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Welcome

In this document, we will cover important background information about
financial advisors such as:

v' Typical responsibilities
v Characteristics of the job

v Types of financial advisors

v Compensation structures

v Required career training and preparation

We will also discuss the future of this career, highlighting industry trends
and predictions. Lastly, we will provide advice on how to prepare for a
career in the financial planning industry, including recommended skills and
training, tips on gaining experience, an interview checklist, and a list of
additional resources.

This paper is not meant to be a comprehensive guide but, rather, an
overview of the financial advice field and how to prepare for a career in this
practical and rewarding role. If this introduction piques your interest, we
recommend taking a deeper dive and exploring all the benefits this career
path has to offer.
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PART I:

Introducing the Financial Advisor Career

Becoming a personal financial advisor is a rewarding career
choice in many ways. Not only is this a stable and financially
lucrative role, it is also one that has the potential to make a
positive impact on the lives of countless people. Today, the
demand for personal financial advisors is higher than ever,
and that demand is only expected to increase. According to
the Bureau of Labor Statistics (BLS), “Employment of
personal financial advisors is projected to grow 17% from
2023 to 2033, much faster than the average for all
occupations.”! At the same time, fewer people are entering
the field than in years past, as evidenced by the fact that
only 15% of financial advisors are under the age of 30.2

The need for skilled financial planners presents an
opportunity for those willing to seize it. Though becoming
a financial advisor is not for everyone, it is a career choice
that will appeal to those who are people-oriented, problem
solvers, interested in service, and strategic.

1US Bureau of Labor Statistics, 2025. https:/www.bls.gov/ooh/business-and-
financial/personal-financial-advisors.htm
2 Financial Planning Association, 2021
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What is a Financial Advisor?

Personal financial advisors have the crucial job of guiding their clients
through financial planning. Often, this type of planning is comprehensive,
taking into account the client’s unique situation and covering all the various
aspects of their financial lives. Sometimes, the financial planning is more
focused, concentrating on areas such as estate planning or retirement
planning.

The ultimate goal of a personal financial advisor is to help clients reach their
goals, whether that means paying for their kid’s college education, funding a
business venture, strategizing for their retirement years, or simply
developing a solid investment portfolio to become financially secure.

A recent US News report ranked “financial advisor” as the #2 best business
job and the #13 best overall job.3 The BLS found that, as of 2024, financial
advisors...

Have a median salary of $102,140

Typically hold a bachelor’s degree, at minimum

Hold 821,000 jobs in the United States

Are in an industry that’s expected to grow by 55,000 jobs in the
next ten years*

The CFP Board describes the career opportunities of a financial advisor
nicely: “Working in financial planning can mean finding a job at a large bank
or credit union, a nationwide wire house, or at a small independent firm.
You can develop your own niche focusing on one area of planning, move
into the academic field as a professor or researcher, or even start your own
company.’

Becoming a financial advisor opens several career opportunities, usually
provides a stable income, and offers a rewarding, people-centered role.

3 U.S. News & World Report. “Financial Advisor Overview.”
https://money.usnews.com/careers/best-jobs/financial-advisor

4 US Bureau of Labor Statistics, 2025. https:/www.bls.gov/ooh/business-and-
financial/personal-financial-advisors.htm

5 CFP Board. “Career Opportunities.” https:/www.cfp.net/why-get-certified/a-career-in-
financial-planning/what-is-financial-planning/career-opportunities
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What is Personal Financial Planning?

Personal financial planning is a multi-layered process that focuses on
helping individuals and families navigate their financial lives, from
budgeting and savings to investing and planning for retirement.

The process typically begins with the personal financial advisor analyzing
their client’s financial situation and developing a deep understanding of
their unique circumstances, limitations, and objectives. Once the financial
advisor has a comprehensive picture of the client’s situation, they can then
create a personalized plan to help them achieve their goals and obtain
financial security.

Personal financial planning is a lifetime process, with plans evolving as
clients’ circumstances change, such as career progression, marriage, having
children, or retirement.

COMPREHENSIVE ADVICE

GET THE WHOLE
PACKAGE!

