
been given the weight it deserves with its incorporation into the certification process.
Communication Essentials for Financial Planners provides gold-standard guidance for certification
and beyond.

questions great financial advisors ask pdf: Model Rules of Professional Conduct
American Bar Association. House of Delegates, Center for Professional Responsibility (American Bar
Association), 2007 The Model Rules of Professional Conduct provides an up-to-date resource for
information on legal ethics. Federal, state and local courts in all jurisdictions look to the Rules for
guidance in solving lawyer malpractice cases, disciplinary actions, disqualification issues, sanctions
questions and much more. In this volume, black-letter Rules of Professional Conduct are followed by
numbered Comments that explain each Rule's purpose and provide suggestions for its practical
application. The Rules will help you identify proper conduct in a variety of given situations, review
those instances where discretionary action is possible, and define the nature of the relationship
between you and your clients, colleagues and the courts.

questions great financial advisors ask pdf: Personal Finance Workbook For Dummies®
Sheryl Garrett, 2007-12-11 Do the terms personal finance or money management drudge up feelings
of inadequacy, confusion, discomfort or fear in you? Personal Finance Workbook For Dummies helps
you calm your negative feelings and get your financial house in order at the same time. And, you'll
be amazed how easy it is to get on the road to financial fitness. From spending and saving to
investing wisely, this hands-on workbook walks you through a private financial counseling session
and shows you how to assess your situation and manage your money. You'll learn how to use credit
wisely, plan for large expenses, determine your insurance needs, and make smarter financial



decisions. Plus, the featured worksheets and checklists help you manage your day-to-day spending
and plan for a robust financial future. Discover how to: Take stock of your financial history and
determine your net worth Build a personal financial plan that meets your saving and investing goals
Develop good spending habits and get out of debt—without budgeting Explore your dreams, grow
your wealth, and protect your assets Get the most out of your money Minimize your taxes Plan for
big-ticket purchases Pay for your kids' college tuition Ensure a comfortable retirement Leave a
substantial estate for your heirs The easy-to-follow exercises in Personal Finance Workbook for
Dummies take the drudgery and pain out of managing your money. Order this time- and
money-saving guide now; it'll brighten your financial future and your mood.

questions great financial advisors ask pdf: The Bucket Plan® Jason L. Smith, 2017-08-29
Worry less. Plan more. Do you want a secure retirement, free from worry, stress, and confusion? The
Bucket Plan® is a must-read book for anyone serious about creating a practical and sensible
financial plan for his or her retirement years. The financialplanning process outlined in this book is
based on a three-bucket philosophy of strategically positioning assets to plan for and mitigate the
risks and dangers that can occur in retirement. Readers will learn: * The three biggest dangers for
your financial future and how The Bucket Plan helps protect from them ¢ A formula for calculating
whether you will have an income deficit and, if so, how much money is needed to prevent it *« A
surefire way to avoid taking on too much investment risk on money you may need in the near future
* Much, much more When readers strategically allocate their money using Jason Smith’s
three-bucket philosophy, they can create a plan that mitigates risk and offers an opportunity for
growth into the future, allowing them to feel more secure about retirement.

questions great financial advisors ask pdf: Financial Peace Dave Ramsey, 2002-01-01 Dave
Ramsey explains those scriptural guidelines for handling money.

questions great financial advisors ask pdf: The Pocket Guide to Sales for Financial Advisors
Beverly D. Flaxington, 2014-10 Selling is as old as civilization itself. Put in the simplest of terms,
selling is the exchange of goods and services for something of value. To financial advisors, however,
the sale is often seen in a negative light, and many cringe at the word sell. Interestingly, the same
advisors who shy away from the concept of selling are often those who find themselves selling every
single day! Sometimes they're even participating in the selling process multiple times throughout
the day--and they may not realize it. Asking for client referrals, developing strategic alliances,
seeking and talking with new prospects are all obvious parts of the selling process, but selling
happens every time you remind a client why it's a good choice to do business with you, too. The fact
is that most CFAs(R), CFPs(R), CPAs, and other professionals did not obtain these titles because
deep down they really wanted to be in sales. Most times, their interests tend more toward data,
analysis, and more solitary orientations. Selling is probably the last thing those who entered these
fields were thinking of doing. They may not have considered the people aspect of their chosen
profession; the aspect that involves sales. For this reason, and some others, turning into a
salesperson seems like a negative, degrading thing. Many advisors will conjure up the picture of the
slimy used-car sales guy. It's time to recognize selling as the valuable activity that it is. It is a way to:
Let people know who you are and what you do well. Get your message out to those who need it.
Promote your planning process, wealth management services, or investment expertise. Use your
relationship skills to close new business. Take your business to the next level. If you want to grow
your business, the bottom line is that you--or someone on your team--need to sell, and to sell well.
This book will offer guidance on how you can sell in a comfortable and effective manner.

