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You're Considering Working with a
Financial Advisor

But not only are you not sure how to find a good advisor, you
don't even know if you want to work an advisor to begin with!

If that's you you're in the right place. Once you finish this quick
guestionnaire you will be much closer to a sensible financial
choice.

There are 5 simple 1-10 scale questions. No one is trying to be
tricky here. Answer these and you'll gain greater clarity.

You'll have an idea of where to start and what type of
professional to seek out (which will put you ahead of most
people who get referred by their Aunt Bunny to someone who
Is not a good fit for you.

"Pre-Workout"

Before we jump in, | would recommend you conduct a values
conversation and goal conversation with a skilled listener.
When you know what's important to you, it's easier to match
yourself to an appropriate professional.



The easiest way to do this is to refer to Bill Bachrach's "Values
based Financial Planning" book and go through the chapters n
the value conversation (What's important about money to you)
and the goals conversation.

If this book is not available to you, call me and I'll send you a
copy (888.278.9433). The alternative is to spend some time
thinking about what's important to you and fleshing that out and
then going through your goals while being very detailed as to
goal date, amount of money needed for goal and what
achieving it would mean to you.

Now that we've covered that, lets go
through the 5 Questions...



5 Questions to Ask

1. How Well Do you Play with Others?

There are three main client
types:

1. Do-it-yourselfer (DI1Y)
2. Collaborator
e 3. Delegator

The Do-It-Yourselfer has a motto - why pay anyone to do something he can
do for himself? He prefers to do his own stock research, read up online on
insurance types and study Morningstar for mutual fund offerings.
Sometimes, this type is unaware of the full scope involved in financial
planning (not just stock picking) but sometimes the DIY'er is an experienced
planner.

The collaborator likes to work with professionals but make the final
decisions for herself. An example would be someone who researches and
buys his own insurance but hires a licensed insurance advisor and pays
him a fee to review her top 3 choices and make a recommendation.

The Delegator is the opposite of the DIY'er. The delegator says why do
something myself that | can pay someone else to do for me (values time
more than money). The delegator is not naive - she knows that she has
limited time and focuses her working time on what she does best, while
preserving her out of work hours on those tasks that she can not delegate.
Things like:



Personal fithess and health
Time with family/kids
Charitable work

Hobbies and sports

2. Scope of Services

This part goes hand in hand with question one. Do you feel you simply
need a specialist in one area (such as taxes or IRAs or do you prefer to
work with someone who takes your entire financial pciture into account
when making planning recommendations?



3. Long Term or a "Fling?"

Some people prefer a short term consultation or product fix and others
want an advisory relationship that lasts a long time. Short term could mean
someone helping you buy a long term care insurance policy; long term
might mean an advisor that meets with you 2-4 times per year continuously
for example.

4. Compensation Preferences

Compensation in the financial industry comes in many shapes and sizes.
However we can break them down into some easy to sort large categories
that breakdown largely between product compensation and fees:

e Commissions on the sale of insurance products, mutual funds and
annuities (often a large one time charge).

e Commissions on stock and bond trades - smaller, sometimes frequent
Ccosts.

e Trail commissions - renewal commissions paid to agents each year that
you renew your various insurance policies or keep that annuity.

» Fees based on a percentage of your assets or net worth (industry
averages hover around 1-1.2% per year) for continuous plan and/or
account management.

e Hourly consulting and flat retainer fees for services performed and/or
continuous financial plan management.



5. What's iIn a Name?

Some folks prefer to work with a very large company because they prefer the
"stability" and reputation of a larger firm. They also prefer the resources that
these firms make available to their clients. Especially their heavy hitters.

Others prefer to work with smaller firms due to the higher personal
attention, the customization and the privacy because usually, small
firms do not have large affiliates to share their clients personal

information with.



The Results!

If you scored a 5, then it's very easy, you should consider doing your own
planning work, and using professionals from large firms purely as resources
to back up your personal decisions. You may choose to let them earn
commissions from you, or pay them hourly. Or you may direct your brokerage
trades to them in exchange for their research.

if you scored a 50, you should consider delegating your money matters for
long term comprehensive financial planning to a small, quality financial
planning firm and paying them a flat annual fee.

Finding A Professional Who Feels
the Same

The final important part of this analysis is them finding a financial professional
who wants to work with you in the way that you want to be worked with. And
now that you've gone through these 5 exercises, you can go to anyone in the
financial field and say something like this:



The advisor will probably answer (after picking herself up off the floor as | bet
no client has ever approached her in such an informed manner) whether you'd
be a good fit or not. The advisor should have an ideal client profile and ideally
you should match 75%-+ of that. if the advisor strikes you as someone who
would take anyone as a client, then you should run away. Your goal should be
finding a good FIT.

