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your

rimary care is certainly in the midst of
pchanging—and challenging—times. As a

physician, you are likely concerned about the
future as related to the primary care shortage, the
effects of healthcare reform, Medicare reimburse-
ment levels, electronic health records and meaningful
use, and whether malpractice tort reform will really
happen.

While many of those issues are still emerging, and
in many ways are out of your direct control, one area
where you can take control of your future is with
your approach to financial planning and investing.

Why is it important for
physicians to work with a
financial adviser?

““Having a good financial
adviser is imperative—not
because physicians aren't
smart, but because they're
human, and they experience
the same emotions as the

rest of us.”

Pat C. Beaird

Beaird Harris Wealth

Management Inc.
Dallas, TX
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The best financial advisers can provide the
expertise you need to navigate the complex world
of financial planning, as well as to meet your long-
and short-term goals such as developing a portfolio,
having a financial buffer in the event of unexpected
events, planning for retirement, and paying for
college.

Can you describe the
relationship between
physician and adviser?

“Financial planning involves
getting to know one another
quite well—personal goals
and objectives, family
circumstances, and the
details of estate planning. In
such situations, the adviser
becomes a personal, as
well as business planner
for physicians and their
families.”

Rick Manske
CFP®

Parsec Financial
Asheville, NC
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take control
of your future

Fee arrangements—Advisers charge for their
services in various ways, including fee-only and
commission. There are also several types of fee ar-
rangements and many variants, so be sure to ask and
understand.

Fee-only advisers earn a percentage of the money
they manage for you. (Fees typically range from .75
percent to 1.5 percent, depending on the amount in-
vested.) Commission arrangements mean the adviser
earns payment when you invest in mutual funds
with a load (sales charge). Some advisers charge fee-
only for investments, but if they also sell insurance
products (which often are part of a comprehensive
financial plan), they may earn a commission.

Additionally, you can pay a flat fee to have a
financial plan developed. You then have the option
of executing the plan yourself or having the adviser
manage it for you.

Minimum portfolio—Many well-established
advisers require a minimum amount of money under
their management. Others have no minimum invest-
ment, but do charge a minimum annual fee. Some
advisers are flexible about minimums, so if you're
interested in an adviser but don’t meet his or her
investment level, you might want to inquire anyhow.
Most of the advisers on our list have minimum port-
folio requirements of $1 million or less, or are flex-

What advice can you

give physician-investors?
“Honestly, the best time to
buy is when things feel their
worst. Investors want to sell
when there is fear, but that

is not the time to be selling—
that’s the time to be buying.”

Andrew Stone
CFP®
Morgan Stanley Smith

Barney
New York, NY

How does your background
as a physician help when
advising a physician-client?
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Sterling Retirement
Resources
St. Louis Park, MN

ible about their minimum. However, consideration
was given to advisers whose minimum portfolio is
above $1 million and they appear on the list.

Good standing—We checked each adviser appli-
cant against the national databases of the Securities
and Exchange Commission (SEC) and the Financial
Industry Regulatory Authority (FINRA) to confirm
that he or she has not been found guilty of any
wrongdoing on a national level.

EXPERT WISDOM

The Comfort Factor

At the end of the day, physicians have to feel com-
fortable with their financial adviser.

“By having an adviser with whom physicians
feel comfortable, they can focus on what is most
important in life—family, patients, hobbies—and they
can have the comfort of knowing that a qualified
professional is taking care of their financial affairs,”
Sicuranza says. “The greater the trust physicians
have in their advisers, the more likely they will
implement the tasks to achieve their goals.”

Ken Krizner is a writer and editor based in Cleveland,
Ohio. He covers a variety of industries, including
healthcare.
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