
The Value of Our Advisory Relationship



When you were younger, your financial needs were probably straightforward. Maybe you got a bonus from 
your employer and were looking to invest it. Maybe you needed help setting up a college fund or picking out a 
life insurance policy to help protect your new family.

But as you get older, your financial needs become more complex. Instead of a quick recommendation on 
which stock or insurance policy to buy, you may need more personalized services:

 ⚫ How do you start building a portfolio and planning for the future?

 ⚫ Can you plan to send your children to private school?

 ⚫ How can you use your assets to send your children to college in 10 years?

 ⚫ Are you looking for a way to save enough to remodel your kitchen or bathrooms?

 ⚫ Do you need guidance on how to manage your investments to potentially retire at 65?

 ⚫ Do you know how much money you will need to fund the retirement lifestyle of your dreams?

 ⚫ Is it possible to do all of the above and still buy that fishing boat or vacation home you’ve always wanted?

I can provide you these types of services in a fee-based relationship.



Commission Versus Fee-Based Services

What are the differences between commission-based 
and fee-based services? Commission-based services 
pay brokers and brokerage firms a commission for 
each sale.

In a fee-based—or advisory—relationship, you are 
charged a fee for personalized services, including:

 ⚫ Portfolio construction

 ⚫ Investment recommendations

 ⚫ Financial planning tailored to your unique goals and 
time lines

 ⚫ Asset management services to support your 
individual needs

In addition to a more personalized approach to in-
vesting, fee-based services align the performance  
of your advisory accounts with my compensation.  
My compensation, as your investment adviser repre-
sentative, is not tied to transaction charges or sales 
commissions. Instead, my fee is a fixed percentage of 
your accounts’ values. So, we have a mutual interest 
in growing your assets.



Benefits of Fee-Based Services

As an advisory client, you’ll enjoy the following benefits of our fee-based relationship:

 ⚫ Regular, personalized communication—fee-based 
services rely on an ongoing relationship. You and I 
will meet one or more times a year to ensure your 
investment policy is tracking toward its goals. You 
will also receive regular Quarterly Performance 
Reports by mail that illustrate your progress. 
The regular communication can help you gain 
confidence in our investment strategy.

 ⚫ Professional guidance—as an investor, you are 
flooded with information in the media and on the 
Internet that can help you make informed financial 
decisions. But, do you have the time to research 
each investment strategy and product? I can 
relieve the burden of making individual buy and sell 
decisions. You can feel more comfortable knowing 
your money is being professionally managed.

 ⚫ Greater transparency—in today’s economic 
climate, transparency is a major factor in consumer 
confidence. When compared to commission-
based services, fee-based services are much more 
transparent. Advisory fees are a fixed percentage 
of your accounts’ values, and they are clearly 
displayed in your Quarterly Performance Reports.

 ⚫ A more disciplined approach to investing—
markets inevitably rise and fall, and trying to time 
the market can be difficult and costly. Following an 
investment policy helps to institute a methodical, 
disciplined approach to investing that can strike a 
balance between risk and reward.

 ⚫ A mutual incentive—my compensation, as  
your investment adviser representative, is a fixed 
percentage of your accounts’ values. So, the 
performance of your advisory accounts is directly 
proportional to the fees I collect. I am genuinely 
motivated to grow your portfolio and preserve  
your wealth.

 ⚫ Potential tax benefits—fees for advisory accounts 
are potentially deductible against your federal 
income taxes, which could translate into savings. 
For more details, speak to your tax professional.

Are Fee-Based Services Right for You?

If you trade infrequently, you may be concerned that fee-based services could cost more than commission-
based services. While it’s important to consider trading costs, you should also weigh the advantages of work-
ing with me—an investment adviser representative. I may provide knowledge that can better position your 
portfolio for accumulation, providing you with a better chance of achieving your financial goals. 

Securities and advisory services offered through Cetera Advisors LLC (doing insurance business in CA as CFGA Insurance Agency), 
member FINRA/SIPC. Investments are: • Not FDIC/NCUSIF insured • May lose value • Not financial institution guaranteed • Not a 
deposit • Not insured by any federal government agency.  
 
Advisory services may only be offered by investment adviser representatives in conjunction with the firm advisory services agreement 
and disclosure brochure as provided.



Side-by-Side Comparison

Fee-Based (Advisory) Services Commission-Based (Brokerage) Services

Investment amount not reduced by front-load sales charge. Front-load sales charge reduces your net  
investable amount.

Investment adviser representatives can freely 
recommend funds from different mutual fund families.

In order to achieve reduced sales charges, brokers 
may limit the number of mutual fund families in their 
recommendations.

Investment adviser representatives use institutional or 
advisory share class funds that can translate into lower 
internal fund expenses.

Brokers use retail share classes that can translate into 
higher internal fund expenses.

Detailed Quarterly Performance Reports list 
performance, capital gains/losses, cost basis  
and fee summaries.

Basic transaction and valuation reporting.

Advisory accounts can be discretionary, meaning you can 
choose to let your investment adviser representative place 
trades without asking for your permission. Discretion 
lets your investment adviser representative proactively 
manage your account in real time according to your 
risk profile. For example, if a stock reaches a pricing 
threshold, your investment adviser representative 
can trade it without asking for your permission. If you 
prefer to authorize individual trades, advisory accounts 
can also be provided on a non-discretionary basis.

Brokerage accounts are only non-discretionary; brokers 
cannot place an order or trade without your consent.

You pay for advice instead of products, and the revenue 
earned by your investment adviser representative is 
directly proportional to your accounts’ values.

Brokers are compensated only when they sell a new 
investment product.

Investment adviser representatives are required to put 
their interests aside and provide advice on what’s best 
for you.

Brokers are not required to notify you about payment 
incentives they may receive from your business.

Per industry regulations, investment adviser 
representatives must disclose any previous disciplinary 
history, possible conflicts of interest, and sources of 
income to you.

Brokers are not required to disclose their qualifications or 
disciplinary history unless you ask.

Advisory fees are potentially deductible against your 
federal income taxes, which could translate into savings. 
For more details, consult your tax professional.

Commissions are not tax deductible.

Advisory fees compensate investment adviser 
representatives for recommending no-load funds.

Brokers are not compensated for no-load funds, so they 
have no incentive to sell them.
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