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Similarly, when hiring your finan-
cial adviser, get a letter outlining
just what he or she is going to do for
you and get the recommendations
in writing. 

The written advice should outline
the strategy and steps the adviser
will take for you. 

“You want that advice in writing;
otherwise, six months later, you
might say, ‘I thought you said some-
thing different,’ ” says Bruce. 

But think of yourself in the role of
hiring manager. Don’t be afraid to
ask tough questions — this person
is going to be steering your family’s
finances, for good or bad. 

Bank of Nova Scotia associate
portfolio manager David Bruce
suggests those looking for the right
financial adviser should be looking
for chemistry and fit. Do you like
the person? If not, move on. Do you
trust the adviser? Again, if you don’t
feel this is someone you want to en-
trust your finances to, move on. Do
you have the same outlook and
strategies? If you are a conservative
investor and the adviser in question
continues to discuss riskier, aggres-
sive strategies, he or she is not a
good fit for you. 

Get it in writing. A competent ad-
viser will be able to provide you
with written references from satis-
fied clients who will be willing to
speak with you further about the
adviser. If the adviser is unwilling to
provide these references, move on. 

Search for ideal adviser all about looking for chemistry and fit
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No matter the financial adviser one deals with, David Bruce suggests getting the recommendations in writing, to avoid confusion down the line.
"Otherwise, six months later, you might say, ‘I thought you said something different,’ " the Scotiabank associate portfolio manager says.

Get it in writing

The Financial Planning Standards
Council’s website (www.cfp-ca.org)
has a 10-point checklist an investor
should go through before hiring a
financial adviser. The questions you
should ask include:

1 What are your qualifications?
The standards council, which
promotes the Certified Financial
Planner professional designation,
suggests a CFP as the minimum

requirement a prospective financial
planner should have.

1 What experience do you have?
The longer the better. The idea is,
you want an adviser who has been
through bad markets as well as the
current strong market.

1 What services do you offer?
Some advisers offer
financial-planning advice on a

range of topics but do not sell
financial products. Others may
provide advice only in specific
areas such as estate planning or
taxation. You need to know what
they can do before you can
determine if they are right for you.

1 What is your approach to
financial planning, or general
financial goals? Do you have some
sort of specialization in areas such

as taxation and estate planning? 

1 Will you be the only person
working with me? 

You might want to meet the
others if your main adviser intends
to regularly be bringing in
colleagues or specialists to assist
with your investment strategy.

1 What will I pay for what
services? 

A straight, detailed answer in
writing is important. 

1 How much do you typically
charge? 

The planner should be able to
provide an estimate based on your
needs. 

1 Are you regulated by any
professional body, and have you
ever been censured or disciplined? 
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FINANCIAL PLANNERS ADVISERS FRED KETCHEN 
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After half a century in the invest-
ment business, Fred Ketchen has a
word of wisdom for investors shak-
en by market volatility: patience.

“If you look at market charts over
a period of 50 years, 10 years, any
amount of time, you will find that
markets never go straight up or
straight down,” says the director of
equity trading at Scotia Capital.
“The most important thing is to
have patience. Investing is a long-
term project, as far as I’m con-
cerned.”

He recalls market crash of Octo-
ber 1987, when “I remember
watching stocks fall like I had never,
ever imagined they could fall.”

Lessons were learned from that
crash, “but that’s not to say it can’t
happen again, because it can.”

The genial Ketchen points out,
however, that a $50,000 invest-
ment in Bank of Nova Scotia shares
in 1957 — a scary year of economic
recession and the Soviet Union’s
Sputnik — would be worth more
than $6 million now, and that’s not
even counting 200 quarters of reg-
ular and growing dividends.

Over that time, “the whole nature
of the business has changed,” he
says. “There’s no doubt in my mind
that the overriding change has been
the tremendous growth in our mar-
kets and the tremendous growth in
the number of people who realize
there are opportunities in investing
your money wisely.”

When he started, registered re-
tirement savings plans were un-
known, mutual funds had barely
begun, investment advisers were
rare and regulatory oversight was
primitive on insider trading and
other exploitative practices.

In terms of small-investor knowl-
edge and protection, “things have

changed, and I think changed for
the better.”

Ketchen still arrives early and
leaves late from his desk, with its
master-of-the-universe view from
Scotiabank’s 65th-storey trading
floor. At a vigorous 70, he has no in-
tention of retiring. 

“Someday I might work four days
a week instead of five,” he confides.

He’s well known among small in-
vestors from regular radio and TV
appearances, and remains a go-to
source for reporters needing a

quick and authoritative comment
on the stock market.

In fact, if his family had been
wealthier or if The Wall Street Jour-
nal had been better at rewarding
talent, Ketchen might have spent
his career toiling in business jour-
nalism.

He was born on June 27, 1935, one
of six children of a Toronto Stock
Exchange employee living in what
now is Mississauga, where Ketchen
continues to live. From Port Credit
High School, he went to what then

was Carleton College in Ottawa to
study journalism, but ran out of
money after the first year.

He found a job at the Toronto bu-
reau of The Wall Street Journal at
$27 a week, with a promise of raise
after a year if his performance was
satisfactory. When the year was up,
he says, the office manager stalled
for months and finally came
through with the raise — to $27.50.

“I decided it was time to look for
something else, so that’s how I end-
ed up eventually coming to McLeod

Young Weir & Co. Ltd. in Septem-
ber 1957.”

He started on the open-outcry
trading floor at the old Toronto
Stock Exchange building on Bay
Street. By the time the firm was tak-
en over by Scotiabank in 1988, he
was a director and vice-president.
He became senior vice-president
and managing director of equity
trading at ScotiaMcLeod.

“Basically, I still work on the trad-
ing desk,” he says. “But, you know,
you hang around long enough and
you get some additional responsi-
bilities.”

He was active on an array of
boards and committees at the TSX,
now TSX Group, and was chair of
the exchange in the early 1990s.

At Scotia Capital, he has surren-
dered his title as managing director:
“I’m just a director, which suits me
fine,” he says. “I’d had that respon-
sibility long enough: pass it off to
somebody else and give them some
opportunities to see what they can
do.”

After a remunerative career that
has extended from shouting on the
long-gone trading floor to running
Scotiabank podcasts, why is he still
working?

“People ask that question, and my
answer is usually the same, and that
is that I can’t find anything better to
do, and if I stopped working, I’d be
running around trying to find
things to do, and if you have to find
things to do, you end up getting in
trouble.”

One way the father of four stays
out of trouble is as a director of the
Church Army, an organization sim-
ilar to the Salvation Army. He is ac-
tive in other charities — “I remem-
ber when the United Way used to be
called the Community Chest” —
and is on the board of the Trillium
Health Centre Foundation.

“There are many, many areas of
life that you can get involved in to
make a contribution to society,”
Ketchen says. “And my belief is, if
you don’t contribute to society, so-
ciety sure as heck won’t contribute
to you.”

Investing fire still burns in Ketchen
After 50 years of market
turbulence, Scotia guru
still busy preaching 
the value of patience
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After a brief flirtation with a career in financial journalism, Fred Ketchen started out with Scotia Capital in 1957.


