
GETTING GOOD ADVICE

Critical list: Questions for advisors

Use these questions to help you evaluate an advisor’s suitability.

How will you help me develop my financial plan, 
establish my investment goals, evaluate my risk 
tolerance and determine my asset mix?

How long, on average, have you worked with the 
majority of your clients? 

If I talked to your clients, what would they say 
about you?

Do you only give advice, or can you help me 
implement my plan?

What are your areas of expertise? 

What ongoing training and education have you 
received? 

Do you, or does someone in your firm, offer special 
services (e.g., estate planning, tax counselling, 
personal portfolio management)?

Will you work together with other professionals, 
such as lawyers, accountants and insurance 
specialists, when required? 

What financial products are you licensed to sell? 

Are you limited to selling products for certain 
companies?



How are you paid? 

What is your investment philosophy? 

What kind of independent research does your 
firm do?

What information will you provide to me on your 
investment recommendations?

How often will you contact me, and what will be 
the format?

If I call you, when can I expect you to return my call? 

How often will I receive account updates? 

Can I view my account online?

Do you carry liability insurance?

GETTING GOOD ADVICE

Critical list: Questions for advisors, continued

713051.1.0    INM 17371E


	Text1: 
	Text2: 
	Text3: 
	Text4: 
	Text5: 
	Text6: 
	Text7: 
	Text8: 
	Text9: 
	Text10: 
	Text11: 
	Text12: 
	Text13: 
	Text14: 
	Text15: 
	Text16: 
	Text17: 
	Text18: 
	Text19: 
	Text20: 
	Text21: 
	Text22: 
	Text23: 
	Text24: 
	Text25: 
	Text26: 
	Text27: 
	Text28: 
	Text29: 
	Text31: 
	Text32: 
	Text33: 
	Text34: 
	Text35: 
	Text36: 
	Text37: 
	Text38: 


