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in a world bedeviled by spiraling health care ex-
penses, uncertainty over social security payouts, the
unraveling of the pension system, and increasingly
complex investment choices, the need for a written
financial plan that appreciates the cost of retirement
is pronounced. unfortunately, many americans fail to
craft a financial plan until they’re close to retiring. By
then it may be too late.

the benefits of a financial plan are too many to
ignore, while the drawbacks of not having one virtu-
ally demand it. working with a certified financial plan-
ner to craft a well-devised financial plan, individuals
not only are more likely to generate greater investment
gains down the line, they’re less likely to be surprised
by costly tax, legal and insurance shocks.

Procrastination explains part of the malaise when
it comes to a written financial plan. waiting too long
can prove disastrous, however. For example, a survey of
2,000 individuals between the ages of 40 and 75 years
undertaken by harris interactive and Ken dychtwald,
Ph.d., an authority on baby boomers and retirement,
for ameriprise Financial, reveals that only 44% believe
they are “on track” in terms of financially preparing
for their retirements. another survey of almost 1,500
people by harris and dychtwald for ameriprise indi-
cates that 61% of respondents feel “financial stress”

related to saving for their retirements, while 54% say
they are stressed out about paying for their post-retire-
ment health care.

while these conclusions are sobering, few amer-
icans seem to be saving adequately: a recent broad
review by Fidelity investments of the nearly 13,000 de-
fined contribution plans the firm administers unearthed
that 43% of eligible employees did not participate in
the plans. what’s going on here? call it a collective
case of extreme shortsightedness. “People are respon-
sible for their own financial health — no one else is,”
asserts ellen rinaldi, a principal in investment coun-
seling and research at mutual fund company Vanguard
group. “if you don’t put together a financial plan at
an early age, you’re going to have some unintended
consequences. You may not have appropriate funds or
credit to buy a house, send your kids to college, take
care of aging parents, or retire when you’d like. who
wants to work well into their 70s because they failed to
consider their future financial needs by simply drafting
a plan?”

the Perils of Going it Alone
ego seems to be another reason why many people

fail to grasp the importance of having a financial plan.
apparently, many americans have high regard for their
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working to Make
Financial Planning a
Public Value
By Nicholas A. Nicolette, CFP®
President, Financial Planning Association

If you haven’t planned your financial future, the Financial Planning
Association® (FPA®) wants to get your attention. Today marks the end of
the sixth annual Financial Planning Week™, a time when FPA strives to in-
crease public awareness of the financial planning process to help people
make prudent financial decisions to achieve their goals and dreams.

FPA connects those who deliver, those who support and those who
benefit from professional financial planning. FPA believes that everyone
is entitled to objective advice from a competent, ethical financial plan-
ner to make smart financial decisions.

FPA members include financial planning professionals who facilitate a
holistic process which requires the coordination and teamwork of other
allied professionals. Many of these allied professionals — accountants,
attorneys, charitable giving specialists, insurance agents, registered repre-
sentatives,money managers, investment consultants, trust officers,broker-
dealer and corporate executives — are also FPA members, and are com-
mitted to education and a client-centered financial planning process.

Our nationwide network of 100 local chapters helps financial planners
pursue a client-centered process and keep pace with rapidly changing
developments in their profession, whatever their career stage.

Consumer Resources
FPA members must demonstrate a commitment to the highest stan-

dards of professional competence, ethical conduct and clear, com-
plete disclosure for financial-planning professionals. FPA advances the
CERTIFIED FINANCIAL PLANNER™ (CFP®) certification as the best way
for the public to identify competent, ethical financial planners.

PlannerSearch™ (www.PlannerSearch.org), an online FPA service,
connects consumers with financial planners who will deliver advice us-
ing an objective, client-centered, ethical process.

Through FPA’s various resources, consumers also obtain information
on various financial planning topics and can ask general financial plan-
ning questions directly of FPA members who are CFP® professionals.

Public Advocacy
FPA aggressively supports legislation at the state and federal levels

to benefit consumers of financial planning services. Its recent court
success against the Securities and Exchange Commission further en-
hanced the protection of investing consumers. In addition, FPA was
invited to testify before the Senate Special Committee on Aging at its
September 5 hearing examining the complicated and evolving nature
of senior investment fraud. FPA is the community that fosters the value
of financial planning and advances the financial planning profession so
that all may benefit from it.

FPA believes that public service plays an important part in building the fi-
nancial planning profession and has a strong commitment to providing pro
bono financial planning to those in need. FPA’s National Financial Planning
Support Center, funded in part by grants from the Foundation for Financial
Planning, provides one-on-one pro bono financial planning consultations
to victims of disaster and to military personnel and their families.Through
these programs, FPA volunteers have assisted families affected by the
9/11 terrorist attacks, Hurricane Katrina and the war in Iraq.

Financial planning is a means to achieve your life goals and
dreams. We hope that you will join with us at the close of this very
special week by taking the first steps in getting your financial house in
order. Visit www.FinancialPlanningWeek.org today to begin the journey
to financial freedom.

the Best-laid Financial Plan
The benefits of a financial plan are too many to ignore

By russ Banham
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By randy Myers
As a young man, Dick Giblin dreamed of being able

to retire in his 30s or 40s. By the time he was approach-
ing his 50s and still working as an insurance executive
in York, Pennsylvania, Giblin realized that he hadn’t
been planning for early retirement, but merely wishing
for it. He also recognized that the nest egg he’d accu-
mulated to date wasn’t growing fast enough to make
his early retirement dreams come true. That’s when he
began working with a local financial adviser, Gordon
Porter, managing partner of Trusted Wealth Advisors.
Porter, a former CPA, crafted a financial plan for Giblin
that boosted his savings rate and revamped his invest-
ment portfolio to yield better returns. The plan calls for
Giblin to sell his insurance practice in December 2008
and then phase into retirement over the ensuing four
years. “It gives me tremendous peace of mind,” says
Giblin, now 56. “I know that if I do this, I’ll end up
where I want to be.”

Giblin’s hardly alone in looking tomake better sense
of his financial life. According to a recent study con-
ducted by The Wall Street Journal Marketing Research
Department, the most important financial decisions for
the subscriber households who responded are:

• Maintaining my existing lifestyle
• Increasing my current asset level
• Maintaining my current asset level
• Affording health care for my family
• Managing investment risk

Financial advisers can help. And for many people,
knowing they are on track to achieve their financial
goals is the single greatest benefit of working with one
adviser. “It really is peace of mind,” says Katie Berry, a
46-year-old attorney who is now a stay-at-home mom
in Dallas, Texas. “I like knowing that somebody I trust
is taking care of this very key portion of my life, and
that I don’t have to worry about how the market is per-
forming or whether our portfolio is being rebalanced.
Our planner is doing all that for me.”

“Advisers help clients control their

emotions and, therefore, make fewer

mistakes. If I can help my clients avoid

making just one big mistake, I’ve

earned my keep.” —Mowry younG

little changes canMake Big differences
Of course, the hard dollar benefits of working

with a good financial planner are nothing to sneeze
at. Earning even one percentage point more a year on
your investment portfolio can, over time, make a huge
difference in your long-term wealth. Tuck $50,000 into
an account earning 9% a year rather than 8%, for ex-
ample, and you’ll wake up 30 years later with nest egg
that’s nearly 32% larger. (See chart above)

No financial planner can promise market-beating
investment returns. Yet planners often can deliver bet-
ter performance than their clients could generate on
their own. That’s because lay investors tend to make
a host of amateur mistakes that no adviser worth his
salt would ever permit. The amateur constructs poorly
diversified portfolios, ignoring asset classes that could

moderate volatility in their accounts while juicing re-
turns. Succumbing to emotion, they buy when markets
are peaking and sell when they’re slumping. And they
pour money into last year’s winners, even though the
words “past performance is not a guarantee of future
results” have likely been stamped on every piece of fi-
nancial literature they’ve ever read.

The result of all these missteps is that the average
individual’s investment returns lag market benchmarks
by a wide margin. A 2004 study by market research firm
Dalbar Inc. concluded that over the prior 20 years, the av-
erage investor in stock funds earned only 3.51% per year
on average, versus 12.98% for the S&P 500 stock index.

Avoiding the “one Big Mistake”
“It’s not the technical issues we labor over, but the

emotional challenges associated with fear and greed —
the great market movers,” says registered investment
adviser Mowry Young of The Young Financial Group
in Canfield, Ohio. “Advisers help clients control their
emotions and therefore make fewer mistakes. If I can
help my clients avoid making just one big mistake, I’ve
earned my keep.”

For Berry, that “one big mistake” was succumbing
to inertia. Before enlisting the aid of certified financial
planner Mike Busch, president of Dallas-based Vogel Fi-
nancial Advisors, LLC, Berry had her retirement savings
invested in low-yielding money market funds because
she couldn’t figure out what else to do with her money.
Beyond limiting her investment returns — money mar-
ket funds historically grow only at about the rate of
inflation, far slower than stocks — she was committing
one of the cardinal sins of investing by putting all of
her eggs in one basket. “I had done all sorts of reading
about investing and financial planning,” Berry recalls.
“I’d always been interested in the subject. But in the
end, I was paralyzed. It was more than I could get my
arms around.” Busch, by contrast, quickly helped her
build a diversified portfolio that included both domestic
and international stocks and bonds. He also provided
advice on protecting the assets that Berry and her hus-
band, an attorney running his own practice, had accu-
mulated, which led them to purchase additional life in-
surance and create a family limited partnership to hold
some of their assets. “That’s how a financial planner
can help,” Berry says now. “As soon as you walk into
that office, you’ve got somebody who is going to make
this planning process happen for you.”