INVESTMENTS
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Types of Financial Advisors

FINANCIAL ADVISOR TYPES

Financial advisor is an umbrella term, and its usage is unregulated. Because
of that, anyone can claim to be a financial advisor, even if their primary
function is making sales rather than providing advice. The following are
three distinct types of “financial advisor” roles:

Registered Investment Adviser (IA): Registered Investment Advisers
offer fiduciary investment advice and often manage client portfolios on a
fee-only basis. The US Securities and Exchange Commission defines an
investment adviser as a person or business that receives compensation for
providing investment advice or issuing reports on individual securities.

Dually Registered Financial Advisor: A dually registered financial
advisor (also known as a two-hat advisor) is registered both as a Registered
Representative (broker) of their firm’s brokerage division as well as an
Investment Adviser Representative (IAR) of their firm’s Registered
Investment Adviser (RIA) division.
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Broker: one who acts as an agent for others, as in negotiating contracts,
purchases, or sales in return for a fee or commission.

Other: Specialized Roles

In addition to the roles listed above, a personal financial advisor may
specialize in a specific area of financial planning such as estate planning,

charitable giving/philanthropy, tax planning, business succession planning,
or trusts.

BROKER/ADVISOR
INTERSECTION

INVESTMENT
ADVISOR

REPRESENTATIVES
(ADVISORS)

BROKERCHECK BY FINRA

INVESTMENT BROKER
ADVISOR REGISTERED
BY FINRA
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What is a Fiduciary Financial Advisor?

The term “fiduciary” comes from the Latin word fidere, which means trust.
The role and duties of a fiduciary financial advisor revolve around trust.
This type of financial advisor puts their client’s best interests above their

own and does everything in their power to act prudently and responsibly on
their behalf.

The two main duties of a fiduciary are the duty of loyalty and the duty of
care. The duty of loyalty requires fiduciary financial advisors to eliminate or
disclose any conflicts of interest in order to provide advice that is as bias-
free as possible. The duty of care requires the fiduciary financial advisor to
act in the client’s best interests, based on their circumstances and objectives.

EVOLUTION OF
WEALTH MANAGEMENT

FINANGIAL
INVESTMENE | P-NNER
MANAGEMENT WEALTH
CONSULTANT N ADVISOR
FINANGIAL
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Types of Financial Firms

Registered Investment Advisor (RIA) firms

RIAs employ investment advisers who offer fiduciary investment advice and
often manage client portfolios on a fee-only basis. RIA firms register with
the SEC or state regulators and are held to a fiduciary standard to act in the
best interests of their clients. The RIA industry has been growing rapidly in
recent years.

Broker-Dealer

The primary objective of broker-dealer firms is to sell investment products
like stocks, bonds, and mutual funds. They are regulated by FINRA and their
representatives often earn commissions on the products they sell, which can
create potential conflicts of interest. Broker-dealers are not held to a
fiduciary standard.

FINANCIAL ADVISOR TYPES

©2023 AdvisorSmart®
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Daily Responsibilities of a Financial Advisor

The role of a personal financial advisor is dynamic and ever-changing.
Monday might be spent meeting new clients, Tuesday might involve
crafting a financial plan for a new client, and Wednesday could involve
sitting down with a long-time client to discuss their upcoming retirement.
Additionally, financial advisors might take continuing education courses,
participate in the daily operations of their office, or teach classes or seminars
to educate individual investors.

WEALTH MANAGEMENT

INVESTMENT

FINANCIAL
PLANNING MANAGEMENT

SERVICES

SERVICES

FINANCIAL POSITION ANALYSIS INVESTMENT POLICY
INVESTMENT PLANNING ASSET ALLOCATION
FINANCIAL GOAL SETTING MANAGER RESEARCH
RETIREMENT PLANNING MANAGER SELECTION
INCOME TAX PLANNING PERFORMANCE REPORTING
ASSET + INCOME PROTECTION PORTFOLIO REBALANCING

ESTATE PLANNING
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Although a financial advisor’s schedule can vary, they do tend to typically
participate in some core activities:

Interviewing potential new clients

Meeting with clients to discuss their current circumstances and
financial goals

Developing comprehensive financial plans for clients
Recommending investments to clients

Providing educational opportunities for either clients or the general
public to learn more about personal finance, investing, or other
related topics

Building their knowledge base, in general, and their area(s) of
expertise

Answering questions about investment options and potential risks

Helping clients plan for specific circumstances, such as education or
retirement

Monitoring clients’ accounts and determining if changes are needed to
improve financial performance or to accommodate life changes, such
as getting married or having children

Developing reports to help clients understand their current financial
status and opportunities

Providing advice in a niche area of financial planning such as estate
planning, corporate tax planning, or trusts

Meeting regularly (often annually) with existing clients to review their
current financial circumstances and update their plan accordingly

12
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Characteristics of the Job

Engaging in financial planning is an appealing career choice for many
reasons. The following six characteristics are typical of this type of work:

L.

