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You receive the confirmation text from Resy. You’ve waited a month and a half for this table 
and you’ve been salivating over the Instagram posts all day. You listened to the chef’s 
podcast appearance, watched the Chef’s Table episode, and even fasted this week to 
prepare for this meal.  

When you finally walk through the dining room on your way to your seat, you might think 
you’re paying for the foam, the tweezers, and the imported truƯles. You’ve fantasized about 
all the little additions to the dishes you’re about to experience. Because of course, how else 
does a kitchen prepare an 18-course tasting menu? 

But in a real kitchen, the kind where the team moves like a machine, and the air smells like 
filtered cigarettes and sweat, the Executive Chef isn’t there to add more garnish. They’re 
there to keep the excess oƯ the plate. They are the final, brutal filter between the chaos of 
the prep station and the sanctity of the pass. 

The financial services world is a massive, 24-hour WaƯle House with a Cheesecake Factory 
like menu. It’s six hundred pages of over-processed, over-sauced, bad ideas. It’s an endless 
parade of “innovative” products that no human being (or portfolio) actually needs. 

An advisor worth their weight in gold leaf, isn’t a salesperson. If they’re doing it right, they’re 
a Chef standing at the pass during a Saturday night rush. 

The Art of “No” 

The diner (aka the client) comes in believing The Bear is a documentary. They want what 
everyone else they see online is having. They want the crypto-infused, AI-driven, triple 
levered ETF they read about in an anonymous’ newsletter. They want to throw a bottle of 
ketchup on A5 ribeye that was flown in from Kyushu. 

And your job? Your job is to look them in the eye and say, “No.” 

Not because you’re a jerk. But because you’ve seen what happens when you let the wrong 
ingredients into the pot. Cross-contamination can ruin a meal. You know that a portfolio, 
much like a classic demi-glaze, doesn’t need “disruption.” It needs heat, time, and the 
relentless removal of impurities. 

 

 

Less is more. 
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The Reduction 

Like a chef, the process an advisor goes through to make a reduction is one rooted in 
patience. It’s an exercise in taking a thousand screaming market signals and boiling them 
down until the steam clears and only the truth remains at the bottom of the pan. You must 
be the one to scrape the scum oƯ the top of the broth before it ruins the base. 

The noise is everywhere. It’s the "alternative" fund, that seductive, illiquid mystery box 
promising the impossible: all the upside with none of the heartburn. It’s the institutional-
grade "private" play that looks sophisticated on a pitch deck but eats your capital in fees 
while locking the doors so you can’t leave when the kitchen gets hot. It’s the Sunday night 
twitch at the futures open, fueled by a flickering news crawl and a sudden, desperate urge to 
do something, anything, to feel in control. 

That’s the rot.  

If you let even a teaspoon of that into the kitchen, the whole service is ruined. 

What’s left on the plate after you’ve thrown out the trash isn't flashy, but it’s real. It’s the low 
costs that don’t erode your soul over decades, the diversification that keeps you from 
starving during a drought, and the cold, hard discipline to stay in your seat when the kitchen 
is on fire and everyone else is running for the fire escape. You’re not paying for a garnish; 
you’re paying for a professional with the guts to keep the plate clean and the noise out.  

Don’t let them ruin the meal.  
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IMPORTANT LEGAL DISCLOSURES 

 

CURRENT MARKET DATA IS AS OF 3/5/2026. OPINIONS AND PREDICTIONS ARE AS OF 3/5/2026 AND 
ARE SUBJECT TO CHANGE AT ANY TIME BASED ON MARKET AND OTHER CONDITIONS. NO 
PREDICTIONS OR FORECASTS CAN BE GUARANTEED. INFORMATION CONTAINED HEREIN HAS 
BEEN OBTAINED FROM SOURCES BELIEVED TO BE RELIABLE BUT IS NOT GUARANTEED.  

THIS PRESENTATION (THE “PRESENTATION”) HAS BEEN PREPARED SOLELY FOR INFORMATION 
PURPOSES AND IS NOT INTENDED TO BE AN OFFER OR SOLICITATION AND IS BEING FURNISHED 
SOLELY FOR USE BY CLIENTS AND PROSPECTIVE CLIENTS IN CONSIDERING GFG CAPITAL, LLC 
(“GFG CAPITAL” OR THE “COMPANY”) AS THEIR INVESTMENT ADVISER. DO NOT USE THE 
FOREGOING AS THE SOLE BASIS OF INVESTMENT DECISIONS. ALL SOURCES DEEMED RELIABLE 
HOWEVER GFG CAPITAL ASSUMES NO RESPONSIBILITY FOR ANY INACCURACIES. THE 
OPINIONS CONTAINED HEREIN ARE NOT RECOMMENDATIONS. 

THIS MATERIAL DOES NOT CONSTITUTE A RECOMMENDATION TO BUY OR SELL ANY SPECIFIC 
SECURITY, PAST PERFORMANCE IS NOT INDICATIVE OF FUTURE RESULTS. INVESTING INVOLVES 
RISK, INCLUDING THE POSSIBLE LOSS OF A PRINCIPAL INVESTMENT.  

INDEX PERFORMANCE IS PRESENTED FOR ILLUSTRATIVE PURPOSES ONLY. DIRECT 
INVESTMENT CANNOT BE MADE INTO AN INDEX. INVESTMENT IN EQUITIES INVOLVES MORE RISK 
THAN OTHER SECURITIES AND MAY HAVE THE POTENTIAL FOR HIGHER RETURNS AND GREATER 
LOSSES. BONDS HAVE INTEREST RATE RISK AND CREDIT RISK. AS INTEREST RATES RISE, 
EXISTING BOND PRICES FALL AND CAN CAUSE THE VALUE OF AN INVESTMENT TO DECLINE. 
CHANGES IN INTEREST RATES GENERALLY HAVE A GREATER EFFECT ON BONDS WITH LONGER 
MATURITIES THAN ON THOSE WITH SHORTER MATURITIES. CREDIT RISK REFERES TO THE 
POSSIBLITY THAT THE ISSUER OF THE BOND WILL NOT BE ABLE TO MAKE PRINCIPAL AND/OR 
INTEREST PAYMENTS. 

THE INFORMATION CONTAINED HEREIN HAS BEEN PREPARED TO ASSIST INTERESTED PARTIES 
IN MAKING THEIR OWN EVALUATION OF GFG CAPITAL AND DOES NOT PURPORT TO CONTAIN ALL 
OF THE INFORMATION THAT A PROSPECTIVE CLIENT MAY DESIRE. IN ALL CASES, INTERESTED 
PARTIES SHOULD CONDUCT THEIR OWN INVESTIGATION AND ANALYSIS OF GFG CAPITAL AND 
THE DATA SET FORTH IN THIS PRESENTATION. FOR A FULL DESCRIPTION OF GFG CAPITAL’S 
ADVISORY SERVICES AND FEES, PLEASE REFER TO OUR FORM ADV PART 2 DISCLOSURE 
BROCHURE AVAILABLE BY REQUEST OR AT THE FOLLOWING WEBSITE: 
HTTP://WWW.ADVISERINFO.SEC.GOV/. 

ALL COMMUNICATIONS, INQUIRIES AND REQUESTS FOR INFORMATION RELATING TO THIS 
PRESENTATION SHOULD BE ADDRESSED TO GFG CAPITAL AT 305-810-6500. 