Advice covers More than investing
Unfortunately, the mistakes people make when they

handle financial planning on their own extend far be-
yond the investment arena. Planners say it’s not uncom-
mon to take on new clients who have failed to tend to
such basic needs as drafting a will or calculating how
much life insurance they need — never mind pulling
together a comprehensive blueprint for achieving their
financial goals. “Anything they perceive to be an un-
pleasant topic — insurances, estate planning — usually

gets short shrift,” says
certified financial plan-
ner Daniel Moisand, a
principal with Spraker,
Fitzgerald, Tamayo &
Moisand, LLC, in Mel-
bourne, Florida.

Fortunately, finan-
cial planners have no
such aversions to dif-
ficult issues. “We can
help people get a bet-
ter handle on how all
the different moving
pieces of their financial
life fit together,” Mois-
and says. “Sometimes,
we save folks a little
money on their income
taxes because we rec-
ognize an opportunity
for something that they
don’t, like harvesting a

loss on one security to offset capital-gains taxes on anoth-
er. Sometimes, we find folks are under insured because
they’re paying too high a premium for the wrong kind
of life insurance, and we steer them into a different type
of policy where the premium is lower and they can fund
other things with the excess cash flow. And sometimes,
we save them money on attorney fees. Having spent time
with us discussing their estate planning issues, under-
standing what they want, having their assets and liabili-
ties inventoried and their beneficiaries identified, they
can reduce the amount of time they have to spend with
their lawyer. Overall, they learn how the consequences of
doing one thing can have an impact on another.”

not Just information, But interpretation
Thomas Rowley, a retirement business strategist

with mutual fund company Van Kampen Investments,
says it’s not information that people need most from a
financial adviser — you can get that from books, maga-
zines and newspapers — but context. “What people
are really looking for is interpretation,” he says. “What
does that information mean for me?”

Good financial planners can provide those answers,
and more. Often, says Busch, it’s simply a matter of
spotting opportunities their clients might have over-
looked — the tax law provision that allows an investor
to make contributions to an IRA for an unemployed
spouse, for example, or the employer contributions to
their 401(k) account that they were forfeiting because
they didn’t contribute enough of their own money to
capture the employer’s match. Richard Salmen, a certi-
fied financial planner and senior adviser with GTrust in
Overland Park, Kansas, says people going it alone often
fail to take full advantage of the perks in their corporate
benefit package, too, such as medical reimbursement
accounts and disability insurance. Some make the mis-
take of saving money for their children’s college educa-
tion when they aren’t maxing out contributions to their
own retirement plan, which yields a bigger tax benefit.
“I tell my clients all the time that the government his-
torically has been willing to lend you money to send
your kids to college,” he says. “The government has
not been willing to lend you money to retire.”

In some cases, the value a financial adviser creates
for a client goes far beyond money. Porter has helped
several clients retire early by exploiting a section of the
federal tax code relating to early withdrawals from a
retirement savings account. Typically, tapping such an
account before age 59 1/2 triggers a 10% excise tax on
any withdrawals — a bite big enough to discourage
some investors from even contemplating early retire-
ment. But as Porter notes, Section 72(t) of the tax code
lets investors avoid that early withdrawal penalty if
they commit to taking substantially equal annual distri-
butions from their accounts for the greater of five years
or until age 59 1/2. Porter recalls working with one cli-
ent employed in a physically dangerous job. Having
made it to age 50 with no debilitating injuries and a
tidy $1 million nest egg, the client was obsessed with
retiring early. Using a 72(t) withdrawal strategy, Porter
says, he was able to help the client avoid the excise tax
and retire with income sufficient to meet his needs. In
that case, the greater value delivered by Porter wasn’t
the 10% tax savings per se, but the early retirement it
made possible.

“Our financial lives have gotten way

more complex than we ever thought

they would. We need the protection

of having a professional to make sure

we’re doing things right.”—KAtie Berry

Berry finds it hard to understand why people will
hire others to do everything from mowing their lawn to
washing their car, but won’t hire someone to help with
their financial lives because they think it’s something
they should be able to do themselves. “It can be a big
mistake,” she says. “In the case of my family, our finan-
cial lives have gotten way more complex than we ever
thought they would. We need the protection of having a
professional to make sure we’re doing things right.”

So, undoubtedly, do many others.

Randy Myers is a freelance writer in Dover, Pa., whose
work has appeared in The Wall Street Journal, Barron’s,
CFO, Corporate Board Member and other prominent
business publications.

the Value of Advice
turning 1% into 30%
This chart shows how a lump-sum investment of $50,000 earning 9% annually grows over the course of 30 years
compared to an identical investment earning 8% annually. Percentage shown is comparative gain.

700,000

600,000

500,000

400,000

300,000

200,000

100,000

0
after 10 years after 20 years after 30 years

$107,946 $118,368

$233,048
$280,221

$503,133

$663,384

+9.7%

+20.2%

+31.9%

the Value of using a
Financial Planner/Adviser
How would you rate the value you receive from your relationship with your
financial planner/adviser?

Base: Subscribers in households with investments valued at $250,000 or more and currently use a financial planner/adviser
Source: The 2007 Wall Street Journal Financial Planning Survey
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SATISFACTION OF USERS OF A FINANCIAL PLANNER /ADVISER

92%
state that the
value is greater
than or equal to

the cost

Source: Randy Meyers, using Quicken Investment Calculator
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At Janus, we believe in examining a company from the

inside out. So we consistently strive to go the extra mile to

experience firsthand how a business operates – before we

invest. It’s that sort of diligence that we think sets us apart.

And it’s what we believe gives our clients and investors

that extra edge. Talk to your financial advisor and find out

how Janus works to take your investments farther.

Y O U C A N ’ T R E S E A R C H A C O M PA N Y I N

A S I A F R O M A C U B I C L E I N D E N V E R .

Please consider the charges, risks, expenses, and investment objectives carefully before investing. For a prospectus
containing this and other information, please call your financial advisor or download the file from janus.com. Read it
carefully before you invest or send money. There is no assurance that the investment process will consistently lead to successful investing. Janus Distributors LLC (9/07)
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When it comes to financial planning,
people often get it backwards. They start
with trying to make as much money as
possible and trying to follow the finan-
cial planning strategies they’ve heard
about: investing, saving, buying insur-
ance. There’s nothing wrong with these
strategies, but too often, something’s
missing — clear reasons for doing them
in the first place.

Financial planning is ultimately dif-
ferent things to different age and income
groups. For instance, young Americans
largely view cash flow management as
financial planning, while older Ameri-
cans largely view retirement planning as
financial planning. However, one truth
prevails — financial planning is a pro-
cess. A process that offers freedom from
worry, no matter the state of the current
economy. The process can help ensure a
healthy retirement, and also help deter-
mine when it’s right to buy a new car, a
new home or make a donation to charity.

The financial planning process starts
with carefully thought-out goals and
deeply felt personal values. The use of
various planning strategies and any nec-
essary purchase of financial products
should always be designed to carry out
those goals and reflect your values, not
drive them. Otherwise, you will be wast-
ing precious energy and valuable finan-
cial resources for purposes that may ulti-
mately not be in your best interest.

The Financial Planning Association®
(FPA®) defines financial planning as the
process ofwiselymanaging yourfinancial
resources, so that you can achieve your
dreams and goals — while at the same
time negotiating financial challenges that
inevitably arise. Financial planning takes
a big-picture look at a person’s finances,
including employee benefits, retirement
planning, taxes, insurance, investments
and estate planning.

Each of these areas must be viewed

the Financial Planning Process
By Janet stanzak, cFP®
Principal, Financial empowerment, Bloomington, Mn

in the context of the others, as each fi-
nancial decision an individual makes
can potentially affect every other aspect
of his or her financial life. Financial plan-
ning is not a one-time event; it’s an ongo-
ing process of evaluating your financial
situation, developing and implementing
a plan, and monitoring the plan to make
necessary adjustments.

the importance of
working with a Planner

Many financial planners see their role
in the process as an opportunity to make a
difference in their clients’ lives — to give
them peace of mind and help them make
the smart choices that will pay them back
down the road.

For example, one of my clients has
a debilitating disease. Both he and his
wife wanted an adviser they could trust
to see them through the potential inevi-
table health and financial management
challenges ahead. I redid their estate
plan to reflect their wishes, upgraded
their insurance coverage for current cir-
cumstances, reallocated their portfolio to
align with their risk tolerance and goals,
and considerably reduced their taxes.
This is the process that brings about
peace of mind.

Certified Financial Planner Board
of Standards Inc. says that the financial
planning process consists of six steps:
Establishing and defining the client-plan-
ner relationship; gathering client data;
analyzing and evaluating the financial
status; developing and presenting finan-
cial planning recommendations; imple-
menting those recommendations; and
monitoring the process.

That process is an ongoing and life-
long commitment to measuring where
one is, exploring possibilities, dreaming
big and creating and adjusting plans to
achieve those dreams. The process must
involve a long-term, trusting relation-

ship with a financial planner who under-
stands his or her clients and guides them
to the appropriate choices.

Kathleen Day, CFP®, CFA, president/
CEO of the Enrichment Group in Miami
and a member of FPA’s Board of Direc-
tors, says that the process “involves mak-
ing choices between now and later, look-
ing at the constraints we put on ourselves
and stretching for the highest outcomes.”

Each financial decision you make can
potentially affect other aspects of your fi-
nancial life. Remember, financial planning
is a process, not a product. There is no
one-size-fits-all solution. The process in-
volves deciding how much to live for to-
day and how much to plan for tomorrow.

“[The process] involves

making choices between

now and later, looking at

the constraints we put on

ourselves and stretching for

the highest outcomes.”

