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is is not an optimum relationship. Personal engagement 
bbetween the wealth manager and the client is one of the most 
critical aspects in the development of an effective investment 
portfolio and overall comprehensive nancial plan—one that 
makes the most of opportunities presented during economic 
growth but also successfully withstands the darker side of market 
volatility and depressed economies.

In fact, this is a relationship that is currently under intense 
sscrutiny as clients  begin to wonder if they are emerging from 
recent market corrections in the position they  had hoped to be 
in. Most high net worth individuals are investment savvy, 
However, the value of an advisor to guide them through difficult 
times and provide advice beyond portfolio management, should 
not be underestimated. 

is report takes a hard look at what drives the client-wealth 
manager relationship and for investors to contemplate their 
degree of satisfaction with their current nancial advisor. Or, if 

they are lacking a wealth manager, what characteristics they 
need to be aware of, as they explore taking on one of life’s more 
important relationships.

To many wealthy individuals, it seems as though 
their nances are almost always on automatic 
pilot. Sure, they get inquiries now and then from 
their wealth managers on purchasing of certain 
securities and updates regarding their portfolio’s 
performance. But for, the most part, many leave 
their wealth in the hands of an advisor with 
whwhom they have little contact and provides 
negligible value beyond portfolio management.
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advisor would be most suitable for the role. As In many 
industries, various investment professionals have different areas 
of expertise.  Once the client has identied exactly what he is 
looking for, he should inquire about the credentials of the 
prospective advisor to ensure it’s a good t.

PProfessional designations, previous employment and simply 
conversing about those things most important to the client, 
could oen help in the selection process.

One of the most important elements in selecting an appropriate 
wealth advisor is the specic role the client would like the 
professional to play.  e world of investment advisors/ nancial 
planners, and insurance professionals is vast.  e difference in 
the client- advisor experience between these groups is vast.  Some 
advisors focus almost exclusively on investments and returns.  
Others, place greater emphasis on tax and retirement 
cconsiderations.  Step one in this process is for the client to 
identify their specic set of needs and only then determine which

e Role

suffice, because the new normal will be for each client to receive 
customized attention,” notes the BCG report, “Global Wealth 
2018: Seizing the Analytics Advantage.”
Each client has his owns needs, preferences and behavior. ere 
are many data and analytical tools available to wealth managers 
to explore client and prospect backgrounds. But the tried and 

Creating the optimum client experience is one of the key factors 
that sets the best wealth managers apart from the others. But it is 
not just any client experience. It is one based on personalization. 
Business executives are well aware that they must customize 
products for their markets. “One size ts all” no longer cuts it.
“Delivering standardized experiences to clients will no longer

Personalization

portfolio. Consistent contact with the client is essential. Send-
ing him newsletters on the market performance, inviting him to 
seminars, and providing periodic reports on the performance of 
his portfolio are all part of the customer service. He or she 
might go the extra mile with periodic personal notes asking if 
his situation or thinking has changed and also the frequent 
phone call or regular meetings.
 
Smart prospects for wealth management services will always 
ask about the advisor’s availability. Some clients might need to 
be in touch regularly. Astute wealth advisors ask their clients 
how they prefer to communicate to ensure that they both are on 
the same page.

AAccording to a BCG report, “Global Wealth 2018: Seizing the 
Analytics Advantage,” wealth managers spend 60% of their  
time on client servicing and investment management. Most 
other advisors average 40 to 45%.

As one advisor says, “I treat each client as if he or she is my best 
client.”

Managing the wealth of a high net worth client is a service. As 
such customer service predominates. ere are many nancial 
advisors who can come up with a few distinct portfolios and 
client strategies. It presents them with little difficulty tting each 
client into one of these several groupings. It is then that 
salesmanship comes into play. e wealth manager’s task 
bbecomes one of convincing the client that that this particular 
strategy will work for him or her over the long run. Says manager 
to client: “sit back, I will handle everything for you.”

