Why Financial Planning Only AdviceOnly Advisors
Put Your Interests First

The Real Meaning of Advice-Only Financial Planning

When people start looking for a financial planner, the options can feel overwhelming. Many
advisors sell investment products, manage portfolios, or earn commissions from the funds
they recommend. But there is a different model, one that strips away the sales incentives
entirely. It is called advice-only financial planning, and it changes the relationship between you
and the person guiding your decisions.

At its simplest, advice-only means the advisor does not sell anything. No insurance policies, no
mutual funds, no managed accounts. The work is purely about creating a plan and giving
guidance. The advisor gets paid a flat fee or an hourly rate, not a percentage of assets under
management. This approach is sometimes called financial planning only adviceonly, and it
matters because it removes the hidden conflicts that can steer a plan toward products you
might not need.

How Advice-Only Differs from Commission-Based Planning

Most financial advisors operate under a model where they earn money when you buy a product
or let them manage your money. That does not automatically mean they give bad advice. Many
commission-based advisors are ethical and knowledgeable. But the structure creates a
tension. If an advisor earns more when you buy a certain type of insurance or invest in a
particular fund, their incentive is not perfectly aligned with yours. You want the best outcome
for your situation. They may want to close a sale.

With a fee-only fiduciary who offers financial planning only adviceonly, that tension disappears.
The advisor has nothing to sell. They evaluate your full financial picture, discuss your goals,
and recommend steps that serve you. If the best move is to pay off debt rather than invest,
they will say so. If you need insurance, they will tell you what kind and how much, but they will
not sell it to you. You take their advice and shop on your own, knowing the recommendation
was not influenced by a commission.

What a Typical Engagement Looks Like

If you work with an advice-only planner, the process usually starts with a deep discovery
session. The planner asks about your income, expenses, debts, savings, risk tolerance, and
long-term dreams. They look at your tax situation, your estate plans, and your insurance
coverage. From that information, they build a comprehensive plan. It might cover retirement
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projections, college funding strategies, debt payoff timelines, and tax-efficient investing
approaches.

The planner then walks you through the plan, explains the reasoning behind each
recommendation, and answers your questions. After that, you decide what to do. Some
planners offer ongoing check-ins, such as quarterly reviews or annual updates, for a retainer
fee. Others work on an hourly basis, so you call them when you need guidance. Either way, you
never sign over control of your assets. You keep your accounts at the custodian of your choice,
and you implement the trades or purchases yourself or with help from a low-cost brokerage.

What to Watch Out For

Even among fee-only advisors, there are nuances. Some charge a percentage of assets under
management. That can still be a reasonable arrangement, but it is not truly advice-only
because the advisor has an incentive to encourage you to consolidate assets with them. With a
pure advice-only model, the advisor has no ongoing financial stake in your portfolio size. They
simply provide guidance and move on.

Another thing to check is whether the advisor holds the fiduciary standard. A fiduciary is legally
required to act in your best interest. Most advice-only advisors are fiduciaries, but it is worth
confirming. You can ask directly: "Are you a fiduciary at all times?" If they hesitate or explain
exceptions, that is a red flag.

Who Benefits Most from This Model

Advice-only planning is not for everyone. People who want a hands-off experience, where
someone else manages their money and makes trades, may prefer a traditional advisor. But if
you are comfortable making your own investment decisions, or if you want to learn how to
manage your finances independently, advice-only planning can be an excellent fit.

It also works well for people with complex situations who need a second opinion. Small
business owners, people approaching retirement, those who have inherited money, and anyone
going through a life transition like divorce or the death of a spouse often benefit from objective
advice that is not tied to a product sale.

The Cost Question

Pricing varies. Some advisors charge a flat fee for a full plan, others bill by the hour, and some
offer retainer arrangements. The exact cost depends on complexity and location, but the key
point is transparency. You know exactly what you are paying before you start. There are no
hidden commissions or trailing fees buried in fund expenses.



Why the Distinction Matters More Today

The financial industry has become more complex. Products like annuities, indexed universal
life insurance, and structured notes can be hard to evaluate. A salesperson can make them
sound attractive, but an advice-only planner has no reason to push them. They evaluate each
product based on whether it genuinely solves a problem in your life.

Regulation has also evolved. The Department of Labor's fiduciary rule, though not currently in
effect, pushed the industry toward higher standards. Many firms now claim to act as
fiduciaries, but the reality can be murky when they also sell proprietary products. Advice-only
planning cuts through that confusion. You know the person on the other side of the table is not
trying to sell you anything.

How to Find a Qualified Advisor

Look for advisors who explicitly state they provide financial planning only adviceonly. Check
their credentials. The CFP (Certified Financial Planner) mark indicates they have completed a
rigorous education and exam. The NAPFA (National Association of Personal Financial
Advisors) registry is another good source for fee-only fiduciaries.

Ask potential advisors how they are compensated. If they say "fee-only," follow up with
questions about how the fee is structured. If they earn any commissions, even small ones, they
are not truly advice-only. A true advice-only advisor will have a clear, written fee schedule and
no conflicts of interest.

Finally, trust your instincts. A good advisor listens more than they talk. They ask questions
about your values and your vision for the future. They do not rush you into decisions. They
explain things in plain language and respect your pace.

The Bottom Line

Financial planning only adviceonly is a straightforward concept, but it runs against the grain of
an industry built on selling products. It puts the client's interests front and center, which is
exactly what most people want when they seek financial guidance. If you value independence,
transparency, and objective advice, this model is worth exploring. It may take a bit more effort
to find the right advisor, but the peace of mind that comes from knowing your plan is truly
yours is hard to beat.
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