What Should People Look For in an Advisor?
By Ryan Craner

A few months ago, [ was invited to travel
to another state and attend a national
gathering of leading financial advisors.
During the conference, I remember
thinking to myself, “We’ve just been
through the worst recession in a gen-
eration. There are so many Americans
out there who are scared, confused and
unsure what to do and who to trust. What
makes for a great financial advisor in
these troubled times?” I began listing out
the qualifications I believed to be essen-
tial—principles I have tried to follow in
my own financial practice, with each of
my clients. I looked around the room and
wondered, “How many of these leading
advisors know about these key principles
and follow them?”

You may have extended family, co-work-
ers and friends who are a little confused
and unsure about their retirement and
financial security, and how current and
future economic conditions could affect
them. Many are likely unsure about who
they can turn to for reliable and trust-
worthy advice. Let me share with you my

tives and strategies are thoroughly
explored in a written plan, there may be
specific investment solutions that fitas a
part of that plan. However, an effective
advisor must have the independence to
go out and find the very best investment
solutions from a wide variety of sources.

If an advisor is tied to one particular
investment, insurance or annuity com-
pany, he or she will be seriously limited
in the number of solutions they can offer.
Also, it’s not unusual for a particular
company or firm to place a high priority
on generating sales commissions, which
is rarely in the best interest of the client.

Stick to a Strategy—In these volatile
times, some investment advisors may
panic and be tempted to start jumping
from one investment to another in hopes
of finding the magic “home run.”

An effective advisor remains calm
and sticks to a sound, intelligent, care-
fully crafted strategy while others are
reactively jumping from one thing to
the next.

‘A true advisor must thoroughly explore all of your goals
and objectives, and then create a written plan that provides
sound strategies and solutions...”

5 Principles for Choosing a Financial
Advisor. 1 hope you can share these prin-
ciples with others and who might find
them helpful in these uncertain times.

A Written Strategic Plan—A true
advisor must thoroughly explore all of
your goals and objectives, and then cre-
ate a written plan that provides sound
strategies and solutions to help you get
as close to your “ideal” as possible. The
focus of this plan must NOT be on the
sale of commission-generating invest-
ment, insurance or annuity products.

Independence—Once all goals, objec-

Not a “Yes-Man”—When times are
tough, many advisors worry about losing
their clients. This fear may lead some
advisors to question whether they should
be bold and proactive with their clients,
or simply “tell them what they want to
hear.”” An effective advisor must have
confidence, courage and truly care about
his clients by telling them the truth and
guiding them to do what is best—not
necessarily what is easy or popular.

Always Communicating—When things
are going well, it’s easy for an advisor to
be the “bearer of good news” and stay

in contact with clients. However, during
this recessionary period, advisors may
be tempted to “stay out of the spotlight”
and keep client contact to a minimum.
However, a truly effective advisor main-
tains or even increases communication
with clients in difficult times. “Straight
talk,” accurate information, and clear,
courageous advice and recommenda-
tions are his priority.

If you know someone close to retirement,
or already retired who is unsure about
what to do financially, and doesn’t know
who to trust for sound advice, pass on
these five principles. And let them know
they can call on me anytime for advice
and help.
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