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Joe Common Says:

“I’m a smart guy who watches BNN
and reads the paper. I can handle
my finances just fine.”

Joe Affluent Says:

“I’m great at what I do, but I
don’t have the time to learn
enough to replace a Financial
Advisor, especially with my life
savings!”
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PROFESSIONAL ADVICE
By far the most difficult part of being a Financial Advisor is
helping people realize that they can benefit from my advice
& services, before they allow me to see exactly how I can help
them.
In Canada (and much of the world I suspect), it’s considered
taboo to discuss one’s personal finances & income with friends
& family. Many people feel a sense of inequality, and are afraid
of embarrassing themselves compared to their peers. Nobody
knows exactly what their friends & family look like financially.
Nobody brings out their balance sheet at a party and says; “Hey
Bill, what’s your RRSP portfolio look like right now?”. Instead,
most people dance around issues, and talk only about success
stories or odd encounters. If actual numbers come up, they are
usually inflated/exaggerated, and often misunderstood, even
by those doing all the talking.
Many Canadians don’t understand what a professional can
do for them, are concerned about the costs, or feel they don’t
have enough money to justify working with a professional
Advisor.
This book is full of concepts that you do not have to master
yourself. The purpose of this book is to spark ideas where some
of these strategies may be applicable to your own situation. If
you read something that may apply, I strongly encourage you to
talk to your Advisor about it, or consider meeting with one for
the first time. Many Advisors have no minimum requirements
or cost for the first meeting. The first meeting is typically less
than 1 hour. I introduce myself and the company I represent,
and we establish some basic expectations at the beginning.
We use proprietary tools to discuss your goals & concerns, risk
tolerance, and balance sheet. We will also complete a basic
Personal Financial Analysis. From there, I can usually begin to
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see where we can be of service or not, and if it appears to be a
good fit, we’ll book a 2nd meeting where I’ll come back with formal recommendations & advice. If I can’t show you the value in
booking a 2nd meeting, there’s no cost for the first meeting, and
I’ll wish you all the best. (2 times in 10 years I’ve had a great
1st meeting and said; “You sir have all your ducks-in-a-row. Well
done. Here’s my card, please call me if you have any questions/
needs in the future.” The other 99.9% of people I’ve met with
have had some way I could be of service to them.)
This new client “model” works extremely well for strong,
ethically-sound Advisors that are solution-based. It’s important to understand as much as you can about an Advisor before beginning a relationship. Often, the “Advisor” is productbased. This is usually evident by attempts to “sell” or “recommend” products before a professional recommendation can be
made. Sometimes they are Insurance Agents offering “planning” that will ALWAYS result in a need to buy more life insurance. Sometimes they are Brokers offering “planning” that will
ALWAYS involve IPOs, commissioned trades, and transaction
fees galore. Sometimes they are part-time “planners” that will
ALWAYS strongly recommend that you can do this part-time too
and get your friends to work part-time and build your “downline” (pyramid). If I don’t know what you make, what you owe,
and what you are worth, how can I say that $XXX is an appropriate amount of life insurance for your family? It doesn’t
matter what the “best deal” is for a $500,000 policy is, if you
already have $500,000 of coverage through your employer/
loans/mortgage and don’t actually need it! There’s no point in
quoting you for $50,000 of life insurance, if you have 3 young
kids and hundreds of thousands of dollars of uninsured debt.
I can’t tell you how many times I’ve made recommendations to
clients that I did not expect until we had the first meeting.
Sometimes, people will call me to book a meeting about life
insurance, but during the meeting I’ll determine they actually
have sufficient coverage but no TFSA and a terrible mortgage
rate.
The only way to do it (in my opinion), is to work with
someone that can truly do it all, that is compensated based on
the SUCCESS of the client, and with someone that will take the
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time to learn about YOU (for FREE) before making any recommendations.
When done properly, I have the greatest job in the world.
I get to help people pay less interest, pay less taxes, save for
their goals & retirement, protect their families & assets, educate their kids, pay their bills, and get what they want out of
life. The hardest point is convincing people that 1 hour of their
time won’t be wasted with me.
A very common occurrence I see in the real world is that
someone gets investment “advice” from a co-worker. For example, let’s say that the co-worker invested $50,000 in to a
speculative stock, and sold it for $80,000. This resulted in a
$30,000 gain, and the co-worker is happy to tell everyone in
the office all about it. Joe Common hears this and decides he
wants to make money too. The co-worker seems to be very
successful, and did very well on this investment, so Joe goes
to his Home Equity Line of Credit and invests $50,000 in the
next speculative investment that his co-worker selects, and
sits back looking forward to the gains.
This doesn’t sound too crazy, and Joe Common took a “tip”
from a successful investor, so what would be inappropriate
about this? Sure, the investment might be a winner or a loser,
but Professional Financial Advisors aren’t sure who is going to
win/lose either, and this guy seems to have the “knack”. Both
Joe and the co-worker are taking the same risk together…….
or are they?
The difference with using a Professional, is that our advice
is NOT based on the prospective gain/loss of the investment.
My primary job is to determine the appropriateness of the RISK
and the PLAN.
In my example above, Joe Common and his co-worker made
the same investment, so they are both taking the same risk,
right? – WRONG
Mr.Co-Worker has $800,000 of investments, of which he uses
$80,000 for speculative stocks such as this one. He can afford
to lose it, and has had significant losses in the past.
Joe Common has no other investments, and borrowed money
against his HOME to make this investment.
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