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DAVID OPOKU'’S BIO .... AND INTRODUCTION

David Opoku holds a degree in Accounting and
Finance. He is a certified financial adviser and
stockbroker, with experience both in City Investment
companies and the banking sector.

His skill in making complex information simple,
acquired through teaching in investment workshops
and seminars, has enabled him to bring this

i ndi spensabl e information on
For Your Port f oléstform possible, tosthesdoangiep of both
the rookie and professional investor.

An ingenious usage of analogies make the material very easy to
understand and relate to real life. This is a must read for any aspiring
investor or professional investor who wants to ensure his money works
hard enough for him.

Unlike many books on investment that go unread, amassing dust on
shelves, this book will be read over and over again, and will be
embraced as a venerable and practical book for the art of investing in
shares.

Between September 2003 and January 2004, researchers posed as
first-time homebuyers, to test the quality of advice banks, building
societies and estate agents offer. Overall the advice they received was
poor, misleading and generally unhelpful, and could have left them
with too little cover or wasting hundreds of pounds a year on
unsuitable policies. Alarmingly, one out of 36 advisers gave acceptable
advice!

Whether you have decided to go solo in your investment in shares for
any reason, including lack of trust in financial advisers or have decided
to work with an adviser, you will find this book a truly helpful
companion.

‘“How T



SHOULD YOU FIRE YOUR FINANCIAL
ADVISER?

After reading the introduction of this book, I have an inkling you are
asking yourself all sorts of questions. If you are already working with a

financi al adviser perhaps you are asking you
adviser and go solo in my choice of shares,
you don't have an adviser youhemidght be wonde

continue your journey in investments alone or to seek professional
advise in order to keep safe. Either way, this section will help you to
reach a well-informed decision.

It has become a common occurrence for people, especially those in the
middle and upper class brackets to solicit the services of financial
advisors. Financial advisors, like any other professionals fall into two
main categories: the true expert and the bogus. The begging question
is: how does one tell the two apart? I personally think there is a fine
line between the two categories and one will have to keep his eyes
open, ears attuned and wits alert, in order to realize the difference.

Essentially, a financial advisor is supposed to ask his/her prospect
necessary and sufficient questions to unveil his/her personal

circumstances and *‘actwual’® financi al needs a
important that the level of risk the prospect is comfortable with is
ascertained during the ‘diagnosi s’ A ‘“qual.
the expert, after the gathering of relevant information is critical.
"Qualification’ i's the process of establishi

advisor has access to the appropriate financial tools with benefits that
will perfectly match the personal circumstances and financial needs of
the prospect, giving regard to various factors, including the prospect's
budget. It embraces a decision as to whether or not the financial
advisor is dealing with the right prospect. This is a stage that can
distinguish the true expert from the fake.

Integrity and trust must underpin the financial advising role, and one
has to be really wary of who he/she asks for advice from. A good
financial advisor is supposed to be your helper, your guide and your



teacher, in your journey towards your financial goal. Needless to say
he/she must have and be seen to have sufficient knowledge in the field
of finance and investments, and must be abreast of trends in the
financial markets.

There are several tell-tale clues of a sleazy financial advisor. One who
has picked up skills from the field and not certified is very likely to be
unprofessional in his/her dealings. The chances are good that
securities/shares recommended will be appropriate, if the financial
advisor or the company he/she works for is not tied to or totally
independent of the company whose securities/shares are offered.
Steer clear of financial advisors who do not spend enough time to get
to know what your real financial needs are. Such advisors will come off
as wanting to just get the commission they are entitled to in their
dealings with you, and not actually interested in helping and guiding
you to achieve your financial goal. If you are not the right prospect, a

‘“true’ expert will candidly | et you know, ho
stage or otherwise, as soon as it dawns on him/her.

A thorough research into the company the advisor works for, will be a

step in the right direction. It will be a bonus if you will be chanced to

have a chat with some of his/her customers chosen at random, to

assist you to get a feel of the kind of service you may get. Note that it

is not just the service you get during the sale or dealings that matters,

but more so the after-transaction service.

The financi al mar kets are very dynamic, and

personal circumstances and financial situation are regularly reviewed
by the advisor, and any necessary changes to the financial strategy
implemented with ample speed and agility, to guarantee the
attainment of financial objectives. A good advisor must progressively
add value to the client.

End of sample... please return to store to purchase eBook.



