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Get Your Head Straight

Your planning experience can be perfect. The financial
plan itself is another story. Plans must be designed to
deal with imperfection. Life isn’t perfect, one needs to
remain flexible. A solid financial plan also must remain
pliable as a living, breathing financial documentary that
represents your future need and wants as well as how
much risk you’re willing to take.

Emotionally, some people aren’t ready to undertake
holistic financial planning. Some may not like what
they hear. Others can be overconfident. However, even
those who are diligent savers and stay on top of their
finances most likely are overlooking an area of risk they
haven’t considered.

So, get your head straight. A financial plan can benefit
anyone whether they’re just accumulating wealth or
seeking to preserve it.

Take Stock of The Docs!

The financial planning experience starts with data
gathering along with a ‘soul search’ exercise that
includes fixed and lifestyle goals such as retirement,
saving for college or legacy planning.

Key documents to compile:

¢ Income statements

¢ Debt balances

¢ Bank and investment account summaries

e Insurance policies

e Monthly budget (if tracked)

e Estate documents (if available)

Planning Is a Partnership.

A financial planner and your family should work
together to input data, analyze goals and create an
action plan that reinforces good habits lays out steps
to mitigate risks and weaknesses.

It’s recommended that the financial planner you select
is a fiduciary (places your interests first) and is a
Certified Financial Planner Professional®.

In addition, the financial planning software a
professional utilizes should include realistic rates of
return, pragmatic inflation analysis by goal and the
ability to be easily updated for life event changes.

What Does a Completed Plan
Look Like?

Most financial plans are bound in a voluminous binder
and placed on a shelf to gather dust. A dynamic plan
should be clean, easy to interpret and available online
for updating and monitoring.

In other words, many times financial plans are static
documents that rarely get reviewed. The best financial
planning partner treats the plan as a living, breathing
diagnostic that keeps up with your changing life.

Financial Plans Aren’t Investments,
but They Include Them!

Last, unfortunately, when people think of plans, they
think of investments. After all, stocks are ‘sexy,’ plans
are ‘boring.’

Many times, financial plans act as loss leaders.
They’re churned out for free to forge a path to
commissioned products.

Remember, the goal of a plan is the plan itself!

Yes, a properly designed financial plan helps financial
partners answer questions properly backed by a
household’s money DNA. Product solutions are validated
through a holistic study of a client’s financial condition.

Think of a plan as a complete money chemistry that
identifies strengths and weaknesses. If necessary, a
qualified financial planner raises money awareness and
outlines a course correction.

Imagine if your doctor, without testing, prescribes a
statin drug. You can’t. A financial planner with a holistic
approach can’t imagine it either.
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What To Look for From an Advisor

So, you need a financial advisor, but do
you truly understand the full extent of the
benefits? Consider these concepts:

Concept One:
Financial Advisors Are NOT
Portfolio Managers.

Most consumers believe that financial advisors are
primarily investment selectors and asset managers.
While these duties are valid, they are not at the top of
an advisor’s list or priorities.

Many financial advisors outsource these duties to
third-party experts in portfolio construction, analysis,
selection, and rebalancing.

As a result, financial advisors are not usually the
primary investment experts. Certainly, they study and
understand the products available to them. However, a
financial advisor is primarily responsible for holistically
partnering with clients to understand their overall
financial health.

You’ve probably noticed that wealth specialist,
financial advisor, and financial consultant are

used interchangeably on business cards. It’s very
confusing. Ultimately, it’s up to you to ask questions to
understand a professional’s commitment to you.

And it’s so much more than just the portfolio.

Concept Two:
A Financial Advisor as
Holistic Partner.

A qualified financial advisor doesn’t provide solutions in
a vacuum. Salespeople are anxious to address financial
questions with product responses. Financial advisors,
especially those of a fiduciary nature, initiate a process
of discovery, data gathering, and lifestyle analysis.

And this journey begins with a comprehensive
financial plan.

Concept Three:
A Financial Advisor Assists with
Behavioral Rebalancing.

Portfolio rebalancing is simple compared to behavioral
rebalancing. Investors look to take on more risk to
adrenalize long-term asset allocations at the worst
possible times. A tenured financial advisor whose
experienced market cycles looks to help clients
maintain behavioral balance.

In Terry Burnham’s book Mean Markets and Lizard
Brains, the logic of averages is unavoidable when it
comes to investments. No investment class can be
above average indefinitely.

So, why take on additional risk if a financial plan
suggests a four percent return to meet your goals?

A financial advisor must recalibrate a client’s internal
risk clock, which can go awry during periods of
extreme fear or greed.

Concept Four:
For The Highest Return on Capital,
Seek Out a Financial Advisor.

According to a 2021 Fidelity Investor Insights Survey,
professional financial advice can add up to 5.1%

to portfolio returns. That’s only part of the story.
Remember, financial advice encompasses everyday
money decisions that affect the quality of your life.

Financial advisors provide ongoing guidance as part

of that responsibility: Should | buy a new car or lease?
Can we afford a trip to Hawaii? Should we cash out our
retirement account to pay off the house?

At RIA, our advisors address concerns that go beyond
stocks and bonds. We understand money is fungible,
and what’s important is the highest and best use of
your hard-earned capital.
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Concept Five:
Financial Advisor as Objective
Sounding Board.

Financial advisors address questions as distant from
the money universe as Earth is to Neptune (the farthest
planet). They are objective sounding boards on health
to marriage in the form of — “What would you do if...”

