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IMPORTANT NOTICE TO READER

This educational report has been written to assist you in understanding some of the little-
known facts about the financial industry.  So many Canadians are simply not aware of what’s 
really going on with their money, and this Special Report will allow you to better understand 
how to protect your wealth and financial future.

This Special Report is not designed or intended to provide any kind of professional or 
investment advice.  It is intended solely for the avocation, personal enrichment, and 
enjoyment of the reader, and to empower you to make more informed financial decisions.  
The information presented herein is for educational purposes only and is current as of the 
date of revision indicated. Reproduction or translation of any part of the information 
contained herein, in any form or by any means, without the written permission of 
SimpleWealth Inc. is unlawful.

Disclaimer

This material has been prepared as an expression of the author’s opinion concerning the 
subject matter covered. This publication and associated materials are designed to provide 
accurate and authoritative information from resources that are deemed reliable but not 
guaranteed in regard to the subject matter. It is presented with the understanding that the 
author is not engaged in rendering legal, accounting, or other professional opinions. 

Although the material in this manual has been offered as a resource for Canadian investors, 
it is presented in only general terms because the laws, bylaws, and regulations may vary 
considerably from jurisdiction to jurisdiction.  If legal advice or other expert assistance is 
required, seek the services of a competent professional.

The author, publishers and permitted distribution partners specifically disclaim any liability 
or risk whatsoever in the event any loss is incurred as a result of the application of any 
advice or information offered herein, whether directly or indirectly used.  This report and all 
contents are copyright © 2010 by SimpleWealth Inc.  All rights reserved.

Permission Of Use

Lee Coates has been granted permission by the copyright owner, SimpleWealth Inc., to re-
print and distribute this Special Report, through a license agreement.  

For more information, please contact SimpleWealth Inc. at service@simplewealth.com. 

To receive additional copies of this Special Report, please contact:

Lee Coates
(403) 651-7263
coatesl@telusplanet.net
www.infoabounds.com



Are You Prepared To Learn The Truth?

Dear Friend,
 
My name is Greg Habstritt, and I’ve been a professional investor for many years. Through 
the financial education company I started more than 7 years ago, SimpleWealth, I’ve 
taught thousands of investors around the world how to increase their wealth and invest with confidence and 
knowledge, and have been fortunate enough to help many people become financially free. I’m an active investor, with 
a private investment firm specializing in commercial and residential real estate.
 
I’ve also authored the best selling Canadian personal finance book, “The RRSP Secret: Defend and Build Your Wealth 
with This Powerful Investment Strategy”. In what many have termed as a shocking and insightful book, I pull back 
the curtain and show Canadians not only the problems with the financial industry, but share a powerful solution and 
strategy they can implement to protect their wealth, and create double-digit returns with low risk.
 
I’ve had the opportunity of sharing my message with countless number of Canadians, and working closely with a 
few successful entrepreneurs and investors. One of these investors is Lee Coates, who asked to do their part in shar-
ing this knowledge with their network of friends, associates, and family members. I am thrilled to have hit a chord 
with Canadians and to be able to share excerpts of my book in this report.
 
What I’m about to share with you is going to change the way that you think about investing, wealth and money. With 
the devastating financial losses that so many investors have incurred over the past few years, I felt it was time to 
finally share these dirty little secrets that the financial industry does not want you to know.
 
Frankly, there’s never been a more important time for Canadians to get educated, and understand how the ‘system’ 
is slowly eating away their financial security! This information is desperately needed by Canadians, because the 
frightening amount of investors who are watching their financial freedom slip through their fingers is tragic.
 
By reading this report, you’re going to learn many of the insider secrets that most Canadians will never know – and 
you’ll learn specifically how you can make better decisions for yourself and your family when it comes to investing 
and your money.
 
I also want to acknowledge Lee for sharing this information, because they’re supporting a cause I feel passionate 
about - helping educate Canadians who deserve better than what the financial industry offers them!

To Your Success,

 
Greg Habstritt
Founder & President, 
SimpleWealth Inc.

