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Who Is The Client, You Or Your Money? 
 

 
When seeking the services of a financial advisor, you aren’t just finding someone to manage
your money; you are finding a partner to manage your future and your legacy. That’s a big
deal. It involves more than just a directive about growth percentages or investment numbers; it
should start with your priorities. You, your spouse, and your family are the client, not just your
money.
 
Thinking through these matters of finances, dreams, priorities and concerns is paramount,
particularly as you and your spouse plan together. A good advisor should strive to understand
his or her client’s and even help to uncover priorities and goals before crafting a financial plan
for retirement. An advisor should help you identify how you feel about money and what you
believe it should accomplish.
 
The right questions that you should be asked examine your past, present and future as well as
at the roots of your relationship with money. What were your first experiences with it? What
was it like in the household where you grew up? The advisor should ask to hear from both
husband and wife. This helps to ensure both are on the same page and helps to see areas
where each thinks about money differently so the advisor knows how to approach building a
plan that works.
 
I have seen it all – couples that have had all the right discussions and know what the other
wants and others who through the process learn a lot. For example, as I talked with one
couple, the husband told me about his dream of cruising around the Keys in a sailboat and
visiting the islands. “I’m not doing that,” his wife said. “I get seasick. No way.” Wouldn’t you
think they would have already talked about that? But it’s not unusual for one spouse to look at
the other and say, “I never knew you thought that.”
 
Start with your priorities, individual and shared. It will help you and your spouse make the right
financial decisions later on and allow the advisor to structure your retirement around those
shared priorities.
 

 
Martin V. Higgins CFP, CLU, AEP 
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Family Wealth Management 
9000 Lincoln Drive East 
Suite 300 
Marlton,NJ 08053 
856-988-7722 
866-586-4522 (fax) 
marty@familywealthadvisory.com 
www.familywealthadvisory.com

Trading instructions sent via email will not be accepted. Please call my office at 856-988-7722 or Mutual of
Omaha Investor Services, Inc. at 1-800-228-2499 for all buy or sell orders. Please note that
communications regarding trades in your account are for informational purposes only. You should continue
to rely on confirmations and statements received from the custodian(s) of your assets. 
  
Securities offered through Mutual of Omaha Investor Services, Inc. a Registered Broker/Dealer, Member
FINRA/SIPC. Advisory services offered through Mutual of Omaha Investor Services, Inc. a SEC Registered
Investment Advisory Firm, Marty V. Higgins, Representative. Family Wealth Management and Mutual of
Omaha Investor Services, Inc. are not affiliated.
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