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How to Hire the Right
Financial Advisor

Exploring the Potential of Working
with a Financial Advisor



The Potential Benefit of Working
With a Financial Advisor

Do I need a financial advisor? Should I do it myself and
invest on my own? I could probably just use “index funds”
and be O.K,, right? Is an advisor really worth the fee I’ll
likely have to pay? How do advisors get paid, anyway?
What if I make a mistake and hire the wrong one? Where
do I even begin with all of this?

These are just a few of the questions you might be asking
yourself if you are reading this guide for the first time.
You aren’t alone. If you currently have a financial advisor
or are thinking about hiring one, selecting the right
advisor is not an easy task. Financial advisors, brokers,
investment product providers, and insurance product
providers come in all sorts of shapes and sizes.

So, where should you start? What steps should you take
to make sure you hire the right advisor for you? The
guide you’re about to read will help you get started by
asking the right questions and by providing context for
how financial advisors are different. This information will
help you avoid costly mistakes and should lead you to

a strategy that is customized to your needs. In the end,
it will help you make the best decision for the financial
professional that suits you best.

According to a survey from Northwestern
Mutual, people who work with financial
advisors are more likely to report happiness,
confidence and stability in their financial
and personal lives.’
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Step 1: Map Out Your Own Objectives,
Expectations, and Goals

Former American automobile racer Bobby Unser once said,
“Success is where preparation and opportunity meet.” Simply
requesting this guide proves that you have a desire to be
successful with your investments and your financial plan. It’s
certainly possible that hiring a financial advisor can have an
impact. That said, the first step that you need to take, before
you even look at or interview a financial advisor, is to be
laser-prepared and to identify exactly what it is that you are
hoping to accomplish.

Prior to seeking opinion and/or recommendations from

a financial advisor, you need to make sure that you have
thought hard and clear about what you want most from the
relationship. What does success mean to you? A financial
planner’s approach to and consultation with you is going to
be far less useful if you are not first organized, focused and
disciplined in what it is you want. With a plan in hand, the

advisor will be better able to be focused to help you succeed.
with esfate plans can help minimize taxes and ensure a
smooth transfer to heirs.

RETIREMENT

TUNE-UP

For a Deeper Dive into your
Retirement Goals...

Book Your Free Retirement Tune-Up™ financial
review today to explore your financial goals and
prepardness for retirement.

See the potential benefits:

1. Personalized Goal Review
We start by understanding your unique retirement vision.

2. Financial Snapshot
Get a straightforward view of where you stand today.

3. No-Pressure Guidance

Receive actionable insights with no obligation.

Book today at wasmithfinancial.com/retirement-tune-up
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Step 2: Understand That There Are
Different Types of Financial Professionals

You'd think that all financial advisors are cut from the same
cloth, follow the same rules and regulations, and offer

the same type of advice. Unfortunately, it’s much more
complicated than that. Financial planner, broker, insurance
“specialist,” investment advisor, portfolio manager, and
mutual fund advisor are just a few of the titles that are used
to describe financial professionals. To make matters worse,
there are more than 200 different designations available for
financial professionals, all with varying requirements and
infensity.®> So, who do you hire? How are they different? And
why does it matter?

+ A product-provider can help you purchase a financial
product that may suit your needs and objectives for said
money but ultimately it is your responsibility to determine
whether or not said product is the best option for your
specific goals.

« Aninvestment advisor may focus more on your risk
tolerance, asset allocation or investment strategy, but the
advice you receive will more than likely be focused on the
investment side of things, such as income generation, risk
tolerance and portfolio performance.

* A holistic planner aims to help you develop a plan first

before focusing on products and/or strategy. More than
likely, a holistic planner will focus on all of the key areas:
investments, income, taxes, estate and health care.
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Step 3: Interview Advisors To Determine the Best Fit

Whether you desire a comprehensive plan, or you aim to increase your investment allocation efficiency, a holistic
planner might help you raise the bar. You know there’s a difference between certain types of advisors and how
they provide advice. Now it’s time to apply that preparation and knowledge and take action. Establishing an
inferview process that guides your selection is critical to making the right decision. Simply “winging” the meeting

process could prove to be a huge mistake.*

Most all advisors will have a “process” that they tfake you through when you meet with them. Always remember
what your goals are, what you want most, and if they can’t articulate what it is that you need help with, you are
probably just in the wrong place.

