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Simply brilliant.
Ameriprise Financial is proud to celebrate our Barron’s Hall of Fame
advisors and all of our advisors who have been recognized by Barron’s
this year. We thank you for your dedication and commitment to helping
clients feel confident, connected and in control of their financial lives.

Advisors achieved Barron’s Hall of Fame advisor status in 2019. Barron’s Hall of Fame advisors have been ranked for 10 or more years on one of the following lists:
Barron’s Top 100 Financial Advisors, Barron’s Top Women Financial Advisors or Barron’s Top 100 Independent Advisors. Barron’s listings are based on data compiled
by many of the nation’s most productive advisors, which is then submitted to and judged by Barron’s. Key factors and criteria for each award include: assets under
management, revenue produced for the firm, regulatory and compliance record, and years of professional experience. Barron’s is a registered trademark of Dow Jones,
L.P. All rights reserved. This award is not indicative of this advisor’s future performance.

Ameriprise Financial Services, Inc. Member FINRA and SIPC. © 2019 Ameriprise Financial, Inc. All rights reserved.
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right is structuring incentives to retain advi-
sors and staff. If advisors leave, it can be a
headache for clients to follow them to a new
firm. If administrative staff members leave,
service can suffer, and errors in billing and
paperwork can start to appear.
Full integration is a three-year process,

according to Tibergien. The first year is “rit-
ual sniffing,” with the new colleagues getting
to know one another, he says. The second
year brings at least partial integration. In the
third, the dominant partners make far-reach-

ing decisions about strategy, structure, people,
and processes. “It isn’t uncommon to say, ‘We
aren’t going to force you to do anything; you
don’t have to adapt,’ so no synergy occurs,”
says Tibergien. But avoiding the tough con-
versations will ultimately weaken a firm and
affect the client experience, Tibergien warns.
The demands of integration are such that

Mariner periodically hits the pause button on
M&A. It isn’t pursuing any deals beyond the
ones already in the works, and won’t do so
until at least the second quarter of 2020, says
Bicknell.
Indeed, in cases where two merged firms

have different cultures, the organizational
upheaval can be so pronounced that it results
in a failed marriage. The root of such failures
often is a “tendency to focus on [acquisition]
price and not focus enough on culture,” Tiber-
gien says.
During courtship, firms must take a hard

look at whether their clients, processes, com-
pensation, and other characteristics are a
good match, he says. Rushing to the altar—or
bank—can have regrettable results.
When it comes to growth, how fast is too

fast? For clients, it all depends on the bench-
mark service level they’ve established with
their advisor and their support team, says
Canter. “Any break in responsiveness, or fail-
ure to execute against an important task like
tax-loss harvesting or managing a charitable
donation,” can signal that a firm has gotten
over its skis, he says.
To avoid that scenario, the most successful

firms start adding infrastructure well before
they need all of the capacity, says DeVoe.
That includes hiring more advisors, support
staff, and compliance and even marketing offi-
cers. “The drive for many of us entrepreneurs
is to just make it bigger and better,” DeVoe
says. “It’s part of human nature: We want to
climb those mountains.”

Mark Tibergien, CEO of Advisor Solutions at
BNY Mellon/Pershing, one of the industry’s
leading custodians.
It’s possible for any business to grow too

fast, of course. Remember Crumbs Bake
Shop? Probably not. The gourmet-cupcake
business rose to fame and went public in 2011,
but closed in 2016 after investing in too many
physical locations. Likewise, videogame devel-
oper Zynga, a powerhouse during the same
era, fell to earth due to poorly thought-out
investments and a lack of innovation.
Thriving independent advisory firms might

tell themselves that they’re smarter and their
business models sounder than those other
consumer-brand stumbles. But Tibergien says
they should take care to avoid overconfidence.
“Many firms are operating at capacity; there’s
a physical limit to the number of client rela-
tionships they can manage,” he says. “The
market’s rise camouflages a lot of sins be-
cause they aren’t investing in infrastructure.”