P.S.  Please share this Report with your friends, family and anyone you know that you care about.  This is 
literally about your financial future, and the difference between a comfortable future, or a future of struggle, 
disappointment and pain. Simply contact Lee to get a copy of this report sent to anyone you’d like!
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The Financial Industry and the 10/80/10 Rule

This Special Report has been written to show you many of the serious problems with 

the Canadian financial industry, and the dangers you face as an investor.  To begin with, 

I want to make it clear that I don’t think most people in the financial industry are preda-

tory or devious in the way that they profit at their clients’ ignorance and expense. My 

belief (and hope) is that examples we see in the media or hear from friends and associ-

ates are few and far between.

There are some great people in the financial industry, but as in all sectors, there are a 

lot of mediocre ones and then some dishonest thieves as well. Whether you’re looking  

at financial planners, real estate agents, lawyers, doctors or any other group, you’ll  

typically find that the 10/80/10 Rule holds true.

The 10/80/10 Rule suggests that the top 10% of that industry are high achievers,  

high-integrity players that everyone else wants to emulate. There’s the 80% in the 

middle, who are the average, typical performers in that industry. And then we have  

the bottom 10%, the people that you have to watch out for because they’re either  

incompetent, dishonest, criminal or all three.

The problem we all have is that we can’t easily identify which category someone 

fits into until we’ve had a chance to work with them (and likely lost money)!  

Some of the more public cases of fraud and criminal activity, such as Bernie Madoff or 

Milowe Brost, make it clear that you cannot easily distinguish the top performers from 

the thieves. Many of their clients were with them for years, even decades, never thinking 

twice about their integrity or competence.

The only way you can protect yourself as an investor 
is to take an interest in your money and make sure you 
understand what it is you’re investing in. 

I’ll be reiterating this bit of advice throughout the report. If you don’t listen, then you 

are at risk of being taken advantage of by someone operating a ponzi scheme 

or outright fraud.

As I said before, my intention isn’t to have you believe that everyone in the financial 

industry is out to get you, or that they’ll take advantage of you any chance they get. In 

fact, I believe that most people in the financial services business don’t even 

realize what the game is really all about.

Do you really 
want to trust 
your money 

to just an 
“average” 
financial 
planner?

Scary thought, 
isn’t it?
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The Truth About the Financial Industry

It probably doesn’t come as a shock to you that the financial industry is in business to 

make money for its shareholders and stakeholders. Just like any business, the goal of 

people in the industry is to maximize profits and do the best job they can at increasing 

profitability. There’s nothing wrong with this, provided that you understand that they’re 

playing a completely different game, with different rules, than most Canadians realize.

To that end, they have developed the entire industry in a way that increases their profits 

as their primary objective—and taking care of the individual investors is absolutely a 

secondary consideration.

It’s important to remember that the financial services sector is a massive industry, 

creating approximately 6% of Canada’s entire GDP (gross domestic product). Employing 

about 750,000 Canadians, the industry is a significant component of our economy, and 

very sophisticated. Its sheer size also gives it major influence when it comes to lobbying 

the government for laws and policies that benefit the companies involved in financial 

services.

While the industry’s growth has been incredibly  
successful and profitable, this success has been  
detrimental to the average Canadian investor looking 
to grow his money with certainty.

If you ask Canadians what the financial services industry is all about, in particular from 

the investment perspective, most Canadians will say something along the lines of  

“helping Canadians invest their money” or “providing planning and advice to investors.”

However, most Canadians don’t realize that financial companies are really in 
two specific businesses: 
 (1) asset accumulation, and 
 (2) the marketing and selling of products. 

These are the two ways that the financial companies are able to grow their record  

profits into the billions of dollars every year. They are not interested in trying 
to help you make money as an investor. Their goal is to attract under their 

management as many assets as they possibly can, because they get rich from charging 

fees for “managing” those assets. They then manufacture and sell financial products 

that primarily benefit themselves and not necessarily the investor.

This couldn’t  
be further  
from the truth!
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The Business Of Financial Services

When you step back and look at the financial industry, it’s actually genius how they’ve 

set it up and have Canadians playing right into their hands! Just consider some of the 

things that we’ve become accustomed to, based on how the financial services industry 

works.

Lending Your Money to Others at a Higher Rate

It’s common knowledge that when you deposit money into your bank account, the bank 

then turns around and lends out that money to someone else, through the form of a 

mortgage, credit card limit, personal loan or some other form of debt. They’re likely  

paying you nothing on your money (unless you maintain significant minimum balances), 

yet they’re charging anywhere from 5%–6%, to as much as 29%, when they lend out 

your money to another customer!

