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Why the right financial advisor relationship is less about “beating the market” and
more about clarity, confidence, and making smarter decisions when it matters most.

Foryears, the financial advisory industry has tried to prove its value with charts, percentages, and performance metrics.
Advisors point to studies showing how professional guidance can potentially improve long-term outcomes through tax
efficiency, behavioral coaching, disciplined investing, and strategic planning.

And while those numbers matter, they often miss the bigger question many people are quietly asking: “What exactly am |
paying for?”

It’s a fair question.

In an era where anyone can open a trading app in minutes, follow financial influencers online, or use Al-powered investment
tools, many people wonder whether they truly need a financial advisor at all. Others hesitate because they fear being sold
products they don’t understand, pressured into decisions, or paying fees without seeing meaningful value in return.

The truth is, some advisors absolutely fail to deliver value. But the best advisors? They provide something far more important
than stock picks. They provide perspective.

The Real Job of a Financial Advisor

A great financial advisor is not simply an investment manager. In fact, investment management may become one of the least
important parts of the relationship over time. The real role of a trusted advisor is to help clients make better financial
decisions across every stage of life. Thatincludes helping people navigate major life transitions, retirement planning, tax-
efficient wealth strategies, market volatility, estate and legacy planning, business exits, healthcare and long-term care
concerns and emotional decisions driven by fear or greed.

Research consistently shows that investor behavior — panic selling, chasing trends, market
timing, emotional reactions — can significantly reduce long-term returns. A disciplined
advisor often acts as a behavioral coach as much as a financial strategist. Ironically, some
of the most valuable moments in an advisor relationship are the moments when the advisor
talks a client out of making a bad decision.

“In many cases, the greatest value an advisor provides is
helping clients avoid costly mistakes during emotionally
charged moments. Because investing is rarely just math.
It’s behavior.”




How to Engage With an Advisor the Right Way

One of the biggest misconceptions people have is that hiring an advisor means surrendering control.

It shouldn’t. The best advisor relationships are collaborative, transparent, and educational. The client should feel
informed and empowered — not intimidated. Before engaging with an advisor, it’s important to understand what you
should reasonably expect.

You should expect:

* Clearexplanationsin plain language

* Transparency around fees and compensation

* Adefined planning process

* Regular communication

* Questions about your goals, fears, family, and priorities

* Guidance tailored to your situation — not generic advice

* Along-term strategy rather than constant product recommendations

You should also expect honesty. A trustworthy advisor won’t promise market-beating returns, eliminate all risk, or
pretend to predict the future. Instead, they should help create a thoughtful framework designed to align your
financial decisions with your life goals. The relationship should feel less like a sales pitch — and more like a strategic
partnership.

Understanding Fees Without Fear

Fees are often where skepticism begins. Many investors assume advisor compensation is confusing by design.
Historically, in some parts of the industry, that criticism was justified. But modern advisory relationships are
increasingly built around transparency.

Some advisors charge a percentage of assets under management. Others charge flat planning fees, hourly rates,

retainers, or commissions depending on the services provided. What matters most is not simply how they are
compensated — but whether the value delivered clearly aligns with the cost.

THE FEE CONVERSATION

THE QUESTION ISN'T:
“Am | paying a fee?”

THE BETTER QUESTION IS:
“Am I receiving value that
improves my financial life,
decision-making, confidence,
and long-term outcomes?”




What Makes an Advisor Relationship Last
The strongest advisor-client relationships are built on three things:

@ T t Trust is earned through consistency, transparency, and honesty especially
rus during difficult markets.

Clients should never feel left in the dark. The best advisors

@ Communications communicate proactively, simplify complexity, and make

clients feel heard.
o A lasting relationship happens when clients believe their advisor genuinely /
@ Allgnment understands what matters most to them — not just financially, but personally. O

Over time, the advisor often becomes part financial strategist, part educator, part sounding board, and part accountability
partner. That kind of relationship is difficult to replicate with an app.

Pitfalls to Avoid

Not every advisor relationship is the right fit. Warning signs include:
* Excessive product pushing

* Vague explanations

e Overpromising returns

* Lack of transparency around fees

* High-pressure sales tactics

e Little interest in your broader life goals

e Poorcommunication or infrequent reviews

A good advisor welcomes questions. A bad one avoids them.

Consumers should also remember that credentials, experience, fiduciary standards, and specialization matter. Choosing an
advisor deserves the same level of diligence as choosing an attorney, physician, or business partner.

The Bottom Line

Technology has made financial information more accessible than ever. That’s a good thing. But information alone does not
create wisdom, discipline, or peace of mind.

The real value of a financial advisor may not be measured solely in percentages or portfolio returns. It may be measured in the
confidence to retire comfortably, the discipline to stay invested during uncertainty, the ability to make complex decisions with
clarity, and the reassurance that someone knowledgeable is helping guide the journey.

Because at its best, financial advice isn’t about controlling markets. It’s about helping people feel more in control of their future.

This materialis provided for informational purposes only and should not be construed as investment advice :

or arecommendation to buy or sell any specific security, strategy, or investment product. The information

contained herein reflects the views of Summit Global Investments (“SGI”) as of the date of publication and is S U M M ITG LO BA |_
subject to change without notice.
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Investment advisory services are offered by Summit Global Investments, LLC, an SEC Registered Investment
Adviser. Investing involves risk, including possible loss of principal, and there is no guarantee that targets or Www.sgipw.com
objectives will be met. Diversification does not eliminate the risk of loss.
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