M ERGERS AND ACQUISITIONS MAKE

sense on the surface: For starters,
they clearly can benefit clients by

bolstering a firm’s investing and financial-
planning expertise, support staff, and client-
facing technology. For instance, Mariner has
almost 50 tax professionals on staff, and it
operates a trust company. “That’s possible
only through growth,” says Bicknell.
Similarly, under the Goldman umbrella,

United Capital’s clients will have broader ac-
cess to banking services, more alternative
investments, and additional capital-markets
opportunities, in addition to broader access to
banking services. “We’d tried for the past de-
cade to find a banking solution for our retail
clients and never found one we could make
work,” Duran says. Thanks to the Goldman
acquisition, “we’re a full-service firm now.”
Mergers can create service redundancy for

clients. Right now, the vast majority of inde-
pendent advisors are solo practitioners who
lack a plan for what happens to their clients
when the advisor retires or otherwise quits a
practice. When such advisors work within
firms, the succession issue is more easily ad-
dressed. “If I’m looking for my teeth and
glasses,” Tibergien says, “I don’t want to
[also] be looking for another advisor.”
Combined firms can also provide better

career paths for young talent. Mariner has
hired 140 new associates this year, says Bick-
nell, and 45 of those new hires replaced a vet-
eran who was promoted to a new position.
But mergers also are full of potential pit-

falls. Integrating two businesses, each with its
own culture, technology, workflow, and busi-
ness structure, is a complex process fraught
with potential friction, says David Canter,
head of the RIA segment at Fidelity Clearing
& Custody Solutions.
Perhaps the most important thing to get

Creative’s CEO, Peter Mallouk, concurs.
“I’m not naive enough to think I’m going to
have tens of thousands of clients and hun-
dreds of employees, and have every moment
go perfectly every day,” he says, but “I think
we are pretty close. I think we do a really,
really good job.”
The independent-advisory business is si-

multaneously growing and consolidating. The
number of significant deals has increased from
36 in 2013 to 99 in 2018, and 65 in the first
half of 2019 alone, according to DeVoe & Co.
At year end, there were 17,107 retail-focused
RIA firms, collectively managing $4.8 trillion
in assets, according to Cerulli Associates.

I N RECOGNITION OF THIS FACT, BARRON’S
launched its Top RIA Firms ranking three
years ago, and this year we’ve expanded

the ranking to 50 spots from last year’s 40.
This year’s Top 50 RIA Firms starts on page
S8; our 13th annual Top 100 Independent Fi-
nancial Advisors, which ranks individual advi-
sors rather than firms, starts on page S19.
The RIA industry’s growth has been

driven by three streams—organic, acquisi-
tions, and mergers and strategic partnerships.
Creative Planning has grown organically;
Mallouk says the firm has done only one ac-
quisition in his 15 years at the helm, the pur-
chase of a $500 million Minneapolis RIA ear-
lier this year.
Others, like HighTower and Mariner

Wealth Advisors, are growing through acquisi-
tion. Mariner, based in Overland Park, Kan.,
made three purchases in 2018 and will add 11
or 12 more this year, according to CEO Marty
Bicknell. The industry’s merger mania is
driven by the need to attain scale that will let
RIAs cope with the rising cost and complexity
of technology and compliance.
This year’s No. 1 firm, Edelman Financial

Engines, is the highest-profile example of
merger-driven growth, having combined Edel-
man Financial Services with Financial En-
gines last year. More recently, 2018’s No. 2-
ranked firm, United Capital, was subsumed
by Goldman Sachs earlier this year in a deal
valued at $750 million. Joe Duran, United
Capital’s founder and CEO, says the deal
brought his firm a new-client pipeline and a
much bigger technology-development budget.
A historic bull market has provided the

fuel for this growth; the Standard & Poor’s
500 index has risen, on average, more than
13% a year over the past 10 years. That has
pushed the overall asset growth of advisory
firms into the double digits, according to
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On the Move
RIA firm executives
who have graduated
into management
roles after successful
careers as advisors.

Avoiding the tough
conversations will
ultimately weaken a

firm and affect clients.

HOW TO REUSE THIS CONTENT
To repurpose this content digitally or in print,
contact Dow Jones Reprints and Licensing.

