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Registration No 3782665 Registration date 04/27/2010

Registrant INVESTMENT FINANCIAL SERVICES, INC.
6710 PROFESSIONAL PARKWAY WEST #203
SARASOTA, FL 34240
UNITED STATES

Goods/Services Subject to Cancellation
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IN THE UNITED STATES PATENT AND TRADEMARK OFFICE 
BEFORE THE TRADEMARK TRIAL AND APPEAL BOARD  

 
In re Registration No. 3,782,665 
Claimed Mark:  FINANCIAL QUARTERBACK  
Registered:  April 27, 2010 

 
 

ADELMAN, KATZ & MOND LLP,     
  

Petitioner,                                          Cancellation No.                              
v.                                                                      

 
INVESTMENT FINANCIAL SERVICES, INC.,      

 
 

Respondent.                             
 
 

PETITION TO CANCEL  
 

 
Petitioner Adelman Katz & Mond LLP (“Petitioner”) states the following for its 

 
Petition to Cancel U.S. Registration No. 3,782,665 (the “Registration”): 

 
1. Petitioner is a limited liability partnership organized and existing under the laws of 

the State of New York having an address at 230 W. 41st St., 15th FL, New York, NY 10036. 

2. Founded in 1971, Petitioner renders accounting, tax, business management, 

financial, financial planning, and financial advisory services to its clients in interstate commerce.
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3. On May 7, 2015, Jalinski Advisory Group, Inc. (“JAG”) issued a letter to Petitioner 

via JAG’s legal counsel (the “JAG Demand Letter”) demanding that Petitioner cease using the 

designation “financial quarterback” in connection with Petitioner’s business because such uses 

allegedly violated JAG’s claimed exclusive intellectual property rights. 

4. On information and belief, the Registration’s owner of record Investment Financial 

Services, Inc. (“Respondent”) licensed JAG under Respondent’s purported FINANCIAL 

QUARTERBACK mark rights. The JAG Demand Letter asserted the Registration and claimed 

mark rights represented thereby against Petitioner. 

5. The Registration issued on April 27, 2010 for the claimed mark FINANCIAL 

QUARTERBACK in International Class 36 for “financial advice and consultancy services; 

financial investment in the field of securities; financial planning; financial planning and 

investment advisory services; financial planning for retirement; financial services, namely, 

assisting others with the completion of financial transactions for stocks, bonds, securities and 

equities; financial services, namely, providing an investment option available for variable 

annuity and variable life insurance products” (collectively, such services are the 

“Registration’s Recited Services”). 

The Registration is subject to cancellation because Respondent’s claimed mark is generic 
for the Registration’s Recited Services. 
 

6. The Registration is subject to cancellation because Respondent’s claimed mark is 

generic for the Registration’s Recited Services. 

7. The phrase “financial quarterback” is a common label used in the wealth 

management industry.  As one commentator put it: 
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“Financial quarterback” has become a cliché in the wealth management industry. 
For years, coaches and marketing gurus have urged advisors to become that central 
financial point person who coordinates and executes all investment and financial 
decisions for wealthy clients. Playing quarterback means being lead coordinator of a 
client’s other financial service providers and givers-of-advice, such as accountants, 
estate attorneys, trust officers, etc. 
 
But all cliches have a grain of truth, and if you listened to the coaches and the gurus, 
good for you, because it turns out enthusiasm for the quarterback role is growing 
among the super-rich, according to research released Wednesday by Morgan Stanley 
and Campden Research. Campden surveyed 53 North American ultra-high-net-worth 
individuals, nearly two-thirds of whom had net worth of more than $100 million. 

 
In fact, the quarterback idea is relatively new. It didn’t really catch on with the rich 
until after the market went into a tailspin in 2007. Even back in 2010, only a quarter 
of ultra-affluent families were using a quarterback. Today, that number has grown to 
42 percent, according to Campden. 

 
See Kristen French, Really Rich Really Want Financial Quarterbacks, 

http://wealthmanagement.com/wealth-planning/really-rich-really-want-financial-quarterbacks 

(June 28, 2012), a true copy of which is included in Composite Exhibit A  attached to this Petition 

to Cancel. 

8. The term “financial quarterback” is widely used as a generic term throughout the 

United States by the general population, and also throughout the wealth management industry, to 

refer to the Registration’s Recited Services and services similar thereto. Excerpts from 

representative online articles and websites collected in recent months include the following titles 

and statements: 1 

 An article by a financial advisor titled Your Financial Quarterback.  

                                                             
1
 A true copy of each article and website page referenced in this Petition To Cancel is included in 

Composite Exhibit A attached hereto.  

http://wealthmanagement.com/wealth-planning/really-rich-really-want-financial-quarterbacks
http://wealthmanagement.com/wealth-planning/really-rich-really-want-financial-quarterbacks
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 An article titled Super Bowl finances: Do you have a quarterback?  

 An article titled Who Is Your Financial Quarterback?  

 “What is a Financial Quarterback? The financial quarterback is an increasingly 
popular role that is usually provided by the financial advisor. This professional is 
responsible for making sure the various service providers deliver coordinated advice 
that is free of duplication and conflicting advice. For example, the financial planner 
and the CPA provide contradictory tax advice. If you do not have a quarterback, you 
have to take on this role yourself, which is usually a bad idea.”  

 A NPR article titled ‘Sports Tax Man’ Is a Financial Quarterback  

 An article titled You be your own financial quarterback when it comes to retirement 
planning 

 An article titled New Course for Financial ‘Quarterback’ that states: “Wilton 
believes the fee based compensation model may in the long run be more consistent 
with the role of being a financial quarterback."   

 “Put another way, think of the CDFA as the financial quarterback of your divorce 
team. A CDFA is responsible for creating comprehensive financial analyses and 
projections so you and your divorce attorney can fully understand the short- and 
long-term financial and tax implications of each proposed divorce settlement offer. 
Then, your attorney can use that information to substantiate and justify his/her 
positions when negotiating with your husband’s attorney.”  

 “Is Your Investment Firm Your Financial Quarterback?  David Lyon, CEO of 
Main Street Financial, says clients see them as a financial quarterback 
coordinating all their investment needs with accountants, lawyers, and other service 
providers.”  

 “A white paper called Wealth Managers To Become More Like Financial 
Quarterbacks.  The paper reveals that the next generation of successful wealth 
managers will be more like financial quarterbacks versus traditional wealth 
managers. No longer will they set long-term strategies and evaluate them quarterly 
or annually, they will evaluate situations in real-time and make changes where 
appropriate. Tools and on-demand data that help them better understand the entire 
client relationship, not simply transaction-based systems, are the keys to the future.  

 An article called Playing Financial Quarterback in Your Own Life that states: “As I 
watched the later moments of the Superbowl earlier this week, I was reminded of the 
beauty of the flow when a team comes together to create amazing results. And while 
a football team and a football game are certainly different than your financial life, I 
was still reminded of the importance of being the financial “quarterback” in your 
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own life. The quarterback is responsible for understanding who is on the field, 
providing instructions to each player for what to do next, and also soliciting input for 
strategy from others (amongst many other things). So if we consider what it takes to 
be an effective financial quarterback who is actively taking a role in your financial 
freedom, some important questions come to mind to when considering how to 
effectively put together a financial plan to support your goals and your life.”   

 Self-identification as a “Financial Quarterback” on a user’s Facebook page.  

 LinkedIn has a category of the “Top 25 Financial Quarterback profiles”.   

 A WealthManagement.com article titled Really Rich Really Want Financial 
Quarterbacks  

 A webpage with the header How to Build A Great Financial Team Start with Your 
Financial Quarterback that states: “[A]t Whitnell, our goal as wealth managers is to 
provide the comprehensive approach to wealth building that I’ve described here. If 
you are an existing Whitnell client, it is likely you’ve realized the comfort of 
knowing your financial quarterback is watching over all of your interests and 
guiding the team.”  
 

 Wilton believes the fee based compensation model may in the long run be more 
consistent with the role of being a financial quarterback. CSI has a white paper on 
fee based compensation. Wealth managers "may require different ways of getting 
paid. If you are that quarterback managing a range of services, you can't necessarily 
be paid on a commission basis." The industry is "not quite there yet," but "this is 
where we think it's heading."  

 A website for a law firm posts an article titled “Bench Your Quarterback” that states 
“In the first group, the client took bad advice from his so-called "financial 
quarterback."”  

 A Wall Street Journal article titled A ‘Quarterback’ to Oversee Your Investments 
states: “Do you need a financial quarterback? The more money high-net-worth 
investors have, the more advisers they tend to accumulate: attorneys, accountants, 
financial planners, money managers, insurance agents, personal bankers. Corralling 
all of them can feel like a full-time job. Enter the quarterback—someone responsible 
for making sure all of the advisers are on the same page when it comes to meeting an 
investor's needs. The person acts as a liaison between the advisers and sets the 
wealth-management agenda, keeping clients up-to-date on their investment portfolio, 
estate planning and tax issues.”  

 An InvestmentNews article (2006) that states: “As brokerage firms continue to 
evolve from their traditional role as go-betweens in the trading of securities to 
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becoming financial quarterbacks that oversee their clients' overall financial 
picture, they are increasingly charging asset-based or fixed fees.”  

 A National Post article (2009) that states: “In this final installment of a five-part 
series, Doug Macdonald, RFP and a fee-only financial advisor, discusses why you 
need a good financial quarterback on your team.”  

 A 2008 article from the Canadian Securities Institute that quotes its President and 
CEO, Dr. Robert Wilson, in which she states: “This program is specifically designed 
to prepare advisors for the role of ‘financial quarterback’, which involves 
overseeing and managing a strategic wealth plan with the support from other 
professionals such as lawyers, accountants, trust specialists and estate planners.”   

 A National Post article titled New Course for financial ‘quarterback’; Ch. P. 
targets high-net-worth co-ordination, (2008) that states: “Wilton believes the 
feebased compensation model may in the long run be more consistent with the role 
of being a financial quarterback.”  

 
 An InvestmentNews article (2007) that quotes Jeff Krueg, Chief Executive of 

WealthTrust Arizona, in which he states: “‘We’re the financial quarterback ,’ he 
said. ‘We have the contacts to put everything the client needs in one plan.’”  

 
 An InvestmentNews article (2007) that states: “Nonetheless, Mr. Berliner is in no 

rush to abandon his own business model, which he described as being ‘an 
independent financial quarterback with access to the best-of-breed outside 
providers.’"  

 
 A blog article (published separately in 2007 in the Toronto Star) states: “A good 

planner should act as your financial quarterback, armed with a CFP and perhaps 
some other designation, as well as directing a team of experts that may include an 
estate or tax-planning specialist, portfolio manager or accountant.”  

 
 An InvestmentNews article (2006) that states: “An increasing number of wealthy IPI 

members, Ms. Beyer said, are looking for a financial ‘quarterback’ to ride herd 
over their investment allocations.”  

 
 A Wall Street Journal article (1998) states: “Or are you looking for someone to 

coordinate your whole financial picture, like a financial quarterback, considering 
details from whether you have enough disability insurance to whether your 
investment portfolio’s assets are allocated wisely?” 

Upon information and belief, none of these articles or websites references Respondent’s own 

services. 



 

Page 7 of 12 

 

9. Indeed, Petitioner itself has used the designation “financial quarterback” in 

interstate commerce continuously since at least as early as 2006 in connection with its 

accounting, tax, business management, financial, financial planning and financial advisory 

services.  

10. On information and belief, as informed in part by the Registration’s recited dates of 

first use, Petitioner’s uses in interstate commerce predate those alleged by Respondent. Petitioner 

attaches to this Petition as Composite Exhibit B a true copy of its marketing brochure and an 

article from the Practical Accountant periodical’s December 2006 issue, each of which 

evidences Petitioner’s use of “financial quarterback” in interstate commerce in connection with 

its services since at least as early as 2006.  

11. The phrase “financial quarterback” does not create a distinctive commercial 

impression apart from its generic meaning. The phrase “financial quarterback” immediately 

conveys knowledge of the type of services in connection with which it is used, including the 

Registration’s Recited Services.  Upon information and belief, consumers who are familiar with 

“financial quarterbacks” (especially those in the financial services field) will understand that 

Respondent’s claimed mark means the Registration’s Recited Services. 

12. Respondent’s claimed mark is generic because the relevant trade and purchasing 

public understands “financial quarterback” primarily as the common or class name for a 

particular type of wealth management and financial services. 

13. For at least these reasons, Respondent’s claimed mark is generic for the 

Registration’s Recited Services, and the Registration must be cancelled. 15 U.S.C. § 1064(3). 
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The Registration Is Subject To Cancellation Because Respondent Has Committed Fraud on 
the Trademark Office. 
 

14. The Registration also is subject to cancellation because Respondent has committed 

fraud on the Trademark Office.  

15. On May 14, 2015, just a few weeks after the Registration’s fifth year anniversary 

on April 27, 2015, Respondent submitted its Combined Declaration of Use and Incontestability 

Under Sections 8 & 15 To the [is the T capitalized here?] Commissioner For Trademarks to seek 

incontestable status for the Registration. Respondent’s Declaration stated (emphasis supplied): 

Declaration 

The mark is in use in commerce on or in connection with the goods/services identified 
above, as evidenced by the attached specimen(s) showing the mark as used in commerce. 
The mark has been in continuous use in commerce for five consecutive years after the 
date of registration, or the date of publication under 15 U.S.C. Section 1062(c), and is still 
in use in commerce on or in connection with all goods/services listed in the existing 
registration. There has been no final decision adverse to the owner's claim of ownership 
of such mark for such goods/services, or to the owner's right to register the same or to 
keep the same on the register; and there is no proceeding involving said rights pending 
and not disposed of either in the United States Patent and Trademark Office or in a 
court. 
 
The signatory being warned that willful false statements and the like are punishable by 
fine or imprisonment, or both, under 18 U.S.C. Section 1001, and that such willful false 
statements and the like may jeopardize the validity of this submission, declares that all 
statements made of his/her own knowledge are true and all statements made on 
information and belief are believed to be true. 
 

But Respondent’s Declaration was false. 

16. On April 28, 2015, Anliker Financial Services LLC (“Anliker”) filed a petition to 

cancel the Registration (TTAB Proceeding No. 92061382) (the “Anliker Petition To Cancel”) 

because Respondent’s claimed mark is generic for the Registration’s Recited Services.  
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17. On information and belief, Respondent knew that the Anliker Cancellation 

Proceeding was pending when it submitted its false Declaration on May 14, 2015. As confirmed 

in Anliker’s Certificate of Service, Anliker served a copy of the Anliker Petition To Cancel on 

Respondent on April 28, 2015 via U.S. first class mail at its address of record (namely, 

Investment Financial Services, Inc., 6710 Professional Parkway West, No. 203, Sarasota, FL 

34240). On information and belief, Respondent received the Anliker Petition To Cancel prior to 

its submission of its Declaration on May 14, 2015.2 

18.  The Anliker Petition To Cancel has been pending continuously since its filing on 

April 28, 2015, and it remains pending as of the date of this Petition To Cancel. 

19. On information and belief and notwithstanding that Respondent knew that the 

Anliker Petition To Cancel was pending against its Registration, Respondent submitted its 

executed Declaration attesting falsely that no proceeding against the Registration was pending. 

20. Respondent improperly induced the USPTO to issue its Notice of 

Acknowledgement Under Section 15 on May 30, 2015. 

21. On information and belief, the USPTO eventually realized that Respondent’s 

Declaration was false and that the Registration was ineligible for incontestable status. On June 

11, 2015, the USPTO rescinded its Notice of Acknowledgment Under Section 15 issued for the 

Registration. As such, the Registration is as of the date of this Petition not marked incontestable. 

22. The Registration must be cancelled because Respondent has committed fraud on 

the Trademark Office, as specified above. 15 U.S.C. § 1064(3).  

                                                             

2
 The USPTO’s TTABVUE database records for the Anliker Petition To Cancel proceeding confirm 

that Respondent filed its Answer to that Petition on June 1, 2015, one week before its June 8, 2015 
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23. On information and belief, the Registration does or might have other defects that 

subject it to cancellation. 

24. Petitioner is being damaged by Respondent’s continued registration of the generic 

name FINANCIAL QUARTERBACK for the Registration’s Recited Services. Without 

limitation, the JAG Demand Letter has asserted the Registration and the rights represented 

thereby against Petitioner, and Respondent’s purported licensee JAG has asserted intellectual 

property claims against Petitioner and demanded that Petitioner cease using “financial 

quarterback” in connection with Petitioner’s business. Continued subsistence of the Registration 

puts a cloud over Petitioner’s rights to use the phrase and prejudices Petitioner’s defense of the 

allegations contained in the JAG Demand Letter, among other harm. 

 

WHEREFORE , Petitioner requests that its Petition to Cancel Registration No. 3,782,665 

be sustained and that the Trademark Trial and Appeal Board grant any and all further relief to 

Petitioner that the Board finds necessary and just under the circumstances. 

 
Petitioner hereby appoints as its attorney in this proceeding Joshua R. Bressler, Esq. of 

Bressler Law PLLC, 3 West 35th St., 9th FL, New York, NY 10001, to whom all correspondence 

in this proceeding should be addressed. 

 

                                                                                                                                                                                                          

due date. See http://ttabvue.uspto.gov/ttabvue/v?pno=92061382&pty=CAN. 

http://ttabvue.uspto.gov/ttabvue/v?pno=92061382&pty=CAN
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Dated:  July 6, 2015  Respectfully submitted, 

BRESSLER LAW PLLC 

/Joshua R. Bressler/       
Joshua R. Bressler 
3 West 35th St., 9th FL 
New York, NY 10001 
Tel: (917) 969-4343 
Fax: (917) 591-7111  
Email: jrb@jrblaw.com  
 
Attorney for Petitioner  
Adelman Katz & Mond LLP 

 

mailto:jrb@jrblaw.com
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CERTIFICATE OF SERVICE  
 

I hereby certify that a true and complete copy of the foregoing PETITION TO CANCEL 

(including its Exhibits) was served on Respondent today by depositing it with the U.S. Postal Service as 

postage-prepaid U.S. first class mail in an envelope addressed to Respondent as follows: 

Investment Financial Services, Inc. 
6710 Professional Parkway West 
No. 203 
Sarasota, FL 34240 

 
 
 
 
 

Dated:  July 6, 2015 
 
/Joshua R. Bressler/     
JOSHUA R. BRESSLER 
BRESSLER LAW PLLC 
3 West 35th St., 9th FL 
New York, NY 10001 
Tel: (917) 969-4343 
Fax: (917) 591-7111 
Email: jrb@jrblaw.com  
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PETITION TO CANCEL 

COMPOSITE EXHIBIT A 



 

 

 

Mu l t i - Man age r  Po r t f o l i o  Ar c h i t e c t sSM 

Massey,  Quick & Co. ,  LLC  360 Mount  Kemble Avenue  Morrist own, NJ 07960  973.525.1000 
www. MasseyQuick.com 

Your Financial Quarterback 

By Larissa A. Mintschenko, CFP®, Relationship Manager 
 
 
The case studies presented are real descriptions of actual client relationships. We have protected the 
identity of the clients by changing names and locations. Given that many of our clients experience similar 
life events, the case studies are designed to depict the value proposition Massey Quick brings to the 
table. Each family we work with is unique. There is no “cookie cutter” set of solutions. We bring our full 
set of resources to the table to solve, educate, implement, and monitor. 
 
Background 
 
Mr. and Mrs. Clark lead very active lives due to Mr. Clark’s career and the care of their children.  Mr. 
Clark’s career developed rapidly as he made a significant impact at several prominent firms.  After much 
success, Mr. Clark decided to retire early to spend more time with his family.  During this time, they 
maintained the same relationship with a generalist broker to manage their assets whom they began 
working with earlier in Mr. Clark’s career path.   
 

Based on their steady growth of capital, their financial planning needs have changed over the 
years.  They outgrew the existing brokerage relationship quickly due to their professional success and 
were in need of experts in higher levels of investing and planning.  During this time period, Massey 
Quick coincidentally sent out a mailing to which the Clarks responded.  We met with them to discuss 
how we can enhance their wealth management experience.  Mr. Clark was in the process of considering 
a second career as a consultant.  As he decided to move forward with this career change, the Clarks 
knew it was also time to make the necessary switch of advisors.  They decided Massey Quick was the 
right solution for their needs.  
 
Key Issues to Solve 
 

 The Clarks had a generalist brokerage relationship that they quickly outgrew.  Their broker did 
all planning, research, and trading himself, but provided minimal communication.  There was no 
team of experts in place to fit their needs. 
 

 As their wealth grew, the Clarks were in need of more complicated financial planning, especially 
with how to structure his consulting business and provide insurance and retirement funding. 

 
 Health insurance coverage was their #1 priority based on their children’s health complications. 

 
 While basic Wills were in place, they had not been reviewed in 10‐15 years.  A robust estate 

planning evaluation was needed in order to prepare for future generations.  Updated Wills and 
planning techniques were especially critical due to Mr. Clark’s active travel schedule.  
 



