MISTER FIDUCIARY

DEFINING THE OBLIGATION

Mister Fiduciary Code of Ethics for Financial Advisors
Who Aspire to Be Great Financial Advisors
Executive Summary

1. Put the Client First: Serve the client before self-interest.

2. Act as a Steward: Accept financial responsibility as a sacred trust.

3. Tell the Truth: Communicate honestly, clearly, and completely.

4. Avoid Conflicts: Look for conflicts of interest and avoid them.

5. Respect Human Dignity: Honor the concerns and worth of every client.

6. Practice Reflective Judgment: Pause, think, and deliberate before acting.

7. Promote Wisdom, Not Sales: Choose sound judgment over product promotion.
8. Build Trust Through Having Character: Integrity matters more than marketing.

9. Strengthen the Profession: Help elevate the moral standing of financial advice.

10. Protect the Common Good: Financial advice should strengthen families,
communities and society.

11. Pursue Lifelong Learning: Maintain competence through continuous
education.

12. Leave Clients Better Off: Improve the client’s financial condition, confidence,
and peace of mind.



1. Put the Client First

Serve the client before self-interest.

The office of financial advisor is fundamentally a position of trust. A trusteeship shepherding
wisdom, information, the wise weighting of choices and objective evaluation. Like the teacher,
physician, attorney, or trustee, the financial advisor occupies a fiduciary role in which service to
another person must take precedence over personal advantage.

The ethical financial advisor understands that clients are vulnerable to confusion, fear,
marketing pressure, complexity, and conflicts of interest embedded within the financial services
industry. Because of this imbalance of knowledge and power, the advisor has a heightened
moral obligation to act loyally and prudently.

This principle requires the advisor to:

e Place the client’s long-term interests above compensation incentives.

e Avoid exploiting client ignorance or fear.

¢ Make recommendations designed to improve client outcomes.

e Reject sales practices that place the advisor’s gain above client welfare.

e View the advisory relationship as stewardship rather than commerce alone.

The client must never become a means to the advisor’s enrichment. The client is the purpose of
the advisor’s work.



2. Act as a Steward

Accept financial responsibility as a sacred trust.

Stewardship is the delivery of the central moral idea of fiduciary responsibility.

The Mister Fiduciary advisor understands that clients entrust their savings, retirement security,
family aspirations, charitable intentions, and future well-being into the advisor’s care. This trust
should be treated with humility and seriousness.

Stewardship requires:

e Prudence and careful judgment.

e Long-term thinking.

e Discipline and restraint.

e Respect for risk.

e Thoughtful protection of client assets.

e Wise balancing of present desires and future needs.

The steward is not the owner. The steward manages resources responsibly on behalf of
another.

The ethical advisor recognizes that wealth carries responsibilities beyond consumption and
status. The advisor should help clients use wealth wisely to support family stability, charitable
giving, productive enterprise, and social flourishing.

Stewardship is fundamentally an attitude of humility that takes pride in creating well-being
near and far.



3. Tell the Truth

Communicate honestly, clearly, and completely.

Trust cannot exist without truthfulness. Where there is truth, there is trust.
Financial advisors have an ethical obligation to communicate honestly regarding:

e Fees and expenses.

e Risks and uncertainties.

e Conflicts of interest.

e Expected outcomes.

e Limitations of strategies.

e Incentives and compensation arrangements.

Clients should never be misled by:

e Marketing jargon.

e Omitted disclosures.

e Hidden compensation.

o Exaggerated performance claims.
e False certainty.

e Manipulative sales presentations.

The ethical advisor explains complex matters in plain language that ordinary people can
understand.

Truthfulness also requires intellectual honesty. Advisors should acknowledge uncertainty,
recognize the limits of forecasting, and avoid pretending to possess knowledge that they do not

actually have.

The advisor’s vocation is not persuasion. The advisor’s goal is to engender understanding.



4. Avoid Conflicts

Look for conflicts of interest and avoid them.

Disclosure alone is not sufficient.

The ethical financial advisor actively seeks to minimize conflicts of interest because divided
loyalties erode objectivity and damage trust.

Conflicts commonly arise from:

e Commissions.

e Revenue-sharing.

e Proprietary product incentives.
o Differential compensation.

e Sales contests.

o Referral fees.

e Soft-dollar arrangements.

e Insurance commissions.

e Asset gathering incentives.

The ethical advisor understands that incentives influence behavior and encourage selfish
behavior, even unintentionally.

Therefore, the advisor should:

e Reduce divided loyalties whenever possible.

o Simplify compensation structures.

e Favor transparency.

e Avoid hidden compensation.

e Eliminate unnecessary product incentives.

e Reduce circumstances where personal gain may bias professional judgment.

The highest ethical standard is not merely disclosing conflicts but designing business practices
that avoid them whenever reasonably possible.



5. Respect Human Dignity

Honor the concerns and worth of every client.

Clients are not account numbers, assets under management, or revenue streams.

Every client possesses intrinsic worth independent of wealth, sophistication, education, or
social status.

