
How A Financial Advisor 
Can Help You Achieve 
Financial Wellness
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Americans today worry more about their money than their 
health, family, or career.1

Does this sound familiar? Paying bills, managing credit, saving for retirement – it 
can seem overwhelming. With an abundance of solutions, products, and tools 
available, it’s difficult to know what’s best for your situation. It’s even more difficult 
when your financial story is separated across accounts, each holding a piece of the 
bigger picture. 

If you want balance between your daily financial needs and long-term goals, and 
confidence you are making the right choices, a financial advisor can help, serving as 
your guide on the journey toward financial wellness. 

At Prism Financial Group, L.L.C., our commitment is simple. We believe that planning 
should inspire confidence, not confusion. Since founding our firm, we have made it 
our mission to instill true financial confidence in clients and empower them to live the 
life they’ve always imagined.

1. Jessica Dickler, “And the Number 1 cause of stress is … money,” Cnbc.com, last modified on February 12, 2019,
https://www.cnbc com/2019/02/12/this-is-the-no-1-cause-of-stress.html.

© 2020 Envestnet, Inc. All rights reserved. 
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3 WAYS YOUR FINANCIAL ADVISOR CAN 
HELP YOU ACHIEVE FINANCIAL WELLNESS 

Today’s technology empowers you to take a more active role in your finances and  
helps your advisor identify and address the opportunities and roadblocks you’re 
facing based on the full scope of your financial life. 

With An Advisor’s Expert Direction, You Can: 

1. Develop – And Stick To  –  A Plan

Without a guide, it can be easy to veer off course. When left to your own devices, you 
may, for instance, buy high and sell low, or miss an investment opportunity. As shown 
in the chart below, this can come at a substantial cost.2 Your advisor can help you 
develop – and stick to – a financial plan, created for your unique situation. Armed 
with this roadmap, you can avoid potentially irrational decisions during periods of 
market swings. And, if you decide you want to go in a different direction, your advisor 
can help you find the best alternate route to achieve your goals. 

Our purpose at Prism Financial Group, L.L.C. is to make a positive difference in the 
lives of our clients by professionally dedicating ourselves to their financial well-being. 
We are focused on helping our clients build, preserve and maximize their wealth. We 
accomplish this by combining comprehensive financial planning, disciplined 
investment strategies and completely objective advice. And because we serve a select 
group of high-net-worth individuals and business owners, we are able to offer highly 
personalized service with attention to every detail. This results in a consistent, well-
planned strategy designed to meet the unique needs of each client.

Investors Can Be Their Own Worst Enemies 
Annualized Returns of Asset Classes vs. Average Investor—1995–20182

9.9% 

2. “Guide to the Markets,” JPMorgan.com, last modified on September 30, 2018, https://am.jpmorgan.com/
blobcontent/1383573640089/83456/MI-GTM_4Q18_INSTL.pdf. 

https://am.jpmorgan.com/blobcontent/1383573640089/83456/MI-GTM_4Q18_INSTL.pdf
https://am.jpmorgan.com/blobcontent/1383573640089/83456/MI-GTM_4Q18_INSTL.pdf
https://am.jpmorgan.com/blobcontent/1383573640089/83456/MI-GTM_4Q18_INSTL.pdf
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2. Potentially Achieve Greater Financial Return

Our research shows that advisors who focus on financial planning, asset selection and 
allocation, investment selection, systematic rebalancing, and tax management help 
achieve greater returns – around 3% – in their clients’ portfolios.3

These five tactics represent important steps of your journey: 

These 5 Sources Can Potentially Produce Around 3% Of Annual Value Add3

Financial 
Planning 

Asset 
Allocation 

Investmen
t Selection 

Systematic 
Rebalancing 

Tax 
Management 

  3% 
Value Added 

Value Added Value Added Value Added Value Added Value Added 

.50% .52% .61-.67% .30% 1.0% 

3. “Capital Sigma: The Advisor Advantage,” InvestPMC.com, last modified in 2019, https://www.investpmc.com/sites/
default/files/documents/PMC-CAP-SIGMA.pdf.
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https://www.investpmc.com/sites/default/files/documents/PMC-CAP-SIGMA.pdf
https://www.investpmc.com/sites/default/files/documents/PMC-CAP-SIGMA.pdf
https://www.investpmc.com/sites/default/files/documents/PMC-CAP-SIGMA.pdf
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WHAT THESE 5 TACTICS MEAN FOR YOU 

Financial Planning 
Helping you identify your 
destination and plan your route 
with care. 

