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Charting financial waters

Donaldson Financial Group helps to find the best course of action

In an effort to help her-clients
stay as current as possible,
Helena Donaldson searches for
various methods to keep them

informed, whether through sem-
inars, newsletters, articles, broad-
cast emailing, or one-on-one
portfolio reviews.

In a competitive environ-
ment, the Donaldson Financial
Group Inc. believes one of their
strengths is communicating
effectively with clients, and they
are committed to giving the
value-added service that might
not be evident from other com-
panies in the financial plam}iﬂg

More
they strive to provide

industry. than wvalue-

added,
each client with distinctive value,
as every financial plan their team
is involved with is original, and
every relationship is unique.
Their overall goal is to plan for
the future, and achieve lifestyle
goals .at the client’s specified
stage in life.

In an increasingly compli-
cated financial environment,
there are literally hundreds of
products and services available.
Ms. Donaldson feels it is very
important for their recommen-
- dations to be appropriate and
suitable to each individual’s
comfort level.

In addition, they work as a

team, using other specialized

associates to ensure that they have
the knowledge and expertise to
assist clients in all aspects of their
financial lives.

“Some advisors - tend® to
emphasize their product line,
based on historical returns, where-
as we evaluate your total financial

situation, honing in on your risk

tolerance and creating the planf

that fits
lifestyle,” Ms.

ments. “[nvestments, tax planning,

and estate planning are only some |

of the topics that we discuss at your

annual reviews. | think that my|
strength as a financial planner isf° =~

the knowledge of business in thef &
marketplace, insight into your con- - g
cerns, with the ability to reach your

goals, and realize your dreams.

“I truly enjoy getting to know
my clients, and we at the
Donaldson Financial Group con-
tinuously remind ourselves that our
clients are the most important ele-
ment of our business. Since 1978
we have become friends with many
of them, and continue that rela-
tionship even though many have

moved to other parts of Canada,
the US, and even Africa, Saudi

Arabia and China.”

Ms. Donaldson has been a
member of the community for
many years. Born in Holland, she
emigrated with her family in 1954,
and has lived in the Halton area
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_ includes wills, powers of attorney,

since she was in her early 20s. She
is a strong supporter of the Milton
Chamber of Commerce, local char-
ities and events, and is active in the
community. A grandmother three
times over, she loves to be involved
and cares about the area in which
she lives and works.

“The
between

biggest  difference

Donaldson Financial
Group and other companies is that
we basically look at clients’ dollars
as our dollars. We cover the indi-
vidual’s total financial situation.
We sit down and discuss a client’s
own financial position, and then

work out the best plan of invest

ment. There’s an emotional aspect

to our work with them. If they are

not comfortable with certain

investment procedures, then we
won't carry through. That's why
we're concerned with developing
personal relationships with all our
clients.

“Even if an investment plan
makes all the financial sense in the
world, but the clients aren't com-

tortable, they can’t act upon that

. 1 advice. We provide plans for their
. | goals and objectives - we ask ques-

-
| tions such as “What do you want to

"What do you want to

1 do?” Once you find that out we see

if together we can meet those
objectives.”
 Examining the “big picture”
insurance, education and retire-
ment savings plans, and expecta-
tions for the future. The amount of
options can be mind-boggling - peo-
ple today are expected to sift
through hundreds of mutual funds,

RSPs, RESPs, RIFs, and insurance

plans. Donaldson Financial Group
has no ties to any particular finan-
cial institution and therefore makes
recommendations based on solely
what is best for the client.

The satisfaction in a job well
done comes when clients who have
achieved their own financial goals
send her postcards from holidays
and retirement destinations, saying

things like, “Thanks to you, we’re

here!”

“It’s all about planning for
the future, to anticipate and
avoid pitfalls and to achieve your
lifestyle goals. Sometimes it’s
also about helping people
through rough times when a lack
of planning has left them unpro-
tected.”

The

approach is to be ready to assist a

Donaldson  team
client at any time.

“If someone needs help
immediately there are numerous
people with expertise in our
office to get answers. Qur grow-
ing team has the experience and
knowledge in the financial plan-
ning process.

“We are all influenced by

the world’s business cycles, and

we want to make sure we work at
the long term solution to ride
out market ups and downs. We
do regular reviews to make cer-
tain our clients are on track with
their investments. This ensures
they're not weathering challeng-
ing markets by themselves.

“We don’t just sell prod-
ucts, Donaldson stressés,
“we offer financial solutions.”

The Donaldson Financial

Group Inc. is located at Suite
101, 310 Main Street East,

Milton. Call 905-875- 3366 for

further information.

We are committed to giving you distinctive value added service,

Please jamrhe Donaldson Financial Group for

RRSP SEMINAR

This exclusive evening will focus on.
* Mutual Fund Facts

« Tax Strategies

* Insights

Date: Wednesday, February 13
Time: 7:00 pm - 8:30 pm
Granite Ridge Golf Course
9503 Dublin Line, Milton

Featuring.

* Ken Wharram from AIC Group of Funds
» Scott Fraser from Talvest Mutual Funds
* Mike Miller from Northwest Mutual Funds

Paid for in part by:

mill
TALVEST
Pvustarod f‘uﬂﬂ..-

Please RSVP by telephone 905-875- 3366 by fax 905- 875-

3574 or by email feener-smith

C lerpartners.

Feel frz&'e to bring a ,r"rrend L:ghr reﬁ*eshmenrf served faﬂuwmg fhe event.

PINANCIAL GROUP

in the financial planning industry.

Our Services Include . . .

* Mutual Funds/Segregated Funds

* Registered Retirement Savings Plans (RRSPs)

* Registered Retirement Income Funds (RRIFs)
» Registered Education Savings Plans (RESPs)

* Annuities and Life Income Funds (LIFs)

* Advanced Financial Planning and Estate Planning

* Life, Term and Disability Insurance

* Long Term Care/Critical Illness Insurance

* Employee Beneﬁts/GroUp Plans
* Guaranteed Investment Certificates (GICs)

Investing doesn’t

have to be
difficult!

CARTIER PARTNERS
FINANCIAL SERVICES




