
Investment Commentary
What does the “Fiduciary Rule” Mean for Investors?

In recent months, there has been considerable news surrounding the debate over the 
Department of Labor’s (DOL) new Fiduciary Rule.  So, what does this mean for inves-
tors?  Under existing government regulations, Registered Investment Advisors (RIAs) 
like New England Guild Wealth Advisors are required to adhere to the “fiduciary stan-
dard”.  Simply put, this means that if you are giving financial advice, you’ve got to put 
your clients’ interests first, regardless of how it affects your compensation.  Most bro-
kers and insurance agents, on the other hand, who sell products are held to the lower 
“suitability test”.  Although this implies that any advice they offer must be suitable 
given an investor’s age and financial goals, the standard leaves ample wiggle room for 
receiving generous commissions for selling certain products.  In addition, some sales 
reps refer to themselves as “advisors” even though they are not RIAs and thereby not 
subject to oversight by and accountable to the Securities and Exchange Commission 
(SEC).  This can present challenges for investors when they are trying to hire a financial 
advisor who will truly uphold their fiduciary duty and act in the client’s best interest.  

Therefore, in an effort to hold all stockbrokers, insurance agents, and financial plan-
ners who provide investment advice to the fiduciary standard, the U.S. Department of 
Labor released the Fiduciary Rule. The definition of fiduciary and the impartial-conduct 
standards compelling those individuals providing financial advice to act in clients’ best 
interests at all times went into effect June 9th.  The more controversial requirements 
of the Best Interest Contract (BIC) and annuity sales exemptions have been delayed 
for further review until July 2019.  We also would point out that the new Fiduciary Rule 
applies only to retirement accounts.  Taxable brokerage accounts remain subject to the 
lesser “suitability test”.

While regulators sort out the remaining aspects of this Rule, which could take some 
time, the burden of finding financial advisors who will act in their best interest still falls 
to investors.  A recent Wall Street Journal article addressed this topic and proposed a 
series of questions for investors to ask when hiring a financial advisor.  We thought that 
the list was particularly well done, and that you might be interested in our responses 
to these important questions.  A sampling of the questions include:

•   Are you always a fiduciary, and will you state that in witing?  Yes.  As registered 
advisors engaged in the investment advisory business (RIAs) and also registered with 
the Securities and Exchange Commission (SEC), we have a fiduciary duty to our clients.  
This means we not only have a fundamental obligation to provide suitable investment 
advice, but also a responsibility to always act in our clients’ best interests.  In translating 
fiduciary principles into application, an RIA is required to implement certain practices 
and procedures to ensure conformance to the law. An important disclosure in this 
process is the registration form (ADV Parts I and II) that financial advisors must file with 
the SEC. It is ADV Part II in which the advisor must disclose all material information a 
client needs in order to make an informed decision about the advisory relationship or 
a specific transaction. 
•   Does anybody else ever pay you to advise me and, if so, do you earn more to recom-
mend certain products or services?  No.
•   How do you report investment performance?  Our ongoing communication includes 
comprehensive quarterly reporting over short and longer term periods (i.e. Quarterly, 
12 month, and Since Inception). The reports provide both absolute and relative returns 
versus a customized benchmark.  Our investment reports and our interactions with 
clients are intended to be clear, comprehensive, and timely.
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 Returns (As of 09/30/17)

 3rd        Annual
 QTR 1 YR 3 YR 10 YR
Index 
S&P 500 (inc. div.) 4.5% 18.6% 10.8% 7.4%
Russell 2000 5.7% 20.7% 12.2% 7.9%
MSCI AC World xUS 6.2% 19.6% 4.7% 1.3%
REITs 1.1% 3.8% 9.7% 5.3%
Barcap Agg. Bond 0.9% 0.1% 2.7% 4.3%
90 Day T-Bills 0.3% 0.8% 0.4% 0.4%

      Trading during the summer months 
is customarily slow, and the summer of 
2017 proved no different. The quarter 
saw the economy slow a bit, as inflation 
remained relatively stagnant, wages ad-
vanced only slightly, rhetoric between 
North Korea and the United States be-
came testy, and Mother Nature blasted 
southern states with powerful hurri-
canes that caused extraordinary eco-
nomic loss.  Conflicts both at home and 
abroad certainly influenced investor 
sentiment. Clashes between protestors 
in Charlottesville, Virginia, and escalat-
ing threats in North Korea dominated 
the news. Yet through it all, the stock 
market continued to enjoy monthly 
gains, with several of the benchmark 
indexes reaching all-time highs.  Inves-
tors’ renewed belief in the strength of 
the U.S. and global economies along 
with hopes for business-boosting policy 
from Washington kept stocks chugging 
ahead. 
      International equities led the way 
with the MSCI AC World xUS Index (in-
ternational developed market bench-
mark) returning 6.2% for the quarter 
and the MSCI Emerging Markets Index 
advancing 7.9%.  The Nasdaq and the 
Russell 2000 (potential beneficiaries of a 
tax cut) posted gains in excess of 5.0%. 
While the S&P 500 trailed other equity 
indexes, it still managed to increase by 
4.5%, reaching an all-time record high 
the last day of the quarter. After Trea-
sury yields fell to new 2017 lows, (when 
bond prices rise, yields fall), bond mar-
kets faltered in the closing weeks with 
the yield on the 10-year Treasury rising 
to 2.33% and the Bloomberg Barclays 
US Aggregate Bond Index up 0.9%.
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Please remember that past performance may not be indicative of future results. Different types of investments involve varying degrees of risk, and there can be no assurance that the future performance of any spe-
cific investment, investment strategy, or product made reference to in this commentary, will be profitable, equal any corresponding indicated historical performance level(s), or be suitable for your portfolio. Due to 
various factors, including changing market conditions, the content may no longer be reflective of current opinions or positions. Moreover, you should not assume that any discussion or information contained in this 
commentary serves as investment advice from New England Guild Wealth Advisors, Inc. To the extent that you have any questions regarding the applicability of any specific issue discussed above to your individual 
situation, you are encouraged to consult with the professional advisor of your choosing.

