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Quiet Phones                    

by Paul Baumbach, Director of Investments, CFA, CFP®, ChFC     

As I write this, the US stock markets have been falling, led by technology 
stocks. Yet our phones aren’t ringing.  
 
Do you remember the TV commercial with the Maytag repairman whose phone 
never rings? The message is ‘our product/service is so good, you won’t need to 
see us.’ 
 
What does it mean when clients don’t call when stocks have been falling?  
 
There are two likely answers. First, clients may not be following the financial 
news, or they may have been investing for enough years that the current decline 
doesn’t bother them. They may have called us in the past in such situations, and 
been satisfied by our answer, detailing how their portfolio is prepared for just 
about any situation. Thus, they may have sufficient confidence that day-in, day-
out, their portfolio is ready. 
 
Second, clients may feel that worrying about the stock market is Mallard’s  
problem, not their own. They may remember that our team is managing their 
portfolio with an all-weather strategy. This strategy does not need tweaking 
when stock markets are in the news, and can actually be harmed by doing so. 
Some clients have enrolled in our Drop and Give Me Five™ program, confident 
that, should stocks fall far enough, we have an autopilot order to buy stocks 
when they are much cheaper than at their portfolio’s most recent  rebalance,      
a system to buy low. 
 
We know that investors get nervous when stock prices fall. We get more callers      
participating in our quarterly Market Review conference call* when stocks are 
weak, and fewer callers when stocks are strong. The same goes for the number 
of questions asked during these calls. 
 
A good investment plan matches your capacity/tolerance for volatility (the     
ups and downs of investing) to the amount of riskier investments used in your      
portfolio. This balance is designed so that at times of market volatility, your 
portfolio will be largely shielded by declines if you have shown that you are 
more nervous than most investors, and vice versa. This isn’t magic; it is a    
system, consistently applied and monitored. Our smaller  goal is fewer  
phone calls. Our bigger goal is less client stress. 
 
 
 
* Contact us about joining Mallard’s quarterly Market Review conference calls.              

The calls are held mid-month in April, July, October, and January. 
 

https://openclipart.org/detail/202645/traditional-telephone
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You’d be surprised how similar grocery stores are to financial services.  

Consider the different kinds of grocery stores: big, small, discount, bulk, name brand - each carrying over-
lapping products. Sometimes different stores carry the exact same corn flakes, and sometimes they carry     
different brands of corn flakes. Acme and a corner store will both have eggs and milk, but their produce    
quality is hard to measure until you’ve brought home that bag of apples. 

When shopping for financial services, should you go to a big firm or a small firm? Should you buy the 
store brand or the specialty brand?  

Retail banks (similar to small corner grocery stores). Continuing the analogy, a retail bank will have a few 
shelves of investment products  - a few U.S. Large Cap funds, a U.S. Small Cap fund, some varying foreign 
funds, and a few varieties of bond funds. I visualize the banker walking to the supply closet, pulling down a 
brand of each category off the shelf, and then walking back to discuss how much of each product to pour    
into your portfolio. The banker has a limited choice of investment options to meet your needs. The banker’s 
income is based on commissions for what you purchase (what you invest in).   

Fee-based financial services firms (similar to big grocery stores). I envision a big grocery store with at least 
six kinds of cheddar cheese. They carry a few hard to find items too, like that elusive Golden Syrup required 
for your Aunt’s Tea-Cookie recipe. Having more investment options doesn’t mean the quality of the products 
are necessarily better, but if you don’t want to go shopping every month to keep a good real estate fund, then 
having more options in the first place doesn’t hurt. Just know that the advisor’s income is based on commis-
sions for what you purchase, every time you make that purchase. 

Independent Fee-Only firms (similar to a huge warehouse store with a specialty staff). Imagine a ware-
house with tens of thousands of products, where your customized grocery list is created by you and a knowl-
edgable employee. Then another employee runs up and down the aisles to pull your products off the shelf and 
bring them to the front counter for you. Then, because you don’t plan to go shopping for investments every 
month, that same employee monitors and continually compares the products you have in your basket. That 
employee also compares your products to other warehouse products, and rotates them out if it provides a    
benefit to you. The firm’s income is based on the total value of your investments (not the amount of purchases 
you make).  

This is how we handle investment management at Mallard. We are an independent Fee-Only firm. We  
follow tested principles of asset allocation. We construct a personalized portfolio for each client, and make 
regular rebalances. Separately, but in parallel, we monitor and evaluate each sector of the economy and the 
quality of each product in the marketplace. Then we upgrade the individual products in a client’s portfolio as 
the opportunity arises. We are able to make institutional-type investment products available to clients with all 
sizes of portfolios. 

