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Determine the right n

"FHEN IT COMES TO
. managing a client’s
' portiolio, the key is

» ¢ finding the right bal-
ance. Méﬁa&mg a balanced invest-
ment portfolio boils down to two

easentials: aﬁg‘%“ﬁmﬁwzﬁmm& {m@

- steady investiments,

Fvery clientt has a personal linan-
cial model that suits him or her best,
and when BRSP season rolis around
it is time to review those models,

Whether it's a simple investment or

an all-encompassing retirement
gfﬂ{%fé you and vour client should w'
priorities and i&ﬁm% out the best mi

of assels, says Paul Shirer. a im@zm;ﬂ

coach and president of Perfect Tim-
ing Network , a Toronio financial
consultancy.

Clients can choose {o investin a
number of asset classes, including
cold, stamps and coliectibles, m&gé
estate, stocks and bonds, he says.

“History shows that one parficu-
lar asset class may have reacted
one way, while another assef class

reacted a different way,” Shirer

says, “If a client has 20% of his port-
folio invested incash, 40% in bonds
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ix of assets to suit your client’s needs and goc

and 40% in stocks, the road 15 not
going 10 be as bumpy.”
Dhversification i1s one of two
strategies fob achieving a balanced
portfolio. The other is actual imple-
mentation of the plan. "If's creating
a plan in which your clients are sys-

tematically investing monevinthe

different asset classes, otherwise

known as ‘dollar-cost averaging.”
This is a timely topic because of

recent market volatility, Instead of
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throwing in the towel and hiding
the money under a mattress, your

clients should decide what type of

investments make them comlort-
able enough to sleep at night.

It's important (o keep in mind
that most investing, especially

within an BRSP islong-term. What

advisors should do in the short
term is reassure clients.

“I tell my clients not to let the
short-term stuff bug them When a
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portfolio is set up and it's properly
monitored to maintain that bal-
ance, there isn't a need (o panic. A
good balance reflects the investor’s
profile,” says Elle Rosenberg, pres-
ident of Toronto-based Lifetime
Planning. =
Determining a client’s profile
takes some work, Rosenberg relies
on Know Your Client forms and
asset-allocation questionnaires o
pauge what assets a client has or
what other investments they hold,
regardless ol whether she looks
after those investments. Once she
sees what
can see what they should have,
The next step is gauging the
client’s comfort level, Rosenberg
says. Clients may indicate they

clients have, then she

want to be 50% in international
equities, but discussions show
theyre uncomfortable with thatl
“The questionnaire is only a begin-
ning step,” she says.

After the portiolio has been tai-
lored, if should be revisited at least
once a year {0 ensure the mix is stiil
right, Rosenberg says. It technology
stocks went down and bonds wend
up, rebalancing may be needed.

Rosenberg pomnts to a strategy
used by many advisors to maintain
balanced portfolios: focusing on
age vs need for income. As clients

age, the need 1o preserve capital

becomes more important. People
don't want to lose what they have
hecause there’s no time o make up
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