
With everything going on with the economic recovery and the markets, the last thing you need right now is a 
financial advisor who doesn’t understand the “big picture” when it comes to your wealth management and financial 
planning strategies. It’s about more than just increasing the size of your portfolio when markets are good and 
managing investment risk when they’re not – and if your financial needs are not being met beyond just making 
money, it may be time to look for a new advisor. 

GETTING TO THE ROOT OF THE PROBLEM AND FIXING IT

With more and more people investing money in the 
markets these days, financial advisors have become 
increasingly aggressive and competitive in trying to 
capture your business. If you’re unhappy in your 
current relationship with your advisor, likely there’s 
more than one reason this is the case. 

Maybe you’re not comfortable with your advisor’s 
recommendations because you’re not confident in his 
or her knowledge in a particular area, or maybe you 
don’t have as much time to devote to your investments 
as you’d like. Either way, it’s important that your 
financial advisor thoroughly explains recommendations 
in a language you can understand, presents thoughts 
and ideas aligned with your goals, and recommends 
strategies that are in your best interest. 

If not, he or she may not be the right financial 
professional for you. Answering the following five 
questions may help you find an investment advisor 
who is a better fit for your circumstances, lifestyle, and 
long-term financial goals – regardless of where you are 
in your life’s journey.  

1.  HOW WELL DOES THE ADVISOR UNDERSTAND YOUR FINANCIAL AND LIFE GOALS? 

An advisor who is a financial partner will work to take into account your big picture and strive to help you stay 
on track and adjust to life as the market changes. Your advisor should take the time to listen to your vision and 
goals, ask detailed questions about your fears and concerns, and find out what matters most to you and your 
loved ones. If an advisor is more focused on beating an index than understanding your personal circumstances 
and reaching your future goals, you may want to keep looking. 

ARE YOU UNHAPPY WITH YOUR ADVISOR?
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WHY DO INVESTORS SWITCH ADVISORS?
It’s not uncommon that investors seek out different 
advisors over the course of their adult lives as their 
personal, professional, and financial circumstances 
change. According to investor studies, 60% of 
individuals have done so. 

But when the loyalty runs out and it’s time for a 
change, one study found that different age groups 
will drop a financial advisor for different reasons. 
For example, 36% of younger investors (Millennials) 
said they would switch to another advisor if their 
portfolio suffered losses over a two-year period – 
41% in this group would do the same if their advisor 
didn’t understand their risk tolerance. 

However, all age groups surveyed had one major 
reason in common for dumping their advisors. 
Nearly 66% of high-net-worth investors age 71 and 
older said they would “fire” an advisor for this 
reason. So did 65% of Boomers, 58% of Gen Xers, 
and 52% of the Millennials surveyed. What’s the 
reason? Not returning phone calls promptly.¹



2. HOW ACCESSIBLE IS THE ADVISOR? 

Getting answers to your questions in a timely fashion is important. If an advisor only communicates once a year 
via email or is not readily accessible to meet with you (and/or your spouse/partner) in person or virtually, that’s a 
red flag. Work with someone who is responsive and has an informed supporting team who can address your 
questions in the event the advisor is unavailable. 

3. WILL THE ADVISOR MEET YOUR CHANGING NEEDS OVER TIME? 

Your world is different today than it was ten years ago, and it will be different in another ten years. That is why it’s 
important that your advisor periodically reviews your investment plan and recommends updates based on changes 
in the market and in your life. It’s also helpful to work with an advisor who offers access to a broad range of 
financial services – that meet your needs today and in the future. 

4. WILL YOU RECEIVE INVESTMENT SOLUTIONS THAT MEET YOUR NEEDS? 

Some investment firms, and advisors, promote off-the-shelf investment solutions designed to accommodate the 
needs of large groups of investors. These programs may not meet your unique asset allocation and diversification 
needs. Look for an advisor who will take into account your income needs, tax situation, time horizon, risk 
tolerance, and financial goals. 

5. HOW IS THE ADVISOR COMPENSATED? 

While financial advice shouldn’t be free, an advisor should be transparent about how he or she is being paid. 
Investment professionals can be compensated in a variety of ways, including commission on each transaction or 
agreed upon fees. When looking for a new advisor, don’t hesitate to ask questions about his or her investment 
strategies, how they play into getting results for your investments, and what services you receive for what you pay 
in commissions or fees. For example, will your advisor be able to provide comprehensive wealth management 
beyond investment advice, e.g., banking, trust, and wealth planning services? Keep in mind an objective advisor 
will make decisions based on your financial needs, not theirs. 

WE’RE HERE TO HELP YOU SEE THE ‘BIG PICTURE’

At the end of the day, you should feel confident that you have selected a capable, knowledgeable advisor who will 
team up with you to help identify your goals, create an investment plan, and manage your financial affairs. Your 
relationship should be based on a clear understanding of applicable fees and the scope of consolidated services such 
as estate planning, tax planning, accounting, trust and estate administration, and private banking services.

Finally, you’ll want to benefit from the collaboration of professional specialists, including a portfolio manager and 
personal administrator, to guide you through the numerous ways you can achieve your financial objectives and 
empower you to make educated financial decisions based on your unique personal and financial circumstances. For 
more information, contact Commerce Trust Company today.

 

 



¹Spectrem Group Research Study, “It’s About More Than Money: Why Investors Switch Advisors,” https://spectrem.com/Content/more-than-money.aspx, accessed June 
30, 2021.
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