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If you came in for an initial consultation, 
you may expect me to look at your 
investment statements and declare, 

“Oh, we can do much better than that!” 
followed by some statistical performance 
data for the past 5-10 years. Are you 
kidding me? Never let this happen to you!

We must begin with some questions to 
find out what it is you really want. Rather 
than trying to “fit a square peg into a round 
hole”, isn’t it better to first identify your 
concerns and goals right up front? You 
should work with an advisor who thinks 
like you do—not the other way around. 
So, let’s be totally transparent, meaning, if 
at any point either of us decides we aren’t 
a fit, no big deal— it simply means we 
shouldn’t waste our time. Let’s just end 
our meeting, smile and shake hands.

At least 5 critical questions must be 
addressed before any recommendations 
are made. For example:

For your retirement funds, the money 
you must live off of for the rest of your 
life, do you want all or part of that money 
safe (principal protected) with no direct 
exposure to stock market loss? Yes or No?
Assuming your answer is “Yes”, here’s 
what I’ll tell you:

Based upon 5-year averages, I believe 
*5-7% is a reasonable rate of return for 
“safe money”. Do you believe 5-7% is a 
reasonable return for your “safe money”? 
Is it what you want?

If you desire only a portion of your money 
to be in a safe position—that probably 
means you want at least some equities 
(stock market stuff).

For equity investments, my clients want: 
1) Reduced fees; 2) no commissions or 
other broker incentives to buy, sell or trade; 
3) fiduciary (client-best-interest-first) 
institutional-level money management; 4) 
wholesale (not retail) custodianship, and; 
4) diversification according to academic 
standards. Is that what you want?

Whether you’re a conservative saver or 
an equities investor, you must also answer 
the following questions:

Do you want more income now or the 
potential for more income in the future? If 
so, when and how much?

It may be that your current investments or 
income sources are causing unnecessary 
taxation. If possible, do you want to 
reduce your income taxes?

Your current savings and investments 
may be a “ticking tax time bomb” for your 

loved ones in the future. Do you desire 
tax-efficient future wealth transfer to your 
heirs?

Do you know the 5 critical questions you 
should ask any financial advisor prior to 
making any financial decision? Failure to 
ask the right questions when purchasing 
financial products often results in too 
much risk, low rates of return, investment 
losses, excessive fees and too much tax.

*University of Pennsylvania’s Wharton 
Financial Institutions Center “Real World 
Index Annuity Returns” 03/04/10
 
For the past three decades Jeffrey D. 
Bliss, CEP, RFC has been helping people 
cut future taxes, increase income potential 
and improve their retirement. Send an 
email request to JBliss@WealthWT.com 
for a copy of Jeff’s FREE report “5 Deadly 
Retirement Mistakes to Avoid with Your 
IRA and 401(k)”! You may also call Jeff 
at (954) 236-4800. Investment Advisory 
Services offered through Global Financial 
Private Capital, LLC, an SEC Registered 
Investment Advisor. Jeff is not a CPA and 
does not offer tax and/or legal advice. 
Any comments regarding safe and secure 
investments, and guaranteed income 
streams refer only to fixed insurance 
products. They do not refer, in any way 
to securities or investment advisory 
products. Insurance and annuity product 
guarantees are subject to the claims-
paying ability of the issuing company, and 
are not offered through Global Financial 
Private Capital.
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