Now that’s a great business model—borrow something from one person at a very low 

rate and then turn around and lend that same asset out at a much higher rate, and 

make billions. In fact, this is the essence of what banks do. They borrow money at a low 

rate from customers (or they just create the money out of thin air, as you’ll soon learn) 

and lend it out at a higher rate to other customers, charging a laundry list of fees,  

commissions and expenses.

Charging You to Hold Your Money

Does it make any sense that most Canadians pay some kind of monthly service fee 

to a bank, for the privilege of holding onto their money? This might make sense if the 

funds were held carefully and kept safe, but as you know the reality is that when you put 

money into your bank account, the bank takes that money and lends it out.

You may not have thought about this in the past, but I want you to think about this just 

for a second. In no other industry would this ever be possible, but because the financial 

services industry is so powerful and has spent a hundred years “teaching” Canadians 

how to be good customers, rarely does anyone even recognize what’s really going on.

Don’t you wish 
you could 

do this?
You Can!

Time to Wake Up!
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Imagine if you rented a stall at a parking lot, and each day you parked there the owner 

of the lot took your car and rented it to someone else. That’s what the banking industry 

does with our money, and yet no one complains because it’s “just the way it is”!

Lending Money They Don’t Even Have!

What you may not realize is that banks are legally allowed to lend money that they don’t 

actually have. Canada has the dubious distinction of being one of the few countries 

in the world that essentially allows its banks to lend out as much money as they wish, 

without requiring them to have some amount of money backing their lending activity.

Long ago, as the banks would take deposits from their clients, they realized at some 

point that they had all this money in the bank and clients rarely came back to take it 

out, especially all at the same time. As the money piled up in their vaults, they realized 

that if they were to lend some of that money out to other customers, instead of just let-

ting it sit in their bank, they could actually make a lot of money. In fact, they could make 

more money than they were from charging their customers to store their money.

Using complex statistical models, they figured out that they really only needed to keep a 

small amount of cash on hand for those times when a customer came in and asked for 

cash. In other words, they only needed to keep a “fraction” of the deposits on hand as 

a “reserve” in order to meet the demands of any customer that might want some cash 

from their account. And thus, the fractional reserve system was created and standards 

were developed.

As an example, if you deposit $10 into a bank account and that bank is operating with a 

10:1 fractional reserve, the bank is immediately able to lend up to $90 to other custom-

ers, even though it only has $10 from you in the bank. Because most banking is done 

electronically, the bank can simply “create” more money with a few keystrokes. For the 

sake of keeping this discussion simple, the point here is that banks are lending trillions 

of dollars that do not actually exist.

Until 1991, Canada employed this fractional reserve concept, where it would require a 

bank to have some amount of cash on deposit in order to back any loans or debts it was 

creating. However, in December 1991, the financial industry’s lobbying power showed 

Almost sounds 
like a 

Ponzi Scheme 
doesn’t it?
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As a side note, you’ve likely heard the phrase “a run on the bank.” 

That’s exactly what can happen in a fractional reserve system. If 

enough bank customers come in at the same time and demand their 

cash, the system falls apart because the bank doesn’t hold enough 

cash on hand to pay back everyone. We saw this occur in some of the  

recent bank failures in the U.S. because enough customers became 

concerned their money was at risk.

its strength and Bill C-19 was passed, which effectively eliminated the need for any 

reserves at all.

This opened the door to banks charging fees and interest on money that didn’t even  

exist. If this is the first time you’ve heard about fractional reserves, this might sound  

a little crazy, but it’s true. If you’re interested in reading more about this fascinating 

process, do some Google searches on “Bill C-19” and “fractional reserves in Canada”.

Okay, enough praise of the innovation and creativity of the financial industry. While I do 

think it’s pretty incredible how they’ve built such a profitable machine that benefits their 

shareholders, the fact remains that the financial industry is a very dangerous animal if 

you don’t understand it. 
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The Difference Between Financial Planners, Financial 
Advisors and Stock Brokers

Three terms are often used interchangeably, but I wanted to give you a simple view of 

the difference between each title that you’ll see in the financial industry.

All three are intended to be individuals who contribute to some component of your 

overall financial plan.  Most people think of financial planning as investing, but there are 

actually several other important areas – taxation, insurance, savings, retirement, and 

estate planning are some of them.  However, since your investments are just one part of 

your bigger financial picture, the role of a financial planner is to provide a complete view 

of your finances, so that you can make the best possible use of your money in trying to 

reach your financial goals.