It might not sound ideal, but many wealthy clients embrace this 
approach. ey want their advisors to “earn their fees”. Many high 
net worth clients believe they could easily manage their money 
on their own if they wanted to take time away from other 
ppursuits.

e wealth manager who is on top of his game will draw in the 
client. He will develop a partnership with the high net worth 
individual and use every opportunity to both educate the client 
on the investment approach right for his particular circumstances 
and to involve him in decision-making with regard to his

e Relationship
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likely to customize a complete investment plan tailored to the 
high net worth client’s individual needs.

It is fundamental to the job that the wealth advisor have the 
aability to digest and incorporate all the information gathered 
about a person's nancial life and goals into a comprehensive, 
well-coordinated plan that connects that person's assets to their 
goals. It's also important for him or her to have, and follow, a 
well-dened planning process or methodology of analysis and 
implementation.

FiFinancial planning is a process, not a product. e process used 
in creating a comprehensive plan allows the professional to 
recommend those strategies that make sense to clients and 
their needs.

true method involves simply asking the right questions and 
taking the time to get to know the client.

e wealth manager must be as transparent as possible and 
disclose his information gathering process. e entire nancial 
planning system is founded on the nancial advisor’s capacity to 
develop having a complete picture and understanding of an 
iindividual's, a couple's or a family's nancial life and their goals, 
both short- and long-term. First-rate wealth managers are trained 
to perform a complete data-gathering process with all their 
clients, allowing them to see the big picture before making any 
recommendations to the client.

If the client’s professional advisor is only focused on gathering 
information about investments or insurance, that advisor is not

Personalization continued

e diligent wealth advisor will seek to nd out all he can about 
his clients’ motivation and goals. As for most people, the prima-
ry motivation for building wealth is to ensure nancial security 
and to afford a lifestyle of their choice. Beyond that, the pur-
pose of wealth becomes more externally focused. Nearly 
three-quarters of wealthy people (72%) are motivated to build 
wealth in order to have the ability to help others, according to 
tthe report, “U.S. Trust: Insights on Wealth and Worth.”

• Advisors should be asking about all of a client’s assets, both 

liquid and illiquid

• Liabilities, both short and long term

• Estate planning documents including trusts and wills

• Insurance policies, both life and liability

• Annual household income from both active and passive sources.

As mentioned, in order to provide comprehensive 
investment and planning advice, advisors should 
be asking numerous questions depending on the 
role they will play for the client. 

Below are some examples:

What Information Should Top Wealth Managers Be Seeking
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comprehensive approach –have made more progress toward 
achieving their goals.

Among those who have an advisor, the top two topics they 
discuss with their primary nancial advisor are tax planning 
and investment strategy or performance. Fewer than half are 
having in-depth discussions that align their wealth with 
iimportant goals and values. Topics high-net-worth clients want 
to discuss include not just estate planning but also the 
implications of different trust options, strategic philanthropy 
and preparing the next generation to be responsible stewards of 
family wealth.

Other topics include: Tax planning, Investment 
strategies/performance, Estate planning; Spending in 
rretirement; Trust options and implications, Best use of funds in 
rising-interest-rate environment, Planning for increased 
longevity; Planning for healthcare expenses (your own); 
Aligning investment decisions with personal values; Teaching 
children or heirs nancial skills; Facilitating discussions 
w/family about use of family wealth;  Planning for nancial 
implications of elder care, and Investing for social or 
eenvironmental impact.

Entrepreneurs and business owners are especially driven by a 
desire to create economic opportunities for others. Far fewer are 
motivated to create wealth simply to increase social status or for 
the thrill of it. 

e best wealth managers will try to nd out if their high net 
worth clients are satised with how they are utilizing their 
wealth, and if not what to do about it. Despite achieving nancial 
success, many of the wealthy aren’t fully satised that they are 
using it to its full potential, or as they hope to. Most wealth 
mmanagers would agree that satisfaction comes not from having 
wealth but from using it with intent and purpose.  It is here where 
charitable planning not only provides for tax efficiency, but it also 
engages the client from a totally different perspective.

In fact, only about half of the wealthy are fully satised with what 
they spend most of their money on.

