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Question # 1:
How Do You Get Paid?

One of the hardest things about evaluating a financial professional is
trying to understand how they are paid. Most financial advisors work as
brokers for large Broker/Dealer organizations. In it's simplest form, they
are compensated to sell investment products to consumers. Just like how
a real estate agent is compensated when they sell a home.

There is nothing wrong with that. However most advisors don't want to
be seen as a salesperson. Instead many want the public to believe they
are a true adviser working for a clients best interest. But that becomes
impossible when their compensation is in direct conflict with that.

A lot of advisors will provide watered down financial planning advice
on the front end of the relationship in order to make the "sale" and
become compensated on the backend. So understanding how an advisor
get's paid will help you more clearly see what services you are actually
paying for (product sale or real advice) and what preconceived
outcomes the advisor already has planned for you.



Believe it or not, the financial services industry isn't always about
giving the best advice and working in a client's best interest at all times.
Most of the time, it's about product sales and commissions. This is true
because most traditional financial advisors are not actually required to
do what's in a clients best interest all of the time.

As a matter of fact, nonfiduciary advisors only need to make
recommendations that are "suitable", even if they're not the most ideal
option for you. Can you image what the pharmacy industry would look
like if pharmacists were not obligated to recommend the best medicine
for their patients? We would loose a lot of trust in our pharmacists. But
when it comes to your money and financial wellbeing, it's ok?

Real fiduciaries have a clients best interest at heart AT ALL TIMES. It's
a standard of care that is unmatched. If you are currently involved with
a smooth talking broker who claims their a fiduciary, ask them if their
compliance department will allow them to sign a fiduciary oath. That'll
clear this question up pretty quick!
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Want to make a lot of financial advisors very uncomfortable? Ask them
what it takes to become a financial advisor? I'm willing to bet that most
people severely overestimate what it takes to become a "financial
advisor". There is no experience requirement, college degree
requirement, or even any sort of competency requirement. Essentially,
all you need to do is pass a securities exam that takes about 2 weeks to
study for and you earn the right to call yourself a financial advisor. 

As a pharmacist this should be infuriating, considering all it takes to
earn the right to practice medicine. But financial advisors can become
indistinguishable from one another and make it really difficult for the
public to separate and compare.

By asking a financial advisor what their qualifications are will help you
start to separate the ones who've done the bare minimum to gain entry
into the industry from those who more qualified. Advanced credentials
are a key indicator. Look for letters behind their names, like CFP(r), to
begin with and go from there. 
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Question # 3:
What Are Your Qualifications?
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Question # 4:
Beyond Investment Management, What Other

Value Can You Provide To Me?
Most people will instantly think of investments as the primary service
offering of a financial advisor. However, smart consumers are starting to
expect more from their financial professionals. Why would you pay an
advisor to manage something that they have no control over anyway?
My opinion, anyone who is really good at investment management
DOESN"T do it for other people. So why pay an advisor?

Instead, good financial advisors should have no problem explaining how
they are going to bring value to your life beyond investments. Are their
other areas of your financial life that they can help with? Tax planning,
estate planning, or retirement distribution planning to name a few. 

And don't let them off the hook when they provide their canned answer.
If it's not actionable value explained in plain English, it's probably not
reliable. There should be a service model in place that you can easily
translate into useful and sustained value for yourself.

Real financial planners deliver more than just investment management.
Figure out if yours does as well.
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Most financial advisors are considered generalists. That means they
work with anyone who can fog a mirror. On any given day, they may
work with a 16 year old making their $20/month Roth IRA contribution,
to an 85 year old looking for the best rate on a fixed annuity. Nothing
wrong with this, but when it comes to your financial life, you want
someone who is focused and highly specialized on your needs. 

Anyone who does everything, does nothing very well. How easy would
it be as a pharmacist to rotate all day between retail, long-term care, and
an ambulatory care setting? It would be very difficult. Those are three
very different areas of pharmacy. So what makes you believe a financial
advisor can do the same thing? Specialists win the day in this regard.

When a clear niche is identified and focused on as an advisor, it filters
out 99% of consumers. This leaves more time, attention, focus,
education, and skill to be applied to the other 1%. 

It's your financial life we're talking about. Don't settle for anything less
than a specialist.  
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Question # 6:
Do You Have The Ability To Provide Proactive Tax

Planning Advice?
Tax planning is one of the biggest area's in a persons financial life that
can be improved upon every single year. Yet, most financial advisors
use the line "please work with your CPA to find solutions to these
issues." What!!?? You're entrusting and paying (hopefully directly) a
financial professional to better manage your financial life and they can't
give you tax guidance or answer your tax questions? Do they even ask
for a copy of your tax returns each year?

Tax planning is interwoven and at the core of real financial planning. It
affects almost all of us. Working with an advisor who understands this
and can include this into their planning work with you is paramount.
Every year this should be an area that you should look to improve on
with the help of your advisor.

Finally, at this point, go back to question # 3. If you get an advisor who
claims they provide tax planning, what qualifications do they have to
back that up? Taxes are not going away. Find an advisor who can bring
massive value to you in this area.



This sounds very similar to question # 1, but it should prompt a very
different answer. You should be able to get a short, clear, and easily
understandable answer from a financial advisor. However, chances are
you won't. 