While there may be detours, your advisor can help 
you stay on the path to reach your end 
destination, whether it’s short-term income 
needs, estate planning, philanthropy, or 
other planning strategies. 

Asset Allocation 
Implementing a risk-adjusted 
portfolio strategy to help you 
meet your objectives. 

Your advisor can help ensure you have an ideal 
mix of investments to get you the greatest long- 
term gains, with a comfortable amount of risk. 

Investment Selection 
Creating a portfolio of specific 
investment vehicles customized 
just for you. 

Your advisor can help you evaluate various 
investment managers, representing different 
approaches to the market, assembling a team 
whose strategies have the potential to help you 
achieve your goals. 

Systematic Rebalancing 
Monitoring and adjusting 
portfolios over time to help 
reduce risk and enhance returns. 

Your advisor can employ a systematic strategy to 
help ensure your portfolio remains aligned with 
your goals, with less volatility. 

Tax Management 
Incorporating strategies to help 
you keep more of what you earn. 

You may be unaware of the significant 
problems taxes can potentially pose to your 
long-term returns. A skilled advisor can 
employ the right tools to mitigate your tax bill, 
without substantially altering your long-term 
investment outcomes. 
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3. Learn From a Trusted Resource and Partner

A human advisor is more essential than ever before, available to offer perspective 
throughout all of life’s events and transitions, including marriage, buying a new 
home, college funding, or preparing for retirement. Your advisor should be among the 
first calls you make when a crisis hits, such as the loss of a job or the death of a loved 
one. A good advisor will respond with empathy, helping you figure out what to do next 
and providing the education you need to better understand the decision-making 
process. 

Independence is everything. Free from the constraints of outside interests, Prism 
Financial Group, L.L.C. operates exclusively on your behalf. We believe that our 
clients deserve the highest standard of care possible- the Fiduciary Standard. As your 
fiduciary, we are dedicated to serving your best interests in every way. Placing your 
needs above our own, we strive to grow and protect your wealth so you can focus on 
what matters most.
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Working with a CERTIFIED FINANCIAL PLANNER™ Professional is an important first 
step toward reaching your financial goals. As part of the certification, these advisors 
meet rigorous education and experience requirements, and they commit to high 
ethical and professional standards. CERTIFIED FINANCIAL PLANNER™ Professionals 
are held to the highest possible standard: The Fiduciary Standard. They are required 
to consistently place your needs above all else as they strive to grow and protect 
your wealth.4 

At Prism Financial Group, L.L.C., each of our advisors has successfully obtained their 
CFP® Designation or is working toward it. Our clients can expect the highest level of 
professionalism, service, and care from their CERTIFIED FINANCIAL PLANNER™ 
Professional. 

4. CFP Board: What Is The Certified Financial Planner Certification?,” https://www.cfp.net/-/media/files/cfp-
board/career-and-growth/market-yourself/what_is_cfp_certification.pdf
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10 QUESTIONS TO CONSIDER WHEN 
SELECTING A FINANCIAL ADVISOR 

Are you ready to work with a financial advisor? Here are 10 questions we 
recommend you ask when looking for an advisor to help you tackle every milestone of 
your financial journey with confidence. 

Will they identify your needs and do they have the expertise to serve as your 
guide? 

Will they seek to understand your personal circumstances (values, investing 
style, tax situation, goals, etc.) to build a roadmap just for you? 

3 Will they prioritize your goals above all else? 

Will they develop and carefully monitor your plan, making timely 
adjustments to meet your changing needs? 

Will they help you understand your financial plan, cutting through the noise of 
the market? 

6 Will they explain any fees and expenses – and their value? 

Will they give you care, attention, and concern when you’re facing 
overwhelming life transitions? 

8 Will their level of engagement meet your unique needs and concerns? 

9 Will they communicate clearly, truthfully, and consistently? 

Will they effectively utilize technology to maximize time and management of 
your finances? 

With the ability to provide unified advice based on 
wide-reaching insight into your financial life, a trusted 
advisor can make your journey to financial wellness easier 
– and more fun.

