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Baaaa, Baaaa
Quick: name three things more painful than a
root canal. If you said “three trips to the car
dealer to fix, fix and fix again the same
problem”, then you are the lucky winner of a
free car wash. Why the service department
thinks that all will be forgiven upon the
presentation of a clean car after the damage
has been done is beyond me. Perhaps it's
their way of washing away the stain of guilt
from their conscience. More than likely,
though, it's the consolation prize given to the
sucker that never stood a chance.
But I'm ranting here (a bit incoherently, I'll
grant you). I get this way whenever I think of
my car and getting it repaired. It doesn't
matter where I go to get it fixed; they're all
the same. Ultimately, I'm the problem. My
naiveté when it comes to all things
mechanical sets in motion a chain of events
that inevitably ends in a sparkling car and a
huge bill.
It's like leading the lamb to the slaughter.
Whenever I bring my car in for service, I can't
help but notice heads turning in my direction,
ever so slowly so as not to startle me. It must
be the unmistakable scent of easy prey. The
manager behind the desk sits a little
straighter and brushes the remains of the
danish (sometimes it's croissant) from his tie.
He is smiling. He has suddenly realized that
his weekly quota, in jeopardy of not being
reached mere moments ago, is now in the
bag. I have not so much as uttered a word,
but he knows. And what's worse, I know that
he knows. In his mind's eye he's already
reaching for the bottle of antacid tablets after
having devoured me and my credit card so
quickly.
These memories are uncomfortably close to
the surface as a result of my most recent visit
to the House of Pain. Like a recurring
nightmare, this visit begins the same way as
all the others. I drive into the service bay and
notice the manager through the glass
partition, seated at his desk, crumbs falling
from the side of his mouth. He is smiling.
Damn. After taking a moment to calm down
and convince myself that this time, this time,
things will be different, I make my way to his