Service-Oriented: As a financial planner, you will be dedicated to
helping people make better financial decisions and improve their
lives. Your work will involve listening to clients’ financial challenges
and creating tailored plans that provide security and clarity for their
future.

Problem-Solving: Each client presents unique challenges based on
their goals, beliefs, individual circumstances, income, and expenses.
Crafting individualized financial plans means continually learning and
encountering new situations, making financial planning a stimulating
and intellectually engaging profession.

Relational: Financial planning is deeply relational. Trust is crucial,
as clients share intimate details of their financial lives. Strong
communication and interpersonal skills are essential, and the career
offers constant opportunities for growth in these areas.

Flexible: Financial planning offers significant flexibility, making it
highly compatible with family life and personal pursuits. Much of
your work can be done remotely, providing control over your
schedule, especially if you choose to start your practice. This flexibility
allows you to balance career ambitions with personal commitments,
such as family, hobbies, sports, or community service.

. Entrepreneurial: The profession also offers substantial

entrepreneurial opportunities for those interested in building a
business. If your ambition is to start your firm and create a specialty or
a niche, you can tailor your business exactly to your vision, selecting
your clients, strategies, and areas of expertise.

. Well-Compensated: Financial planning is not only personally

fulfilling but can also be financially rewarding. Established financial
planners typically enjoy high annual incomes and various revenue
streams.

13
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Skills Required

Although it can be highly rewarding to become a financial advisor—both in
a personal and financial sense—this career path is not for everyone. Certain
skills are required to become a capable, competent, and trustworthy
financial advisor. These include:

1. Interpersonal Skills

A personal financial advisor’s job centers around people. Advisors must
establish trust with clients, treat them with respect, and answer their
questions and concerns politely and competently. When a client feels
comfortable with a financial advisor, the entire process of developing a
financial plan, and adjusting it when necessary, becomes much easier.

2. Analytical and Problem-Solving Skills

To effectively develop an investment portfolio for a client, personal financial
advisors must be able to analyze a wide range of information (the client’s
assets, the client’s goals, the current market, any regulatory changes, etc.).
This might entail looking at research, interview answers, and data and

14
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translating that information into a logical, prudent plan that fits your client’s
needs.

3. Attention to Detail

When you're developing a financial portfolio for a client, a decimal point
can make a huge difference. It is essential to have a keen eye for detail so you
don’t miss the little things. This also means paying close attention to what
your clients are telling you, so you can accurately reflect their wishes and
goals.

4.. A Desire to Learn

The financial industry is constantly in flux. The markets change, new laws
are passed, and courts issue new rulings on financial matters. Given how
dynamic the industry is, it is vitally important to stay up-to-date and
maintain your desire to learn. This might mean keeping up on financial
news, taking continuing education classes, gaining additional certifications,
or simply discussing financial matters with your colleagues.

5. Adaptability and Resourcefulness

As a financial advisor, you will likely encounter new situations and
circumstances all the time. Because of this, it is important to be adaptable
and resourceful. If you do not know the answer to a question, do your
research to find it. If you are unsure of how to handle a certain client
request, ask your fellow financial advisors for advice or potentially outsource
this particular request to an expert in that particular area.

6. Discretion and Integrity

Though these are more “qualities” than “skills,” it is essential to emphasize
the importance of being discreet and honest in this role. As a financial
advisor, you will handle highly sensitive information for numerous clients,
and it is up to you to keep that information private and protected. It is also
important to be as honest and forthright as possible when making financial
recommendations or decisions on behalf of your client. If, for example, you
have a conflict of interest, it is crucial to disclose that conflict of interest
immediately.

15
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Compensation FAQs

How much is a financial planner paid?

While this figure varies wildly, the Bureau of Labor Statistics found that the
median salary of a financial advisor is $102,140.6 That number rises quite a
bit for 1) those with Certified Financial Planning designations and 2) more
experience. The CFP Board published the statistics for median
compensation of CFP® professionals for 2023:

$103,000 for those with less than 5 years’ experience
$150,000 for those with 5 to 10 years’ experience
$225,000 for those with 11 to 20 years’ experience
$325,000 for those with 20+ years’ experience’

What benefits do financial planners receive?