1 

2 

4 

5 

7 

10 



The information, analysis, and opinions expressed herein are for general and educational purposes only. Nothing 
contained herein is intended to constitute legal, tax, accounting, securities, or investment advice, nor an opinion 
regarding the appropriateness of any investment, nor a solicitation of any type. All investments carry a certain 
risk, and there is no assurance that an investment will provide positive performance over any period of time. The 
investment strategies described may not be suitable for all investors and investors should consult with an investment 
advisor to determine the appropriate investment vehicle. An investor may experience loss of principal. Investment 
decisions should always be made based on the investor’s specific financial needs and objectives, goals, time horizon, 
and risk tolerance. Information contained herein has been obtained from sources believed to be reliable, but not 
guaranteed. All opinions and views constitute our judgments as of the date of publication and are subject to change 
at any time without notice. Neither Envestnet nor its representatives render tax, accounting or legal advice. Any 
tax statements contained herein are not intended or written to be used, and cannot be used, for the purpose of 
avoiding U.S. federal, state, or local tax penalties. Taxpayers should always seek advice based on their own particular 
circumstances from an independent tax advisor. 

FOR ONE-ON-ONE USE WITH A CLIENT’S FINANCIAL ADVISOR ONLY. 

© 2020 Envestnet, Inc. All  Rights Reserved. EN-BR-EA-CLI-1119 

Investment and Insurance products and services including annuities are: 

NOT A DEPOSIT • NOT FDIC INSURED • MAY LOSE VALUE • NOT BANK GUARANTEED • NOT INSURED BY ANY 
FEDERAL GOVERNMENT AGENCY 



     

 
      
 

Client Name(s) with nicknames:___________________________________________________________________________________________________________ 
 

Client #1 Full Name:_______________________________________________  Client #2 Full Name___________________________________________________ 
 

Marital Status:   Single   Married    Domestic Partner   Widow      Marital Status:   Single    Married    Domestic Partner    Widow 
 

Citizenship:   US Citizen    Resident Alien   Non-Resident Alien   Citizenship:   US Citizen    Resident Alien   Non-Resident Alien   
 

Social Security Number: ___________-__________-___________________ Social Security Number: ___________-__________-____________________ 

Date of Birth: _____________/________________/_____________________ Date of Birth    ________________/_____________/_____________________ 

Driver's License Number: _________________________________________ Driver's License Number: __________________________________________ 

DL Issue Date: __________________________________________ DL Issue Date: ___________________________________________________ 

DL Expiration Date: ______________________________________ DL Expiration Date: _______________________________________________ 

Home Address:__________________________________________________ Wedding Anniversary Date: __________/_________/____________________ 

__________________________________________________ 
Client #1 Email Address: _________________________________________ Client #2 Email Address: ____________________________________________ 

Client #1 Cell Phone: ____________________________________________ Client #2 Cell Phone: _______________________________________________ 

Client #1 Home Phone: __________________________________________ Client #2 Home Phone: _____________________________________________ 

Client #1 Work Phone: __________________________________________ Client #2 Work Phone: ______________________________________________ 

Preferred method of communication :          Preferred method of communication:       

  E-Mail      Cell Phone         Home Telephone      Work Phone        E-Mail      Cell Phone         Home Telephone      Work Phone      

 

Occupation: __________________________________________________ Occupation: ______________________________________________________ 

Employer Name: ______________________________________________ Employer Name:___________________________________________________ 

Employer Address:_____________________________________________ Employer Address:_________________________________________________ 

___________________________________________________  ______________________________________________________ 

PROFESSIONAL CONTACTS 

Accountant Name: ____________________________________________ Accounting Firm: ________________________________________________ 

Attorney Name: ______________________________________________      Law Firm: ______________________________________________________  

 

CHILDREN AND GRANDCHILDREN 
 

Name                Relationship      SSN          Date of Birth 

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________ 

  
P R I S M  F I N A N C I A L  G R O U P ,  L . L . C . 

