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Working with a Financial Advisor
The world of 50 years ago was a lot different than it is today. An individual often worked at the same job all his or her adult life,
lived in the same house, and stayed married to the same spouse. In those days, too, one spouse could support a family, paying
for college ordinarily didn't require taking out a second mortgage, and people could look forward to retiring on Social Security and
possibly a company pension.
Today, your hopes and dreams are no different. Like most people, you probably want to buy a home, put your children through
college, and retire with a comfortable income. But the world has become a more complex place, especially when it comes to your
finances. You may already be working with financial professionals--an accountant or estate planner, for example--each of whom
advises you in a specific area. But if you would like a comprehensive financial plan to help you secure your future, you may benefit
from the expertise of a financial advisor.

Services a financial advisor may provide
Even if you feel competent enough to develop a plan of your own, a financial advisor can act as a sounding board for your ideas
and help you focus on your goals, using his or her broad knowledge of areas such as estate planning and investments.
Specifically, a financial advisor may help you:
• Set financial goals
• Determine the state of your current financial affairs by reviewing your income, assets, and liabilities, evaluating your
insurance coverage and your investment portfolio, assessing your tax obligations, and examining your estate plan
• Develop a plan to help meet your financial goals which addresses your current financial weaknesses and builds on your
financial strengths
• Make recommendations about specific products and services (many advisors are qualified to sell a range of financial
products)
• Monitor your plan and periodically evaluate its progress
• Adjust your plan to help meet your changing financial goals and to accommodate changing investment markets or tax laws

Some misconceptions about financial advisors
Maybe you have reservations about consulting a financial advisor because you're uncertain about what to expect. Here are some
common misconceptions about financial advisors, and the truth behind them:
• Most people don't need financial advisors--While it's true that you may have the knowledge and ability to manage your own
finances, the financial world grows more intricate every day. A qualified financial advisor has the expertise to help you
navigate a steady path towards your financial goals.
• All financial advisors are the same--Financial advisors are not covered by uniform state or federal regulations, so there can
be a considerable disparity in their qualifications and business practices. Some may specialize in one area such as
investment planning, while others may sell a specific range of products, such as insurance. A qualified financial advisor
generally looks at your finances as an interrelated whole, and can help you with many of your financial needs.
• Financial advisors serve only the wealthy--Some advisors do only take on clients with a minimum amount of assets to invest.
Many, however, only require that their clients have at least some discretionary income.
• Financial advisors are only interested in comprehensive plans--Financial advisors generally prefer to offer advice within the
context of a client's current situation and overall financial goals. But financial advisors frequently help clients with specific
matters such as rolling over a retirement account or developing a realistic budget.
• Financial planners aren't worth the expense--Like other professionals, financial advisors receive compensation for their
services, and it's important for you to understand how they're paid. But a good financial advisor may help you save and earn
more than you'll pay in fees.

How are financial advisors compensated?
When it comes to compensation, advisors fall into four categories:
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• Salary based--You pay the company for which the advisor works, and the company pays its advisors a salary
• Fee based--You pay a fee based on an hourly rate (for specific advice or a financial plan), or based on a percentage of your
assets and/or income
• Commission based--The advisor receives a commission from a third party for any products you may purchase
• Commission and fee based--The advisor receives both commissions and fees
You'll need to decide which type of compensation structure works best for you, based on your own personal circumstances.

When is it time to consult a financial advisor?
In many cases, a specific life event or a perceived need may prompt you to seek professional financial planning guidance. Such
events or needs might include:
• Getting married or divorced
• Having a baby or adopting a child
• Paying for your child's college education
• Buying or selling a family business
• Changing jobs or careers
• Planning for your retirement
• Developing an estate plan
• Coping with the death of your spouse
• Receiving an inheritance or a financial windfall
In these situations, a financial professional can help you make objective, rather than emotional, decisions.
However, you don't have to wait until an event occurs before you consult a financial advisor. A financial advisor can help you
develop an overall strategy for approaching your financial goals that not only anticipates what you'll need to do to reach them, but
that remains flexible enough to accommodate your evolving financial needs.
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This information, developed by an independent third party, has been obtained from sources considered to
be reliable, but Raymond James Financial Services, Inc. does not guarantee that the foregoing material is
accurate or complete. This information is not a complete summary or statement of all available data
necessary for making an investment decision and does not constitute a recommendation. The information
contained in this report does not purport to be a complete description of the securities, markets, or
developments referred to in this material. This information is not intended as a solicitation or an offer to buy
or sell any security referred to herein. Investments mentioned may not be suitable for all investors. The
material is general in nature. Past performance may not be indicative of future results. Raymond James
Financial Services, Inc. does not provide advice on tax, legal or mortgage issues. These matters should be
discussed with the appropriate professional.
Securities offered through Raymond James Financial Services, Inc., member FINRA/SIPC, an independent
broker/dealer, and are not insured by FDIC, NCUA or any other government agency, are not deposits or
obligations of the financial institution, are not guaranteed by the financial institution, and are subject to risks,
including the possible loss of principal.
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