Financial advisors typically receive generous benefits packages from their
company. The vast majority (98% of CFPs®) have access to defined
contributions, including a 401(k) plan. The same report by the CFP Board
highlights several benefits that those with CFP® certification receive,
including:

95% have company health insurance
967 receive professional certification/designation money to cover
their dues

86% receive professional education funding

85% have access to employee-sponsored life insurance

6 US Bureau of Labor Statistics, 2025 https:/www.bls.gov/ooh/business-and-
financial/personal-financial-advisors.htm

7 CFP Board of Standards. “2024 Compensation Study.” https:/www.cfp.net/-
/media/files/cfp-board/career-and-growth/2024-cfp-compensation-study_highlights.pdf
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Some companies compensate their financial advisors as salaried employees,
while others base their compensation on a percentage of the revenue they
generate.

Some financial advisors are fee-only, while others are also compensated
with commissions and bonuses. We discuss this in more detail in the
following section.

Financial advisors may also receive a share of company profits.

FINANCIAL ADVISOR
COMPENSATION MODELS

. _COMMISSION - BASED
FEE - BASED
ASSET-BASED FEE
HOURLY FEE
FLAT FEE

INCOME BASED

FEE - ONLY ANFNE%AL NET WORTH BASED

RETAINER NEGOTIATED
FEE

INCOME BASED
MONTHLY

SUBSCRIPTION | NET WORTH BASED
FEE

NEGOTIATED
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What is Fee-Only Financial Advice?
There are three main compensation models for financial advisors:

A commission-based model
A fee + commissions model
A fee-only model

When a financial advisor is incentivized by commissions, that could
potentially result in conflicts of interest. For example, the financial advisor
may have to choose between acting in a client’s best interests or
recommending a product that will pay out a commission or bonus. Even
hybrid, dually-registered financial advisors (those who charge their clients a
fee and collect commissions) will likely have to grapple with conflicts of
interest relating to compensation.

CONFLICT OF
INTEREST ESTIMATES

INDEPENDENT RELATIVELY

LOW

REGISTERED
INVESTMENT (/
~ ADVISORY FIRMS
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Brokers and dually-registered financial advisors earn commissions and are
governed by the Financial Industry Regulatory Authority (FINRA). For years,
this regulatory body required them to follow a “suitability standard” when
recommending products to clients. This means that the products must, at
minimum, be suitable for the client, even if they are not the “best.” Though
that standard has changed somewhat with the introduction of Regulatory
Best Interest (which requires brokers to act in their clients’ best interests
when making investment recommendations), many investment advisors
believe this regulation is not strong enough to make much of an impact.

Although a fee-only compensation model does not entirely eliminate
conflicts of interest, it comes much closer than the other two models on the
list. That’s because this model involves charging the client a set fee,
regardless of which products and services are part of the client’s financial
plan. This helps the financial advisor always act in their clients’ best
interests, since they are not swayed by commissions.

“_”»

Fee-only investment adviser representatives (advisers with an “e”) are
typically employed by Registered Investment Advisor (RIA) firms, which are
usually registered with the Securities and Exchange Commission (SEC). The
SEC has a more stringent standard for RIA investment adviser
representatives, requiring them to be fiduciaries and to always act in their
client’s bests interests, even if that means putting the clients’ interests above
their own.

77% of consumers believe fee-only advisors are more ethical than
commission-based advisors.8

80% of consumers believe fee-only advisors are more ethical than
commission-based advisors.?

68% of clients working with brokers express concerns about
conflicts of interest.10

64% of clients who switch advisors do so to find a fee-only
alternative.ll

8 Journal of Financial Planning, 2020
9 Financial Planning Association, 2023
101.D. Power, 2021

1 XY Planning Network, 2021
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The average investor is interested in fee-only financial planning because
they want more objective financial advice without conflicts of interest
related to commission-based financial product sales. This approach is also
beneficial to the financial planner, since it avoids the high pressures and
pain of working for commissions on the sale of financial products. Trends
show that the demand for fee-only financial advisory firms will increase
dramatically in the coming decade.

