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P romo t i o n

Finding a way to 
reach your financial 
goals is a big puzzle. 

According to Lynn Phillips-
Gaines, CFP®, CLTC, 
Certified Financial Planner, 
founder of Phillips Financial, 
the key to solving it is the 
first piece played.

“The process must 
begin and end with your 
unique goals in mind. No 
one should be forced into 
a one-size-fits-all set of 
products or be limited by a 
‘the way we’ve always done 
it’ mentality,” says the 33-
year veteran of the financial 
services industry, one of Barron’s Top 
1200 Advisors in the nation for 2015* 
and a Raymond James 2015 Chairman’s 
Council member.**

Phillips-Gaines founded Phillips 
Financial in 1984 as an independent firm 
so she could provide an extraordinary 
level of service with fresh thinking and 
without conflicts of interests. She became 
a pioneer in the relatively new field of 
financial planning (now referred to as 
“wealth management”). Three years later 
(1987), Money magazine named Phillips-
Gaines one of the Top 200 Financial 
Planners in the U.S.***

She also began gathering an impres-
sive group of financial professionals with 
the same commitment to client-focused 
service, not sales. The Phillips Financial 
team helped define “concierge service” 
and modeled the quarterback approach 

to financial advisory. As quarterbacks, 
team members help coordinate clients’ 
entire financial lives with in-house 
expertise in estate planning, retirement 
plans, charitable giving, long-term care, 
business planning/exit strategies and 
wealth management. They also work col-
laboratively with some of the area’s most 
widely respected CPAs and attorneys.

Beyond managing portfolios, the 
advisors at Phillips Financial help clients 
manage their lives. “We address behav-
iors standing in the way of reaching goals 
as well as a surprisingly wide range of 
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personal issues far outside 
the typical wealth manager’s 
‘job description.’ In short, 
we try to help clients manage 
almost anything that keeps 
them up at night,” explains 
financial advisor Lauren 
Black, MBA, Financial 
Advisor, who recently 
contacted PBS’ Antiques 
Roadshow to help a woman 
liquidate 100 antique rugs in 
her late husband’s collection.

Not Just Advice: A Hand 
to Hold Is Always There

The advisors at Phillips 
Financial can provide over-

the-top service by being selective in its 
choice of clients and keeping the advisor-
to-client ratio low. “A phone call or a 
surprise visit from a client is a welcome oc-
currence, not a major disruption,” reports 
Client Services Associate Patricia Tate. “In 
the days following the financial crisis in 
2008, our clients heard from us right away. 
Fortunately, a proactive review of their 
plans before the downturn had focused on 
preserving client assets earmarked for criti-
cal needs. These assets escaped devastat-
ing losses in the stock market.”

“We’re always there for our clients,” 
adds Phillips-Gaines. “We don’t simply 
hand them a plan, pat their back and send 
them on their way. We do whatever we 
can every step of the way, from imple-
mentation of new plans to transitioning 
into retirement, and helping disburse 
assets to heirs and charities.”

Advisors Lynn Phillips-Gaines, CFP ®, CLTC, Certified Financial 
Planner; Client Services Associate Patricia Tate; Lauren Black, MBA, 
Financial Advisor; and Director of Marketing & Communications 
Lindsey Johnson apply fresh thinking to clients’ concerns. The Phillips 
Financial advisors manage more than $200 million in client assets.
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Securities offered through Raymond James Financial Services, Inc. Member FINRA/SIPC. 
*Factors included in the rankings for Barron’s Top 1200 Advisors: assets under management, revenue produced for the firm, regulatory record, quality of practice and philanthropic work. 
**Membership is based on prior fiscal year production. Re-qualification is required annually. ***The qualification for Money magazine’s top 200 planners was demonstrating mastery of 

budgeting, insurance, investing, taxes, retirement planning, trusts and other estate planning techniques.
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