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  I DEDICATE THIS BOOK TO


  My life partner, Audrey Ann, who supports me in my busy life between my business and my passions. She takes care of our family and gives me peace of mind. The old saying is true, “Behind every great man there’s a great woman.”


  My two daughters, Sofia and Olivia, who give me daily motivation to strive for and a future to look forward to.


  My current clients who have trusted me from the beginning. You are the reason why I wake up all fired up in the morning.
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  FOREWORD


  Francis has put together a masterpiece that will greatly contribute to the investment community at large and his clients individually. This book will shed light, in tremendous fashion, on his knowledge and wisdom while giving you insights into Francis’s life experiences and his generosity in giving back to his community.


  When working with a wealth management advisor, “authenticity” and “goodwill” are two words that come to mind. When the advisor demonstrates these characteristics, magical things can happen. Francis is a man of authenticity and goodwill, as proven by his personality and diligent work ethic. I have known Francis for more than ten years, and I can attest to his passion and zeal as a wealth management advisor and the extraordinary value he delivers to everyone he is in contact with, personally and professionally.


  There is a wealth of must-learn information contained in this book for any investor who is serious about having input on their financial future. Francis addresses questions that must arise and provide clear and concise answers that will give you peace of mind. He is thorough in his journey to uncover financial value for his clients, leaving no stone unturned in his research, leading to confidence in his recommendations. His clients have always found security in Francis’s ability to provide guidance in an easy-to-follow style, knowing that he has thoroughly studied any information/recommendations he provides. He follows this same style throughout this book, writing in very clear and plain language, allowing you to uncover unique concepts and advice that are as valuable as rare gems. Francis truly excels in finding “five quarters” in a dollar for his clients.


  What’s so impressive is that the “little things” can have such a great impact on your financial future, which says that, in the final analysis, there really is no such thing as insignificant details. Keep your eyes and mind wide open because you will benefit from everything you read in this book!


  Sincerely,


  Camille Estephan


  Senior Investment Advisor, Branch Owner


  Diligence Wealth Management
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  INTRODUCTION


  Dear Reader,


  Hello and welcome to the world of wealth management!


  As your personal investment advisor, it’s my pleasure to help you set goals that move you toward obtaining your financial freedom so that you can live the life that you want today and in the future!


  To my clients who are forty-five to sixty-five years old, you are living in the sweet spot of life. You’re in a great career. You have a loving family. And you have money to save and spend in the present while also contributing to your retirement.


  To my clients who are already retired, you are truly living your golden years. With debt in the rearview mirror, you have the opportunity to travel, volunteer, or whatever is in your heart to do—all because you are financially set.


  To those who are considering becoming a client, I welcome you to be part of my financial family. You have dreams and goals, and together, with the right planning, we can make these a reality.


  


  For most people, financial freedom seems to be an elusive goal. There are weekly and monthly bills to pay, long-term mortgages and car loans, and so many other demands on their finances that they wonder at times how they are ever going to keep up, let alone get ahead. But financial freedom isn’t just about eliminating your financial obligations; weekly and/or monthly expenses such as groceries, gas for your car, and so on are an ongoing part of life. What financial freedom entails is having the finances to pay off long-term debt and save for the future while enjoying life today! As one of my clients, you already understand this philosophy. And if you’re considering becoming a client, this type of freedom can be a reality, and I can help you achieve it.


  As you go through this book, you’ll read about my journey to becoming a financial wealth management advisor so that you can get to know me personally. These chapters are interspersed with chapters containing educational and practical investment knowledge, giving you a solid understanding of different types of investments and philosophies.


  My personal journey starts with my story of a kid growing up in middle-class Quebec, who always wanted to be financially independent; I didn’t want to rely on working for someone else my entire life but wanted financial freedom provided by my own businesses and investments. Mine isn’t a rags-to-riches story or one in which I’ve had the proverbial Midas Touch. My ability to manage wealth has come through education, discipline, and hard work, the same path you have taken to get where you are today.


