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The Advisor Complaints Study — Top Patterns

What ~1,400 real consumers said about their financial advisors, in their own words.

METHOD —Col | ected July 2026 from public archives: 20 Reddit threads (r/personalfinance, r/Financial Pl anning), 13 conplete
Bogl eheads. org threads, plus advice colums and retirenent foruns. Thenes coded across the full corpus; vocabulary counted in an
~800- corment subset. Full nethodol ogy and linmitations published with the study.

THE SI X PATTERNS WHAT THEY SAY (800- COMVENT SUBSET)
The salesman discovery comes too late. scant NN 11,
The defining moment in the corpus: realizing the “advisor” functioned as a "conmi ssi on" NN 61
salesperson, not independent counsel — a revelation that typically arrives »sal esran NN 54

only after the products are purchased.
“fiduciary" [N 47
Consumers speak betrayal, not finance.

People describe the experience in the vocabulary of being conned — “scam,” red flag 13

“salesman” — not industry terms. “Fiduciary” appears among helpers, "fee-only” 12

almost never among the people asking for help. "expense ratio" [l 6

Percentages anesthetize; dollars mobilize. "AM [ 5

Fee percentages rarely trigger action. What moves people is translation into The industry’s core pricing term appears 5 times.
dollars and lifestyle terms — the corpus’s most effective line converted one The word “scam” appears 117.

client’s fees into “two Mercedes” for the broker.

p le st tuck for h “You didn’t meet with a financial advisor,
E IS LR AT S P D LR HER R R you met with an insurance salesman calling

Guilt, sunk costs, tax fears, and simply not knowing that leaving is possible themselves one.”

keep people in unsuitable advisor relationships for years. TR o« ~iED UEVETES

The aging-parent problem is the emotional core. “Anyone who promises returns well in

Adult children trying to protect elderly parents from advisors promising excess of market returns is lying through his

above-market returns produced the single highest-scored comment in the teeth.”

corpus (~2,336 upvotes). One commenter: it took five years to get their H GHEST- SCORED COWENT - ~2, 336 UPVOTES

parents out.
. o o LI M TATI ONS, STATED PLAI NLY
What survived scrutiny — and what didn’t. _ .
K . . i - Burned clients are overrepresented; satisfied ones
Two defenses of advisors held up in community debate: behavioral rarely post.
protection, and transparent flat-fee planning priced as work. Across all

o .. - Measures complaint patterns, not the failure rate
~1,400 comments, not one defended commission-based compensation itself.

of advisor relationships overall.

- Archive snapshot; scores reflect the collection
moment.
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