HHelping others is the area where they feel the greatest potential to 
do more. Only 31% are fully satised that they are doing enough 
in service to others less fortunate, adds the U.S. Trust Study.
Six in 10 wealthy parents are satised that they have sufficiently 
invested in their children’s success; however, four in 10 feel they 
should be doing more (for their children or others), notes the 
U.S. Trust study.

WWhat is clear is that many people who use an advisor are either 
not taking full advantage of what the wealth managers can offer 
or have an advisor who is not articulating the full range of 
services he or she can provide.

One would think that an effective advisor would help the high 
net worth client clarify how he wants to use this wealth. Yet 
accaccording to a survey, fewer than half of the wealthy have clearly 
identied a purpose for the use of their wealth or taken deliberate 
steps to use wealth as intended.

e plain truth is an advisor who offers the basics of investing 
and tax help is ne for many individuals and their families but 
not for the high net worth individuals. ey mostly utilize the full 
breadth of an experienced wealth manager’s comprehensive 
oofferings. Yet, while most have a nancial advisor, only 16% are 
discussing a wide range of personal and wealth planning goals 
beyond a narrow focus on investing, taxes or estate planning, 
states the U.S. Trust study. 

ose who use an advisor – particularly an advisor with a more

What Information Should Top Wealth Managers Be Seeking continued
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Many wealthy individuals across all ages have a good idea of 
how they wish to utilize their wealth. But there are those who 
have only a vague idea. And, some who have come into wealth 
relatively quickly, might have no idea at all.

It is up to the nancial advisor to help his client ush out the 
best ways to use his wealth and to keep in touch as his ideas and 
needs crystalize. 

MMost who are over age 50 are focused on using their wealth to 
gain greater freedom and time, focus on family and help others. 
ose under the age of 50 (millennials and Gen X) desire to 
achieve their goals through work, investments and professional 
development. One-third of those under age 50 have put their 
wealth to work to create or invest in new innovation that will 
solve problems and lead to a better world. irty-seven percent 
of of those under age 50 also have used wealth to grow 
professionally or pursue a professional venture, such as starting 
a company.

e most effective planners are not those who try to be all things 
to all people.

ey are the ones who segment the market and develop expertise 
serving specic audiences and segments.

TTo be sure, some specialize in several segments, liked high net 
worth baby boomers, medical service providers like doctors and 
dentists and small business owners. But if you are a family with 
$20 million in assets and the leader of the family in his 60s, you 
might question whether an advisor who is catering to millennials 
with assets $500,000 is right for you.

Different Client Market Segments for Wealth Advisors
• • Millennials: Ages 21 –37 (Born 1981–1997) 
• Generation X: Ages 38 –53 (Born 1965–1980)  
• Baby Boomers: Ages 54 – 72 (Born 1946– 1964)  
• Silent Generation: Ages 73+ (Born before 1946)

Client Segmentation

 —a slightly greater focus on growth than in the previous two 
years, according to the U.S. Trust report. 

While the wealthy seek growth, they consistently say it’s a 
higher priority to manage risk, even if lower risk means lower 
returns.

NNot surprising, given their age, younger investors — millennials 
and Gen X – are more comfortable taking higher risks than 
older investors —baby boomers and  the silent generation.

Most nancial advisors will make it a point to gauge their clients’ 
tolerance of risk and translate these ndings into a coherent 
portfolio. How well the wealth manager reads his clients’ risk 
tolerance is essential to an effective asset allocation strategy.

e challenge for investors is to work with their wealth advisors 
to accurately identify the potential payback from various assets 
and gather them into constructing a portfolio that delivers the 
desired results over a specic time horizon.

A strong and lasting bull market like the one that ourished 
rrecently before the correction was marked by low volatility. It can 
lull wealthy investors into taking more risk than they originally 
intended. In fact, most high net worth individuals prefer asset 
preservation to asset accumulation as their key goals.

A A wealth manager who works hard for his clients will go the extra 
mile to signal warnings if he or she thinks the HNWI is taking on 
more risk than his prole allows. It is up to the wealth manager to 
educate clients. e risk premium of specic asset is the expected 
additional return for taking on additional risk.