  Like most of you, I didn’t grow up wealthy. And like some of you, I grew up with divorced parents. I didn’t lack any of the basic necessities, but there wasn’t a lot of money left over.


  Early in my adult life, I struggled to figure out the what-seems-to-be elusive goal of financial independence. But I knew it was achievable. I’ve always been a productive person, even as a kid. I was never one to waste time. I also wanted to move out of the house as soon as possible. Even though my parents were not together, they both loved me and never pressured me. My mom and I lived in a nice house as did my dad. But I wanted to be responsible for myself. I wanted to save. To pay bills. To be an adult and the captain of my own future. Even when I was doing fun things, I had a purpose in mind. So, you might say I’ve always lived a purpose-driven life.


  Ever since the age of ten, I would do whatever I could to earn money, and I always put half of it away. I don’t know where I learned that; to me, it was a natural thing to do. While many of my friends were at summer day camps, I was earning money to buy my first gas-powered scooter so that I could drive wherever I wanted and have my first taste of independence.


  At sixteen, I had saved and earned enough money—along with selling my scooter—to purchase a 2001 Honda CR 125. Boy, was I the envy of all my friends! I was also making a budget to live on. (What sixteen-year-old in their right mind does that?) I had my income, expenses, and savings down to a tee. For every $2 in income, $1 went to expenses and the other dollar toward savings. This is where I began to learn the value of compound interest, which is the “holy grail” of financial freedom, and something I’ll discuss in detail in this book. This save-and-work-to-upgrade mentality has always been part of my makeup. My mom saw this in me and realized I was a responsible person, so she bought me my first car at sixteen, a 2002 Pontiac Sunfire. Thanks, Mom!


  I also told my mom that I wanted to be financially independent by age thirty. I didn’t have a clue how to achieve this, but I knew it was possible, and this goal burned in my heart. It was like I had a vision that kept calling to me.


  I’m not sure why, but I was born with this type of drive, which has been a disadvantage at times and an advantage at other times. For example, when I was in school, I wanted to get a perfect grade on every test. At the private school I attended, we had year-end exams to prepare us for high school. While studying, my need to be the best caused me to put so much pressure on myself that I nearly passed out on the day of the exams! But that same drive always made me endlessly curious about almost everything, giving me a thirst for knowledge. I’ve never had a know-it-all attitude, and I’ve always been willing to learn from others, anywhere, anytime. Even today, this mentality serves me well in the financial field; I’m always learning and growing my knowledge of finances and the way they work.


  Business and finances have always piqued my interest. From running my own small businesses during summers throughout my high school years to my providential meeting with Camille Estephan—which was the start of my wealth management business—my life has been focused on growing my finances so that I could chart my own course in life. Along the way, I’ve maintained a mindset of helping others whenever and wherever I can.


  You will also educate yourself as you read the chapters on financial aspects that are not typically covered in this type of book. I will help you to understand the different mindsets about investing so that you can understand the way you think and why you think the way you do. I’ll give you a solid understanding on specific types of investments such as ESG—environmental, social, and governance—and an overview of cryptocurrencies, both of which are important topics to the younger generations and that older individuals want to know about.


  Finally, I would be doing you a disservice if I didn’t tell you about investment options that you have and my opinion on these vehicles. Chapter 14, “Investing for Success,” will give you this information. At the end of these chapters, you can record your thoughts on what you’ve learned and how the information applies to your financial situation.


  Are you ready? Then pour your favorite beverage, settle into your easy chair, and turn to the next page. You’re about to start on a financial journey that can literally change your life!


  Your wealth management partner,


  Francis Gingras Roy




   


  

    CHAPTER 1


    HOW A BRIEF RETAIL STORE OWNERSHIP CHANGED EVERYTHING


  


  Perspective is a moment in time that cannot be fully appreciated until that moment has passed.