(PLEASE COMPLETE REVERSE SIDE) 
 

           

 C L I E N T   P R O F I L E  F O R M  
 



 

 

 

Financial Information - Net Worth Statement  
 

Assets:                                                   Liabilities: 

Home: _______________________________________________  Home Mortgage:____________________________________%_________ 

 

2nd Home: ___________________________________________  Home Equity: _________________________________________________ 

 

Checking/Savings: _____________________________________  Loan: ________________________________________________________ 

 

Investments: __________________________________________  Automobile Loan (1): ___________________________________________ 

 

IRA's: ________________________________________________  Automobile Loan (2): ___________________________________________ 

 

Business: ______________________________________________ Credit Cards: __________________________________________________ 

 

Other: ________________________________________________  School Loans: __________________________________________________ 

 

Other: ________________________________________________  Other: ________________________________________________________ 

 

 Total Assets: _________________________________  Total Liabilities: _______________________________________ 

 

 Net Worth: ___________________________________  Invest/Liquid Assets: ___________________________________ 

 

 Annual Expenses: _____________________________  Tax Bracket: _____________ 

  
          
Notes: 

_______________________________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________ 

_________________________________________________________________________________________________________

_________________________________________________________________________________________________________ 

 

7101 COLLEGE BLVD.  SUITE 900   •   OVERLAND PARK, KANSAS 66210-1984   •    (913) 345-1444   FAX (913) 663-1444    •    PrismFG.com 



P R I S M  F I N A N C I A L  G R O U P ,  L . L . C .

Personal Goals Statement

Items with which you would like Prism Financial Group’s assistance:
(Please rank in order of importance 1 through 8, 1 being most important)

  Increase my standard of living today   Pay for —% of college costs for my children

  Financial security at retirement   Provide for my family in the event of my (or my spouse’s) death

  Achieve financial independence by age —   Plan for long-term or nursing home care for myself and/or parents

  Reduce my current tax burden 

What are your three most important financial goals, in order of importance?

1.

2.

3.

If you could change two things about your current financial situation, what would you change?

1.

2.

Investment Goals 
(Please circle) Low Priority High Priority

Return should exceed inflation rate 1 2 3 4 5 6 7 8 9 10

Principal should be safe 1 2 3 4 5 6 7 8 9 10

Investments should be liquid (immediately accessible) 1 2 3 4 5 6 7 8 9 10

Diversification is important 1 2 3 4 5 6 7 8 9 10

I would like professional asset management 1 2 3 4 5 6 7 8 9 10

I want to reduce my taxable income 1 2 3 4 5 6 7 8 9 10

I want to build tax-free income 1 2 3 4 5 6 7 8 9 10

I am interested in long-term growth 1 2 3 4 5 6 7 8 9 10

I am interested in short-term profits 1 2 3 4 5 6 7 8 9 10

Low Risk Tolerance High Risk Tolerance

Please rate your risk tolerance on a scale of 1 to 10 1 2 3 4 5 6 7 8 9 10

Name: x x Date:



 
 
 
 

Name: ___________________________________________________      
 
 
 
 
 
 
 
1.  Which of the following best describes your reaction to short-term fluctuations in the value of your portfolio? 

 I am extremely uneasy about any fluctuations in the value of my portfolio. 
 I am very concerned about short-term fluctuations in the value of my portfolio. 
 I have some worries about the short-term fluctuations in the value of my portfolio. 
 I have very little concern about short-term fluctuations in the value of my portfolio. 

 
2.  The thing that causes you the most concern about your current portfolio is: 

 The safety of your principal. 
 Whether your returns are outpacing inflation. 
 Whether you are positioned correctly for the long-run. 
 That you are not getting high enough returns. 

 
3.  Which of the following best describes your reaction if the value of your portfolio suddenly declined by 15 percent? 

 I would be very concerned because I cannot accept a decline in the value of my portfolio. 
 If the amount of income I received was unaffected, it would not bother me. 
 I invest for long-term growth but would be concerned about even a temporary decline. 
 I invest for long-term growth and accept temporary declines due to market fluctuations. 

 
4.  Which of the following best describes your attitude about the next quarters’ performance of your portfolio? 

 I can tolerate only small short-term losses. 
 If I suffered a loss greater than 10%, I would get concerned. 
 I understand short-term volatility accompanies a long-term investment plan. 
 As a long-term investor, I am not concerned about one quarter’s performance. 

 
5.  Which of the following best describes your attitude toward taxes and returns for taxable accounts? 

 I prefer to incur as little taxes as possible and am willing to potentially sacrifice some after-tax returns to do so. 
 I prefer to strike a balance between earning potentially higher after-tax returns and some focus on minimizing taxes. 
 I prefer to maximize my after-tax returns.  If I incur taxes doing so, it is not a big concern. 

