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The time has come to recognize the country’s finest planners as 
we unveil Wealth Professional’s inaugural list of the top 50 financial 

advisors in Canada. In a trailblazing initiative, the industry’s top 
performers are finally being rewarded for their excellence
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Too often the tireless and vital work that financial planners 
perform is overlooked in terms of recognition. Wealth Professional 
would like to put that right. This issue is dedicated to making 
heroes out of the most hard-working and successful advisors in 
Canada, which was the driving force behind this presentation of 
the top 50 advisors in Canada.

Of course it fell to you to make a submission, but what was the 
methodology behind the rankings? The results are purely objective 
and based on fixed criteria of performance. The first two aspects 
we ranked were the increase of assets under management (AUM) 
in the financial year ended October 31, 2013, and revenue the 
individual contributed to the business. Due to their vital role, 
these aspects of performance were given heavy weighting.

Other aspects ranked were client retention, new clients 
introduced to the business, new business as a percentage of total 
client base and AUM per client managed by the individual planner. 
This is all designed to provide a good cross section of well-rounded 
planners.

Thanks to all the advisors who took the time to enter and 
congratulations to all those who made the cut. As part of Wealth 
Professional’s wider ethos to not just inform our readers, but also 
actively find ways to improve their business and profitably, we 
hope making the rankings will have a profound impact on your 
reputation.

We hope you enjoy the rundown and if you did not enter this 
year, we hope that you will do so the next time.
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Q. What makes a good advisor? 
A: A good advisor listens to clients and talks to them at
their level. I have acquired many large clients and the 
complaints that they have about the previous advisor are 
usually one of two things: the advisor doesn’t understand 
what the client is looking for; the client doesn’t under-
stand a word out of the advisor’s mouth. 

If you have the credentials, you don’t have to 
impress the client with your jargon and a bunch of 
graphs and charts. The client can’t trust you if they 
don’t feel comfortable with you. That means listen 
and communicate on their level.  

Q. What do you like most about being an 
advisor?
A: I like helping people, whether that means making
them money, saving them taxes or providing them with 
viable solutions to improve their financial situation.  
Whatever it is I do for my clients, I enjoy the personal 
satisfaction of being appreciated for what I do for them. 

Q. What has been the best thing about the 
last 12 months? 
A: A lot has happened: I bought an existing practice, 
moved my office to a larger location, got my CIM and 
qualified for Manulife’s prestigious Five-star Master 
Builder award. It’s been a year of change for me.  I 
would say that the best thing has been my renewed 
enthusiasm for this business. It can be very exciting 
and fast paced if you work at it.   

Q. What is your top tip for other advisors?
A: Diversify. I have built a multi-income-streamed
office by focusing on the three things that are impor-
tant to businessowners: Life insurance, investments 
and Group Benefits. When the financial markets are 
not attractive to investors, I always have something 
to fall back on. I have become the “go to” person at 
my clients’ company. Whether it’s a buy/sell, group 
benefits, pensions or the personal needs of the staff, 
I can help them out. 

There are 
going to 
be a lot of 
questions 
asked of 
advisors 
and the big 
one is going 
to be “What 
am I paying 
you for?” 

Bill McElroy

Name: BILL MCELROY
Company: The William Douglas Group Inc. 
Revenue: $500,000
Clients: 1,2001
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Q. What are your top tips for gaining, and 
retaining, clients? 
A: I would say the number one tip is get IIROC li-
censed. Clients are becoming more sophisticated and 
want more out of their advisors. If you cannot provide 
them with stocks and ETFs you will surely lose them 
over the long term. 

My second tip would be to develop and nurture 
as many COIs (centres of influence) as you possibly 
can. These people are the gatekeepers to potential 
new clients and if you have their blessing, you don’t 
even need to be a great salesperson, just deliver the 
product/solution.

Q. What targets do you have for the coming 
year? 
A: I hope to increase the size of my business by a
minimum of 10 per cent in assets per year not includ-
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like With oUR  Nei NoRthWest tACtiCAl Yield FUNd.
In an environment where yield is imperative, the  Morningstar Rated™ NEI Northwest Tactical Yield Fund 
has an established track record of delivering strong and stable returns since its inception thanks to our unique and 
active approach to fund management. It’s just another shining example of how we do mutual funds differently. 

Active, tactical multi-manager approach • Alternative income strategy • Risk management focus
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ing market growth.

 Q. What has been the biggest challenge for 
advisors in the last 12 months?
A: The biggest challenge has also been the biggest
opportunity. Although many people are still con-
cerned about the markets, and cash flow into the 
markets by the retail investor is still low, there are 
many potential clients out there with complacent 
agents. Either they are not contacting the clients or 
they are only reactive to client calls. Whether it was 
poor investment choices or home-country bias that 
has caused a potential client’s portfolio to perform 
poorly, there are so many options and alternative 
solutions to prove your worth to prospective clients 
and quickly gain their trust.

Q. How do you plan to adapt to the many 
regulatory changes that are set to affect the 
financial planning industry?

A: I have made a conscious effort since the tech bubble
to invest all of my clients in either a 0% front-end fund 
or a fee-for-service account. I do not sell anything on a 
deferred sales charge basis. I think going forward, there 
are going to be a lot of questions asked of advisors and 
the big one is going to be “What am I paying you for?” 
I personally feel more comfortable explaining my 1 per 
cent fee on a million-dollar account than I would trying 
to explain a 5.5 per cent upfront commission plus a 0.5 
per cent trailer to any client. 

Q. What are the biggest issues facing the 
financial advice industry today?
A: I think there are several problems out there. The
biggest one is churning followed by DSC (deferred 
sales charge) sales method. I prefer to be transparent, 
our offering consists of investments we think will 
outperform the market and I choose the one’s that I 
think will benefit the client the most based on their 
risk tolerance. WP

The advisor in our 
Top 10 with the 
most clients was 
Bill Mcelroy with 
1,200
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