 

 

 
 Due to their very conservative risk tolerance, their investment opportunities were limited.  

There was a need for further education on options and exposure to various asset classes.   
 
Our Approach 
 
  Massey Quick was retained as the wealth manager for the Clark family to assist them with the 
necessary investment and financial planning changes.  Our role included advice on asset allocation, 
manager research and selection, ongoing due diligence, performance reporting, and assistance with 
quarterbacking their financial plan specifically in regards to tax, retirement, insurance, and estate 
planning. 
 

When the Clarks came to Massey Quick, they were extremely risk averse.  We had several 
discussions with them about their existing portfolio, which was heavily weighted in fixed income, and 
their desire for slightly more return.  Massey Quick emphasized the importance of asset allocation and 
exposure to multiple asset classes.  While the Clarks realized they could probably afford to take more 
risk based on the time horizon of their portfolio, they were not comfortable with volatility and wanted 
to protect their capital and be able to “sleep at night.” 

 
  There were also a variety of financial planning items that needed to be addressed.  Massey 
Quick worked with the Clarks and recommended a trust and estates attorney to review their existing 
estate plan and determine if changes or updates were necessary.  We also worked with the attorney to 
establish a structure for Mr. Clark’s consulting business.  Since Mr. Clark recently left his company, the 
family health insurance plan was no longer available.  They were also in need of a new accountant.  We 
introduced the Clarks to a few health insurance professionals and accountants, of which they could 
choose who they wanted to work with.   
 
  Below is a summary of the recommendations and changes Massey Quick helped to implement 
for the Clark family since the inception of our relationship: 
 

 Massey Quick worked with one of our municipal bond managers to review the existing fixed 
income portfolio.  It was determined that while their fixed income portfolio appeared to have 
low risk based on the nature of tax‐free bonds, they had significant credit risk exposure due to 
the poor credit quality of a significant number of their bonds.  The municipal bond portfolio has 
since been transitioned into bonds with higher credit ratings and is actively managed by a 
Massey Quick approved manager. 
 

 Due to the Clark’s risk aversion, but desire for improved returns, Massey Quick suggested the 
addition of alternative investments and reduction of fixed income exposure.  This increased the 
overall diversification of the portfolio while maintaining low standard deviation or volatility 
based on the low correlated nature of alternative investments.  Over time, the Clarks became 
more comfortable with diversifying their portfolio in hopes of generating more return without 
adding significant risk.  An Investment Policy Statement was created to outline their objectives 
and asset allocation guidelines, which showed target percentages and ranges for each asset 
class to ensure proper diversification. 

 
 The Clarks had inactive retirement plans that we recommended be rolled into their IRA 

accounts.  Due to the longer time horizon of the retirement assets and ability to endure more 



 

 

risk, they are now invested in assets with greater return potential.  Massey Quick also actively 
monitors annual contributions to ensure they are timely and maximized for tax deferral 
purposes. 

 
 With the creation of the LLC, it was also suggested that a Pension Plan and Profit Sharing Plan be 

created to help the Clarks build their retirement assets.  We worked with the insurance 
professional to create these retirement plans and maximize their annual funding limits to help 
with retirement savings and reducing taxes. 

 
 We organized meetings between the Clarks and two different accountants.  After the family 

decided on their preferred accountant to work with, we passed along their previous tax returns 
to the new accountant and decided on future tax goals for the family. 

 
 After meeting with the attorney, a Limited Liability Company was formed for Mr. Clark’s 

consulting business.  The Clarks are joint owners since Mrs. Clark also works part‐time for the 
company.  Through the assistance of the attorney and accountant, the Clarks have learned how 
to properly operate the business, including maximizing tax efficiency and deducting business 
expenses.  The LLC was also structured to give the Clarks the option to participate in investment 
opportunities through the consulting business. 

 
 The LLC had at least two members, so it was eligible to apply for more affordable and 

comprehensive small group health insurance as opposed to individual health insurance.  Along 
with the insurance broker, we analyzed different options with the Clarks.  A plan was chosen 
that included their existing doctors and offered full coverage for their family. 

 
 The attorney also drafted updated estate planning documents such as Wills, Power of Attorneys, 

etc.  Robust conversations were had to make certain that the Clark family’s wishes were 
executed properly in these documents.  As the children continue to age, we will work on 
additional estate planning techniques. 

 
 The team continues to keep an open dialogue and meets with the Clarks on a regular basis.  

While this plan has been put in place, there will continue to be updates as regulations and the 
family’s needs may change in the future.  Some examples include current discussions about 
trusts for the Clark children, changes in health insurance laws, and recently refinancing their 
mortgage from 5.375% to 3%. 

 
Massey Quick serves as the wealth manager and quarterback for the team of professionals that support 
the Clark family.  The Clarks are happy with the changes that have been implemented in their portfolio 
and financial plan.  They feel financially stable and more comfortable with their future.   
 

The above hypothetical case study is offered to illustrate the benefits that Massey Quick's customized 
approach can provide. Please note that actual client experience could vary, and there can be no 
assurance that Massey Quick will be able to deliver the same type of results referenced in the case study. 
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Is Wealth Management Only for
the Wealthy? – upd April 2015

Wealth management has become a set of
buzzwords that financial advisors use when they
sell investment and insurance products. It certainly
sounds good. Consequently, you have to be very
cautious when you select advisors who say they
provide wealth management services. 75% of the
time, the words are part of finely honed sales
pitches that are designed to gain control of your
assets.

What is Real Wealth Management? 

Real wealth management is a sophisticated process that is designed to help you accumulate and
preserve assets during your lifetime and distribute your assets to the right parties after you and your
spouse are gone. Real wealth management also helps you maximize performance and minimize taxes,
investment risk, and expenses.

Do Asset Amounts Really Matter?

The amount of assets you own does not matter. Your ability and willingness to pay fees to multiple
providers matter a lot. However, the industry assumes total expenses are highly correlated to asset
amounts. For example, a $10,000 fee is 1% if you own $1,000,000. It is 0.5% if you own $2,000,000.
Fees as a percent of assets go down, but that may not be the driving force. A person with $1,000,000
needs the same wealth management services as the person with $2,000,000 so the real issue is your
willingness to pay fees.

What are the Wealth Management Services?

There are six wealth management services: Planning, investment advice, money management,
insurance, tax, and legal. Most investors are already using varying combinations of these services. For
example, they have financial planners, money managers, insurance specialists, CPAs, and attorneys
who draft their wills and other estate-related documents. Rarely are these services a seamless
package of coordinated advice and services.

What is a Financial Quarterback? 

The financial quarterback is an increasingly popular role that is usually provided by the financial
advisor. This professional is responsible for making sure the various service providers deliver
coordinated advice that is free of duplication and conflicting advice. For example, the financial planner
and the CPA provide contradictory tax advice. If you do not have a quarterback, you have to take on
this role yourself, which is usually a bad idea.

Advisors

Published on April 8th, 2015 | by Jack Waymire

Follow Our Blog
Read our most popular articles each
month.

Subscribe

Email *

Popular Fans

How a Hedging Strategy May Help
Your Retirement Plan Survive
by Chad White | posted on April 22, 2015 | under
Retirement

Use a Personal Balance Sheet to Determine
Your Net Worth
by James Cornehlsen | posted on March 6,
2014 | under Investing

Bitcoins: The Current Currency
by Richard Frankowski | posted on May 9,
2014 | under Investing

3 Key Fiduciary Considerations for
Selecting TDFs (Target Date Funds)
by Ron Surz | posted on April 20, 2015 | under
Retirement

55

Tweet

5

いいね！

3

Share

https://www.facebook.com/PaladinRegistry
https://www.facebook.com/PaladinRegistry
https://www.facebook.com/kenisha.cantyarbaiza
javascript:void(0);
https://www.paladinregistry.com/find/how-it-works?intsource=paladinblog_sidebar
http://blog.paladinregistry.com/retirement/3-key-fiduciary-considerations-selecting-tdfs-target-date-funds/
https://www.facebook.com/thepink.zuza
http://blog.paladinregistry.com/category/advisors-2/
http://www.paladinregistry.com/ebooks/five-tips-for-selecting-a-five-star-advisor?utm_source=blog&utm_medium=ebook&utm_campaign=5%20star%20ebook
http://blog.paladinregistry.com/wp-content/uploads/2013/02/wealth-management-wealthy.jpg
https://www.facebook.com/claudia.brown.7186
http://www.paladinregistry.com/
http://blog.paladinregistry.com/author/jamie-cornehlsen/
http://www.paladinregistry.com/find-financial-advisors
http://blog.paladinregistry.com/investing-2/bitcoins-current-currency/
https://www.facebook.com/HorizonsWealth
http://blog.paladinregistry.com/category/retirement/
http://blog.paladinregistry.com/author/richard-frankowski/
https://www.facebook.com/larry.battle.771
http://blog.paladinregistry.com/category/retirement/
http://www.paladinregistry.com/
http://blog.paladinregistry.com/category/investing-2/
https://www.facebook.com/kim.s.floyd.39
http://www.paladinregistry.com/articles/how-important-is-the-cfp-designation
https://www.facebook.com/fred.viola.5
https://www.facebook.com/mike.pensinger.7
http://twitter.com/search?q=http%3A%2F%2Fblog.paladinregistry.com%2Fadvisors-2%2Fis-wealth-management-only-for-the-wealthy-upd-apr-2015%2F
javascript:void(null);
http://blog.paladinregistry.com/retirement/hedging-strategy-may-help-retirement-plan-survive/
https://www.facebook.com/help/?page=209089222464503
https://twitter.com/intent/tweet?original_referer=http%3A%2F%2Fblog.paladinregistry.com%2Fadvisors-2%2Fis-wealth-management-only-for-the-wealthy-upd-apr-2015%2F&text=Is%20Wealth%20Management%20Only%20for%20the%20Wealthy%3F&tw_p=tweetbutton&url=http%3A%2F%2Fblog.paladinregistry.com%2Fadvisors-2%2Fis-wealth-management-only-for-the-wealthy-upd-apr-2015%2F&via=PaladinRegistry
http://blog.paladinregistry.com/author/ron-surz/
http://blog.paladinregistry.com/category/investing-2/
http://blog.paladinregistry.com/author/chad-white/
https://www.facebook.com/EthanEvansCA
javascript:void(null);
https://www.facebook.com/peter.miralles1
https://www.facebook.com/help/?page=209089222464503
http://blog.paladinregistry.com/retirement/3-key-fiduciary-considerations-selecting-tdfs-target-date-funds/
http://blog.paladinregistry.com/investing-2/net-worth-personal-balance-sheet/
https://www.facebook.com/PaladinRegistry
http://blog.paladinregistry.com/retirement/hedging-strategy-may-help-retirement-plan-survive/
http://blog.paladinregistry.com/investing-2/bitcoins-current-currency/
http://blog.paladinregistry.com/investing-2/net-worth-personal-balance-sheet/


2015/4/29 Is Wealth Management Only for the Wealthy?

http://blog.paladinregistry.com/advisors2/iswealthmanagementonlyforthewealthyupdapr2015/ 2/3

Can You Reduce Your Expenses?

If you contract for all of these services separately you will receive uncoordinated advice and you will
pay layers of higher fees. You can save yourself a lot of time and fees if the professionals
communicate with each other. For example, the planner sends your estate plan to the attorney who is
drafting or updating your will. The attorney has the information he needs to produce documents and
you don’t have to spend expensive hours in meetings providing the information.

Tags: financial advisors, financial quarterback, Insurance, insurance products, insurance
specialists, investment advice, investment risk, investors, money management, money
managers, wealth management
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Jack Waymire  Jack worked in the financial services industry for 28 years. For 21 years
he was the president and chief investment officer of a registered investment advisory
firm with more than 50,000 clients. He left the industry in 2003 when his book (Who's
Watching Your Money?) was published by John Wiley. That same year he launched an
investor information website (www.PaladinRegistry.com) that was based on the

principles in his book. Jack is a columnist for Worth magazine, a frequent blogger on major financial
sites, and widely quoted in the media including the Wall Street Journal, Forbes, BusinessWeek,
Bloomberg, and Kiplinger.
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JP Nicols says:

February 6, 2013 at 10:15 am

Good overview! Above some very large number– some firms target $10MM+, some $25MM+,
others even higher– you begin to enter the realm of the Ultra High Net Worth, and the game really
does begin to change. Outstanding legal, tax and investment advice are table stakes, but 85% of
the reasons that wealth fails to pass down beyond the 3rd generation has nothing to do with those
things. It becomes more about what they want to accomplish with their wealth, and what kind of
impact they can have where it matters most to them.

Although some of the stories are now very dated, Frank Rich’s 2008 book “Richistan” is a good peek
into the unique characteristics of the ultra-wealthy and how much they differ from “mere
millionaires”.
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ĶĚVİŇ ĿĚǺĦỲ

Ŀįșțěň țǿ țħě Șțǿřỳ
Morning Edition 3 min 18 sec

When pro athletes want help comparing contracts, they turn to financial advisers. CPA

Robert Raioli advises athletes on contracts, financial decisions and tax compliance. On

Twitter he's known as Sports Tax Man. His tweets calculate players' earnings per

game, per inning and per point.

LINDA WERTHEIMER, HOST:

Turning, now, to professional sports. It's the off season for basketball and hockey and

teams are wheeling and dealing, making trades, hoping to land star players. The

athletes want the best deal too, and some of these very young millionaires clearly need

advice.

NPR's Kevin Leahy consulted an accountant who calls himself the Sports Tax Man.

KEVIN LEAHY, BYLINE: Last week, point guard Steve Nash was on the market. Nash

is Canadian, beloved in his home country. And the Toronto Raptors wanted him badly.

UNIDENTIFIED MAN #1: It's Nash going home and finishing his career in Canada,

how nice is that? So...

UNIDENTIFIED MAN #2: He just signed a deal to work with basketball Canada and

they are located in Toronto. So he'd be...

RAY RAIOLA: The way I like to look at it, he'll receive 50 cents on a dollar.

LEAHY: That last voice belongs to Robert Raiola, CPA. On Twitter, he's known as
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Sports Tax Man. Raiola ignored the Prodigal Son storyline and referred to a new

Canadian tax law.

RAIOLA: In 2012, the top rate in the province of Ontario is 48 percent. In 2013, the

top rate will be 49.5 percent.

That means Nash would pay more tax in Toronto than if he signed in, say, California.

Suddenly a big offer from the Raptors doesn't look quite as enticing. Raiola doesn't

work for Steve Nash, but it's his job to think this way. He calls himself a financial

quarterback.

Advice on buying cars, you know, looking after insurance on jewelry, disability

insurance if they have a big contract, possibly, coming up. We also do a lot of tax

compliance.

LEAHY: Raiola doesn't reveal who his clients are, but he's making a name for himself

on Twitter. A colleague got him involved last summer.

RAIOLA: He said to me only twits don't tweet and it's really not a thing that a lot of

CPA's do.

LEAHY: Visit the Sports Tax Man's page and you won't find his photo. Just a simple

clip art image of some sports equipment and thousands of tweets calculating players'

earnings per game, per inning, per point.

RAIOLA: Pitcher Cliff Lee won his first game of the year. He has made $10,750,000,

per win, so far this year. On a $3 million a year salary he's only going to pay $66,000

in state tax. Ray Allen has made approximately $176 million on the court in his career.

He's been paid $7,672 per point. Joey Chestnut reportedly made $10,000 for 10

minutes work at a Nathan's hot dog eating contest. Next year, Jeremy Lin will earn

$15,243 per quarter, which is 12 minutes.

LEAHY: So Raiola focuses on players' salaries but he also explores financial minutiae 

Per diem meal allowances, capital gains on memorabilia sales, tax writeoffs for league

fines.

WERTHEIMER: Here's what Raiola tweeted after an NFL player's recent DUI arrest.

RAIOLA: If he is suspended for any games in the 2012 season, he will lose $470,588

per game.
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LEAHY: Just cold hard numbers. No snark, no soulsearching about athletes as role

models. Raiola doesn't think people want that from him.

RAIOLA: America is fixated, not with accountants, America is fixated with money and

with professional sports.

LEAHY: Twin fixations the Sports Tax Man knows well.

As for Steve Nash, the Canadian? He wound up signing with the Los Angeles Lakers.

He'll play with Kobe Bryant, soak up the sunshine and avoid those steep Canadian

taxes.

Kevin Leahy, NPR News.

(SOUNDBITE OF SONG, "TAXMAN")

THE BEATLES: (Singing) 'Cause I'm the taxman, yeah, I'm the taxman. Be thankful I

don't take it all. 'Cause I'm the taxman, yeah I'm the taxman.

WERTHEIMER: You're listening to MORNING EDITION from NPR News.

Copyright © 2012 NPR. All rights reserved. Visit our website terms of use and permissions pages at www.npr.org for

further information.

NPR transcripts are created on a rush deadline by a contractor for NPR, and accuracy and availability may vary. This

text may not be in its final form and may be updated or revised in the future. Please be aware that the authoritative

record of NPR’s programming is the audio.
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Former CFL quarterback Chuck Ealey is now an advisor, manager and
director with Investors Group.

You be your own financial quarterback when it comes to retirement planning
Rick Drennan

Beach Mirror  |  Apr 24, 2014

MISSISSAUGA — Chuck Ealey, a former star quarterback in the CFL, now
makes his living mapping out financial game plans for retiring seniors.

Ealey, 64, is approaching retirement himself. But even as he prepares to file
for his Canada Pension and Old Age Security benefits, he knows that many
people have not been not as fortunate in life as himself.

He’s out to help those who need his help.

 Although he is known as a football hero, Ealey says sports was always just a
tool he used to get himself a Bachelor of Business degree.

For the last 26 years he has thrived as an advisor, manager and director with
Investors Group.

One of the core messages he delivers to young people is that they need to
make wise decisions because choices today will impact their lives forever.

He wants his clients to enjoy their golden years. That means not only growing their nest egg, but spending it, to enjoy a freer
lifestyle.

He says people who are planning for retirement have to clarify their goals.

To that end, he has compiled a “Top 10” list that can guide those who are heading into their senior years.

• Have a comprehensive financial plan that covers investing and retirement.

• Decide what you want to do and when you want to do it. In other words, what is your investment time frame? 

• Have a vision of your future that includes all the facets of your retirement life including incomes and expenses.

• Practice good health and wellness. 

• Decide whether your retirement will be freedom from work or freedom to work at something you truly enjoy.

• Include tax planning. Talk to an advisor on splitting income. 

• Take your time to make the right decisions regarding your level of personal risk.

• You’ve earned it … now spend it! You’ve put away a retirement nest egg and you should spend it to truly live your retirement
dreams. 

• Giving is good. One option is to establish a private foundation. This allows your name or your family’s name to be
permanently associated with the causes you support.

• Enjoy your personal relationships. Be adventurous, find a happy life balance. 

• Talk to your financial advisor when formulating a plan.
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The Canadian Securities Institute has created a new professional designation catering to the new emerging profession of Wealth
Advisor.

The Chartered Professional (Ch. P) Strategic Wealth credential rolled out late in 2007, with 160 graduates so far. CSI president and
CEO Roberta Wilton says the Professional Wealth Advisor will become a distinct profession within the financial services industry.

The focus is on wealthy clients who require a multidisciplinary approach across such diverse disciplines as securities, financial
planning, insurance and other previously separate "silos."

"It is certainly bringing together the knowledge and skills to meet the compelling needs of wealthy people," Wilton says, "We see a
growing group of affluent Boomers, twoincome couples, entrepreneurs and business people moving into this space. They have
increasingly complex needs." Strategic wealth management links all products, services and options to the various (often predictable)
stages of a client's life cycle.

Demand is being driven by the rising number of wealthy Canadians who require such a holistic approach to managing their wealth.
The richest 20% of families still hold 70% of Canada's $5trillion in net worth and "these families are getting richer," Wilton says.
From 1999 to 2005, their median net worth grew by 29% to $863,000, with average net worth rising 43% to $1.3million.

At the top end, the top 40 "ultrawealthy" Canadian families have net worth of more than $1billion. The next band is net worth of
$5million to $30million. But there are 2.7 million Canadians in the "emerging affluent" category, with net financial assets of $1
million to $5million. This cohort is still in its wealthacquisition years. Coming up behind it is the even larger "mass affluent" market
with net assets below $1million, not counting residential real estate.

Wilton envisages a predictable career path for financial advisors. Newer ones may start off in a particular "silo" such as mutual funds
or insurance and work with younger clients who are not yet wealthy. As they pick up experience and credentials and their assets
under management grow, they will attract wealthier clients and eventually seek to qualify as professional Wealth Advisors.

The ultimate role is to act as a "quarterback" to the wealthy, overseeing and coordinating client relationships with other
professionals, such as accountants, lawyers, estate planners and trust specialists.

Like most advanced designations, there is a prerequisite: Wealth Management Essentials, which covers the basics of financial
planning and investment management. While the designation will be the ultimate advanced credential for veteran wealth managers,
Wilton also expects the Ch. P. will be attractive to younger advisors who are " looking for new and different ways" to add value to
clients.

