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Many investors turn to investment professionals for financial advice only to learn that the vast majority 
of Wall Street bankers and stock brokers are sales professionals who are compensated by their firms 
with sales commissions to sell proprietary investment products. There is a better way. Enlightened 
investors have learned to seek out fee-only advisors who are compensated by the clients for objective 
advice, and who do not earn any sales commission on the sale of investment securities. Typically, more 
objective sources of financial advice are found from fee-only financial advisors who work at registered 
investment advisory firms that are independent of the Wall Street banks and brokerage firms.

The client experience in the Client-Centric Model is the one where the client can have greater 
confidence that the advice provided by the advisor will be in the best interest of the investor.
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