Things Your Financial
Adviser May Hide From You

Women 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. They
seemed to know what they talked about, and a relationship began.
However, some critical elements of the relationship may have never been revealed. The financial services
world delivers advice in many ways. If you work with an adviser (or are considering working with one), does
the advisor secretly have any of these thoughts?
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“I’m not completely open with how much you pay me because you would be shocked.”
“If I confuse you with a lot of jargon and try to impress you, I hope you will simply go along
with whatever I recommend.”
“Many more opportunities to improve your situation exist, but I do not get paid for discussing
those.”
“I do not specialize in working with clients like you, but how different could your situation be?”

Let’s explore each of these and see how
it can affect the advice you receive.
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I’m not completely open with
how much you pay me because
you would be shocked.

Many people are led to believe they get “free” or “low-cost” advice from
their financial adviser. In other instances, the fee is stated in terms
that do not sound very high, like “only 1% of your investments”.

How do these models actually work?
HIDDEN COMMISSIONS

ASSET FEE CONFLICTS

Commissioned-based advisers may provide advice for
what appears to be little or no cost. Only if you buy
products from them will they get paid. How could this
work to your disadvantage?

Advisory fees, often referred to as an Asset Under
Management fee, usually get disclosed as a small
percentage. The argument for it is that if the value of
your account goes up, then the adviser benefits. If the
value drops, then the adviser shares the pain. What
could the problem be here?

• Potential conflicts. Different products and
companies often pay differing levels of sales
commissions. Minimum quotas and sales contests
on certain products or “production” can create
conflicting incentives.
• Excessive fees. When bought on commission,
many mutual funds pay 3%-5% of the investment
in commissions when you buy them. The ongoing
expenses are often 0.50%-1% every year (moving
$500k this way could cost you up to $25,000!).
Brokerages and mutual fund companies rewards
the salesperson up front for making the sale with
little financial incentive for on-going support.
• Legal complications. Did you know that a broker
and an investment adviser are two different roles
under the law? A broker has a legal duty to the
broker-dealer they work for, not the client. By
law an investment adviser must put the client’s
interests ahead of his own. To learn more, simply
Google “financial fiduciary standard”.

• They may impact decisions. Several important
decisions affect the size of your nest egg. Should
you pay off your home? Should you exchange
assets for more guaranteed income? The choices
you make could change your account balance and
reduce this adviser’s pay!
• They may ignore complexity. Let’s compare two
clients. Client A has a straightforward financial
situation. Client B deals with inheritances,
complicated family dynamics, and estate issues.
Why charge them the same amount for advice just
because they have the same account balance?
• They may penalize wealthier clients. Why should
a client with $5 million pay so much more than a
client with $1 million? More money does create
some extra complexities, but rarely enough to
justify such a price difference. Does your doctor
charge you based on the value of your home?

Do not confuse cost with value. It makes sense to aim for receiving tremendous value at a
reasonable, clear fee. In that case, shouldn’t the adviser clearly tell you how much he is paid?
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If I confuse you with a lot of jargon
and try to impress you, I hope you
will simply go along with whatever
I recommend.

Many financial advisers offer you 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! In my experience,
complex and confusing is not the way to educate and inform.
Have you ever gone to the doctor and felt confused by what she is saying? She may use lots of importantsounding medical words that you’ve never heard before. Rather than asking questions to understand what
she recommends, you nod your head in agreement to not feel stupid. Some advisers like to use the same
approach.
Working with an adviser should give you clear answers to questions like:

What if I want to
sell my house and
get a new one?

What is the first thing I
need to deal with now?

Am I going to be
OK in retirement?

My long-time mechanic does not review my car’s diagnostic reports and statistics with me, because he knows I
will not understand a word he says. Instead, he tells me in plain English what my options are and the benefits
of each so I can make an educated decision.

Shouldn’t your adviser do the same?
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Many more opportunities to improve
your situation exist, but I don’t get
paid for discussing those.

Some relationships with a financial adviser start and end with
investment portfolio recommendations. For many women, this
does not adequately address their entire financial situation.
What about questions and concerns that have nothing to do with the purchasing of a product or with the
balance in your account?

How do you
best make use of
the benefits your
employer provides?

Is the value of your
home something
that can be useful to
addressing your future
spending needs?

What are the pros
and cons to delaying
the start of Social
Security benefits? Can
you receive a benefit
based on your former
spouse’s earnings?

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. You
should 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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I don’t specialize in working with
clients like you, but how different
could your situation be?

Do 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. General strategies may not help you, or worse, could
work against you.

You may want more
time to make decisions.
Right now, you probably do not
feel like making decisions every
day. With many advisers who
only get paid when your “money
is in motion”, you might get
pressure to decide faster. When
the adviser is only paid to guide
you, decisions can be postponed
when they are not urgent.
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You may have
different objectives
and ideas of success.

You may want
someone by your side
for the long haul.

Financial success to you may
not be bragging about “beating
the market” or the next “can’t
miss, get-rich-quick” scheme. For
you, confidence may come from
knowing where you can live, how
to handle your savings, and how
to put yourself in a place where
you will feel financially OK.

Once your money is invested or the
insurance product is purchased,
many advisers have less financial
incentive to help with other
questions and concerns. You may
want to still have help a phone call,
email, or text away. You would like
guidance on keeping your plan
running smoothly, and have new
opportunities and risks pointed
out to you before you reach them.
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Helping Widowed Women
Navigate Their Financial Future

Overwhelmed. That’s the most common feeling I hear from recently widowed women. There are retirement
accounts to change, legal decisions to make, insurance to deal with, and plenty of small details that seem to come
from nowhere.
You may not have any interest in becoming a financial expert, yet you may feel like you must in order to make the
best decisions. If your spouse made the financial decisions, you may feel thrust into a new world at the same time
your world has changed forever.
That’s where III Financial can help. Working together, you can expect:

To feel confident and in control
of your financial situation;

To understand exactly what
you need to do and get the help
you need to get it done; and

To benefit from a firm designed
with the unique needs of
widowed women like you.

WHAT NOW? WHO IS THE BALD GUY?
My name is Elliott Weir, the owner of III Financial. I’ve been working with clients like
you since 2004. Come to think of it, it has been longer – before I officially started as a
financial planner! Let me explain…
I started my career as a technology geek, having earned a Computer Science degree
from Southern Methodist University. Once I graduated I secured a great job with Ernst
& Young LLP as a technology consultant to Fortune 500 companies.
Then on August 20th, 1997 my life changed forever. After a brief battle with cancer,
my father passed away at the age of 50. I suddenly found myself helping my mother
with insurance, investments, attorneys, CPAs, and more, because my father was the
one in charge of these things for the family.

Elliott Weir

This formative event explains a lot about who I am, about III Financial, and about what you can expect from me. I
choose to work with widowed women because I want to have a meaningful and direct impact on their lives,
as I did for my mother. Will you be one of them?
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Elliott Weir, MBA, CFP®
(512) 562-1905 · info@iiifinancial.com

iiiFinancial.com

iiifinancial.com

III Financial — Things Your Financial Adviser May Hide From You

8