Fiy-six percent of HNW investors say it’s a higher priority to 
grow assets than preserve existing assets in the current market

Managing Risk

Wealth Managers: What Sets em Apart
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While most HNW investors consider the impact of capital gains 
tax before making a decision to buy or sell an investment, only 
23% give it “a great deal” of consideration. is points to an 
opportunity for many to increase their aer-tax returns with 
greater awareness and advice.

ey do not necessarily expect one wealth manager to be 
knowledgeable in all of these areas but they do expect he or she 
to have members on their staff who have specic expertise and 
knowledge. If not, they will look to the wealth manager to 
recommend outside experts like estate planners who can handle 
the client’s individual issues. 

e complete wealth manager is well connected to a team of 
outside experts. How well he manages a client’s affairs reects in 
general on the wealth manager’s performance and service.

High net worth individuals and their families are concerned with 
an array of nancial topics that go beyond market investing and 
asset allocation. ey need advisory services on taxes, estate 
planning, succession planning, social impact investing, and 
philanthropy.

For example, many of the wealthy know that where their assets 
are held — taxable or non-taxable accounts —can be just as 
iimportant as which assets are held and are vigilant about tax 
efficient investing strategies.  

According to the U.S. Trust Study, more (58%) place a higher 
priority on minimizing taxes than on pursuing higher returns 
(42%), regardless of the tax impact.

It adds that tax sensitivity among the wealthy has remained fairly 
constant over the past ve years, peaking in 2016 .

Expertise

overcome any weakness in performance, especially during 
market or economic uncertainly. But any crack in trust levels 
can have a decidedly negative impact on the client-wealth 
manager relationship. 

DDemographically, there is evidence that younger investors have 
higher trust levels and satisfaction in the nancial industry. It 
might be that baby boomers have grown skeptical of investment 
professionals as they have witnessed far more economic 
uctuations and can report a diverse experience with different 
wealth managers. us, a pressing question is: Can wealth 
aadvisors win back the trust of skeptical older generation while 
hanging on to the relatively higher-levels of trust among 
younger investors.

• Fully disclose fees and other costs
• Have reliable security measures to protect client data 
• Disclose and avoid conicts of interest 
• Provide investment reports that are easy for client to 
understand 
• Generate returns similar to or better than a target benchmark
• • Charge fees that reect the value clients get from the 
relationship
• Employ investment professionals with credentials from 
respected industry organizations
(Source: CFA Institute, From Trust to Loyalty: A Global Survey of What Investors 

Want Charlottesville, VA: CFA Institute, 2016). 

What Wealth Managers do to Build Trust

Clients consistently rank trust as the biggest differentiator in 
hiring a wealth manager. Trust is a major factor clients weigh in 
deciding whether to refer others or expand the relationship with 
additional services or investment funds. To be sure, clients use a 
multitude of assessments to compare wealth managers including 
performance, scope of investment services, quality of investment 
advice and advisor reputation. But trust always scores high espe-
ccially when investment performance uctuates.

Most important attributes to look for in a wealth manager
• Trusted to act in my best interest 
• Recommended by someone I trust 
• Ability to achieve high returns 
• Commitment to ethical conduct
• Amount/structure of fees
• Compliance with industry best practice 
(Source: e Next Generation of Trust, CFA Institute)

Trust in institutions is very low among the general population.  
e reputation of nance is relatively low among industries. But, 
actual participants in the market have a more favorable view, 
notes the 2018 Edelman Trust Barometer.

Trust levels among investors—institutional asset owners and 
rretail—have risen since 2016. However, along with higher trust, 
wealthy investors say they have higher expectations. Because 
trust is such an integral gauge of a wealth manager, it tends to 

Trust

Wealth Managers: What Sets em Apart
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Trust is the foundation of the nancial and economic system. It 
is clear when trust is lacking by key nancial rms and 
managers and fraud occurs, this is extremely damaging to 
rms, investors, shareholders, employees, and all other 
sstakeholders. From the Enron scandal to the subprime crisis to 
the Bernie Madoff scam, wealthy individuals and all investors 
need to examine the track record of any prospective advisors 
for any traces of dishonesty.