— KAthleen dAy

Begin by determining
your Goals

The challenge for many individu-
als and families is the first stage of the
process, discovering their real goals and
deepest-felt personal values. A classic
example is the decision whether to pay
off a mortgage early by increasing your
mortgage payments. A strong financial
argument might be made to not pay off a
mortgage early, but instead continue tak-
ing the mortgage interest tax deduction
while investing the money that would
otherwise have gone for early repay-
ment. On the other hand, there’s also
a strong argument to reduce the term of
your mortgage, resulting in significant
interest expense savings.

Perhaps you strongly dislike debt
and would be much happier to have an
early mortgage-burning ceremony. In
your case, your personal value of mini-
mizing debt and reducing interest costs
should probably take precedent, versus
letting the financial strategy of tax-sav-
ings or investments drive your planning.
A financial planner would walk you
through the pros and cons of this strat-
egy and decision.

In a recent survey by The Wall Street
Journal Marketing Research Depart-
ment of subscribers, more than 86% of
respondents who used a financial plan-
ner/adviser said it was “very important”
that their financial planner understand
their financial situation and goals. Find-
ing your real goals means digging deep
into yourself. “Making as much money
as possible” is a nebulous goal. Making
more money for what purpose? What
do you want your money to do for you?
What’s important to you? Perhaps in-
creasing your free time is more valuable
to you than anything you could buy. If
that’s the case, that’s what should shape
your financial plan, not simply making
more money.

I ask my clients a series of questions
to help them first dream about possibili-
ties, then identify what matters, and fi-
nally, focus on what specific goals will
impact their financial plan. Sometimes
what may seem like a far-reaching dream
is actually something quite achievable. To
help assess values, one key question is,
“What would you want to have happen
if you found out you only had five years
to live?” Once we establish the priorities
of what’s important, we can then assign
specific details and quantities to the goals
to be included in the financial plan.

Here are a few additional tips for dis-
covering your “real” goals as you begin
the financial planning process:
• Ask yourself, what do I really want my
money to do for me? What’s important
in my life?

• Be specific. “Retirement” isn’t a goal, it’s
a wish. Exactly what do you want to do
in retirement? Do you want to work part
time? What do you want for your life-
style? When would you like to retire?

• Write them down. The most successful
people have written goals.

• Discuss them with your partner, loved
ones or friends.

concentrate on Achieving
your Goals

Once you’ve determined your initial
goals for the plan, it’s time to begin the
process of reaching those goals. Think of
the financial planning process as a jour-
ney. You prepare for the trip by marking
on the road map where you are today
and the destinations you want to reach.
These destinations represent any life
dreams and goals that involve financ-
es. They might include buying a home,
starting a family, building an emergency
fund, reducing personal debt, funding
your children’s college education or a
wedding, starting your own business or
a foundation, taking care of elderly par-
ents, carving out more leisure time for
yourself, changing careers, taking an ex-
otic vacation or retiring comfortably.

The specific destinations are up to
you. But without marking them on the
map, you won’t know how to get there
and you’ll end up missing many of them.
And keep in mind that some of those des-
tinations may change during the trip, or
you may add new ones. Good financial
planning, like good vacation planning, is
always flexible.

Follow the road Map
According to a 2007 FPA study pro-

duced in association with Cerulli Asso-
ciates, more than 90% of financial ad-
visers review their clients’ plans at least
annually.

Here are some reasons why the fi-
nancial planning process is vital for to-
day’s consumer:
• Health care and education costs are
rising significantly faster than the gen-
eral inflation rate.

• Many retirees today will live 25 or more
years in retirement, requiring far more
financial management of resources to
maintain a desired lifestyle.

• Social Security and company pensions
no longer provide the majority of re-
tirement funds for many people.

• Tax laws change almost annually.
• Downsizing companies no longer pro-
vide cradle-to-grave benefits or job se-
curity.

• The average American changes jobs
seven times in a lifetime.

• According to CardWeb.com, the aver-
age American household today has
$9,300 of credit card debt, up from
$5,800 a decade ago.

• The Center for Association Leadership
reported a survey in which 50% of re-
spondents said they rarely, if ever, use
a household budget to manage their
spending.

• According to the Federal Reserve, 86%
of Americans in the top 20% of income
earners have retirement accounts, but
only 13% of workers in the bottom
20% of income earners have retire-
ment accounts.

• There are myriad investment options
available, and not all of them are ap-
propriate choices for you.
So, you know why you should begin

the financial planning process, but what
can you expect during your first meeting
with a financial planner? Up front, the
planner will likely talk to you about set-
ting those big goals and the need for flex-
ibility. You’ll discuss what concerns you
have and what you hope to accomplish
through the planning process. You’ll also
find out how the planner works and
whether their services align with your
needs. Finding the right fit is very impor-
tant for both you and the planner.

Planners will use assumptions to
create a financial analysis and projec-
tions, with the understanding that these
will change as circumstances change.
The goals and assumptions made with a
planner will be revisited and adjusted as
the process moves forward. According to
Day, small mid-course adjustments are
much more effective than unexpected
outcomes resulting from a static plan.
It is imperative that clients review their
plans and commit to adjusting them as
their goals change.

“Our client-relationship model has
the financial planning process as its
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foundation,” says Bill Moran, CFP®, vice president of
financial planning industry relations with Ameriprise
Financial in Minneapolis and a member of FPA’s Board
of Directors. “It starts with a dream, is developed in
a plan and is maintained through tracking progress
over time. A financial plan should not be a book of
words and numbers that sits on a shelf. Markets shift,
economies cycle, people’s lives change and plans need
to adjust. The financial planning process is inherently
ongoing so that it can reflect the inevitable changes in
markets, economies and personal goals.”

stay the course
Through the process, clients can expect to gain clar-

ity about what really matters to them and how to plan
for those issues. Your planner will ensure that your
planning is congruent with your values. The planning
process results in that road map to move you toward
accomplishing your goals and to facilitate smart finan-
cial decisions. Those who follow the financial planning
process gain confidence about the financial decisions
they make because they understand the consequences
of their choices — how various strategies impact results
and how those strategies align with values. Knowledge
breeds confidence.

“We ask probing questions and challenge clients
to not only discuss their dreams but to put them in
writing,” said Moran. “From that, we know what in-
formation to gather, data to analyze and solutions to
recommend. Once a set of recommendations is imple-
mented, we move on to the tracking mode, where goals
and strategies are fine-tuned along the path toward goal
achievement.”

Don’t expect the
financial planning pro-
cess to always be a
smooth ride. You need
to be engaged and ac-
tive in the process and
you will encounter bar-
riers along the way.
Planners say that many
clients are unable to ac-
count for their monthly
and annual expenses.
People become accus-
tomed to a certain life-

style and often are unable to identify how much they
spend for specific things. This is problematic if adjust-
ments need to be made to the level of spending and
saving in order to reach goals. It also makes it diffi-
cult to plan for retirement, because if you’re not able to
identify those lifestyle expenses now, how can you plan
for what you’ll need for the future?

It is no secret that Americans are doing a poor job
of managing their financial resources. The U.S. Dept. of
Commerce, Bureau of Economic Analysis, reported that
for the first time since the Great Depression, Ameri-
cans spent more than they earned in 2005 — a negative
savings rate of 0.5% for the year. By comparison, two
decades ago Americans saved 11.1% of their dispos-
able income. Even individuals who have savings ac-
counts might be dipping into those savings to pay for
purchases.

Another pitfall many clients face is the failure to
analyze and understand all the things that impact
whether a financial decision is appropriate for their
personal circumstances. It’s complicated to consid-
er the cost-benefit ratio, the financial, tax and estate
considerations around a specific decision if you’re not
committed to the long-term process. Planning is com-
plex, and often clients lose focus on the long-term goals
and jump to quick solutions that might not be the most
appropriate for their situation. Your financial planner’s
role includes unraveling the complexity around multi-
faceted decisions that require knowledge of all aspects
of your finances.

Greed can also stand in the way of the process. Day
says, “It’s important to stay the course, regardless of the
newest, hottest investment with the ‘guaranteed’ high

return. That’s where professional advice can help.”
“Many people who don’t plan holistically make un-

fortunate, short-term, emotional decisions about their
personal finances,” says Moran. “Without following
the planning process, people simply can’t know how
each of their choices relate to one another.”

“We ask probing questions and

challenge clients to not only discuss

their dreams but to put them in

writing.” — Bill MorAn

the Benefits of seeing the
Process through

The “Visions of a New Retirement” study, which
Roper commissioned in 2004, found that those who
seek help from a financial adviser save nearly twice as
much for retirement as those who don’t seek advice. In
addition, the survey found that the advised group re-
ported less anxiety, worry and uncertainty about their
future retirement years than those who chose to go it
alone without professional advice.

In the end, if you stick to the plan and follow
through with the process, the results can be amazing.

“We have a client couple who have been married
for many years and have two children. When we started
discussing dreams and possibilities, the wife said her
goal was to take her children and grandchildren to Ja-
pan, so they could see the country of her birth,” says
Day. “This couple had assets sufficient to take care of
them in retirement, but not a lot extra. We talked about
the steps they would need to take to allow them to make
this trip, and after five years they were able to achieve
their goal. Without the discussion of dreams, the plan
would never have been adjusted and the trip would have
been a life regret, rather than a dream come true.”

