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editorial

An  old story tells of an argument between three 
individuals as to which of their professions was the 
oldest and therefore the most respected.

The first to speak was a surgeon.
“Our profession is the oldest and most respected of all,” he 

declared. “It can trace its origins right back to when God took a bone 
from the side of Adam to create Eve.”

Next to speak was an architect. She said “I would remind my 
learned colleague that architecture predates surgery as prior to creating 
Eve, God had created the world out of chaos”.

The third and last to speak was a politician. “Yes he said – but 
who created Chaos?”

This story is a round about way of making two points. Firstly 
those who create laws need to be careful if they are not to be 
identified as creators of Chaos.

Secondly, all professions and all ages have always respected the 
wisdom derived from age and experience.

This is not merely an esoteric matter for financial advisors. The 
Financial Regulator is currently engaged in a consultation process 
in relation to professional competency which includes a suggestion 
that those qualified by virtue of years of experience should now 
be required to sit exams.

Exams and qualifications are a critical part of the infrastructure 
of our profession. It is the means by which we acquire the 
knowledge which assists us in doing our job. However it is also 
important to note that knowledge is not wisdom. It has been said 
that “knowledge is a process of piling up facts; wisdom lies in their 
application”.

It is clearly incumbent on all of us to get the balance between 
knowledge and wisdom right. For a young person entering the 
industry for the first time it clearly makes sense that they should 
have a formal qualification. Clients however do not survive and 
thrive on knowledge alone. They also need access to the judgment 
and insight that comes with age and experience.  The longer I have 
spent in this industry the more I have come to appreciate this. 
My sentiments might parallel those (wrongly) attributed to Mark 
Twain:

“When I was a boy of fourteen, my father was so ignorant I could 
hardly stand to have the old man around. But when I got to be twenty-
one, I was astonished at how much the old man had learned in seven 
years. “

As an industry we might bear this in mind before reaching our 
conclusions on grandfathering!
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Warning: The above graph is for illustration purposes only. It is not a reliable guide 
to the future performance of this Fund.
Warning: The value of your investment may go down as well as up.
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ELEMENTS Managing Risk and Return

This Fund is available through a wide range of New Ireland products.
To fi nd out more, contact your Financial Adviser,

Independent Broker or call New Ireland on 1890 405 905
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Here’s why
Managing Short Term Market Volatility/Risk – a specifi c risk management methodology where the 
short-term risk exhibited by markets is an important part of the investment process
Highly fl exible – the fund manager has the fl exibility to move quickly among and across asset classes, 
to manage portfolio risk
Increased diversifi cation – skilfully combines traditional asset classes with a wide range of alternative 
investment options to better manage market volatility
Risk Governance – we regularly review and assess the volatility and performance of the Fund to 
ensure that it meets its goals

A smoother investment journey
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