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Exceptional
Returns

Exception Capital is a boutique investment firm based in London
and Los Angeles. We spoke to Adrian Fairbourn about the firm
and their innovative flagship fund, The Family Fund.

CEO of the Month

We speak to Mr. Vinod Menezes, CEO of Atlantic Subsea,
a premier marine infrastructure firm providing a broad
spectrum of services to range of markets.
We also speak to Paul Kehoe, CEO of Birmingham
Airport, an international transport hub transporting
around 10.2 million passengers per year.

Arbitrator of the Month

We speak to Jacques Werner, a senior arbitrator
for Werner & Associés in Geneva, Switzerland.

Asset Manager of the Month
We invited Tim Carleton from the firm
Auscap to provide us with a fascinating
insight into its investment strategy.

Real Estate Fund Manager
of the Month

Marc E. Cottino is the founder of M&A
Property Investors, a Pan European Private
Equity Investment Boutique.

2015’s Leading
Fraud Investigators

W&f
We speak to Violet Ho, a Senior Managing
Director of the Greater China Investigations
& Disputes practice of Kroll.
We also invited Mishaal AbdulMohsen
Al-Sulaiman at Whitetale Consulting
Services DWC-LLC to provide us with a
unique insight into the firm and the role
he plays within it.

International

We also speak to David Debenham, lawyer,
forensic accountant, and Partner at McMillan LLP.

Building a Platform
for Success

We speak to Brian Bartaby, CEO & Founder
of peer-to-peer lending platform Proplend,
about Risk Adjusted Returns in
Peer-to-Peer Investing.
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Best Financial Advisor - Canada
Bill McElroy is the President of The William Douglas Group Inc. and the Senior Investment Advisor
for his Manulife Securities Incorporated Associate office located in Burlington, Ontario, Canada. We
spoke to him to find out more about his boutique wealth management and insurance brokerage
firm, and how they provide a comprehensive suite of investment products and services designed to
address their clients’ financial needs alongside a uniquely personalised client experience.

I firmly believe that no client is the same, and they all have their specific
needs and risk profiles that need to be taken into account. As a result, I
do not define my clients by a single asset mix, risk profile, or investment
policy; instead I work closely with them to determine an appropriate
risk-adjusted investment strategy for their own individual situation.

clients that have been successful business operators. They have taught
me the business philosophies that guide successful businesses, and I
have incorporated those insights into my business practice. For example, my family wealth clients have made me appreciate the preservation
of capital and wealth transference over generations. As such, a lot of
my experience came from a deep curiosity in wanting to understand my
clients. I care for each client and I think it shows in the amount of my
business that is referral-based.

During this process, I spend a considerable amount of time analysing
money movement trends and sector rotation that may positively impact
my clients’ portfolios. Once I develop a macro-theme in which there is
a higher probability for a better than average return, I start to search for
leading investments in that sector.

Despite our business operating for a quarter of a century, the fundamental characteristics of my firm have not really changed much over
time. However, the biggest change has been the interdependency of
global markets, and the speed of which change impacts volatility. When
I first started in this business, the internet was really just in its infancy.
The internet has provided everyone access to a plethora of corporate
research and market analysis which, without context, can seem very
daunting. My experience has taught me that my clients expect me to
understand these dynamics and be able use the information as a tool
for making better decisions.

When it comes to my clients, access is extremely important to them.
I return phone calls immediately, and if a client can’t come in during
regular business hours, I will accommodate their schedule. Money is
very personal and dynamic, and I want my clients to know I am there
for them. My entire business is built around client satisfaction.
In terms of my investment philosophy, this is centered on the preservation of capital. My clients are mainly successful entrepreneurs or affluent families that have already created significant wealth and, therefore,
preservation of capital, risk mitigation and strong after-tax returns are
the major priorities when developing their customized portfolios.

With the internet now omnipresent, we have used social media to our
advantage and this has been one of the main drivers of our success,
in attracting new clients, over the past 12 months. My social media
profile has given prospects a chance to evaluate me in a non-threatening way. If potential clients are reviewing my site, they can develop a
better sense of who I am, and that my investment philosophy aligns with
theirs, which is a great way to start a new relationship.

Alongside my expertise, I also read a lot on human behaviour as a large
part of my job is to really listen to what my clients are saying. I have also
continued my professional education as my clients are very knowledgeable, and being able to provide better professional insights is expected
of me. When dealing with clients, my key responsibilities are to provide
cost transparency, clarity on my investment strategy, and above all,
when there is higher volatility in the markets, I increase my level of
communication to ensure that we are still aligned with the investment
strategy we developed. From my experience, you truly earn your clients
in the more volatile markets.

Looking further into 2016 and beyond, I will continue to execute on our
current business practice. I am considering a few acquisition and merger opportunities which will bring in economies of scale and possible
synergies between myself and other advisors. The fit will have to bring
a dimension to my existing business that is currently missing, and my
clients have expressed an interest in. The more sophisticated my client
base becomes, the more I need to provide services that satisfy their
needs. A proper acquisition, after careful research and client input, may
be in our future.

Our highly personalised service is one of biggest attributes and it has
allowed us to distinguish ourselves from a lot of our competitors. Furthermore, I am very transparent in the way I do business which builds
confidence in our organization. As an independent firm, we have the
ability to offer my clients access to the entire spectrum of investment
and insurance options without bias – I work for my clients, not a corporate entity which dictates the products I must represent. This independence is extremely important to my clients’ peace of mind.

Last but not least, I want to thank Wealth & Finance for this prestigious
award and I am honoured to be recognized as leader in my field.
Name: William D. McElroy
Email: bill@wdg.ca
Web Address: www.wdg.ca
Address:101-1005 Skyview Drive Burlington,ON L7P5B1
Telephone: 888-522-9494

Since starting this business shortly after I graduated from university, I
have been amazed at how much I have learned over the years from my
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