Respecting human dignity means:

e Listening carefully.

e Treating clients respectfully.

e Preserving confidentiality.

e Avoiding manipulation.

e Honoring client values and goals.
e Educating rather than pressuring.
e Supporting informed consent.

The ethical advisor seeks to empower clients rather than control them.

Clients should retain agency over their own lives and financial decisions. The advisor’s role is to
illuminate choices, not dominate outcomes.

The advisor must especially protect elderly, vulnerable, grieving, inexperienced, or intimidated
clients from exploitation or coercion.



6. Practice Reflective Judgment

Pause, think, and deliberate before acting.

The ethical financial advisor cultivates thoughtful decision-making through:

o Reflection.

o Self-awareness.

e Deliberation.

e Moral examination.
e Humility.

e Listening.

Financial advice involves uncertainty, competing interests, emotional pressures, and long-term
consequences. Ethical judgment requires more than technical competence.

Reflective advisors ask themselves:

e Who benefits from this recommendation?

e Am | being objective?

e What conflicts exist?

e What long-term consequences may arise?

e Would | recommend this to my own family?
e Am | acting out of wisdom or convenience?

The reflective advisor avoids impulsiveness, arrogance, overconfidence, and herd mentality.

Thoughtfulness is itself an ethical discipline.



7. Promote Wisdom, Not Sales

Choose sound judgment over product promotion.
The ethical advisor seeks to cultivate wisdom rather than stimulate consumption.

The purpose of financial advice is not the accumulation of products, transactions, or speculative
excitement. The purpose is helping people live stable, meaningful, flourishing lives.

The advisor should encourage:

e Prudence.

e Patience.
e Moderation.
e Saving.

e Long-term investing.
e Risk awareness.

e Financial simplicity.

e Charitable generosity.
e Family stability.

The advisor should discourage:

e Excessive speculation.

e Fear-based selling.

e Consumerism.

e Chasing performance.

e Gambling mentality.

e Unnecessary complexity.

The ethical advisor measures success not by production numbers but by improved client well-
being.



8. Build Trust Through Having Character

Integrity matters more than marketing.
Technical competence alone does not deliver fiduciary excellence.
Trust ultimately rests upon character.

The ethical advisor strives to demonstrate:

e Integrity.
e Courage.
e Humility.
e Fairness.
e Reliability.

e Compassion.
o Self-restraint.
e Honesty.

Character reveals itself especially when:

e No one is watching.

e Financial incentives tempt compromise.
e Mistakes occur.

e Market stress increases.

o Difficult conversations arise.

Marketing can create appearances. Character creates trust.



9. Strengthen the Profession

Help elevate the moral standing of financial advice.

Every advisor contributes to either strengthening or weakening public trust in the profession.
The ethical advisor seeks to elevate professional standards by:

e Supporting transparency.

e Encouraging ethical business models.

e Mentoring younger professionals.

e Opposing deceptive sales practices.

e Advancing fiduciary education.

e Encouraging professional accountability.

Financial planning should aspire to the ethical standing traditionally associated with medicine,
law, accounting, and teaching.

The advisor should not merely ask: “What is legal?”

The advisor should ask: “What is right?” and act as did the good Samaritan.
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10. Protect the Common Good

Financial advice should strengthen families, communities and
society.

Financial advice affects more than individual portfolios.
Advice shapes:

e Family stability.

e Retirement security.

e Community well-being.
e Charitable giving.

e Economic confidence.
e Social trust.

The ethical advisor recognizes that:
¢ Dishonest advice damages public trust.
e Excessive speculation harms communities.
e Hidden conflicts undermine confidence.

¢ Ethical stewardship strengthens civil society.

The advisor should therefore seek outcomes that improve both individual welfare and social
trust.
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11. Pursue Lifelong Learning

Maintain competence through continuous education.

Financial advisors must continually improve their knowledge and judgment.

Markets evolve. Tax laws change. Retirement strategies develop. Human behavior remains
complex.

The ethical advisor commits to:
¢ Ongoing education.
¢ Intellectual curiosity.
e Honest self-assessment.
e Learning from mistakes.
e Interdisciplinary thinking.
e Continuous improvement.

Competence is a moral obligation because clients rely upon the advisor’s expertise.

Ignorance can cause harm.

12



12. Leave Clients Better Off

Improve the client’s financial condition, confidence, and peace
of mind.

The ultimate test of ethical financial advice is not production, prestige, or marketing success.

The true measure of fiduciary success is whether clients are genuinely better off because of the
relationship.

The ethical advisor seeks to improve:

e Financial organization.

e Decision-making confidence.
¢ Investment discipline.

e Family communication.

e Long-term security.

e Peace of mind.

e Understanding.

e Financial independence.

The advisor’s work should reduce confusion, anxiety, unnecessary costs, and harmful mistakes.

In the end, fiduciary excellence is measured by service, trust, stewardship, and human
flourishing.

The advisor’s legacy should be: “Because of this relationship, people lived better lives.”
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