How to Find Financial Advisors with No Product
Sales: A Practical Guide

Understanding the Value of Advice-Only Financial Planning

When people look for financial help, they often assume every advisor sells investments,
insurance, or some packaged product. That assumption is understandable given how many
advisors earn their living through commissions or asset-based fees. Yet a growing number of
professionals operate differently. They focus purely on giving guidance and never earn a
commission from any financial product you buy. These are financial advisors with no product
sales. Their only revenue comes from the fees you pay directly for their time and expertise.

This model changes the entire relationship. Instead of wondering whether a recommendation
serves your best interest or the advisor's bottom line, you get advice that is structurally free of
sales pressure. The advisor has no incentive to push a particular fund, annuity, or insurance
policy. That independence is the core reason many people seek out this type of service,
especially for complex situations like retirement planning, tax strategy, or estate coordination.

AdviceOnly financial advisors with no product sales represent one version of this approach.

They do not manage assets or sell products. They deliver a plan, answer questions, and help
you make decisions. That is where the service begins and ends. For someone who already has
a portfolio they manage themselves or who prefers to implement recommendations through a
low-cost brokerage, this can be an ideal fit.

How to Tell If an Advisor Truly Has No Product Sales

The financial industry uses many labels, and not all of them mean what they seem to mean.
"Fee-based" can still include commissions on certain products. "Fee-only" is clearer but still
allows the advisor to manage your investments for a percentage of assets. If you want
someone who sells nothing at all, you need to check two things: how the advisor gets paid and
what they actually do for you.

Start by asking directly. Any legitimate advisor should be willing to explain their compensation
in plain language. Questions worth asking include:

* Do you ever earn commissions, trails, or 12b-1 fees from any product | buy?
e Do you have a securities license or insurance license that allows you to sell products?

e Do you manage client assets, or do you only provide advice and leave implementation
to the client?


https://adviceonly.com/

If the answer to the first two questions is no and the third is that they only provide advice, you
have found a true advice-only arrangement. Some advisors will also sign a fiduciary oath that
explicitly bans conflicts tied to product sales. That document can be worth requesting.

Why This Model Works for Certain Situations

Not everyone needs an advisor to handle transactions. Many people are capable of buying low-
cost index funds, term life insurance, or Treasury bonds on their own. What they lack is a
coherent framework for knowing how much to save, when to take Social Security, how to
minimize taxes in retirement, or whether to refinance a mortgage. Those are planning
questions, not product questions. An advisor who focuses solely on the plan can address them
without any reason to steer you toward a particular investment vehicle.

This arrangement also works well for people who already have a trusted broker or money
manager but want a second opinion on the big picture. A doctor might have a 401(k) through
work and a brokerage account they manage, yet still need someone to model different
withdrawal strategies. Paying an advisor by the hour or by the project for that specific analysis
avoids the conflict of having that same person then manage those assets for a fee.

Another group that benefits are those in transition. Someone leaving the military, going through
a divorce, or receiving an inheritance often needs a comprehensive financial checkup. They
may not have a portfolio large enough to interest an asset manager, but they have enough
complexity to justify hiring a planner for a few sessions. AdviceOnly financial advisors with no
product sales can step in for exactly that purpose, charging only for the time spent building the
plan.

What to Expect from the Engagement

Working with an advisor who does not sell products looks different from a traditional
relationship. Instead of handing over account access and receiving periodic statements, you
typically pay a flat fee, an hourly rate, or a retainer. In return you get a written plan, a series of
meetings, and ongoing access for questions. The advisor may review your existing accounts
and suggest changes, but you make those changes yourself.

Some people worry that this model means they will be left to execute everything alone. In
practice, most advice-only planners will walk through the implementation step by step. They
might tell you exactly which fund to buy at your brokerage or which insurance company offers
the best term policy for your situation. They just will not place the order or collect a
commission on it. That division of labor keeps the advice clean and your costs low.

It also means you need to be comfortable taking action on your own. If you prefer to hand
everything off and have someone else manage the details, an advisor who also handles assets



may be a better fit. The trade-off is that you pay more for that convenience and accept the
potential conflict of an advisor who profits from the assets they recommend.

Red Flags to Watch For

Even advisors who claim to be product-free can blur the lines. Some charge a planning fee but
also hold a securities license "just in case" you want help buying a mutual fund. That dual
capacity creates a subtle pressure. Once the advisor has your permission to sell, it becomes
easier to recommend a product that pays a commission, even if they do not intend to abuse
that power. The safest arrangement is one where the advisor has no product-selling licenses at
all.

Another red flag is an advisor who offers a free initial meeting but then charges a large retainer
that includes ongoing asset management. That is not advice-only. That is asset management
with a planning component. Both models can be legitimate, but they are different things. If
what you want is pure guidance with no product sales, make sure the scope of work is limited
to advice and that no assets change hands.

Finally, watch for vague language on websites and marketing materials. Terms like "holistic
planning" or "comprehensive wealth management" often signal that the advisor expects to
manage money. That is not a problem unless you are specifically looking for an advisor who
does not. If you want to be sure, look for advisors who explicitly describe themselves as
advice-only and who list their compensation structure clearly. AdviceOnly is one directory that
surfaces this type of advisor, but you can also ask any prospective hire to describe exactly how
they get paid and what they will not do for you.

Is This Right for You?

The advice-only model is not for everyone. If you have a large portfolio and want someone to
handle rebalancing, tax-loss harvesting, and account management, paying an asset-based fee
may be worth the convenience. But if you are comfortable making trades and buying products
yourself, you can save significantly by paying only for the plan. You also avoid the subtle drift
that can occur when an advisor's income depends on keeping assets under their management.

Ultimately, the decision comes down to what kind of relationship you want with a financial
professional. If you value independence, transparency, and a complete lack of sales pressure,
then seeking out financial advisors with no product sales is a logical step. The model is still
relatively niche, but it is growing because more people recognize that good advice and product
sales do not have to come together. In fact, they may be better apart.

AdviceOnly financial advisors with no product sales offer a clean separation. You get the
expertise you need without the conflict that comes from having someone profit from what they



tell you to buy. That clarity alone can make the entire process more trustworthy and more
effective over the long run.
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