Institutional investors’ expectations were also high, but they are 
much more satised with their managers. at is because of 
higher service levels, they provide, given their asset base. e 
most important factor to institutional investors is data security.

WWhat is most trusted source of investment advice? Only 65% said 
that their adviser is their most trusted source of advice. e rest 
responded similarly to those without an adviser, who rely on 
online research, friends and family, and investment newsletters.

Trust continued

Yet the complete wealth manager will also have expertise in 
aassisting the HNW client in fullling his life’s goals. Trust is the 
foundation of the nancial and economic system. It is clear 
when trust is lacking by key nancial rms and managers and 
fraud occurs, this is extremely damaging to rms, investors, 
shareholders, employees, and all other stakeholders. From the 
Enron scandal to the subprime crisis to the Bernie Madoff 
scam, wealthy individuals and all investors need to examine the 
tratrack record of any prospective advisors for any traces of 
dishonesty.

Sustainable, responsible and impact investing (SRI) is an 
investment discipline that considers environmental, social and 
corporate governance (ESG) criteria to generate long-term 
competitive nancial returns and positive societal impact, 
according to the Forum for Sustainable and Responsible 
Investing.   e US SIF Foundation’s 2018 “Report on US 
SSustainable, Responsible and Impact Investing Trends”  says that 
as of year-end 2017, more than one out of every four dollars

under professional management in the United States—$12.0 
trillion or more—was invested according to SRI strategies.    

 SRI investing has grown considerably since the 1980s due to 
these motivations: personal values and goals, institutional 
mission, and the demands of clients, constituents or plan 
participants. While wealthy investors want funds to contribute 
to society, they also expect a strong nancial performance.

- Climate change and carbon emissions 
- Shareholder advocacy
- Air and water pollution
- Biodiversity 
- Deforestation 
- Energy efficiency 
- - Waste management 
- Water scarcity 

- Customer satisfaction 
- Data protection and privacy
- Gender and diversity
- Employee engagement 
- Community relations
- Human rights
- - Labor standards

- Board composition
- Audit committee structure 
- Bribery and corruption 
- Executive compensation 
- Lobbying 
- Political contributions
- - Whistleblower rights

Environmental, Social, Governance Issues (ESG)

Closely related to the issue of trust in investing is the concern for 
social responsibility. One of the chief priorities high net worth 
individuals have with regard to utilizing of their wealth is to be 
an instrument of good for society. So that would be a major 
criteria for a wealthy individual in setting priorities and achieving 
his or her investment and wealth goals.

SSome wealth advisors might be expert at investing in the market, 
tax wise investing or helping to the client in such alternative 
investments as hedge funds, real state, art, etc.

Socially Responsible Wealth Management

Wealth Managers: What Sets em Apart
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shareholder issues.  Wealth managers might point out sustain-
able investing strategies to encourage responsible business 
practices and allocate capital for social and environmental ben-
et across the economy.

e US SIF identied $12.0 trillion in total assets under 
management at the end of 2017 using one or more sustainable, 
responsible and impact investing strategies.

Several research studies have demonstrated that companies 
with strong corporate social responsibility policies and 
practices are sound investments. Studies with such ndings 
have come from Oxford University, Deutsche Asset & Wealth 
Management, Morgan Stanley Institute for Sustainable 
IInvesting, TIAA - CREF Asset Management and the United Na-
tions Environment Programme Finance Initiative, among 
others. For example, in 2015 Deutsche Asset & Wealth 
Management and Hamburg University conducted a 
meta-analysis of over 2,000 empirical studies, making it the 
most comprehensive review of academic research on this topic. 
ey found that the majority of studies show a positive 
correlation between ESG standards and corporate nancial 
performance.

ey may actively seek out investments—such as community 
ddevelopment loan funds or clean tech portfolios—that are likely 
to provide important societal or environmental benets. Wealth 
managers should know that SR investors very oen become more 
involved in selecting investment vehicles. Some investors em-
brace SRI strategies to manage risk and fulll duciary duties; 
they review ESG criteria to assess the quality of management and 
the likely resilience of their portfolio companies in dealing with 
ffuture challenges. 