RIAs: A Promising Choice

A Charles Schwab study found that the majority of investors prefer working
with RIAs, and that about half of RIAs believe the industry is still in its
growth phase.l2 Additionally, RIAs have seen an incredible 40% increase in
registered firms since 2016,!3 and it seems this trend will continue.

Another benefit of working at an RIA firm is personalized attention in a
close-knit environment. Since most RIA firms (92.7%) are comprised of
fewer than 100 individuals,'* these workplaces usually do not have the
impersonal, competitive atmosphere of large brokerage firms.

Most importantly, 91% of RIA clients report feeling confident in their
advisor’s recommendations.!” That, alone, is a great sign that RIA firms are
doing something right, and the public is paying attention.

“Investors are increasingly engaging investment advisers, which
continuously provide investment management advice as fiduciaries,
putting their clients’ interests ahead of their own. Over the past 6
years, over 24 million more individuals have engaged an investment
adviser for asset management — a rate of growth in the number of
individual clients of 12.87; per year and in assets managed for those
clients 0of 15.1% per year.” -Comply Press Release, 20246

12 RIA Intel. “RIA Industry Will Grow Faster Than the Market: Schwab Study.” June 2021,
www.riaintel.com.

13 Investment Adviser Association, 2022

4 Comply.com. “2024 Investment Adviser Industry Snapshot Shows Increase in Demand
for Adviser Services.” June, 2024. https:/www.comply.com/resource/2024-investment-
adviser-industry-snapshot-shows-increase-in-demand-for-adviser-services/

15 1.D. Power, 2021

16 https://www.comply.com/resource/2024-investment-adviser-industry-snapshot-shows-
increase-in-demand-for-adviser-services/
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PART 2:

Preparing for a Financial Advisor Career

To become a successful financial advisor, individuals
must possess a strong educational foundation and
comprehensive training. In this section, we will discuss
some of the norms and standards when it comes to
education, experience, and professional certifications and
designations. We will also cover how to gain real-world
experience, secure an internship, catch the attention of
an employer, and interview effectively.

©2025 AdvisorSmart®
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Education & Training

The majority of financial advisors hold bachelor’s degrees. Typically, these
degrees are in business, finance, or economics.

About 12% of financial advisors have a master’s degree.l” However a master’s
degree in a related field (think finance or business) can make you more
appealing to firms looking to hire a new financial planner.

Credentials and Designations

Having one or more relevant credentials or designations can improve your
chances of securing a job as a financial advisor.

Many financial planners pursue different designations based on the services
they would like to provide. The most recognized credential is Certified
Financial Planner, which is governed by the CFP Board. To obtain a CFP®

17 Zippia. “Finance Advisor Demographics and Statistics in the US.” January, 2025.
https:/www.zippia.com/finance-advisor-jobs/demographics/
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designation you must complete education requirements, complete the
respective experience hours, adhere to ethical standards, and pass the
exam.!8

The American College of Financial Services offers a wide range of
designations (all of which have varying requirements) including Retirement
Income Certified Professional RICP®, Chartered Financial Consultant CLU®,
Tax Planning Certified Professional TPCP™, Wealth Management Certified
professional WMCP®, and Chartered Life Underwriter CLU®.!9

How do you obtain a financial certification or designation?

Some educational institutions offer certifications or designations, but many
are awarded by specific industry groups or associations. The requirements
for gaining these accreditations vary, but they often entail taking courses,
passing exams, and/or working in the field as an apprentice. Some
designations expect membership in the association, and many require
ongoing education to stay knowledgeable and relevant in the field.

Common designations include:
Accredited Investment Fiduciary (AIF®)
Chartered Financial Analyst® (CFA®)
Chartered Financial Consultant (ChFC®)
Certified Financial Planner® (CFP®)
Certified Investment Management Analyst® (CIMA®)
Certified Public Accountant® (CPA®)

Certified Financial Planner (CFP®)

A certified financial planner is an experienced professional who has earned
their CFP® designation from the CFP Board by conducting 4,000 hours of
service and passing an exam. CFPs® provide comprehensive financial

18 CFP®, 2025
19 The American College, 2025

23
©2025 AdvisorSmart®



planning services, including retirement, investment, insurance, tax, and
estate planning. They are held to a fiduciary standard and must complete
continuous education, exams, and experience requirements.

Chartered Financial Consultant (ChFC®)

ChFCs® are similar to CFPs®, offering holistic financial planning services
with a strong emphasis on insurance and estate planning. They complete
additional coursework and often work within insurance or planning firms.