Telephone: 1-800-843-0008
E-mail: customreprints@dowjones.com
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1. Spuds Powell
KayneAnderson Rudnick Inv. Mgmt.,
LosAngeles
2018 Rank: 1
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $29,528
Typical Acct Size (mil): $8.5
Typical Net Worth (mil): $20

2. Charles C. Zhang
Zhang Financial, Portage, Mich.
2018 Rank: 6
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $3,503
Typical Acct Size (mil): $2
Typical Net Worth (mil): $3

3. Kimberlee Orth
Ameriprise Financial, Wilmington, Del.
2018 Rank: 11
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $2,622
Typical Acct Size (mil): $5.69
Typical Net Worth (mil): $14.38

4. Stephan Cassaday
Cassaday & Company, Mclean, Va.
2018 Rank: 12
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $3,240
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $2

5. Edward Cronin
Manchester Capital Mgmt.,
Montecito, Calif.
2018 Rank: 8
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $3,660
Typical Acct Size (mil): $25
Typical Net Worth (mil): $60

6. Richard Saperstein
Treasury Partners at HighTower,
New York
2018 Rank: 10
Client Types: HNW, UHNW,
Institutional
Team Total Assets (mil): $14,857
Typical Acct Size (mil): $20
Typical Net Worth (mil): $25

7. Seth Finkel
Neuberger Berman, New York
2018 Rank: N
Client Types: HNW, UHNW,
Institutional
Team Total Assets (mil): $2,966
Typical Acct Size (mil): $10
Typical Net Worth (mil): $20

8. Steven Hefter
HLM Capital, Highland Park, Ill.
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $5,750
Typical Acct Size (mil): $15
Typical Net Worth (mil): $20

9. Valerie Newell
Mariner Wealth Advisors, Cincinnati
2018 Rank: 15
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $3,168
Typical Acct Size (mil): $3
Typical Net Worth (mil): $7.5

10. Stephanie J. Stiefel
Neuberger Berman, New York
2018 Rank: N
Client Types: HNW, UHNW,
Institutional
Team Total Assets (mil): $2,613
Typical Acct Size (mil): $15
Typical Net Worth (mil): $45

11. Jon Goldstein
First Republic Investment Mgmt.,
Palo Alto, Calif.
2018 Rank: 7
Client Types: HNW, UHNW
Team Total Assets (mil): $5,140
Typical Acct Size (mil): $50
Typical Net Worth (mil): $100

12. Erik Morgan
Freestone Capital Mgmt., Seattle
2018 Rank: 18
Client Types: HNW, UHNW
Team Total Assets (mil): $4,680
Typical Acct Size (mil): $4.41
Typical Net Worth (mil): $8.31

13. ThomasMoran
Moran Wealth Mgmt., Naples, Fla.
2018 Rank: N
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $3,484
Typical Acct Size (mil): $5
Typical Net Worth (mil): $25

14. Paul Tramontano
First Republic Investment Mgmt.,
Greenwich, Conn.
2018 Rank: 17
Client Types: UHNW, Foundations
Team Total Assets (mil): $3,168
Typical Acct Size (mil): $40
Typical Net Worth (mil): $100

15. Richard Joyner
Tolleson Wealth Management,
Dallas
2018 Rank: 19
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $6,190
Typical Acct Size (mil): $40
Typical Net Worth (mil): $87

16. David Kudla
Mainstay Capital Management,
Grand Blanc, Mich.
2018 Rank: 20
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $2,566
Typical Acct Size (mil): $0.75
Typical Net Worth (mil): $3

17. John Krambeer
Camden Capital, El Segundo, Calif.
2018 Rank: 41
Client Types: Retail, HNW, UHNW,
Foundations
Team Total Assets (mil): $4,579
Typical Acct Size (mil): $15
Typical Net Worth (mil): $50

18. DagnyMaidman
First Republic Investment Mgmt.,
San Francisco
2018 Rank: 29
Client Types: HNW, UHNW
Team Total Assets (mil): $2,800
Typical Acct Size (mil): $50
Typical Net Worth (mil): $500

19. Kevin Grimes
Grimes & Company,
Westborough, Mass.
2018 Rank: 25
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,646
Typical Acct Size (mil): $3
Typical Net Worth (mil): $10

20. Dale Yahnke
Dowling & Yahnke, San Diego
2018 Rank: 27
Client Types: HNW, UHNW
Team Total Assets (mil): $4,356
Typical Acct Size (mil): $4.16
Typical Net Worth (mil): $30