They are active listeners and connect clients to other
services and professionals outside their expertise.
We garner outside expertise that can assist clients in
meeting their needs, contributing to their overall
well-being.

Concept Six:
Financial Advisor as A Swiffer!

There are complex topics many financial professionals
avoid. Miss a Medicare enrollment period and incur a
lifetime of penalties. Claim Social Security too soon
and leave thousands of dollars on the table.

For example, the scare of Social Security going
bankrupt is mostly clickbait. Advisors who understand
guaranteed income benefits are indispensable
partners. They’re armed with information, and emotions
are not part of the equation.

Remember, a guaranteed income strategy is important
to an investment portfolio’s survivability. Lifetime
income options can help retirees adjust or reduce
portfolio withdrawal rates during market turbulence.

A proficient financial advisor keeps abreast of
legislation and helps clients prepare for changes to the
current tax code.

Unprepared advisors prefer to ignore financial ‘dust
bunnies.” Keep them under the bed.

A good financial advisor, “Swiffers’ or exposes clients
to these topics and partners with them accordingly to
make valuable decisions.

Don’t ignore financial ‘dust bunnies.” Doing so will
cost you.

Concept Seven:
A Financial Advisor’s Accumulator
and Distributor Skill Sets.

Those accumulating wealth and clients seeking income
have different needs. A financial advisor must possess
the skills to serve both.

Sure, there is overlap, but clients in the accumulation
of wealth stage can weather volatility better than
retirees who generate retirement income primarily from
variable assets such as stocks and bonds.

Per the paper, The Vital Signs of Retirement Income, by
James B. Sandidge, JD, for the Investments & Wealth
Institute®, managing the distribution of wealth is a
complex, nonlinear process governed by the laws of
Chaos Theory.

Unlike accumulating wealth, which is a linear process.
Volatility can be a friend when purchasing investments.

However, market volatility coupled with account
withdrawals can lead to a cascading investment loss
and increase the danger of running out of money
prematurely.

Clients in distribution require different allocations,
ongoing monitoring, adjustment of withdrawal rates,
and an adaptive distribution theory to navigate the
waters of investment volatility. Simultaneously, they
may need estate planning strategies to pass on
legacies to family members and charities.

Accumulators require guidance on managing household
cash flow, retirement plan contributions, college
savings vehicles, and overall insurance assessments.

Generally, financial advisors focus on accumulation
strategies. Hence, the ones who focus on the needs
of those building wealth AND clients harvesting it are
a special breed. As a result, their approach is truly
holistic and what’s required today to service a diverse
set of clients and their families.
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I Ready To Take Action?

Work With A Team That Prioritizes Process Over Hype.

If you found this guide helpful, imagine how powerful a fully integrated investment plan
could be when aligned to your personal goals, risk tolerance, and long-term objectives.
At RIA Advisors, we specialize in:

¢ Behavioral investment strategy

e Personalized portfolio construction

e Risk-adjusted financial planning

e |nstitutional-level discipline applied to individual wealth

Schedule a strategy consultation today by calling 855-742-7526 (RIA PLAN)

Or, on the website: www.riaadvisors.com

Or, contact us directly: contact@riaadvisors.com

Let’s build a strategy that protects and grows your wealth
— through every market cycle.

11750 Katy Freeway, Suite 840 Houston, TX 77079 | 281-501-1791 | Fax: 281-501-1806 | Contact@RIAAdvisors.com | www.RIAAdvisors.com

RIA Advisors LLC is a registered investment adviser and its representatives are in compliance with the current filing requirements imposed upon registered investment
advisers by those states in which Advisor maintains clients. RIA Advisors LLC may only transact business in those states in which it is registered, or qualifies for an exemption
or exclusion from registration requirements.

RIA Advisors LLC may only transact business in those states in which it is notice filed or in which it qualifies for an exemption or exclusion from notice filing requirements.
Website content is limited to the dissemination of general information regarding investment advisory services to United States residents residing in states where providing
such information is not prohibited by applicable law. Accordingly, the publication of website content should not be construed by any consumer and/or prospective client as a
solicitation to effect or attempt to effect transactions in securities or the rendering of personalized investment advice for compensation over the Internet. Users should consult
with appropriate advisors before making investment decisions.

Other Disclosures

The information in this document is based on data gathered from sources that we believe are reliable. However, we do not guarantee the accuracy or completeness of this
information. This information should not be used as the primary basis for investment decisions, nor is it advice meeting the specific investment needs of any investor.

Past performance may not be indicative of future results. Therefore, no current or prospective client should assume that future performance of any specific investment or
investment strategy (including the investments and/or investment strategies recommended or undertaken by RIA Advisors LLC) made reference to directly or indirectly by RIA
Advisors LLC in its web site, or indirectly via a link to an unaffiliated third party web site, will be profitable or equal the corresponding indicated performance level(s). 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 or prospective
client’s investment portfolio. Historical performance results for investment indices and/or categories generally do not reflect the deduction of transaction and/or custodial
charges, the deduction of an investment management fee, nor the impact of taxes, the incurrence of which would have the effect of decreasing historical performance results.

Certain portions of RIA Advisors’ web site (i.e. newsletters, articles, commentaries, etc.) may contain a discussion of, and/or provide access to, RIA Advisors LLC (and those
of other investment and non-investment professionals) positions and/or recommendations as of a specific prior date. Due to various factors, including changing market
conditions, such discussion may no longer be reflective of current position(s) and/or recommendation(s). Moreover, no client or prospective client should assume that any
such discussion serves as the receipt of, or a substitute for, personalized advice from RIA Advisors LLC.
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