It is important to note that SRI previously embraced a negative 
approach to investing like avoiding tobacco, alcohol or military 
contractor stock. But now HNW clients have a more positive 
view seeking out climate preservation, energy efficiency, etc. 
Some are seeking nancial outperformance over the long term. A 
growing body of academic research shows a strong link between 
ESG and nancial performance.   Traditionally, responsible 
iinvestors have focused on one or both of two strategies. One 
would be ESG, the consideration of environmental, community, 
other societal and corporate governance (ESG) criteria in 
investment analysis and portfolio construction across a range of 
asset classes.  e second strategy, for those with shares in 
publicly traded companies, centers around shareholder resolution 
and practicing other forms of involvement and activism in 

Socially Responsible Wealth Management continued
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1. Explore the rm’s reputation and brand. 
AAsk the rm about the other types of clients they serve. Check 
out the rm on the Internet and the advisor on FINRA Broker 
Check websites. Make sure to understand the rm’s strengths and 
what services it lacks.  What types of values does it promote? 
ese considerations shape perceptions of your credibility. In 
fact, a recent study found that 46 percent of investors see brand as 
an important determinant of trust, versus only 33 percent in 
2016. (C2016. (CFA Study: e Next Generation of Trust)

2. Pay attention to the credentials of staff professionals and ex-
perts. Look at their bios. 
Do they have certications from well-known and respected 
nancial advisor organization’s like the Certied Financial 
Planners Boards, the Investment Management Consultants 
Association (IMCA) and the CFA Institute? Also ask if they 
handled the nances and investment of people like you—in terms 
of age, wealth levels and investments goals.

3. Assess whether your wealth manager has been honest and 
trust worthy in his relationship with you and other 
advisors he may have working with him. 
MMany observers believe wealth advisors should have a code of 
conduct to reinforce the rm’s commitment to ethics. Keep in 
mind that many investors are swindled by fraudulent managers 
in the nancial services industry. Consequently, professional 

ethics are becoming even more essential for maintaining 
trust—with a large number of investors worldwide saying they’d 
have more condence in investment management rms that 
adhere to a voluntary, industry-wide code of conduct.

4. Make sure your wealth management team keeps up with 
latest developments affecting your portfolio. 
ere is a plethora of new technology that is here now and 
coming in the future that will affect how your wealth advisor 
handles your portfolio and how it determines the best 
investments given your disposition to risk and your family and 
nancial goals. Plenty of new soware is being developed as 
well as a whole generation of articial intelligence and 
block-chain technology. In addition, the investment and 
eeconomic environment is constantly changing as well the types 
of traditional and alternative vehicles that could be added to 
your asset allocation. It’s up to your advisor to keep up with the 
changes.

 5. Determine the cost for the wealth management services. 
AAccording to the CFA Institute Study, e Next Generation of 
Trust, investors are becoming more price sensitive when it 
comes to working with advisers. It reports that more than 70 
percent of retail investors surveyed feel strongly that fees should 
reect the value they get from their relationships with their in-
vestment advisers, but only 41 percent of respondents are cur-
rently satised.

Wealth managers know or should know that 
the center of any interaction between a high 
net worth client and his or her advisor is 
credibility. It is a trait that encompasses but 
even goes beyond trust and honesty. It is the 
assurance of knowing that the client’s 
pprofessional advisor has his best interests at 
heart and has the ability and drive to ensure 
that the best effort and work emerges.

So how does a wealthy investor 
determine credibility?

e Credible Wealth Manager’s Checklist

Wealth Managers: What Sets em Apart
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In addition, some wealth managers may act in their own 
interest by promoting investments from which they can 
personally prot even if the investment vehicle might not be 
right for the client’s goals and expectations.

OOen it is best to pay a larger fee for a very reputable wealth 
manager. e most important thing to consider is the amount 
of value you’ll get for what you pay. If you’re spending a large 
percentage of your earnings on fees, it’s a good idea to be sure 
that your portfolio’s performance is worth the added expense.

More than 84 percent of investors would trust investment 
advisors more if they fully disclosed fees and costs, but only 48 
percent are satised they are currently getting this critical 
information, according to the CFA Institute, e next Generation 
of Trust, that looks at range of factors impacting investors’ trust.

