Caldwell Wealth & Estate Advisory

Exploring Opportunities,
Creating Solutions
By Melanie Furlong Photos Stephen Wild
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ombining the scope of a
general financial practice
with the personal touch of
a boutique firm, Caldwell
Wealth & Estate Advisory Ltd. offers a
distinct client experience.
From the moment you walk through
the door, you are ushered into the
comfortable surroundings offered by the
exposed brick, open-beam ceilings and

original hardwood floors of their office,
which is located in Kingston’s historic
Woolen Mill. Out of these surroundings,
Caldwell Advisory offers a full range of
financial planning services that provide
comprehensive solutions for their clients,
including retirement and estate planning,
risk management/insurance, investment
management, group benefits and feebased planning.

However, the uniqueness of the
experience comes from the values-based
approach they take when working with
their clients. Getting to know the beliefs
and principles each client holds dear
is one of the most important steps in
preparing a financial plan. “Understanding
what’s truly important to a person at their
very core helps us tailor an individual plan
that not only addresses their goals but
reflects their values,” says Rick Tomalty,
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senior partner at Caldwell Advisory. “If
we don’t have that conversation, we’ll end
up either leading them down a path that
reflects popular values or inadvertently
imposing our own values on them.”
Using their proprietary planning process,
the advisors at Caldwell Advisory
determine their client’s goals, along with
a comprehensive assessment of their
current situation. This equips the advisors
to tailor a financial roadmap linking the
client’s current situation to their desired
future. “There may be more than one way
to achieve a client’s goals, and with each
path comes its own set of advantages and
drawbacks,” adds Dan Lambert, a financial
advisor with the firm. “We’ll offer the
solutions that best promote their values,
explain what we recommend and why.”
They see their role as providing
information that leads to easy decisionmaking for clients. “There is never any
pressure to act on a recommendation,”
says Josef Riha, a Caldwell Advisory
associate. “Our process is advice-driven,
not sales-driven.”
The Caldwell Wealth & Estate Advisory
team of financial advisors includes
Lambert, Riha and Tomalty as well as
founder and managing partner Michael
Caldwell. “The four of us, ranging in
age from our mid-30s to mid-60s,
work collaboratively for our clients,”
says Caldwell. “And in the same way
as we help clents with their succession
of wealth, our firm also has a plan for
succession that takes into account our
own ages and stages of life. This assures
clients and their families that they can
have a longstanding relationship with us
over many decades.”
Caldwell Advisory fosters relationships
with many multi-generational families.
Client Kevin Titley, a teacher in Ottawa,
has been working with Tomalty since
1985. “Rick has now served three
generations of my family,” says Titley.
“He has worked with us to consolidate
our insurance and investment positions,
identify our future needs and has
suggested ways to create a lasting legacy
for some of the charitable causes that
are important to us as a family. Now, he’s
starting to help us pass on sound financial
principles to our daughters.”
The team works with many business
owners and professionals. They are also

RICK TOMALTY, Senior Partner
With a career in financial planning spanning more than 30 years, Rick has
experienced multiple business cycles and serves as a calming voice for his
clients during turbulent times. Having grown up in a business family, he and
his wife, Carol, share an entrepreneurial spirit with business interests in a
number of service-oriented companies.
Rick’s volunteer involvement in the community is focused toward activities
where he can have a direct, positive impact on others, and he carries this
passion into his financial practice. “We’ve each been equipped with certain
resources, abilities and experiences, and I’m convinced we are to be good
stewards of what has been entrusted to us.”
Rick and Carol enjoy spending time with family, and — when the conditions
are favourable — continuing to improve their sailing skills.

DAN LAMBERT, Partner
Dan began his career as a financial
advisor in 2010 and has grown his
practice by building strong client
relationships. He focuses on a holistic
financial planning process and client
education. Married to Melanie with
two young sons and a baby girl on
the way, family is understandably a
top priority for Dan.
“Although I do enjoy working with
retirees, my practice is mostly
focused on young to middle aged
families. I understand the risks my
clients worry about as I face those
same risks myself. Nothing is more
important in the world to me than
protecting my family, so I have great
satisfaction when I am able to do the
same for my clients.”
Outside of work, Dan volunteers
at his church and serves on the
board of an industry association. He
also enjoys playing basketball and
snowboarding.

the exclusive insurance and investment
representatives for MD Preferred
Physician Services for Kingston and area
— a network of financial, legal, real estate
and banking professionals who specialize
in supporting the needs of local physicians.
Another distinct service offered by
Caldwell Advisory is fee-based, or fee-forservice, planning. The firm identified the
emerging demand from clients for this
option and it is now a significant part of
their practice.
“In the fee-based option, people tap
into our planning expertise based on
an established fee schedule,” Lambert
explains. “The individual receives their
tailored financial plan, we are fairly
compensated for our time and expertise,

and when, how and with whom the plan
is implemented rests with the client.”
While not for everyone, fee-based
planning works well for several types of
clients. Some people come in with burning
questions: ‘Can I afford to retire when I
want to?’, ‘How will my lifestyle change
as I retire?’ or ‘How will my family or
business be impacted if I were taken out
of the picture without warning?’ These
are questions that can’t be answered
by looking at insurance contracts or
investment statements alone.
Others might have an existing
relationship with an advisor who’s not
certified to provide a financial plan, or
may want more detail than they have
previously been provided. Finally, a fee-

based plan may well meet the needs of a
financial “do-it-yourselfer” who’s looking
for objective guidance to help them
achieve their goals.
“Our job is to give clients a heightened
awareness of their current situation and
what their future might look like,” says
Tomalty. “If they stay on their current
trajectory, we can be confident in our
assessment of where this will lead and
ask if that’s where they want to be. Too
often people go on autopilot and follow
decisions made 10 or 15 years earlier.”
After several decades in the financial
services industry, Michael Caldwell
founded this firm five years ago out of a
desire to create something different for
his clients. He wanted to foster deeper

relationships in a less institutional
environment with a new level of client
comfort and engagement.
“How do we measure success? When I
see clients who I’ve been working with
for years doing well and having all the
money they need, I know they’re going
to be okay,” says Caldwell. “It’s wonderful
to know we can have such a positive and
significant impact on a person’s future
and protect their family, too. That’s what
success looks like to us.”

JOSEF RIHA, Financial Advisor
Josef entered the financial industry 20
years ago. He believes in providing his
clients with a high standard of integrity
and professionalism. “We all have
different dreams, but to make them
happen, we all need a plan to get us
there.”
Outside of work, Josef is a board member
for the local Breast Cancer Action
Kingston organization and a long-time
member of the Canada DanceSport
Federation and Ballroom Dancers’
Federation International. With his wife
Vlasta, they enjoy spending time with
their two children and six grandchildren.

MICHAEL CALDWELL,
Managing Partner
With more than 40 years of experience
under his belt, Michael firmly believes
understanding the needs of his clients
and their families is one of the keys to
the success of Caldwell Wealth & Estate
Advisory.
Michael champions many charitable
causes; one is Hearts for Change, an
organization that advocates for the
welfare of orphans in Kenya.
He has been able to cross two items off
his bucket list, which he’s had since he
was 12 years old: walking the Great Wall
of China and living in a castle in Italy
for two weeks. An admitted oenophile
and foodie, this love is demonstrated in
weekly Sunday dinners with his family.
Michael is married to Judy and has three
children and four grandchildren.
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