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The relationship that clients have with their Financial Planners are very important. One, that in some cases, 
last a lifetime. They are the people we trust enough to help us make the right decisions for our financial 
future, so they need to be a good match with you. They also need to be properly educated and prepared to 
help you and your families unique needs.

We have created this interview guide so that you can gather the proper information about your prospective 
financial planner when you meet them for the first time or even if discussing the relationship you have with 
your current Financial Planner.

This is meant to be only a guide line for questions. Feel free to use as many or as few as you wish. The real 
benefit will come from the conversation you have with your advisor and how comfortable you feel hearing 
them answer these questions. That, along with your “gut”, will most likely lead to a long lasting and mutually 
beneficial relationship.

ExpEriEncE
1.  How many years have you been providing financial 

planning?
2.  How many clients do you personally service?
3.  Do you have any areas specialty of financial planning? if 

so, what are they?
4.  Have you always worked with this company / firm / 

partner? If not, give me an idea of your career path so 
far?

EducaTion
1.  What professional designations do you hold?
2.  Are you working towards any other designations?
3.  How do you keep up on the changing financial 

environment?
4.  How many Continuing Education (C.E.) credits do you 

require each year?
5.  Where do you get the C.E. Credits each year?

pErsonal
1.   When do you plan on retiring?
2.  What would happen to your clients upon your death? 

Retirement? Disability?
3.  What kind of hobbies do you have? What do you do in 

your spare time?
4.  How are you personal financial planning goals coming 

along?
5.  Why did you get into the field of financial planning?

sErvicE
1.  How often do you meet with clients?
2.  What can I expect from you at those meetings?
3.  How often do you update the engagement letter with 

clients?
4.  What fees do you charge for planning?
5.  Do you charge fees to invest through you? if so, explain 

what and how they work?
6.  Can you give me an example of a time you gave a client 

excellent service?
7.  Can you give me an example of a time you gave a client 

poor service and what you did to make it right?
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