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FIDUCIARY RULE 

The Department of Labor (DOL) recently released new regulations on how financial advice is given 

to ALL retirement plans, including IRAs, and it is shaking up the financial world. You will most  

likely hear a lot of howling from large financial institutions on how this will impact the small     

saver.  

These new fiduciary rules only apply to retirement accounts because the government realizes that 

its citizens are not adequately prepared for retirement and that this money should be handled 

with care.  Having excessive fees can drain the value of the account. Money that investors have 

outside of retirement accounts is not subject to the same fiduciary rules. 

Most people know that the person delivering advice makes money somehow delivering that ad-

vice. No one works for free (well, except moms but that is another story). When someone opens 

an account at a bank or financial institution, someone somewhere is earning something for that. 

At a bank, they make their money on the difference between what they give the saver (Interest 

on a savings account or CD) and the interest they charge someone lend them money for a home, 

car, or business. At an investment firm it may be in the form of a commission or advisory fee. 

What isn’t so clear to people is when the advice given has an inherent conflict of interest. For   

example; let’s say you are buying a car and decide it is too confusing so you go to a car specialist 

who charges a nominal fee for helping you determine which car would be best for your family 

needs. The car specialist explains they get a referral fee from the ultimate car company you      

purchase from. Sounds great. After their needs analysis, they tell you to buy a Chevy. Perfect. 

What you may not know, is that the car specialist was paid twice the referral fee from Chevy than 

if they had referred you to Ford or Mazda. Was their advice truly in YOUR best interest or THEIR 

best interest. Of course, if you have walked into a Chevy dealership, you KNOW they are only   

going to recommend Chevys. They are biased toward Chevy’s but you as the consumer knew that 

going in. You wouldn’t expect the Chevy dealer to recommend a Ford. But you would have an    

expectation of unbiased advice from the Car Specialist. 

This has been what has been going on in the financial industry for years and the DOL is trying to 

shine some light on the biased deals that are going on. It can get pretty complicated so I won’t 

bore you with the details. Many financial advisors, even ones that work for large firms, try their 

best to provide good advice for their clients but there are some bad players out there and I hope 

that the new regulation will help drive them out of business, allowing good advisors to shine. 

Under the new rules, anyone giving ANY advice regarding a retirement account will be a fiduciary 

to that account and can be held accountable for that advice. In addition, the advisor cannot      

receive unreasonable compensation for that advice.  
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The advisor is allowed to receive reasonable compensation for their services but they cannot    

receive variable compensation for advice. In other words, if they recommend a product such as an  

annuity with a hefty upfront commission instead of a lower cost advisory program they could   

potentially be in violation of the new DOL rules. And sometimes, doing NOTHING is the right     

advice. 

There will be a lot of legal review of this new regulation in the coming weeks as firms decide how 

to proceed. Be assured, that you will be signing new documentation to continue working with 

your financial advisor and while the DOL was hoping to make things clearer for the average       

investor, I can imagine that the new forms will have so much legalese in them, that the consumer 

won’t bother reading it. Sort of like when we hit “Accept” on the iTunes policy. Apple could be 

asking for my first born child and I wouldn’t know it. I suggest you make an extra effort to read 

and understand any document put in front of you concerning your retirement accounts. 

FIDUCIARY RULE 
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FAQS 

How much should I pay for financial planning services? 
 

If you just need a one-time plan, you can expect to pay anywhere from $500-$5,000 depending on 

the scope of work. If you are just starting out, it will probably be simple but if you are selling a 

business or establishing a complicated estate plan it will cost more. Hourly fees generally range 

from $125 - $300 an hour. 

If you need ongoing financial advice and investment management, the fees are typically based on 

how much the advisor will be managing and will generally range from as high as 2.0% on down, 

but typically fees will be around 1%, going lower with the more money the advisor manages for 

you. Make sure you are clear what you are getting for that fee. I can’t tell you how many times a 

person has not calculated how much the advisor was making off their investments. Recently, I 

showed a person I was doing a fee only plan on, that their investment advisor, who was also their 

neighbor, was making $9,000 a year on their investments. “No wonder he can afford that new 

car!” exclaimed the wife. I had them renegotiate the fee with the advisor and saved them several  

thousand dollars a year, in fees.  
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FAQS 

How do I know if I am being taken advantage of? 
 

First, understand that an advisor needs to make a living. Financial advisors have to get licenses,              

credentials, and spend a lot of time staying abreast of changes in the market and tax laws. Ask the 

advisor, how they are compensated. If they hem and haw when asked about compensation, you 

should move on. An ethical advisor will have no problem sharing with you their fee schedule. 

If the advisor says not worry about it. That there are no fees, or that the product company pays 

them a fee and you shouldn’t worry about- keep moving on. 

If the advisor clearly shares with you their fee schedule, their service plan, and you feel comforta-

ble with them, you may have found your new financial advisor. 
 

How do you find an unbiased advisor? 
 

A good place to start is to interview several advisors so you can get a flavor for how they work 

and how they are compensated. Advisory fees should be disclosed in FORM ADV which should be 

given to your directly, or it may be on the advisor’s website or you can go to sec.gov and look it 

up. It is all public information.  

Ask what their service plan is; how often will they meet face to face with you? Will they be     

managing your money on an ongoing basis or do they just do a one-time planning fee and you are 

left to implement the plan? Do they offer a client portal, an online website where you can see 

your information? How will you work together be measured for success? 

Call The Athena Financial Group for a complimentary,                  

no-obligation consultation to see if we are a good fit for you! 
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Your financial circumstances are  
complex. Making or avoiding a 
move in one area may impact 
your goal to retire comfortably or 
leave assets to others. 

CONSUMER AWARENESS TOOL 

Comprehensive Financial Advisor Checklist  
A comprehensive financial advisor works with you to identify your long term goals, analyze your current situation, make   

prudent recommendations and support you along the way. How do you find out if an advisor provides comprehensive      

financial planning services and is able to deliver prudent recommendations? With growth of the industry and the             

loose-usage of terms like comprehensive financial planning, Fee-Only and financial advisor, we want to help. 

Use the checklist below to screen financial advisors. It will help you identify a prospective advisor’s abilities and                 

competencies.  

Comprehensive Services Offered: 

     YES         NO  

Goal setting 

Cash budgeting/management 

Tax Planning 

Investment review/planning 

Education funding 

Retirement planning 

Estate planning 

Insurance needs 

Compensation: 

     YES         NO  

Fee Only 

Commission Based 

Fee-Based 

Fee Offset 

Method of providing services: 

     YES         NO  

Provide a Written Analysis 

Provide Recommendations 

Provide Implementation 

Provide Ongoing Advice 

Experience: 

How long has the advisor provided services? ____ 

Educational Background: 

     YES         NO  

College Degree 

Do you have a Fiduciary Oath? 

Regulatory: 

     YES         NO  

Have you been subject to 
disciplinary action? 
Is your firm a  
Registered Investment Advisor? 
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