< Back to The A dvisor Institute

Coach’ s Corner
Our latest commentary to help you elevate the success
of your practice

Disclosure
The views expressed in these posts are those of the authors and are current only through the date stated. These views are
subject to change at any time based upon market or other conditions, and Eaton Vance disclaims any responsibility to up date
such views. These views may not be relied upon as investment advice and, because investment decisions for Eaton Vance are
based on many factors, may not be relied upon as an indication of trading intent on behalf of any Eaton Vance fund. The
discussion herein is general in nature and is provided for informational purposes only. There is no guarantee as to its accuracy or
completeness. Past performance is no guarantee of future results.
A t tracting Clients | Brid ge to Referrals | Inflation

Use Isms to Im prove First Encounters
By: David Richman | June 21, 2022

Inflation. Global tensions. Volatile markets. Ho w can you weigh in when topics like these come up in conversation with
someone you've just met? Thought-provoking isms can help you respond with the wisdom and perspective of a
professional.
Sup p ose you meet your new neighbor for the first time at a summer block part y. After learning what you do for a living, he
proclaims:
"I'm sure we are heading into hyperinflation, which will lead to a prolonged recession. So much so, that my plan is to
sell all of my stocks this coming week and then sit on the sidelines in cash until the dust settles. What do YOU think?"
Ho w might you respond? What if you said, "Noise is often confused with signals."
This is a terrific example of an ism—an evergreen belief that frames your philosophy about investing and planning. It
surfaced during a recent interview with Jim Caron, chief fixed income strategist at Morgan Stanley Investment Management:
"Noise is often confused with signals. Investors often try to find signals in financial markets by simplifying complex
matters. The result is a narrative that reflects noise instead of signals."
"Confusing noise with signals can cause investors to measure the w rong data relationships and form a view that leads
to suboptimal decisions when managing risk. You can't manage what you can't measure. So, the focus needs to be on
measuring signals, not noise, in order to drive more optimal investment decisions and create a repeatable investment
process."
"Noise is often confused with signals." Use this in place of an inflation prediction or a market prognostication and it's bound
to generate another question from your neighbor —a good time to keep the conversation going or suggest a more
appropriate time and venue for a deeper discussion.
Bottom line: Your isms can propel conversations with first encounters to a higher level and maybe even present an
o p p ortunity for a first meeting.
At the Advisor Institute, our goal is not to shape your opinion or provide investment advice, rather to share this viewpoint as an example of
what we believe to be a superb display of ism and thesis articulation.
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"Thought-provoking isms can help you respond with the wisdom and perspective of a professional."









To report a website vulnerability, please go to Responsible Disclosure.
Eaton Vance is part of Morgan Stanley Investment Management, the asset management division of Morgan Stanley.
For USA PATRIOT Act Disclosure Notice please click here.
This image indicates content designed specifically for Financial Advisors / Investment Professionals. This material is not to be used with the public.
Before investing in any Eaton Vance fund, prospective investors should consider carefully the investment objective(s), risks, and charges and expenses. For
open-end mutual funds, the current prospectus contains this and other information. To obtain a mutual fund prospectus or summary prospectus and the most recent
annual and semiannual shareholder reports, contact your financial advisor or download a copy here. Read the prospectus carefully before you invest or send money.
For closed-end funds, you should contact your financial advisor. To obtain the most recent annual and semi-annual shareholder report for a closed-end fund contact
your financial advisor or download a copy here. Before purchasing any variable product, consider the objectives, risks, charges, and expenses associated with the
underlying investment option(s) and those of the product itself. For a prospectus containing this and other information, contact your investment or insurance
professional. Read the prospectus carefully before investing.
NOT FDIC INSURED | OFFER NO BANK GUARANTEE | MAY LOSE VALUE | NOT INSURED BY ANY FEDERAL GOVERNMENT AGENCY | NOT A DEPOSIT
Eaton Vance does not provide tax or legal advice. Prospective investors should consult with a tax or legal advisor before making any investment decision.
The information on this Web page is for U.S. residents only and does not constitute an offer to sell, or a solicitation of an offer to purchase, securities in any
jurisdiction to any person to whom it is not lawful to make such an offer.
© Eaton Vance Management. All rights reserved. Eaton Vance open-end mutual funds are offered through Eaton Vance Distributors, Inc. Two International Place,
Boston, MA 02110. Member FINRA / SIPC

