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If an adoisor is listening to the client properly, then they can gain that

trust and, given what has happened in the markets over the last few

years, trust is more paramount than anything — William Vastis,

vice-president and portfolio manager, RBC Dominion Securities

ADVISOR/CLIENT PROFILE

INVESTING

Communication
1s the foundation
of a bright future

Although it would be tempt-
ing to describe the perfect
financial advisor-client re-
lationship as a really strong
marriage, a more accurate
description of the successful
bond between the two would
be a long and happy court-
ship.

“The first and most im-
portant thing is that the ad-
visor has to know how to
listen to the client,” says Wil-
liam Vastis, a vice-president
and portfolio manager with
RBC Dominion Securities.
“If an advisor is listening
to the client properly, then
they can gain that trust and,
given what has happened in
the markets over the last few
years, trust has become more
paramount than anything.”

Simply knowing the extent
of a client’s financial hold-
ings and laying them out on
a spreadsheet are not enough
to create a winning bond
between advisor and client.
“You really can’t provide
wealth management strat-
egies unless you know every-
thing about that client,” says
Mr. Vastis, a Toronto-based
advisor who specializes in a
high-net-worth clientele. “We
want to gain access to all of
their personal information
so we know if there is a need
to protect them, to make
them more conservative than
they are, to readjust their
risk tolerance based on what
has happened in the last few
years.”

Just how much risk a cli-
ent is willing to take on in
the risk-reward continuum,
a function of age, the state
of their portfolio and recent
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Knowing your clients 1s key to success
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Bill Vastis, vice-president and portfolio manager for RBC Dominion Securities,
says listening to the needs of clients is vital for a long-term advisor-client relationship.

experience with the perform-
ance of investments, has gen-
erally been racheted down
in recent years, he says. “We
have noticed a lot of baby
boomers have taken a couple
of steps back in their risk tol-
erance, so that changes their

entire plan and how they
view the markets, how they
view their personal estate
planning matters, and how
they even look at their per-
sonal side, whether they want
to have the same lifestyle as
before the last market cycle.”

Mr. Vastis, who has been in
the business about 15 years,
added that a well-functioning
advisor-client relationship
goes well beyond the dollars
and cents of investing and
retirement planning. “We
don’t just help clients with

Resource sector will build global presence
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I Dealers with a diversified
business base will rotate in-
ternal resources through their
trading, banking and advis-
ory businesses to capitalize
on business opportunities as
market conditions change.

I Many dealers (large and
small) that engage in research,
trading and the underwriting
and distribution of equities in
the resources sector will con-
tinue to build a global pres-
ence — expanding their client
base outside Canada to sell
trading and investment ideas,
execute debt and equity trans-
actions, and distribute new

securities offerings. These
firms will also finance the
expanding global operations
of Canadian mining and re-
source companies.

I Advising dealers with retail
clients who have built rec-
ord cash balances (given the
hesitancy to invest in equities
and the low-return govern-
ment and corporate bonds)
will continue to strengthen
efforts to deploy client assets
profitably in dividend-paying
stocks, traditional bonds and
structured products. These
dealers will deploy good re-
search, effective diversifica-
tion, pro-active client cover-
age, and will improve capacity
to access and execute across a
wide product suite.

I Integrated full-service deal-
ers and specialized retail fran-
chises, including introducer
firms serviced by carrying
brokers, will respond to chan-
ging demographic trends by
shifting investment focus
from asset accumulation to
asset distribution. These
firms will identify new prod-
ucts and services, and build
financial and estate planning
capacity to meet these port-
folio needs.

I Firms will continue to adapt
technologies and systems
that create and improve user-
friendly tools for client access
to online accounts, facilitate
access to investment materi-
als for clients and their ad-
visors, and provide effective

back-office securities clearing
and settlement, client state-
ments, etc.

I Small and mid-sized dealers
will identify and exploit tech-
nologies that can automate
compliance processes and sys-
tems, such as the surveillance
oflarge-sized transactions, cli-
ent suitability requirements,
and trade execution on mul-
tiple trading markets.

I Firms will continue to seek
out compatible mergers and
acquisitions that can achieve
economies of scale and di-
versification into other busi-
nesses.

I Firms will also continue to
make efforts to integrate fi-
nancial planning operations
(mutual fund registrants) into

their money, we help them
with personal decisions.” He
provides the recent example
of a client who has recently
moved his family to Canada.
“He wanted to know where
to live, what clubs to be in-
volved in, what schools to put
their kids in and doctors to
recommend ... We don’t get
compensated for it, of course.
We just do it because we look
out for our clients and want
to make sure” clients can
focus on their careers.