At the heart of financial planning is making dreams
come true. Oftentimes, we don’t really take time to
dream, and even more often, we fail to plan. The fi-
nancial planning process is a journey of discovery to
realize what matters most to you and to make it happen
through smart financial decisions.

the top Five household Financial
decisions

MAINTAINING MY
EXISTING LIFESTYLE 54.3%

50.9%

48.3%

46.1%

44.8%

INCREASING MY
CURRENT ASSET LEVEL

MAINTAINING MY
CURRENT ASSET LEVEL

AFFORDING HEALTH
CARE FOR MY FAMILY

MANAGING
INVESTMENT RISK

Importance of the following financial decisions to you
and your household (rated very important):

Base: Subscribers in households with investments valued at $250,000 or more
Source: The 2007 Wall Street Journal Financial Planning Survey
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Investing in Your Goals.

Dave and Margo Smith’s finances had become
increasingly complex. Both in their late 40s,
they had two young daughters to raise and
educate as well as their own careers to
consider. And when a major life event
left them an inherited property, they
realized they needed help.

Dave’s dad had died around
New Year’s, leaving him the
valuable summer house on
Block Island his parents had
bought in the late 1960s.
Dave also knew that this
year his options from
the Boston-based tech
firm where he’d risen
to SVP of product
management would
vest and become his
to sell or keep. They
needed smart advice
about how to make these
new assets work in an over-
all financial life plan — from
someone who was an expert
at handling complex needs
like theirs. And they wanted
to clearly understand how
they would pay for that ad-
vice and ongoing investment
management.

Dave and Margo made an ap-
pointmentwithPeterHughes,
a professional associated with
a local registered investment
advisory firm with whom
Margo served on a commu-
nity arts council. At their first
meeting, he listened intently
as they told him their finan-
cial questions and concerns.
How would the new property
affect their tax strategy? Were
the custodial accounts they’d
opened in the kids’ names
adequate to meet future col-
lege tuitions? What approach
would make the most of
Dave’s options over the long
term? Peter asked questions
of his own, too, finding out
that one of Margo’s goals was
to leave her consulting job
in a few years and become
a teacher.

Dave and Margo felt they’d
found in Peter someone who
could do more for them, who
understood their complex
questions and would be avail-
able when they needed him.
They were glad to hear his
firm was registered with the SEC. He told them that
his fee would be a percentage of the assets he’d manage

for them, so they would know exactly
what they were paying. They liked

that the arrangement gave him a
shared interest in their invest-

ments’ success — it made
them feel confident that
Peter’s recommenda-
tions would be based
on what was best
for them.

Over the follow-
ing week, Peter
worked up a cus-
tomized plan for
the couple and
gave them a copy.
First, he advised
Dave on how to

handle the stock he
would get from exer-

cising his options. Since
the family’s finances were

heavily concentrated in the
technology industry, Peter re-
viewed their fund holdings and
recommended a diversification
plan. He also let them know
their assets would be safeguard-
ed at Schwab Institutional, a
division of Charles Schwab,
the company Peter’s firm
used to custody stocks, mu-
tual funds and other assets for
their clients.

He outlined specifics for rent-
ing the summer house, letting
them know how tax laws could
allow them to deduct a por-
tion of the upkeep, deprecia-
tion and insurance costs. Dave
was relieved to know that by
holding on to the house they
didn’t have to worry about the
huge tax basis between what
his parents had paid to buy
it and what it would fetch
today. For the kids’ college sav-
ings, Peter suggested they im-
mediately open 529s for their
daughters, pointing out the
potential tax advantage this
would give them.

As they worked together,
Dave and Margo felt confi-
dent Peter could guide them
through the complex deci-
sions their future held. And
Peter felt confident that the
resources Schwab Institutional
provided—services like broker-
age account statements for his
clients and cutting-edge tech-

nological tools—would allow him the time he needed to
help Dave and Margo achieve their goals for the future.

Special Advertising Feature

Independent financial advisors provide a variety of services to their clients.
This is the first in a series of hypothetical scenarios that demonstrate how independent advisors work

with investors to provide tailored solutions to complex financial needs.

Investors with complex needs are increasingly
seeking out independent advice — and
one way to assure you’re getting indepen-
dent advice is to work with an independent
Registered Investment Advisor. Benefits of
working with an independent advisor include:

Getting advice based on what’s best for
you: Independent advisors are entrepreneurs
who work for themselves and pride themselves
on dedication to your needs. They have a wide
choice of products and investments to tailor
to your needs.

Understanding exactly what you’re
paying for: Independent advisors most often
charge a fee based on assets they manage
for you — if they help grow your portfolio,
you succeed, and so do they.

Getting advice for your complex needs:
Given the rich diversity of specialization
throughout the industry, no matter how
complex your individual needs, you will likely
find a registered investment advisor who can
provide advice that’s right for you.

Enjoying a one-on-one relationship:
Working with an advisor, you can enjoy a one-
on-one relationship with a local professional
who shares a vested interest in your success.

Knowing your money is with a secure
financial institution: Independent advi-
sors use institutional custodians to hold and
safeguard their clients’ stocks, mutual funds,
and other investments. These custodians also
provide important technology, infrastructure
and support services to help advisors serve
their clients.

Investment advisors are registered with and
regulated by the Securities and Exchange
Commission (SEC) or their state securities
regulator, and have a fiduciary duty to act in
the best interest of their clients.

•

•

•

•

•

ROBERT NEUBECKER

This is a fictional situation. Neither the investors nor the advisor are real. The description of independent registered investment advi-
sors is for general information purposes only and does not necessarily reflect the services offered by any particular advisor. Advi-
sors’ services, investment strategies and conditions for accepting accounts may vary. None of this information should be construed
as a referral to or recommendation of any advisor by Schwab. Advisors using the custody, trading and related services of Schwab
Institutional are independently owned and operated and are not employees, representatives or agents of Schwab, and Schwab
undertakes no responsibility for monitoring them or the transactions they direct in their clients’ accounts maintained at Schwab.

Q:The Wall Street Journal Marketing Research
Department did a survey among subscribers

recently and approximately 50% of those with
$500,000 in investable assets did not have a plan.
We would have expected a higher percent with a
financial plan.

What are they not seeing?

LE:Having spent a couple of years talking to scores of
baby boomers and dozens of financial planners,

I’ve now heard all kinds of excuses and rationaliza-
tions about why so many people lack a coherent plan.
Among the common ones:

Many people say they are baffled by how to find
a financial planner they can trust. Women, especially,
say they have trouble finding one who is willing and
able to relate to emotional issues tied to money, ex-
pressing a desire for emotional empathy, not just num-
bers crunching.

Others will tell you that (a) life is short — so it’s
more fun to dine out and play golf than worry now
about the future; or (b) they’re too stretched to even get
to the fun part. There’s college tuition to pay for, aging
parents who might need help, the cost of health care
and insurance, just for starters.

The idea [is] that each of us must steer

our own retirement ship if we want to

reach a golden sunset on the horizon.

Many people, even smart, successful, well-educated
people, confess to feeling insecure about how investing
works. When I give talks at bookstores, for example,
someone— it’s often a woman—will raise her hand and
ask why we don’t teach the basics of personal finance in
school, starting in grade school. The fact is, we should.

Finally, a lot of people say that this new age of per-
sonal retirement planning seemed to come out of no-
where — even though it’s been over a quarter-century
since 401(k)’s were launched. But for these people, it
didn’t hit home until the last couple of years, the idea
that each of us must steer our own retirement ship if
we want to reach a golden sunset on the horizon.

Q:What is so important about having a financial
plan?

LE: The obvious answer is that a plan provides peace
of mind and security. It throws a warm blanket

over the basics — shelter, medical care, etc. But that’s
only half the reason it’s important, which is what I try
to get across in The Number. The right plan also is a
necessary ticket to personal fulfillment, whatever form
it might take for you or me: starting a business that’s
fun and rewarding, indulging a creative impulse, giv-
ing something back to a community, school, or a cause
that matters. In fact, as I also try to explain in the book
and in the talks I give, a truly valuable financial plan
doesn’t just allow for these, it’s fundamentally built
with them in mind.

Q:What have you been working on since your
book came out, about a year and half ago?

LE: I’m dividing my time two ways. I’m researching
a new book on why we buy the way we do — a

journey through the world of consumer behavior. Con-
sumption is a lot like personal finance. It envelops ev-
ery aspect of our lives but — perhaps because it is so
pervasive — we don’t much think much about the deci-
sions we make, or keep priorities in mind.

But I’m also actively keeping tabs on many of the
issues I wrote about in The Number. Baby boomers are,
to say the least, a moving target, always were. For ex-
ample, right now there’s growing talk about how the
boomers’ kids will deal with inheritances that may
come their way — if they’re lucky. Or if they’re un-
lucky, if you happen to believe, as I do, that inherited
money has a greater chance of corroding than helping.

A number of recent surveys report that twenty-
somethings, even teenagers, say all the right things
about inherited wealth: “I’ll manage my windfall wise-
ly.” “I won’t squander it on impulsive buys.” “It won’t
keep me from working hard.” Time will tell. The fact
is, as Robert Frank pointed out in his Journal blog a
few months ago, there’s not much in the way of reli-
able historical data, given the pervasive wealth boom

that has taken place over the past couple of decades.
More people, many more people, have a ton of money
to pass on to heirs. My guess, and I sincerely hope I’m
wrong, is 10 years from now we’ll be reading a lot of
rags-to-riches-to-rags in three generations stories.

On another front, I was intrigued recently by a study
done by Jay L. Zagorsky, a professor at Ohio State’s
Center for Human Resource Research. The study was
titled, intriguingly, “Do you have to be smart to rich?”

While the work didn’t focus on retirement per
se, it did explore the relationship between I.Q. and
wealth accumulation, annual income and financial
stress. One of the key findings was that high intelli-
gence — at least as measured by I.Q., which I know
is a debatable indicator — does not lessen your
chances of screwing up financially.

