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PROSPECTIVE CLIENT PROFILE
 Heimforth Wealth Management      


Name(s) & Occupation_______________________________     Birth date ___________________
Name(s) & Occupation____________________________           Birth date ___________________
Home Address: ____________________________________     
Phone (W) : ________________
Phone (H) : ________________  Email _________________

Dependents:  ______  # & age of children   ______ # & age of parents  ______ partner

FINANCIAL FITNESS SELF-EVALUATION


DON’T
YES
NO 
 KNOW

DO YOU?

__ 
__
  __

Set realistic goals?

__
__
  __

Save regularly?

__ 
__  
  __ 

Have adequate disability, life and liability insurance?

__
__
  __

Have a set of tangible goals against which you periodically measure progress?

__
__
  __ 

Understand the advantages and disadvantages of each type of investment?

__
__
  __

Have a statutory will that is current?
__
__
  __

Know whether you will pay tax or get a refund this year?

__
__
  __

Manage your cash flow through a budget?

Advisor Relationship
1. What issues brings you here?  List in order of decreasing importance: __________________________
_______________________________________________________________________________________

_______________________________________________________________________________________
2. Desired fee structure:   __ Hourly   __ Project   __ Commission    __ Retainer/%of assets    ___Free  
Comments: _____________________________________________________________________________ 
Note: HWM’s primary and preferred arranged is retainer/% of assets under managementFINANCIAL FITNESS SELF-EVALUATION

3. Service Expectations:  __  Second Opinion  ___ One-time project  __ Comprehensive plan and on-going   
__  Identify and solve all my financial problems  __ Beat the Dow  

Comments: _____________________________________________________________________________


4. Why would you be a good client?  (Check all that apply)
a. __ I/we believe that personal finances have complexities

b. __  I/we understand the distinction between transaction (one-time or project and commission-driven advice) and prefer process (on-going) advice.  
c. __  I/we are ready and willing to commit, learn, follow counsel and put in the necessary work/effort to achieve a broad financial peace of mind

d. ___ I/we are not do-it-yourselfers and want comprehensive help in planning and managing our finances. 
e.  ___  I/we want and are willing to pay for an on-going, process-based advisory relationship

f. ____ I/we are reasonable people with reasonable expectations  

g. ____ I/we would refer others to our trusted advisor. 

Comments: _________________________________________________________________________________  

5. In which areas do you believe you need financial advice?  

Personal: you and your family
· __  Comprehensive Financial planning and investments

· __   Tax Planning






 

· __ Risk Management


__ Property, casualty, auto


__ Life 


__ Disability


__ Medical

· __ Investment Management

__  Risk Tolerance Evaluation


__  Target Portfolio Development


__  Current Portfolio Evaluation


__  Portfolio Management

· __ Retirement Planning

__ Quick Analysis


__  In-depth review

· __ Estate Planning

· __ Education Planning

· __ Cash Flow Management

· __ Debt Management

· Comments & other issues: ______________________________________________________________________

__________________________________________
__________________________________________
For your business

· __ Business Planning

__ Strategic


__ Tactical

· __ Tax Planning

· __ Benefits Planning      

· __ Corporate or Qualified Plan Portfolio Management

· __ Employee benefits 

FINANCIAL INVENTORY

List current value of your assets and current annual income and expenditures:  Round to K (hundreds) dollars





$000___________________
1. Investments



Taxable

IRA 

401k






Accounts
Accounts
& TSAs

Mutual Funds  


_______
_______
_______


Cash/CDs/Treasury Bills    
_______
_______       
_______


Collectibles/Coins/Metals   
_______
_______
_______


Individual stocks( non-employer) _______
_______
_______

“ 
      “ 
employer            _______
_______
_______

Unexercised stock options
 _______
_______
_______
Individual bonds
                           _______
_______
_______

Real Estate, non-residence
_______
_______
_______

(net of mortgage)

Other (describe)

_______
_______
_______

Approximate Total Value  ____________
2. Lifestyle assets:    Residence FMV __________ Mortgage Balance _______   Checking/Savings __________

3. Annual Income: Salary _________   Interest/dividends _______   Rents _______  Cap. Gains______  Other ________

4. Expenses: Residence________  Personal expenses _________  All Taxes __________

5. Savings: ____________      



OTHER

1. What is your desired time until retirement?

2. How would you like your investment portfolio to be different?

3. Have you consulted with another advisor in the past?    ____ Yes    ____ No     If so describe the relationship & your level of satisfaction ____________________________

4. If you know your Myers Brigg Personality Type (MBTI®, please list _____

5. What specific topics would you like to discuss in our initial meeting  (Note: Unless, otherwise agreed to, specific advice about your situation will not be rendered?)


___________________________________________________________________________________________

___________________________________________________________________________________________
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