AURORA

15165 Yonge St., #201, L4G 1M1
Tel: (905) 713-3765 Fax: (905) 713-2937

desk.
I state the problem with all the
mechanical understanding that I possess:
“There's a strange noise coming from under
the hood”. His smile growing ever wider,
the manager calmly asks me to describe the
noise in greater detail. I do so, sounding
somewhat like a siren smothered by a pillow.
“Oh, my”, he exclaims, the smile suddenly
vanishing, “that's not good”. This is certainly
not good for someone, and that someone is
clearly not him, so by process of elimination I
deduce that that someone is me. He begins
to pound furiously on the computer
keyboard in the two finger style adopted by
all former grease jockeys. My level of anxiety
increases another notch when I see the
copious notes being taken to describe a
simple whirring noise. If history is my guide,
there is a direct correlation between the
number of words on the work order and the
number of digits beside the words “amount
owing”. About ten minutes later, the work
order is ready and I'm asked to sign in four
places, no explanation given. As he and I
both know, it doesn't really matter what I'm
signing because my car won't be fixed unless I
sign. He then gives me a loaner (I'm
abundantly grateful to him for this gesture
and thank him profusely for his kindness) and
sends me on my way.
About mid-morning, I get The Call. The
service manager, in the most solemn tone
that he can muster, announces that the
doohickey needs to be replaced (not the
parts real name). Just as I'm about to ask
“how much?”, he blurts out “Good news!
Parts and labour are covered by your
extended warranty!” I am in shock.
Extended warranties are designed only to
cover those items not listed on the work
order. After a pause, I begin to thank him but
I'm interrupted. “We did notice, however,
that your right rear shock is leaking. It needs
to be replaced, and it's not covered by the
warranty”. The cost, $175 plus tax, stings a
bit but the euphoria of my earlier victory
dulls the ache. I tell him to go ahead with the
repairs (again I ask myself, is there really a
choice here?) and arrange to pick up the car
in the late afternoon.
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I arrive at the dealership, triumphant. I sign
the papers, pay the bill, get into my shiny car
(it even smells good) and drive away. As I pull
into my driveway, my blissful state is
shattered by a loud whirring noise coming
from under the hood. I immediately call the
service manager and inform him (in some
uncharacteristically foul language) that the
problem persists. “Oh my”, he says, “that's
not good”. We arrange to bring the car back
in first thing the next morning, and of course
a loaner would be made available. I thank
him profusely.
Upon re-examination, it is concluded that
the offending part is now the thingamabob
(not the part's real name) which must be
replaced. I enquire, the blood slowly rising
to my ears, whether this means that there
wasn't actually anything wrong with the
doohickey after all. The service manager
slowly scratches his head and replies “I don't
know. But I do know that the thingamabob
isn't covered under warranty”. Instead of
blowing up, I slump into the chair behind me,
likely strategically placed there for this very
purpose. Defeated, I agree to the repairs,
and eight hours later I return to a gleaming
car (they washed it again!) and an $800 bill.
As I'm leaving, the manager stops me and
hands me a baseball cap with car company
logo emblazoned on the front. I thank him
profusely.
I arrive home, exhausted. I reach over to
grab my briefcase, but it isn't there. After a
moment of panic, my brain begins to go
numb. My briefcase is in the loaner.
David Frank.
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A test of character.
If you have been reading our newsletter
regularly over the past 3 years, you
undoubtedly know that we rarely
include articles or information about the
“market” or equity investments in
general. As odd as this seems to some
folks, after all we are a financial services
firm, we believe that to do otherwise
contradicts our strongly held beliefs
about wealth creation. So this issue is a
small break from tradition. But let's be
clear from the outset, we aren't going to
make predictions about the market's
next move, comment on current
geopolitical conditions, or introduce
you to some exciting new strategy that is
guaranteed to remove the recent pain of
equity investing.
However, neither do we want to be
accused of ignoring the facts of the past
three years. On the road to wealth for
our clients we are, you might say, driving
the bus and the view has been, well, a
little scary. (For those of you who find
the bus analogy disconcerting and would
prefer I substitute airplane, or rocket,
please don't get tangled up trying to read
hidden meaning in my words.) And a
growing number of the passengers have
been making their way up to the front of
the bus, staggering a little as we swerve
to miss falling rocks, to ask us “Are you
sure we are on the right road? Actually,
is this the right bus?”
The answer of course, is an unequivocal
yes.
Just a simple “yes” of course seems a
little too easy.
Most want an
explanation. Most wonder why there
wasn't a “smoother” route that we
could have opted for. Most wonder
why we didn't see the bumpy road that
lay ahead and then wisely choose some
sort of detour instead. Most just want
to get off the bus.
Creating wealth has a great deal to do

with behaviour and psychology and very
little to do with investment selection.
That's right. It's not what you own, it's
what you do with what you own. The
average mutual fund investor
dramatically underperforms the actual
funds they own because they buy too
late, sell too soon and switch too
frequently. And it's quite possible (even
probable) to lose money consistently in
an up market. Get on the bus when it's
smooth sailing, and jump off when it gets
bumpy and you will learn this first hand.

terror against fellow men and women.
All different.
All threatening the
emotional and financial stability of its
day. And yet in every single instance we
have picked ourselves up and tried
again, and again, until success was met.
Long term market investments are a
proxy for that belief. A show of
confidence that whatever may lay
before us or around us, we will
overcome, and find a way to advance. In
this way, today is yet another test of our
collective character.

Our job is partly to assist you in
choosing good long term investments
that fit your profile and allow you to
achieve all of your financial goals. That's
the small and easy part. Our job also
consists of helping you to consistently
“do the right thing”. Staying on the bus
for example when it would appear that
up ahead the road disappears. That's a
much bigger and much more difficult
part of what we do.

We must also draw on our reservoir of
character to bring into play an almost
forgotten attribute: patience. We have
become a society in perpetual search of
instant gratification. Long term, that to
some societies means hundreds of
years, has shrunk in our culture to mean
anything outside my immediate control
- a few years, or even a few months. By
placing so much emphasis on arriving as
soon as possible we have attempted to
eliminate the journey altogether. We
will realize perhaps too late that there is
in fact no arriving. So we can vainly and
strenuously attempt to bypass the
present darkness only to accelerate into
another night, or we can embrace this
moment as the only time we really have,
and patiently await the arrival of the
inevitable dawn. Character required.

