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The 5 Things Your Financial Advice May Be Missing 

Many people planning for their financial future could be missing key 
ingredients.  What are they and what can you do about it?    

 
By Elliott Weir, MBA, CFP®

 

 

amilies choose to work with a financial adviser for many reasons.  This 

person could have knocked on their door, invited them to a dinner seminar, or 

connected with them through a referral from a friend or family member.  They 

seemed to know what they talked about, and a relationship began.  However, some 

critical elements of the relationship may have never been considered. 

 

The financial services world delivers advice in many different ways to many different 

people.  If you work with an adviser, do you lack any of the following 5 key 

components in the financial advice you receive?   

 

 A clear understanding of what the advice is costing you; 

 Information that is understandable and sufficient to help you answer your questions; 

 Unbiased advice with strategies that extend beyond investment selections; 

 Specific strategies for your phase of life; and  

 Confidence in your financial approach and in your adviser. 

 

#1 – A Clear Understanding of What the Advice is Costing You 

any people think they get “free” or “low-cost” advice from their 

financial adviser or the website(s) they use for advice.  Many advisers are 

charitable and giving people; however, they also work to earn money and 

expect to be paid for their time and expertise.   

 

You may not have thought to ask these questions, but the answers are important to know: 
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 If you do not pay the adviser for advice, then who pays 

your adviser?   

 Why do they benefit from paying the adviser, and how 

much do they pay the adviser? 

 Does the adviser get paid more to sell certain products, 

and do you have any concerns that this could influence 

what you are offered? 

 Does the adviser’s firm limit the products and services 

they can offer you? 

 

If the adviser makes money through commissions on the sale of insurance and investment 

products, then they may offer complementary advice in the hopes that the 

advice will result in product sales.  In addition, many investments contain other costs 

that you may not see unless you read all of the disclosures and prospectuses you receive 

(you do read all of those, right?), which could include: 

 “Expense ratios” charged by mutual funds; 

 Quarterly “management fees”; and/or 

 “Loads” on mutual fund purchases and, in some cases, on the sale of those funds. 

 

This is NOT to say that the presence of commissions indicates a problem!  They can be 

suitable in situations when people cannot afford (or do not need) more comprehensive 

advice.  In addition, do not confuse cost with value.  It makes sense to aim for 

receiving tremendous value at a reasonable, clear fee.  If that situation exists, the adviser 

should be comfortable disclosing their compensation for helping you. 

Solutions:  Ask your adviser what they are paid to help you and by 

whom.  Do your own research on the underlying fees for the 

investments you buy.  Get a second opinion.  Weigh the costs with 

the value you are getting and decide if you would like to consider 

changes to your strategies or your advice provider. 
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#2 – Enough Understandable Information to Answer Questions 

he approach of many financial service firms is to provide you with a 

thick, leather-bound financial plan filled with pie charts, spreadsheets, and 

confusing jargon.  It might seem that the sheer weight of the plan should impress 

you and convince you that the contents are of significant value!  However, some plans 

may exclude what specific actions make sense now, and what you should 

consider when making critical decisions.   

 

What critical decisions?  You may have questions such as: 

 

 When would it be best for you and your spouse to 

start collecting Social Security benefits? 

 Should you pay off your mortgage at retirement? 

 What can you do to reduce taxes in retirement? 

 How much guaranteed income should you have? 

 What investments make sense for you right now? 

 What financial protections do you need in place to 

address your worries and concerns about the future? 

 

 

A financial plan should enable you, most importantly, to answer the questions 

on your mind.  If your plan merely demonstrates how complicated the answers are, or 

overloads you with information for the sake of saying, “we told you so!” later, decide 

whether an approach focusing on what is truly important rather than on every last detail 

(however inconsequential to the answer) would serve you better. 

Solutions:  Look for opportunities to get simple, clear answers.  

Would it help to get a retirement “paystub”?  Would you like updates 

that are more frequent (like quarterly) on how you are doing?  How 

would you feel if you received clear and focused action plans? 

T 

What is missing from 

many financial 

plans?  Simple and 

clear information to 

help you answer the 

questions you want 

answered! 

http://www.iiifinancial.com/about.html


Elliott Weir, MBA, CFP® ("Advisor") is a registered investment advisor.  Information contained in this document is for 

informational purposes only and should not be considered investment advice.  Advice may only be provided after entering into an 

advisory agreement with Advisor.  Information is at a period in time and subject to change.  My current Disclosure Brochure is set 

forth on Form ADV Part 2 and is available for your review at www.iiifinancial.com/about.html. 

#3 – Strategies Beyond Investment Selection 

ome relationships with a financial adviser start with an offer to 

provide recommendations on an investment portfolio.  Certainly, your 

future financial health can change based on the types of investment accounts you 

use and the investments you hold in each, but for many people this does not 

adequately address their entire financial situation.   