In a video interview, Wilton said the Ch. P. "is going to be a pinnacle designation ... It's something we think they will increasingly
aspire to as they seek to turn their business to wealthy clients."

To qualify for the Ch. P., practitioners must establish their competence in eight core areas, including advanced riskmanagement
processes, behavioural science techniques, and collaborating with clients to convert client assets into income. Then candidates must
pass two threehour exams on the building and management of high net worth.

The final piece, dubbed "the capstone," is Strategic Wealth 360, which requires the creation of a customized wealth plan for
professional actors playing the role of tough affluent clients. Students must discover their personal lifestyle choices, financial needs
and risk tolerance, then create a plan to nurture the client's prosperity and security over the full course of their life cycle. This has to
be presented to a panel of experts in one hour.

Wilton believes the feebased compensation model may in the long run be more consistent with the role of being a financial
quarterback. CSI has a white paper on feebased compensation. Wealth managers "may require different ways of getting paid. If you
are that quarterback managing a range of services, you can't necessarily be paid on a commission basis." The industry is "not quite
there yet," but " this is where we think it's heading."

However, I talked to two advisors in the course who feel it's also compatible with the traditional commission mode of compensation.
Brett Strano, an advisor with Edward Jones in Oakville, believes (as I do) that costs can be lower for clients under the transaction
model. The course is "tough," Strano says, and he's looking forward to finishing it.

Catherine Fauquire, senior vicepresident with BMO Nesbitt Burns Inc., says clients should be able to choose between either
compensation model and "some prefer feebased." She finished the course in November and found the roleplaying sessions
particularly valuable. "It was rich and difficult. You have to squeeze the information out" of the actor/clients. It was tougher than
working with real clients, where there is already some rapport and you "know more about the soft edges."

Tom McCullough, president of Northwood Stephens Private Counsel Inc., was one of the first to take the course and provide input.
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"The Ch. P. is a firstclass program and I'm glad I did it. I think it will become a muchsoughtafter designation in the years to come,"
he says, "The case study was appropriately wideranging and complex so as to replicate reallife wealthy families, like the ones we
deal with in our family office practice."

Asked about industry reaction to the Ch. P., Wilton said it "doesn't take too many discussions with leading financial institutions to
see that wealth management or dealing with the wealthy is where they want to move their businesses. They tend to get it very
quickly."

CSI's Web site is csi.ca.

jchevreau@nationalpost.com
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« Should I Keep the House?

Steer Clear of 㻲inancial Advice from 㻲riends and 㻲amily During
Your Divorce

posted by admin 㻟:㻠㻞 PM
Thursday, 㻺ovember 㻟, 㻞㻜㻝㻝

Imagine you are enjoying a wonderful evening at a five㻙star restaurant. You’d like to order a
bottle of wine, but you’re not sure which one would best accompany your meal. Would you ask
the bus boy or valet for their recommendation? 㻻f course not㻍 If you’re ordering wine at a five㻙
star restaurant, you want the advice of the wine expert on staff. 㻺aturally, you would turn to the
sommelier.

The same logic applies to other aspects of daily life. If you have a problem with your car, you take
it to a trusted mechanic. If you have a concern about your heart health, you consult a cardiologist,
etc.

So, to whom should a woman turn when she has concerns about the financial aspects of her
divorce?

The answer is simple: She should consult only with a professional divorce financial expert –
someone who is specially trained to handle the multifaceted financial aspects of today’s complex
divorce settlement agreements.

Unfortunately, that’s often easier said than done.

Why? 㻮ecause when it comes to divorce, there’s no shortage of friends and family who are willing
to lend their advice.

In fact, as I see it, divorcing women need to learn to make an important distinction. They need to
learn: 㻝㻕 where to get financial advice, and then, just as importantly, 㻞㻕 where 㻺㻻T to get financial
advice. 㻽uite frankly, the opinions and recommendations of friends and family can often be more
detrimental than helpful. They all mean well, of course. 㻮ut, this is definitely one of those
instances where a little knowledge can be a dangerous thing.

To illustrate my point, here is my short list of people you should 䇾tune out䇿 if they start
volunteering financial advice during your divorce:

㻝. 㻲riends, family, or anyone who claims to have 䇾been there䇿 (or knows someone who has㻕

㻸ots of people have a divorce story to tell, and usually, they’re quite eager to share it.  In reality,
though, no two divorces are alike. Even relatively fundamental things like differences in geography
can have a profound impact. 㻶ust because a friend of a friend who lives in Silicon Valley received
a settlement that included half of her husband’s tech company doesn’t mean you will get the
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same deal in your east coast divorce. (See my earlier post for more details about the differences
between Community Property and Equitable Distribution States.㻕

㻸ikewise, even though your cousin kept her marital home , that doesn’t mean you should. And,
discussion about your stock portfolio can lead to a veritable minefield of misinformation, as well.
Uncle 㻶oe, who helped you get on the right track with investing as a twenty㻙something, just isn’t
the right person to help you understand how dividing your current portfolio will impact your long㻙
term financial well㻙being.

As I mentioned earlier, all of these people are well㻙intentioned, and there’s no doubt that they
can provide support for you in other ways during your divorce. 㻮ut, when it comes to advice about
your finances, please learn to say, 䇾Thanks –but, no thanks.䇿

㻞. A financial professional who doesn’t specialize in divorce

A CPA can file your taxes or give you a snapshot of your current and past financial status.  A
typical financial adviser is hired to help you invest in stocks, bonds and mutual funds.  㻮ut should
you rely on financial professionals like these during your divorce? 㻺o, you shouldn’t.

Instead, you need someone with a skill set specific to divorce finances.  A Certified Divorce
㻲inancial Analyst (CD㻲A㻕 specializes in divorce finance and will carefully weigh each settlement
proposal presented and project how it will affect your short㻙 and long㻙term finances while
calculating the tax implications for each scenario.

Keep this in mind: The US is home to more than 㻝 million accountants and some 㻟㻞㻜,㻜㻜㻜 financial
advisors. 㻮ut there are only about 㻟,㻡㻜㻜 CD㻲As who are specifically trained in the financial
aspects of divorce.

What’s more, many CD㻲As have completed additional education and training. 㻲or example, in
addition to being a CD㻲A, I have attended law school and have also completed dozens of
advanced training courses in finance and divorce, including many of the same continuing education
courses that are required for divorce and other attorneys (trust and estate, asset protection,
etc.㻕.

㻟. An attorney

㻲inding a firm that specializes in divorce㻛family law and dedicates at least 㻣㻡 percent of its
practice to divorce is a MUST.

㻮ut, these days, there are numerous critical financial tasks that are beyond the scope of even the
finest divorce attorney’s expertise. 㻲or example, preparing financial affidavits and projecting the
financial and tax implications of each divorce settlement option are now the purview of CD㻲As.

Put another way, think of the CD㻲A as the financial quarterback of your divorce team. A CD㻲A is
responsible for creating comprehensive financial analyses and projections so you and your divorce
attorney can fully understand the short㻙 and long㻙term financial and tax implications of each
proposed divorce settlement offer. Then, your attorney can use that information to substantiate
and justify his㻛her positions when negotiating with your husband’s attorney.

Without a doubt, if you’re going through a divorce, you’re going to get advice –whether you asked
for it or not. The trick is to know which advice to heed and which advice to ignore. 㻳et the
specialized help you need by hiring a CD㻲A. They’re the professionals that can evaluate your
financial circumstances before, during and after a divorce, while helping you plan for a secure
financial future.

All content on this site㻛blog is for informational purposes only, and does not constitute legal
advice. If you require legal advice, retain a lawyer licensed in your jurisdiction. The opinions
expressed are solely those of the author, who is not an attorney.
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㻻ne 㻾esponse to 䇾Steer Clear of 㻲inancial Advice from 㻲riends and 㻲amily
During Your Divorce䇿

㻝.  Mr. 㻸anders says:
December 㻝㻥, 㻞㻜㻝㻝 at 㻣:㻠㻤 pm

The purpose of this email is to express my opinion regarding the article you wrote for
㻲orbes 㻻nline Magazine on Alimony 㻾eform on 㻶uly 㻝㻞, 㻞㻜㻝㻝.
Mr. 㻸anders, obviously, you have never been married to an abusive woman who berates you
in front of your friends, family and children, who belittles you with every opportunity she
gets and constantly threatens you with the consequences of divorce for men㻧 A woman who
is verbally abusive to the point of slapping you on the face and treats you like a child.
Please allow me to tell you that not all men are mean and abusive. I live in the State of 㻺ew
㻶ersey where, and as you may already know, the alimony laws are very favorable toward
women.
I was married for 㻞㻟 years and despite the fact that the marriage was extremely painful and
emotionally draining for the last ten years we were married, I stayed because I knew that my
future was bleak if I ever file for divorce. This led me to an uncompromising depression and
extreme anguish. My wife was mentally unstable and manic㻙depressive. This made my life a
living hell. Even after I moved out of the house, I continued to pay the mortgage and worked
three jobs. In the end, I quit one job and consequently could not afford to pay the mortgage.
She then filed for divorce.

http://www.bedrockdivorce.com/blog/?tag=divorce-finance
http://www.bedrockdivorce.com/blog/?tag=divorcing-your-husband
http://www.bedrockdivorce.com/blog/?tag=affluent-women
http://www.bedrockdivorce.com/blog/?tag=how-to-protect-your-credit-score-during-your-divorce
http://www.bedrockdivorce.com/blog/?tag=hire-a-qualified-divorce-team
http://www.bedrockdivorce.com/blog/?tag=finance-and-divorce
http://www.facebook.com/share.php?u=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&t=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce
http://www.bedrockdivorce.com/blog/?tag=jeffrey-a-landers
http://www.bedrockdivorce.com/blog/?tag=personal-finances
http://www.bedrockdivorce.com/blog/?tag=financial-aspects-of-divorce
http://www.bedrockdivorce.com/blog/?tag=financial-affidavits
http://www.bedrockdivorce.com/blog/?tag=marital-assets
http://www.bedrockdivorce.com/blog/?tag=dissipating-marital-assets
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-planner
http://www.bedrockdivorce.com/blog/?tag=cdfa
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-checklist
http://www.bedrockdivorce.com/blog/?tag=financial-expert
http://www.bedrockdivorce.com/blog/?tag=marital-home
http://www.bedrockdivorce.com/blog/?tag=qualified-divorce-team
http://www.bedrockdivorce.com/blog/?tag=bedrock-divorce
http://twitter.com/home?status=I+like+http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer+Clear+of+Financial+Advice+from+Friends+and+Family+During+Your+Divorce
http://www.bedrockdivorce.com/blog/?tag=marriage
http://www.bedrockdivorce.com/blog/?cat=3
http://www.stumbleupon.com/submit?url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer+Clear+of+Financial+Advice+from+Friends+and+Family+During+Your+Divorce
http://www.bedrockdivorce.com/blog/?feed=rss2&p=387
http://www.bedrockdivorce.com/blog/?cat=25
http://www.bedrockdivorce.com/blog/?cat=26
http://www.bedrockdivorce.com/blog/?tag=divorce-attorney
http://www.bedrockdivorce.com/blog/?cat=20
http://www.bedrockdivorce.com/blog/?tag=marital-property
http://www.bedrockdivorce.com/blog/?tag=financial-advice
http://www.bedrockdivorce.com/blog/?tag=financial-records
http://www.bedrockdivorce.com/blog/?tag=divorce-family-law
http://www.bedrockdivorce.com/blog/?cat=14
http://www.bedrockdivorce.com/blog/?tag=division-of-assets
http://www.facebook.com/sharer.php?u=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&t=Steer+Clear+of+Financial+Advice+from+Friends+and+Family+During+Your+Divorce
mailto:?subject=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce&body=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387
http://www.google.com/bookmarks/mark?op=edit&bkmk=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce&annotation=Imagine%20you%20are%20enjoying%20a%20wonderful%20evening%20at%20a%20five-star%20restaurant.%20You%E2%80%99d%20like%20to%20order%20a%20bottle%20of%20wine%2C%20but%20you%E2%80%99re%20not%20sure%20which%20one%20would%20best%20accompany%20your%20meal.%20Would%20you%20ask%20the%20bus%20boy%20or%20valet%20for%20their%20recommendation%3F%C2%A0Of%20course%20no
http://www.bedrockdivorce.com/blog/?tag=divorce-lawyer
http://forbesmagazine/
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-strategist
http://www.bedrockdivorce.com/blog/?tag=financial-circumstances
http://www.bedrockdivorce.com/blog/?tag=financial-tasks
http://www.bedrockdivorce.com/blog/?tag=divorcing-women
http://www.bedrockdivorce.com/blog/?cat=5
http://www.bedrockdivorce.com/blog/?tag=financial-quarterback
http://www.bedrockdivorce.com/blog/?tag=spouse
http://www.bedrockdivorce.com/blog/?tag=complex-divorce-settlement-agreements
http://www.bedrockdivorce.com/blog/?tag=women-business-owner
http://www.bedrockdivorce.com/blog/?tag=women
http://www.bedrockdivorce.com/blog/?tag=firm-financial-foundation
http://www.bedrockdivorce.com/blog/?tag=financial-documents
http://www.bedrockdivorce.com/blog/?tag=financial-analyses-and-projections
http://www.bedrockdivorce.com/blog/?cat=24
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-adviser
http://www.printfriendly.com/print/new?url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387
http://www.bedrockdivorce.com/blog/?tag=splitting-assets
http://www.bedrockdivorce.com/blog/?tag=bedrock-divorce-advisors
http://www.bedrockdivorce.com/blog/?tag=settlement-proposal
http://www.bedrockdivorce.com/blog/?tag=bedrock
http://delicious.com/post?url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce&notes=Imagine%20you%20are%20enjoying%20a%20wonderful%20evening%20at%20a%20five-star%20restaurant.%20You%E2%80%99d%20like%20to%20order%20a%20bottle%20of%20wine%2C%20but%20you%E2%80%99re%20not%20sure%20which%20one%20would%20best%20accompany%20your%20meal.%20Would%20you%20ask%20the%20bus%20boy%20or%20valet%20for%20their%20recommendation%3F%C2%A0Of%20course%20no
http://www.bedrockdivorce.com/blog/?tag=personal-finances-for-divorce
http://www.bedrockdivorce.com/blog/?tag=high-net-worth-women
http://www.bedrockdivorce.com/blog/?tag=assets
http://www.bedrockdivorce.com/blog/?tag=proposed-divorce-settlement-offers
http://www.bedrockdivorce.com/blog/?tag=jeffrey-landers
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-analyst-2
http://buzz.yahoo.com/submit/?submitUrl=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&submitHeadline=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce&submitSummary=Imagine%20you%20are%20enjoying%20a%20wonderful%20evening%20at%20a%20five-star%20restaurant.%20You%E2%80%99d%20like%20to%20order%20a%20bottle%20of%20wine%2C%20but%20you%E2%80%99re%20not%20sure%20which%20one%20would%20best%20accompany%20your%20meal.%20Would%20you%20ask%20the%20bus%20boy%20or%20valet%20for%20their%20recommendation%3F%C2%A0Of%20course%20no&submitCategory=science&submitAssetType=text
http://www.bedrockdivorce.com/blog/?tag=stock-portfolio
http://www.bedrockdivorce.com/blog/?tag=divorce-team
http://www.bedrockdivorce.com/blog/?cat=21
http://twitter.com/home?status=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce%20-%20http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387
http://www.stumbleupon.com/submit?url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce
http://www.bedrockdivorce.com/blog/?tag=jeff-landers
http://www.bedrockdivorce.com/blog/?tag=disinherit-your-husband
http://www.bedrockdivorce.com/blog/?tag=professional-divorce-financial-expert
http://www.bedrockdivorce.com/blog/?tag=divorce-financial-advisor
http://www.bedrockdivorce.com/blog/?tag=divorce
http://www.bedrockdivorce.com/blog/?tag=certified-divorce-financial-analyst
http://digg.com/submit?url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer+Clear+of+Financial+Advice+from+Friends+and+Family+During+Your+Divorce
http://digg.com/submit?phase=2&url=http%3A%2F%2Fwww.bedrockdivorce.com%2Fblog%2F%3Fp%3D387&title=Steer%20Clear%20of%20Financial%20Advice%20from%20Friends%20and%20Family%20During%20Your%20Divorce&bodytext=Imagine%20you%20are%20enjoying%20a%20wonderful%20evening%20at%20a%20five-star%20restaurant.%20You%E2%80%99d%20like%20to%20order%20a%20bottle%20of%20wine%2C%20but%20you%E2%80%99re%20not%20sure%20which%20one%20would%20best%20accompany%20your%20meal.%20Would%20you%20ask%20the%20bus%20boy%20or%20valet%20for%20their%20recommendation%3F%C2%A0Of%20course%20no


2015/4/29 Steer Clear of Financial Advice from Friends and Family During Your Divorce | Bedrock Divorce Advisors

http://www.bedrockdivorce.com/blog/?p=387 7/7

My income is 㻞.㻡 times that of hers and I have the same job for over 㻞㻜 years. At the
beginning of the marriage, our incomes were comparable, but then I kept getting increases
and she kept switching employers and her salary remained stagnant.
The result of my divorce is that, I have to pay $㻥㻜㻜.㻜㻜 in permanent alimony and half my
civil service and military pension. This is exactly the type of outcome I was afraid of and
threaded for many years.
Mr. 㻸anders, we are not living in the 㻝㻥th century anymore and sewing circles have been
extinguished. If you go to any college or university and take a peak in any higher education
classroom, you will notice that the large majority of students are women. That is because
more women elect to obtain a higher education degree than men. Is this a fact that the
proponents of Alimony 㻾eform have noticed?
Many a times, I have witnessed unhappy couples living together, to the point where the
husband lives in the basement and the wife stays in the bedroom. This is quite simply
because㻧 䇾It’s cheaper to keep her.䇿
This is what matrimony laws do to people in this country. Couples are forced to live
unhappy lives to the point where someone loses a temper and then it is too late.
㻲urthermore, you failed to mention the fact that many women who receive alimony, have
boyfriends and receive monetary support from them. Women who receive alimony can go on
to live better lives, while the husbands, because of the financial burden, are not able to start
new lives. Is this fair?
And so Mr. 㻸anders, Alimony is severely skewed and unfair to men. Some states such as
㻺ew 㻶ersey, have not kept up with times and treat male litigants as cave men and women
like mistreated damsel㻙in㻙distress who need to be protected and supported for life.
If we are proposing that women need financial assistance from men after the divorce, is the
mere act of alimony an admission that women are inferior to men?

Copyright © 㻞㻜㻝㻜 㻙 㻞㻜㻝㻡. 㻮edrock Divorce Advisors™, 㻸㻸C. All rights reserved. 
Think 㻲inancially, 㻺ot Emotionally® is a registered trademark of 㻮edrock Divorce Advisors™, 㻸㻸C.
Terms | Privacy Policy
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SEI WHITE PAPER: WEALTH MANAGERS TO BECOME 
MORE LIKE FINANCIAL QUARTERBACKS

ON-DEMAND DATA AND REAL-TIME DECISION MAKING WILL BE ESSENTIAL 
FOR NEXT-GENERATION WEALTH MANAGERS

OAKS, Pa., Sept. 25, 2014 – As the financial industry faces changing consumer desires and expanding 

digital offerings, bank and trust wealth management firms are at a crossroads in how to best bring young 

wealth managers into the fold, while simultaneously ensuring they have the support needed to succeed 

with the new breed of investor. According to an SEI (NASDAQ: SEIC) white paper released today, firms 

can help their wealth managers optimize performance, productivity, and client satisfaction ratings by 

improving their infrastructures. The paper, “Creating the Next Generation of Wealth Managers: The 

Financial Quarterback,” explores what the wealth managers of the future will look like, and the role 

leadership plays in fostering employee and client growth. 

“Through our research, we’ve discovered that wealth managers are most productive and add the most 

value to a firm when they’re working with clients to develop effective strategies to achieve life goals. With 

the abundance of digital strategies, pure investment and return advice is not enough – wealth managers 

must leverage the human factor to stand apart,” said Al Chiaradonna, Senior Vice President, SEI Wealth 

PlatformSM, North America Private Banking. “But, we’ve found that many firms are struggling to help wealth 

managers focus primarily on client-facing work because administrative and operational tasks get in the 

way. This points to a fundamental problem in an evolving industry like ours. If firms don’t analyze what 

makes a wealth manager productive, how can they expect higher productivity?”

The paper reveals that the next generation of successful wealth managers will be more like financial 

quarterbacks versus traditional wealth managers. No longer will they set long-term strategies and evaluate 

them quarterly or annually, they will evaluate situations in real-time and make changes where appropriate. 

Tools and on-demand data that help them better understand the entire client relationship, not simply 

transaction-based systems, are the keys to the future.