Mr. Vastis’s constant pro-
cess of listening and ques-
tioning have proved to be
the basis of a strong and
growing advisor/client rela-
tionship with a Mississauga,
Ont.-based financial plan-
ner. “What I found with Bill
is the first thing is he listens.
He matches my profile to his
recommendations and imple-
mentation,” the planner says.

While the process of lis-
tening to a client and creat-
ing and following the finan-
cial strategy that is best for
them sounds simple and
straightforward, the planner
says that happens less often
than it should. “I have found
over the years that that was
not always the case with
other advisors who tended
to want to make money for
their clients or do more trad-
ing than dealing with the cli-
ent,” he says. “Bill is a step
above that. He has listened
quite well on my front with
my family assets.”

What started out as a
single, if stellar, advisor-cli-
ent relationship between the
two men of different genera-
tions has blossomed into a
far larger interaction as the
planner began introducing
his client base to Mr. Vastis.
“I have brought a significant
portion of my clients to work
with him. He’s very very good
at understanding that each
client is unique, each client is
different and he listens very
well.” Today, the two work on
approximately 75 client ac-

the dealer IIROC regulated
platform.

I Integrated and institutional
boutiques that engage in cap-
ital-intensive trading and fi-
nancing will continue to build
up regulatory capital — with
shareholders’ equity, already
up one-third to $18-billion over
the past two years — to facili-
tate client needs and withstand
inevitable financial shocks.

I Firms will continue to focus
on cost-cutting initiatives in
all areas of their business.

SETTING A CLEAR
DIRECTION IN ROCKY SEAS

The outlook firms will
face in the coming year is
not difficult to anticipate.
Expansion in capital mar-
kets activity will grind on at
a modest but steady pace,
interrupted by exogenous

counts, Mr. Vastis says.

Technically savvy, some-
thing that the planner ad-
mits he is not, the RBC ad-
visor and investment partner
in the case of their shared
investor base are quick to
communicate with clients. “I
have a number of clients who
are retired and receive RIFF
payments,” the planner says.
“Large organizations can
miss a payment or have a de-
lay. Yesterday, a retired client
missed his RIFF payment and
emailed me and Bill, and be-
fore I could do anything Bill
checked his back room and
emailed back to the fellow
and it was solved. Because of
technology, he is way more
on top of things than I have
seen with other people.”

The two men meet face to
face on a weekly basis, with
Mr. Vastis armed with his
iPad computer with which he
invariably sends out a sum-
mary of the meeting to both
advisors’ teams at the end of
the meeting. The duo also
carry out daily conference
calls, a schedule that did con-
tinue even when the planner
was on holidays in Florida.

The RBC advisor has also
been able to work within the
planner’s own very unique
advisor-client base, an abil-
ity the older man has found
to be a fairly rare trait. “In
my business I call my asset
management teamwork,” the
planner says. “The client is
the president and CEO of our
team and they are in control
and make all the decisions. I
am the guy to make sure that
their goals and objectives
and comfort zone are clearly
conveyed to me and the ad-
visor, being Bill. And I make
sure that Bill does his job and
Bill is the implementer of the
strategy and the information
flow.

“Rarely before was I able
to get a comfort level if I re-
ferred a client to a broker,”
he says. “I think it is being
able to park your ego.”

shocks from economic and
financial events that exacer-
bate volatile capital markets.
Industry performance will
remain spotty across sectors
and firms, reflecting chan-
ging market conditions, with
resource markets continu-
ing to demonstrate relative
strength.

Firms that weather these
conditions best will be those
able to shape a broad stra-
tegic vision to seize business
opportunities in continually
changing markets and client
demand, exploit the benefits
of technology to improve
service and reduce costs, and
establish effective partner-
ships and make the right ac-
quisitions for business suc-
cess.

When old models stop
working, the way to succeed
is to create new ones.

You don’t need a better
Financial Advisor.
You need a great one.

But like any great relationship, this
one takes hard work.

Because choosing the right Advisor
is the key to a richer life in every way.

or even “good”, to “great?”

Is being good the
enemy of being best?

ECEE Download The

Investor’s Report
Card “Is being
good the enemy
of being best?”

4+ |=

www.accretiveadvisor.com

So how do you move from “average”,
You deserve the best Advisor and
the best advice. But to get what you
deserve, you need to act. And right
now won’t be a moment too soon.

Accretive Advisor

A more successful financial relationship~

Log on to www.accretiveadvisor.com,
and download The Investor’s Report
Card. It asks: “Is being good the
enemy of being best?” Then it spells
out what’s needed to build a more
successful financial relationship.