questions great financial advisors ask pdf: Beat The Bank: Canadian Guide To Simply
Successful Investing Larry Bates, 2018

questions great financial advisors ask pdf: The Million-dollar Financial Services
Practice David J. Mullen (Jr.), David J. Mullen, Jr., 2013 Using the proven method author David J.
Mullen Jr. has taught at Merrill Lynch and is famous for in the industry, The Million-Dollar Financial
Services Practice guides aspiring brokers on their journey toward building a lucrative financial
services practice. Templates, scripts, letters, and tried-and-true market action plans work together



to give you the skills you need to get the appointment, convert prospects to clients, build
relationships, retain clients, use niche marketing successfully, and increase the products and
services each client uses. You'll also gain insight into practical areas often overlooked by other
industry guides, including how to work in teams, how to train sales associates, and how to handle
and overcome rejection. Updated with new strategies for acquiring affluent clients, the second
edition of The Million-Dollar Financial Services Practice includes tips on offering wealth
management services, using social media, leveraging alumni marketing, and targeting successful
relators as clients to help today's financial service professionals become top producers.

questions great financial advisors ask pdf: Rock Retirement Roger Whitney, 2017-10-03 “A
guide for planning that rich season of life, based not just on money, but also on how to create
meaningful relationships, memories, and legacy.” —Dan Miller, author of 48 Days to the Work You
Love Rock Retirement offers inspirational advice on how to enjoy the journey to retirement to its
fullest. Traditional retirement advice usually boils down to saving more, sacrificing more, and
settling for less. This approach makes people dependent on systems outside their control, such as
the market, economy, and investment returns. The result: people lose power over determining their
life. What sets Rock Retirement apart is its holistic approach to helping people take back control and
act intentionally towards the life they want. It addresses the fears, hopes, and dreams that people
have about retirement, goes way beyond the numbers, and shows them how to balance living well
today and tomorrow. “Too many books think retirement is just about finances. Instead, retirement is
about looking at life in full and working out what it is you want to do and then turning to finances to
make it happen. That’s exactly the focus of the practical and helpful guide.” —Andrew Scott,
coauthor of The 100-Year Life “Roger Whitney lays out a plan for today’s modern retiree. If you are
exhausted with being fed that retirement is the end game of life, then Roger’s book is a must-read!”
—Darryl W. Lyons, author of 18 to 80 “If you're dreaming of a retirement free of worry, chao and
confusion, Rock Retirement will give you the clarity, a solid plan and fresh inspiration to help you
get where you want to go.” —Jevonnah “Lady ]” Ellison, author of Love Letters for Leading Ladies

questions great financial advisors ask pdf: Investor and Industry Perspectives on Investment
Advisers and Broker-Dealers Angela A. Hung, Noreen Clancy, Jeff Dominitz, Eric Talley, Claude
Berrebi, 2008-03-12 In theory, financial professionals are relatively distinct: A broker-dealer
conducts transactions in securities on behalf of itself and others; and an investment adviser provides
advice to others regarding securities. Different laws regulate each type of professional, but
boundaries have blurred. This report examines current business practices and investor
understanding of each type.

questions great financial advisors ask pdf: Rich Dad's Guide to Investing Robert T.
Kiyosaki, Sharon L. Lechter, 2001-01-15 Rich Dad's Guide to Investing is a guide to understanding
the real earning power of money by learning some of the investing secrets of the wealthy.