Similarly, investors are changing as well, especially in the way they talk about their money. As such, goals-

based investing has become an industry buzzword and a favored method to determine how to invest. That, 

in turn, alters the way wealth managers need to interact with their clients. The paper encourages senior 

management to help wealth managers cut down on non-client-facing activities in order to manage a more 

effective and comprehensive communication process.
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To set wealth managers up for success, the industry should heed sports science, reveals the paper. Game 

film, data, good coaching, and a quality supporting cast all combine to put superior athletes in positions to 

win every day. This model translates well for wealth management firms.  Firms looking to move from good 

to great need to better utilize the technology and information at their disposal to determine how the 

business model and company environment impacts wealth manager effectiveness. Only then can they 

work to correct any irregularities and improve performance.

“Just like a coach spends extra time molding a player, senior management needs to take the lead in turning 

wealth managers into the firm’s all-star financial quarterbacks,” said Chiaradonna. “That takes more than 

just a pep talk here and there; it involves digging into the psyche of a wealth manager and creating best 

practices and strategies that help differentiate the firm from others.”

The paper, published by SEI Executive Connections, is the fourth in a four-part series, titled “SEI Insights: 

The Future of Wealth Management,” which explores four key areas outside of the financial industry that 

offer opportunities for transformation in the wealth management industry. The first three parts of the series 

examined the benefits of employing a unified platform to overcome legacy system issues, embracing 

business model reinvention to improve enterprise risk management, and challenging traditional thinking 

around asset-based segmentation. SEI Executive Connections is a community for bank executives and 

industry experts which provides business intelligence and opportunities to interact on banking topics and 

trends. To request a copy of the full paper, please visit http://www.seic.com/enUS/banks/14683.htm?

cmpid=pr-925-advproductivity-wp.

ABOUT THE SEI WEALTH PLATFORMSM

The SEI Wealth Platform (the Platform) is an outsourcing solution for wealth managers encompassing 

wealth processing services and wealth management programs, combined with business process expertise. 

With the Platform, SEI provides wealth management organizations with the infrastructure, operations, and 

administrative support necessary to capitalize on their strategic objectives in a constantly shifting market. 

The SEI Wealth Platform supports trading and transactions on 115 stock exchanges in 48 countries and 33 

currencies, through the use of straight-through processing and a single operating infrastructure 

environment. For more information, visit: www.seic.com/wealthplatform.

ABOUT SEI

SEI (NASDAQ:SEIC) is a leading global provider of investment processing, investment management, and 

investment operations solutions that help corporations, financial institutions, financial advisors, and ultra-

high-net-worth families create and manage wealth. As of June 30, 2014, through its subsidiaries and 

partnerships in which the company has a significant interest, SEI manages or administers $602 billion in 

mutual fund and pooled or separately managed assets, including $249 billion in assets under management 

and $353 billion in client assets under administration. For more information, visit www.seic.com. 

Tweet Share Share Share Email
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Playing Financial Quarterback in Your Own Life

by Beth Marshall on FEBRUARY 6, 2015 in FINANCIAL TEAM

As I watched the later moments of the Superbowl earlier this week, I was reminded of 

the beauty of the flow when a team comes together to create amazing results.

And while a football team and a football game are certainly different than your financial 

life, I was still reminded of the importance of being the financial “quarterback” in your 

own life. The quarterback is responsible for understanding who is on the field, providing 

instructions to each player for what to do next, and also soliciting input for strategy 

from others (amongst many other things).

So if we consider what it takes to be an effective financial quarterback who is actively 

taking a role in your financial freedom, some important questions come to mind to 

when considering how to effectively put together a financial plan to support your goals 

and your life.

1. Do you have all of the positions filled on your financial roster?

Often times, I find that many people don’t fully understand who is available to 

support them and even if they are aware, sometimes they’re afraid to reach out to 

ask for support. The key players on a financial team tend to include (and can also 

include more technically specific individuals as well): a CPA, a financial advisor, an 

insurance professional, an estate planning attorney, and a financial coach. 

Depending on your needs, you may need all of these professionals or perhaps you 

only need a few of them. My invitation is to take the time to meet with each of these 

professionals to allow them to support you in identifying the possible risks that are 

present to your financial future, and if it makes sense to partner with them to 

mitigate the risks present to your financial plan then by all means do so. At the very 

least, don’t leave a hole in your financial roster simply because you haven’t yet 

taken the time to educate yourself about what, if any, support you could receive!!

2. Are you confident in all of your financial team members?

To the extent that you already have financial professionals that work with you, are 

you satisfied with how they’re serving you? If I had a penny for every person who 

told me they weren’t satisfied with someone that they’ve hired, I would definitely be 

extremely wealthy.

If you’re happy with the service of your team, great! And if you’re not happy, then I 

would recommend taking 1 of 2 steps – either sit down with them to offer them 

feedback in terms of how they can serve you better, or consider interviewing 

another professional to get a second opinion and perspective on how they could 

serve you to strengthen your financial foundation. It never hurts to get a second 

opinion, and you may decide that it’s time for a change if your current team member 

isn’t serving you in the way that you would like to be served.

Home About Beth Marshall Who Our Clients Are Success Stories Coaching Resources Contact Blog
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3. Are you engaged in the “game” of being financially conscious and/or how would 

you rate your performance as the quarterback?

This is the more challenging part of the process to evaluate your team’s 

performance – completing a self-assessment. Are you communicating and 

interacting proactively with your team members, and using them to their fullest 

potential to serve you? Are you actively engaged in asking questions and allowing 

your team members to teach you so that you can powerfully oversee your financial 

future? If the answer is yes, then keep up the good work! Unfortunately, many times 

I hear people say “oh, I don’t talk to my CPA/financial advisor/attorney all that 

often, I just let them do their thing.”

If a quarterback on a football team just let the other players “do their thing,” how do 

you think that would turn out for the team? I’m going to guess it would be a 

disaster!

Take a moment today to step back and evaluate how your financial team is shaping up, 

and how your team is performing with respect to the goals that you’ve set for your 

finances and your life. And while you may identify gaps in your team while evaluating, 

this isn’t an exercise to feel badly about what isn’t happening, it’s simply an exercise 

about what’s missing and what your next step is to take ownership of your financial 

future.

So what’s the next step for you to build your financial team? A CPA? A financial advisor? 

An estate planning attorney? Ask a friend or loved one for a trusted recommendation 

and get the support you need to establish the next pillar in your financial foundation 

and strengthen your financial plan!
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Long-Term Care Insurance: How to Choose It
It’s not easy finding a plan that’s both comprehensive and affordable. But following 

some guidelines will make your quest less difficult.
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Figuring out how to convert a nest egg into enough income to fund a comfortable 

retirement without completely draining savings is perhaps the biggest issue 

facing retirees and financial advisors.

April 13 at 10:13am · 

Retirement Rules: Rethinking a 4% Withdrawal Rate
Retirement expert Wade Pfau discusses the risks of the traditional rule for retiree 

spending. And he offers advice and updated approaches.

ONLINE.BARRONS.COM | BY RESHMA KAPADIA

Like · Comment · Share

Wealth and Business Planning Group, LLC (The 

Financial Quarterback)

Planning your estate has nothing to do with your wealth.
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Why wills aren’t just for the wealthy
If you have a family and a home — not to mention a savings account — you should 

definitely have one.
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Risk management is regarded as an essential element of modern investment 

management. But few people recognize that retirement -- the period when a 

person stops working and begins to decumulate their assets -- has now become 

the riskiest stage of a person's entire financial life.

April 9 at 10:31am · Edited · 
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Really Rich Really Want Financial Quarterbacks

Enthusiasm for the financial quarterback role is growing among the super-rich, 

according to research released Wednesday by Morgan Stanley and Campden 

Research. 

Kristen French | REP. 

“Financial quarterback” has become a 

cliche in the wealth management 

industry. For years, coaches and 

marketing gurus have urged advisors to 

become that central financial point 

person who coordinates and executes all 

investment and financial decisions for 

wealthy clients.  Playing quarterback 

means being lead coordinator of a client’s 

other financial service providers and 

givers-of-advice, such as accountants, 

estate attorneys, trust officers, etc.  

But all cliches have a grain of truth, and if you listened to the coaches and the gurus, good 

for you, because it turns out enthusiasm for the quarterback role is growing among the 

super-rich, according to research released Wednesday by Morgan Stanley and Campden 

Research. Campden surveyed 53 North American ultra-high-net-worth individuals, nearly 

two-thirds of whom had net worth of more than $100 million.
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In fact, the quarterback idea is relatively new. It didn’t really catch on with the rich until 

after the market went into a tailspin in 2007. Even back in 2010, only a quarter of ultra-

affluent families were using a quarterback. Today, that number has grown to 42 percent, 

according to Campden.

“That just under half of the research participants have now adopted this model further 

bolsters the trend of ultra-affluent families’ fine tuning how they use advisors,” wrote the 

authors of the Campden report. “The families are developing a better understanding of 

what their various advisors can and cannot do for them and are taking more 

responsibility for understanding their wealth plans.

It’s not yet ubiquitous, of course. Some 46 percent of respondents said they don’t use a 

quarterback—preferring to work independently with other financial advisors instead. 

Another 12 percent don’t use specialist advisors at all.

So, who do the wealthy tend to select to act as a quarterback? For the older generation 

(those over 49 years of age and representing 55 percent of survey respondents), 

accountants (37 percent) and private banks or trust companies (27 percent) were the 

preferred professional types. For the younger generation respondents (those 20 to 49), 

multi-family offices topped the list (57 percent.)

Most wealthy families also tend to have one primary advisor for money management, 

though they sprinkle their assets around among a number of satellite advisors as well. 

About 60 percent of respondents said they work with individual financial advisors who 

are specifically devoted to selecting money managers, and of those, more than half use 

more than one. The most common motivation was to diversify risk and gain access to 

unique investment strategies. About 73 percent of those who use multiple financial 

advisors to select money managers tend to concentrate their wealth with one of those 

advisors. Half of those who use a primary investment advisor put 75 percent or more of 

their assets with that advisor.  

As prior studies have shown, ultra wealth investors are generally happy with their 

primary investment advisors, though older generation investors are more satisfied than 

younger investors. Few investors, old or young, panned to change advisors over the next 

couple of years.

One thing the wealthy crave: Solid aggregated reporting. Some 70 percent ranked this 

very to extremely important to them.
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How To Build A Great Financial Team 

Start With Your Financial Quarterback 

By Robert Legan

Learn more about Robert by visiting his bio page.

In my last article, I stated that a great financial team includes a wealth manager, CPA and estate attorney. The reason you 

need this team is because success in business does not necessarily equate to success in wealth. Even those who earn a high 

income may not achieve their wealth goals unless they have the right team guiding them. 

I recommend that you think of yourself as the general manager of a football franchise destined for greatness. Your role, as 

general manager, is to build and guide this team toward your ultimate goals. Every general manager knows they need a 

franchise quarterback, receivers and powerful running backs. In this article I’d like to recommend practical steps for building 

a highperformance financial team. 

Pick Your Quarterback First 

Why should you do this? NFL teams pick a franchise quarterback first and then build the rest of the team around them. 

When a quarterback has a team that plays to their strengths, the entire team performs better. 

Quarterbacks can help lead the team and meld them together like a finely tuned offense. A quarterback is the catalyst to 

guide the team, make plays, pull everyone together and provide the right leadership in big moments that can be game
changers. 

Of course, from my perspective, the wealth manager should be the quarterback. Why do I say this? Typically the wealth 

manager knows the most about your unique situation. This is certainly true among our clients at Whitnell today. When we 

surveyed several of our clients a while back, they said that “being known” by their Whitnell wealth manager was a major 

reason they’ve remained a client for many years. 

At Whitnell, we take a comprehensive approach to financial planning. This approach provides us deep knowledge of your 

unique situation including your investment portfolio and goals, your retirement goals, tax picture, estate plan, assets that 

need to be protected and other areas. 

Because we have this deep knowledge of our clients, we can serve you as an advocate and as an ambassador to the rest of 

the financial team. It is very common, among powerful and creative professional advisors, for a variety of ideas to come 

forth from meetings. But someone needs to take responsibility to vet those ideas against your goals. I believe the wealth 

manager is in the best position to make this analysis because of their deep knowledge of you. 

Wealth managers usually have a good working knowledge of how other team members contribute to your success. While 

they may not be the experts in matters such as estate planning, tax mitigation, assets protection and other topics, they do 

usually understand the importance of these areas and know how to bring those experts to the table. 

In the football world, a quarterback is a key player. But the quarterback rarely scores without other players, such as 

receivers and running backs. In the same way, a wealth manager who serves as a quarterback relies on other key players to 

create the most successful outcome. 

Foster A Healthy Relationship Between Your Wealth Manager And CPA 

The first step in this process is to provide formal introductions between the two. This can be done electronically, via email, 

but it probably makes sense to get together with the two in the room. Why should you do this?

Your ultimate goal is to produce a highperformance team. Most general managers know that for their team to perform at a 

high level, they need to set expectations about how team members should work together. When the general manager sets 

the tone, the team will usually follow.

We recognize that most affluent individuals have productive working relationships with their current CPA. If that is the case, 

the wealth manager and CPA can get straight to work on building a great financial plan. The knowledge the CPA has of your 
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tax situation will be invaluable to this plan. If this is not the case, the wealth manager can search for and possibly 

recommend a CPA who would be a great fit for your goals and the team. 

Foster A Healthy Relationship Between Your Wealth Manager, CPA And Estate Attorney

Usually the first step the wealth manager and CPA will take is to assess your financial goals and plan. Next they will often 

identify an initial game plan and key next steps. Usually this will include some level of review of your estate plan. 

In situations where a complex estate is evident, the wealth manager and CPA may recommend an update to your estate 

plan. In these instances, the wealth manager and CPA will usually discover whether or not you have an existing relationship 

with an estate planning attorney. If you do not have this relationship, most wealth managers can recommend the right 

expert.

In these instances, the wealth manager can serve to explicate your financial situation, assets and desires as a starting point 

to the estate plan. The wealth manager can serve as your advocate. This benefits you in two ways. 

1. It saves you a lot of time from having to explain your situation and gather documents for the estate attorney. 

2. It gives you the comfort of knowing that a financial professional is providing key input to the estate planning process. 

Final Thoughts

At Whitnell, our goal as wealth managers is to provide the comprehensive approach to wealth building that I’ve described 

here. If you are an existing Whitnell client, it is likely you’ve realized the comfort of knowing your financial quarterback is 

watching over all of your interests and guiding the team.

If you know of friends, family members or other people you care about who are not experiencing this comfort, it could 

greatly benefit them to have a conversation with me. 
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The Canadian Securities Institute has created a new professional designation catering to the new emerging profession of Wealth 

Advisor.

The Chartered Professional (Ch. P) Strategic Wealth credential rolled out late in 2007, with 160 graduates so far. CSI president and 

CEO Roberta Wilton says the Professional Wealth Advisor will become a distinct profession within the financial services industry.

The focus is on wealthy clients who require a multidisciplinary approach across such diverse disciplines as securities, financial 

planning, insurance and other previously separate "silos."

"It is certainly bringing together the knowledge and skills to meet the compelling needs of wealthy people," Wilton says, "We see a 

growing group of affluent Boomers, two-income couples, entrepreneurs and business people moving into this space. They have 

increasingly complex needs." Strategic wealth management links all products, services and options to the various (often predictable) 

stages of a client's life cycle.

Demand is being driven by the rising number of wealthy Canadians who require such a holistic approach to managing their wealth. 

The richest 20% of families still hold 70% of Canada's $5-trillion in net worth and "these families are getting richer," Wilton says. 

From 1999 to 2005, their median net worth grew by 29% to $863,000, with average net worth rising 43% to $1.3-million.

At the top end, the top 40 "ultra-wealthy" Canadian families have net worth of more than $1-billion. The next band is net worth of 

$5-million to $30-million. But there are 2.7 million Canadians in the "emerging affluent" category, with net financial assets of 

$1-million to $5-million. This cohort is still in its wealth-acquisition years. Coming up behind it is the even larger "mass affluent" 

market with net assets below $1-million, not counting residential real estate.

Wilton envisages a predictable career path for financial advisors. Newer ones may start off in a particular "silo" such as mutual funds 

or insurance and work with younger clients who are not yet wealthy. As they pick up experience and credentials and their assets 

under management grow, they will attract wealthier clients and eventually seek to qualify as professional Wealth Advisors.

The ultimate role is to act as a "quarterback" to the wealthy, overseeing and coordinating client relationships with other 

professionals, such as accountants, lawyers, estate planners and trust specialists.

Like most advanced designations, there is a prerequisite: Wealth Management Essentials, which covers the basics of financial 

planning and investment management. While the designation will be the ultimate advanced credential for veteran wealth managers, 

Wilton also expects the Ch. P. will be attractive to younger advisors who are " looking for new and different ways" to add value to 

clients.

In a video interview, Wilton said the Ch. P. "is going to be a pinnacle designation ... It's something we think they will increasingly 

aspire to as they seek to turn their business to wealthy clients."

To qualify for the Ch. P., practitioners must establish their competence in eight core areas, including advanced risk-management 

processes, behavioural science techniques, and collaborating with clients to convert client assets into income. Then candidates must 

pass two three-hour exams on the building and management of high net worth.

The final piece, dubbed "the capstone," is Strategic Wealth 360, which requires the creation of a customized wealth plan for 

professional actors playing the role of tough affluent clients. Students must discover their personal lifestyle choices, financial needs 

and risk tolerance, then create a plan to nurture the client's prosperity and security over the full course of their life cycle. This has to 

be presented to a panel of experts in one hour.

Wilton believes the feebased compensation model may in the long run be more consistent with the role of being a financial 

quarterback. CSI has a white paper on feebased compensation. Wealth managers "may require different ways of getting paid. If you 

are that quarterback managing a range of services, you can't necessarily be paid on a commission basis." The industry is "not quite 

there yet," but " this is where we think it's heading."

However, I talked to two advisors in the course who feel it's also compatible with the traditional commission mode of compensation. 

Brett Strano, an advisor with Edward Jones in Oakville, believes (as I do) that costs can be lower for clients under the transaction 

model. The course is "tough," Strano says, and he's looking forward to finishing it.

New course for financial 'quarterback'

National Post · 
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Catherine Fauquire, senior vice-president with BMO Nesbitt Burns Inc., says clients should be able to choose between either 

compensation model and "some prefer feebased." She finished the course in November and found the role-playing sessions 

particularly valuable. "It was rich and difficult. You have to squeeze the information out" of the actor/clients. It was tougher than 

working with real clients, where there is already some rapport and you "know more about the soft edges."

Tom McCullough, president of Northwood Stephens Private Counsel Inc., was one of the first to take the course and provide input. 

"The Ch. P. is a first-class program and I'm glad I did it. I think it will become a much-sought-after designation in the years to come," 

he says, "The case study was appropriately wide-ranging and complex so as to replicate real-life wealthy families, like the ones we 

deal with in our family office practice."

Asked about industry reaction to the Ch. P., Wilton said it "doesn't take too many discussions with leading financial institutions to 

see that wealth management or dealing with the wealthy is where they want to move their businesses. They tend to get it very 

quickly."

-CSI's Web site is csi.ca.

jchevreau@nationalpost.com
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Bench Your Quarterback

I am sure you rely upon many people in your life, such as your doctors, dentist, hairdresser, and financial advisors.

I am seeing more and more instances of otherwise careful and successful clients getting, and taking, very bad advice on financial matters.  These 
clients have lost a lot of money which, with only a little more care, could have been saved.

These financial disasters fall into two broad categories.  In the first group, the client took bad advice from his so-called "financial quarterback."  In 
the second group, the client relied only upon himself, refusing anyone else's input.

Watch Out for Quarterbacks In the first group the bad advice came from the client's trusted advisor who had positioned himself/herself as the 
client’s “quarterback.”   The advisor-quarterback was to identify and evaluate all the client's financial needs, then call in the client’s CPA, lawyer, 
broker, or insurance representative when the advisor felt it appropriate.   However, the advisor-quarterback fumbled the ball.  In each case, he 
gave incorrect advice on matters beyond his expertise, matters on which the CPA, attorney, or insurance agent should have been consulted.

Smart People Do Dumb Things In the second group, the client took bad advice from himself.  Because the client was smart --- a doctor, lawyer, 
executive, or CPA --- he felt he did not need any outside help.  I call this "intellectual arrogance."

Need for Advisors In the old days, paternalistic employers provided their employees and retirees with all the financial advice and benefits they 
needed.  Health insurance, life insurance, disability insurance, savings plans, retirement planning, and pensions came from the employer.  The 
employee or retiree had few financial decisions to make, so why look anyplace else?  When my father retired from a big company thirty years ago, 
my parents' only decision was whether or not to move to Florida.  Every other financial need was taken care of  by "The Company," which had a well 
staffed benefits department to give guidance on the few financial decisions that my father had to make.