Zagorsky concludes that there are things other than

raw brain power at work when it comes to maneuve
ing financially through life: the need for instant or d
ferred satisfaction; how susceptible you might be to so
cial influences, which I take to mean “status”; and, t
bring us back full circle, your tolerance or intoleranc
level when it comes to risk.

Q: Are some people paralyzed because they’r
afraid of making a mistake?

LE: Absolutely. It relates to the point I just mad
There’s a ton of evidence that shows how a grea

many people are highly allergic to risk, keeping the
assets in safe investments that fail to grow in the face o
taxes and inflation. Financial advisers tell me over an
over that helping people over the risk phobia is one o
the most difficult challenges they run into day-to-day

A Q&A with Lee Eisenberg

Lee Eisenberg is the
bestselling author
of The Number:
What Do You Need
for the Rest of Your
Life and What Will
It Cost?, published
last year by Free
Press. Excerpts and
contact information
may be found at
TheNumberBook.com.
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Q:What have you learned from the responses to
your book, speeches, chance encounters, etc.?

LE: I’ve learned that a great many people don’t ask
themselves the right questions. This is something

I focused on in The Number but it came through in even
greater force when I started getting mail from readers,
or during Q&A’s whenever I gave talks to audiences in
the financial services industry.

What it comes down to, forme at least, is that there’s
something of a raging pandemic out there, one that has
entirely escaped the attention of the World Health Or-
ganization. And for which there are no vaccines. I call
it Inspiration Deficit Disorder, or I.D.D. Unlike A.D.D.,
it isn’t a disorder characterized by impulsiveness or hy-
peractivity, but by inertia and avoidance. Not just the

avoidance of getting a plan in place, but the avoidance
of figuring out what will bring you satisfaction, fulfill-
ment, passion, in your later decades.

Bottom line, a lot us aren’t planning because we’re
not especially inspired by what we are planning for.
Too many of us, men especially, say that all we want
to do when we retire is play golf, or go fly fishing, or
whatever. Now, I have nothing against golf — in fact,
I once wrote a book about how I came to be obsessed
with golf. But golf, however diverting and pleasurable,
is not enough. How do you figure out what will re-
ally make a difference? Well, by the ongoing process
of asking yourself the right questions about what will
truly matter at, or near, the end of the day. Namely,
and I credit a financial planner named George Kinder
for these: What did you not get to do? Who did you not
get to be?

Q:What would you say to those who are wish-
ing and hoping that everything works out?

LE:First of all, I’d say, as my kids tell me about
all sorts of things, “Chill.” In all likelihood, the

nightmare scenario — I’ll wind up a bag lady, a ward
of the state — isn’t going to occur, at least not across
the board. Most of us are adaptable, able to adjust
expectations, trim our sails over time, and do what
we must — keep working, downsize, etc. — to avoid
too hard a landing.

Financial advisers tell me over and

over that helping people over the risk

phobia is one of the most difficult

challenges they run into day-to-day.

But then I’d also suggest that they shouldn’t get
trapped in an all-or-nothing mindset. A lot of people
tell me, or tell their financial advisers, that they’re
disinclined to think long-term because how could
they possibly know what the world — their world,
the larger world — will be like 25 years from now.
And, of course, nobody does know that. But if you
can learn to slice those 25 years into increments,
think of your life and financial planning as an itera-
tive process, you will likely see some of the fog lift
and the future will begin to look — and be — far
more manageable.

Q: For those few who have not yet read your
book, The Number, can you give some emer-

gency advice?

LE: I’m not a financial adviser and don’t pretend to
be. But virtually every financial adviser I know

would say very much the same things: max out your
401(k) contributions; take advantage of the company’s
match; don’t try to outfox the market; keep your trans-
action costs low; make sure you aren’t paying exces-
sive management fees; be properly diversified — don’t
keep all, or even too many, of your eggs in one bas-
ket, including that basket you live in, your home. Over
the last year or two, as housing prices have dropped,
and resale has become a nightmare, millions of peo-
ple who were counting on home equity to get them
through have seen some pretty large cracks appear in
their nest eggs.

All of the above sounds boring and familiar, but
the fact is, there are no magic formulas. Financial
planning isn’t rocket science, as the best financial
advisers are quick to admit. So all the clichés apply:
slow-and-steady wins the race, even if you were slow
out of the gate.

Planning to Retire
At what age are you planning to retire?

65AVERAGE AGE:

13.4% PLAN TO RETIRE
BEFORE 60

PLAN TO WORK
PAST 6537.9%

Base: Subscribers in households with investments valued at $250,000 or more
Source: The 2007 Wall Street Journal Financial Planning Survey

INDEPENDENT
ADVISORS DO
WHAT’S BEST
FOR YOU.

THAT’S WHY
WE DO OUR
BEST FOR THEM.

Independent advisors are just that—independent. They give
advice based on what’s best for you. Many independent
advisors can provide services that address a variety of
more individualized investment needs. And working with
an advisor, you’ll generally enjoy a one-on-one relationship
with a local professional. Independent advisors work on
your behalf. This is a philosophy that has always been at
the heart of the way Charles Schwab works with all of its
clients. That’s why, for over 20 years, Schwab Institutional
has been the leading provider of custodial services to
independent investment advisors.

BACKING THE INDEPENDENT™

Find out more about independent advisors.
Call 1-877-312-3664 or download our white
paper today: exploreindependence.com
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RETURNS.IT’S ABOUT RETIREMENT.BOTH BEFORE AND AFTER

Retirement isn’t the finish line. It’s the starting line. And our broad range of investments can help you start
yourpost-retirement adventures fully prepared. In business formore than 45years,we activelymanageover
$100 billion in assets for individuals and institutions. Whatever your plans, let us help you build the
foundation. Contact your financial advisor or visit americancentury.com.

You should consider a fund’s investment objectives, risks, charges and expenses before you invest. The fund’s prospectus, which can be obtained by calling 1-877-442-6236, contains this and other information about the fund and should be read carefully before investing.

For each fund with at least a three-year history, Morningstar®calculates a Morningstar Rating™ based on a Morningstar Risk-Adjusted Return measure that accounts for variation in a fund’s monthly
performance (including the effects of sales charges, loads and redemption fees), placingmore emphasis on downward variations and rewarding consistent performance. The top 10%of funds in each
category receive five stars, the next 22.5% receive four stars, the next 35% receive three stars, the next 22.5% receive two stars and the bottom 10% receive one star. (Each share class is counted
as a fraction of one fundwithin this scale and rated separately, whichmay cause slight variations in the distribution percentages.) TheOverall Morningstar Rating™ for a fund is derived from aweighted
average of the performance figures associated with its three-, five- and ten-year (if applicable) Morningstar Rating™ metrics. Each fund is exclusively rated against its U.S.-domiciled Morningstar
category. Past performance is no guarantee of future results. Investment return and fund share value will fluctuate and it is possible to lose money by investing in these funds.

*Available exclusively through Financial Advisors. **Redemption of Investor and Institutional class shares within 180 days of purchase will be subject to a 2% redemption fee.
***Redemption of Investor and Institutional class shares within 60 days of purchase will be subject to a 2% redemption fee.

Mutual fund investing involvesmarket risks. It is possible to lose money by investing. International investing involves special risks, such as political instability, currency fluctuations and other factors. Assets under
management as of August 31, 2007. American Century Investment Services, Inc. Distributor. © 2007 American Century Proprietary Holdings, Inc. All rights reserved. The American Century Investments logo, American Century and
American Century Investments are service marks of American Century Proprietary Holdings, Inc.

American Century Investments International and Domestic Growth Funds — Morningstar Ratings™ as of 8/31/07

Morningstar Asset Class

Diversified Emerging Markets
World Stock
Mid-Cap Growth
Small Growth

Fund

Emerging Markets*, **
Global Growth*, ***
Heritage*
New Opportunities II*, **

Overall

out of 205 funds
out of 423 funds
out of 818 funds
out of 644 funds

out of 205 funds
out of 423 funds
out of 818 funds
out of 644 funds

5 yr.

out of 181 funds
out of 381 funds
out of 682 funds
out of 543 funds

out of 278 funds

3 yr. 10 yr.

NA
NA

NA
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own investment capabilities, despite compelling evi-
dence to the contrary. “When people use a financial
adviser to invest they benefit from an objective view-
point that is based on facts and research,” says Geri
Eisenman Pell, CFP®, a private wealth adviser with
Ameriprise Financial, Inc. in New York. “We help pre-
vent people from making dysfunctional, emotional
decisions,” she explains. “When on their own, some
people will hold onto a stock for 30 years even though
its value is down and predictions aren’t good, because
they have unrealistic hopes of a rebound.”

“We help prevent people from making

dysfunctional, emotional decisions.”

—Geri eisenMAn Pell

What is a financial plan? At its simplest, it is a
document that presents a person’s long-term financial
goals, the investment strategies to achieve them and
the obstacles that get in the way and must be eliminat-
ed or mitigated. “You need to start with a blank piece
of paper and look deep into the future, in terms of who
you want to be and how you’re going to get there,”
says Shashin Shah, CFP®, CFA, president of SGS Wealth
Management, a Dallas-based financial-planning firm.
“Everything in financial planning starts with individual
dreams and goals.”

Planning for one’s financial future should begin in
college, experts contend. “Once someone is in college,
they need professional financial advice regarding tuition
and credit card debt,” says Jim Barnash, Ameriprise Fi-
nancial, Inc.’s national director of financial planning.
“Unfortunately, many people don’t think about planning
until they’re ready to get married and have kids. By then,
they’re already at a disadvantage — though they’re far
better off than those who wait until retirement is right
around the corner. In a world in which information is so
prevalent, the idea of going through life without finan-
cial advice and a written plan is ludicrous.”

