
ADVICE
ONLY

A Retirement Planning
Methodology & Handbook



2 Advice Only

Written by:
Quincy Hall
www.AdviceOnly.info

Tel: (800) 484-7206
qhall@AdviceOnly.info

520 Tamalpais Dr #206
Corte Madera, Ca 94925

© Copyright Hall Financial Services, Inc. 



3A Retirement Planning Methodology & Handbook

“Every [person] owes some of [their] 
time to the upbuilding of the profession 
to which [they] belong.” 
 - Theodore Roosevelt
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What is Advice Only?

Advice Only is a financial planning methodology. It maintains 
that financial education and the development of a financial 
plan should be isolated from all forms of solicitation and 
implementation. It is the fundamental belief by some clients 
that a financial plan will only ever feel complete if it is 
developed in this fashion.
Our methodology states that: (1) an advisor’s compensation 
for financial planning development should only be paid 
through an invoice (2) an advisor’s compensation should 
be under a signed advisory agreement and (3) the advisor 
must act in a fiduciary capacity throughout the totality of 
the financial planning process. This payment structure is like 
that of many other licensed fiduciaries, such as a CPA or an 
attorney. Once a financial plan is totally complete, a client 
should take their time to consider all options and decide the 
best way to implement their pre-determined strategy.
My experience with the public has shown a near consensus 
that upfront, advice-forward financial planning is the 
preferred approach moving forward at all asset levels. So, 
why are some advisors and superiors hesitant to quickly move 
toward this new approach?
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How Did This Book Come About?

Advice Only is ultimately a client request. It was born 
from teaching many classes and conducting many client 
meetings. For nine years, I have provided courses primarily 
through The College of Marin offering a contained dialogue 
classroom environment. The purpose of these courses is to 
efficiently educate and rebuild people’s often incomplete 
or misguided relationship with money. The rule is simple. No 
companies or products are permitted inside the classroom.

This is not a new idea, but clients continued to request that 
I keep companies and products out of the entire financial 
planning process. By simply listening and remaining intent 
on offering a clearer, less sales centric and more advice-
forward approach to retirement planning, I found I 
attracted the right-minded clients, and was able to build 
much stronger working relationships with them.
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Smaller, More Efficient,
and of Higher Quality

My financial planning clients include compliance officers, 

government officials, doctors, CEOs, business owners, heads 

of non-profits, local politicians, physicists, engineers, and 

lawyers, and they all prefer my small, efficient boutique style 

advisory firm. They know that small equates to less money, 

more agility, more person-to-person, and more likely to be 

in a fiduciary capacity. I suspect that any firm with high 

overhead and highly paid agents and executives will find 

itself financially challenged to offer and compete with an 

advice-forward planning service model.

My experience shows that a financial advisor should do four 

things very well:

1. Teach in-person financial courses to the public

2. Personally craft and exhibit financial plans for people  

  and businesses

3. Offer stand-alone financial planning services

4. Train other financial advisors on 1, 2, and 3

If a financial advisor does not primarily do at least two of 

these things, then a potential client should seriously question 

if that person is truly a financial advisor. Being a fantastic 

financial advisor (or even a competent one) can only come 
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from the active participation and meticulous refinement of 
the profession to which we belong.
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The Fee-Based and Fee-Only 
Financial Planning Methodologies

Until recently, there have been two financial planning 
methodologies primarily used by financial advisors. They 
are referred to as “Fee-Based” and “Fee-Only”. I would 
encourage you to research these for yourself through your 
preferred search engine.
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It is not my place to judge any methodology. I have known 
many financial planners who use the fee-based and fee-
only methodologies, and who do good work for their clients. 
I am suggesting that, based upon my personal experience 
and my conversations with clients, the two primary planning 
methodologies are unclear to the public. Understandably, 
many feel that when it comes to money, there can be no 
ambiguity.