Career Prep in College
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Although obtaining certifications and designations usually waits until after
graduation, it is possible to start preparing for a career as a financial advisor
as an undergraduate student in college. Here are a few ways:
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Consider majoring in business, finance, or economics

Take relevant classes outside your major requirements, such as
leadership classes, public speaking, or accounting

Join a finance-related club such as DECA (a leadership and
entrepreneurship organization for those in finance, marketing,
etc.), Future Business Leaders of America (FBLA), an economics
club, finance club, or an investment club

Visit your on-campus career center for advice

Keep a digital folder of research on financial advising, the financial
industry, and career prospects

Reach out to finance firms and request informational interviews
(interviewing a financial advisor about their job)

Secure an internship at a financial advice firm

Attend career fairs and networking events

Enroll in financial associations as a student member

Keep in mind: it’s a good idea to use your college network to your
advantage by reaching out to recent graduates and alumni that can provide
you with crucial career advice and open doors for potential internship
opportunities. Networking is your friend in this industry, and this is
especially clear when you are just starting your career. Executive Coach
Sarah Felice says, “Networking works. 70% of candidates in an outplacement
or career coaching program achieve their next role through their network
and this has been true for decades.”?% Do not hesitate to cold call or email
financial firms that interest you, since many are eager to assist, especially if
you come across as passionate, knowledgeable, and sincere.

20 Sarah Felice. “The Power of Networking: Why 707% of Job Seekers Find Success Through
Connections.” LinkedIn, July 10, 2024. https:/www.linkedin.com/pulse/power-networking-
why-70-job-seekers-find-success-through-sarah-felice-tecfc/.
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Internships

An internship is a temporary, supervised work experience involving hands-
on work to build skills and knowledge in a specific career field. In the
financial planning sector, internships typically involve tasks like assisting
with financial analysis, researching investment opportunities, preparing
client presentations, or learning about compliance processes. Internships
can help you gain real-world experience, develop professional skills, build
your network, explore interests, and enhance your resume.

How do internships work?

Structure: Internships can be full- or part-time, lasting anywhere
from a few weeks to several months.

Mentorships: Interns often work under the guidance of
experienced professionals who provide valuable insights and
training.

Compensation: Some internships are paid, while others are
unpaid, offering experience and professional connections as
compensation.

Where to find internship opportunities:
On campus
Visit your campus career center.
Attend career fairs and networking events on campus.

Participate in relevant clubs to network with students of similar
interests. Clubs may also host events with financial planners, which
is a great way to introduce yourself and express interest in
internships.

Volunteer for a local or virtual financial planning firm. This will
allow you to obtain a better understanding of the profession.
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Online

Review job recruiting platforms such as LinkedIn, Handshake,
Indeed, Zip Recruiter etc.

Research professional organization websites, such as NAPFA, that
have sections for careers and internships.

Research firms and introduce yourself via email or a phone call.
Offer to assist them however you can.

10 Quick Tips for Your Internship Search

Start early

Network actively

Tailor your resume

Research firms

Demonstrate interest (for example, write cover letters
explaining why you're passionate about financial planning)
Leverage school resources

Prepare for interviews

Show curiosity (ask insightful questions)

. Stay organized

10.Be open to volunteer roles

o b
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Catching an Employer’s Attention

How can you separate yourself from the other candidates hoping to enter
the field of financial planning? To distinguish yourself from other entry-
level applicants, consider going beyond the basics to catch the attention of a
potential employer and land a job.

Know the industry inside and out. Learn all you can about
financial planning by reading financial news, subscribing to industry

27
©2025 AdvisorSmart®



publications, and reading columns or blogs by trusted sources. Track
your information using a cloud-based filing system.

Build key skills. First, understand which skills are useful in the
industry (see the “Skills Required” section) and start to develop them.
For example, if your interpersonal or speaking skills need work, you

might join Toastmasters to brush up on public speaking and relational
skills.

Attend relevant conferences and events. These could be held
by professional associations, networking groups, or local
finance/economics/business clubs.

Get comfortable with networking. A skilled networker is
friendly but not overbearing, asks good questions (and genuinely
listens to the answers), and has a “How can I help?” mindset instead of
“What can you give me?” Don’t forget to connect with your new
contacts on LinkedIn and follow up with a friendly note shortly after
your introduction (within a few days).

