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The job: Financial adviser

Rature of the work: Financial
advisers help individuals deter-
mine and meet their finandal
goals by assessing all of their
monetary holdings and pro-
jected assets, such as inherit-
ances, says Stephen Horan, -
head of private wealth at CFA
Institute, a professional group
based in Charlottesville, Va.
They then develop 3 plan for
meeting those objectives and
help execute it by selecting fit-
ting products and services,
such as insurance plans,
stocks and mutual funds. Ad-
visers with special licenses
may also sell those products
to their clients. Some financial
advisers work for themselves
but rost are employed by bro-
kerage firms, investment
banks or insurance companies.
They may also refer to them-
selves as financial planners.

The pav: Unlike salaried workers,
financial advisers typically earmn
a percentage of the revenue
generated from the assets
they oversee, That percentage
varies greatly from firm to
firm and is generally based on
a combination of factors such
as length of service, level of
experience and credentials.
However, financial advisers
who also sell products to their
clients often work on commis-
siorrinstead, says Mr. Horan.
According to the Department
of Labor, advisers earned a me-
dian salary of $66,120 in 2006.

' Planners with a number of
wealthy dients ¢an earn more
than $250,000 a year.

The hours: Financial advisers

" are generally responsible for
rmanaging their own sched-
ues, Some choose to hold tra-
ditional office hours, while oth-
ers work evenings and week-
ends. “There’s a fot of flexibil-
ity says Annette Hammor-
tree, a financial adviser who
works from home in Marengo,
i, for O'Malley & Associates,
a financial-services firm.
don't have a typical day.”

Benefits: At most firms, tradi-
tional health-care packages
are common, as are retire-
ment-savings programs.

Other incentives: “You work
really hard in the beginning,
hut once you establish your
client base, vou work less
and eamn more,” says Erik
Sussman, a managing part-

Shawn Rubin, director of wealth
mnanagement at Smith Barney

ner at John Hancock Finan-
cial Network in Miami.

! Best part of the job: Autonomy
is key, say planners. | choose
- [which clients] | work with,”
says Bryan Kettel, a financial
planner for Prudential Finan-
cial Planning Services in Red-
mond, Wash. ' get to design
my own practice” )

Worst part of the job: "l defi-
nitely bleed with my clients,”
says Shawn Rubin, director of
wealth management at Citi-
group Inc’s Smith Barney.
When dients’ investments go
sour, it's emotionally difficult,
he says. Another downside:
Financial advisers often need
to discuss painful subjects—
such as divorce, job loss and
family deaths—with clients.
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Career path: Financial advisers
are typically responsible for
securing their own clients, a
task that requires winning peo-
ple's trust. Few individuals en-
ter the field straight out of col-
lege. Many take up the job
rmidcareer after relationship-
building roles within the finan-
cak-services industry. Others
start out as assistants to es-
‘tablished advisers. Special ii-
censes are required in order to
sell certain finandial products,
such as mutual funds. Certifi-
cations aren't required to ad-
vise clients. Still, many advis-
ers obtain them—including the
popular Certified Financial

Planner—to boost their credibii-

ity with clients and employers.
Certification “shows vou're
qualified [and] trustworthy,”
says Mr. Horan.

Hiring: Job opportunities can be
found on employment sites,
particularly ones that special-
ize in finance positions such as
efinancialcareers.com and wallst-
jobs.com. Networking is also
important “because ultimately
the profession is built on rela-
tionships,” says Mr. Horan, He
suggests attending events
hosted by professional groups
like the CFA Institute.
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