My clients requested another option. The primary area 
of concern with both of the previously mentioned 
methodologies is that they permit advisor compensation 
through implementation prior to plan completion. As a 
result, many clients experience confusion as to which role 
an advisor is taking when the advisor is preforming their duty 
as “fiduciary” or “solicitor”.
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The Advice Only Financial Planning 
Process and Methodology

The solution is simple. Separate the planning meetings from 

the solicitor meetings. When I offered this as an option, I 

noticed a very large percentage of clients selecting this 

approach.

The Advice Only methodology provides a financial planning 

“module”, simply an isolated financial planning environment. 

This segmentation seemed to be more conducive to the 

client ultimately accepting what they considered to be a 

complete financial planning strategy.

Client(s) and advisor enter the planning module after having 

signed an advisory agreement. It is clearly understood that 

the advisor is, at that point, acting in a fiduciary capacity. 

The advisor remains in that role with the client all the way 

through the completion of the Advice Only financial 

planning process. Generally, the planning process requires 

no less than two separate planning meetings before it 
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can be considered complete by a client. Plans are usually 
developed over a couple of months, but always with a 
break between the first and second meetings.

I have found the break to be crucial for both client and 
advisor. Clients are often making and attempting to 
coordinate many consequential financial decisions. It seems 
only natural to allow them the proper time to internalize 
the discussion points, carefully consider and deliberate 
all subjective decisions, and thoroughly think through and 
align the identified life planning objectives.

When the financial plan is complete, the advisor and 
client exit the financial planning module. At that point, it is 
clearly understood that the advisor is no longer working in a 
fiduciary capacity.
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Conclusion

I have found that nearly every client feels that the 
planning process works great for them when using this 
approach. Many have voiced to me that it has put them 
in a much more comfortable position to consider how 
to best implement their newly pre-defined strategy. In 
many cases, I have seen a client’s eyes light up and can 
sense a weight lift from their shoulders. At this point, I know 
the client has exactly what they want. On occasion, life 
changes occur, or new information surfaces. If so, a client 
is always given the opportunity to re-enter the module (as 
needed) in a fiduciary capacity, generally under a new 
advisory agreement.

We believe there is a need in the current financial services 
industry to offer quality stand-alone advice in a fiduciary 
capacity without the expectation of implementation. This 
is because, in some cases, it is advisable that someone not 
consider implementation, either by personal philosophy or 
due to specific planning purposes.
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FAQS

What Is the Biggest Problem You
See in Financial Services Today?

Too much ambiguous advisor discretion in how they are 
to be compensated, and not enough disclosure. No set 
process to offer standalone advice, not to mention quality 
and consistency standards. Companies and firms in the vast 
majority of cases have not been interested in diagnosing 
this and upbuilding the profession. The Advice Only process 
and methodology attempt to ultimately empower the client 
to spend their money the way they see most appropriate. 
After all it is supposed to be their money.

What Responsibilities Do Your
Clients Expect of Companies?

My clients all love the idea of my acting in their best interest 
when completing financial plans. However, they request 
that companies also make genuine efforts to put their 
client’s interests above their own. If this does not happen, 
clients may choose not do business with those companies. 
They would like to see companies and advisors make real 
efforts to help upbuild our profession, humanity, and the 
environment…not just say so.
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How Will Advice-Forward Firms of
The Future Organize Themselves?

I think offering financial advice to people is naturally a “flat” 
business model. Groups or partnerships of financial advisors 
will thrive, but not in the traditional hierarchical sense.

What Exactly Is A “Solicitor” Meeting?

A solicitor meeting is essentially a meeting outside of the 
Advice Only Planning Module where the advisor may 
potentially be paid compensation other than through an 
invoice. Once a plan is complete, a client should consider 
implementation options with any appropriate solicitors they 
deem suitable. If the advisor themselves collect any outside 
compensation through implementation, whatever form it 
might take, it must only take place in a solicitor’s meeting. 
The purpose of this separation is to preserve the sanctity of 
the Advice Only Planning Module (and in turn trust in the 
advisor-client relationship).

