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What Anxious Investors Need from Their
Financial Advisors Right Now
What can �nancial professionals do to ratchet down their clients’ anxiety levels
about in�ation – or about any other �nancial issue that might be causing them
undue apprehension?
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The specter of in�ation, which became a growing concern for everyone as 2021 drew
to a close, isn’t disappearing any time soon.

That means any anxiety that investors feel about whether their returns can keep up
with the rising cost of living also isn’t going away any time soon. Retirees and others
who may have more conservative portfolios are especially feeling the pinch and will
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turn to their �nancial professionals for in�ation-battling advice, if they haven’t
already.

So what can �nancial professionals do to ratchet down their clients’ anxiety levels
about in�ation – or about any other �nancial issue that might be causing them
undue apprehension?

A few things to consider would include:

Educate. Explain to worried clients that, regardless of in�ation or any other
economic situation, some basics of investing always apply. For example, “save
more” is always good advice and a good idea. Saving is the most fundamental and
important component of successful investing. Aggressive saving allows individuals
to take advantage of compound interest, and the best thing any of us can do for our
future and our family’s future is to save more. Diversifying also is good advice that
doesn’t age. In general, the greater a portfolio’s diversi�cation, the lower its
riskiness.
Offer problem-solving solutions. All of us feel better when we can take some
action to address whatever is causing us anxiety. So offer your clients solutions
that put at least a portion of their �nancial fates in their own hands. For example,
recommend they jettison some credit card debt. Explain that one way the Federal
Reserve plans to �ght in�ation is to raise interest rates, and when those rates go
up, consumers are going to see their credit-card interest rates following close
behind. If they carry a large balance on those cards they will be especially hurt by
higher monthly payments to the credit-card companies, but they can head that off
by paying down some of that debt posthaste.
Provide a safe, judgment-free space for money talk. In�ation is real and so are
the concerns your clients have about it, so acknowledge those concerns and don’t
downplay them. But at the same time, discuss the investment opportunities that
are out there. For example, rising interest rates could offer more alternatives for
investors, particularly in bonds. Also, equities are still a good investment even in
in�ationary times, and can still provide a better return than many other
investment alternatives. Plus, if in�ation comes down more quickly than expected,
that could be good news for stock markets, due to a decrease in the cost of goods
and potential increase in consumer spending.  

Finally, it’s always important to remind investors that investment decisions based
strictly on emotion are never a good idea. Markets will continue to battle signi�cant
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headwinds as this year progresses, but opportunities will be there for those who are
willing to ride out the increasing volatility and uncertainty. 
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growth and ef�ciency. Radford has more than 30 years experience in the �nancial
services industry, having worked for such companies as PNC, WaMu and AIG, as well
as in and with mid-size broker/dealers and RIAs. Radford is a graduate of National
University with a BBA and an MBA. He holds Series 4, 7, 63, 66, 79, 99 and 24
licenses.

 

Accounting

CPA Practice Advisor is registered with the National Association of State Boards of Accountancy
(NASBA) as a sponsor of continuing professional education on the National Registry of CPE
Sponsors.

© 2024 Firmworks, LLC. All rights reserved

Hello. It looks like you’re using an ad blocker that may prevent our website from
working properly. To receive the best experience possible, please make sure any blockers
are switched off and refresh the page.

If you have any questions or need help you can email us

http://link.mediaoutreach.meltwater.com/ls/click?upn=nNUUodZKvgyvKwP6zW3jt8FN5P-2FA-2FHatVX6C-2FAhhMDo-3Dkkg__Ok-2F1QZUoWNfwArWx1OpnKGrZS6SXIYMLu0qNhNQ-2F9IOHt9W1Uwu8gf0DqyEXiHcC-2FRxiPleDRkK0UhZbxnkca13cnuqyappb2ho5qeC5stmetvB1q9awh6MVZiPnBc2vcoBI73v6d48oLC-2BlUm32DnPGH9ZLiXy8oWxwt53-2FZ9Pjn9ir1bhDRu6MDmABzn5waqpO6yhmyA3DBrU6WB0hWkCIp4UoR2pPyU6oE4EV9F1gtiAq2EISpkZYJHefkTheTs7jAhq4ziY-2BQx8wTltNYuMNSldU52PcWI0F59Ab8LPahcKgs-2FwuRZdP7tHScIe0SP4N1sUBBT1KNFjNdyAJ1L9SGUNBi-2BxQTh6wYEpRiwxqAFfKjSJuJCGFHNBfOJQ-2B8RVff4jx2UbdUfw-2FB-2FOOrg-3D-3D
https://www.cpapracticeadvisor.com/section/accounting/
mailto:info@cpapracticeadvisor.com