Of course we are aware of the “ya
buts”, like “this time is different”, and “I
don't have time to recover”, and “if only
I had been in whatever investment just
went up 100%”. And often, what
makes these, and other arguments, so
compelling is that they are reinforced,
and in fact often initiated by media. If
you read it in the newspaper or hear it
on the radio it must right, right? Wrong.
It must be news. And news is forever
locked into one short segment of timetoday.
A friend and valued mentor of mine,
Michael Evans, said something recently
that I can't get out of mind. He said,
“This market is a true test of character
for advisors.” I would extend that to
include investors. But I was inspired to
hear articulated what I had been feeling
so deeply and unable to find words for.
The history of man is filled with
countless setbacks, from natural
disasters, to wars, to hideous acts of

So yes, we clearly see the trouble
around us, and behind us. Ahead of us,
it's hard to see past the next turn. But
we know, without doubt, that around
some corner up ahead the sun is shining
and the road is smooth. We will make
up for lost time. In the meantime, enjoy
the ride and smile. This journey you are
on has wonders in store that you
couldn't even begin to imagine at this
moment. Be patient. Believe. And
thanks for allowing us to come along.

Bill Bell
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Diversification Outperforms.

Strength comes from friends

Annual Investments of $10,000 over a 20-year term
from December 1982 to December 2002

$700,000

$623,852

$600,000

* Chart courtesy of Franklin Templeton Investments.
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Purchasing last
year’s worst
performing assclass.

It is inherently human to believe that we can
ultimately figure things out. And if we can't, well,
some smart person somewhere can. When it
comes to investing, after the market has moved in
one direction or the other for a length of time, we
eventually become convinced beyond any
reasonable doubt that it will continue in the same
direction ad infinitum. So, after a long run up, we
all jump on, and after a long run down (like now),
we all jump off. Inevitably, the masses always get
it wrong (otherwise the masses would all be
wealthy).
Then comes the “figuring out” part. What we
need is a strategy. What if we consistently buy last
year's winning asset group? (The asset groups in
this illustration are: US Large & Small Cap Stocks,
Foreign & Global Equities, Cdn Large Cap & Small
Cap Stocks, Cdn Bonds, and Emerging Markets.)

Diversify evenly
across all
asset classes.

Or maybe, if the masses are always wrong we should
buy last year's worst asset group? Interestingly
enough, both of these produce “reasonable” returns
over the past 20 years
at 8.5% and 9.7%
compounded annually respectively.

POSSIBILITIES

“What Should I Do With My Life?” Po Bronson
In a captivating, personal, often witty and always
engaging style, Po Bronson winds us on a journey of
self-discovery by peeking into the lives of 54 individuals
(out of more than 900 he interviewed) who wrestled
with this very question. You won't find the Hollywood
story of the down-trodden rising to stardom in these
pages but rather the gut-wrenching angst of those still
looking, the intriguing turn of events that lead some to
their destiny, and the all too common ground that
anyone will find themselves on when we truly
seek our calling.
This book isn't the answer, but it is a
marvelous illumination of the question,
and well worth reading. As this book will
show, its never too late (or too early) to
plan your future. At the very least, read the
article in January's Fast Company which can
be found at
www.fastcompany.com/online/66/mylife.html.

“Give thanks for unknown blessings already on
their way.”
Native American Saying
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Now imagine not one person, but a company of people
who share these values, this philosophy of life. A place
where people are treated with dignity, placing priority
and top value on the human relationship above all else.
I have had this experience with everyone at Bell
Financial.
The warmth and comfort from my
colleagues, whom I consider all to be friends, has been
the source of strength that has helped me through sad
times.
I am pleased to report that I am not alone in receiving
this special treatment. I have observed everyone at
Bell Financial treating each other, clients, and business
partners alike with the same caring and integrity they
have shown me. This company is something I am very
proud to be a part of.
I would like to thank all my friends at Bell Financial,
especially Bill and Ellen, for their support and caring
during a difficult time. And for just being who they are.
I couldn't imagine them any other way.
Cheryl Cannon

Books for the Journey.