Not so today, or ever again.  I made a list of the people whose advice I rely upon.  I have a primary care doctor, a dentist, a gastroenterologist, an 
ophthalmologist, a personal insurance agent, a business insurance agent, a broker, a computer guy, and a CPA.  Even though I am an attorney, when 
I buy, sell, or refinance real estate, I hire a real estate lawyer.  (I do not, however, have a personal trainer or an astrologer.)

You cannot look to a single person, or firm, to provide all your financial advice.  Taxes, insurance, investments, and retirement benefits are far too 
complicated.  And, if you think you can do it all by yourself, you're going to be in trouble.

Here are some of the mistakes I have seen in the past few years made by otherwise very smart people who are successful in their businesses and 
professions.

� An elderly widow moves from New York to Florida to be closer to her son, who is a businessman there.  He's smart and decides to do mom's tax 
returns.  He figures, why bother with mom's CPA back in New York, when I just bought Turbo Tax?  The son doesn't understand IRA minimum 
distribution calculations, and mom is stuck with the 50% penalty on underpayments.

� A husband and wife get divorced.  The husband, a finance executive, doesn't hire his own attorney, letting the wife's attorney "draw up the 
legal papers."  Three years later the husband is audited by the IRS, and his alimony deductions are disallowed because that's what "legal papers" 
require. 

� Husband and wife have no estate tax exposure.  Their tax return preparer (not a CPA) advises the husband to make his estate, rather than his 
wife, the beneficiary of his IRA "to save taxes."  The husband does this without asking his attorney.  The husband then dies.  The IRA is paid to 
the estate, triggering a huge income tax liability.  The wife is deprived of a tax free rollover. 
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� Husband and wife, in a rocky second marriage for both, move from New York to South Carolina.  Their financial planner in New York advises 
them that their New York wills are valid in South Carolina (which is true), so don't bother seeing a South Carolina lawyer.  After the husband's 
death, the wife learns that although the husband's will is valid, her spousal elective share in South Carolina is far smaller than what the share 
would have been under New York law. 

� Here are investments my clients have made without asking anybody (other than the salesman who sold it to them):  expensive condos, time 
shares, and real estate in Florida, California, Maryland, Colorado, Arizona, and Hawaii; a commodities limited partnership investment 
($500,000); an airplane; and, a business franchise.

� Husband is a business owner and the wife is an engineer.  They have no wills.  They have two young children.  They need wills with trusts for 
minors, which I draft.  Engineer/wife refuses to sign the proposed will until she "learns all about trusts" by reading about them on the internet 
in her spare time.  She reminds me, more than once, that she could have been a lawyer rather than an engineer, so how hard could it be for 
her to become an expert on trusts?  I suggested getting a second opinion from another lawyer.  No, she wants to do this herself.  Two years 
have passed and the couple still have no wills. 

� A business owner's elderly father needs a durable power of attorney.  At the suggestion of his company's controller, the business owner 
downloads a power of attorney form from the internet, fills it out, and has his father sign it.  Why pay a lawyer to fill out a "standard form?"  
Years later the father becomes incompetent.  The son then learns that his "standard form" was not filled out correctly so it is void. 

� A business owner has about 15 employees in his company.  His financial planning "quarterback" sells him a 401(k) plan.  The owner doesn’t ask 
his CPA or his attorney about it, because the quarterback whiz-kid "will take care of everything."  When the CPA does the company's tax return, 
the owner learns that the 401(k) plan is not qualified.  Reason:  the owner also has another business with 25 employees which must be part of 
that plan under the controlled group rules.  That other business is losing money and cannot afford a plan. 

Danger Signs and Tips Here are the danger signs and tips on getting and taking financial advice.

� Be wary of anybody who overloads on sports metaphors.  Run away from a financial "quarterback."  Beware of investments that will be "home 
runs" or "slam dunks."  Be especially careful with "teams."  Some financial services firms tout a "team" of "specialists."  I have yet to see 
effective tax, legal, insurance, and accounting advice come from one source.

� Avoid relatives giving financial advice --- the son-in-law or daughter-in-law who "knows all about these things."  Since they are "family," they 
will protect me. 

� Don't become a potted plant, being moved around passively by your advisors.  Making financial decisions is a participatory and collaborative 
activity.  Ask questions and get second opinions.

� Be informed.  You can't beat a pro at his own game, but you can gather basic information about insurance, taxes, and legal matters.  The 
internet has endless information, some of it is bad, some quite good.  Reading the Wall Street Journal is a good start.

� It's very healthy if your financial advisors disagree among themselves on some issues.   Listen to the different opinions, then evaluate.  A good 
advisor should, and will, challenge questionable advice from a fellow advisor.

� Keep your family informed about your advisors.  Give them the names and phone numbers of your CPA, attorney, insurance agent, etc.  
Summarize what assistance you get from each.

� Be suspicious of cozy or exclusive relationships among your advisors.  If your lawyer tells you he sends all his insurance referrals to the XYZ 
agency, or all his investment referrals to the ABC firm, be wary.  You'd rather hear that your lawyer deals with, and refers to, all the reputable 
agencies and firms in town. 

� Use your advisors as sounding boards.  I get many confidential calls from clients asking my thoughts on a recommendation made by their CPAs, 
insurance agents, and brokers.  I expect that these clients ask their CPAs and insurance agents if my legal advice makes sense to them.
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Do you need a financial quarterback?

The more money high-net-worth investors have, the more advisers they tend to 

accumulate: attorneys, accountants, financial planners, money managers, insurance 

agents, personal bankers. Corralling all of them can feel like a full-time job. 

Enter the quarterback—someone 

responsible for making sure all of 

the advisers are on the same page 

when it comes to meeting an 

investor's needs. The person acts 

as a liaison between the advisers 

and sets the wealth-management 

agenda, keeping clients up-to-date 

on their investment portfolio, 

estate planning and tax issues. 

"When you have multiple advisers, 

you start running the risk of too 

many cooks in the kitchen," said 

Bill Woodson, co-head of Credit 

Suisse's  Private Banking Americas 

ultra-high-net-worth unit. "You 

want someone to help coordinate 

and filter the advice." 

This copy is for your personal, non-commercial use only. To order presentation-ready copies for distribution to your colleagues, clients or customers visit 
http://www.djreprints.com.
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The quarterbacking service can make sense for those with at least $25 million in 

investible assets, experts say, as those investors tend to spread their wealth among two or 

more wealth managers and may need one person to oversee and coordinate their 

accounts. 

More people are using quarterbacks these days. Only 5% of ultrahigh-net-worth 

investors—those with at least $25 million in assets—used a quarterback in 2007, 

according to a survey conducted by the Institute for Private Investors, a New York-based 

networking association for high-net-worth families. That jumped to 25% in 2009 and 

42% in 2012. 

In Mr. Woodson's unit, one third to one 

half of clients with at least $30 million in 

investible assets use advisers for 

quarterbacking services, more than 

double the amount who did five years ago, 

he says.

One reason for the increase: As private 

banks and wealth managers try to wrest 

market share and clients from each other, 

they increasingly are offering and 

recommending the service to satisfy client 

demand.

"After the financial crisis, people saw they 

had holes in their wealth plans," said Mindy Rosenthal, executive director of IPI. "They 

wanted a point person to make sure their plans were current."

At most firms, the service comes embedded within the annual asset-management 

fee—which is typically 1% to 2%, though at some places clients are charged separately for 

it. 

Investors with substantially less wealth also can benefit from the service. Pinnacle 

Wealth Planning Services, an Ohio-based fee-only wealth-management firm with $500 

million under management, offers quarterbacking packages for clients with at least $1 

million in assets. 

MORE WEEKEND INVESTOR

� Are You Coddling Your Grandkids? 

(/articles/SB10000872396390443696604577647942884980160) 

� Intelligent Investor: What's in Your Bucket? 

(/articles/SB10000872396390444433504577651651830164914) 

� Upside: Health-Care Stocks Are Red Hot—But 

Bargains Remain 

(/articles/SB10000872396390444433504577651512422945678) 

� What to Do When a Fund Manager Retires 

(/articles/SB10000872396390443696604577647741815449650) 

� When Playing It Safe Means Taking On More Risk 

(/articles/SB10000872396390443696604577647742779925240) 

� Tax Report: Ready to Wet Your Whistle? 

(/articles/SB10000872396390444433504577650041517436500) 

Page 2 of 4A 'Quarterback' to Oversee Your Investments - WSJ

4/28/2015http://www.wsj.com/articles/SB10000872396390443779404577643571065682662



"What's been missing is a similar service for people with single-digit millions," said Bill 

Heichel, the firm's founder. The package costs between $2,000 and $6,500, depending 

on the level of service, on top of the asset-management fee.

A typical quarterback might work with advisers within one firm or across several firms. If 

a client keeps money at Credit Suisse, J.P. Morgan Chase  and Deutsche Bank,  for 

example, the quarterback would ask for reports from each wealth manager and compile 

them into one all-inclusive report to present to the client. 

He might not have veto power over the investment strategies used by another firm, but 

he would be able to make suggestions about overall allocation in the client's portfolio. 

Matt Canner, a senior private-client adviser at Wilmington Trust, frequently deals with 

other firms and acts as a quarterback for clients. In that role, he determines which 

professionals the client needs to have on board and will then connect the client to them. 

"I'm charged with being conversant in all areas of wealth management, so it's my job to 

provide an aerial view," Mr. Canner says. "It's more of a needs-based approach than a 

product-based approach." 

The role has become more important as investors rely on a greater number of advisers to 

assist with their financial planning. In 2012, 41% of individuals with a net worth of at 

least $25 million, not including their primary residence, had three or more advisers, 

according to Spectrem Group, a market research firm. 

There isn't a specific asset threshold investors need before they bring on a financial 

quarterback; rather, it depends on the complexity of their wealth situation, says Credit 

Suisse's Mr. Woodson. Still, investors with at least $25 million often request the service, 

he says. 

No one person in particular has to fill the quarterback role. Clients can ask their 

relationship manager at a private bank or wealth manager to fill the role, or the attorney 

or accountant can handle it. 

Sometimes individuals or families will hire an independent professional to serve as 

quarterback, says Jon Carroll, founder of Family Office Metrics, a New York-based family 

office consultant. 

Some firms will appoint a quarterback upon meeting the client, like Mr. Canner at 

Wilmington Trust, or at Credit Suisse, which will "identify the need and suggest the 

service" to the client, Mr. Woodson said.
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The quarterbacking trend is also becoming more popular abroad, says Sara Hamilton, 

founder and CEO of Family Office Exchange, a peer network based in Chicago for 

ultrawealthy families. She says she is no longer using the term "quarterback."

"When we go overseas, the people we talk to don't play football," she says. "We use the 

term orchestra conductors instead." 

Write to Julie Steinberg at julie.steinberg@wsj.com 
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Early in August, McAfee Inc., a computer
security software maker, discovered a major
security flaw in McAfee Security Center, which
I have on my computer, and sent out an
upgrade to fix the problem.

Installing the upgrade seemed like a good idea,
and after I did, my wife and I were greatly
relieved that our computer was no longer
vulnerable to hackers. But we could no longer
access the Internet.

When we tried, we got a message stating that
access to Internet Explorer was being blocked
by McAfee. I used what little knowledge I have
to try to fix the problem. After three days
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without the Internet, I gave up and sought help
from McAfee.

I went to the Santa Clara, Calif.-based
company's website, clicked on "Home and
Home Office" and selected "Customer
Support." However, none of the options there
seemed to suit my situation, so I clicked on
"Technical Support."

Once again, none of the options seemed likely
to help me.

Finally, I decided to call a technician rather
than trying to rely on a computer.

After several false starts, I found an option for
priority phone support, an option that should
be more prominent for non-technical
customers such as myself.

Clicking on this led me to four phone support
options. I chose the one offering an 800
number and a $2.95 per minute charge, as it
said the average call length was 12 minutes,
and the average wait time was 90 seconds.
That sounded like the least expensive option.

I dialed the number and was informed that
after two minutes of wait time, the $2.95 per
minute charge would begin, even if a
technician had not picked up. The automated
voice on the phone suggested that if a
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technician had not picked up in two minutes, I
should hang up and dial again.

That's correct - McAfee was going to charge
me $2.95 per minute for waiting. Even my
doctor doesn't charge me for waiting to see
him, at least not overtly, though I sometimes
feel like charging him for my time when he's
running late.

I timed the two minutes, and hung up and
dialed again. Again, no tech after two minutes.
So I hung up and dialed again. This time, I
realized that hanging up each time was
probably putting me further and further down
the response chain, so I decided to hang on
until my call was answered. More than four
minutes later, a technician finally picked up.

So I was charged almost $6 before I even
spoke to a technician.

After I explained the problem, the technician
asked me what programs I had on the
computer. I mentioned an old version of
McAfee's VirusScan, which I had not been able
to uninstall. Each time I had tried, I got a
message saying that a particular file was
missing. I told the technician that I had spoken
to two McAfee support technicians about 18
months previously for help in removing the
program, paying $39 for the privilege, and they
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had been unable to help.

The second one suggested that I call Microsoft
Corp. of Redmond, Wash., for help, but I
decided at that time to leave the old VirusScan
edition on the computer, as it didn't seem to be
bothering anything. This time, the technician
checked a few other possibilities and then set
about trying to remove the old VirusScan
program.

More than an hour later, he finally succeeded
in removing it by e-mailing me a patch of some
kind.

Voila! The problem was solved, and I could
again access the Internet, though I had to
reinstall McAfee Security Center.

A week later, I got the bill from McAfee: $180.
That's correct. McAfee charged me $180 to fix
a problem caused by their software.

I can understand paying to help to remove a
virus, but why should I pay to fix a problem
McAfee itself caused? What kind of customer
support is that?

I don't know if the other companies producing
Internet security programs, Symantec Corp. in
Cupertino Calif., maker of Norton security
programs, and CA Inc., formerly known as
Computer Associates International Inc., in
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Islandia, N.Y., are any better. But I am so
disgusted with McAfee that I'm neither going
to buy another product from them nor invest in
their stock.

You can't succeed in business treating your
customers that way.

The same holds true in the financial advisory
business. As brokerage firms continue to
evolve from their traditional role as go-
betweens in the trading of securities to
becoming financial quarterbacks that oversee
their clients' overall financial picture, they are
increasingly charging asset-based or fixed
fees. They are also placing more emphasis on
transaction fees to make up for lower
commission revenue.

While this better aligns the interests of brokers
and clients, it also runs the risk of alienating
investors by making them feel as if they are
being nickel-and-dimed.
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CSI survey reveals that Canadians are looking for greater range of services to manage their growing wealth
Financial advisors need to expand skill set to keep up with emerging population of affluent clients

TORONTO , July 7, 2008 -  As the number of affluent Canadian families doubles over the next 10 years, the country’s financial advisors will need to
develop new skills and add to their wealth management services to ensure they meet the needs of this growing population segment, according to the
latest survey from CSI, Canada’s financial education leader. The survey revealed that high net worth families are looking for integrated wealth
management, but only 1 out of 10 respondents feels they are receiving the services they need.

“They want more than investment advice, they are looking for someone to develop a strategic wealth plan that looks at all of their assets and is designed
to grow and preserve net worth through all their life stages,” said Dr. Roberta Wilton, President and CEO of CSI. “With this population segment set to
grow dramatically in the next decade, there is a real need for financial professionals to add to their tool box, developing the skills they need to fill this
service gap.”

According to the survey, 80 per cent of affluent Canadians who use multiple advisors could not identify a single one among them who could provide
comprehensive strategic wealth management. Strategic wealth management services include tax consultation, family trust and holding company advice,
succession planning, post retirement income plans, and other wealth management solutions.

“The survey shows that affluent Canadians have become more sophisticated and their needs tend to be broader and more complex than the level of
integrated services that are available. There is a clear opportunity for financial advisors who are willing to fill this service gap and make inroads into this
market,” stated Dr. Wilton.

The survey, which polled 400 affluent households across Canada, took place in early 2008, with the objective to gauge the need for comprehensive
wealth management among this population segment.

“Affluent Canadians told us they want a go-to person to have the holistic financial depth to make sense of their success, and to get there takes
specialized knowledge and practice management skills,” Dr. Wilton says.  Last year CSI introduced a wealth management program leading to the
Chartered Professional (Ch.P.) Strategic Wealth designation.

“This program is specifically designed to prepare advisors for the role of ‘financial quarterback’, which involves overseeing and managing a strategic
wealth plan with the support from other professionals such as lawyers, accountants, trust specialists and estate planners,” she said.  

Currently more than 250 advisors have the Ch.P. Strategic Wealth designation.

For more than 35 years CSI has been Canada’s premier provider of professional qualifications and compliance solutions for the financial services industry
helping more than 700,000 financial professionals reach their career goals.  CSI offers more than 120 courses ranging from the well-known Canadian
Securities Course to sophisticated accreditation programs such as the Chartered Strategic Wealth Professional (CSWP™) designation.  Valued for its
expertise in Canada, CSI also partners with organizations world wide to provide financial services consulting and training projects in Asia, Africa, Europe,
the Middle East and the Caribbean. CSI can be found at www.csi.ca.

For further information, contact:

Loretta Lam
Focus Communications Inc.
905-305-0308 x 208
email: lorettal@focuscomms.com

Felicitas Adrian
Director, Marketing Communications
CSI
(416) 681-2242
email: fadrian@csi.ca
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The Canadian Securities Institute has created a new professional designation catering to the new 
emerging profession of Wealth Advisor.  

The Chartered Professional (Ch. P) Strategic Wealth credential rolled out late in 2007, with 160 
graduates so far. CSI president and CEO Roberta Wilton says the Professional Wealth Advisor will 
become a distinct profession within the financial services industry.  

The focus is on wealthy clients who require a multidisciplinary approach across such diverse 
disciplines as securities, financial planning, insurance and other previously separate "silos."  

"It is certainly bringing together the knowledge and skills to meet the compelling needs of wealthy 
people," Wilton says, "We see a growing group of affluent Boomers, two-income couples, 
entrepreneurs and business people moving into this space. They have increasingly complex needs." 
Strategic wealth management links all products, services and options to the various (often predictable) 
stages of a client's life cycle.  

Demand is being driven by the rising number of wealthy Canadians who require such a holistic 
approach to managing their wealth. The richest 20% of families still hold 70% of Canada's $5-trillion in 
net worth and "these families are getting richer," Wilton says. From 1999 to 2005, their median net 
worth grew by 29% to $863,000, with average net worth rising 43% to $1.3-million.  

At the top end, the top 40 "ultra-wealthy" Canadian families have net worth of more than $1-billion. The 
next band is net worth of $5-million to $30-million. But there are 2.7 million Canadians in the "emerging 
affluent" category, with net financial assets of $1-million to $5-million. This cohort is still in its wealth-
acquisition years. Coming up behind it is the even larger "mass affluent" market with net assets below 
$1-million, not counting residential real estate.  

Wilton envisages a predictable career path for financial advisors. Newer ones may start off in a 
particular "silo" such as mutual funds or insurance and work with younger clients who are not yet 
wealthy. As they pick up experience and credentials and their assets under management grow, they 
will attract wealthier clients and eventually seek to qualify as professional Wealth Advisors.  

The ultimate role is to act as a "quarterback" to the wealthy, overseeing and coordinating client 
relationships with other professionals, such as accountants, lawyers, estate planners and trust 
specialists.  

Like most advanced designations, there is a prerequisite: Wealth Management Essentials, which 
covers the basics of financial planning and investment management. While the designation will be the 
ultimate advanced credential for veteran wealth managers, Wilton also expects the Ch. P. will be 
attractive to younger advisors who are " looking for new and different ways" to add value to clients.  

In a video interview, Wilton said the Ch. P. "is going to be a pinnacle designation ... It's something we 
think they will increasingly aspire to as they seek to turn their business to wealthy clients."  



To qualify for the Ch. P., practitioners must establish their competence in eight core areas, including 
advanced risk-management processes, behavioural science techniques, and collaborating with clients 
to convert client assets into income. Then candidates must pass two three-hour exams on the building 
and management of high net worth.  

The final piece, dubbed "the capstone," is Strategic Wealth 360, which requires the creation of a 
customized wealth plan for professional actors playing the role of tough affluent clients. Students must 
discover their personal lifestyle choices, financial needs and risk tolerance, then create a plan to 
nurture the client's prosperity and security over the full course of their life cycle. This has to be 
presented to a panel of experts in one hour.  

Wilton believes the feebased compensation model may in the long run be more consistent with the role 
of being a financial quarterback. CSI has a white paper on feebased compensation. Wealth managers 
"may require different ways of getting paid. If you are that quarterback managing a range of services, 
you can't necessarily be paid on a commission basis." The industry is "not quite there yet," but " this is 
where we think it's heading."  

However, I talked to two advisors in the course who feel it's also compatible with the traditional 
commission mode of compensation. Brett Strano, an advisor with Edward Jones in Oakville, believes 
(as I do) that costs can be lower for clients under the transaction model. The course is "tough," Strano 
says, and he's looking forward to finishing it.  

