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In the foreword to his book, The Sleep-Well-at-Night Investor, 
Tim Decker writes:
I discovered that most of the largest and respected money 
managers on Wall Street didn’t even beat the simple indexes. 
It was this discovery that led me to step back, choose to have 
an open mind, and begin researching what Nobel Laureates 
in financial academia had been writing about for years.
As a financial advisor and wealth manager for more than 25 
years, Decker has chosen to rely on the research by financial 
academics from the likes of the University of Chicago, Yale, 
and Dartmouth, to name a few—in turn producing his 
own—and implementing an academic approach to investing 
which is grounded in and supported by financial science, 
not the hype and hope of Wall Street marketing machines. 
This approach has proved quite well for his clients at ISI 
Financial Group. Actually, the team at ISI Financial likes to 
refer to their clients as guests and family. “Our clients truly 
are like family to us. We become very close to them as they 
entrust us with their life savings. We are honored by this, 
and in turn take this very seriously and work diligently to 
help them achieve freedom from worrying about any and all 
things financial. This allows them to focus on more important 
things in life such as family, grandchildren, religious passions, 
and more.” And, it’s quite apparent that this happens, as ISI 
actually has bulletin boards in their office with numerous post 
cards and letters received from clients while on family trips 
and vacations. “I’m constantly researching, and write a lot. I 
write a monthly column for both the Harrisburg Patriot News 
and the Central Penn Business Journal,” said Decker while 
taking a day off from vacation to talk shop. Decker also reads 
a lot and he enjoys regular and ongoing communication to 
his clients by newsletter, web conferences, and educational 
workshops. Aside from writing, Decker has been called on 
as a valuable resource for the Wall Street Journal on several 
occasions and has appeared numerous times on television. 
In addition, Decker has hosted a live radio show, “Financial 
Freedom,” for more than 18 years currently on WHP 580 
AM every Saturday at noon. He also hosts a featured, weekly 
program entitled “Wise Money,” every Saturday afternoon on 
Christian Radio WDAC FM. 
“I’ve done a lot in the media. And I’ve taught numerous 
financial workshops at colleges, churches, and many retiree 
organizations. They are actual workshops, not a sales seminar 
where some financial salesperson is trying to bribe you with 
a free dinner if you’ll come sit through their sales pitch,” 
Decker explained.
As a result of all his extra-curricular activities and his own 
personal philosophies (at one time in his life he considered 
becoming a man of the cloth), Decker has taken on the roll of 
consumer advocate. 
“So much of what we do is not just helping people do the 
right thing, but to also protect them from many of the scams 
that are out there,” Decker said. “I’ve been in this business 
for 27 years and have experienced a lot of different financial 
markets, and a lot of changes, during both good times and 
bad times.” 
He began with Mutual of Omaha in 1983 while living in a 
very small town in Oklahoma before moving to Pennsylvania 
in 1984. With his family by his side, Decker followed his keen 
interest in all things financial and co-founded ISI in 1985. 
In one of his recent Harrisburg Patriot question & answer 
columns, Decker fielded a query about the difference between 
“fee-based” and “fee-only” advisors. The difference is no 
small matter. And, the distinction is paramount.

“More than approximately ninety percent of all financial 
advisors, brokers, salespeople or planners receive some 
compensation from the company they work for and/or the 
products they sell,” said Decker as he explained fee-based vs. 
fee-ONLY advisors. That leaves less than ten percent working 
as 100% fee-only advisors. Why the big difference? 
It all revolves around one word, fiduciary. Investopedia defines 
a fiduciary as a person legally appointed and authorized to 
hold assets in trust for another person. And, that person 
is legally bound and responsible to put the other person’s 
interests first at all times, in all things. 
“Fee-only, in its simplest terms means we have nothing to 
sell. Everything we do must be in a client’s best interest and 
we cannot recommend anything that doesn’t pass this litmus 
test,” said Decker. “We are paid only—that’s the key word, 
only—by our clients for our services and our advice.”
Decker says the alternative form of compensation can be much 
more lucrative, but it’s inherent with conflicts of interest and 
is what’s responsible for transferring so much money from 
Main Street to Wall Street. Being passionate as a consumer 
advocate, ISI even has available on the home page of its 
website (www.isifinancialgroup.com), a free questionnaire 
which can be downloaded, printed, and used to interview 
any financial advisor you are currently working with, or  
may be considering. The result is that Decker and his warm, 
professional staff (most of whom have been with him for  
over 13 years), manages wealth for clients throughout the 
world. The fee-only model creates a special kind of trust, 
Decker said. 
“It’s a unique scenario. It’s not trust because I said, ‘trust 
me,’” Decker said. “At the end of the day our wagon is hitched 
to our client’s wagon. When they prosper, we prosper. When 
they suffer, we suffer.”
Decker says the firm controls its growth by being very selective 
when accepting new clients and by limiting the number of 
new clients annually. Decker stresses that he does not want 
to lose the connectivity and the financial intimacy he and his 
team have with clients and will never forget the people that 
helped him get to where his firm is today. 
“The majority of our clients are high-net-worth investors. 
We manage over $200 million in assets for individuals and 
institutional clients,” Decker said. “Our loyalty lies with our 
existing clients. I have clients who I’ve taken care of for over 
20 years, some of them may be widowed clients and may only 
have a few thousand dollars with me now, but I will take care 
of them for as long as I am able to.”
ISI also provides hourly consulting for those who may not 
qualify for wealth management. That is an extremely valuable 
service for anyone with financial questions like reviewing 
existing investments, 401(k)s, insurance, estate planning, 
etc. ISI also provides financial planning which includes an 
extremely comprehensive, personalized, written financial plan. 
“We provide wealth management, which is for clients with 
$500,000 and over of investable assets, but do hourly 
consulting or comprehensive financial planning for anyone,” 
Decker explained. 
Besides a steady and controlled growth at ISI, and in addition 
to being a basketball coach, what’s next for Tim Decker? 
“Sometime I might write another book. If you would ask me 
what the topic would be, probably something along the lines 
of financial lessons to live by.”
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