Join financial associations. Look for branches of FPA®, NAPFA
and more. These organizations provide excellent advice and provide
opportunities for continuing education and networking. Most will
have student discounts on memberships.

Seek professional accreditations and designations. We
covered various designations in the section called “Education &
Training.”

Prepare to interview. Interviewing doesn’t come naturally to
everyone. If that’s the case for you, try researching interview
techniques, review common interview questions for the industry, and
practice saying your answers out loud in front of a mirror or with a
partner. The more you practice, the more natural this will seem.
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Interview Checklist

Once you land an interview, you'll want to make sure you're the right fit for
the company. That means not only answering your interviewers’ questions
but also coming up with a list of your own. Find the right moment to ask
your questions—either asking a few at the end of your interview or asking
them ahead of time, if possible, during an informational interview. You can
also try to find as many answers to these questions as possible by closely
reading the job description or by conducting online research.

Consider asking these key questions:
Does the firm have a financial planning philosophy or mission?

Which aspects of financial planning does the company specialize in?
Would I be actively developing financial plans?

What would a typical work day look like for this position?

Would I be working directly with clients? If so, what percentage of the
job involves direct client work, as opposed to behind-the-scenes tasks?

Will I be working closely with a team or largely on my own?
What is the onboarding process like?
Are mentoring opportunities with other financial advisors available?

How is the salary structured? Would I solely have a base salary, receive
commissions, or a combination of the two?

What benefits does the company offer? Are resources available for
continuing education, such as certification training?

Is there room for career growth in the firm? What is a typical “next
role” for someone in my position?

Keep in mind, it may not be appropriate to ask every question on the list and
it’s always a good idea to tailor your questions to fit the circumstances. Don’t
be afraid to ask questions to ensure your goals, personality, and ethics match
the company.
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Glossary of Terms

1. Broker: one who acts as an agent for others, as in negotiating
contracts, purchases, or sales in return for a fee or commission.

2. Certified Financial Planner™ (CFP®): a designation awarded by the
Certified Financial Planner™ Board of Standards, Inc., (CFP Board) to
individuals who successfully complete the CFP Board’s initial exams
then continue ongoing annual education programs to sustain their
skills and certification.

3. Commission: a payment to someone who sells goods that is directly
related to the amount sold, or a system that uses such payments

4. Compensation—commission-based financial advisory firm:
commissioned-based financial advisory firms receive sales
commission compensation from the consumer based on the specific
financial products they sell to you.

5. Compensation—fee-based financial advisory firm: fee-based
financial advisory firms receive sales commission compensation from
the consumer based on the specific financial products they sell to you.

6. Compensation—fee-only financial advisory firm: fee-only firms are
compensated directly by their clients for advice, plan implementation,
and the ongoing management of assets and do not accept sales
commission compensation for their work.

7. Dual registration (dually registered financial advisor): a dually
registered financial advisor (also known as a two-hat advisor)
is registered both as a Registered Representative (broker) of their
firm’s brokerage division as well as an Investment Adviser
Representative (IAR) of their firm’s Registered Investment Adviser
(RIA) division.

8. Fiduciary: a relationship involving trust, especially with regard to the
relationship between a trustee and a beneficiary.

9. Financial plan: a document that details a person’s current financial
circumstances and their short- and long-term monetary goals. It
includes strategies to achieve those goals.
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10.Investing: the process of committing money with the expectation of
achieving a profit or material result by putting it into financial plans,
shares, or property, or by using it to develop a commercial venture.

11. Investment adviser (IA): the US Securities and Exchange
Commission defines an investment adviser as a person or business
that receives compensation for providing investment advice or issuing
reports on individual securities.

12. Registered Investment Adviser (RIA): a firm that is an investment
adviser in the United States, registered as such with the Securities and
Exchange Commission or a state’s securities agency.

Resources
Books

Finding Your Path: The Roadmap from Student to Successful Financial Planner by
Caleb Brown

Websites

Careers:

www.CareersCFP.net

www.NewPlannerRecruiting.com

Fee-Only:

www.AdviceOnlyNetwork.com

www.FeeOnlyNetwork.com

www.FlatFeeAdvisors.us

www.GarrettPlanningNetwork.com
www.NAPFA.org
www.WealthRamp.com

www.XYPlanningNetwork.com
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www.AdvisorSmart.com

www.CFP.net
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