questions great financial advisors ask pdf: The Mom Test Rob Fitzpatrick, 2013-10-09 The
Mom Test is a quick, practical guide that will save you time, money, and heartbreak. They say you
shouldn't ask your mom whether your business is a good idea, because she loves you and will lie to
you. This is technically true, but it misses the point. You shouldn't ask anyone if your business is a
good idea. It's a bad question and everyone will lie to you at least a little . As a matter of fact, it's not
their responsibility to tell you the truth. It's your responsibility to find it and it's worth doing right .
Talking to customers is one of the foundational skills of both Customer Development and Lean
Startup. We all know we're supposed to do it, but nobody seems willing to admit that it's easy to
screw up and hard to do right. This book is going to show you how customer conversations go wrong
and how you can do better.

questions great financial advisors ask pdf: Financial Therapy Bradley T. Klontz, Sonya L.
Britt, Kristy L. Archuleta, 2014-09-10 Money-related stress dates as far back as concepts of money
itself. Formerly it may have waxed and waned in tune with the economy, but today more individuals
are experiencing financial mental anguish and self-destructive behavior regardless of bull or bear
markets, recessions or boom periods. From a fringe area of psychology, financial therapy has



emerged to meet increasingly salient concerns. Financial Therapy is the first full-length guide to the
field, bridging theory, practical methods, and a growing cross-disciplinary evidence base to create a
framework for improving this crucial aspect of clients' lives. Its contributors identify money-based
disorders such as compulsive buying, financial hoarding, and workaholism, and analyze typical early
experiences and the resulting mental constructs (money scripts) that drive toxic relationships with
money. Clearly relating financial stability to larger therapeutic goals, therapists from varied
perspectives offer practical tools for assessment and intervention, advise on cultural and ethical
considerations, and provide instructive case studies. A diverse palette of research-based and
practice-based models meets monetary mental health issues with well-known treatment approaches,
among them: Cognitive-behavioral and solution-focused therapies. Collaborative relationship models.
Experiential approaches. Psychodynamic financial therapy. Feminist and humanistic approaches.
Stages of change and motivational interviewing in financial therapy. A text that serves to introduce
and define the field as well as plan for its future, Financial Therapy is an important investment for
professionals in psychotherapy and counseling, family therapy, financial planning, and social policy.

questions great financial advisors ask pdf: You Should Only Have to Get Rich Once Russell
E. Holcombe, 2012 The financial planning industry has grown into a massive factory -one that's
definitely not designed to help you create the life you want ... Holcombe challenges you to think
differently about your money ... learn how to avoid the traps of the financial factory ... be quipped to
ask better questions of your financial advisor ... develop the instincts you need to avoid toxic
advice--Publisher's description.

questions great financial advisors ask pdf: Unshakeable Anthony Robbins, Tony Robbins,
Peter Mallouk, 2017-02-28 After interviewing fifty of the world's greatest financial minds and
penning the #1 New York Times bestseller Money: Master the Game, Tony Robbins returns with a
step-by-step playbook, taking you on a journey to transform your financial life and accelerate your
path to financial freedom. No matter your salary, your stage of life, or when you started, this book
will provide the tools to help you achieve your financial goals more rapidly than you ever thought
possible. Robbins, who has coached more than fifty million people from 100 countries, is the world's
#1 life and business strategist. In this book, he teams up with Peter Mallouk, the only man in history
to be ranked the #1 financial advisor in the US for three consecutive years by Barron's. Together
they reveal how to become unshakeable--someone who can not only maintain true peace of mind in a
world of immense uncertainty, economic volatility, and unprecedented change, but who can profit
from the fear that immobilizes so many. In these pages, through plain English and inspiring stories,
you'll discover... -How to put together a simple, actionable plan that can deliver true financial
freedom. -Strategies from the world's top investors on how to protect yourself and your family and
maximize profit from the inevitable crashes and corrections to come. -How a few simple steps can
add a decade or more of additional retirement income by discovering what your 401 (k) provider
doesn't want you to know. -The core four principles that most of the world's greatest financial minds
utilize so that you can maximize upside and minimize downside. -The fastest way to put money back
in your pocket: uncover the hidden fees and half truths of Wall Street--how the biggest firms keep
you overpaying for underperformance. -Master the mindset of true wealth and experience the
fulfillment you deserve today.

