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The Advantage 
 

Feature How NOW benefits CLIENTS How NOW benefits ADVISORS 

 

  
Low Investment Fees for All  
Fairness for Clients 

Compared to most mutual funds, clients can benefit 
from SMAs by saving on average 0.50%-1.00% (50-
100 bps) in fees that would otherwise go to pay 
MERs – those mutual fund fees that clients pay for 
expensive fund management, bloated corporate 
overhead, with often a very small portion going to 
advisors. 

Advisors can charge clients an affordable fee for 
their financial planning offering, doing what’s right 
for their own clients while becoming highly 
competitive with other asset management options. 
Elsewhere, advisors routinely must choose between 
lower fees for clients and their own compensation 
and income – a source of conflict. 

High Advisor Compensation 
Fairness for Advisors 

Advisor turn-over in the industry remains high. 
Clients benefit from happy Advisors – treated well, 
supported, and valued. Advisors who are paid well 
can make the time to do proper financial planning. 
They can also invest in resources to provide superior 
client service. 

Advisors are all paid the same compensation for 
servicing assets in client accounts, or selling other 
financial products, regardless of tenure, credentials, 
or size of book. There is no sales grid or permanent 
sales contest to distort advisor behaviour. 

Unrestricted Products 
An Open Product Shelf 

Clients benefit from access to a broad range of 
investment, insurance and lending products. By 
having this freedom, without the constraints of 
proprietary products, clients can access any product 
that suit their needs.  

Advisors can maximize the opportunities presented 
by their client’s financial planning needs, by having 
access to a wide range of products in investment, 
insurance and lending. More choice means the 
Advisor can pursue the client’s best interest with 
less friction, free of roadblocks that can steer an 
Advisor towards the wrong product or service. 
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Portfolio Management 
Customized Investing  

Clients can experience industry-leading portfolio 
management, performance, and security with a 
personalized touch. Clients build a relationship 
between themselves, their trusted Advisor, and 
their own Portfolio Manager. 

Advisors are free to focus on financial planning & 
the client relationship rather than buckle under the 
stress of investment returns and busywork of 
compliance oversight. Adding a Portfolio Manager 
to the Advisor-Client dynamic enhances the client 
experience while also removing the “performance 
pressure” on the Advisor. 

Separately Managed Accounts 
(SMAs) 

Clients gain access to the most sophisticated, 
personalized investment product through portfolio 
management, offering substantially lower fees, 
greater fee transparency, accountability, tax 
efficiency and tax deductibility. 

Advisors benefit from being able to provide their 
clients access to an investment product (the SMA) 
that is superior to mutual funds in virtually every 
way that matters: transparency, tax efficiency, and 
performance. 

Regulatory Compliance 
Financial Advice vs. Money 
Management  

Client accounts are held to the highest fiduciary 
standard by regulators; Portfolio Managers and 
their firms carry this regulatory oversight burden 
rather than Advisors. Under this model, Advisors 
have ZERO contact with a Client’s money. This 
disentanglement of Advice from Asset Management 
is central to our model of client servicing. 

Advisors are liberated from the busywork of 
satisfying the compliance oversight required by 
traditional MFDA/IIROC platforms. Referral 
arrangements that follow this co-management 
model ensure regulatory compliance is observed by 
the 3rd party asset manager rather than the Advisor. 

Conflicts of interest 
Dramatically reduced 

Clients can have peace of mind that the 
recommendations and advice they receive are in 
their best interests. Working with financial advisors 
who are free of the typical tropes of the financial 
industry, such as sales grids and proprietary product 
grids, offers clients a safer environment. 

Advisors benefit from a platform they can run their 
practice on that has drastically reduced the 
potential for conflicts of interests normally 
entrenched in traditional sales/distribution models. 
For example, removing compensation grids and 
sales-based contests is key to this. 

Embracing Technology Clients gain access to their account info 24/7 online, 
and benefit from safe, secure digital asset 
management. Clients also benefit from increased 
options to communicate with their advisor using 
technology (virtual meetings) as desired. 

Advisors can provide clients a full digital, online 
investment experience that is safe, easy to navigate, 
and efficient. Advisors can also be more accessible 
to their clients by embracing technology and using 
virtual meeting technology.  

Contact us today to learn how to transition your Advisory Practice to New Outlook Wealth! 

mike@newoutlook.ca  | www.newoutlook.ca  
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