Financial plans must take into account a person’s
cash flow and ability to budget money for invest-
ments. While most 20-year-olds in college arguably
are more concerned about footing the bill for Friday’s
concert tickets than drafting a strategy to squirrel dol-
lars away for their future kids’ college tuition, the
effort is well worth it. “Time is the greatest power in
the universe when it comes to investments,” says Lee
Baker, CFP®, president of Apex Financial Services, an

Atlanta-based financial-planning firm.
Others agree. “If you are a good financial steward

and penny pinch early enough in life, putting those pen-
nies away in a balanced investment portfolio, you will
accumulate significant assets because of the compound-
ing effect of long-term maturation,” says Dominic Mar-
tellaro, executive vice president of Janus Global Advi-
sors, a Denver-based asset management firm. “A little bit
stashed away on a regular basis can have a big impact.”

Even if investments turn south for a while, the up-
side is worth it. “The correction we saw in the stock
market recently — well, that’s a blip on the radar
screen for a 20-year-old,” Baker comments.

No two financial plans are alike. Each is crafted
according to the individual’s specific retirement goals.
“Risk is a very personal thing,” Martellaro says. “Some

people are not afraid of base jumping, while others won’t
get on a roller coaster. Some look at investing in hedge
funds as a standard way for capturing returns, others
are uncomfortable venturing beyond a certificate of de-
posit. A plan should diagnose risk and reward based on
the end goals. The job is not to control the person’s life,
but to make suggestions about what they should do to
achieve what they want. The plan offers the road map,
but the person makes the lifestyle decisions.”

howMuch Are weworth?
Since investment markets are never static, and laws

and regulations governing pensions, health care, Social
Security and taxes are constantly changing, a financial

plan must keep pace by dynamically evolving. “A fi-
nancial plan must be constantly updated to reflect the
changing political, regulatory and legal environments,
and shifting investment opportunities and risks, but
most people are just too busy to stay on top of this or
understand the inherent complexities,” Barnash says.
“Not knowing where you’re going pays a price.”

Indeed, ask a husband and wife individually about
their family’s investment strategies and the likelihood
is they will provide divergent responses. According to a
study of 500 married couples by Fidelity Investments,
while spouses generally agree on which retirement
products they own, they frequently differ on their ex-
pectations for retirement. The study further noted wide
variances in each spouse’s knowledge of the other’s de-
fined benefit and defined contribution plans; long-term
health, disability and life insurance policies; and even
Social Security benefit expectations.

“Most couples (in the study) had yet to sit down to
discuss and agree on basic retirement goals, aspirations
and income sources with each other,” says Steven P.
Akin, president of Fidelity Personal Investments. “That’s
why creating a (financial) plan is so critical. It helps ad-
dress those tough but basic planning questions that can
dramatically alter a retirement savings strategy.”

The wide range of intricate investment choices
and personal loss exposures would seem to insist on
professional assistance. Many people, though, are
cavalier about their financial planning, believing they
have invested prudently and appropriately, and re-
ceived able counsel from their accountants, insurance
agents, stockbrokers and lawyers. Only one in five
Americans, at present, works with a financial planner.
And most are above the age of 55 years, according
to the Financial Planning Association. According to a
recent subscriber study conducted by The Wall Street
Journal Marketing Research Department, the number
of readers using a financial planner or adviser was
almost 45%, indicating that more than 55% are man-
aging their retirements on their own. The top two
reasons given for using a financial planner or adviser
were the belief that a professional would do a better
job, and confidence that investments would be pre-
served through retirement. The study also uncovered
that 54% of respondents who are relying on the assis-
tance of a financial planner or adviser have a formal
written financial plan in place.

While sophisticated businesspeople are be able to
craft a successful business plan, even they should con-
sider the holistic guidance provided by a financial plan-
ner. Those that have are pleased with the outcome: Ac-
cording to the aforementioned study conducted by The
Wall Street Journal Marketing Research Department, an
astounding 92% of those working with a financial plan-

the Best-laid Financial Plan
Continued from page 1

top three reasons for not using
a Financial Planner/Adviser

i can do the job just as well 67.0%
i enjoy being in control of
my financial investments 62.2%

the fees are too high 35.2%
Base: Subscribers in households with investments valued at $250,000 or more

and do not have a financial planner/adviser
Source: The 2007 Wall Street Journal Financial Planning Survey
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ner or adviser say that the value of services provided is
greater than or at least equal to the cost. In addition,
85% of respondents say they would refer their financial
planner or adviser to a friend or family member — very
high levels of satisfaction for those who engaged the
assistance of a professional.

Certified financial planners divine investment op-
portunities and the cost of potential pitfalls like unantic-
ipated taxes and lawsuits, death and divorce. Drawing
up a financial plan with assistance from a planner re-
duces the stress of uncertainty and the burden of watch-
ing the store when storm clouds gather. “Financial plan-
ners make people’s busy, complex lives much simpler
and far less worrisome,” says Eisenman Pell. “We force
people to sit down and talk about the things they’d
rather not talk about. We put structure in their lives by
helping them to achieve their goals. We then keep track
of their financial affairs, becoming their families’ CFOs
to ensure their investments, insurance policies, estate
planning, and other financial matters affecting their fu-
ture are in order and taken care of.”

Shah says planners try to anticipate the unexpect-
ed. “We’re thinking on a daily basis about our clients
in relation to the changing world,” he adds. “Good
insurance brokers keep up-to-date, but they typically
meet once a year with their policyholders, and most
clients only meet with their accountants around tax
time. Financial planners typically have regular quar-
terly meetings with clients, sooner if the changing en-
vironment demands it.”

Integrating all the moving pieces of a financial plan,
such as retirement planning, taxes, cash flow, budgets,
investments, college planning, and estate planning like
wills and trusts, is the planner’s primary job. “We regu-
larly review and update the plan to take into account
unforeseen circumstances like a divorce, the loss of a
job and the death of a spouse, and how they might af-
fect the funding of goals,” says Greg Fernandez, presi-
dent of Nations Capital Wealth Management, a McLean,
Virginia-based, financial-planning firm.

“The plan offers the road map, but the person

makes the lifestyle decisions.”

—doMinic MArtellAro

Yet, many people have a narrow perception of what
a financial planner does. According to the Financial
Planning Association, Americans tend to use financial
planners solely for investment and comprehensive plan-
ning, with only 29% accessing a planner’s tax planning
services and 28% accessing budget or cash flow man-

agement services. Most disheartening is that a scant
16.1% fail to equate a written financial plan with peri-
odic reviews as an integral part of a financial planner’s
work. “People fail to realize that defining their retire-
ment objectives begins with a written financial plan,
which then leads to other decisions on what to do with
taxes, budgets, insurance investments and estate plan-
ning,” says Fernandez.

Perhaps the best argument for engaging a plan-
ner is his or her ability to revise a financial plan when
economic instability rears. “Crisis is inevitable, and
that is typically when people end up doing things they
shouldn’t,” Martellaro explains. “When the economy is
percolating and the stock market is bullish, everyone is
happy. But, when things go awry — and they will for
a while — a financial planner will ease the instability,

adjusting the investment portfolio and other aspects of
the financial plan to ensure balance.”

Financial planners are broadly equipped to provide
comprehensive guidance. To receive the CFP® designation,
a certified financial planner is trained across the board and
rigorously tested in estate planning, cash flow manage-
ment, insurance risk management and tax planning. To
preserve the designation, a planner also must continue his
or her education and be tested on an annual basis. “If there
are tax law changes or a better way to invest our client’s
money, we have to be on top of it,” says Fernandez.

Mixing it up
Given their responsibility to ensure clients have

enough invested assets to “absorb the slings and ar-

rows of outrageous fortune,” it seems prudent to en-
gage a planner in writing up a financial plan and then
keeping an eye on it. “The (investment) product base
that is available to consumers is enormous and compli-
cated, including taxable and tax-free investments, fixed
income, hedge funds and new and evermore complex
products being created all the time,” says Martellaro.
“It’s just too confusing for the average person and even
for many sophisticated folks. It is challenging to assem-
ble the right mix of vehicles to get you where you want
to be. You don’t want to be over funded in one invest-
ment class and under funded in another.”

A solid financial plan should contain asset manage-
ment products designed to fit a particular need or ac-
complish a specific goal, such as cash flow for daily
living purposes, he adds. “If you take your disposable
cash flow and invest in income vehicles without consid-
ering the cash flow generation from your qualified plan
or plans and any insurance products that can or will be
annuitized, then you could potentially be over funding
your income or cash flow needs,” Martellaro says. “This
over funding in a more conservative bucket could cost
you purchasing power protection, as well as deny you
an increased standard of living through retirement.”

In our constantly changing world, a financial plan
provides clarity and peace of mind, guiding investment
decisions, pinpointing threats to accumulated wealth
and balancing personal tradeoffs. “When you have a
plan, you can balance the cost of an expensive vaca-
tion against a still-fun vacation that saves you 10% that
can be invested towards retirement,” says Rinaldi from
Vanguard. “You’ll have assets allowing you to go back
to school later in life or the ability to buy a larger home,
fitting a growing family.”

Not having a financial plan, on the other hand, is
misguided and impracticable, given the complicated
range of investments, fluctuating market values and
unexpected risks to accumulated wealth. “Few things
are sadder than the person staring retirement in the
face (and) realizing it is not attainable,” says Baker.
“Such individuals face hard consequences, forced to
work beyond their years in jobs they may abhor. No-
body wants that.”

