
$22,456$25,987

$29,876

2475 Wyecroft Road, Oakville
(QEW and Bronte)

1-888-840-5820 • www.lexusofoakville.ca

SALES HOURS
Mon.-Thurs. 9:00-8:30

Fri. 9:00-5:30
Sat. 9:00-5:00

*LCPO Rates from as low as 1.8%. Example:$20,000 x 24 mths @ 1.8% = payment $849/mth, cost of borrowing $377.50.

UC5173

UC5272

UC5286A 2008
LEXUS
IS 250
AWD

2007
LEXUS ES
350

2009
LEXUS IS
250 RWD

• Base Pkg. with Auto Tr. • 69,652 kms
• White/Black

• Leather & Moonroof Pkg • 75,352 kms
• Grey/Black

• Leather & Moonroof pkg • 62,940 kms
• Truffle/Beige

UC5269 2007
LEXUS
GS 350
RWD

• Premium Pkg. with Navigation
• 78,480 kms • Blue/Beige

$25,987 LEXUS
CERTIFIED
PRE-OWNED
RATES AS LOW AS

1.8%*HST
and
Lic.
extra

$29,876

LEXUS
CERTIFIED
PRE-OWNED
RATES AS LOW AS

1.8%*

LEXUS
CERTIFIED
PRE-OWNED
RATES AS LOW AS

1.8%*

HST
and
Lic.
extra

HST
and
Lic.
extra$26,789$26,789 LEXUS

CERTIFIED
PRE-OWNED
RATES AS LOW AS

1.8%*HST
and
Lic.
extra

• 131-point Quality Assurance Inspection
• Minimum 2 years/Unlimited km Roadside
• Minimum 2 years/40,OOO km Powertrain
• CarProof Verified Vehicle History Report
• 10-day/1,500 km Exchange Policy
• Complimentary First Oil & Filter Services
• Attractive Lease and Finance Rates available on all models

PRE-OWNED EVENT

$22,456 183 Lakeshore Road East
Downtown Oakville

www.garveys.ca 905.845.8911

THE BIG

SALE

Really

BIG
EVERYTHING UP TO

70%OFF
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Changing the relationship with your advisor for the better
You don’t like your invest-

ment advisor and you are 
not sure what to do about 

it. This is a topic that resurfaces 
in the investment business fairly 
often.

Our suggestion is to focus on 
the aspects of the relationship 
with your investment advisor 
that they can control. The value 
of helping you with financial 
planning issues is a good start.

Will you have enough cash 
flow during retirement to main-
tain your desired lifestyle? What 
is your plan to help children or 
grandchildren with university 
costs? What are your most 
important financial goals? What 
plan do you have in place to 
reach those goals?

These are your life objectives 
and they are important to you. It 
is your responsibility to be pro-
active and take control of your 
financial destiny.

Sometimes clients are 
uncomfortable with specific 
investment advice. Other times 
the lack of advice is an issue. 
Much of a client’s relationship 
with their advisor has to do with 

communication.
Couples will often say that 

some advisors talk too much or 
they don’t understand much of 
what is being said during invest-
ment meetings.

Investment advisors often 
speak using financial industry 
terminology, which clients do 
not understand. Often there is a 
perception that the advisor is the 
authority figure where you are 
expected to be subservient and 
accepting of their direction.

So that is your dilemma. You 
want to move your portfolio to a 
different investment advisor, but 
we Canadians are often reluctant 
to change. A possible solution is 
to make a change by improving 
your relationship with your cur-
rent advisor. 

Schedule a meeting to talk 
about the issues that are of con-
cern to you and plan a strategy to 
correct any problems. If the advi-
sor truly wants to help you, they 
will be receptive to your com-
ments.

This is a first small step 
towards building a better rela-
tionship. The main difference is 

that you control the future of the 
relationship.

If you feel you don’t have 
enough meetings during the 
year then collectively agree on 
how many meetings should 
occur. Then establish who calls 
whom to schedule these appoint-
ments. If you are in control of 
the relationship then you ulti-
mately lead the relationship.

The specifics, such as retire-
ment cash flow projections, need 
to be addressed to make sure you 
can spend what you want with-
out running out of money dur-
ing your retirement years. 

Tax planning is important 
too. If your advisor does not have 
sufficient skills in all technical 
areas such as retirement plan-
ning, tax, insurance or estate 
planning then request they ask a 
colleague for advice when tech-
nical assistance is needed.

Your ultimate goal, when 
planning, is to project what your 
retirement will look like and 
ensure you understand the tax 
laws. Your investment approach 
should include minimizing taxes 
by making sure tax planning 

strategies are in place to make use of existing laws.
The current problem you may have with your 

investment advisor could be related to communi-

cation and the business process.  It is important to 
improve your working relationship. This could be 
as simple as changing the dynamics of your rela-
tionship with your existing advisor. The popular 
expression “when the child becomes the parent” 
best exemplifies this change in a relationship. 

In the spirit of improving your existing relation-
ship with your investment advisor, now is the best 
time for you to assume the leadership role.

You determine what you want out of the rela-
tionship based on your investment needs. Be pro-
active and take charge. Control your own destiny.

— Submitted by Peter Watson, MBA, CFP, 
R.F.P., CIM, FCSI.  
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