A good Financial Planner can be an important key to financial success, but here’s the 

problem – most Financial Planners don’t actually DO any financial planning.  They’re too 

busy selling investments to worry about tedious financial plans.

Now remember, I’m not talking about all individuals, but any honest insider from the  

financial industry will tell you that most Financial Planners are focused on the investments 

and not on the planning.  Who can blame them – they make their money from selling 

investments, so it shouldn’t come as a surprise that’s where their attention goes.

The Financial Advisor, on the other hand, is someone who holds a securities license, and 

is focused on providing guidance with selecting investments.  In other words, their role 

is not to provide overall financial planning, but more to assist you in making investment 

decisions.

And finally, there is the Stock Broker, whose job it is to sell you investments such as 

stocks, and they typically do not even pretend to offer you financial planning advice.

In the end, even though they go by different titles, the truth is, they’re all really in the 

same business, doing a lot of the same thing – and that’s going to be the first secret 

that I share with you now.

Who are you
   taking your
advice from?
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Great Business  
for them...

But NOT  
for you!

The 7 Ugly Secrets of the Financial Industry

1. Advisors, Planners and Stockbrokers Are Salespeople.

While they certainly work hard to place themselves into a position of expertise and build 

up their professional reputation, the individuals you are buying investment products and 

services from are salespeople. Their goal is to create a great income for themselves by 

selling a lot of financial products and services to their clients. The vast majority of them 

are compensated by commissions paid for products they sell to you. If they don’t sell 

investment products and services to you on a regular basis, they don’t eat. 

This in itself isn’t evil or bad, it’s simply a fact of life. A lot of these salespeople truly are 

interested in trying to help their clients create wealth, and hope that their advice and 

guidance brings positive results for not just their own bank account but their clients’  

accounts as well.

The entire financial industry has been structured so that it motivates and compensates 

its salespeople to work at selling as much product as possible. Again, this makes great 

business sense, but what you have to recognize is that this means that the advice being 

dispensed isn’t always coming from the right place.

If you look at the training programs and continuing education that are offered by  

the big financial firms to their salespeople, you see that the emphasis is on how to  

generate more sales, how to become more effective in closing transactions and how  

to be a better marketer. 

The financial companies regularly send their salespeople on conferences and incentive 

trips to exotic locations, rewarding them for how much product they’ve sold or the 

amount of net margin they’ve created for the firm. I have yet to see a financial services 

company give awards to their salespeople based on how much money they’ve made for 

their clients—and I’m not holding my breath to see this anytime soon.

The bottom line is that while most salespeople hope to be able to generate positive 

returns for their clients, that isn’t the underlying motivation for many of them.

2. There’s a Built-In “Conflict of Interest” Between Clients and  
    Commissioned Salespeople.
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One of the biggest problems in the financial system is that the salespeople who are 

selling the investment products often are placed into a situation where what’s good for 

them isn’t good for their client, and this creates a conflict of interest that the industry 

really doesn’t like to talk about.

A good friend of mine was one of the top financial planners at a major financial firm 

for more than a decade, and he recently gave up his licence and got out of the business 

because of this very fact. As someone with integrity and a commitment to his clients, 

he regularly was placed into a situation where he had to choose between doing what he 

felt was the right thing for his client, and making his living.

During the major market downturn in 2008, he came to the conclusion that because of 

the massive volatility in the marketplace, and because fundamentals simply were not 

holding true, the best thing to do for his clients was to put them into a cash position. 

This meant his clients wouldn’t hold any assets other than cash in their accounts for 

some period of time.

He felt this would be the right thing to do. The problem was that if he were to call all of 

his clients and tell them he was putting them into cash, two things would happen. First, 

he would make no commission or fees, because a financial salesperson doesn’t make 

any money when a client holds cash in their account. Second, his clients likely would 

take their money and go somewhere else or just hold onto their money themselves. 

They would recognize that it didn’t take any skill or expertise to hold their accounts in 

cash and that they could do it themselves. By doing what he believed would be the right 

thing, he essentially was shooting himself in the foot, because it meant he would take a 

hit on his personal income. What did he do? 

