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The Wealth Management Blind Spot: 
Why "Situational Awareness" is the 
Investor’s Greatest Asset – February 
2026 

The Cabin and the Curb: A Lesson in Awareness  

The concept of situational awareness first began to 
take shape during a quiet morning at my cabin in 
the Canadian woods. Sitting by the fire with my 
brother, we reflected on our upbringing in a rural 
environment.  Growing up close to the land, you 
develop an innate sense of direction; you are 
always acutely aware of your surroundings, the 
weather patterns, and the subtle shifts in the 
landscape. It is a survival mechanism—knowing 
where you are in relation to everything else.  

As we transitioned into our lives in urban centers 
like Hong Kong and Calgary, we noticed a stark 
contrast. In the city, situational awareness is often 
traded for digital immersion. We see it every day: 
pedestrians stepping into traffic with noise-
canceling headphones on, eyes glued to a mobile 
screen, entirely oblivious to the two-ton vehicles 
just inches away. They have outsourced their 
survival to the hope that for some reason the world 
will simply stop for them.  

In my decades managing wealth, I have realized that 
most investors move through the financial markets 
with that same "head-down" posture. They are 
navigating their financial lives without looking at the 
horizon, oblivious to the "traffic" of changing 
interest rates,  shifting growth engines, and the 
erosion of their purchasing power.  

 

The Questions We Stop Asking  

Situational awareness in finance isn't about 
predicting the future; it’s about knowing exactly 
where you stand today. Yet, when I speak to 
investors, I am often struck by how many have lost 
track of the basics:  

• What is a reasonable investment return in a 
4% inflation environment?  

• What does a 10-year government bond 
actually pay you for your risk?  

• Is your bank paying you a fair rate on your 
deposits, or are they quietly benefiting from 
your inertia?  

• How will you achieve your and your family’s 
investment objectives?  

When we lose situational awareness, we become 
passive participants in our own wealth 
management. We accept the "default" settings of 
our local banks or the headlines of the day, failing 
to notice that the environment around us has 
shifted fundamentally.  

From a Dirt Floor in India to Global Growth  

My own sense of financial situational awareness 
was forged far from the boardrooms of Hong Kong 
or the trading floors of New York. Shortly after 
graduating university, I spent time traveling through 
India, Southeast Asia, and China.  

I vividly remember being invited into a basic home 
in southern India for tea. The floor was hard-
packed dirt, but the home was impeccably clean. On 
a kitchen shelf sat a Coca-Cola bottle, repurposed as 
a permanent container for vegetable oil. In the 
markets, every scrap of newspaper was used for 
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packaging. Nothing was wasted; everything was 
recycled out of necessity and ingenuity.  

Even then, the situational cues were everywhere: 
these were the engines of future economic growth. 
The sheer density of human ambition, combined 
with a radical efficiency in resource management, 
signaled to me a future tectonic shift in the global 
economy. I realized then that the "surroundings" of 
a Hong Kong, Canadian or American investor were 
only one small corner of the woods.  

The Hazard of Home Bias  

Despite the clear evidence that emerging 
economies have grown more rapidly than those in 
North America or Europe over the last several 
decades, most investors remain "head-down," 
focused almost exclusively on the American 
market.  

This is the financial equivalent of walking into a 
busy intersection while looking at your phone. By 
ignoring global diversification, investors are failing 
to recognize the risks of geographic concentration. 
They are missing the new opportunities of the 
modern era—the companies and regions that 
are operating with a growth potential that 
developed economies struggles to match.  

At ChapmanCraig, we advocate for the "Global 
Store" approach. We don’t just look 
at what’s happening in our backyard. We look up, 

we look around, and we assess the global landscape 
for what it actually is, not what we wish it to be.  

Developing Your Financial Intuition  

True wealth management requires us to take off the 
headphones and look at the "traffic" of the global 
markets. It requires the same rural instinct I felt at 
the cabin: a constant, quiet assessment of risk and 
opportunity.  

Ask yourself: Are you investing based on where the 
world was twenty years ago, or are you aware of 
where the growth is happening today? Are you 
aware of the "yield" you are leaving on the table by 
staying in comfortable, local products?  

Success in the woods, on the city street, and in the 
markets depends on the same thing: Keep 
your head up and your eyes and ears open.  
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