Wealth managers can help you increase your wealth but their 
sservices are not cheap. ere are three basic ways that wealth 
managers get paid: by charging commissions on the products 
they sell or assigning fees to specic services or a combination of 
commissions and fees. Most clients prefer a fee agreement since 
they dislike being inundated by sales pitches every time they 
meet with their wealth manager.

e Credible Wealth Manager’s Checklist continued

times of growth and uncertainty. On their own, clients may 
make the wrong nancial decisions without the expertise and 
discipline of the experienced and knowledgeable wealth 
manager at their side. 

Another common barrier to effective investing is 
pprocrastination. It can cause all kinds of problems, not only 
with investments but with tax planning and estate planning.  A 
dedicated wealth manager can help keep the client on track and 
aware of the latest deadlines, government rules and appropriate 
strategies.

MMost HNWI will give over most or some of their wealth to their 
advisors to oversee and retain some of the remainder to manage 
on their own.

Most HNWI have been successful in their careers. ey are 
smart, resourceful, hard-working and creative. Many believe they 
can manage their wealth on their own. But then they discover 
they simply would like to devote their time to other endeavors.

A good wealth manager brings many important qualities to the 
table. One in particular doesn’t get a lot of attention, but is most 
important. at is, discipline.

AAs wealthy individuals get older, busier and perhaps more 
wealthy, their nancial goals – and options--get more 
complicated. Wealth managers can save their clients valuable 
time and help them remain disciplined about their nancial 
strategies. ey will help clients not only to make the right 
planning moves but ensure that clients stick to the game plan in

A Question of Discipline

present comprehensive services to the clients who need them. 
is basically means managing all of their client’s nancial 
needs and even some that might overlap into business and 
personal matters.

Services would include tax and estate planning, perhaps 
succession issues if there is a family business, retirement 
cconcerns, long-term healthcare, education, business nancing 
and more.  “Being your clients’ CFO means providing a 

With competition increasing and regulations tightening, wealth 
advisors are nding ways to better serve their clients, especially 
those managers reaching for the ultra-high net worth segment. 
e terms ‘holistic’ and ‘full-service’ have become popular as 
advisors try to up their offerings.

SSome larger banks with nancial wealth management services 
have been offering “MY CFO” services to their wealthy clients. 
Now more wealth managers are noticing that that they need to

As the Complexities of Wealth Accumulate, Consider A Personal CFO

Wealth Managers: What Sets em Apart
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Wealth advisors who are well connected to third party 
specialists can meet each client’s specic needs and provide 
comprehensive services that many of their peers cannot.

Organizing nances
Bill paying
Philanthropy/ charities interaction
Children’s education
Tax planning and implementation
Investment strategy
EEstate planning
Savings
Managing life’s priorities
Leading team of professionals
Succession planning

Major purchases and acquisitions
Time management
Legal difficulties
Collaboration with accountants
Overseeing insurance needs ( ) Managing family expense
Frequent meetings to review all family issues
MMonthly meetings to plan  nancials and tax issues
Regular meetings with family members and beneciaries
Emergency family/nancial meetings 
Educating family members on major investment and 
nancial concerns

Checklist of Possible CFO Services to High Net Worth Families

consultative practice,” according to one wealth manager. “e 
reality is that to provide top shelf services to clients you’ll have to 
reach out to experts in areas like estate planning, accounting and 
insurance.”

As the Complexities of Wealth Accumulate, Consider A Personal CFO continued

What’s their story of how they got into the business? You’ll also 
know very quickly if he is dedicated to going the extra mile for 
you and your family’s interests.

What specic services do you provide as part of your wealth 
management rm?
YYou may think you know especially if you have been working 
with the advisor over a period of time. But there might may be 
ancillary services that could be important to you now, that 
maybe didn’t attract your interest a few years back. For 
example, long-term care guidance and insurance or investing in 
alternative investments.