He took the least obvious option and actually left the business altogether, because he 

wasn’t willing to be placed into this conflict of interest anymore. Unfortunately, most 

people in the business don’t have the option of simply leaving because they don’t like 

the politics or the ethics. He was fortunate that he was in a financial position to make 

such a move. 

As it turned out, he did put most of his clients into cash before he left the business, 

and being in cash was the single most profitable strategy for that time period because 

everything else was so volatile and lost significant value. As a result, his clients did very 

This is the  
real world!
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well, but he would have made no money from doing so had he kept his licence. 

Because of the way the industry is structured, always choosing based on the best  

interest of the client is not a sustainable business model for most salespeople. It’s not 

that most advisors and planners aren’t interested in helping serve their clients, but the 

reality is that everyone has to make a living. The way that the financial industry has set 

things up makes it difficult for advisors to serve both the clients and themselves at the 

same time.

3. Most Advisors or Planners Don’t Even Realize the Damage They’re  
   Doing to You.

If it sounds like I think the problem in the financial industry is the advisor, planner or 

broker, that’s not the case. In fact, I believe that they are often unaware of the damage 

they’re causing their clients when they sell them investment products. While there are 

those bottom 10% that knowingly mislead and defraud their clients, I think the biggest 

problem in the industry is that most salespeople just don’t realize the harm they’re  

causing their clients. They are simply cogs in a very powerful marketing machine, and 

they have been drinking the proverbial Kool-Aid for a very long time.

Just in the way that the financial industry has convinced the average Canadian that it is 

working for them, the industry has also done a great job of convincing those it brings in 

as salespeople that they are doing their clients a service by selling them these products.

Most financial advisors and planners are not sophisticated money managers or highly  

experienced investment professionals. Let’s face the facts—most financial planners  

enter the business right out of college or university, with absolutely no financial  

experience whatsoever. They are salespeople first, and financial experts a much distant 

second. The financial institutions that hire them are the ones who ultimately train them 

and skew their perspective. 

Most Canadians assume that financial planners are experts, when in fact they’ve been 

taught mostly how to sell the products, not analyze or understand them. While this may 

seem astonishing to you, a significant number of advisors and planners are not able 

to accurately calculate out the real cost of hidden fees and expenses that are charged 

when you invest in certain kinds of investment products. 
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If you look at the top 10% of the financial planners and advisors, I think you’ll find an 

incredibly bright and talented group of individuals who can provide good advice.  

Unfortunately, for the remaining 90%, most of them are not able to critically evaluate 

investments. They are simply told what to say to clients and how best to sell the  

products they offer. I liken this to calling a customer service line for help on a specific 

problem but all you get are automated, scripted responses instead of true service based 

on real expertise that can really help you.

Again, this isn’t much different than a lot of other industries. As long as you remember 

what business the financial industry is really in, that of accumulating assets and selling 

financial products, then all of this should not come as a big surprise to you.

4. You May Already Be More Financially Successful than Your Advisor/ 
    Planner.

If you ask Canadians how much money a financial planner or advisor makes, most would 

tell you that they make a lot of money and many of them are wealthy. This is logical, 

because you’d assume that the people who are providing financial advice would be  

successful themselves. It only makes sense that you need to be financially successful to 

advise other people how to achieve that same success.

This may come as a shock, but the average financial advisor/planner in Canada 

makes approximately $49,000 a year. According to a 2009 Government of Alberta 

study, the average financial planner’s annual salary was $49,266, and according to 

PayScale Inc., based on a survey of 586 respondents, the average annual salary of a 

personal financial advisor is $48,776. Those with the designation of “CFP” (Certified 

Financial Planner) earned an average of $51,190 per year. 

Depending on your own circumstances, that income may seem like either a lot of money 

or not very much at all, compared to what you would have thought the average financial 

planner or advisor would make. A proven principle in creating wealth is that you want 

to be learning from those that are achieving higher levels of success than you are. It 

doesn’t make sense to take financial advice from someone who’s earning less money 

than you are; if they knew how to make more, then they would be!

The financial services industry has really done a fantastic job convincing the average 

investor that financial planners and advisors have the expertise and knowledge to give 

Do you want  
average advice?
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good advice, even though their own earnings do not support this idea.

Warren Buffett, undoubtedly the best investor of modern times, said the following: 

“Wall Street is the only place that people ride to work in a Rolls-Royce to get advice 

from those who take the subway.”

