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Questions for Advisors to Ask

During a class I was teaching recently, some advisors and I discussed client questionnaires. I
explained that I don’t like to use the typical, multi-page fact-finders most companies put out. I
prefer to use a legal pad and just have a conversation in which I uncover what I need to know to
help the client. Obviously, some experience is necessary before using this approach, so you know
what information to gather. Clarifying and follow-up questions will also be needed to get enough
information.

I am frequently asked what we use for a risk tolerance questionnaire, and my short answer is always
that we don’t use risk tolerance questionnaires because I am not sure the questions on the
instruments gauge risk tolerance appropriately. Acceptance of risk in some areas doesn’t necessarily
imply acceptance of it in other areas. Client answers are also inherently unstable: people answer the
questions differently depending on their current mood and outlook. Did your clients have the same
risk tolerance in 2003 that they had in 1999? Probably not, and their risk tolerance is not exactly the
right question.

I would like to dilate on that last point for a moment. I don’t believe people have “risk tolerance” in
a vacuum. It isn’t a statistic like height or cholesterol level. Some might prefer to take no risk, but
if that means never being able to stop working or living in penury, they may be perfectly willing to
accept additional risk.

Because the quality of a financial advisor is related to the quality of the questions he/she asks, I have
attempted to capture some of the best questions I have run across or thought of. On the following
page are the questions I have collected over the years, I hope you find them useful as well. I don’t
deserve credit for most of them.
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Financial Plannin uestions

Opening Questions:

How are you today?

How long do you have?

What do you want to get out of today’s meeting?
Do you mind if I take notes?

Tell me about:

Yourself

Your family (parents & children also)

Your career

How you both met (if couple)

Your life growing up

How you got where you are today

How you see your life in your 60’s, 70’s, and 80’s
Your estate planning

Your insurance

Your assets

Your liabilities

Other financial professionals you work with

Tell me about your goals:

During the rest of your life, what do you #zeed to do?

During the rest of your life, what do you want to do?

During the rest of your life, what do you need to #ndo?

Three years from now when you look back over those three years, what has to have
happened in your life, both personally and professionally, for you to feel happy with your
progress?

What is your life’s purpose?

To what degree do you feel confident you will reach your financial goals?

Do you have any specific charitable goals?

What are you concerned about?

Closing questions:

What would you like me to do?
Is there anything else I should know?

Defining True Wealth (credit to Roy Diliberto):

I define success in my working life as:
I define success in my family life as:

I define success in my financial life as:
I define balance in my life as:

I hope to be remembered someday as:
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Interior Questions (credit to Roy Diliberto):

Tell me about your family when you were growing up.

Was money discussed at the dinner table?

What messages, direct or indirect, did you receive from your mother regarding money?
What messages, direct or indirect, did you receive from your father regarding money?
Describe your parent’s financial history.

What financial values and/or discussions with your parents continue to affect you today?
What is your first memory of money?

What was learned from that experience?

Describe a painful memory about money.

Describe a joyful memory about money.

Describe your work history.

What are some of the financial decisions you made in the past that you regret?

What are some of the best financial decisions you have made?

What are your major beliefs about money?

What are your positive feelings about money?

What are some of your negative feelings about money?

What do you do to deal with those feelings?

How satisfied are you with the way you are dealing with those feelings?

What does financial independence mean to you?

How do you feel about passing assets to heirs?

What part does philanthropy and charitable giving play in your value system?

What would be a desired outcome over the course of these initial meetings?

During our review three years from now, what will need to have happened between now and
then for you to feel satisfied with your progress?

The Vision (credit to George Kinder):

I want you to imagine that you are financially secure, that you have enough money to take
care of your needs, now and in the future. How would you live your life? What would you
do with the money? Would you change anything? Let yourself go. Don't hold back your
dreams. Describe a life that is complete, that is richly yours.

This time you visit your doctor who tells you that you have five to ten years left to live. The
good part is that you won't ever feel sick. The bad news is that you will have no notice of the
moment of your death. What will you do in the time you have remaining to live? Will you
change your life? How will you do it?

This time your doctor shocks you with the news that you have only one day left to live.
Notice what feelings arise as you confront your very real mortality. Ask yourself: What
dreams will be left unfulfilled? What do I wish I had finished or had been? What do I wish I
had done? What did I miss?
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Financial Background and Attitudes:
¢ Did your father handle money well? Your mother?
e What was your father's view of debt and savings? Your mother’s?
e What was your mothet's view of debt and savings?
e What was the best thing your father taught you about money or finances?
e What was the best thing your mother taught you about money or finances?
e What was the worst thing your father taught you about money or finances?
e What was the worst thing your mother taught you about money or finances?
e How has the way your parents handled money affected you and how you handle money
¢ Do you have a budget?
e Do you track it monthly?
e s your current salary enough to cover your budget and expenses?
e Do you currently have debts that you are concerned about?
e What is your view on credit cards?

Notes:

The analysis in this report has been prepared by David E. Hultstrom, MBA, CFP©, CFA®. Mr. Hultstrom is the
president of Financial Architects, LLC, a financial planning and wealth management firm. Questions or
comments are welcome. He may be reached at (770) 517-8160 or David@FinancialArchitectsLLC.com.

Reasonable care has been taken to assure the accuracy of the data contained herein and comments are
objectively stated and are based on facts gathered in good faith. We disclaim responsibility, financial or
otherwise, for the accuracy or completeness of this report. Opinions expressed in these reports may change
without prior notice and we are under no obligation to update the information to reflect changes after the
publication date. Nothing contained in this material is intended to constitute legal, tax, securities, or investment
advice, nor an opinion regarding the appropriateness of any investment, nor a solicitation of any type. The
general information contained in this publication should not be acted upon without obtaining specific legal, tax,
and investment advice from a licensed professional. Past performance is no guarantee of future results. This is
not an offer, solicitation, or recommendation to purchase any security or the services of any organization.
Forecasting represents predictions of market prices and/or volume patterns utilizing varying analytical data. It
is not representative of a projection of the stock market, or of any specific investment. The foregoing represents
the thoughts and opinions of Financial Architects, LLC, a registered investment advisor. Your mileage may vary.

This report was originally written in February, 2006 and was last reviewed/updated in February, 2010.

© Financial Architects, LLC
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