Russ Banham is a veteran business journalist and a
former editor and reporter at The Journal of Com-
merce, a New York-based daily business newspaper.
His articles have appeared in Forbes, The Economist,
CFO, Time, Financial Times, World Trade, Euromon-
ey, Global Finance and U.S. News & World Report.
Banham is the author of 15 books, including The Ford
Century, the award-winning history of Ford Motor
Company.

top three reasons for using a
Financial Planner/Adviser

Making sure the money
will last through retirement66.6%

Belief that a professional
would do a better job 69.2%

rolling over a
retirement plan 31.0%

Base: Subscribers in households with investments valued at $250,000 or more
and currently using a financial planner/adviser

Source: The 2007 Wall Street Journal Financial Planning Survey

Investing involves risk, including the risk of loss.

Fidelity Brokerage Services, Member NYSE, SIPC
100 Summer Street, Boston, MA 02110 468542.4

You’ve spent 4 decades
growing your nest egg
Time to crack it open.
Retirement income. Now made easier.
Congratulations. You made it. Now you just need a strategy for
spending it. We have the products and tools to help with that, so you
can easily set up regular monthly payments based on your needs. After
all, it’s your time to live the retirement you’re more than ready for.

Call 1 800 FIDELITY or your own advisor.
Fidelity.com/retirementincome
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By Bonnie A. Hughes, CFP®
President, A & H Financial Planning &
Education, Kennesaw, GA

How do you know if you could ben-
efit from the services of a financial plan-
ner? Many people lack the expertise or
desire to prepare their own financial
plans. Some prefer a professional finan-
cial planner’s coaching skills or objectiv-
ity. Financial planners are trained to look
at how taxes, investments, insurance,
estate planning, retirement planning and
employee benefits work together to ful-
fill life dreams and create individual fi-
nancial well-being.
How Do I Find a Planner?

You might begin by asking friends
and colleagues, your attorney, accoun-
tant, insurance agent or trust officer for
recommendations. The Financial Plan-
ning Association® (FPA®) maintains a da-
tabase of CFP® professionals, searchable
by ZIP code and area of specialty. Visit
www.PlannerSearch.org or call toll-free
at (800) 647-6340.
What Is a CFP® Professional?

CERTIFIED FINANCIAL PLANNER™
(CFP®) professionals meet rigid stan-
dards for experience and education,
complete a comprehensive examination
and subscribe to a strict code of ethics.

Many competent, ethical financial
planners hold other designations. Howev-
er, CFP® professionals are subject to CFP®
Board’s aggressive enforcement process.
Not All Planners Are Alike

Although regulations cover services
such as selling securities or insurance,
many people who call themselves finan-
cial planners are surprisingly unregulat-
ed. Ask whether the planner is a Regis-
tered Investment Adviser or is an agent
of a company that is registered.

Check with the Securities and Ex-
change Commission, state agencies, Bet-
ter Business Bureau and CFP® Board at
(888) CFP-MARK (237-6275) to deter-
mine whether complaints have been filed
against the planner you are considering.

Insist on Full Disclosure
Ask each financial planner you in-

terview for a written disclosure docu-
ment — a Form ADV or equivalent.
Ask questions:
• What certifications, designations and
education do you have?

• Are you licensed to sell certain finan-
cial products, such as life insurance or
securities?

• What services do you provide?
• These are my financial concerns, do you
have experience addressing these?

• Do you belong to any professional as-
sociations, such as the Financial Plan-
ning Association?

• Once the plan is complete, how much
time will we spend so I understand it?

• What business relationships do you have
that might present a conflict of interest?

• How much will I pay for your services,
and how is the amount arrived at?
Interview at least three planners face

to face. Choose one you feel is focused
on your needs, not selling products. Pay
attention to the way that you and the
planner are communicating with each
other. It matters because this is the pro-
fessional whose recommendations you
should follow. If you cannot “hear each
other,” little may actually be accom-
plished. Avoid “cookie cutter” solutions
that claim to meet all of your needs.

Many planners specialize in specific
types of clients or have minimum income
and asset requirements.

How Do Planners Charge?
Financial planners may charge fees

for consultation, developing plans or
managing investments. Some are sala-
ried; others earn commissions from fi-
nancial products you agree to purchase
in order to implement their financial
planning recommendations. Many are
compensated through combinations of
methods. It is less important how a plan-
ner charges and more important that you
understand what you are paying for the
planner’s services. All of these meth-
ods can be effective, depending on your
unique needs and preferences.

In addition, there are a variety of
means for getting advice — in person,
over the phone, even online — but the
key is to fully understand the benefits
and costs of the advice and to ensure
that you trust your financial planner.
The planner’s competence and ethical
standards should be your primary con-
sideration. Before engaging a planner,
have a clear understanding of the cost of
the services to you and understand any
possible conflicts of interest. Before you
know it, you’ll be on your way to reach-
ing your goals.

Finding the Right
Financial Planner for You

When the Dow Jones Industrial Av-
erage, Nasdaq, and S&P 500 are all up,
that’s great, right? Yes — if you have in-
vestments that mirror them. But if you’re
in an emerging market equity fund, what
does the S&P 500 have to do with it?

The big three indexes may dominate
the financial headlines and serve as a
touchstone for “how the markets are do-
ing,” but they’re just three of the almost
four dozen indexes covering domestic
and international equities and bonds.
There are indexes by geography, by in-
dustry or sector, by size of company and
by category with the key being to find the
right one to compare to your specific in-
vestment — in other words, a small cap
growth fund should be compared to the
Russell 2000.

Despite the abundance of analytical
tools, investors often fail to understand
what performance benchmark to use and
why. In a recent study by The Wall Street
Journal Marketing Research Department,
the number one criteria for measurement
of investment performance used by self-
directed investors was “positive returns.”
The second most popular choice was
“against an industry benchmark.” Only
slightly more than one-third said they
measure “relative performance of invest-
ments against others of the same type.”

Measuring the performance of your
investments is not about just doing the
math. It’s about making sure you have
the right study guide and answer sheet.
A “positive return” is only a number that
exists in a vacuum. “Absolute results tell
you little about why your investment
was up or down,” says Francis Kinniry,
principal in the investment counseling
and research group at Vanguard Funds.
“It can be a combination of factors, in-
cluding general market trends. Relative

results are obtained through comparison
with market indexes.”

Although there’s no Holy Grail of
benchmarks, there are some practical
guidelines that every investor can use to
measure investment performance with
confidence. Start by making sure you
understand what you own by research-
ing style boxes on the Morningstar.com
Web site. This tic-tac-toe board lets you
classify a mutual fund into an investment
style, which allows comparison to similar
funds and, in some cases, to a relevant
index fund. Morningstar and Lipper both
offer practical information on specific
funds, where a fund falls by style or clas-
sification and year-by-year performance
comparison to similar funds.

When comparing performance re-
sults to an index, make sure you get the
right “fit.” “Don’t put yourself at a dis-
advantage by not comparing apples to
apples,” says Richard Rosso, CFP®, vice
president and financial consultant with
Charles Schwab & Co. in Houston, Texas.
“You don’t always have to get down to
comparing Granny Smith apples to Ma-
cintosh apples, but you need to get as
close as possible. The best index for
benchmarking is one that is as represen-
tative as possible of your actual holdings
in terms of investing style and cost. The
worst? Measuring your returns against
your know-it-all brother-in-law at the
Thanksgiving table.”

— Shelley Lee

Shelley Lee is a freelance writer and busi-
ness journalist in Atlanta, Georgia. She
has been writing about personal finance,
public policy, and business and leader-
ship topics for more than 20 years. Reach
her at Shelley@ashworth-lee.com.

Measuring Performance
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Mutual funds

Private asset management

401(k) plans

IRAs

529 plans

A financial advisor

can make all the

difference between

investing and

investing well.

That’s why, for

70 years, we’ve

recommended

that every investor

consult an advisor.
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If you’re looking for someone to treat a broken bone
or life-threatening illness, you look for someone with
the initials M.D. (Doctor of Medicine) or D.O. (Doctor
of Osteopathic Medicine) behind their name. Those are
the two medical degrees held by licensed physicians in
the United States, and you can be certain that anyone
holding either degree has undergone rigorous profes-
sional training. But what if you want someone to help
you meet your financial goals? There are dozens of cre-
dentials for professionals in the financial services in-
dustry, and the differences between them are far greater
than the differences between an M.D. and D.O.

“There are some really good financial credentials out
there,” says Tom Potts, a finance professor at the Hanka-
mer School of Business at Baylor University and a mem-
ber of the board of directors of the Financial Planning
Association, which promotes the CFP® (Certified Finan-
cial Planner) designation. “And then there are some you
basically just buy; they’re strictly for marketing and are
designed to make it look like the person has some type
of authority.” What the better professional designations
have in common, Potts says, are accreditation by a na-
tionally known accrediting entity, an education require-
ment, a rigorous and meaningful qualifying exam, ethical
standards and continuing educational requirements.

To help you sort the wheat from the chaff, here, in al-
phabetical order, are some of the better-known and well-
established designations you might see behind the names
of financial advisers looking to win your business.

CEBS Cosponsored in the U.S. by the International
Foundation and the University of Pennsylvania’s Whar-
ton School, the Certified Employee Benefit Specialist
designation is awarded to financial advisers who suc-
cessfully complete eight courses in the field of employ-
ee benefits and compensation.

CFA Awarded by the CFA Institute, the Chartered Finan-
cial Analyst designation is awarded to investment profes-
sionals who successfully complete a rigorous three-year,
three-exam program of study in the fields of portfolio
management and investment analysis. While held by
some personal financial advisers, the designation is espe-
cially popular among Wall Street securities analysts and
money managers who cater to institutional investors.

CFP® The Certified Financial Planner license is awarded
by the Certified Financial Planner Board of Standards to
candidates who complete a personal financial planning
curriculum, pass a 10-hour, two-day examination, and
provide evidence of financial planning-related work
experience. It is increasingly becoming the most well-
known designation for financial planners.