Focus is always more helpful and focus makes the advisor much better
gualified to serve you if you fit her profile.

Where We Fit - an Example

As you can probably guess, | have an idea client profile. Otherwise, writng this
would make me quite the hypocrite! Our ICP can be found on the next page. |
hope this helps you clarify my above points on advisor "fit":



Chris Grande's Ideal Client Profile

Able to Enjoy Simplicity: Our clients enjoy the simplicity and freedom that
comes from having all of their financial affairs under the watchful eye of a
single comprehensive advisor with a simple fee structure.

Realistic,and Able to Handle the Truth: Our clients want to hear the truth
from us regarding their financial situation no matter what. Our clients are also
realistic, and do not watch or listen to *insert favorite media channel here* all
day nor do they let market swings affect their long term goal planning.

Optimistic and Simply Awesome: Our clients are often the linchpin for their
families and communities; they are serious and committed about their desire
to accomplish their goals, both for themselves and the people they care about.
And they realize that achieving those goals requires both money and planning.
Note: | consider most of my clients as good friends and | learn from them as
much if not more than they learn from me.

Grateful for Our Work Together: Our clients appreciate advice and
guidance. Due to the high level of client interaction and attention, we are most
financially appropriate for clients with a net worth over $1M or those who will
be there within 5 years.

Focused on What is Important: Our community of clients values our
relationship. And they are wise stewards of the their most valuable asset:
Time. By delegating their financial affairs to us, they can focus their valuable
time and energy on the things in life that are more important to them than
money - the things that CAN NOT be delegated.

“We help you clarify, design and execute a brilliant financial strategy so
that you can accomplish your goals and Live Your Higher Purpose.



| Want to help You

Yeah right you're probably thinking. Why would this guy want to help me?

If you're thinking that, you're normal. But let me lay it straight for you. You
know my ideal client profile (I just shared it above). And since | only work
long term with DELEGATORS who fit that profile (and | am limiting that
number to 75-80) | know there is at least an 80% chance that you and |
are not a good fit.

Therefore, 80% of you will know | have no ulterior motive. | want to help
you go through the five questions, and help you determine the best way to
work with people in my industry. | want to be one of the good guys in
finance. The type that helps without looking out for number one all the
time.

My hope is that if | help enough people, I will be taken care of because |
do believe what goes around comes around. And | do believe that God
helps out those doing good deeds. So there is some selfishness in this
but overall | want to you make smart financial choices and succeed. Let
me help you. So drop me a direct email:

chris@walnuthilladvisorsllc.com
or call my mobile:

650-209-6473. And let me help you get some financial PEACE. By the
way, if you fit my profile, email me! We could be a great fit!

Thanks for reading.

Chris Grande, MSIM, RMA
Principal

Walnut Hill Advisors, LLC
www.PlanWithChris.com



Disclosures

This outline was written by Christopher Grande, MSIM, RMA® who is Principal of Walnut Hill Advisors, LLC, a

registered investment adviser ("RIA" in industry lingo) offering advisory services in the State of Massachusetts

and in other jurisdictions where exempted. RMA® is a registered trademark of the Retirement Income Industry
Association. More information on RMA® and RIIA at www.rii-usa.org.

Content

All written content on this outline is for information purposes only. Opinions expressed herein are solely those
of Chris Grande, unless otherwise specifically cited. Material presented is believed to be from reliable sources
and no representations are made by our firm as to another parties’ informational accuracy or completeness.
All information or ideas provided should be discussed in detail with an advisor, accountant or legal counsel
prior to implementation.

Registration Information

Advisory services are offered through Walnut Hill Advisors, LLC, an investment advisor firm registered and
domiciled in the State of Massachusetts. The presence of this document on the Internet shall not be directly or
indirectly interpreted as a solicitation of investment advisory services to persons of another jurisdiction unless
otherwise permitted by statute.

Follow-up or individualized responses to consumers in a particular state by our firm in the rendering of
personalized investment advice for compensation shall not be made without our first complying with regulatory
requirements if applicable.

Plain Sense Exhortation

Much of what is discussed on this outline and on our corporate site www.walnuthilladvisorsllic.com, is generic in
nature and should not necessarily be taken as advice specific to you. Please have the sense to consult an
advisor, attorney, CPA etc before you execute any financial, legal or tax decisions - especially if you don't know
what you are doing. It just makes sense to consult an expert first, doesn't it?

Thanks for stopping by!

For information concerning the status or disciplinary history of an investment advisor, or their representatives, a
consumer should contact their state securities administrator or the SEC. Walnut Hill Advisors, LLC CRD
number is 152729. For the latest ADV2A Advisor Brochure from Walnut Hill Advisors, go to the corporate site
or call 888.278.9433.



