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About CFP Board

 501(c)(3) non-profit organization

 Founded in 1985

 Our Mission: To benefit the public by  granting 

the CFP® certification and upholding it as the 

recognized standard of excellence for personal 

financial planning.

 More than 70,000 CFP® professionals in the 

U.S. 



CFP® certification

 CFP Board awards CFP
®

certification to 

financial planners in the U.S. who meet its 

competency and ethical requirements:

 Education

 Exam

 Experience

 Ethics

 CFP Board investigates allegations of 

misconduct and enforces its code of ethics



Financial Self-Defense Guide for 

Seniors

 Describes red flags, or 

common real-life situations 

in which older Americans 

are vulnerable to financial 

abuse by a financial advisor

 Provides advice for 

guarding against such 

abuse, including ways to 

report it to proper 

authorities



Red Flag: “HE SAID HE WAS CERTIFIED TO 

HELP PEOPLE JUST LIKE ME.”

SELF-DEFENSE MOVES - LOOK BEYOND THE 
LETTERS:

 Cut through the designation confusion and simply ask the financial 
professional if he is required to provide advice under the “fiduciary 
standard of care.”

 Ask the prospective financial professional which organizations license 
or supervise his services.

 Be assured that a financial professional with a CFP® certification has 
met high standards that are rigorously enforced. 

An advisor told a senior that he 

worked “like an attorney.” The senior 

moved all of his accounts to the 

advisor without being certain of the 

financial implications, innocently 

believing the advisor was 

trustworthy.



Red Flag: “YOU’RE INVITED! WINE, DINE AND 

LEARN.”

SELF-DEFENSE MOVES - THERE’S NO SUCH THING

AS A FREE LUNCH:

 If you decide to attend these events, be prepared for what follows the meal. 
Don’t confuse a sales pitch for good advice or education.

 Be reasonably cautious about recommendations made from a podium. The 
presenter does not know you or your financial circumstances, and therefore 
is not in a position to know how you should be investing your money. 

 NEVER provide personal information at these events. If you are interested in 
what has been presented, take the presenter’s card to research his 
background and that of his firm before taking any further steps.

An 80 year-old woman attended a free 

lunch seminar provided by a local 

insurance agent who gave her a

“free consultation.” This financial 

professional convinced her to sell her 

$170,000 bond mutual fund portfolio to

buy a “bonus rate” deferred annuity to 

reduce the taxation of her Social Security 

income.



Red Flag: “ I’VE GOT A MUCH BETTER IDEA 

FOR YOUR MONEY.”

SELF-DEFENSE MOVES - GET THE FULL STORY:

 Whenever a transaction is proposed, make sure you know what it 
will cost you. 

 Just because you pay nothing out of pocket does not mean that the 
investment does not cost you money. 

 Ask the financial professional: “What do you get paid if I make this 
investment?”

 Consider the timing of the proposed transaction. 

A widow with adequate retirement 

income sells her investments on 

her financial professional’s 

recommendation, incurring huge 

penalties and disrupting her cash 

flow, but generating additional 

commissions for the financial 

professional making the trades.



Resources

 To find a CFP® professional in your area:

www.LetsMakeaPlan.org

 To check the background of a financial 
professional:

www.CFP.net/verify

www.finra.org/brokercheck

www.adviserinfo.sec.gov

 Additional resources on how to file a complaint are 
available in the guide



Questions? 