Like we talked about before, many advisors are salespeople who earn
commissions based on the the different type of products a client
purchases. This creates a huge conflict of interest between advisors and
clients. Their financial wellbeing is totally reliant on you purchasing a
product. I think that is enough to safely assume that an advisors personal
monetary interests will be in direct conflict with yours.

However, advisors who can clearly share what they charge before the
engagement even begins are more likely to avoid this conflict of interest.
If their fee's are already set, they have no incentive to push any sort of
investment product on you.
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Question # 7:
How Much Do You Typically Charge?



Next, be aware of the advisors who work for "free". This should be a 
 huge red flag. What professional anywhere works for free? This should
be a big indicator that there is some sort of ulterior motive going on
here.

Finally, less expensive is great when you're buying home goods on
Amazon. However, when it comes to financial advice, planning, and
guidance, you definitely get what you pay for.

At PharmD Financial Planning, we are not the most expensive and you
definitely don't want the cheapest. 
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Question # 7 Cont.



This is a great question in helping to determine who else is going to
make money in this relationship. And if there are others who are going
to gain in the relationship you have with a financial advisor, it's almost
certain that the loyalties of the advisor are not with you, but instead with
that other 3rd party.

Again, many financial advisors are glorified brokers. They broker
financial products on behalf of their Broker/Dealer company (the 3rd
party). An easy way to figure this out is by looking at the office the
advisor works in. Do they have some other big companies name in big
letters on their office building somewhere? If so, that's who they work
for. And their loyalties are to that company, not you. The financial
wellbeing of that company is usually a bigger priority for the advisor
than you are. It's why sales goals and sales incentives (free trips) are so
big in the financial services industry.

It's up to you to decide whether to accept that conflict or work with
someone else. 
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Question # 8:
Do Others Stand To Gain From Our Work

Together?



If you are determining whether to hire a financial advisor or not, please
uncover the answer to this question beforehand. You would be
astonished to learn how many unlawful or unethical actions advisors
take and  are still allowed to keep their jobs!

Lucky for you, this information is very easily finable online. The first
place you can look online is at BrokerCheck. Here is the website:
https://brokercheck.finra.org/

Your other option is to search the SEC's Investment Adviser Public
Disclosure database. Here is their website: https://adviserinfo.sec.gov/

If you uncover anything that is alarming, ask about it. Figure out if it's
something that should concern you moving forward or not. In my
opinion, repeat offenders are a dead giveaway of people I would stay
away from.

Have you ever been disciplined for any unlawful
or unethical actions in your career?
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Question # 9:
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Question # 10:
Is There Another Firm Out There That Is Better
Suited To Working With Pharmacists And Their

Families?
If you're a pharmacist with goals of reducing your tax bill, investing
smarter, and optimizing your retirement planning, then the answer to
this question is YES!

At PharmD Financial Planning, we do exactly this. And we believe we
do this better than anyone else.

Here is why you should consider PharmD Financial Planning:

    1. Reduce your taxes.  Don't pay more than you have too. 
    2. Invest Smarter. Keep risk, return, cost, and outcome aligned.
   3. Optimize your retirement planning. Retiring in your 50's is within
reach!

Book a complimentary call with PharmD Financial Planning to learn
more about what working with us entails. And don't forget to bring these
questions with you!
 



-Derek Delaney, CFP®, ChFC®, EA,
CSLP

FOUNDER & PRESIDENT
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Fiduciary 

Fee-Only

CFP®
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DISCLAIMER: PharmD FInancial Planning LLC (“PDFP") is a registered investment advisor
offering advisory services in the State of Minnesota and in other jurisdictions where

exempted. Registration does not imply a certain level of skill or training. This document is
for informational purposes only and does not constitute a complete description of our
investment services. This document is in no way a solicitation or offer to sell securities.

THE INFORMATION ON THIS DOCUMENT IS NOT AN OFFER BY OR ON BEHALF OF
ADVISER OR ITS AFFILIATES TO SELL OR SOLICIT AN OFFER TO BUY ANY SECURITY OR

OTHER SERVICES. The Company and its investment adviser representatives only transact
business in states where they are properly registered, or excluded or exempted from
registration requirements. Information on this document should not be construed as

personal investment advice. Nothing on this document should be interpreted to state or
imply that past results are an indication of future performance. Past performance may
not be indicative of future results. Therefore, no current or prospective client should
assume that the future performance of any specific investment, investment strategy

(including the investments and/or investment strategies recommended and/or
purchased by adviser), or product made reference to directly or indirectly in this

communication, will be profitable or equal to corresponding indicated performance
levels. Different types of investments involve varying degrees of risk, and there can be no

assurance that any specific investment will either be suitable or profitable for a client’s
investment portfolio. No client or prospective client should assume that any information

presented and/or made available on this document serves as the receipt of, or a
substitute for, personalized individual advice from the adviser or any other investment

professional. Diversification does not protect against loss in a declining market. Under no
circumstances shall PDFP be liable for any direct, indirect, special or consequential

damages that result from the use of, or the inability to use, the information provided on
this site, even if PDFP Financial Planning or a PDFP authorized representative has been

advised of the possibility of such damages. Information contained on this site should not
be considered a solicitation to buy, an offer to sell, or a recommendation of any security
in any jurisdiction where such offer, solicitation, or recommendation would be unlawful

or unauthorized.