OUR FIRM CONTINUES TO GROW BY REFERRALS FROM OUR CLIENTS.  THANK YOU FOR RECOMMENDING US.

NEW ENGLAND GUILD WEALTH ADVISORS TEAM
 Harold L. Rives III, CPA, Principal Susan M. Grayson, Principal E. Patrick Logue, CPA, Principal

William R. Pfeiffer Jr., CFP®     Brendan F. Fitzgerald     Claudia G. Flannery     Eliot P. Williams, CFA, Of Counsel    Patrick P. Dowling-Logue

•   Do you pay referral fees to generate new clients?  No.
•   Can you tell me about your conflicts of interest, orally and in writing?  Yes. We do so in our ADV filing.
•   Do you participate in any sales contests or award programs creating incentives to favor particular vendors?  No.
•   Which professional credentials do you have, and what are their requirements?  Our team consists of individuals with Masters in 
Business Administration (MBA) and Masters in Financial Planning; CPAs [Certified Public Accountant]; and CFP®s (Certified Financial 
PlannerTM].  These designations and credentials require rigorous study, continuing education and adherence to high ethical standards. 
Many other financial certifications can be marketing tools masquerading as fancy diplomas on an advisor’s wall.
•   After inflation, taxes, and fees, what is a reasonable estimated return on my portfolio over the long term?  This depends in great part 
on the asset allocation that is appropriate for each client.  However, acknowledging these varying investment objectives by client, a 
range of 3% to 6% annually (net), would be a realistic estimate.
•   Will you itemize all your fees and expenses in writing?  Yes.
•   Do you earn fees as advisor to a private fund or other investments that you may recommend to clients?  No.
•   Do you focus solely on investment management, or do you also advise on taxes, estates and retirement, budgeting and debt man-
agement, and insurance?  This depends on the needs of our client.  We believe that effective wealth management is not a singular 
event, but rather an ongoing process that is responsive to a client’s financial needs now, and in the future. Our approach to integrated 
wealth management combines analysis, expertise, and sophisticated financial services to maximize assets while helping each client 
achieve specific financial, investment and life goals. We consider integrated wealth management to be essential to our clients’ financial 
well-being, and provide this service as part of our management fee.  In addition, we work collaboratively, leveraging our team’s areas of 
expertise, to assist clients in areas such as financial, tax and investment strategies; estate planning; risk management; business interests; 
charitable planning; real estate decisions; appropriate insurance; assisted living transitions; and divorce settlement.  We also frequently 
partner with our clients’ CPAs, estate attorneys, and other professionals.
•   Do you earn fees for referring clients to specialists like estate attorneys or insurance agents?  No. 
•   What is your investment philosophy?   Our investment philosophy is based on the principle that every asset exists to satisfy a client’s 
future need for cash. Correspondingly, we define risk as not having the cash when it is needed. Our objective, as manager of a client’s 
assets, is to achieve the highest level of long-term return within the risk restraints of the client.  Therefore, we believe that: 
1) An Investment Policy Statement is the cornerstone of a successful investment plan; 2) many small risks are preferable to a few large 
risks; therefore broad-based diversification within and across capital markets should be an essential part of fiduciary responsibility; 
3) inefficiencies in markets exist and fund managers with integrity, intelligence and discipline can outperform index funds; 4) mutual 
funds and exchange traded funds (ETFs) offer opportunity to access some of the best investment managers and organizations in the 
world at very moderate costs; and that careful due diligence can identify these organizations and managers; 5) attention to taxes and 
investment costs is critically important to the realizable returns achieved by the client from the portfolio.  Our disciplined investment 
process is informed, integrated, and constantly evolving to ensure that a client’s investment strategy meets their financial goals and 
priorities today, and in the future. A well-informed client enhances the relationship and progress toward goals, therefore our communi-
cation with clients is ongoing. 
•   Who manages your personal money?  We do, and we invest in the same asset classes and funds that we recommend to our clients.
•   Do you believe in technical analysis or market timing? No

We hope this information has been helpful. If it has prompted additional questions, please let us know. We would be glad to respond to 
them when we meet with you to discuss your upcoming Quarterly Report and review year-end planning.

Cybersecurity Corner:  Schwab Now Offers “Voice ID” Technology to Increase Account Security
 Schwab has begun using voice biometrics technology to identify you by your unique voice.  This will not only save time—
no more PINs, verbal passwords, or personal verification questions—but also presents a cutting-edge defense against unwanted 
third party account access.  We would encourage all clients to call Schwab at  800-515-2157  to enroll.  It only takes a few minutes.
 -   Your “voiceprint” is as unique as your fingerprint.
 -   Voice ID service is very reliable, but if you ever have problems, Schwab can authenticate you with other security questions.
 -   Schwab will store a digital representation of your voice using a proprietary algorithm.  Your Voice ID only works with Schwab’s 
system.