I find clients do not seem at all opposed to hearing ideas for 
implementation. They just greatly appreciate the option to 
only consider them after the plan is complete, if at all, and 
in a client pre-approved “solicitor” meeting.
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How Does Your Firm Plan to Reduce Bias?

By more closely “levelizing” asset-based compensation 
fees. We found that, when we more closely levelized [1] our 
firm’s asset-based account compensation relative to our 
stand-alone planning cost, it had the following effects:

1. It appeared to reduce client bias concerns toward 

asset-based accounts

2. It seemed easier for a client to make what they 

perceived as a more impartial decision

[1] When we say levelized, we are referring to our attempt on an annual basis to have our firm 
compensation from asset-based accounts be closer to the current stand-alone planning cost 
per client household. For more detail (and a diagram) please refer to the FAQs page on our 
website at www.adviceonly.info
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Why did you write this book?

I made a pledge to my clients, and am inspired by Theodore 
Roosevelt’s words to offer financial services that upbuild 
our profession. It does not attempt to solve all problems 
in financial services. I hope this book will contribute to the 
start of an improved, more mutually beneficial relationship 
between consumers and advisors. Hopefully, it will bring 
about new ways of thinking and help inspire the right kind 
of people.
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More FAQs and Blog articles.
AdviceOnly.info
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Important Disclosures About Us

Hall Financial Services, Inc (AdviceOnly.info) is a registered investment adviser located 

in Corte Madera, CA. HFS, Inc may only transact business in those states in which it 

is registered, or qualifies for an exemption or exclusion from registration requirements. 

HFS, Inc’s retirement course is limited to the dissemination of general information 

pertaining to its advisory services, together with access to additional investment-related 

information, publications, and links. Accordingly, the publication of HFS, Inc’s retirement 

course should not be construed by any consumer and/or prospective client as HFS’s 

solicitation to effect, or attempt to effect transactions in securities, or the rendering of 

personalized investment advice for compensation during the course. Any subsequent, 

direct communication by HFS, Inc with a prospective client shall be conducted by a 

representative that is either registered or qualifies for an exemption or exclusion from 

registration in the state where the prospective client resides. For information pertaining to 

the registration status of HFS, Inc please contact the state securities regulators for those 

states in which HFS, Inc maintains a registration filing. A copy of HFS, Inc’s current written 

disclosure statement discussing HFS’s business operations, services, and fees is available 

at the SEC’s investment adviser public information website – www.adviserinfo.sec.gov 

or from HFS, Inc upon written request. HFS, Inc does not make any representations or 

warranties as to the accuracy, timeliness, suitability, completeness, or relevance of any 

information prepared by any unaffiliated third party incorporated herein, and takes no 

responsibility therefor. All such information is provided solely for convenience purposes 

only and all users thereof should be guided accordingly. This information is provided for 

guidance and information purposes only. Investments involve risk and unless otherwise 

stated, are not guaranteed. Be sure to first consult with a qualified financial adviser 

and/or tax professional before implementing any strategy. This course and information 

are not intended to provide investment, tax, or legal advice. To the extent that any 

client or prospective client utilizes any economic calculator or similar advice contained 

in the course, the client and/or prospective client acknowledges and understands 

that the information resulting from the use of any such calculator/device, is not, and 

should not be construed, in any manner whatsoever, as the receipt of, or a substitute for, 

personalized individual advice from an RIA, or from any other investment professional.
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Chapter 1
Retirement Life Plan

Many of today’s retirees like the idea of living for today and 
perhaps not being the “richest person in the graveyard”. 
That’s a very different mindset and it separates today’s 
retirees from past generations. Historically, you won if you 
had the most money - nowadays it’s much more about 
having a wonderful life. It’s not surprising that many 
retirees now prefer their retirement plan over their parent’s 
retirement plan.

In this chapter, we will:

• Review the tried-and-true approach to retirement  
  planning
• Introduce the new, more exciting, approach to   
  retirement planning
• Complete (possibly with a partner at a later time) a  
  qualitative  “Life Planning” exercise