21.William Peterson
Neuberger Berman, New York
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $1,814
Typical Acct Size (mil): $6.5
Typical Net Worth (mil): $13

22. Susan Kaplan
Kaplan Financial Svcs.,
Newton, Mass.
2018 Rank: 26
Client Types: HNW, UHNW
Team Total Assets (mil): $2,051
Typical Acct Size (mil): $3.5
Typical Net Worth (mil): $11

23. Jon Jones
Brighton Jones, Seattle
2018 Rank: 32
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $6,127
Typical Acct Size (mil): $3
Typical Net Worth (mil): $5

24. Robert Balentine
Balentine, Atlanta
2018 Rank: 24
Client Types: HNW, UHNW,
Foundations, Institutional
Team Total Assets (mil): $3,120
Typical Acct Size (mil): $17.43
Typical Net Worth (mil): $25

25. Charles Brighton
Brighton Jones, Seattle
2018 Rank: 31
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $6,127
Typical Acct Size (mil): $3
Typical Net Worth (mil): $5

26. StevenWeinstein
Altair Advisers, Chicago
2018 Rank: 28
Client Types: HNW, UHNW
Team Total Assets (mil): $4,902
Typical Acct Size (mil): $15
Typical Net Worth (mil): $30

27. Daniel Wiener
Adviser Investments, Newton, Mass.
2018 Rank: 30
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $5,974
Typical Acct Size (mil): $1.49
Typical Net Worth (mil): $2.5

28. DavidMabie
Chicago Capital, Chicago
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $1,901
Typical Acct Size (mil): $5
Typical Net Worth (mil): $5

29. Holly Newman Kroft
Neuberger Berman, New York
2018 Rank: N
Client Types: HNW, UHNW,
Endowments
Team Total Assets (mil): $1,770
Typical Acct Size (mil): $7
Typical Net Worth (mil): $15

30. Grant Rawdin
Wescott Financial Advisory Group,
Philadelphia
2018 Rank: 35
Client Types: Retail, HNW, UHNW,
Foundations, Institutional
Team Total Assets (mil): $2,223
Typical Acct Size (mil): $8
Typical Net Worth (mil): $22

31. Brenna Saunders
Creative Planning,
Overland Park, Kan.
2018 Rank: 54
Client Types: HNW, UHNW
Team Total Assets (mil): $1,918
Typical Acct Size (mil): $2.97
Typical Net Worth (mil): $13.03

32. Virginia Guy
Neuberger Berman Investment
Advisers, New York
2018 Rank: N
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $1,420
Typical Acct Size (mil): $7
Typical Net Worth (mil): $20

33. FrankMarzano
GMAdvisory Group, Melville, N.Y.
2018 Rank: 59
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,140
Typical Acct Size (mil): $20
Typical Net Worth (mil): $30

34. Frank Reilly
Reilly Financial Advisors,
La Mesa, Calif.
2018 Rank: 40
Client Types: Retail, HNW,
Institutional
Team Total Assets (mil): $2,257
Typical Acct Size (mil): $2
Typical Net Worth (mil): $6

The 2019 Top 100 Independent Advisors
Here are America’s top independent financial advisors, as identified by Barron’s. The ranking reflects the volume of assets overseen by the advisors and their teams, revenues generated for the firms, and the
quality of the advisors’ practices. The scoring systemassigns a top score of 100 and rates the rest by comparing themwith the top-ranked advisor.Aranking of “N” indicates the advisor wasn’t ranked in the specified
year. HNW=high net worth; UHNW=ultrahigh net worth.
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Thanks to leaders like you, more and more investors are trusting independent advisors with their financial hopes and
dreams. Your exceptional work and service is helping set the standard for the financial services industry.

Charles Schwab is proud to be the largest supporter of one of the fastest-growing segments in financial services—
independent financial advisors who are entrusted with $5 trillion of their clients’ wealth.

advisorservices.schwab.com

Schwab Advisor Services™ serves independent investment advisors and includes the custody, trading, and support services of Schwab. Independent advisors are not owned by, affiliated with, or supervised by Schwab.
TRG (0919-9JVJ) Barron’s is a registered trademark of Dow Jones & Company Inc. and is not affiliated with Charles Schwab & Co., Inc. ©2019 Charles Schwab & Co., Inc. (“Schwab”). All rights reserved. Member SIPC.

