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A Different Kind of Team:

How to Build Your
Financial Team

T
he painful truth is that real estate pros are incredibly  
talented and skilled, but many are notoriously less  

     so when it comes to handling their personal finances.

“I learned very early in my career that it’s not about the  
money you make but the money you keep,” states Brent 
Lancaster, ABR®, AHWD, BPOR, e-PRO®, GRI, MRP, 
PSA, SRS, broker at Brent Lancaster & Associates 
and owner of two real estate schools covering several 
states. “I think many agents focus on things like gross 
commission income, being number one in their company, 
and awards, butthere’s not a lot of focus on keeping the 
money they bring in.”

Sure, you’ll develop a personal financial plan, you think. 
It’s right there on your to-do list.

That’s the problem, says Lancaster. Many agents have 
improving their personal money management on their  
to-do list. Yet that task keeps getting delayed so they  
can deal with seemingly more urgent matters.

But what’s more important than your long-term financial 
happiness? More importantly: You don’t have to do this  
alone. In fact, you shouldn’t. Just as many agents have 
built real estate teams, you should build a financial 
team. Lancaster, who was the presenter on this topic 
at REBI’s February webinar on this topic, and others, 
explain how.
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“Some states have mandatory errors and 
omissions insurance, others don’t,” he explains. 
“But whether you’re right or wrong in a dispute, 
you have to defend yourself. That costs money. 
Also, I think there are two big issues agents need 
to be specifically insured against today: wire 
fraud and fair housing.

“Most policies have limits on coverages, so 
understand what your limits are and ask 
whether they’re enough,” says Lancaster.  
“Think about disability insurance. If you  
can’t do business due to an illness, how is 
your family going to be taken care of? I’m a 
big believer in life insurance. If something 
happened to me, my family would be sad,  
but they’d be taken care of, so they wouldn’t  
be sad and broke. And umbrella policies that  
cover losses beyond those in your other  
policies are huge. I think especially if you’re  
a broker, you need an umbrella policy.”

   Financial planner

Why would you need both a CPA and a 
financial planner? “CPAs and CFPs think 
differently,” explains Lancaster. “They approach 
problems differently, and I enjoy having them in 
the same room. Recently, I had a conversation 
with my CPA, financial planner, and lawyer 
over a SEP retirement plan versus a uni-K plan. 
My CPA asked why that was necessary, and my 
financial planner was able to explain that in a 
way that made sense.”

Just as there are various ways real estate pros 
are paid, financial advisors have various 
pay structures. Some earn commissions on 
products they sell, such as annuities, or actions 
they take, such as trades. The complaint some 
level is that those advisors may recommend an 
investment that earns them a heftier fee when 
another might be wiser or perform better for 

the client. Other advisors charge an annual, 
hourly, or flat fee. Still others might charge a 
fee plus commissions.

The key is to ask how financial advisors are paid 
so that you understand when they might have 
skin in the game. And if it’s important to you, 
also ask whether they’re a fiduciary, as you are 
to your clients.

Perhaps you’re investing in real estate, so  
you think you don’t need financial planning 
help? That’s a common thought process  
among real estate pros, but it may be risker  
than many realize.

“More often than not, clients who are real  
estate professionals are heavily invested in 
real estate,” says Daniel Rey, CEO and wealth 
manager at Voyage Retirement Solutions in 
Orlando, Fla. “I believe real estate should be  
in everyone’s portfolio, but your portfolio needs 
to be balanced and diversified.”

Curnutt offers an example from recent 
economic busts. “It’s similar to folks in the 
corporate world being awarded a bunch of stock 
options from their employer,” he explains. “We 
know what happened in 2001 and 2008. When 
you have almost your entire net worth invested 
in one asset class, that’s risky. The same logic 
applies to real estate agents. Do you really want 
your entire net worth in one basket? It comes 
down to diversification.”

Think beyond real estate

DanieL rey
 
Ceo anD WeaLTh Manager  
Voyage retirement solutions

Orlando, Fla.
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