And yet, the simplest and most effective strategy is to
simply divide evenly among all asset groups and stay
that way. The return here is 10.7%. Sounds too
good to be true and too simple to work? It's true
alright, but far from easy. Very few people have the
patience and courage to wade through tough times
with a strategy that involves little or no brain power.
Pretty soon the market wizards in the media are
telling you “this time is different”, and the masses are
back believing someone has the ability to predict the
future. No one has that ability. No one. And you
can, if you so choose, take that to the bank.

“Jacob's Journey” by Noah benShea
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Over the past 10 months I have struggled with the
challenge and tragedy of watching a parent become ill
and lose the battle against her illness. I am sure there are
readers who can relate with a similar difficult experience
in their lives. But that is not the story I want to share
with you. There is another story here, the power of
which I have never experienced before. This story is
about the incredible capacity of the human relationship.

What you may not know about Bill is that his words, his
beliefs, his values towards integrity, relationships and
commitment are core deep: they are the foundation of

Great Minds, Great Thoughts:
“ 'When we treat time as a limit', said Jacob, 'then
time becomes a wall, a barrier we will die
climbing. If we see our days as a river,' Jacob
motioned to the waters in front of them 'then we
know time as a vehicle and realize we have all
been born as passengers.' ”

his being. Do you know how incredible it is to find that
in a person? That a person is exactly who you perceive
he or she to be? I find that refreshing, exciting and
comforting.

I joined Bell Financial in February 2000. I was looking for
work closer to home, but more important, looking for
an opportunity where I could make a valuable
contribution and achieve a sense of accomplishment that I made a difference. Anyone who has ever had a
conversation with Bill will know that his ability to inspire
certainly has a contagious affect. True to his word, the
work experience at Bell Financial has provided many
personal rewards.

*

Purchasing last
year’s best
performing asset class.

