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VWhat’s your money on?

Financial planning? Or some simple financial advice? Suzanne Allen
of Heritage Financial Advisers explains the difference between each

nancial advice and that’s pri-

marily for tworeasons: notse-
lecting the right advisor for your
specificrequirements,ornottak-
ing any professional advice.

It can be tricky to get good fi-

We are frequently asked to
explain the difference between a
financial advisor and a financial
planner. With a financial advisor,
there is usually a product sale in-
volved but a financial-planning
specialist will determine a plan,
based on the client’s objectives,
that meets long-term goals and
assists clients to form a clearer
picture of their situation now and
for the future.

A fee-based approach is the
best way to ensure you have re-
ceived truly impartial advice.
While mostIFAs are independent
and aim to act in your interests,
they may not always consider
how a product meets with your
long-term goals. Commission-
based advisors rely on selling a
productto earnaliving, soit’s dif-
ficultforthemto be seento beim-
partial, regardless of their best
intentions. There is huge confu-
sion regarding the various titles
forfinancial advisors butthe fun-
damental thing s, if you seek ad-
vice it should be impartial and
this can only be proven via a fee-
based rather than commission-
based advisor.

Reactive or long-term?

It’s a bit like the difference
between an NHS dentist and a
holistic private practitioner.
The former is qualified to pro-
vide dental healthcare and does
so on a primarily reactive basis,
while the latter,an equally qual-
ified practitioner will assist pa-
tients by assessing their current
position and creating a strategy
to achieve their long-term ob-
jectives.

A financial planner will work with you to clarify your priorities in any cala-
strophic situation

While a financial advisor can
be defined as an IFA qualified to
give financial advice on life as-
surance, pensions, investments,
and other financial products; a fi-
nancial planner is a qualified
professional who works in part-
nership with you in the realisa-
tion of longer term goals.
Whether it’s dentistry or finance,
the key difference is the long-
term nature of the planning ver-
sus the reactive and — in the case
of many financial advisors — the
transaction-based approach.

Making a plan

Dentists would and do benefit
from independent-financial-
planning advice. The difficulty
often comes at the initial stages
when they want to be convinced
of this. In our experience, there
are three main objectives to
working with a financial plan-
ning partner which we will deal
with now.

Most financial advisors still
rely on commissions to earn an

income and are dependent on
selling products to make a liv-
ing. Ifyou aren’tkeen on this op-
tion, you could consider using a
financial planner who charges
fees either by the hour or who
specifies a fixed cost for a spe-
cific project. While you should
always be prepared to negotiate
these charges, by working with a
fee- based financial planner you
can ensure thatthe fee you agree
reflects the work.

Trawling the internet and
finding competitive deals is easy
enough, but are they the best
products for you? For example, a
number of specialist companies
such as Dentists Provident Soci-
ety for Income Protection will not
come up in all the ‘Best Buy’ ta-
bles. And whatare the underwrit-
ing approaches of these compa-
nies? Do they entice you through
the door with the lowest pre-
mium, only to double it or even
refuse cover when you disclose
that harmless birthmark you
asked your GP to check out 15
years ago?

Working out priorities

A financial planner will
work with you to clarify your
priorities in any catastrophic
situation, such as the death or
ill-health of you or your part-
ner, and come up with a strat-
egy that will take into account
your future needs, your exist-
ing assets and liabilities, and
your current insurance poli-
cies. They will meet you each
year to review your strategy
and assess if your current in-
vestments and policies con-
tinue to be appropriate and to
represent the best value. They
will also take away the admin-
istrative burden from you and
look after the underwriting.
Most importantly, a financial
planner will structure the
cover so thatif a claim does oc-
cur, the policy proceeds will
end up in the right hands at the
right time. A policy that doesn’t
do what it’s designed to do is as
worthless as being uninsured.

Pick your own
If you like to choose your
own investments, we have

many clients who take a great
interest in this and like to ac-
tively manage their pension
and ISA portfolios. However, a
financial planner still has a
very important role to play to
ensure that the vehicles you
use for your investments are
the most suitable and this will
depend entirely on your per-
sonal position.

Thanks to the superb NHS
pension scheme and the pro-
fession’s excellent earning ca-
pacity, a dental specialist may
be a higher-rate tax payer for
life. Yet the spouse may have lit-
tle or no income. A financial
planner will work with you to
identify and reap financial ad-
vantage wherever possible and

by utilising specific software
packages, we can model things
like cash flow and investment
schemes to demonstrate the
impact of certain decisions in
the long term. These calcula-
tions take into account how
much money you have now,
how long you might live, future
income and outgoings, and al-
low forinflation to create a plan
thatis adaptable to different sit-
uations.

The use of this specialist
software helps clients to see
how changes in circumstances
and decisions can impact the
future. They offer a degree of
confidence that does not come
from simplistic financial advi-
sors or a ‘do-it-yourself’ ap-
proach.
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www.DentalAir.com

Freephone 0800 542 7575 to book a survey or to receive your FREE 'Practice Managers Guide'

“"Would you like a new relationship? -
One you can rely on" |

Dental Air has one of the best customer service reputations in the dental industry and with our fast call out times,
it is no surprise that we are the leading supplier of oil-free compressed air packages.