 

Many products and strategies exist outside of the world of stocks, bonds, and mutual funds 

that could help you succeed financially and address your concerns.  If you only get 

recommendations on investments to buy without considering your “bigger picture”, then 

you could miss key opportunities, such as: 

 

 Employing insurance products for tax-advantaged 

savings, planning for your heirs, charitable giving, 

and protecting the assets you own now; 

 Spreading your savings properly across accounts that 

are treated differently by the tax code, providing you 

with flexible income options as you need them; and 

 Considering the value of any home equity in 

decisions for creating income during retirement.   

 

 

Today’s financial world is very different from how it was even 10 years ago.  

Pensions and guarantees are less common, and more of the important decisions rest on 

your shoulders.  Luckily, the opportunities to accomplish your goals by properly 

using newer products and strategies continue to grow as well! 

Solutions:  Broaden your definition of “financial planning” to 

include non-investment decisions.  Get advice on how all of your 

assets, insurance, and legal documents fit together and make sure 

they do not create conflicting outcomes.     
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#4 – Specific Strategies for this Life Phase 

o you continue to go to your childhood doctor (maybe you do, I won’t 

judge)?  Do many teachers teach both 1st graders and 11th graders?  Why not?  

Because people’s needs change and the knowledge needed to help 

them succeed is different. 

 

You could say the same principle applies to financial advice.   Strategies that are older 

than your kids may no longer work, or worse, could work against you.  

Especially as you face different realities near retirement, what you may have been doing 

should be re-evaluated, including popular approaches like: 

 

 “Buy and hold” your investments.  At 

retirement, you no longer have a long time to recover 

if you experience large losses in the market.  It 

becomes important to make smaller adjustments 

more frequently, preferably using objective methods 

rather than involving emotional reactions or biases.      

 The “4% Withdrawal” rule of thumb for 

income creation.  It makes for a nice sound bite, 

but in the 20 years since this “rule” came out, it has been proven that the withdrawal 

percentage should change based on several assumptions.  Setting your withdrawal rate 

only once at the beginning of retirement would be like aiming your car when you first 

get in, putting the car on cruise control, and hoping you do not hit anything! 

 

Remember, even small improvements in your monthly cash flow can change how you 

spend your time in the future!  

Solutions:   Reconsider relying on the same strategies you used to 

accumulate money.  Consider the complexity and importance of 

creating income for life, and decide what resources you need on 

your side to give you enough peace of mind. 
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#5 – Full Confidence in Your Approach and Your Adviser 

any factors determine how much people trust each other.  In the 

case of a relationship with a financial professional, more objective factors 

could include the advisers’ years of experience, credentials (like the Certified 

Financial Planner™ designation), and whether they respond quickly when you need their 

help.  It could also be important to you that they specialize on the problems you 

face and work with other families similar to yours.   

 

Less concrete factors could often come into play when evaluating the relationship.  Ask 

yourself:  

 

 If I knew I would pass away tomorrow, would I feel at 

peace with my adviser acting as a “financial 

quarterback” for my family during such an 

emotionally trying time? 

 Do I have conversations with my adviser about my 

vision for the future and my concerns, or do we stick 

to the size of my investment accounts and what to 

buy next? 

 When faced with a financial decision, do I feel 

supported throughout the process or do I feel 

pressured with “fear and greed” techniques? 

 Do I get the same amount of attention now as I did 

when I was brought on as a client?  Do I feel they are too busy with other clients now? 

 

Solutions:  Evaluate how you feel about the advice you get and where 

you get it.  Make sure that inertia is not the only reason you keep 

things the same.       
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Your Financial Future 

ltimately, your actions and decisions will determine your financial 

future.  You have many choices when it comes to choosing a financial adviser 

to work with.  At times, many of them may seem to offer the same things. 

 

The goal of III Financial is to help those nearing or starting retirement with a 

unique approach that includes: 

 Clear, actionable information.  Concise “action plans” with guidance on how to 

implement them and accountability for ensuring everything you want to do is done. 

 Strategies and solutions focused on your needs.  From a “Retirement Paycheck” 

that shows where your income will come from in retirement to a Wealthcare™ report 

that clearly shows the progress of your portfolio, the III Financial experience is 

designed to present information in a way that works for you. 

 A flat quarterly fee that includes ALL financial planning and investment advisory 

needs.  Compared to common fee structures that involve an “assets under 

management” percentage of 1%+ and the use of mutual funds with their own expenses, 

my flat fee can often save you 50% or more of your total investment costs. 

 

I cannot promise you more confidence, greater peace of mind, or less “spending guilt” 

(though I hope you experience ALL of these positive feelings).  However, I can promise that 

I bring an intellectually curious, focused, and non-judgmental advocate to your side of the 

financial table! 

Next Steps:   

 Spend a few minutes to review the III Financial 

website (www.iiifinancial.com) and decide for 

yourself if you’d like to talk and learn more – no 

pressure, no hassles. 

 Remember: I am not in the business of convincing 

people they need a financial planner; I am in the 

business of helping people who know they want help!  
 

 

U 

http://www.iiifinancial.com/about.html
http://www.iiifinancial.com/