You have all heard the expression “it's being in the right
place at the right time”. I have experienced a twist on
this: it is good to be in the right place during a difficult
time.
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“Simple Wealth, Inevitable Wealth”,
Nick Murray
If you like the tone of “A test of character” on the front
page, or wish you did, read this book. Nick Murray is a
30+ year veteran of the financial advice business, and
has become the advisor's advisor. More importantly,
he is a living testament to the power of belief and
perseverance in an industry that often appears to lack
conviction in anything except yesterday's news.
Unfortunately, Nick's books are available only at his
website www.nickmurray.com. But this one is
well worth the visit, and the price, if you are
looking for a prescription to the
down market blues.
Nick
certainly does make
wealth creation seem
easy, and inevitable.
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Baaaa, Baaaa
Quick: name three things more painful than a
root canal. If you said “three trips to the car
dealer to fix, fix and fix again the same
problem”, then you are the lucky winner of a
free car wash. Why the service department
thinks that all will be forgiven upon the
presentation of a clean car after the damage
has been done is beyond me. Perhaps it's
their way of washing away the stain of guilt
from their conscience. More than likely,
though, it's the consolation prize given to the
sucker that never stood a chance.
But I'm ranting here (a bit incoherently, I'll
grant you). I get this way whenever I think of
my car and getting it repaired. It doesn't
matter where I go to get it fixed; they're all
the same. Ultimately, I'm the problem. My
naiveté when it comes to all things
mechanical sets in motion a chain of events
that inevitably ends in a sparkling car and a
huge bill.
It's like leading the lamb to the slaughter.
Whenever I bring my car in for service, I can't
help but notice heads turning in my direction,
ever so slowly so as not to startle me. It must
be the unmistakable scent of easy prey. The
manager behind the desk sits a little
straighter and brushes the remains of the
danish (sometimes it's croissant) from his tie.
He is smiling. He has suddenly realized that
his weekly quota, in jeopardy of not being
reached mere moments ago, is now in the
bag. I have not so much as uttered a word,
but he knows. And what's worse, I know that
he knows. In his mind's eye he's already
reaching for the bottle of antacid tablets after
having devoured me and my credit card so
quickly.
These memories are uncomfortably close to
the surface as a result of my most recent visit
to the House of Pain. Like a recurring
nightmare, this visit begins the same way as
all the others. I drive into the service bay and
notice the manager through the glass
partition, seated at his desk, crumbs falling
from the side of his mouth. He is smiling.
Damn. After taking a moment to calm down
and convince myself that this time, this time,
things will be different, I make my way to his
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desk.
I state the problem with all the
mechanical understanding that I possess:
“There's a strange noise coming from under
the hood”. His smile growing ever wider,
the manager calmly asks me to describe the
noise in greater detail. I do so, sounding
somewhat like a siren smothered by a pillow.
“Oh, my”, he exclaims, the smile suddenly
vanishing, “that's not good”. This is certainly
not good for someone, and that someone is
clearly not him, so by process of elimination I
deduce that that someone is me. He begins
to pound furiously on the computer
keyboard in the two finger style adopted by
all former grease jockeys. My level of anxiety
increases another notch when I see the
copious notes being taken to describe a
simple whirring noise. If history is my guide,
there is a direct correlation between the
number of words on the work order and the
number of digits beside the words “amount
owing”. About ten minutes later, the work
order is ready and I'm asked to sign in four
places, no explanation given. As he and I
both know, it doesn't really matter what I'm
signing because my car won't be fixed unless I
sign. He then gives me a loaner (I'm
abundantly grateful to him for this gesture
and thank him profusely for his kindness) and
sends me on my way.
About mid-morning, I get The Call. The
service manager, in the most solemn tone
that he can muster, announces that the
doohickey needs to be replaced (not the
parts real name). Just as I'm about to ask
“how much?”, he blurts out “Good news!
Parts and labour are covered by your
extended warranty!” I am in shock.
Extended warranties are designed only to
cover those items not listed on the work
order. After a pause, I begin to thank him but
I'm interrupted. “We did notice, however,
that your right rear shock is leaking. It needs
to be replaced, and it's not covered by the
warranty”. The cost, $175 plus tax, stings a
bit but the euphoria of my earlier victory
dulls the ache. I tell him to go ahead with the
repairs (again I ask myself, is there really a
choice here?) and arrange to pick up the car
in the late afternoon.
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I arrive at the dealership, triumphant. I sign
the papers, pay the bill, get into my shiny car
(it even smells good) and drive away. As I pull
into my driveway, my blissful state is
shattered by a loud whirring noise coming
from under the hood. I immediately call the
service manager and inform him (in some
uncharacteristically foul language) that the
problem persists. “Oh my”, he says, “that's
not good”. We arrange to bring the car back
in first thing the next morning, and of course
a loaner would be made available. I thank
him profusely.
Upon re-examination, it is concluded that
the offending part is now the thingamabob
(not the part's real name) which must be
replaced. I enquire, the blood slowly rising
to my ears, whether this means that there
wasn't actually anything wrong with the
doohickey after all. The service manager
slowly scratches his head and replies “I don't
know. But I do know that the thingamabob
isn't covered under warranty”. Instead of
blowing up, I slump into the chair behind me,
likely strategically placed there for this very
purpose. Defeated, I agree to the repairs,
and eight hours later I return to a gleaming
car (they washed it again!) and an $800 bill.
As I'm leaving, the manager stops me and
hands me a baseball cap with car company
logo emblazoned on the front. I thank him
profusely.
I arrive home, exhausted. I reach over to
grab my briefcase, but it isn't there. After a
moment of panic, my brain begins to go
numb. My briefcase is in the loaner.
David Frank.
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A test of character.
If you have been reading our newsletter
regularly over the past 3 years, you
undoubtedly know that we rarely
include articles or information about the
“market” or equity investments in
general. As odd as this seems to some
folks, after all we are a financial services
firm, we believe that to do otherwise
contradicts our strongly held beliefs
about wealth creation. So this issue is a
small break from tradition. But let's be
clear from the outset, we aren't going to
make predictions about the market's
next move, comment on current
geopolitical conditions, or introduce
you to some exciting new strategy that is
guaranteed to remove the recent pain of
equity investing.
However, neither do we want to be
accused of ignoring the facts of the past
three years. On the road to wealth for
our clients we are, you might say, driving
the bus and the view has been, well, a
little scary. (For those of you who find
the bus analogy disconcerting and would
prefer I substitute airplane, or rocket,
please don't get tangled up trying to read
hidden meaning in my words.) And a
growing number of the passengers have
been making their way up to the front of
the bus, staggering a little as we swerve
to miss falling rocks, to ask us “Are you
sure we are on the right road? Actually,
is this the right bus?”
The answer of course, is an unequivocal
yes.
Just a simple “yes” of course seems a
little too easy.
Most want an
explanation. Most wonder why there
wasn't a “smoother” route that we
could have opted for. Most wonder
why we didn't see the bumpy road that
lay ahead and then wisely choose some
sort of detour instead. Most just want
to get off the bus.
Creating wealth has a great deal to do