We applaud Barron’s Top 100
Independent Financial Advisors.

Excellence is defined
by leaders like you.

S20 B A R RON ’ S September 16, 2019

35. Randall Linde
AGPWealth Advisors, Renton, Wash.
2018 Rank: 49
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,082
Typical Acct Size (mil): $0.88
Typical Net Worth (mil): $2.5

36. PaulWest
Carson Wealth Management Group,
Omaha, Neb.
2018 Rank: 57
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $5,403
Typical Acct Size (mil): $5
Typical Net Worth (mil): $10

37. Jeffrey Grinspoon
VWGWealth Management
at HighTower, Vienna, Va.
2018 Rank: 63
Client Types: HNW, UHNW,
Institutional
Team Total Assets (mil): $2,120
Typical Acct Size (mil): $5
Typical Net Worth (mil): $7

38. Gerard Klingman
Klingman &Associates/Raymond
James, New York
2018 Rank: 46
Client Types: HNW, UHNW
Team Total Assets (mil): $2,336
Typical Acct Size (mil): $10
Typical Net Worth (mil): $15

39. James B. Stack
Stack Financial Management,
Whitefish, Mont.
2018 Rank: 43
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,311
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $5

40. Laila Pence
Pence Wealth Management,
Newport Beach, Calif.
2018 Rank: 38
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,738
Typical Acct Size (mil): $2
Typical Net Worth (mil): $5

41. Gary Ran
Telemus Capital, Southfield, Mich.
2018 Rank: 50
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,810
Typical Acct Size (mil): $2.64
Typical Net Worth (mil): $8

42. Glenn Degenaars
First Republic Investment Mgmt.,
New York
2018 Rank: 76
Client Types: HNW, UHNW,
Endowments, Institutional
Team Total Assets (mil): $1,854
Typical Acct Size (mil): $20
Typical Net Worth (mil): $37.5

43. Alex Shahidi
Advanced Research Inv. Solutions
(ARIS), LosAngeles
2018 Rank: 44
Client Types: UHNW, Foundations,
Institutional
Team Total Assets (mil): $11,372
Typical Acct Size (mil): $20
Typical Net Worth (mil): $25

44. Jonathan Kuttin
Kuttin Wealth Mgmt., Hauppauge, N.Y.
2018 Rank: 51
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,944
Typical Acct Size (mil): $1
Typical Net Worth (mil): $3.9

45. Molly Rothove
Creative Planning,
Overland Park, Kan.
2018 Rank: 62
Client Types: HNW, UHNW
Team Total Assets (mil): $1,379
Typical Acct Size (mil): $1.51
Typical Net Worth (mil): $7.44

46. Richard S. Brown
JNBAFinancial Advisors, Minneapolis
2018 Rank: 47
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,518
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $2

47. John Henry
OBS Financial, Perrysburg, Ohio
2018 Rank: 45
Client Types: Retail, HNW,
Institutional
Team Total Assets (mil): $1,950
Typical Acct Size (mil): $0.13
Typical Net Worth (mil): $0.19

48. Daniel Roe
Budros, Ruhlin & Roe,
Columbus, Ohio
2018 Rank: 55
Client Types: HNW, UHNW,
Institutional
Team Total Assets (mil): $2,808
Typical Acct Size (mil): $4.8
Typical Net Worth (mil): $6

49. Randy Carver
Raymond James, Mentor, Ohio
2018 Rank: 61
Client Types: Retail, HNW
Team Total Assets (mil): $1,581
Typical Acct Size (mil): $1
Typical Net Worth (mil): $1.4

50. Shawn Parker
Ameriprise Financial,
Schaumburg, Ill.
2018 Rank: 64
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $2,250
Typical Acct Size (mil): $2.75
Typical Net Worth (mil): $5

51. Andy Berg
Homrich Berg, Atlanta
2018 Rank: 78
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $6,109
Typical Acct Size (mil): $3.5
Typical Net Worth (mil): $7

52. Jim Berliner
Westmount Asset Mgmt.,
LosAngeles
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $3,358
Typical Acct Size (mil): $3.5
Typical Net Worth (mil): $9