Catherine Fauquire, senior vice-president with BMO Nesbitt Burns Inc., says clients should be able to 
choose between either compensation model and "some prefer feebased." She finished the course in 
November and found the role-playing sessions particularly valuable. "It was rich and difficult. You have 
to squeeze the information out" of the actor/clients. It was tougher than working with real clients, where 
there is already some rapport and you "know more about the soft edges."  

Tom McCullough, president of Northwood Stephens Private Counsel Inc., was one of the first to take 
the course and provide input. "The Ch. P. is a first-class program and I'm glad I did it. I think it will 
become a much-sought-after designation in the years to come," he says, "The case study was 
appropriately wide-ranging and complex so as to replicate real-life wealthy families, like the ones we 
deal with in our family office practice."  

Asked about industry reaction to the Ch. P., Wilton said it "doesn't take too many discussions with 
leading financial institutions to see that wealth management or dealing with the wealthy is where they 
want to move their businesses. They tend to get it very quickly."  

-CSI's Web site is csi.ca.  

jchevreau@nationalpost.com 
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Poll: Few advisers are
'real' wealth managers
Oct 29, 2007 @ 12:01 am
By Charles Paikert
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Although an increasing number of financial
professionals claim to be wealth managers,
few truly are, according to a study conducted
by consultants CEG Worldwide LLC of San
Martin, Calif., and sponsored by New York-
based Dow Jones & Co. Inc.

In fact, while more than 40% of brokers and
financial advisers described themselves as
wealth managers, according to the study, "Best
Practices of Elite Advisors: The Wealth
Management Edge," only 6.6% meet the criteria
that the report's authors claim define a "true
wealth manager."

Those criteria include using a consultative
process to establish and maintain close
relationships with clients and providing the
clients with customized choices and solutions,
according to Simon Alterman, senior vice
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president of strategy and business
development at Dow Jones Enterprise Media
Group.

"A defined process and a high level of client
communication differentiate the highly
successful group of wealth managers," he
said.

Wealth managers, on average, contact their top
clients more than 15 times a year, according to
the study, which is almost three times more
often than other financial advisers do. They
also tend to concentrate on fewer clients,
averaging about one-third as many as other
financial advisers, the study found.

"For all of the talk and promotion focused on
wealth management, we found that only a
small portion of the financial advisory industry
is practicing true wealth management. But for
those who do, the benefits are tremendous,"
said John Bowen, CEG's founder and chief
executive.

Those benefits, the survey found, include
controlling more assets and having a higher
annual net income and income growth rate
than other financial advisers.

Wealth managers average $881,000 in annual
net income, according to the survey, as
compared with $279,000 for other advisers.
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And wealth manager income is growing nearly
twice as fast as other advisers' — by 15.4% in
2006, compared with 8.7%.

Nearly three-quarters of wealth managers
require a minimum asset size for new clients,
the survey found.

"Requiring a minimum asset size helps wealth
managers ensure that they focus time and
resources on wealthier — and more profitable
— clients," the report stated.

While the survey did not ask respondents for
the dollar value they set as the minimum asset
size for clients, Mr. Bowen suggested that
setting a minimum of $1 million in investible
assets and $3 million in net worth is "a good
rule of thumb." He added, however, that "there
are advisers successfully doing this at
$500,000 [minimum for investible assets]."

Some wealth managers believe minimums
should be higher.

While he believes that $1 million is the
minimum amount of assets clients would need
to have to be exposed to alternative
investments, James Hausberg, a managing
partner in Los Angeles for San Francisco-
based Presidio Financial Partners LLC, says
that minimum asset size for proper
diversification is between $2.5 million and $5
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million.

Even more important than client asset size as
the true measure of a wealth manager, Mr.
Hausberg said, is an ability to "have a total
handle on a client's assets and liabilities and
understand their objectives and risk tolerance.
It really is about being the trusted adviser. You
have to manage wealth properly, based on
what the client tells you."

True wealth managers also are able to provide
clients with a variety of specialized services
ranging from money management to estate
planning, stressed Jeff Krueg, chief executive
of Scottsdale-based WealthTrust Arizona.

"We're the financial quarterback," he said. "We
have the contacts to put everything the client
needs in one plan."

Working closely with clients also yields
benefits, according to the CEG report. Nearly
90% of wealth managers surveyed cited client
referrals, and 82% cited professional referrals
as sources for new clients.

None of the wealth managers surveyed said
"cold-calling" was a source of new clients.

The study was based on a survey of 2,094
financial advisers in the United States, all of
whom had been in business for at least five
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years and had at least $50 million in assets
under administration.

Charles Paikert can be reached at
cpaikert@crain.com.
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California wealth manager
dons pinstripes, starts
bank
Oct 22, 2007 @ 12:01 am
By Charles Paikert

0
Shares

The proverbial light bulb lit up over Rick Keller's head after he was approached
by yet another bank about selling his wealth management business. If banks
are so interested in acquiring wealth managers to strengthen their business, he
reasoned, why shouldn't a wealth manager start a bank? "We had reached $1
billion in assets," said Mr. Keller, chief executive of The Keller Group Investment
Management Inc. of Irvine, Calif. "Looking ahead, I thought the next billion
would be much harder to attain if the competition was able to provide a broader
product offering and the ability to offer more services." 

To keep pace with the competition, Mr.
Keller said, he needed to be able to provide his
wealthy clients with lending, trust and private-
banking services.
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So in an apparent first
for a wealth manager,
after two years of
planning and clearing
regulatory hurdles,
First Foundation Bank
opened its doors in
Irvine this month with
a federal savings
association charter
from the Office
of Thrift Supervision.

OTS officials, Mr. Keller and other industry
executives said they were unaware of a similar
move by a wealth manager, but whatever the
case in the past, Mr. Keller's gamble has
triggered "a tremendous amount of interest"
and calls from wealth managers across the
country, he said.

In fact, Ed Carpenter, an investment banker
specializing in financial institutions who
advised Mr. Keller, said he is working with two
wealth management firms, one in the
Southeast and one on the East Coast, that
hope to open banks next year.

In addition to providing a variety of banking
services for their clients and the "stickiness"
which that entails, wealth managers are
attracted to the idea of owning a bank because

Rick Keller: To keep pace with the
competition, he thought he needed
to provide his wealthy clients with
lending, trust and privatebanking
services.
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of higher valuations, said Mr. Carpenter, the
chairman and chief executive of Irvine-based
Carpenter & Co.

Regional and small publicly traded depository
institutions typically trade between 18 to 20
times earnings, he said, while privately held
wealth management companies typically are
valued for sale at about 10 times earnings.

Deposit and lending services also appeal to
wealth managers who are interested in owning
banks, said Scott Kavanaugh, chief executive
of First Foundation Bank.

"[Wealth managers] risk losing clients who
need business lines of credit," he said, noting
that need is particularly pressing for real estate
investors in markets such as Southern
California.

While First Foundation will target the rich, it will
also operate as a stand-alone institution for
retail customers, Mr. Kavanaugh said.

"There will be cross-referrals for Keller clients,
but the bank is not strictly for [them]," he said.
"We're hiring a business development team to
work on doing general business within the
community."

But catering to well-heeled clients is clearly key
for wealth managers thinking of entering the
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banking business, industry observers say.

The boom in wealthy families has created a
demand for a full range of services, including
trusts and private banking, said Andrew Singer,
managing director of the Mamaroneck, N.Y.-
based Bank Insurance Market Research Group.

But the transition from wealth manager to
banker might be perilous, he said. Any wealth
managers trying it would be "entering a
business they're not familiar with," Mr. Singer
said.

"It's a very conservative, traditional business
that is averse to risk," he said. "Bank
compensation is different from wealth
management compensation."

Jeffrey Lauterbach, a wealth consultant in
Chadds Ford, Pa., is skeptical of the assertion
that rich clients are looking for credit from their
wealth manager.

"These are people who can get credit
anywhere. I don't see the need out there for
wealth managers to provide it," said Mr.
Lauterbach, former chairman, president and
chief executive of The Capital Trust Company
of Delaware in Wilmington.

James Berliner, president of Los Angeles-
based Westmount Asset Management Inc.,
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agrees: "I don't see a strong demand for it.
Clients have a variety of different banking
sources."

Still, Mr. Berliner praised Mr. Keller as a "smart
and thoughtful" competitor, and said that the
industry would be following his venture with
great interest.

Nonetheless, Mr. Berliner is in no rush to
abandon his own business model, which he
described as being "an independent financial
quarterback with access to the best-of-breed
outside providers."

Raising capital, dealing with a bank's fixed
costs and finding a management team
acceptable to regulators are the biggest
challenges facing wealth managers who might
be considering emulating Mr. Keller, Mr.
Carpenter said.

To create his bank, Mr. Keller and his partners
at The Keller Group formed a holding company
in May — The Keller Financial Group Inc. —
which owns 56% of First Foundation. Other
investors in the thrift include clients of The
Keller Group.

Raising $25 million in capital wasn't difficult,
Mr. Keller said.

Implementing a strategy for the new
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institution, however, necessitated a change of
gears.

"We agreed from the get-go that it had to be a
safe, conservatively run bank with a well-
thought-out business plan," Mr. Keller said. "It
had to be run by career bankers, not a bunch of
gunslingers."

Startup depository institutions typically
become profitable within two years, Mr.
Carpenter said, and Mr. Kavanaugh said he
expects First Foundation to achieve that goal.

Also among those who expect Mr. Keller's
venture to succeed is Tim Vaill, chief executive
of Boston Private Financial Holdings Inc.,
whose wealth management firm has already
acquired a number of banks, including
Gibraltar Private Bank and Trust of Coral
Gables, Fla. "Clients want to feel they know
their banker," he said.

Mr. Vaill intends to acquire more banks, he
said, as banking has become a key to wealth
management.

"If you want to get into the life of a high-net-
worth client at an earlier stage and be ready
when the big hit comes, you have to be in the
banking business," he added.

Charles Paikert can be reached at
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In whom we trust

http://www.thestar.com/Unassigned/article/178977

Feb 08, 2007 04:30 AM Paul Brent special to the star

Most of us know that it's not likely to end well if we spend a couple wild
nights in Las Vegas and come home married to a total stranger. But for
many Canadians, that's pretty much the approach they take to hiring a
financial planner to guide their life savings into retirement.
That casual attitude in picking a planner is even more worrisome when
you remember that anyone can set up shop as a "financial planner"
with no educational requirements.
"It is really important to understand that `financial planning,' and
`financial planner' and `financial plan' are all terms that are not
regulated in Ontario," says Ann Bowman, vice-president of
communications and corporate relations at the Financial Planners
Standards Council. "Anyone can call themselves a financial planner."
Bowman's group continues to push for the establishment of a
minimum standard of education and professionalism among the
unregulated ranks of financial planners. Set up in 1995, the group
promotes the designation of Certified Financial Planner as the
minimum requirement investors should demand from a planner or
financial adviser.
"Certified Financial Planner is a credential that someone must continue
to earn on an annual basis," Bowman says. "It's not like getting a
degree, getting it once and it's yours forever."
Holders of the CFP designation have to take courses continually and
adhere to a set of ethical standards, and risk being stripped of their
CFP credentials by a panel of peers.
A good planner should act as your financial quarterback, armed with a
CFP and perhaps some other designation, as well as directing a team of
experts that may include an estate or tax-planning specialist, portfolio
manager or accountant.
"You want to make sure you have the appropriate designation for what
you want to do," says Frank Wiginton, a Toronto financial planner who
holds a CFP designation and three other professional accreditations.
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To create a short list of candidates to be your financial planner, ask
friends, family and co-workers. Wiginton recommends that investors
then interview two or three potential planners for a one-hour "get to
know you" meeting before settling on one person.
"A decent adviser is more than willing to be interviewed by a potential
client," he said. "If they are unwilling to take the time, they are not the
type of adviser you want."
Look for both designations and experience. If tax issues play a large
role in your investment planning, look for a planner who also holds an
accountancy designation such as CA, CGA or CMA. If investment
advice is your main aspiration, your adviser, besides being a CFP
holder, could carry a CFA (Chartered Financial Analyst) or CIM
(Canadian Investment Manager) designation.
Experience counts, too. Three to five years is deemed by many to
provide a good base of knowledge. That, however, means your adviser
has never been through a true market meltdown, like the bursting of
the technology bubble in 2000 and 2001.
A good rule is to find an investment adviser you like and trust. It makes
no sense to try to work with someone you don't feel comfortable
around. It is also advisable to find someone who shares your
investment outlook, or at least can work with it. If your investment
stance is aggressive and based upon high-risk, high-reward equities, it
makes little sense to sit down with an adviser who pushes conservative
holdings such as guaranteed investment certificates.
Perhaps the most important question to ask your potential adviser
concerns the subject of fees. Don't be afraid to make "How do you get
paid?" one of your opening questions.
"That is vitally important for understanding – maybe – why they are
recommending one thing over another," Wiginton says.
"It could be appropriate for you ... but it also may be paying them the
highest commission or highest rate or however they are compensated.
That may be influencing their decision in some way."
Advisers are commonly paid in one of four ways:

A flat fee for advice at an hourly rate;

A flat annual percentage of assets, with the adviser taking typically a 1
per cent to 3 per cent slice of the portfolio being managed;

Commissions on transactions, charged to buy and sell individual
investments;

A hidden fee commission structure, known in the industry as a deferred
sales charge.

With a deferred sales charge, investors may not pay a fee for buying a
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mutual fund if it is held long enough. But that could mean some
investors feel "locked in" and will hold on to a losing fund longer than
they should.
Wiginton favours the fee-based structure.
He typically helps to create a financial plan that clients either pay an
investment broker to implement, or that the clients build and manage
themselves, using a discount brokerage, if they are sophisticated or
confident enough.
Supporters of fee-based and percentage-of-assets-based compensation
programs argue that such structures eliminate any conflict of interest
by advisers who make their living by buying and selling of financial
products.
"Unfortunately, the vast majority of financial advisers are sellers of
financial products," Wiginton says.
Bradley Roulston, a CFP-designated planner who advises clients in
British Columbia and Ontario, agrees the investment buyer must be
wary because the financial planning industry is largely unregulated.
He has drawn up a checklist for people shopping for an adviser:

Make sure your planner is a CFP. Most of them are not. The two-year
CFP program entails lots of courses and exams, and Certified Financial
Planners have to abide by a code of ethics.

Work with an adviser who understands your stage of life and your
financial goals.

Your planner should be resourceful. No one will know every tax
loophole, strategy or new investment product, but make sure the
person you choose is a good listener and knows where to get answers.

Your planner should be someone you trust and who is reliable.

Make sure your planner is someone you like. Remember, you'll be
sharing your problems, concerns, goals and aspirations with this
person.
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Alternatives still popular
among affluent
May 1, 2006 @ 12:01 am
By Charles Paikert
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NEW YORK - Wealthy investors continue to rely
heavily on alternative investments, though they
also are turning increasingly to international
investments, according to a recent survey from
the Institute for Private Investors.

For the fourth straight year, according to the
2005 Family Performance Tracking Survey,
alternatives led all other investment categories
in the portfolios of ultrahigh-net-worth
investors, which the institute defines as those
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with at least $50 million in investible assets.

Nearly 40% of the asset allocation of the 61 IPI
members who responded to the survey was in
alternatives, followed by equities (36%),
municipal bonds (11%), cash (7%) and taxable
bonds (6%).

'No signs of abating'

Because affluent investors often take the lead
on larger market trends, the booming market
for alternatives should continue, according to
Charlotte Beyer, founder and chief executive of
the New York-based IPI.

"IPI members were early into alternatives, and
their interest shows no signs of abating," she
said.

Hedge funds dominated the alternatives
category, accounting for nearly one-quarter of
overall asset allocation by the ultrawealthy,
followed by real estate investments (8%),
private equity (6%) and venture capital (2%).
However, Ms. Beyer said, IPI members appear
to be "far more cautious" about investing in
hedge funds this year.

In fact, the incidence of survey respondents
planning to increase their asset allocations
into private equities this year (34%) was higher
than that of those planning to increase their
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allocations into hedge funds (31%).

The "new stars" of the affluent investing world
are international investments, Ms. Beyer said.
Fully 25% of respondents' portfolios were
invested outside the United States last year,
noted the survey. Ms. Beyer expects the
percentage to increase this year.

"I think the movement to international is the
most important we're seeing right now," she
said.

More than one-third of the survey respondents
said that Japan was their "favorite" country for
investment, followed by India (24%) and the
United States (16%).

In contrast with the respondents' enthusiasm
for the international markets was their growing
skepticism about other popular investment
vehicles and financial advisory services in
general, Ms. Beyer said.

"People are now more deeply cynical than ever
before," she said.

'Process over product'

Even popular investments, such as private
equities, are being viewed more skeptically,
Ms. Beyer said.

"There's a feeling that if everybody's on the
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bandwagon, maybe it's too late," she said.
"That could be an indication of what's to come
in the overall market."

Advisers who cater to wealthy clients need to
overcome this skepticism by being more
focused and "honest and forthcoming," Ms.
Beyer said.

Affluent clients with complex problems are
looking for "process over product," she said.
"There's no way you can pretend things aren't
complicated, but you have to create simplicity
out of the complexity."

An increasing number of wealthy IPI members,
Ms. Beyer said, are looking for a financial
"quarterback" to ride herd over their investment
allocations.

According to the organization, its 300 member
families oversee more than $50 billion.

In his new book, "Wealth: Grow It, Protect It,
Spend It and Share It" (Wharton School
Publishing, 2006), Stuart Lucas, chairman of
Chicago-based Wealth Strategist Network LLC,
describes the position as a "financial
administrator" who can coordinate specialists
for wealthy clients and measure financial
performance.

Survey respondents, however, said they were
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satisfied with their financial results last year.
Nearly half indicated that their portfolio
performance was better than expected at the
start of the year, while 30% said that it was in
line with expectations.

The survey was conducted online and via
mailed questionnaires in February.

0
COMMENTS

Vanguard money
markets still a
buck, but with
potential for
gates, fees

In latest test,
active managers
outperform bond
indexes

5 ways to
prevent
acquisition deals
from going bad

7 risks for
retirement
income planning

http://www.investmentnews.com/article/20150616/FREE/150619936/vanguard-money-markets-still-a-buck-but-with-potential-for-gates-fees
http://www.investmentnews.com/article/20150615/FREE/150619949/in-latest-test-active-managers-outperform-bond-indexes
http://topics.investmentnews.com/topics/broker-dealers.htm
http://topics.investmentnews.com/topics/investments.htm
http://topics.investmentnews.com/topics/registered-investment-advisers-ria.htm
http://www.investmentnews.com/article/20150615/FREE/150619958/7-risks-for-retirement-income-planning
http://topics.investmentnews.com/topics/your-practice.htm
http://www.investmentnews.com/article/20150615/FREE/150619956/5-ways-to-prevent-acquisition-deals-from-going-bad
http://www.investmentnews.com/article/20150615/FREE/150619949/in-latest-test-active-managers-outperform-bond-indexes
http://topics.investmentnews.com/
http://topics.investmentnews.com/topics/retirement-&-insurance.htm
http://topics.investmentnews.com/topics/regulation.htm
http://topics.investmentnews.com/topics/technology.htm
http://www.investmentnews.com/article/20150615/FREE/150619956/5-ways-to-prevent-acquisition-deals-from-going-bad
http://www.investmentnews.com/article/20150616/FREE/150619936/vanguard-money-markets-still-a-buck-but-with-potential-for-gates-fees
javascript:void(0)
http://www.investmentnews.com/article/20150615/FREE/150619958/7-risks-for-retirement-income-planning


6/17/2015 Alternatives still popular among affluent

http://www.investmentnews.com/article/20060501/SUB/605010706/alternatives-still-popular-among-affluent 6/7

Comments Community  Login

Sort by Best

Start the discussion…

Be the first to comment.

 Recommend

Subscribe to Print  Newsletter Sign-up  Register

NOW IN PRINT

This
week's
issue

To download
the full
contents of
this week's
issue,
click here.

Past Issues
June 8, 2015
June 1, 2015

GET DAILY NEWS
& INTEL

The pulse of the financial
advisory industry.

Breaking news and in
depth coverage of
essential topics delivered
straight to your inbox.