  —TIBOR KALMAN


  Ever since the age of ten, I’ve wanted to be financially independent. If you think about it, that’s a strange goal for a ten-year-old boy. Most kids that age are playing video games, involved with sports, and hanging out with friends. Sure, I had lots of friends, and we did stuff together like riding bikes, playing road hockey, and stay over at one another’s houses. But I was also focused on earning and saving money. I’m not sure why I had this mindset, but I wanted to achieve financial independence by the age of thirty. I was always a good student in school and got good grades, but I had no idea of the exact path to take to make my goal a reality. What I did know was that becoming an entrepreneur, a business owner, was the right direction for me.


  As I started down the entrepreneurship road, I thought that real estate would be my golden ticket, so I began doing a lot of research. I purchased a triplex for $390,000, which I kept for seven years. When I sold it for $425,000, I didn’t make much of a profit, but the intervening years taught me a lot about how money and real estate investments work and don’t work, and I learned from my mistakes. While I continued to invest in real estate, I realized it was not a financial avenue that I wanted to pursue full time.


  A year or so into my real estate foray, I thought that general contracting might be the direction for me to take. My mom and her husband at the time, Pierre, who was like a second dad to me, had several businesses, one of which was general contracting, but she told me this was an expensive field to get into and expensive to maintain a business. What was I to do?


  After much thought and consideration, I decided to become an electrician so that I could have my own electrical business. I’ve always liked working with my hands, so this seemed like a good fit. Once I had my electrician’s license and started working for a contractor, I realized that buying material, getting permits, and running the business while doing the actual work quickly turned me off, so I still wasn’t happy.


  While working full time as an electrician for another company, I had a conversation with my mom’s husband, who casually mentioned that he was going to China for a trade show to look into the possibility of importing patio furniture.


  I said, “Great. I’m going to China with you.”


  A couple of weeks later, we were at the Canton Fair making contacts. Soon after, we started importing containers of patio furniture and had opened a store. The next year, we attended a huge business fair in Cologne, Germany, to make contacts and find better quality merchandise. We had a much better idea of what our customers wanted, and we were determined to meet their needs.


  In between the China and Germany trade shows, I was working full-time hours during the day as an electrician and spent my evenings in the patio store. I had also taken out a loan for my share of the patio business, so I was now in debt. And I hated debt! After much thought, I decided to sell my pickup truck that I owned free and clear to help pay down my debt, and I bought a cheap car for $1,500 to keep me on the road.


  The problem with selling patio furniture is it’s a seasonal business. We made good money for six months of the year, but we had inventory and other expenses the rest of the year to cover, so there wasn’t much money to be made overall. As a young man, I felt I was spinning my wheels and not going anywhere toward finding a business that was right for me.


  


  One Saturday in the spring of 2014, I was working in the patio store as a salesman. It was a slow afternoon, and I was looking out the storefront windows, when I watched a Jaguar F type pull up. I have always loved cars, so the Jaguar caught my immediate attention. A man then came in, who introduced himself as Thierry. We struck up a conversation about his car, and when I casually asked him what he did for a living, he said, “I work as an investment advisor.”


  An hour later, he walked out after purchasing some unique patio furniture sets, and he left me asking myself, “What is an investment advisor?”


  A month later, I delivered the furniture to Thierry’s house. Was I impressed! He lived in a gorgeous house on the lake, and I had never known anyone who had this type of success. I normally didn’t make deliveries, but my delivery guy wasn’t available that day, so I had to do this myself. I believe that it was meant to be! After setting up the patio furniture in his impressive backyard backing onto the lake, Thierry asked, “Is the patio furniture your company?”


  “Yes,” I replied, “I have a 25 percent stake, and I also work full time as an electrician until I develop the patio business into a full-time income. I want to grow the business so that I can have outlets across the province.”


  “Hmm, you have discipline and ambition,” Thierry replied. “I’d like to see you in the financial services industry.”