questions great financial advisors ask pdf: She's on the Money: The award-winning #1
finance bestseller Victoria Devine, 2021-06-16 Winner of the ABIA General Non-fiction Book of the
Year 2022 Winner of the Best Personal Finance & Investment Book of the Year at the 2021 Business
Book Awards Through her phenomenally popular and award-winning podcast, She’s on the Money,
Victoria Devine has built an empowered and supportive community of women finding their way to
financial freedom. Honest, relatable, non-judgemental and motivating, Victoria is a financial adviser
who knows what millennial life is really like and where we can get stuck with money stuff. (Did
someone say ‘Afterpay’...?) So, to help you hit your money goals without skimping on brunch, she’s
put all her expert advice into this accessible guide that will set you up for a healthy and happy
future. Learn how to be more secure, independent and informed with your money - with clear steps




on how to budget, clear debts, build savings, start investing, buy property and much more. And
along with all the practical information, Victoria will guide you through the sometimes-tricky
psychology surrounding money so you can establish the values, habits and confidence that will help
you build your wealth long-term. Just like the podcast, the book is full of real-life money stories from
members of the She’s on the Money community who candidly share their experiences, wins and
lessons learned to inspire others to turn their stories around, too. And with templates and activities
throughout, plus a twelve-month plan to get you started, you can immediately put Victoria’s
recommendations into action in your own life. You are not alone on your financial journey, and with
the money principles in this book you'll go further than you ever thought possible.

questions great financial advisors ask pdf: Get Smart Or Get Screwed: How to Select the
Best and Get the Most from Your Financial Advisor Paul Merriman, 2012-11-15 GET SMART or GET
SCREWED: How To Select The Best and Get The Most From Your Financial Advisor gives you
insights into the variety of financial brokers and advisors, and the services they can — and should —
offer. It includes extensive lists of questions you should ask and services you should receive from an
advisor, and reasons why the brokerage industry is not serving your best interests. To ensure that
you “Get Smart,” Paul helps you understand how to find and work with competent and ethical
advisors, firms and products. Getting the best and most from your advisor will save you time, grow
your money, and give you peace of mind. Whether you are a first-time or savvy investor, you will
learn new ways to avoid the plethora of pitfalls many investors encounter. PRAISE FOR PAUL’S
BOOKS “No one understands what it takes to be a successful investor better than Paul Merriman.”
— Bill Schultheis, author, The Coffeehouse Investor “Paul has spent a lifetime learning the
techniques that make him an outstanding teacher of investing. Now it’s your turn to benefit from his
knowledge.” — Knight Kiplinger, Editor in Chief, Kiplinger financial media company ABOUT THE
HOW TO INVEST series Paul A. Merriman’s HOW TO INVEST series of print and eBooks provides
concise and timeless information to help you achieve a secure financial future and stress-free
retirement. Each book addresses specific audiences and investment topics. The first book, First-Time
Investor: Grow and Protect Your Money is an essential guide to building and maintaining a
successful investment portfolio. All profits from the sale of this series are donated to educational
nonprofit organizations. For more information, visit: PaulMerriman.com

questions great financial advisors ask pdf: CFP Board Financial Planning Competency
Handbook CFP Board, 2015-07-09 The official CFP guide for career excellence CFP Board Financial
Planning Competency Handbook is the essential reference for those at any stage of CFP certification
and a one-stop resource for practitioners looking to better serve their clients. This fully updated
second edition includes brand new content on connections diagrams, new case studies, and new
instructional videos, and a completely new section devoted to the interdisciplinary nature of
financial planning. You'll gain insights from diverse fields like psychology, behavioral finance,
communication, and marriage and family therapy to help you better connect with and guide your
clients, alongside the detailed financial knowledge you need to perform to the highest expectations
as a financial planner. The only official CFP Board handbook on the market, this book contains over
ninety chapters that are essential for practitioners, students, and faculty. Whether a practitioner,
student, or faculty member, this guide is the invaluable reference you need at your fingertips.
Comprehensive, clear, and detailed, this handbook forms the foundation of the smart financial
planner's library. Each jurisdiction has its own laws and regulations surrounding financial planning,
but the information in this book represents the core body of knowledge the profession demands no
matter where you practice. CFP Board Financial Planning Competency Handbook guides you from
student to practitioner and far beyond, with the information you need when you need it.