Sometimes it’s worth paying more for the convenience of getting a dozen eggs at the corner grocery store.  
But when shopping for a financial services firm, think about choosing a long-term partner who is a fiduciary 
that offers you lots of choices and regular monitoring. That way, you can be confident that your advisor is 
looking out for your best interests, while providing a full buffet of appropriate choices. 

 

 

Are you ready to see if Mallard Financial Partners might be able to help you?  

Contact us to schedule your free, no obligation 60 minute meeting:  

info@mallardfinancial.com or 302-737-4546.  

You’ll learn more about what we do and we will learn more about your needs.  

 

 Are Financial Services like a Grocery Store?     by Joe Daigle, Investment Analyst, CFEI 
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How much thought have you given to your impulse buying? Do you even realize you’re making an impulse 
purchase? While impulse buying isn’t necessarily a bad thing, it is important to be aware of your tendency     
to act on it.  
 
A recent study of 2,000 adults by OnePoll, commissioned by Slickdeals, found that the average American  
consumer makes three impulsive purchases every week. These purchases averaged out to $450 per month,     
or $5,400 per year. If you consider this cost over an average adult’s lifetime, the impulse purchases add up     
to $324,000. (This is why you need to be aware of impulse buying). 
 
What may be surprising is impulse purchases are more likely to happen when a person is in a good mood, as 
opposed to sad or stressed. Smells, sights, and sounds of a store also influence impulse purchases rather than   
a person’s need for an item. The most common type of impulse purchase is food, with clothing being the next 
most common.  
 
The feeling of getting a good deal on a product also influences impulse buying. How often have you seen 
something on sale in the store and think ‘I need to grab this now. I may never find it at this price again’?      
The same is true with coupons. We all get them in the mail or in an email. It can be hard to turn down an     
opportunity to get a deal on a purchase, even if we don’t need the item. Get in the habit of only getting (or 
keeping) coupons for the things that you need.  
 
Don’t buy things just because you have a coupon! 
 
Can impulse buys be avoided? Of course, but it may take great r estraint and awareness. To help reduce 
the amount of impulse buys, plan your trips to the store ahead of time. Studies find that planned trips and  
making lists that you commit to reduce impulse purchases by more than 10%. An unplanned trip increases    
the likelihood of impulse purchases by 20% or more. So before making the purchase, ask yourself if it’s some-
thing you really need. Is it something you would purchase anyway? If not, give yourself a ‘cooling off’ period 
of a few days to see if the purchase still makes sense.  
 
Why spend time managing impulse purchases? Consider if you were able to save $1,000 a year in impulse  
purchases from the time you were 25 years old to age 75, you would save $50,000.  

Now, if you took that same saved $1,000 and invest it every year at an average return of 5%, you could add 
over $200,000 to your retirement funds. That’s something worth thinking about! 

 

April 30 is the deadline for submitting a State of Delaware Senior School Property Tax Credit Application.   

To qualify for the credit, you must be age 65 or older by June 30, an owner of the property, and the property 

must be your primary residence. For individuals who moved to Delaware between 1/1/2013 and 12/31/2017, 

you must be a resident for at least three years prior to credit application. For individuals who moved to Dela-

ware on or after 1/1/2018, you must be a resident for at least ten years prior to credit application. This credit 

provides a credit against regular school property taxes of 50% (up to $400).   
 

                            Go to https://finance.delaware.gov/publications/proptax/ssptc_app.pdf            

                                         for an application and complete instructions. 

 

 Impulse Buying           by Susan Lehnerd, Director of Financial Planning, CFP® 

 

 Delaware Property Tax Credit Applications Due Soon 

https://finance.delaware.gov/publications/proptax/ssptc_app.pdf
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 We are currently accepting new clients. 
 
If you know someone who is looking for       
financial advice, please think of us! 
 

We offer a free 60 minute meeting — as a 

nice way to get to know each other without 

making a firm commitment. 

 

We work with individuals, small businesses, 

family trusts, estates, and nonprofits. Our      

clients’ portfolios range from $20,000 to       

$10 million. We can offer financial advice      

on specific topics, such as retirement, tax     

planning, education planning, estate planning, 

financial planning, etc. We also offer full-

service Fee-Only investment management.  

 

Your questions and comments  

are always welcome.  

Contact us at 302-737-4546 or  

 info@mallardfinancial.com 

 
At Mallard Financial Partners,  

we are fiduciaries.  

 

That means we always put  

our clients’ interests first.  

Our business is about relationships,  

not transactions. 

 

  

 

 

 

Mallard is now a member of  DANA, the     

Delaware Alliance for Nonprofit Advancement. 

 

Carol Boncelet, our Compliance Officer, joined 

the Board of Directors of Water is Life Kenya.   

          Referrals Welcome !    Fee-Only Advisors 

     Mallard in the Community 

www.mallardfinancial.com 