  I looked at him and tilted my head. “I didn’t know you could be an entrepreneur in the financial services industry. I thought it was limited to working in a bank.”


  Thierry smiled. “There are investment advisors outside of the banking world, like those at the brokerage firm where I work. The place to start is by obtaining your Canadian securities license, then you can work with me. I will show you everything you need to know to become a successful investment advisor.” Then he looked at me with serious eyes. “The key is to always add value to others and to focus on what is best for their financial situation. Does that make sense to you?”


  I thought about his words for a few minutes and then said, “Sure, I understand. As an electrician, I’m always thinking ahead about the work I’m doing for a homeowner, and making sure it is exactly what the person wants. As a salesman in my patio furniture store, I don’t try to oversell or sell someone something they don’t really want, so that I can make a buck. Even as a kid when I was making money, I wanted to make sure the people I was working with were happy.”


  Thierry smiled. “That’s great to hear.”


  I still wasn’t clear on the difference between working at a bank and working for a brokerage firm, so Thierry took several hours over a few days to help me understand. I was now intrigued and said, “I’m in!”


  “Excellent!” replied Thierry. “Why don’t you come down to my office, and we’ll have another talk?”


  I left his house in a daze. On my way home, I called one of my best friends, who was also named Francis, and told him all about meeting Thierry.


  A few days later, I went to see Thierry at his office. We talked for a couple of hours during which he helped me to sign up for the securities course. A week later, I had registered. I was now working up to forty hours a week as an electrician and about twenty hours a week at the patio store while cramming to study for the securities course.


  I was literally working and studying day and night! I knew that becoming an entrepreneur in the financial world was the right road for me to take, and I was determined to be successful. My work ethic also compelled me to continue doing solid work as an electrician and to make sure the patio store was running efficiently.


  About mid-August, the boss who owned the electrical company met me one morning before I went off to work. “You’re not your normally energetic self these days,” he said.


  He was right. I was dragging myself into work, dog-tired. “I’ve just got a lot going on right now,” I told him.


  “OK, but I’m concerned about you, so you need to figure out what’s going on in your life.”


  By the end of the summer, I knew exactly what I wanted to do. I handed in my resignation. I was ready to dive into the wealth management field.


  


  My life had turned a corner, and I was about to take a road that I knew would lead to financial freedom, and I could help others achieve the same. It would take hard work and sacrifice, but I was prepared.


  Over the course of the summer, I had several conversations with Thierry to prepare myself mentally and financially. He let me know that I was starting from the ground in a commission-based position and that, even though he would be supporting and educating me, I had to budget my money. “It takes a lot to get people to trust you with their finances,” he said, “so be prepared for some lean times as you start out.”


  At that time, I had a mortgage on my condo that I co-owned with a friend and was only working part time at the patio store. So, I cut back on everything I could to make sure my bills were paid and only used my credit card when necessary. I also studied hard for the next several months before I felt I was ready for the securities exam.


  


  The Canadian Securities Course is conducted by the Canadian Securities Institute for individuals interested in trading securities or providing investment advice. The first two exams consisted of one hundred questions each. They were spread over two days, a couple of hours each day, and were taken in person. The third exam was the CPH—Conduct and Practices Handbook Course. I was so nervous over the three days! My entire future would hinge on passing, but I was also confident and prepared. At the end of the third day, I had my results via computer. I had passed the exams! I could go back to Thierry and tell him I was ready to start.


  I also did something that would have been unthinkable before meeting Thierry. I called Pierre and said, “I’ve enjoyed working with you in the patio furniture business, and I’ve made sure that it is running smoothly from my end. However, I’ve decided it’s time for me to move on, and you can keep my shares.” Just like playing poker, I was going all in, and I was grateful that my family was supportive of my decision.


  On a September Monday morning, as Thierry and I shook hands, I had a gleam in my eye that said I was determined to learn and work hard. After a couple of minutes of small talk, Thierry and I walked into a conference room, where I joined a group of eight new-to-the-field individuals. I sat down at my desk, fired up my newly purchased laptop, and took a deep breath. “This is it!” I told myself.