questions great financial advisors ask pdf: The Financial Crisis Inquiry Report Financial
Crisis Inquiry Commission, 2011-05-01 The Financial Crisis Inquiry Report, published by the U.S.
Government and the Financial Crisis Inquiry Commission in early 2011, is the official government
report on the United States financial collapse and the review of major financial institutions that
bankrupted and failed, or would have without help from the government. The commission and the




report were implemented after Congress passed an act in 2009 to review and prevent fraudulent
activity. The report details, among other things, the periods before, during, and after the crisis, what
led up to it, and analyses of subprime mortgage lending, credit expansion and banking policies, the
collapse of companies like Fannie Mae and Freddie Mac, and the federal bailouts of Lehman and
AIG. It also discusses the aftermath of the fallout and our current state. This report should be of
interest to anyone concerned about the financial situation in the U.S. and around the world. THE
FINANCIAL CRISIS INQUIRY COMMISSION is an independent, bi-partisan, government-appointed
panel of 10 people that was created to examine the causes, domestic and global, of the current
financial and economic crisis in the United States. It was established as part of the Fraud
Enforcement and Recovery Act of 2009. The commission consisted of private citizens with expertise
in economics and finance, banking, housing, market regulation, and consumer protection. They
examined and reported on the collapse of major financial institutions that failed or would have failed
if not for exceptional assistance from the government.News Dissector DANNY SCHECHTER is a
journalist, blogger and filmmaker. He has been reporting on economic crises since the 1980's when
he was with ABC News. His film In Debt We Trust warned of the economic meltdown in 2006. He
has since written three books on the subject including Plunder: Investigating Our Economic
Calamity (Cosimo Books, 2008), and The Crime Of Our Time: Why Wall Street Is Not Too Big to Jail
(Disinfo Books, 2011), a companion to his latest film Plunder The Crime Of Our Time. He can be
reached online at www.newsdissector.com.

questions great financial advisors ask pdf: Investor Behavior H. Kent Baker, Victor
Ricciardi, 2014-02-10 WINNER, Business: Personal Finance/Investing, 2015 USA Best Book Awards
FINALIST, Business: Reference, 2015 USA Best Book Awards Investor Behavior provides readers
with a comprehensive understanding and the latest research in the area of behavioral finance and
investor decision making. Blending contributions from noted academics and experienced
practitioners, this 30-chapter book will provide investment professionals with insights on how to
understand and manage client behavior; a framework for interpreting financial market activity; and
an in-depth understanding of this important new field of investment research. The book should also
be of interest to academics, investors, and students. The book will cover the major principles of
investor psychology, including heuristics, bounded rationality, regret theory, mental accounting,
framing, prospect theory, and loss aversion. Specific sections of the book will delve into the role of
personality traits, financial therapy, retirement planning, financial coaching, and emotions in
investment decisions. Other topics covered include risk perception and tolerance, asset allocation
decisions under inertia and inattention bias; evidenced based financial planning, motivation and
satisfaction, behavioral investment management, and neurofinance. Contributions will delve into the
behavioral underpinnings of various trading and investment topics including trader psychology,
stock momentum, earnings surprises, and anomalies. The final chapters of the book examine new
research on socially responsible investing, mutual funds, and real estate investing from a behavioral
perspective. Empirical evidence and current literature about each type of investment issue are
featured. Cited research studies are presented in a straightforward manner focusing on the
comprehension of study findings, rather than on the details of mathematical frameworks.