 
6. Each year, the value of your portfolio will fluctuate as markets change.  If you had $100,000 invested, which of the 

portfolios below would you be the most comfortable with? 
 Portfolio A 
 Portfolio B 
 Portfolio C 
 Portfolio D 

 
 
 
 
 
 
 
 
 

 

INVESTMENT QUESTIONNAIRE 

(Please continue questionnaire on the next page) 

Please take a few minutes to carefully answer the following questions (Check only one response per question).  Your responses are 
useful in understanding your general attitude toward accepting investment risk in your portfolio.  When answering questions, refer to 
the performance of your overall portfolio and not just a single investment.  Additional questions specific to single investments are 
located on the second page of this form.  Couples or multiple investors may choose to complete separate questionnaires. 

   Portfolio 
         B

   Portfolio 
        C

   Portfolio 
        D

  80,000

  120,000

 130,000

 140,000

   95,000 
   90,000

  75,000

 $150,000 

 $130,000 

 $100,000 

   $60,000 

   110,000 

   Portfolio 
         A 

One Year Range of Potential Portfolio Values 



Please answer the following questions for each type of investment.  Your responses will help you and your financial adviser develop a portfolio that 
will best match your investment objective, time horizon and investment attitude.  In addition, please sign and date the form on the space provided 
at the bottom of the page.  If you are completing this form electronically, please type in your name, the date, and save the document 

 
INVESTMENT Goal for   Retirement,  Education, Other: _______________ 

 
 1. What is the primary objective of this investment? 

 Current Income  Aggressive Growth 
 High Current Income  Speculation 
 Growth 

 
  2. What do you consider to be your target rate of return on this investment? 

 3% or less  6% to 7% 
 4% to 5%  8% or more 

 
    3. When do you expect to begin withdrawals from this investment? 

 2 years or less  10 years or more 
 3 to 6 years  
 7 to 9 years 

 
  4. Once you begin withdrawals, how long will the money need to last? 

 Immediate withdrawal  10 years or more 
 1 to 3 years   
 4 to 9 years 

 
  5. Is this Investment currently taxable? 

 Yes  No 
 

  6. How does your attitude toward this investment compare to your general  
investment attitude provided on the front page? 

 Same  Less Aggressive        More Aggressive 
 

 
Client:       Date:       

Signature 
 

Client:       Date:       
Signature 

 

Comments:  
 
 

 

 

 

 

 

 

 

 

 

 
 
 

 
INVESTMENT Goal for   Retirement,  Education, Other: _______________ 
 
  1. What is the primary objective of this investment? 

 Current Income  Aggressive Growth 
 High Current Income  Speculation 
 Growth 

 
  2. What do you consider to be your target rate of return on this investment? 

 3% or less  6% to 7% 
 4% to 5%  8% or more 

 
  3. When do you expect to begin withdrawals from this investment? 

 2 years or less  10 years or more 
 3 to 6 years  
 7 to 9 years 

 
  4. Once you begin withdrawals, how long will the money need to last? 

 Immediate withdrawal  10 years or more 
 1 to 3 years   
 4 to 9 years 

 
  5. Is this Investment currently taxable? 

 Yes  No 
 
  6. How does your attitude toward this investment compare to your general  

investment attitude provided on the front page? 
 Same  Less Aggressive        More Aggressive 

 

 
 

INVESTMENT Goal for   Retirement,  Education, Other: _______________ 
 
  1. What is the primary objective of this investment? 

 Current Income  Aggressive Growth 
 High Current Income  Speculation 
 Growth 

 
  2. What do you consider to be your target rate of return on this investment? 

 4% or less  7% to 8% 
 5% to 6%  More than 8% 

 
    3. When do you expect to begin withdrawals from this investment? 

 2 years or less  10 years or more 
 3 to 6 years  
 7 to 9 years 

 
  4. Once you begin withdrawals, how long will the money need to last? 

 Immediate withdrawal  10 years or more 
 1 to 3 years   
 4 to 9 years 

 
  5. Is this Investment currently taxable? 

 Yes  No 
 
  6. How does your attitude toward this investment compare to your general  

investment attitude provided on the front page? 
 Same  Less Aggressive       More Aggressive 
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