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12 Essential Questions to Ask  
Your Prospective Financial Planner or Advisor 
 
When speaking with the financial professional you are considering, treat the initial conversation as a 
mutual interview. The professional should ask you about your goals, your current financial situation, your 
plans for the future, and your personality as it relates to saving and investing.  
 
In other words, jumping straight to product solutions should be a red flag. 
 
At the same time, you should be prepared to ask questions that allow you to judge the professional’s 
ability to manage your finances appropriately.  
 
Here are our questions, some of which are adapted from the CFP Board of Standards. The order in which 
you ask them is up to you.  
 

1.   What experience do you have? 
How long have they been in business?  What types of companies have they been associated with? 
Ask the professional to briefly describe their work experience and how it relates to their current 
practice.  

2.   What services do you offer, and what are your areas of specialization? 
The services offered depend on a number of factors including credentials, licenses and areas of 
expertise. Those who sell insurance or securities products such as mutual funds or stocks must 
have the proper licenses.  Those who give investment advice should be registered with Federal or 
State authorities. 

3.   Will you be the only person working with me? 
Are they the only planner or advisor in the office or do you have to option to work with a team? If 
a team, we suggest you meet with everyone who will be working with you. Ask if they work with 
professionals outside their own practice such as attorneys, insurance agents or tax specialists to 
develop or carry out financial planning recommendations.  If so, get a list of their names to check 
on their backgrounds. 

4.   How will I pay for your services, and what do you typically charge? 
The professional should clearly tell you how they will be paid for the services to be provided.  
Planners and advisors can be paid in salary, fees, commissions, or some combination thereof.  
While there is great debate of which compensation method is better, it’s more important that the 
professional is acting in your best interest.  We believe that in most cases, the fee for service 
model does a better job of delivering that. 

5.   What is your approach to financial planning? 
Ask about the type of clients and financial situations they typically like to work with. Some 
professionals prefer to develop one plan by bringing together all of your financial goals. Others 
provide advice on specific areas, as needed. Make sure the professional's viewpoint on investing 
is not too cautious or overly aggressive for you. Some require you to have a certain net worth or 
certain amount of investable assets before offering services. Ask who will carry out the financial 
recommendations developed for you?  

6.   Could anyone besides me benefit from your recommendations? 
The professional may have relationships or partnerships that should be disclosed to you in 
writing, such as business they receive for referring you to an insurance agent, accountant or 
attorney for implementation of planning suggestions. 
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7.   Have you ever been publicly disciplined for any unlawful or unethical actions in your 
professional career? 
Several government and professional regulatory organizations, such as the Financial Industry 
Regulatory Authority (FINRA), your state insurance and securities departments, and CFP Board 
keep records on the disciplinary history of financial planners and advisers. Ask what 
organizations the professional is regulated by and contact these groups to conduct a background 
check.  (Securities licensed advisors are required to have an easy to see link to FINRA’s Broker 
Check on their company website.)  All financial planners who have registered as investment 
advisers with the Securities and Exchange Commission or state securities agencies, or who are 
associated with a company that is registered as an investment adviser, must be able to provide 
you with a disclosure form called Form ADV Part II or the state equivalent of that form. 

8.   What are your qualifications, what licenses do you hold, and what professional designations 
have your earned? 
Insurance, Securities, CPA, J.D., CFP, CFA, CLU, MBA, etc.  There are over 170 designations 
for financial services.  Unfortunately, many of these are merely marketing tools. This makes it 
very confusing to know what is a legitimate designation. We suggest you go to the FINRA 
website which has a professional designation database plus it lists those that are accredited.  
(Links are listed in the resource section at the end of this chapter.) The CFP is considered the 
“gold standard” for financial planners.  But even the CFP is no guarantee that you will get a good 
planner. There are many great advisors who do not hold any designations.  Do your homework to 
thoroughly vette a propspective professional.  If they pass your initial check, then meet with them 
(under no obligation) to see if they are a good fit for you and your family situation. 

9.   What continued services will I receive after the initial plan? 

•   How often would we meet to review my account? 

•   How often do you send out reports and statements?  

•   Will you provide continued guidance on non-investment financial issues? 

•   How is my account serviced when you are on vacation or unavailable? 

•   What technology do you provide for your clients?  (More professionals are now providing 
online portals to access reports, statements, copies of important financial documents, and 
even the ability to track your household spending and budgets.) 

10.  What would happen to my account if you leave the business, retire, or pass away? 
The professional should have a business continuity plan or procedure in place to provide you a 
smooth transition in case they are no longer in the picture.   

11.  What types of clients do you typically work with? 

Some professionals may only work with clients from particular profession, or only work with 
clients whose assets fall within a particular range, so it’s important to make sure the professional 
is a good fit for your individual financial situation.  In other words, does this professional work 
with people like you?  

12.  Are you required to act as a fiduciary for my account?  

A fiduciary is required to act in your best interest.  Some advisors are only under a suitability 
standard—they make recommendations that are suitable for your personal situation but are not 
required to offer advice that is in your best interest.  

 