Your E-mail Sign up

CONNECT WITH
US

Register to access our
archive of leading
investment information
and data

Follow @newsfromIN

Follow @eventsfromIN

http://www.investmentnews.com/section/subscription-offers
https://disqus.com/home/inbox/
https://home.investmentnews.com/clickshare/addAccountShort.do
http://www.investmentnews.com/section/issue-archive/20150615
http://www.investmentnews.com/section/issue-archive
http://www.investmentnews.com/section/issue-archive/20150615
http://www.investmentnews.com/section/issue-archive/20150615
https://home.investmentnews.com/clickshare/addAccountShort.do
https://disqus.com/home/forums/incomments/
https://help.disqus.com/customer/portal/articles/1657951?utm_source=disqus&utm_medium=embed-footer&utm_content=privacy-btn
https://disqus.com/websites/?utm_source=incomments&utm_medium=Disqus-Footer
http://www.investmentnews.com/section/issue-archive/20150608
https://home.investmentnews.com/clickshare/subscriptionCenter.do
https://disqus.com/
https://twitter.com/newsfromIN
http://www.investmentnews.com/section/issue-archive/20150601
https://twitter.com/eventsfromIN


6/17/2015 Alternatives still popular among affluent

http://www.investmentnews.com/article/20060501/SUB/605010706/alternatives-still-popular-among-affluent 7/7

SUBSCRIBE TO
PRINT

May 24, 2015 VIEW ALL
NEWSLETTERS

Follow @statsfromIN

About  Contact  Staff  Help Center  Editorial Calendar  Media Kit
Reprints  Content Strategy Studio

Copyright © 2015 Crain Communications Inc. Use of editorial content without permission is strictly prohibited. Privacy Policy and
Terms & Conditions are applicable to you. All rights reserved.

http://www.investmentnews.com/article/20070112/STATIC/70112001
http://www.investmentnews.com/mediakit
http://www.investmentnews.com/section/subscription-offers
http://www.investmentnews.com/reprints
http://www.investmentnews.com/aboutus
http://www.investmentnews.com/article/20070619/STATIC/70619005
http://www.investmentnews.com/editcalendar
http://www.crain.com/
http://www.investmentnews.com/privacy
mailto:IN_Help@crain.com
https://twitter.com/statsfromIN
http://www.investmentnews.com/section/issue-archive/20150524
http://www.investmentnews.com/section/staff
https://home.investmentnews.com/clickshare/subscriptionCenter.do
http://www.investmentnews.com/section/content-strategy
https://twitter.com/eventsfromIN


6/17/2015 Behind the Titles - WSJ

http://www.wsj.com/articles/SB911929249329208500 1/4

Fįģųřįňģ ǿųț ẅħǻț șpěčįǻŀįșț țǿ ħįřě ẅħěň ỳǿų ħǻvě ǻ țǿǿțħǻčħě ǿř ỳǿųř VČŘ įș ǿň țħě
bŀįňķ įș ǻ ňǿ-břǻįňěř. Bųț ẅħǿm đǿ ỳǿų čǻŀŀ ẅįțħ qųěșțįǿňș ǻbǿųț ỳǿųř fįňǻňčěș?

Țħě čħǿįčěș ǻřě běẅįŀđěřįňģ. Ǻŀmǿșț ěvěřỳǿňě șěěmș țǿ bě șŀįppįňģ įňțǿ țħě řǿŀě ǿf
pěřșǿňǻŀ-fįňǻňčě ǻđvįșěř țħěșě đǻỳș. Břǿķěřǻģě fįřmș, bǻňķș ǻňđ įňșųřǻňčě čǿmpǻňįěș
ǻřě țųřňįňģ ǿųț "fįňǻňčįǻŀ čǿňșųŀțǻňțș" ǻňđ "fįňǻňčįǻŀ ǻđvįșěřș" ǻș fǻșț ǻș țħěỳ čǻň. Ǻňđ
čǿųňțŀěșș įňđěpěňđěňț přǿfěșșįǿňǻŀș, șųčħ ǻș fįňǻňčįǻŀ pŀǻňňěřș ǻňđ ǻččǿųňțǻňțș, ẅǿųŀđ
ŀěǻp ǻț țħě ǿppǿřțųňįțỳ țǿ ǻđđ ỳǿųř ňǻmě țǿ țħěįř čŀįěňț ŀįșțș.

Șǿ, ħǿẅ đǿ ỳǿų čħǿǿșě? Țħǿųģħ țħěįř țįțŀěș mǻỳ șǿųňđ țħě șǻmě, ǻđvįșěřș čǻň bě ẅǿřŀđș
ǻpǻřț įň bǻčķģřǿųňđ, țřǻįňįňģ ǻňđ șpěčįǻŀįżǻțįǿň, ňǿț țǿ měňțįǿň ħǿẅ țħěỳ čħǻřģě fǿř
țħěįř șěřvįčěș. Ǻňđ, ųňfǿřțųňǻțěŀỳ, ẅħěțħěř ỳǿų ģǿ țǿ ǻ fįňǻňčįǻŀ-șěřvįčěș fįřm ǿř țǿ ǻň
įňđěpěňđěňț fįňǻňčįǻŀ pŀǻňňěř, įț'ș řǻřě țǿ fįňđ șǿměǿňě ẅħǿ ħǻș țħě ǻňșẅěřș ǿň ǻŀŀ
pěřșǿňǻŀ-fįňǻňčě įșșųěș -- fřǿm țǻxěș ǻňđ ěșțǻțě pŀǻňňįňģ țǿ įňșųřǻňčě ǻňđ įňvěșțįňģ.

Běfǿřě čǿňțǻčțįňģ ǻ přǿfěșșįǿňǻŀ, ỳǿų fįřșț ħǻvě țǿ fįģųřě ǿųț ẅħǻț ķįňđ ǿf șěřvįčě ỳǿų'řě
ŀǿǿķįňģ fǿř. Ǻřě ỳǿų șpěčįfįčǻŀŀỳ įňțěřěșțěđ įň ģěțțįňģ ǻđvįčě ǿň įňvěșțměňțș, țǻxěș ǿř
ǻňǿțħěř țǿpįč? Ǿř ǻřě ỳǿų ŀǿǿķįňģ fǿř șǿměǿňě țǿ čǿǿřđįňǻțě ỳǿųř ẅħǿŀě fįňǻňčįǻŀ
pįčțųřě, ŀįķě ǻ fįňǻňčįǻŀ qųǻřțěřbǻčķ, čǿňșįđěřįňģ đěțǻįŀș fřǿm ẅħěțħěř ỳǿų ħǻvě ěňǿųģħ
đįșǻbįŀįțỳ įňșųřǻňčě țǿ ẅħěțħěř ỳǿųř įňvěșțměňț pǿřțfǿŀįǿ'ș ǻșșěțș ǻřě ǻŀŀǿčǻțěđ ẅįșěŀỳ?

Ẅħįŀě mǻňỳ fįňǻňčįǻŀ-șěřvįčě fįřmș ħǻvě șțǻřțěđ đįvěřșįfỳįňģ țħěįř přǿđųčțș ǻňđ ǻřě
țěǻčħįňģ țħěįř ěmpŀǿỳěěș țǿ țǻķě ǻ břǿǻđ ŀǿǿķ ǻț ěǻčħ čųșțǿměř'ș fįňǻňčįǻŀ pįčțųřě, įț'ș
șțįŀŀ přěmǻțųřě țǿ țųřň țǿ, șǻỳ, ǻ bǻňķ ǿř ǻ břǿķěřǻģě fįřm țǿ fįňđ șǿměǿňě țǿ čǿǿřđįňǻțě
ǻŀŀ țħě pįěčěș ǿf ỳǿųř pěřșǿňǻŀ-fįňǻňčě pųżżŀě. "Mǿșț ǿf țħěșě ǿřģǻňįżǻțįǿňș ǻřě țřǻįňįňģ
țħěįř ěmpŀǿỳěěș, bųț ňǿț ǻŀŀ ǿf țħěm ħǻvě țħě țǿǿŀș ỳěț țǿ bě ǻbŀě țǿ ěđųčǻțě țħě čŀįěňț

This copy is for your personal, noncommercial use only. To order presentationready copies for distribution to your colleagues, clients or customers visit
http://www.djreprints.com.
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ẅěŀŀ ěňǿųģħ," șǻỳș Ķěňňěțħ Ķěħřěř, ǻ fįňǻňčįǻŀ-șěřvįčěș čǿňșųŀțǻňț įň Přįňčěțǿň, Ň.J.

Fǿř ěxǻmpŀě, șǻỳ ỳǿų'řě țħįňķįňģ ǻbǿųț bųỳįňģ ǻ bǿǻț fǿř $20,000. Ǻ břǿķěř ẅįŀŀ bě ǻbŀě
țǿ țěŀŀ ỳǿų ẅħǻț įňvěșțměňțș ǻřě țħě běșț țǿ șěŀŀ țǿ řǻįșě țħě čǻșħ, ǻňđ țħěň ħě ǿř șħě ẅįŀŀ
ěxěčųțě țħě șǻŀě. Bųț įț'ș ųňŀįķěŀỳ țħǻț țħě břǿķěř ẅǿųŀđ ǻňǻŀỳżě ħǿẅ ỳǿųř řěțįřěměňț
ǻččǿųňț ẅǿųŀđ bě fǻvǿřǻbŀỳ ǻffěčțěđ įf ỳǿų șǻvěđ țħě mǿňěỳ řǻțħěř țħǻň șpěňđįňģ įț ǿň
țħě bǿǻț, șǻỳș Mř. Ķěħřěř. "Ňǿț ǻŀŀ břǿķěřș ǻňđ bǻňķ řěpřěșěňțǻțįvěș ǻřě ěqųįppěđ țǿ đǿ
țħįș ỳěț."

Ẅħǿ Ħǻș ťħě Ǻňșẅěřș?

Fįňǻňčįǻŀ pŀǻňňěřș ǻřě bỳ fǻř țħě břǿǻđěșț ǿf ǻŀŀ pěřșǿňǻŀ-fįňǻňčě přǿfěșșįǿňǻŀș țħěșě
đǻỳș. Bųț țħěỳ đǿň'ț ħǻvě ǻŀŀ țħě ǻňșẅěřș ěįțħěř.

İț'ș țħě fįňǻňčįǻŀ pŀǻňňěř'ș jǿb țǿ řěvįěẅ ỳǿųř fįňǻňčěș ẅįțħ ǻ ħǿŀįșțįč ǻppřǿǻčħ, țǿ mǻķě
șųřě ěǻčħ ǻșpěčț įș čǿǿřđįňǻțěđ șǿ ỳǿų șțǻỳ ǿň țřǻčķ țǿ měěț ỳǿųř ģǿǻŀș. Ěșțǻțě pŀǻňňįňģ,
đįșǻbįŀįțỳ ǻňđ ŀįfě įňșųřǻňčě, įňvěșțměňțș, řěțįřěměňț pŀǻňňįňģ ǻňđ čǿŀŀěģě șǻvįňģș ǻřě
ǻmǿňģ țħě vǻřįǿųș pįěčěș ǿf ỳǿųř pěřșǿňǻŀ pųżżŀě țħǻț ǻ pŀǻňňěř ẅįŀŀ fįț țǿģěțħěř.

Țǿ ǻččǿmpŀįșħ țħǻț țǻșķ, ħǿẅěvěř, pŀǻňňěřș ǿfțěň řěfěř țħěįř čŀįěňțș țǿ șpěčįǻŀįșțș. Fǿř
įňșțǻňčě, ẅħįŀě Țħǿmǻș Č. Ģřżỳmǻŀǻ, ǻ fįňǻňčįǻŀ pŀǻňňěř įň Ǻŀěxǻňđřįǻ, Vǻ., čǻň ǿffěř ǻŀŀ
țħě ǻđvįčě ħě ẅǻňțș ǿň ěșțǻțě pŀǻňňįňģ, "İ'm ňǿț ǻň ǻțțǿřňěỳ," ħě șǻỳș. "İ'vě șțųđįěđ ẅįŀŀș
ǻňđ țřųșțș, bųț İ čǻňňǿț pųț pěň țǿ pǻpěř ǻňđ ẅřįțě ǻ ẅįŀŀ ǿř ẅřįțě ǻ țřųșț běčǻųșě țħěň İ
ẅǿųŀđ bě přǻčțįčįňģ ŀǻẅ. Ẅħěň įț čǿměș țǿ țħěșě țħįňģș, İ řěfěř mỳ čŀįěňț țǿ ǻň ěșțǻțě
ǻțțǿřňěỳ."

Řěđųčįňģ țǻxěș ǻňđ ěvěň čħǿǿșįňģ įňđįvįđųǻŀ įňvěșțměňțș ǻřě ǿțħěř ǻřěǻș ẅħěřě ǿųțșįđě
ěxpěřțș ǻřě șǿųģħț. "Ẅě fěěŀ ẅě ǻřě čǻpǻbŀě ǿf ǻŀŀǿčǻțįňģ ǿųř čŀįěňțș' įňvěșțměňțș," șǻỳș
Mįčħǻěŀ Čħǻșňǿff, ǻ fįňǻňčįǻŀ pŀǻňňěř ẅįțħ Ǻđvǻňčěđ Čǻpįțǻŀ Șțřǻțěģįěș İňč. įň
Čįňčįňňǻțį, ǻňđ čħǻįřmǻň ǿf țħě Ňǻțįǿňǻŀ Ǻșșǿčįǻțįǿň ǿf Pěřșǿňǻŀ Fįňǻňčįǻŀ Ǻđvįșǿřș.
"Bųț ẅě đǿň'ț čǿňșįđěř ǿųřșěŀvěș pǿřțfǿŀįǿ mǻňǻģěřș ǿř mǿňěỳ mǻňǻģěřș, běčǻųșě ẅě
đǿň'ț țǻķě ǿň įňđįvįđųǻŀ șțǿčķ șěŀěčțįǿň."

Fǿř țħǿșě ķįňđș ǿf đěțǻįŀěđ đěčįșįǿňș, pŀǻňňěřș țųřň țǿ mǿňěỳ mǻňǻģěřș ǿř įňvěșțměňț
ǻđvįșěřș ẅħǿ șpěčįǻŀįżě įň įňvěșțměňț řěșěǻřčħ ǻňđ pǿřțfǿŀįǿ mǻňǻģěměňț ǻňđ ẅħǿ
țỳpįčǻŀŀỳ čħǻřģě ǻ șŀįđįňģ ǻșșěț-bǻșěđ fěě đěpěňđįňģ ǿň țħě șįżě ǿf țħě įňvěșțměňțș.

Ẅħǻť Ỳǿų'ŀŀ Pǻỳ

Ħǿẅ ỳǿųř ǻđvįșěř ǿř șpěčįǻŀįșț įș čǿmpěňșǻțěđ įș ǻňǿțħěř įmpǿřțǻňț įșșųě. Țħįș įșň'ț
ǻŀẅǻỳș čŀěǻř, șǿ įț įș įmpǿřțǻňț țǿ ǻșķ. Fěě-bǻșěđ ǻđvįșěřș, fǿř ěxǻmpŀě, mǻỳ čħǻřģě ǻ fěě
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ǻŀǿňģ ẅįțħ ǻ čǿmmįșșįǿň bǻșěđ ǿň įňvěșțměňțș ǻňđ įňșųřǻňčě pǿŀįčįěș țħěỳ șěŀŀ.

Ųňđěř čěřțǻįň čįřčųmșțǻňčěș, čŀįěňțș ǻț Měřřįŀŀ Ŀỳňčħ & Čǿ. ǻňđ Șǻŀǿmǿň Șmįțħ Bǻřňěỳ,
țħě břǿķěřǻģě ųňįț ǿf Čįțįģřǿųp İňč., ǻřě čħǻřģěđ ǻ pěřčěňțǻģě ǿf țħěįř ǻșșěțș řǻțħěř țħǻň
ǻ čǿmmįșșįǿň. Țħįș įș měǻňț țǿ ěŀįmįňǻțě ǻňỳ įňčěňțįvě ǿň țħě břǿķěř'ș pǻřț țǿ čħųřň
čŀįěňțș' ǻččǿųňțș.

Ħǿẅěvěř, ǻț mǿșț břǿķěřǻģě fįřmș șǻŀěșpěǿpŀě ǻňđ břǿķěřș ǻřě șțįŀŀ pǻįđ ǿň čǿmmįșșįǿň
"ǻňđ čǻň'ț mǻķě ǻ ŀįvįňģ ųňŀěșș ỳǿų bųỳ șǿměțħįňģ ǿř șěŀŀ șǿměțħįňģ," șǻỳș Mř. Ķěħřěř,
țħě čǿňșųŀțǻňț. "Čǿňșųměřș čǻň'ț ǻŀẅǻỳș bě șųřě țħěỳ'řě ģěțțįňģ ǿbjěčțįvě ǻđvįčě." Ǻț
ŀěǻșț 70% ǿf bǻňķș țħǻț ǿffěř břǿķěřǻģě șěřvįčěș ǻŀșǿ pǻỳ țħěįř břǿķěřș ǿň čǿmmįșșįǿň,
ẅħįŀě țħě řěșț țỳpįčǻŀŀỳ pǻỳ ǻ čǿmbįňǻțįǿň ǿf șǻŀǻřỳ pŀųș čǿmmįșșįǿň.

Fěě-ǿňŀỳ ǻđvįșěřș -- įňčŀųđįňģ mǿșț čěřțįfįěđ fįňǻňčįǻŀ pŀǻňňěřș -- čħǻřģě ěįțħěř ǻň
ǻňňųǻŀ řěțǻįňěř, ǻň ħǿųřŀỳ fěě, ǻ pěřčěňțǻģě ǿf ǻșșěțș ųňđěř mǻňǻģěměňț, ǿř ǻ
čǿmbįňǻțįǿň ǿf ǻňỳ ǿf țħǿșě. Ẅħįŀě fěěș čǻň vǻřỳ đřǻmǻțįčǻŀŀỳ đěpěňđįňģ mǻįňŀỳ ǿň țħě
șįżě ǿf ǻ čŀįěňț'ș ǻșșěțș, řěțǻįňěř fěěș țỳpįčǻŀŀỳ řǻňģě fřǿm $1,500 țǿ $3,000 ǻňňųǻŀŀỳ
(bįŀŀěđ qųǻřțěřŀỳ), ǻňđ ħǿųřŀỳ fěěș řųň fřǿm $100 țǿ $300. Ǻș ǻ pěřčěňțǻģě ǿf ǻșșěțș,
pŀǻňňěřș ģěňěřǻŀŀỳ čħǻřģě fěěș ǿf 0.5% țǿ 1%.

Pŀǻňňįňģ Čřěđěňťįǻŀș

Țħěřě ǻřě ňǿ ŀįčěňșįňģ řěqųįřěměňțș įňvǿŀvěđ įň běčǿmįňģ ǻ fįňǻňčįǻŀ pŀǻňňěř -- ǻňỳǿňě
čǻň ħǻňģ ǿųț ǻ șħįňģŀě ǻňđ bě įň bųșįňěșș. Bųț pŀǻňňěřș mǻỳ ħǻvě đěșįģňǻțįǿňș țħǻț
įňđįčǻțě țħěỳ ħǻvě pǻșșěđ čěřțǻįň ěxǻmįňǻțįǿňș ǻňđ ħǻvě pŀěđģěđ țǿ mǻįňțǻįň ěțħįčǻŀ
șțǻňđǻřđș.

Țħě mǿșț čǿmmǿň įș ǻ čěřțįfįěđ fįňǻňčįǻŀ pŀǻňňěř (ČFP), ǻ đěșįģňǻțįǿň ģįvěň bỳ țħě
Čěřțįfįěđ Fįňǻňčįǻŀ Pŀǻňňěř Bǿǻřđ ǿf Șțǻňđǻřđș įň Đěňvěř. Țǿ fįňđ ǻ ČFP įň ỳǿųř ǻřěǻ,
čǻŀŀ țħě İňșțįțųțě ǿf Čěřțįfįěđ Fįňǻňčįǻŀ Pŀǻňňěřș ǻț 800-282-7526. Țħě Ňǻțįǿňǻŀ
Ǻșșǿčįǻțįǿň ǿf Pěřșǿňǻŀ Fįňǻňčįǻŀ Ǻđvįșǿřș (888-333-6659) čǻň ǻŀșǿ řěfěř ỳǿų țǿ ǻ ČFP.

Ǿțħěř đěșįģňǻțįǿňș ǻřě čħǻřțěřěđ fįňǻňčįǻŀ ǻňǻŀỳșț (ČFǺ), čħǻřțěřěđ fįňǻňčįǻŀ
čǿňșųŀțǻňț (ČFČ) ǻňđ pěřșǿňǻŀ fįňǻňčįǻŀ șpěčįǻŀįșț (PFȘ).

Ňǿňě ǿf țħěșě đěșįģňǻțįǿňș ģųǻřǻňțěě șķįŀŀ ǿř ķňǿẅŀěđģě, șǻỳș Đǻvįđ Ķŀįff, ǻ fįňǻňčįǻŀ
pŀǻňňěř įň Bųffǻŀǿ Ģřǿvě, İŀŀ. Bųț țħě fǻčț țħǻț șǿměǿňě ħǻș ģǿňě țħřǿųģħ čǿųřșěș ǻňđ
țěșțįňģ mǻỳ įňđįčǻțě ǻ ŀěvěŀ ǿf șěřįǿųșňěșș ǻbǿųț țħěįř ǿččųpǻțįǿň, ħě șǻỳș.