  I glanced at the person on my right and nodded a hello. Then I turned to the person on my left and grinned. There was my friend, also named Francis, dressed in a suit with his computer open. I thought back to the string of conversations we had following my talks with Thierry over the summer. Francis felt the timing was right for him to become an investment advisor as well. He had passed his securities exam shortly after me, and we had spent an evening celebrating. Now we were sitting side by side!


  To say I was intimidated would be an understatement. That first day, we found out that Thierry was one of the top guys in wealth management in all of Canada. And we soon learned that his reputation preceded him everywhere within the company. For me, I felt an extra burden; I didn’t want to let him down.


  


  A week later, we were moved from the conference room to business cubicles. I was determined to be successful and was determined to be the hardest worker in the group. Each of us was given a list of two thousand names with residential phone numbers. We were also given a script and told that we should be making five hundred calls/day. Our hours were nine o’clock in the morning to nine o’clock in the evening.


  And that’s where my career as an investment advisor started.


  I was shy at first, not wanting to say the wrong thing. But after three days, I found a groove and my comfort level increased. Soon, I didn’t need a script and making these cold calls became second nature. I was eating my breakfast, lunch, and dinner in my cubicle, making more and more calls. Without knowing it, I was fast becoming one of the best junior advisors within the company. I was meeting new clients with Thierry, learning from him how to genuinely care about our clients and to always have their financial welfare at heart. His attention to detail and his knowledge of the industry were impressive, but he never came across as being superior in any way. Thierry was a man who lived the same values and ideals that I wanted to share with my clients.


  Every day it was the same schedule. Come into my cubicle and start calling prospective clients. Not everyone in our group was cut out for this type of work, and several people quit after a few weeks. But when I look back on those days, I realize I was laying a foundation that has stood me well over all these years.


  I learned to be comfortable talking to complete strangers about one of the most emotional topics there is: money. I learned to listen, to respect what the other person was saying, and to genuinely care about people. I wasn’t talking about a livelihood; I was talking about life because, for most people, money is their life. My job was to book meetings and do follow-up calls to make sure the individual(s) showed up. But this was more than just a job to me. I wanted to help people change their lives and lifestyles so that they could live the life they wanted to.


  


  In Canada, the majority of people have their financial investments with their local bank. My struggle with the banking industry is that each of the big banks is a publicly traded company, and as such they are in business to make money for their shareholders. In the big picture, a financial advisor at a bank is there not only to sell products and services that meet the client’s needs but also to make a profit for their bank.


  I quickly understood the difference between a bank selling a financial investment based on its limited portfolio and being able to help clients choose what is best for them based on an almost unlimited choice of funds, stocks, bonds, life insurance, and more. During my initial calls, I felt good explaining the difference between what an independent broker can offer and how a bank is limited in its portfolio. That meant I did not have any “inventory,” so I didn’t try to “sell” a prospective client any particular investment. This allowed me to get to know each client individually and personally and to understand their current financial situation and what they were looking for in the future before talking about any investments that could help them achieve their financial goals.


  Having a client-centered focus came naturally to me, whether on the phone or meeting in person. I could research a multitude of investments and create a custom plan for each individual. Being an investment advisor at a brokerage firm meant that I could maintain objectivity, always doing my best for my client. I wasn’t being paid a salary or a sales commission. I would earn my income based on a percentage of the portfolio that I managed for each client. The greater the return, the more my clients would make, and the more I would make.


  Our interests were aligned, and that’s the most simple and honest way of doing business in the financial world. This gave me confidence to talk to people about their finances, because I truly believed that what I was doing was the right thing, and, over the years, my clients have told me they can “feel” this about me. So, I learned early in my career to always do what is best for my client; doing so would turn out the best for me. That’s financial karma, and to this day it’s my “secret sauce.”
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