ChFC To become a Chartered Financial Consultant, fi-
nancial advisers must complete an educational program
offered by The American College, which covers finan-
cial planning, investments and insurance, meet experi-
ence and ethical standards, and complete 30 hours of
continuing education biannually.

CPA/PFS Certified Public Accountants, or CPAs, are
accountants who have passed the rigorous Uniform
Certified Public Accountant Examination overseen by
the American Institute of Certified Public Accountants
and met additional state education and experience re-
quirements, allowing them to attest to the accuracy of
financial statements. CPAs who wish to specialize in
financial planning can go on to earn the Personal Fi-
nancial Specialist credential from the AICPA by accru-
ing at least 1,400 hours of financial planning business
experience, committing to continuing education in the
field, and passing any one of six qualifying exams, in-
cluding those required to earn a CFP®, ChFC or CFA
designation.

RIA A Registered Investment Adviser is a financial ad-
viser who has registered with the Securities & Exchange
Commission or his or her state securities regulator to
manage the investments of others. They are regulated
by the Investment Advisor Act of 1940 and have a fidu-
ciary duty to act in the best interests of their clients. To
become an RIA, advisers typically must pass the Series
65 Uniform Investment Advisor Law Examination ad-
ministered by the North American Securities Adminis-
trators Association or have earned one of the following
certifications: CFP®, CIC, ChFC, CPA/PFS, or CPA.

Registered Representative More commonly known as a
“Registered Rep,” a Registered Representative is an em-
ployee of a brokerage firm licensed to act as an agent in
buying and selling securities. To become licensed, the
person must pass the Series 7 securities examination ad-
ministered by the NASD, and, in some states, additional
securities examinations.

— Randy Myers

Understanding
Titles

Life Planning
Why You Should Create a Plan for Your Life
By George D. Kinder, CFP®

Somewhere between the chaos of 9/11, the bursting
of the Internet Bubble and subsequent market swoon
of 2000-02, numerous corporate accounting scandals
and the tidal wave of baby boomers who began retir-
ing, a subtle but potentially seismic shift occurred in
the world of financial planning. Traditional financial
planning has always tended to treat money — not
people — as the client. Armed with calculators and
sophisticated software, financial planners have histori-
cally offered products and services focused on accumu-
lating, growing, preserving, spending and then passing
on monetary wealth. Interestingly, the decade’s rapid
change and turbulent world events have caused people
to wake up and examine how they actually view and
live their lives. Many people have determined that life
means more to them than bank account balances and
spreadsheet projections.

As awareness grows, financial planning practitio-
ners and the public alike, yearn for more. They seek
a marriage of money and meaning. They’re building
relationships that put the client — not money — in the
center of the equation. They’re aligning their deepest
values, beliefs and goals with their earning power and
portfolios to achieve both financial and personal free-
dom. Whether they realize it or not, many people are
creating — and really want — a life plan.

What is Life Planning?
Life planning is the process of melding money with

meaning. It allows people to live richer, fuller lives —
personally, professionally, financially and spiritually.
For the plan to really take hold and move forward with
velocity, the skills of a trained life planner are almost
always required.

Based on the groundbreaking work I’ve pioneered
over the past two decades, the Kinder Institute of
Life Planning has developed something we call the
EVOKE™ Model for life planning. The process includes
five phases: Exploration, Vision, Obstacles, Knowl-
edge and Execution.

Exploration and Vision: The start point of creating
a life plan is truthfully answering three simple, yet pro-
found, questions:
• Question 1: Imagine you have all the money you

need, now and in the future…how would you live
your life?

• Question 2: You just found out that you only have 5
to 10 years left to live…will you change your life and
how will you live it?

• Question 3: You just found out you only have 24
hours left to live…what regrets do you have, who did
you not get to be?

The answers to these questions reveal what people
really want out of life, but may be failing to accomplish,
due to a variety of “money excuses.” In the hands of
a qualified life planner, the heart’s core values that are
revealed provide the building blocks of a meaningful
life plan.

The skilled life planner will challenge the client to
craft their ideal life in as much detail as possible. The
rush of vigor and vitality surrounding this phase literal-
ly lights the torch, providing the client with the energy
to achieve the vision in the shortest time possible, not
10 to 15 years from now but NOW!

Obstacles: Money excuses can be deadly, so it is
critical for the client and the life planner to identify and
address potential roadblocks. The life planner provides
vitally important support to keep the client on track for
success through this often difficult phase.

Knowledge and Execution: Once the ideal life vi-
sion has been created and obstacles defeated, tradi-
tional financial planning skills of asset allocation, risk
management and product selection are incorporated
to complete the design and implementation of the life
plan.

The life planning process is hands down the most
efficient way to do financial planning, since it focuses
on the client’s true goals from the outset and sweeps
aside the money excuses that cause so many well-in-
tentioned traditional financial plans to fail. Life plan-
ning also builds an extraordinary bond of trust between

the client and the life planner,
resulting in a far richer rela-
tionship for both parties.

The Power of Life
Planning

How powerful is life plan-
ning? From the seemingly
mundane to the profound,
the process can move clients
from financial pain to finan-
cial freedom. Consider the
case of a very busy, young
professional couple whose
dream of freedom included
spending more quality family
time. The biggest impact of
the life planning process for
them was re-arranging their
spending priorities to include

a housekeeper. Great relief and peace-of-mind (not to
mention a clean house) were all achieved with this one
small change.

For another couple, both husband and wife had the
same response to Question 3 — “I wish I had read more
Tolstoy.” Since they were in the process of building a
new house, their Life Planner suggested they include
a dedicated reading retreat with no other distractions.
That cozy room, filled with overstuffed chairs, tables
piled high with books and soft reading light answered
that simple, yet important need.

For others, change is astounding. One middle-in-
come couple had accumulated $50k in consumer debt
and money issues were affecting every aspect of their
personal and professional lives. One overarching goal
discovered during the exploration process was the de-
sire to be wonderful parents, but the huge financial bur-
dens created crippling remorse. The primary obstacles
were their lack of consciousness around spending and
the belief that gifts to their three kids were a reflection
of their love.

From the seemingly mundane to the

profound, the process can move clients

from financial pain to financial freedom.

Two of their children were from the husband’s pre-
vious marriage. The couple had fallen into a repeating
cycle of buying more to keep up with the ex-wife and
to avoid feeling guilty about not buying enough for the
son they had together. Once these issues were uncov-
ered and confronted, the couple was able to create a
shared vision of a happy, content, financially secure
family. They are scheduled to pay off the last of their
consumer debt in January 2008 — only 15 months after
starting — and are enthusiastically working with their
Life Planner on new goals and visions.

Finally, the wife of a couple embarking on retire-
ment shared that she really liked painting landscapes
as a young woman, but kids and career put the long-
held dream of being a true artist in the dustbin. Her Life
Planner challenged her, “So, what’s stopping you from
becoming a great painter? There is enough money to
support that endeavor.” After a moment of shock and
doubt, she agreed and with the support of her husband,
hired a painting teacher the very next week. One of her
landscapes now hangs in the Life Planner’s office and
every time they meet, she says, “Thank you for giving
me the freedom to live my dream!”

We each have picked up bits of knowledge or
thoughts about money here and there as we’ve gone
along in our life journeys, and have each fashioned a
kind of patchwork understanding of what money is,
how to relate to it, and its role in our lives. Quite often,
that jumble of half-truths and naïve beliefs leads us
into painful dilemmas around money in our primary
relationships, our work and our spending. Even, and
perhaps especially, when our knowledge about money
is quite sophisticated, working with a skilled Life Plan-
ner can bring about tremendous positive change. It al-
lows people to create and achieve their ideal life, to
overcome money excuses and to truly find the freedom
and self-expression they’ve always hoped to enjoy. Life
planning, in my humble estimation, is financial plan-
ning done right!

George D. Kinder, CFP®, is considered by many to be
the father of the international life-planning movement.
He is president of the Kinder Institute of Life Planning
(www.KinderInstitute.com). Since its founding in 2003,
certified faculty of the Kinder Institute have trained thou-
sands of financial advisers in a full range of life plan-
ning skills through workshops and residential training.
Kinder is the author of Seven Stages of Money Maturity,
the bible of the life-planning movement, and Lighting
the Torch, life planning’s text book.

Want to email this to a friend?

Go to WSJ.com/financialplanning
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It’s not just about where your dreams will take you.
It’s where you take your dreams.

Whether your dream involves seeing more of your grandkids or seeing more of the world, the best place

to start is with someone who believes in your dreams. That’s why more people come to Ameriprise

for financial planning than any other company.* Our Dream > Plan > Track >®approach to financial

planning begins with your dreams, not numbers. Dream > Plan >Track > is an ongoing process where,

together, you and an Ameriprise financial advisor will define your dream, develop your plan and track

your progress — making sure your dreams and your plans are one and the same. Get started today

at ameriprise.com/plan or call 1-800-Ameriprise to schedule a conversation with one of our personal

financial advisors.

Ameriprise Financial is pleased to be using an authentic Eames DCW manufactured by Herman Miller, Courtesy Eames Office LLC, www.eamesoffice.com, www.eamesfoundation.org.

Ameriprise Financial cannot guarantee future financial results. Financial planning services and investments available through Ameriprise Financial Services, Inc., Member FINRA and SIPC.
*Based on the number of financial planning clients annually disclosed in Form ADV, Part 1A, Item 5 available at advisorinfo.sec.gov as of December 31, 2006.
©2007 Ameriprise Financial, Inc. All rights reserved.

To find out more about the red chair, go to ameriprise.com/redchair.
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