IIs your long-term investment strategy still viable? What are the 
pros and cons of different account types? Is it time to rebalance 
your investment portfolio, and set more aggressive benchmarks 
to help you reach your long-term goals? Don’t be shy about 
asking tough questions tough about his service offerings and 
how he would plug the gaps in any services you may want or 
need.

When evaluating your nancial situation, stop and ask a few hard 
questions about how you are getting investment and nancial 
guidance.

You might be interviewing investment managers for the rst time 
or reevaluating your current pro. At least, you should be 
ppreparing questions for your periodic check in with your regular 
wealth professional at might be a good opportunity to ask 
some probing questions. Here are some to consider.

What excites you about being a wealth advisor?
is is a good way to nd out if your advisor is very dedicated or 
in it for the money. It will give you a glimpse into his or her 
ppriorities. It is also a great way to get to know someone who has 
been holding back.

Does he care about the whole nancial picture: preserving 
existing assets, providing for future generations, making sure tax 
bases are covered, and building wealth for the long term? 

What Makes a Successful Wealth Manager

Wealth Managers: What Sets em Apart
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diverse portfolio. When maintaining a healthy risk is part of 
your long-term strategy, your pro will make it a priority to 
regularly rebalance your funds.

What new clients have come aboard? Who has recently le 
your rm and why?
YYou want to get a sense that your wealth manager’s reputation is 
growing and so are his assets under management. You may also 
need reassurance that you and your assets will continue to get 
his full attention.  Loss of clients is common so it is not 
necessarily a bad sign unless there is a pattern and a 
continuation of this trend. You might want to nd out exactly 
why clients are leaving. Perhaps there is a lack of 
ccommunication or a conict of interest issue that you should 
know about.

Are you a duciary?
is is one of the most essential questions to ask before 
entrusting your nances to an advisor. It will be important for a 
potential client to understand if the advisor has a legal and 
eethical obligation to make decisions in their best interest, and 
that the advisor is not simply working to build his own wealth 
through commissions. If the advisor is not a duciary, he may 
want to delegate duciary responsibility to another key person 
in the rm.

What is your investment approach?
You want a wealth manager who will encourage you to invest 
consistently, no matter how the market is performing. And you 
want someone who understands your risk tolerance and can 
work with it. 

IIs your manager too aggressive or too conservative? Does he or 
she have knowledge of alternative investments and is proactive in 
recommending vehicles that are not common. A great wealth 
manager will want to keep up with your life situation and 
milestones before he starts recommending strategies or products. 

You will also want your wealth manager to be current on 
political, economic and business developments that might 
ininuence his recommendations and his suggestions on your asset 
allocation.

How will you measure your portfolio’s performance?
Will he or she simply look at the performance of a particular 
group of stocks or funds. You want a pro who sees the big picture, 
not just individual fund performance. Rate of return is 
important, but it isn’t the only factor to consider.

WWhat about tax-savings moves. Has the wealth manager taken 
advantage of changes that might impact your estate planning. It is 
most important that your nancial advisor sees the value of a  

What Makes a Successful Wealth Manager continued

One client is quoted as saying, "We're moving a lot of money 
away from our investment advisor, because we don't hear about 
risks or better investments; we don't get updates on fees and 
costs, or when it's a good time to buy or sell, or sometimes an 
investment comes to term and is sold and we pay a penalty,"

Clients tend not to ask the right questions when following up 
with their advisor. Instead, they should not hesitate to call their 
advisors and ask them to produce performance reports that are 
specic to their accounts.

All investors have a right to expect their advisors to be 
transparent. Unfortunately, that is not the case in many 
situations. 

A A report by Phoenix Marketing International states that 35% of 
nancial services clients weren't condent that the information 
they receive from their investment professionals was accurate and 
dependable.

Transparency Rules

Wealth Managers: What Sets em Apart
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Crown Financial Partners
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Always keep in mind that the investment 
world is dynamic, constantly changing. You 
and your needs will likely change with it. e 
person you designate to manage your wealth 
must have high standards, a keen sense of 
purpose, dedication and a steady hand at the 
wheel. But he must also be exible—ready to 
chchange as your needs change and your 
wealth grows.

A Final Word

Wealth Managers: What Sets em Apart