questions great financial advisors ask pdf: Why Should I Choose You (in Seven Words
Or Less)? lan Chamandy, Ken Aber, 2015-04-07 How to answer the single most important question
in business and life Why should I choose you? That’s the question every customer asks every single
time he buys a car, picks a shampoo, or chooses a distributor, a brokerage house, an animal hospital
or a hairbrush. Sometimes the question is spoken out loud; other times it’s subliminal. But the fact is
that every product, service or decision is a choice. And often it’s a choice we make within seconds.
Ian Chamandy and Ken Aber understand just how essential that choice is. Their Toronto-based
consulting firm, Blueprint, helps businesses define their specific promise--the one thing that sets
them apart from every other organization that does more or less the same thing--in seven words or
less. Their blueprinting process has produced extraordinary results for organizations big and small,
in all sorts of industries, in both the for profit and not-for-profit sectors, including construction firms,



marketing/communications consultancies, boutique investment banks, and hospitals. Combining
combines practical steps with case examples, Why Should I Choose You (in Seven Words or Less)
will: give you confidence you never had before to lead into a bold new future make your employees
more innovative and creative reveal revenue streams you never knew existed give your employees a
newfound sense of purpose that motivates them to contribute at a higher level and help you sell
faster and more easily because you will inspire, rather than try to convince, customers to buy

questions great financial advisors ask pdf: What Your Financial Advisor Isn't Telling You Liz
Davidson, 2016-01-05 Protect your money with this “accessible and practical” guide to hiring and
working with financial advisors (Publishers Weekly, starred review). Hiring a trained expert to
safeguard and grow your wealth seems like a foolproof decision, but it can go awry for many people.
You should never blindly trust that your advisor has your best interests at heart—and while there are
many benefits to working with a financial pro, there are some things you should know first. Drawing
on her insider’s knowledge of how the financial advice profession really works, Liz Davidson shows
how to judge whether an advisor is going to help or harm your savings. This no-nonsense guide
covers questions such as: How should you decide if you really need an advisor? What financial moves
can you make without their help? What important questions should you ask before trusting them
with your money? What are the red flags you should run from? What does all their jargon really
mean? Learn how to take control of your financial well-being—either with a financial advisor or
without one. “This book is mandatory reading for anyone who wants a better understanding of how
to manage their money.” —Mary Beth Franklin, InvestmentNews “Valuable tools for managing one’s
personal finances for maximum results.” —Publishers Weekly, starred review

questions great financial advisors ask pdf: Savings Fitness Barry Leonard, 2007-12 Many
people mistakenly believe that Social Security (SS) will pay for all or most of their retire. needs, but
the fact is, since its inception, SS has provided little protection. A comfortable retire. usually
requires SS, pensions, personal savings & invest. The key tool for making a secure retire. a reality is
financial planning. It will help clarify your retire. goals as well as other financial goals you want to
¢buyé along the way. It will show you how to manage your money so you can afford todayés needs
yet still fund tomorrow¢és. Youéll learn how to save your money to make it work for you & how to
protect it so it will be there when you need it. Explains how you can take the best advantage of
retire. plans at work, & what to do if youére on your own. Illustrations.

questions great financial advisors ask pdf: Breakubg Through John Bowen, Patricia ]J.
Abram, Jonathan Powell, 2008 The financial services industry offers enormous opportunities for
financial advisors who are determined to build highly profitable businesses while serving their
clients well. Despite this potential, many advisors never achieve the kind of success they have
always wanted. Breaking Through provides a clear road map for these financial advisors. Leveraging
extensive empirical research and the authors’ combined decades of experience in the financial
services industry; the book presents a comprehensive set of proven business-building strategies.
Advisors will first learn how to build a thriving wealth management practice by focusing on the right
affluent clients and next implementing a consultative process that will delight and keep those clients
for life. They will then learn how to build on this foundation through systematic asset- and
client-acquisition techniques, effective strategic alliances with other professional advisors, and
sound business management principles. Engaging, informative and thoroughly practical, Breaking
Through will serve as a valuable guide to financial advisors seeking to take their businesses to a new
and dramatically higher level of success.

questions great financial advisors ask pdf: MONEY Master the Game Anthony Robbins,
Tony Robbins, 2016-03-29 Bibliography found online at tonyrobbins.com/masterthegame--Page
[643].

questions great financial advisors ask pdf: A Simple Plan Scott Smith, 2007 Two brothers
and their friend stumble upon the wreakage of a plane--the pilot is dead and his duffle bag contains
four million dollars in cash.
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