And I agree with Warren on this matter. For years, I have been teaching investment  

principles and strategies to students from around the world, and one of my key  

prosperity principles is what I call “The Do and Get Principle,” which is this:

 

It seems almost too obvious, but think about how often people are not following this 

practical rule. And as an investor, you should be following this rule as well.

It doesn’t make sense to take financial advice from someone who is earning the same, 

or less, than you are. You need to take advice from those who are well beyond your 

earning level (because they obviously know something that you don’t). Unfortunately, 

the financial industry has convinced the average Canadian that they need to take advice 

from anyone who calls themselves a “planner” or “advisor.”

5. Keeping Investment Products Complicated Is Good for Business.

As I’ve already laid out for you in this chapter, making money for clients is not the  

highest priority for the financial industry. The main objective is to create profits for its 

own shareholders first, which means manufacturing a never-ending supply of financial 

products that can be sold to clients.

By making these products increasingly more complex and adding hidden fees,  

commissions and charges, financial companies have built a very profitable model  

that continues to work. The only thing that will change this is having clients ask more 

questions, which is what I’m hoping this book will give you the confidence and courage 

to do.

Only take advice from those who are doing and getting 

what it is you want to do and get.
Great Advice!
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“Hold on,” the industry will say, “we don’t ‘hide’ our fees and commissions! They’re right 

there, in the 96-page prospectus that every investor is offered the chance to read!” And 

this is usually true. The problem is that the individual investor generally isn’t able to 

read and interpret a typical investment prospectus, because it’s written in such  

complicated and legal language.

As just one simple and somewhat humorous example, here is an excerpt from a prospectus 

that is supposed to explain the structure of the fund you would be investing in.

The Company works as an umbrella structure which means that it is comprised of 

Sub-Funds, each of which represents a specific class of assets and liabilities and 

has a distinct investment policy or any other specific feature, as further described in 

the Sub-Funds’ Particulars.

The Company constitutes a single legal entity, but the assets of each Sub-Fund shall 

be invested for the exclusive benefit of the shareholders of the corresponding Sub-

Fund and the assets of a specific Sub-Fund are solely accountable for the liabilities, 

commitments and obligations of that Sub-Fund.

To the average investor, this simply doesn’t provide any insight or clarity into the  

investment.

If the industry really wanted people to understand the facts behind an investment, 

they’d create a single page that outlines all of the important things in plain English. 

Don’t hold out for this to happen anytime soon though because that would have a 

dramatic (negative) impact on profits, so there’s very little motivation for the financial 

industry to do something like this.

6. Independent Advice Is Almost Impossible to Obtain.

Another inherent problem in the financial industry is that the major financial companies 

are involved in both the manufacturing of financial products and the marketing and sale 

of those products. This is no different than any business that manufactures a product 

that it then turns around and sells.

For example, all of the big Canadian banks have their own mutual funds and various 

investments that they manufacture and sell. They also have salespeople responsible  

Is this 
supposed 

 to be easy    
to read??
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for selling those products, who are usually compensated more for selling the “house” 

products (i.e., the ones that it manufactures and owns itself) than the investments 

manufactured by others.

As you might guess, it’s far more profitable for the bank to sell you its own financial 

products than to sell you a product created by another, competing firm.

Again, from a business perspective, this makes a lot of sense and it’s no different than 

most other industries. For example, if you go into an Apple Store, you don’t expect them 

to show you the latest version of Microsoft Windows, and you’re unlikely to see a Dell 

computer as one of your purchasing options.

On the surface there’s nothing wrong with this, but it helps illustrate the point that 

independent advice is very difficult to obtain in the financial industry. The conflict I see 

is that the financial industry doesn’t clearly disclose a lot of the important details that 

the consumer really needs to understand, and the lack of transparency means that the 

consumer isn’t on fair ground when trying to make investment decisions.

The main reason for this is that over the years, the financial companies have figured out 

that it’s far more profitable to manufacture the investments than it is to distribute and 

sell them. As a result, the entire industry has seen massive consolidation and merging, 

where companies that typically have been the sales force marketing the products have 

become involved in the manufacturing of them as well.

Historically in Canada, there were the companies that manufactured the financial  

products, and then there were independent advisory firms that marketed the various 

financial products. One by one, those independent firms have been bought up by the  

major financial institutions so that they could control the distribution and ensure that 

only their products were being sold by the salespeople.

