
 

Successful Advisors Stick to Their Guns  

May 10, 2013  

In “Teachable Moment,” FA-IQ asks an advisor to tell a story about a challenging client 

interaction that had a happy ending.  

This week we spoke to T. Brian Hayes , whose Kokomo, Ind., firm, Hayes Advisory Group, has 

$90 million under management for 450 clients. He shared two incidents that offer the same 

takeaway: Telling people the opposite of what they want to hear, even when it risks alienating a 

prospect or losing a current client, is often the smartest thing an advisor can do.  

Brian Hayes: I met with a prospect originally back in late 2007, right in the middle of a strong 

bull run in the market. After meeting with him a couple of times and reviewing his current 

portfolio, I was struck by how much risk he had. He thought he was a pretty conservative 

investor, and he didn’t realize that his current planner had him nearly 100% in U.S. equities. I 

told him, “You really need to dial down the risk.” He responded by stating that he has been 

getting very good returns, and he would lose out on a lot of money if he did that.  

We met a few more times, and I insisted he needed to become much more conservative. Even 

though it would cost him some returns if the market continued to rise, it would add much-needed 

security if the market should fall. At his age, it did not make sense to be taking this much risk. 

Even though he agreed with me in principle, he did not feel it was the right time to make a 

change.  

 
After going back and forth through a few more meetings, he finally agreed to move his accounts 

over. We went much more conservative and implemented some growth strategies with 

protection. Approximately six months later, in late 2008, the stock market fell apart. He lost very 

little money, and some of his accounts went up. If he had not moved, he would have lost 40% to 

50% of his portfolio.  
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Obviously, the client was very happy that I had persuaded him to implement strategies better 

suited for his stated goals. Over the next few years I got to know his children very well and did 

some planning for them. When my client passed away late last year, the children kept me on as 

their advisor for their inheritance. 

Another example, from a couple years ago, was a current client who came in with a company 

buyout option. He was a factory worker, and his company was downsizing. His wife was 

working at the time and made a healthy income. The couple had been with me for four or five 

years. He was 58 and had planned to retire at around 62.  

The buyout offer got him excited about retiring early. He thought that if we invested the buyout 

and made a very good interest rate, and his wife continued to work for a few more years, 

everything would be fine. After crunching the numbers and going over their goals and objectives, 

I concluded that it was going to be very difficult to get to where they needed to be to retire. They 

would need to generate over 10% interest on the buyout, and his wife would need to continue to 

work for several years. I told him it was just too risky and that he should turn down the buyout.  

This was not what he wanted to hear, as he was ready to accept the offer. He argued his side for a 

while but eventually agreed to pass on the buyout. It was fortunate that he did, as his wife lost 

her job a few months later. If he had taken the buyout, their retirement would have been dismal. 

He came back into the office and thanked me for standing firm.  

Sometimes you have to be willing to lose a client by standing firm on the best advice you can 

give. Even though it is tough to advise against a client’s wishes, you always have to do what is in 

their best interest.  

 


