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Let’s see what is possible.
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It’s Your Money
Week 2

Financial Planning I

Presented by Susan Niedwick, CFP®
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Ask First
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About Susan

Wealth Manger since 1999 and CFP® since 2003 

B.A. Finance and French from University of Utah

Susan Niedwick is a seasoned CERTIFIED FINANCIAL PLANNER™ 
professional with over 25 years of experience.  She works with a variety of 
clients- women and men, individuals and married couples, but her 
profound dedication is to helping women facing divorce or losing their 
spouse. Her personal experience, coupled with her extensive expertise, 
allows her to empathize with her clients and provide them with the support 
and guidance they need. Through patient education and comprehensive 
financial planning, Susan aims to alleviate the overwhelming fear that can 
arise during divorce or after the death of a loved one, enabling her clients to 
embrace a brighter future with confidence and peace of mind.

Orange County Based Fee-Only Wealth Manager

Adore my daughters who are 16 and 17 years old
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Today’s 
Discussion

● Who is a financial planner?
● Why have a financial plan?
● What is financial planning?
● What is the process of financial planning?
● Summary
● Example 
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Who is a financial planner? 
These terms can represent a financial planner:

 Financial Planner 
 Financial Advisor
 Financial Consultant 
 Wealth Manager/Advisor
 Investment Advisor
 Investment Consultant
 Financial Analyst 
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Who is a financial planner? 
Many firms employ financial planners:

 Independent Registered Investment Advisor (RIA)
 Independent broker/dealer
 Regional broker/dealer(s)
 Wire house broker/dealer
 Bank
 Insurance company
 Trust company 
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Who is a financial planner? 
There are various methods of compensation for financial 
planners:
 Commission
 Fee-based
 Fee-only based on Assets under Management 
 Fee-only retainer model
 Fee-only hourly
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Who is a financial planner? 
How do you choose a financial planner?
 Experience
 Rapport/Recommended
 Designations: 
 Certified Financial Planner (CFP®)
 Chartered Financial Consultant (ChFC) 
 Chartered Financial Analyst (CFA)
 CPA/Personal Financial Specialist (CPA and PFS)
 Best Interest Standard – Fiduciary
 Search for local CFP®: Letsmakeaplan.org
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http://www.letsmakeaplan.org/
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What is financial planning? 
A process balancing today’s needs with goals for the future 
utilizing comprehensive information. The process includes the 
analysis, integration, implementation and ongoing monitoring 
of:
 Goals & Assumptions                                        
 Cash flow and 

Budgeting
 Insurance Planning
 College Savings
 Social 

Security/Medicare
 Stock Options

 Tax Planning   
 Investment Planning
 Retirement Planning
 Estate Planning
 Special Needs? 
 Other?
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The Financial Planning Process

The CFP Board is the licensing organization for all Certified Financial 
Planning professionals. The CFP Board outlines Practice Standards 
we use in the financial planning process. 

1. Understanding the Client’s Personal and Financial Circumstances
2. Identifying and Selecting Goals
3. Analyzing and Evaluating the Financial Information
4. Developing and Presenting the Financial Planning 

Recommendations
5. Implementing the Financial Planning Recommendations 
6. Monitoring Progress and Updating 

Source: CFP.net
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● This step is about building trust and setting 
the foundation for the financial planning 
process. The financial planner and the client 
establish their roles, responsibilities, and 
expectations. Ask questions.

● Key activities include discussing the 
planner’s services, compensation structure, 
and any potential conflicts of interest.

● The client and planner formalize the 
relationship with a written agreement, 
outlining the scope of work and terms. 

Establishing & 
Defining the 
Client & 
Planner 
Relationship
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Step 1: Understanding the Client’s Personal 
and Financial Circumstances
Your planner may ask questions about your: 

 Life – Hopes, Fears, & Dreams
 Money history and legacy
 Family 
 Goals – short-term and long-term
 Interests and Hobbies
 Health – family health legacy
 Income , Expenses, Assets and liabilities
 Risk Tolerances and time horizon
 Insurance Coverages
 Estate: Wills, Trust, Health Directives
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Step 2: Identifying and Selecting Goals

 This step focuses on assessing the client’s 
financial situation in-depth to identify strengths, 
weaknesses, opportunities and threats.

 The planner will note the effect that a particular 
goal may have on other goals.

 The planner will discuss and apply reasonable 
assumptions and estimates, such as life 
expectancy, inflation rates, tax rates, investment 
returns and other assumptions and estimates.  
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Step 2: Identifying and Selecting Goals
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Step 3: Anaylzing and Evaluating the Financial 
Information

 The planner conducts a detailed financial analysis, 
which may involve cash flow projections, net 
worth calculations and investment portfolio 
evaluations.

 Potential gaps or areas requiring improvement are 
identified, such as inadequate insurance coverage 
or inefficient investment strategies.

 Risk management strategies are considered, 
including insurance needs and estate planning 



Page 20

Step 3: Anaylzing and Evaluating the Financial 
Information
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Step 4: Developing  and Presenting the Financial 
Planning Recommendations

Based on the information gathered and analyzed, the 
planner formulates a customized financial plan:
 The plan outlines specific recommendations in 

areas like investment strategies, tax planning, debt 
management, retirement savings and estate 
planning.

 The planner presents the plan to the client, 
explaining each recommendation, the rationale and 
assumptions behind it, and the expected 
outcomes. 
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Step 4: 
Developing  and 
Presenting the 
Financial Planning 
Recommendations
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Step 5: Implementing the Financial Planning 
Recommendations

 Once the client approves the financial plan, the 
next step is to put it into action.

 The planner and client work together to execute 
the recommendations, which may involve opening 
new accounts, reallocating investments, adjusting 
insurance policies, adjusting budget and saving 
habits, creating or amending an estate plan.

 The implementation phase may span weeks, 
months or years, depending on the complexity of 
the plan. 
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Step 6: Monitoring and Updating the Financial Plan

Financial Planning is not a one-time event; it’s an ongoing 
process
 The planner and the client establish a schedule together 

for regular review and monitoring of the plan’s progress.
 Changes in the client’s life circumstances, financial goals or 

external factors (i.e., tax laws) may necessitate plan 
adjustments.

 Monitoring involves tracking investment performance, 
revisiting insurance needs, updating insurance plans, and 
making necessary revisions to keep the plan aligned with 
the client’s objectives.
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Summary

Throughout each of these steps, the CFP® professional 
adheres to the CFP Board’s Code of Ethics and Standards 
of Conduct, ensuring the client’s best interests are always 
the top priority. 
The financial planner also provides education and 
guidance to empower the client to make informed 
decisions through their lifetime. 
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● Snapshot

● Graphs and charts

● Cash Flow 

Example



Page 27*Sample only – not based on a real client



Page 28*Sample only – not based on a real client



Page 29*Sample only – not based on a real client



Page 30

Cutler Investment Group
220 Newport Center Drive, Suite 20, Newport Beach 92660
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The purpose of this presentation is 
entirely educational and to provide 
information on the available resources. 
This presentation does not represent 
investment or financial planning advice.

Disclaimer

Cutler Investment Group
220 Newport Center Drive, Suite 20, Newport Beach 92660
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