ČFPș, fǿř ěxǻmpŀě, mųșț ħǻvě țħřěě ỳěǻřș ǿf přǿfěșșįǿňǻŀ ěxpěřįěňčě įň fįňǻňčě, țǻķě ǻ
přǿģřǻm ǿffěřěđ ǻț 89 čǿŀŀěģěș ǻňđ ųňįvěřșįțįěș čǿvěřįňģ 106 fįňǻňčě țǿpįčș, pǻșș ǻ 10-
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ħǿųř, țẅǿ-đǻỳ ěxǻm ǻňđ ǻđħěřě țǿ ǻ čǿđě ǿf ěțħįčș. ČFǺș ħǻvě pǻșșěđ țħřěě ěxǻmș ģįvěň
bỳ țħě Ǻșșǿčįǻțįǿň fǿř İňvěșțměňț Mǻňǻģěměňț ǻňđ Řěșěǻřčħ, ǻňđ ħǻvě ħǻđ țħřěě ỳěǻřș
ǿf přǿfěșșįǿňǻŀ ěxpěřįěňčě įň țħě įňvěșțįňģ fįěŀđ. PFȘ įș ǻ đěșįģňǻțįǿň ģįvěň bỳ țħě
Ǻměřįčǻň İňșțįțųțě ǿf Čěřțįfįěđ Pųbŀįč Ǻččǿųňțǻňțș fǿŀŀǿẅįňģ țħřěě ỳěǻřș ǿf ěxpěřįěňčě
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WH AT  VA LU E  DOE S  YOU R  
CPA BR I NG  TO  TH E  TA BL E ?

Chances are good you haven’t spent a lot of time considering this question. 

Once — or maybe a few times — each year, he or she reviews volumes of 

fi nancial information for you, applies specialized knowledge to complete 

some complicated forms and sends you the results. If you’re like most 

people — including most business owners and managers — you’re simply 

glad to have this process over with. And if you’re able to perceive any value 

at all in what’s been done, it’s probably related to the amount you think you 

saved in taxes. But what if you could ask more of your accountant — and 

get it? What would a deeper relationship look like, and what could it mean 

for your fi nancial and business affairs?



Thismaybethefirsttimeyou’ve
seentheword“innovation”usedinconjunction
withtheaccountingprofession.Weadmitthat
CPAsareoftenregardedasstodgynumbercrunch-
ers.It’struethattheprofessionhasverysolid—
andstolid—roots.Butalothaschangedoverthe
pastfewdecades,eveninthefieldof
accounting.

Technologysystemshavemadeiteasiertoperform
mostessentialfinancialfunctions.Mostindividuals
andbusinessesusesomesortoftechnological
aidtohelpmanagetheirfinances.Thesecanbeas
straightforwardastheprepackagedonlineservices
yourbankprovidesorasnuancedasacomplete
setofcustombooksinasoftwareprogramlike
QuickBooks®orPeachtree®.YourCPAshouldbe
abletohelpyouevaluatetheoptionsandmake

therightchoicesforyourpersonalandbusinesstherightchoicesforyourpersonalandbusinesstherightchoicesforyourpersonalandbusinesstherightchoicesforyourpersonalandbusinesstherightchoicesforyourpersonalandbusinesstherightchoicesforyourpersonalandbusiness
needs.Heorshemayevenbeabletohelpyou
implementasolutionthatwillsaveyoutime,money
andheadaches.

Theold-schoolmodelofaccountingwasalmost
entirelyreactiveandtransactional:cometax
timeyouraccountantwouldhelpyoufilloutyour
requiredfilings.Orhelpyouassembleandevaluate
thefinancialstatementsforyourbusiness.Ifyou
werelucky,heorshemightofferyouafewwordsof
advicebasedontrendsobservedfromthese
transactions.

Nowaccountantsmustbemoreproactive,helping
youwithstrategyandplanningtoavoidunforeseen
taxliabilities,keepyourbusinessonstablefooting
andevenprotectyourwealth.

Innovation

We Bridge the Gap.

Therearecertainthingsthatyou
absolutelyneedfromanaccountant(whetheryou
honestlywantthemornot).Solet’sstartwithafirm
graspontheobvious.

Youprobablyfirsthiredanaccountanttheyear
yourtaxfilingsgottoocomplexforyoutofeel
confidentaboutcompletingthemonyourown.
Heorshewasabletosynthesizeatremendous
amountofinformation,completetherequired
formsontimeand,hopefully,findlegalwaystoformsontimeand,hopefully,findlegalwaysto
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toacquire.

Ifyourunabusiness,you’vealsohadtouseone
ormoreaccountantstoreviewyourbooksperiodi-
cally,eithercreatingyourfinancialstatementsor
performinganaudit.Theseprocesses,whilenot
exactlyscintillating,giveyouareallyclearunder-
standingofwhat’sgoingonwithyourbusiness
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Tradition



TH E  BIG  P IC T U R E
Today’sfinancesaremorecomplexthaneverbefore.Therearemoreoptionsfor

structuringassetsandinvestments.Therearemoresourcesofincome.Andthere

aremorerisksinvolvedinmakingsurethatallofthepartsworktogethertowards

yourlong-termfinancialwell-being.

Thereisaprofessionalwho’sinagreatpositionto

shealreadyhasaprettyclearunderstandingofhow
yourassetsareallocatedandhowyourincomehas

ofyourlongertermgoalsandobjectives.Inshort,

No Interest But Yours
Insurveyaftersurvey,businessownersandhighnetworthindividualsrank

theiraccountantsastheprofessionalstheytrustmost—evenaheadoftheir

doctors.Why?Becauseyouraccountantisonlyinterestedinonething:help-

ingyoukeepmoreofthewealthyouhaveaccumulated.



TH E  TE A M
Youprobablyalreadyrelyonagroupofadvisorswhenitcomestofinancialmatters.

Onepersonmaymanageyourportfolio.Anotherhandlesyourinsuranceneeds.

Stillanotherstepsinwhenit’stimetobuyorsellrealestate.Evenyourbankermay

provideusefulguidancefromtimetotime.And,dependingonexactlyhowcom-

plicatedyourfinancesare,youmayalsouseaseparatefinancialplanner,entrust

yourinvestmentstomorethanonepersonandpurchaseinsurancefromdifferent

agents.Sometimesyourlawyerispartofyourfinancialgroup,particularlywhen

you’vegottocreateatrustorsetupyourestate.Ifyou’reinbusiness,thelistgets

evenlonger.

Realistically,then,inadditiontokeepingtrackof
allthethingstheseprofessionalsarehandlingfor
you,you’vegottokeeptrackoftheexpertsthem-
selves—whatthey’redoingonyourbehalf,
whetherthey’refollowingyourinstructionsand
whattheyadvisedyoutodolastTuesday.Plus,how
areyougoingtomakesurethatthey’reworkingin
concertforyourultimatebenefit?

Alloftheseexpertshavetheirownideasabout
therighttacticsfortheimportantpiecethey’re
responsiblefor.Verylikely,theirideasaregood,
inandofthemselves.Butaswenotedbefore,you
cannotchangeoneaspectofyourfinanceswithout
impactingtheothers.Andsinceyouprobably
haven’tchargedanyonewithwatchingoutforthe
bigpicture,you’reprobablymissingsomeopportu-
nitiestopreservemoreofyourwealthforthethings
thatareimportanttoyou.Whatifyoucouldpull
thisdiversegroupofpeopletogetherandmake
themintoyourownpersonalteam?

The Financial Quarterback
Infootball,thequarterbackistheonewhohasaclearviewoftheentirefield.

Heseeswheretheballisandwhathisteammatesaredoing,inadditionto

whattheothersideisattemptingtodo.SinceyourCPAalreadyhasaclear

viewofallthecomplexitiesofyourfinances,whynotconsidermakinghimor

heryourfinancialquarterback?Inthisrole,heorshecankeepaneyeon

what’sgoingonineveryareaofyourfinanciallifeandmakesurethepartsare

allworkingtogetherseamlessly.



TH E  GA M E  PL A N
Yourfinancialquarterbackwillhelpyoudevelopyouroverallfinancialstrategyor

gameplan.Heorshewillmakesurethelefthandknowswhattherighthandis

doing—thatallthemembersofthefinancialteamknowtheirrolesandexecute

theminawaythatsupportsthegameplan.

Thefinancialquarterbackisinthebestpositionto
seetheentirefield—who’swhere,who’sutilizing
whatstrategiesandwhatmovesaremostlikelyto
winthegame.Itwilltaketheentireteamtoachieve
theresultsyouwant.Yourfinancialquarterbackis
theretoasksmartquestionsoftheindividual
expertsandtoensurethatyouhavetheinformation
youneedtomaketherightchoices(you’restilla
keypartofyourownteam,afterall).Additionally,
heorshewillhelpyoumaketheadjustmentsyou
needtokeepyourstrategyuptodate.Asthegame
changes,soshouldyourgameplan.

Althoughyourfinancialquarterbackwon’treplace
theotherteammembers,heorsheshouldhavea
veryclearunderstandingofwhatittakestoplay
alltherolessuccessfully.Hemayhavecertifications
asafinancialplanner(CFPandPFSaretwo
excellentcredentials),beanauthorizedmortgage
broker,orevenholdoneormorelicensestosell
insurance.Lookforthesequalificationsinaddition
totheCPA;they’llensurethatyou’vefound
someonewhounderstandsalltherulesofthegame.
Thesecredentialwillalsoassureyouthatyour
quarterbackknowswhatittakestosucceedin
eachoftheotherroles.

Looking Down The Field 
OneofthebestreasonsforworkingwithaCPAwhoisqualifiedtoserveas

yourfinancialquarterbackisthatheorshecanhelpyouplanahead.Nobody

canpredictthefuturewithabsolutecertainty,butsavvyprofessionalscan

anticipateneedsastheygrowandchange.Andtheycanhelpyougetreadyto

dealwithlife’simportanttransitions.



TH E  WI N N ER S
Whenitcomestoyourfinances,thereareagreatmanythingstotrackandtobalance.AtAdelmanKatz&

Mond,we’recommittedtohelpingyouwinfinancially.Ofcourse,thegameisslightlydifferent,depending

onwhoyouare.Weunderstandthemostdifficultdecisionsfacingtheclientgroupsweworkwith:

Private and Closely-Held 
Businesses
Everydecision—andeverymove—you
makeisaccompaniedbythreeconcerns:
costcontrol,revenueenhancementand
regulatorycompliance.Getasolidgrasp
onthefactorsthataffecttheseissues,
andyou’vegotabettergriponyourown
destiny.You’llbeabletoseehowcurrent
performancecomparestopastperfor-
mance,andwhetheroneproductorservice
lineissuddenlybecomingawinneror
loser.You’llalsoknowwhereyourbiggest
opportunitiesare—andyourbiggest
risks.Andwhileyou’reatit,don’toverlook
thekeyfoundationsonwhichyour
businessisbuilt.Whataretherulesfor
buyingandsellinginterestinthebusiness?
Whathappensifonepartnerdiesor
becomesunabletoparticipatefully?

High Net Worth Individuals 
(And those on their way)
You’regettingtotheplacewheremanag-
ingyourfinancescouldbeafulltimejob
initself,robbingtimefromfamilyand
career.Thepiecesareendless—andvery
complicated.Whohastimetoconsider
whetheryouhavethebestmortgagefor
yoursituation?Orwhethergapsinyour
insurancepoliciesleaveyouopento
significantrisks?Howaboutwhetheryour
wealthisreallyprotectedfrommostrisks,
bothwithinyourlifetimeandbeyond—
includingafullyupdatedestateplan?
Ortofollowupandmakesureyour
portfoliomanagerisfollowingyour
instructions?Orevenorganizingand
managingalloftheseandotherfinancial
mattersonaday-to-daybasis?Wouldn’t
youresteasierifyoucouldrelyonanyouresteasierifyoucouldrelyonan
expertyoutrust?

Trusts, Estates and 
Not-for-Profi ts
Ifyou’rechargedwithoverseeingoneof
these,youmayhavethetrickiestbusiness
andfinancialmanagementjobofall.
There’snotmuchroomtomaneuver,and
someoneisnearlyalwayslookingoveryour
shoulder.Youhavetoplancarefully.After
all,theassetsyouhaveareallthatyoucan
counton.It’sbesttostartwithasound—
yetflexible—strategyandmakesureit’s
carriedoutfully.Therightteam—
startingwithasavvyCPAtoensurethat
thefinancialteamiscompletelyonboardthefinancialteamiscompletelyonboard
withyourstrategy—canmakeallthewithyourstrategy—canmakeallthe
difference.Youalsohavetokeeptrackofdifference.Youalsohavetokeeptrackofdifference.Youalsohavetokeeptrackofdifference.Youalsohavetokeeptrackof
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The Outcome You Want 
Youhavesomeideasaboutwhatyou’retryingtoachieve,

whetherit’sretiringat45,creatingabusinessyourgrandchil-

drencanrunprofitably,makingsurethatmostofyourhard-

gottenwealthgoestotheheirsyouselectedorevenprepar-

ingyournonprofitforitssecondcentury.We’reheretohelp

youmake—andexecute—theconcreteplansthatcan

makethosedreamscometrue.



230West41st—15thFloor
NewYork,NY10036-7207

Phone:(212)382-0404
Fax:(212)382-2686
www.akmcpa.com

Wegotstartedinbusinessover40yearsago.Atfirstwewerewhatyoumight

expect—theguyswhofilledoutthetaxformsanddidthefinancialstatements,

etc.Wewere—andstillare—greatnumbercrunchers.Gradually,though,our

clientsbeganrelyingonusmoreandmoreforadviceabouthowtoprotectand

growtheirassets,howtomaketheirbusinessesrunbetterandevenhowtotake

someoftheworryoutoffinancialdecision-making.Soweworkedhardtogeteven

smarterabouttheseandotherfinancialissues.

planning,areonthefacultiesofuniversitiesinthe
NewYorkmetroarea,andpossessawiderangeof
financialandinsurancelicenses.Andweworkwith
abroadnetworkoffinancialspecialistswithevery
conceivableapproach.Weeitherknowtheanswer
—orweknowwhotoask;wecandowhatyou
need,orwecanconnectyouwithsomeonewho
can.We’rehereforyou.

Today,nearly1,500clients—small-andmedium-
sizedbusinessesinallsectors,highnetworth
individualsandnon-profits—considerAdelman
Katz&Mondtheirmosttrustedbusinessadvisors.
We’reproudofourrecordandthesuccesseswe’ve
beenabletogenerateforourclients.

Andwemightjustbethepartneryou’relooking
fortohelpwithyourfinancialmanagementissues.
Callusforafreeconsultation.We’llhelpyouselect
theAKMCPAwhoseknowledgebaseandap-
proacharerightforyou.

“Ourwayisnotsoftgrass;it’samountainpathwithlotsofrocks.Butitgoes
upward,forward,towardthesun.”—  R U T H  W E S T H E I M E R—  R U T H  W E S T H E I M E R—  R U T H  W E S T H E I M E R



WH AT  VA LU E  DOE S  YOU R  
CPA BR I NG  TO  TH E  TA BL E ?



PROVIDING THE COMPETITIVE

By Stuart Kahan
In the summerof 2004, when the economy
started to wrest itself from its doldrums,the
NewYork City-based firm of Adelman, Katz

Mond (AKM)decided the time was ripe
to take a more proactive and consistent
approach to its marketing activities. The
firm partners recognized that marketing
was a necessary component of their prac-
tice, but they didn't have all the expertise
they needed to effectively address it.
Without an ongoing marketing effort, the
best that could happen was more of the
same: tax work, audit work, and the like.

Marketing, they reasoned, would
make it more feasible to explore broader
areas such as family office and financial

services.They felt that many opportunities
lay hidden within the firm’s current client
base and that these could only be lever-
aged through a strategic marketing plan.

According to Administrative Partner
Lawrence Katz, they neededsomeone with
whom they could share "chemistry." So,
when he, Co-managing Partner David
Mond, and Steven Skyles-Mulligan,exec-
utive director of Evoke Strategies, a
marketing communications company, sat 
down together, there was a"senseof click-
ing,'' hesays."It was an ability to work with
and play off of each other that wasn't so

New
A hands-on firm involved in all aspects

of a client's financial life.
Founded: 1971

Partners: 7
Staff: 11

Offices: 1
Internet site: akmcpa.com

apparent with the other firms we had inter-
viewed." Katz and Mond also liked the way
Evokepresentedspecific ideas, even at the first
meeting, when it wasn't clear the two firms
were going to be working together.

Once retained, Evoke created a tagline,
"Your Most Trusted Business Advisor,"
designed a service menu that listed every area
whereAKM could help clients, and produced
a brochure that became the centerpiece of its
strategy to change the way clients and
prospectsperceivedthe firm. It emphasized an
answer to a central question: "What valuedoes
your CPA bring to the table?"

Katz points out that the printed material
developed as part of the plan has helped
immensely."It's nicetobeabletoputsomething
ike our brochure in someone's hands. It's one

very positive element-among others-that
clientswill considerwhen deciding to retain us.
But it's not just about having something; it's
about having something good. This works on
both our confidencelevel in the sellingconver-
sation and the prospect's confidence in us."

The brochurereceivedthe 2006American
Graphic Design Award for excellence in com-
munication and graphic design.

CLIENTS PERCEPTION 
CHANGES
Katz says that the marketing plan has trans-
formed the selling process for partners, so
that it becomes a series of conversations in
which clients and prospective clients gain
useful insights and timely, practical advice.
"This has enhanced the firm's reputation,
increased the number of prospects who have
felt comfortable working with AKM, and
caused current clients to have conversations
with their AKM                                                              CPA that they would not
have had previously. Overall, we feel the
level of confidence clients place in the
firm-already very high-has gotten even
higher. There's an increased perception that
AKM is a very hands-on firm and, although

GETTING THE RIGHT PARTNER
l



Using a strategic marketingplan to create a more
 compelling value conversationand leverage opportunities.

a small it is one that is committed to
growing alongside its clients."

The new look has attracted a lot of
attentionandcreatedtheopportunityto talk
about things that the firm might not have
spoken about to particular clients, accord-
ing to Partner Warren Bergstein. "This has
led todiscussionsaboutotherindustrieswe
work in and broadenedour referral oppor-
tunities. Clients and referral sources have
gotten the impression that is getting
larger and branchingout. There is an over-
all sensethat wecan be a key partof clients'
overall financial lives, helping with plan-
ning,and strategicdecisionmaking,as well
as with the more mundaneand traditional
areas."

To stress that point, Katz notes that
there is one client who had a lot of funds in
variousaccountsand had designated in his
will how he wanted those funds disbursed.
“After reading theshortdiscussionof estates
and trusts in our marketing materials, he
contacted his CPA with a numberof ques-
tions. He was very concerned that some
funds be available for various purposes at
present, but wanted to keep his bequests

intact. With our help, he created a trust,
which gives him greatercontroland greater

Another client had worked with one
of the firm's partners on tax matters only
for over30 years, notes Mond."The mar-
keting material raised some interesting
questions for him and he contacted his
AKM partner.The client with a diverseset
of businessinterestsreceivedincomefrom
many different sources.As the client him-
self had  difficulty tracking it all, he
wondered how his selected executor (his
son) would address this. He also won-
dered whether there wasa better structure
for managing his interests. After consult-
ing with AKM, an LLC was created, with
theclient asmanagingpartner and several
of his beneficiaries as minority partners.
The approach is far more streamlined, the
client's son has a better understandingof
the diverse interests, and the tax implica-
tions have been favorable."

SHARING. RATHER
THAN SILOING
Alan Adelman, the firm’s senior co-man

212.382.0404
www.akmcpa.com

aging partner, indicates the partners feel
that what's growing for them and is of
great valueto theirclients is the"financial
“quarterback”approach mentioned in the
brochure. "We've alwayssaid that service
is numberone, two, three, and four with us.
Now, we've found more practical ways to
act on this commitment. There is an
increasing involvement in all areas of
clients' financial lives: planning, invest-
ment, insurances, retirement planning, and
the like, that dovetailsnicely with the gen-
eralized nature of the practice."

An interesting outgrowth of this
approach, and the marketing plan, is a
greater tendency of the partners to share,
adds Katz. "A real danger in partnership
organizationsis 'siloing,' where youeffec-
tively have as many diierent businessesas
you have partners. This usually does not
make the most business sense for the firm
and deprivesclients of ready access to the
depth and breadth of expertise that exists
within the firm."

He emphasizes that AKM has worked
to break down these barriers. 'There's
greater sharing of information than ever
before, and partnershave an increased ten-
dency to collaborateon client work. Each
client still has one principal contact at the
firm, butotherpartnersmorefrequentlyhelp
in areas where their expertise is greater,"
Bergstein adds,"If somebody calls me now
and says 'can you do I know we can do
X. It may not be me personally doing it, but
the whole working together." In addi-
tion, to Adelman Bergstein, Katz, and
Mond, the other partners are Jack Gold,
Stuart Hammer,and CraigVenokur.

Mond notes that the firm has a wide
rangeof servicesthat it now can performfor
almost any client including business man-
agement, family office, technology, trusts
andestates,and small/family/closely-held
business involving structures and gover-
nance, exit and succession planning,
accounting, financial statements, and tax.
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