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Protect Yourself 



What will we be Covering Today?

There’s a really big problem, but it’s not what you expect.  Basically, 
advisors want to do well for their clients, mean to do well for their 
clients, but do a great deal of harm because they believe things that 
simply aren’t true.  They haven’t kept up with the evidence.

The natural question to ask is “Why”?  I have some thoughts, but…

The more relevant question is “What are you going to do about it”?



It seems many advisors 
seldom think for themselves

There’s an agency issue here… whose interests do advisors look out 
for?  They’re supposed to be working for their clients’ interests, but 
most are actually (often unwittingly) working for their employers and / 
or product suppliers AT THE DIRECT EXPENSE of their clients.

Evidence shows that many advisors run concentrated portfolios, chase 
past performance and pay little or no attention to product costs.





Change

 



Thinking is Hard



What is Right Matters



STANDUP Advisors Seek the Best Info



Who is on the other side of the trade?



Why #1:No one wants to admit 
to being part of the problem



Why #2: People need to maintain 
a sense of Perspective



Why #3: Some advisors are closed-minded



Why #4: It takes a long time 
for ideas to take hold



Why #5: Even when the evidence is clear, 
people resist if they are threatened



Why #6: Combine reasons 1 to 5  
No one wants to admit they were wrong



What can you do if your advisor has good 
intentions, but nonetheless 

believes things that are not true?



To be clear, what exactly is bullshit?

•  False or exaggerated statements made to impress and d

According to Wiktionary, it is a noun (vulgar, slang), it is:

“False or exaggerated statements made to impress and deceive the                     
listener rather than inform; nonsense”.

No matter how much your advisor might believe certain things, that 
doesn’t make them true.  You will need to call bullshit on your advisor’s 
misguided beliefs.



Framing / Confirmation Bias: We are ALL 
hardwired to make quick (often wrong) 

decisions…



What matters is easy to understand, hard to do
It’s about focus and discipline



It is largely about our behaviour…
specifically, the choices we make daily



…Yet we ‘double down’ and dig in regarding 
pre-existing viewpoints



Q: How, exactly, can you tell if and how your 
advisor is biased… and how that impacts you?  

A: You need to ask tough questions.



Everyone does this

• Many advisors seem to prefer high-cost funds 

• Many prefer embedded compensation, too
• These product preferences seem to be based more on a preferred 

business model rather than on product merit

• They’ll likely give you a plausible reason why this is so…
• But, people who rationalize tell rational lies
• People find ways to justify recommending inferior options even 

though options that have a greater chance of leading to a 
successful investment experience exist… Normative Optimality  

• It’s called ‘Narrative Fallacy’.  We make up a stories to justify doing 
what we want



Which car represents the best value?

•A $20,000 entry-level vehicle

•A $40,000 mid-market vehicle

•A $120,000 luxury vehicle

•Remember the maxim: “price is what you pay; value is what you get”

•Remember grandma: “a penny saved is a penny earned”



Which investment product 
represents the best value?

•Paying $20,000 to manage $1 million for a decade

•Paying $40,000 to manage $1 million for a decade

•Paying $120,000 to manage $1 million for a decade

•Once again: price is what you pay; value is what you get

• Some advisors take a do as I say; not as I do approach.  Their 
indifference to product cost is costing YOU a bundle!

•Mine is the only industry where the cheapest products are best



Clients pay for BOTH the cost of advice and 
the cost of investment products

Most people are paying far more than they ought to because they fail 
to understand either how or how much their advisor is being paid AND 
how much the products they own actually cost.

In my view, the people most affected are those with small six-digit 
portfolios.  Those with under $100,000 to invest need to focus on their 
saving discipline, while those with over $500,000 to invest are often 
(but not always) given reasonable alternatives.  Those in between are 
in trouble.



What Sorts of Fees are Typical?



What’s the Solution?

• STANDUP for your portfolio

•Use the three steps I explained earlier (Confront, Ask, Verify)

•Your advisor has to change 

•The sincerest apology is changed behaviour

• If your advisor refuses to change, you’ll need to find a new advisor

Reputable advisors STANDUP for their clients!



Case Study #1

Let’s say you have a $200,000 portfolio invested in a number of 
actively-managed, A Class mutual funds that pay your advisor a 1% 
trailing commission and that carry a 2.3% management expense ratio 
(MER)…
•What will your year-end statement say you have paid?

•What will your advisor say you paid?

•How much will you have actually paid?

Give up?



Understand the answers!

•You will have paid your advisor $2,000 (1% on $200,000)

•You might have been told any number of things re: what you paid

•You will have paid a total of $4,600 over the course of the year 

(2.3% on $200,000).  You will be paying that much next year, too… and 
in 2021… and 2022…
There are many products available that cost far less.  Even if your 
advisor charges a bit more, you could easily save many thousands of 
dollars ANNUALLY by substituting high-cost products for low-cost 
products – and not chasing recent hot performers



Case Study #2

Let’s say you have a $500,000 portfolio that earns 5.2%.  Holding 
advisor compensation constant, what would your portfolio be worth in 
30 years if your advisor could lower your product costs by 0.8%, 
generating a return of 6.0%?  Specifically…
•What will your portfolio be worth at 5.2%?

•What will your portfolio be worth at 6.0%?

•What’s the difference?

Give up?



Understand the answers!

•At 5.2%, your portfolio would grow to $2,287,927

•At 6.0%, your portfolio would grow to $2,871,746

• So…. what’s the difference?...

How about $583,819! NOW, do you think a difference of 0.8% is 
no    big deal?  This is simple compounding: no new money added; 
none withdrawn.



What’s the Reaction?



YOU need to take control 
…and ask tough questions

My book, STANDUP to the Financial Services Industry, has about 50 
questions and answers. Its intended as a practical guide for Canadians. 

I have also launched a companion website: www.standup.today

The site provides access to seven of the most important studies in 
finance.  Use these studies to determine whether or not your advisor is 
misguided. It also has other useful articles and podcast links.

http://www.standup.today/


Thanks!

Follow me on Twitter: @STANDUP_Today

Visit my book website: www.standup.today

Visit my advisory website: www.standupadvisors.ca

Call me: 647.STANDUP (782.6387)

Kindly note that as a Portfolio Manager at WAPW, I am held to a 
fiduciary standard (client interests must be paramount) and that I can 
get access to products that you might not otherwise be able to buy (my 
discretionary clients are deemed to be accredited even if they might 
not otherwise qualify).

http://www.standup.today/
http://www.standupadvisors.ca/


Disclaimer

John J. De Goey, CFP, CIM, FP Canada Fellow, is a Portfolio Manager 
with Wellington-Altus Private Wealth (WAPW).  The opinions expressed 
here are those of Mr. De Goey alone and do not necessarily reflect the 
opinions of WAPW.  No financial decisions should be made solely based 
on the content of this presentation.  The information and opinions 
presented here are subject to change without notice.  