with behaviour and psychology and very
little to do with investment selection.
That's right. It's not what you own, it's
what you do with what you own. The
average mutual fund investor
dramatically underperforms the actual
funds they own because they buy too
late, sell too soon and switch too
frequently. And it's quite possible (even
probable) to lose money consistently in
an up market. Get on the bus when it's
smooth sailing, and jump off when it gets
bumpy and you will learn this first hand.

terror against fellow men and women.
All different.
All threatening the
emotional and financial stability of its
day. And yet in every single instance we
have picked ourselves up and tried
again, and again, until success was met.
Long term market investments are a
proxy for that belief. A show of
confidence that whatever may lay
before us or around us, we will
overcome, and find a way to advance. In
this way, today is yet another test of our
collective character.

Our job is partly to assist you in
choosing good long term investments
that fit your profile and allow you to
achieve all of your financial goals. That's
the small and easy part. Our job also
consists of helping you to consistently
“do the right thing”. Staying on the bus
for example when it would appear that
up ahead the road disappears. That's a
much bigger and much more difficult
part of what we do.

We must also draw on our reservoir of
character to bring into play an almost
forgotten attribute: patience. We have
become a society in perpetual search of
instant gratification. Long term, that to
some societies means hundreds of
years, has shrunk in our culture to mean
anything outside my immediate control
- a few years, or even a few months. By
placing so much emphasis on arriving as
soon as possible we have attempted to
eliminate the journey altogether. We
will realize perhaps too late that there is
in fact no arriving. So we can vainly and
strenuously attempt to bypass the
present darkness only to accelerate into
another night, or we can embrace this
moment as the only time we really have,
and patiently await the arrival of the
inevitable dawn. Character required.

Of course we are aware of the “ya
buts”, like “this time is different”, and “I
don't have time to recover”, and “if only
I had been in whatever investment just
went up 100%”. And often, what
makes these, and other arguments, so
compelling is that they are reinforced,
and in fact often initiated by media. If
you read it in the newspaper or hear it
on the radio it must right, right? Wrong.
It must be news. And news is forever
locked into one short segment of timetoday.
A friend and valued mentor of mine,
Michael Evans, said something recently
that I can't get out of mind. He said,
“This market is a true test of character
for advisors.” I would extend that to
include investors. But I was inspired to
hear articulated what I had been feeling
so deeply and unable to find words for.
The history of man is filled with
countless setbacks, from natural
disasters, to wars, to hideous acts of

So yes, we clearly see the trouble
around us, and behind us. Ahead of us,
it's hard to see past the next turn. But
we know, without doubt, that around
some corner up ahead the sun is shining
and the road is smooth. We will make
up for lost time. In the meantime, enjoy
the ride and smile. This journey you are
on has wonders in store that you
couldn't even begin to imagine at this
moment. Be patient. Believe. And
thanks for allowing us to come along.

Bill Bell