When selecting a financial advisor you should feel confident that they are working for you and not the other way

around. In short, you should feel that the meeting was helpful, you identified and/or solved a problem, you learned
something, and you now have an actionable plan moving forward. If you don’t walk out of a meeting with a

financial advisor feeling like that, you may have a problem!

Based on research, analysis, and testing, Vanguard has concluded that there is a
quantifiable increase in return from working with a financial advisor. Vanguard calls this
advantage the “Advisor’s Alpha.” When certain best practices are followed, the result can
be an “Alpha” (or potential improvement) in the 3% per year range.”
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Questions to Ask a Financial Advisor
in a First Meeting

1. Are you a fiduciary?

2. How are you compensated for your services?

3.  What services does your company provide?

4. Do you have a “minimum”? (minimum investment requirement)

5. How often will we meet should we work together?

6. How do you measure success with your clients?

7. Do you provide holistic advice in other areas, such as tax or estate planning?
8. Who is your custodial partner? (IE - What firm “custodies” your clients’ accounts?)
9. What would happen to my accounts if you were to leave the firm?

10. How long have you been a financial advisor?

11. Will I work with you directly or do you have a “team approach”?

12. What process do you follow to build a financial plan?

13. What does your ideal client look like?

14. What do you love about your job?
15. How will we communicate about my investments?

Additional source references for these questions: °”’
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For nearly three decades, W.A. Smith Financial Group has been helping
families achieve financial peace of mind through personalized strategies
and expert guidance. Our approach is rooted in building long-term
relationships and providing tailored solutions that align with your unique
goals and values.

<& (866) 417-4156
A contact@wasmithfinancial.com

% wasmithfinancial.com

Disclosure

The information contained herein: (1) is proprietary to W.A. Smith Financial Group and/or its content providers; (2) may not

be copied or distributed; and (3) is not warranted to be accurate, complete, or timely. Any information herein about providers,
speakers, and services does not constitute a recommendation or endorsement. This material is not to be distributed without
express written consent of W. A. Smith Financial Group. In regards to your own financial situation, you should consult with a
financial professional before acting on specific action or suggestions given. For legal or tax advice, you should contact your
qualified attorney or CPA. Insurance and tax planning services offered through W. A. Smith Financial, LLC. Investing involves
risk, including the potential loss of principal. No investment strategy can guarantee a profit or protect against loss in periods
of declining values. Investment Advisory Services offered through Great Lakes Retirement, Inc., an SEC-Registered Investment
Advisor. Registration does not denote any level of skill or qualification. Accolades through Crain’s Cleveland Business, Financial
Advisor Magazine, and Inc. 5000 are awards that W.A. Smith Financial Group qualified for and are purchased placements.

This material is intended to provide general information to help you understand basic financial planning strategies and should
not be construed as financial advice. All investments are subject to risk, including the potential loss of principal. No investment
can guarantee a profit or protect against loss in periods of declining values. Neither the firm nor its agents or representatives
may give tax or legal advice. Individuals should consult with a qualified professional for guidance before making any
purchasing decisions.

The information contained in this material is believed to be reliable, but accuracy and completeness cannot be guaranteed; it
is not intended to be used as the sole basis for financial decisions.

It is important that you do not use email to request, authorize or effect the purchase or sale of any security, to send fund
transfer instructions or to affect any other fransactions. Any such request, orders or instructions that you send will not be
accepted and will not be processed. The text of this communication is confidential and use by any person who is not the
intended recipient is prohibited. Any person who receives this communication in error is requested to immediately destroy the
text of this communication without copying or further dissemination.

Recipients should be aware that all emails exchanged with the sender are automatically archived and may be accessed at
any time by duly authorized persons and may be produced to other parties, including public authorities, in compliance with
applicable laws.
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