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Have you ever sat 
in a meeting with 
a financial advisor 
who sounded 
good, but nothing 
he said made 
sense?  Something 

like; 
 
"Let me encourage you to think outside 
the box about your investments.  What I'm 
proposing to you has been selling like hot 
cakes, while some people, who quite 
frankly are dumb as a box of rocks, have 
been avoiding it like the plague.  They say 
that when it rains it pours, but we know 
that every cloud has a silver lining.  Even 
though many advisors study their 
recommendations on a granular level, we 
prefer to take the 30,000 foot view, 
because we know you can't judge a book 
by its cover.   
 
"With all due respect, you may think I 
have some ulterior motive for making this 
recommendation, so let me address the 
elephant in the room.  While there may 
appear to be some bad optics on the 
investment, the principals have done a 
deep dive, and it goes without saying that 
they are not re-inventing the wheel, they 
are just doing more with less because they 
have the bandwidth to create a value add 
that speaks truth to power.   
 
"The investment syndicators have really 
connected the dots and hit the ground 
running.  They don't beat around the bush.  
They have simply had a paradigm shift by 
recognizing a perfect storm, and they can 

now see the light at the end of the tunnel.  
I’m not going to lie to you, it is what it is!   
 
"Fortunately, I've saved the best for last.  
To make a long story short, let me put this 
bug in your ear because I want you to 
know where I'm coming from.  In my 
previous life I was a team player.  But 
going forward I will never throw you 
under the bus, to say the least.  So, cutting 
to the chase, don't you want your 
investment to be able to recognize the low 
hanging fruit, and not sell you a pig in a 
poke?  I've seen other advisors sell 
investments that turned out to be a nothing 
burger.  But at the end of the day that's just 
the way the cookie crumbles, if you know 
what I mean.   
 
"I believe it's time for you to pull the 
trigger on this investment, because nothing 
lasts forever.  As a matter of fact, this 
investment won’t be available again until 
hell freezes over.  So if you want it, you 
should get your ducks in a row and get you 
some now before the fat lady sings."   
 
I concocted the above "sales presentation" 
using 50 annoying cliché’s.  I did that to 
point out that if you get involved in an 
advisor presentation that seems to make 
little if any sense to you, and is filled with 
cliché’s and jargon, it's time to either make 
the advisor explain it until you understand 
it, or find someone who can make it 
understandable to you.  Most investment 
concepts are not that hard to grasp if 
explained correctly.  So if you don't get it, 
it's him, not you. 