53. Charles Simmons
Ameriprise Financial, Metairie, La.
2018 Rank: 52
Client Types: Retail, HNW
Team Total Assets (mil): $2,625
Typical Acct Size (mil): $0.75
Typical Net Worth (mil): $1.8

54. Stewart Mather
The Mather Group, Chicago
2018 Rank: 85
Client Types: HNW, UHNW
Team Total Assets (mil): $4,305
Typical Acct Size (mil): $25
Typical Net Worth (mil): $35

55. Kevin Myeroff
NCAFinancial Planners,
Cleveland, Ohio
2018 Rank: 53
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,749
Typical Acct Size (mil): $2.5
Typical Net Worth (mil): $3

56. Lewis Altfest
Altfest Personal Wealth Mgmt.,
New York
2018 Rank: 65
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,340
Typical Acct Size (mil): $2
Typical Net Worth (mil): $5

57. Jeffrey Fratarcangeli
Fratarcangeli Wealth Mgmt.,
Birmingham, Mich.
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,750
Typical Acct Size (mil): $5
Typical Net Worth (mil): $15

58. ThomasMyers
Bordeaux Wealth Advisors,
Menlo Park, Calif.
2018 Rank: 56
Client Types: HNW, UHNW
Team Total Assets (mil): $2,272
Typical Acct Size (mil): $20
Typical Net Worth (mil): $30

59. KeithWebster
First Republic Investment
Management, LosAngeles
2018 Rank: N
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $1,940
Typical Acct Size (mil): $10
Typical Net Worth (mil): $20

60. JordanWaxman
HSWAdvisors at HighTower, New York
2018 Rank: 58
Client Types: HNW, UHNW
Team Total Assets (mil): $2,130
Typical Acct Size (mil): $25
Typical Net Worth (mil): $50

61. Lawrence Hood
Pacific Portfolio Consulting, Seattle
2018 Rank: 68
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $3,796
Typical Acct Size (mil): $10
Typical Net Worth (mil): $18

62. Michael Chasnoff
Truepoint Wealth Counsel, Cincinnati
2018 Rank: 70
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $3,119
Typical Acct Size (mil): $3
Typical Net Worth (mil): $8

63. Charles Bean
Heritage Financial Services,
Westwood, Mass.
2018 Rank: 60
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,521
Typical Acct Size (mil): $3
Typical Net Worth (mil): $5

64. Darrell Pennington
Pennington Wealth Mgmt., Houston
2018 Rank: 91
Client Types: Retail, HNW
Team Total Assets (mil): $1,255
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $2.5

65.WesMoss
Capital Investment Advisors, Atlanta
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,561
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $2.5

66. Van Pearcy
Van Pearcy’s Wealth Services Team/
Raymond James, Midland, Texas
2018 Rank: 90
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $1,848
Typical Acct Size (mil): $3
Typical Net Worth (mil): $10

67. Scott Tiras
Tiras Wealth Management, Houston
2018 Rank: 83
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,203
Typical Acct Size (mil): $4
Typical Net Worth (mil): $5

68. Erin Scannell
Ameriprise Financial,
Mercer Island, Wash.
2018 Rank: 67
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,144
Typical Acct Size (mil): $0.5
Typical Net Worth (mil): $3

69. Ryan Swartz
Creative Planning, Omaha, Neb.
2018 Rank: 77
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,968
Typical Acct Size (mil): $0.7
Typical Net Worth (mil): $2.48

70. Mark Delfino
HoyleCohen, San Diego
2018 Rank: 72
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $2,015
Typical Acct Size (mil): $2
Typical Net Worth (mil): $7

71. Randy Peterson
First Republic Investment
Management, San Francisco
2018 Rank: 87
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $1,433
Typical Acct Size (mil): $8.7
Typical Net Worth (mil): $15

72. Steven Check
Check Capital Management,
Costa Mesa, Calif.
2018 Rank: 69
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,459
Typical Acct Size (mil): $1
Typical Net Worth (mil): $3

73. Joseph Jacques
Jacques Financial, Rockville, Md.
2018 Rank: 84
Client Types: Retail, HNW
Team Total Assets (mil): $986
Typical Acct Size (mil): $0.98
Typical Net Worth (mil): $2.38

74. Pamela Rosenau
The Rosenau Group at HighTower,
Aspen, Colo.
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $1,169
Typical Acct Size (mil): $10
Typical Net Worth (mil): $30
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Source: Bloomberg Finance LP, as of 6/6/2019. Based on 180 day dollar trading volume. Top
two competitors include BlackRock and Vanguard. Past performance is not a guarantee of
future results.

