Why Steven Fox Advice-Only Financial Planner
Model Is Gaining Trust Among Advisors

For years the financial planning industry has wrestled with a question that never seems to
settle: can you truly serve a client’s best interest when your income depends on selling
products? The rise of the advice-only model suggests the answer is finally shifting. One name
that keeps surfacing in this conversation is Steven Fox, a CFP® professional who made the
move to an advice-only structure to focus entirely on guidance rather than commissions or
asset management.

This approach is not just a niche trend. It reflects a broader desire among both advisors and
consumers for clarity, transparency, and a fiduciary standard that actually feels binding. When
an advisor removes product sales from the equation, the relationship changes. The client pays
a flat fee or an hourly rate for the plan itself, not for a fund with a trailing commission or an
insurance policy that the advisor happens to sell. That distinction matters, and it is exactly
what makes the Steven Fox advice-only financial planner model stand out in a crowded field.

What Advice-Only Planning Actually Means

Most people assume that when they sit down with a financial planner, they will walk away with
a product. A mutual fund, an annuity, a life insurance policy. That assumption exists because
for decades the industry built itself around product distribution. Advisors were licensed to sell,
and their compensation came from the products they moved. Advice was often free, but it was
rarely neutral.

An advice-only planner flips that arrangement. You pay directly for the advice. The planner does
not implement anything, does not manage money, and does not earn commissions or trails. If
you need a product, the planner helps you understand what to look for and then sends you to a
low-cost provider or helps you implement it yourself. This separation of advice from product
creates a cleaner relationship. The planner’s only incentive is to give you sound guidance
because there is no back-end payout tied to your decision.

The Steven Fox advice-only financial planner approach takes this separation seriously. It

means the client knows exactly what they are paying for and why. No hidden revenue streams,
no conflicts baked into the recommendation. For advisors who have spent years in a
commission-based environment, making this switch requires a shift in mindset and practice
management. But for those who do, the rewards often come in the form of deeper client trust
and a clearer professional identity.

Why Advisors Are Making the Switch


https://connect.xyplanningnetwork.com/find-an-advisor/steven-fox-61236

The move to an advice-only model is not happening in a vacuum. Several forces are pushing
advisors to reconsider how they charge and how they position themselves. One is the growing
awareness among consumers of what a fiduciary actually means. The term has been diluted
by firms that claim fiduciary status while still collecting commissions or proprietary product
revenue. Clients are becoming savvier, and they are asking harder questions. An advisor who
can honestly say “I do not sell anything; | only advise” has a powerful differentiator.

Another force is regulatory pressure. The Department of Labor’s fiduciary rule, even in its
various iterations, put the spotlight on conflicts of interest. State-level fiduciary standards are
also tightening. Advisors who want to future-proof their practices see the advice-only model as
a way to stay ahead of regulation rather than react to it.

Then there is the practical reality of running a business. A commission-based practice often
requires constant prospecting and product pushing to maintain income. An advice-only
practice, by contrast, builds recurring revenue through retainer or hourly fees. The income can
be more predictable, and the work feels more aligned with the reason many people became
planners in the first place: to help others make sound financial decisions.

How the Model Works in Practice

An advice-only planner typically offers a menu of services. A comprehensive financial plan
might cost a flat fee that covers several meetings and a written plan. Hourly consultations let
clients bring specific questions about taxes, retirement, estate planning, or investment
strategy. Some planners offer ongoing retainer arrangements where they review the plan
annually and remain available for ad hoc questions.

What the planner does not do is trade stocks, rebalance portfolios, or select funds on the
client's behalf. That separation is deliberate. It means the client retains control of
implementation, often through a discount brokerage or a low-cost robo-advisor. The planner’s
job is to give the client the roadmap and the confidence to follow it. If the client wants a
second opinion on a product a broker has recommended, the advice-only planner can evaluate
it without any bias toward their own compensation.

There are trade-offs. Clients who want full-service asset management may find the advice-only
model too hands-off. They might prefer someone who handles everything, including trade
execution and rebalancing. For those clients, a traditional fee-only advisor who charges a
percentage of assets under management might be a better fit. But for clients who are
comfortable taking the reins once they have a solid plan, the advice-only model offers
significant cost savings and clarity.

Who Benefits Most from This Approach



Not every client needs or wants an advice-only planner. The model tends to work best for
people who are already somewhat financially literate and who have the discipline to follow
through on recommendations. It also suits those with straightforward financial situations who
do not need ongoing portfolio management. Young professionals early in their careers, for
instance, can get a comprehensive plan for a fixed fee and then implement it themselves for
years before they need another review.

Retirees with complex tax situations or multiple income streams may also benefit, especially if
they want an unbiased review of their withdrawal strategy without any product push. Small
business owners who need guidance on entity structure, retirement plans, or succession
planning often appreciate the ability to pay for targeted advice without being locked into an
ongoing management relationship.

The common thread is a client who values the advice itself more than the convenience of
having someone else execute it. For the Steven Fox advice-only financial planner, the goal is to
empower the client to make informed decisions, not to create dependency on the planner for
every financial move.

What Advisors Should Consider Before Moving to Advice-Only

Making the switch is not simply a matter of changing how you charge. It requires a different
business model, different marketing, and often a different type of client relationship. Advisors
who have built their practices around asset-under-management fees will need to replace that
recurring revenue with retainer or hourly income. That transition can take time and may involve
a temporary dip in earnings.

There is also the question of liability. Giving advice without also controlling the implementation
means the client may not follow the plan correctly. An advisor can recommend an appropriate
asset allocation, but if the client invests in the wrong funds or misjudges their risk tolerance,
the outcome may fall short. Clear documentation and client agreements become essential to
manage expectations and limit exposure.

On the positive side, the advice-only model can lead to more fulfilling client relationships.
Without the pressure to sell, conversations become more honest and more strategic. Clients
are often more engaged because they know the advice is impartial. And for advisors who value
independence, the model offers a way to practice without being tied to a broker-dealer’s
product shelf or compliance restrictions.

The advice-only space is still small, but it is growing. Networks like XY Planning Network have
made it easier for advisors to adopt this model by providing infrastructure, compliance
support, and a community of like-minded professionals. The Steven Fox advice-only financial



planner is part of this shift, showing that it is possible to build a practice around pure advice
and still earn a good living.

For consumers, the takeaway is simple: if you want financial guidance that is free from product
bias, look for an advisor who charges directly for their advice and does not sell anything else.
For advisors, the message is that the old model is not the only model. There is a growing
demand for clarity, and those who are willing to provide it are finding that the trust they earn
more than makes up for the commissions they leave behind.



