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T o call Dowg Macdonald an
industry pioneer would al-
most be shorrchanging his

contribution, Founding father

might be a better description —
afrer all, he pot his feer wet in the

Fee-Only financial planning pool

back in 1972, long before NAPFA

was even a twinkle in ies own found-
ing members’ eyes,

Today, as principal at
Macdonald, Shymko & Company
Ltd. (MSC) in Vancouver, British
Columbia, Macdonald is still going
strong, He says that convincing
clients of the value of his practice’s
services has been relatively easy —
even back in the eardy days. Natu-
rally averse to a hard sell, it turns
gut that Canadians — unlike thetr
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neighbors to the south — don’t ae-
tually need much convincing to do
business with a Fee-Only advisor,

“The hard sell that some com-
mission-based planners use is much
more accepted in the Srates,” ex-
plains Macdonald. “It is less ae-
ceptable here. In face, it’s a good
way to lose a potential client”

MEC was founded in 1972 when
Macdonald and partner David
Shymko, both in their carly 20s,
decided to pursue a vision of a fec
for service financial advice to indi-
wviduals. Cine of the first issues the
pair faced, says Macdonald, was
deciding whar o call rhemselves,
“We settled on the term ‘Financial
Advisors® as we believed this cap-
tured who we were,” explains
Macdonald.

Some Things Change,
Some Don't

Macdonald says that the funda-
mental principles upon which the
firm was based 28 years ago are sull
intact. However, some things have
changed: His company’s first client
was charged an annual retainer of
$15, plus $10 an hour.

In addition to fecs, the mechan-
ics of the business and the business
envitonment in which M5C aper-
ates have changed significantly. For



one thing, the firm isn’t alone in the
Fee-Only business any more. MSC
has been involved in the start-up of
Fee-Only financial planning firms
in Calgary, Winnipeg, and most re-
cently in North Vancouver.

But fitst, the original firm got
bigger and more complex. By 1975,
both Adrian Mastracci and Lartry
Jacobson had joined MSC as princi-
pals, and by 1980, the firm had grown
to 10 people. Computerization fol-
lowed soon thereafter and has been
continuously updated ever since. The
firm experiments with new technol-
ogy and has invested over $300,000
in such capital infrastructure over
the years.

For example, the fitm has a pro-
gram, which a small percentage of
clients utilize, called S.A.M. (Strate-
gic Asset Monitoring), that reports
quartetly on a client’s total portfolio
and relates the portfolio to the ap-
proptiate benchmarks. “This propri-
etary software has been developed
in-house, as was our mutual fund
tracking analysis model, which was
first developed in the early °80s,”
says Macdonald.

Creating in-house software has
enabled the firm to watch clients’
money tegardless of where it’s in-
vested — funds and trust units, indi-
vidual securities, bonds, deposits, real
estate, limited partnerships, joint
ventures, and mottgages. “We have
no particular bias toward no-load
funds, as most loads can be negoti-
ated away. Therefore, we focus
more on the consistent performance
and investment style,” he says.

NAPFA Opens Window to U.S.

Macdonald got involved in
NAPFA in the early "90s when MSC
was already a mature company. So
although NAPFA was not integral
in the firm’s early stages,
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Macdonald says the otganization
has instead been a steady source of
information on how equally expe-
rienced colleagues were handling a
wide range of matters. “Sometimes
this was a foreshadowing of things
to come in Canada, other times it

“We have
no particular
bias toward
no-load funds,
as most loads
can be
negotiated away.”

had altready happened in Canada,”
he says.

Meanwhile, MSC had already
helped create the Canadian Asso-
ciation of Financial Planners
(CAFP). For 15 years, Macdonald
served CAFP in one capacity ot
another — local director and presi-
dent, member of the national board,
president, and chairman,

“In 1978 a fee-only association
was created in Canada, but due to
the limited number of fee-only plan-
ners in Canada and the creation of
CAFP in the early ’80s, it was de-
cided that the fee-only planning
firm would support the CAFP and
only meet informally,” explains
Macdonald. “It wasn’tuntil recently
that the membership of this Cana-
dian association, which is called
CAPFA, was increased from the
original six members.”

NAPFA, therefore, brings
Macdonald’s firm networking that
still isn’t available in Canada.

NAPFA's closed e-mail system and
the conferences, he says, continue
to be valuable. “The conventions
allow me to network with many
knowledgeable people and renew
acquaintances that have evolved
ovet the last nine years,” he says.
“In addition, it has been of value to
be able to access information, as
MSC does have a number of U.S.
clients or Canadians now living in
the U.S. or with U.S. investments.”

For example, Macdonald recalls
a recent conference at which U.S.
planners asked him about Canada’s
RRSP retirement system. He, on
the other hand, needed to learn
morte about the Roth IRA. “I said, I
can tell you everything you need to
know in 20 minutes,” recalls
Macdonald, “and I ended up explain-
ing to four individuals almost every-
thing they needed to know. In turn
they told me everything I needed to
know about the Roth IRA.”

Serving 300 Clients

Today, MSC serves over 300
clients, representing a wide spec-
trum, including about 30 percent
corporate-sponsored clients. “They
tange from business executives, pro-
fessionals, owner managers, and
retirees, and they come from all
walks of life,” says Macdonald.
“They all share a strong belief in
the value of planning and have a
strong desite to deal with an advi-
sor on a fee-for-service basis.”

Currently, the firm employs 17
people in its Vancouver office and
10 more in affiliate offices in North
Vancouver and Winnipeg to handle
the work flow.

MSC prefers not to focus on
money undet management, butcon-
centrates instead on the achieve-
ment of client goals. The firm’s
investment philosophy hasn’t



changed much since its inception,
though the focus sometimes shifted
a bit. Currently, Macdonald em-
phasizes fixed income and equi-
ties.

Also, MSC makes a “significant
commitment” to education and the
introduction to the firm of bright
young minds. “In 1997, on our 25th
anniversary, we sect up the
Macdonald, Shymko & Company
Foundation to provide a vehicle to
give back to the community,” he
says.

The future should bring contin-
ued growth for his firm, says
Macdonald, along with an expanded
advisor base and more individuals
involved in the firm’s decision-mak-
ing. “We have always chosen to
limit growth somewhat because of
the management commitment that
it takes,” he adds.

When not working, Macdonald
enjoys spending time with his wife
Lynda and their two grown chil-
dren, Hamish, 27, and Gina, 26,
both of whom are involved in the
business. He also owns an island
on the Lake of the Woods in
Ontario, where he visits for five
weeks every year, and likes to golf
and watch the NBA’s Vancouver
Grizzlies.

Besides the financial rewards,
Macdonald says the greatest ben-
efit of being a Fee-Only pioneer
is the way he’s able to make a
difference in his clients’ lives
while also forging long-term rela-
tionships with his partners and
various industry organizations.
“Back in 1972, I identified a need
and had a vision on how to pro-
ceed,” he explains. “Then, I was
just very fortunate to find three
other like-minded individuals
who helped make it work and had
fun doing it.”
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