Unfortunately for the individual investor, this means that it’s become more difficult to 

get independent advice, because the vast majority of financial planners and advisors are 

working for firms that have their own investment products to distribute and sell. It’s the 

classic fox-guarding-the-henhouse scenario. 

The money’s in
creating 

investments,
not selling them!
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7. They’re Often Given Quotas, And Told What Needs To Be Sold.

We’ve already discussed the fact that professionals in the financial industry are  

salespeople, first and foremost.  Their job, and how they are compensated, is based 

primarily on the financial products and services that they sell to their clients.

However, it doesn’t stop there.  Many financial companies impose sales targets and  

quotas on their salespeople, which means that financial products must be sold to  

someone, and it has little to do with what’s in the client’s best interest.  In order to meet 

a certain sales target, the salesperson needs to find someone they can convince  

to buy more product.  

Now again, stepping back from this, having a sales quota is not unusual in many  

businesses, since it helps drive revenues and profits for the company.  But when it 

comes to your own money, I think it’s pretty important that you understand that this  

is going on behind the scenes.

Even more concerning is that financial companies routinely manufacture an investment 

product, and then direct their sales force (the advisors, planners or brokers) to go out 

and sell that product – without really knowing much about it.  My friend who formerly 

was a financial planner and worked for one of the biggest financial services companies 

in Canada told me a story about this problem.  His company would come to the sales 

team, and tell them a new product had been created, and they needed to go and sell  

it.  They provided no training or insight as to what the product was about and the  

salespeople had no way of determining whether it was something that was good for 

their client, or what the risk profile of the investment was.  

And this wasn’t a ‘boiler room’ type of company – it was one of the most respected 

names in the financial industry!  These clients were not receiving unbiased advice that 

was in their best interest – they were being pitched products that needed to be sold 

because of quotas, or because the company selling them was going to make a lot of 

money through their distribution.

Summary

I’ve shared a ton of information with you in this Special Report, and I hope that it’s 

helped open your eyes to what’s really going on behind the scenes in the financial  

industry.

What are you
being pitched?
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My goal here isn’t to convince you that all the people in the financial industry are out 

to get you – only that you need to be aware of the motivations that people have in the 

industry.

Like any other business, their goal is to maximize profits for the company and for  

themselves, and sometimes that creates serious conflicts that hurt you.  One thing for 

sure is that the companies themselves are more interested in profits than they are in 

the returns they generate for their clients.  

To recap, here again are the 7 Ugly Secrets 
of the Financial Industry:

1. Advisors, Planners And Stockbrokers Are Salespeople.

2. There’s A Built-In “Conflict Of Interest” Between Clients And  

    Commissioned Salespeople.

3. Most Advisors Or Planners Don’t Even Realize The Damage They’re

    Doing To You.

4. You May Already Be More Financially Successful Than Your  

   Advisor/Planner.

5. Keeping Investment Products Complicated Is Good For Business.

6. Independent Advice Is Almost Impossible To Obtain.

7. They’re Often Given Quotas, And Told What Needs To Be Sold.
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Where Should I Go From Here?

If you’re like most investors, you’re probably asking this question yourself.  Having 
learned that the financial industry isn’t really out to protect your interests, if you’re like 
most Canadians, you now realize that you need to do some research into other potential 
investment strategies.
 
This is where Lee comes in.  The reason they gave you this report was 
to help you understand what’s really going on in the financial industry, and that you 
need to become pro-active in seeking out attractive investments that aren’t sold by 
professionals, and involve a number of hidden commissions, fees and expenses.
 
For centuries, real estate has remained one of the most attractive investment 
strategies there is -- and the advantage it can give you is that your investment is 
backed by a physical asset, and not subject to a lot of the abuse and manipulation 
that happens in the financial industry.
 
The next step to take is to contact Lee at (403) 651-7263, and talk about what invest-
ment strategies they are involved in, and whether there might be an opportunity for you 
to benefit from what they are doing.
 
As I tell all investors, it’s important that you do your due diligence and understand what 
it is you’re investing in -- this is a key component to becoming a successful investor.
 
I hope that this information has brought you some insight and clarity, and I wish you all 
the best in your investing!
 
To Your Success,

Greg Habstritt
Founder, SimpleWealth Inc.
Author, The RRSP Secret
 
 
Please contact Lee at (403) 651-7263 for more information.
 


