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Much like your relationship with your doctor, a successful experience with your financial 
advisor will begin long before the appropriate solution is implemented.  The process 
begins with Discovery: Who you are? What are you trying to achieve in your life? How 
can your wealth and other resources enable you to achieve the goals you have identified 
for you and your family? Ultimately, how you allocate and invest the resources you’ve 
accumulated and will accumulate during your lifetime are important decisions, but those 
decisions are best made after a full “diagnosis” of your life.  
 
The idea of helping clients build financial strategies around their personal goals and 
dreams is not new. In fact, it’s been a core part of the service we provide to clients for 
many years. Numerous surveys of wealthy investors have shown that their number one 
desire in relationships with financial advisors is “having someone who knows me and my 
personal needs”. Yet, recent accusations of conflicts of interest and inappropriate 
investment recommendations in the financial services world show that investors are often 
not having this simple need fulfilled. 
 
Having an advisor who understands your goals in the context of your life is important for 
many reasons. First, a strong advisory relationship will help you solve your problems and 
reach your goals in an effective fashion, confident of your progress along the way. 
Second, this advisor will help you understand and adhere to the path that gets you to your 
ultimate objectives. Third, they will act as your guide through the inevitable twists and 
turns your life and the investment landscape take. Whether your focus is retirement, 
funding your child’s education, or having the financial flexibility to enjoy your life more, 
a good advisor will bring clarity and knowledge to the steps you need to achieve financial 
wellness. 
 
As the saying goes, “If you’ve never been asked the right questions, how do you know 
you have the right answers?” Over my next two columns, I’ll outline for you what a 
relationship with a financial advisor can look like, one that’s rooted in personal service 
centered on your needs and goals. I’ll illustrate the process that we use with clients; from 
the types of questions you should be asked, to building goal-specific investment 
strategies around the answers. My objectives are two-fold:  First, to define the service a 
good advisor will provide that will give you the ability to achieve more effective 
relationships with financial professionals. Second, to point out the obvious signs of an 
advisor that may not have your best interests at heart: financial conflicts of interest, use of 
proprietary investment products, and diagnosis and treatment of your portfolio rather than 
your life and wealth goals.  At the end of the day, the best person to provide these 
services is the financial professional that passes all these tests and makes you and your 
family comfortable and confident. 
 
 
Kevin Kennedy is president of Kevin Kennedy, LLC, a registered investment advisor firm 
in Alameda. Reach him at 510-748-1898 or Kevin@KevinKennedyLLC.com. Stocks, 
bonds, and mutual funds involve risk, including loss of principal. Past performance is no 
guarantee of future results.  
 
 


