Questions to ask a Financial Professional
How to identify your Financial Planner
Like pieces of a puzzle, all elements to your financial picture are interconnected. How you
budget your income affects how much you can allocate to insurance protection… which
affects how you save for retirement… which affects how you design a lasting legacy with
your estate plan.
You need a life plan… a clear vision of the big picture. And, you need professional
guidance so the major pieces of your financial life fit together easily and comfortably.
To assist with identifying the “right” professional guidance, we recommend you ask your
potential financial professional some of the following questions:
1. Tell me about your background and past financial services experience.
Does the planner communicate in a manner that is easy to understand? Is this
someone you can trust and that you want to work with?
2. What type of professional education have you achieved… what advanced
credentials do you maintain, what licenses do you possess and in what states are
you licensed (if you have more than one state that you reside)?
Education and credentials show that a planner has demonstrated a commitment to
ongoing education. Most designations not only have an initial education requirement
but also continuing education. Do the credentials relate with your needs?
3. Tell me about your team of support. Who assists you? Who do I contact if you are
unreachable?
Receiving ongoing service is about people, process and commitment. More than one
person is expected to receive answers when you need them… Is the office highly
organized indicating well-maintained? Are the support staff friendly and wanting to
help?
4. Please describe your typical client. *Is this “typical client” similar or dissimilar to
you?
Is the typical client is similar to you, then it would indicate that the planner has current
experience working with people like you. If the planner’s clientele is vastly different
than you, this may raise a point of concern.
5. How do you service your advice and/or products/services that we purchase?
They should describe how advice and products are serviced: emails, phone
conferences, semi-annual or annual reviews, etc… Is this consistent with your
expectations and how you want to receive information and proactive service?
6. What does an ongoing relationship look like and what are any ongoing fees or
costs?

What are the expected expenses to maintain this relationship? Is the planner fee only,
fee plus commission, fee offset or just commissions? Each of these has positives as
well as negatives. Most people don’t care to work with the most expensive due to it
eating away at their financial goals nor do they want to work with the least expensive
planner because this is too important to risk with the “lowest cost provider”. Try to
identify a planner that has a reasonable fee, consistent application and a clear process
that you can understand..
Questions to for yourself and tasks to complete prior to meeting with a financial
professional:
1. What are your personal top priorities and most important goals?
2. Complete a cash flow statement identifying income and expenses.
3. Gather your most recent statements of any investment, insurance policy, debt or
group benefits.
All the best in your search in indentifying the “right fit” for your financial
professional.
Joel C. Magruder I, ChFC, CLU, LUTCF, CLF
President/CEO/Founder
Partners in Your Big Picture!

4400 Westown Parkway, Suite 301
West Des Moines, IA 50266
(515) 223-9200 x4301
(515) 710-8218 cell
(515) 223-3842 fax
(866) 266-2611 toll-free
All information in this Communication, including attachments, is strictly confidential and intended solely for delivery to and authorized
used by the addressee(s) identified above, and may contain privileged, confidential, proprietary and/or trade secret information entitled
to protection and/or exempt from disclosure under applicable law. If you are not the intended recipient, please take notice that any use,
distribution or copying of this Communication, and/or any action taken or omitted to be taken I reliance upon it, is unauthorized and may
be unlawful. If you received this Communication in error, please notify the sender and delete this Communication from your computer.
___________________________________________________________________________________________
___

Registered Representative of INVEST Financial Corporation. INVEST Financial Corporation, member NASD, SIPC
is not affiliated with Financial Partners Group or Two Rivers Bank & Trust. Securities, advisory services and certain
insurance products are offered through INVEST Financial Corporation, a Registered Broker Dealer and Registered
Investment Adviser, and its affiliated insurance agencies, and are: •not insured by the FDIC •not a deposit or other
obligation of, or guaranteed by any bank •subject to risks including the possible loss of principal amount invested.