ETFs trade like stocks, are subject to investment risk, fluctuate in market value andmay trade
at prices above or below the ETF’s net asset value. ETF shares may not readily trade in all
market conditions. Brokerage commissions and ETF expenses will reduce returns.

Equity securities may fluctuate in value in response to the activities of individual companies
and general market and economic conditions.

SPDR® S&P 500® ETF Trust and SPDR Dow Jones® Industrial AverageSM ETF are unit
investment trusts listed on NYSE Arca, Inc.

SPDR®, S&P and S&P 500 are registered trademarks of Standard & Poor’s Financial

Services LLC (S&P), a division of S&P Global, and have been licensed for use by State Street
Corporation. No financial product offered by State Street or its affiliates is sponsored,
endorsed, sold or promoted by S&P.

ALPS Distributors, Inc. (fund distributor); State Street Global Advisors Funds Distributors, LLC
(marketing agent).

Not FDIC Insured No Bank Guarantee May Lose Value 2628446.1.1.AM.RTL
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75. Mark Orgel
Orgel Wealth Mgmt., Altoona, Wis.
2018 Rank: 80
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $4,653
Typical Acct Size (mil): $2.04
Typical Net Worth (mil): $6

76. Daniel Wilson
Ameriprise Financial,
Auburndale, Mass.
2018 Rank: N
Client Types: Retail, HNW
Team Total Assets (mil): $2,155
Typical Acct Size (mil): $0.5
Typical Net Worth (mil): $5

77. Malcolm Cowen
CornerstoneAdvisors Asset Mgmt.,
Bethlehem, Pa.
2018 Rank: N
Client Types: HNW, UHNW,
Foundations, Endowments,
Institutional
Team Total Assets (mil): $5,807
Typical Acct Size (mil): $45
Typical Net Worth (mil): $70

78. MatthewYoung
Richard C. Young & Co., Newport, R.I.
2018 Rank: 86
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,103
Typical Acct Size (mil): $1.71
Typical Net Worth (mil): $5

79. MalcolmMakin
Raymond James Financial Svcs.,
Westerly, R.I.
2018 Rank: 93
Client Types: Retail, HNW
Team Total Assets (mil): $1,309
Typical Acct Size (mil): $1.5
Typical Net Worth (mil): $3

80. Duncan Rolph
Miracle Mile Advisors, LosAngeles
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,845
Typical Acct Size (mil): $4.2
Typical Net Worth (mil): $13

81.Wally Obermeyer
Obermeyer Wood Inv. Counsel,
Aspen, Colo.
2018 Rank: 79
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,600
Typical Acct Size (mil): $3
Typical Net Worth (mil): $10

82. MatthewDillig
The Dillig Bowen Group at HighTower,
Chicago
2018 Rank: 92
Client Types: HNW, UHNW,
Foundations
Team Total Assets (mil): $1,600
Typical Acct Size (mil): $35
Typical Net Worth (mil): $50

83. Gail Reid
Ameriprise Financial,
Glendale, Calif.
2018 Rank: N
Client Types: Retail, HNW,
Foundations
Team Total Assets (mil): $1,586
Typical Acct Size (mil): $2.5
Typical Net Worth (mil): $4

84. Christopher Cordaro
RegentAtlantic, Morristown, N.J.
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $3,990
Typical Acct Size (mil): $5
Typical Net Worth (mil): $15

85. E. Geoffrey Sella
SPC Financial/Raymond James,
Rockville, Md.
2018 Rank: N
Client Types: Retail, HNW
Team Total Assets (mil): $840
Typical Acct Size (mil): $0.84
Typical Net Worth (mil): $1.58

86. LeoMarzen
Bridgewater Advisors, New York
2018 Rank: 95
Client Types: HNW, UHNW
Team Total Assets (mil): $1,530
Typical Acct Size (mil): $5
Typical Net Worth (mil): $7.5

87. KenMoraif
Retirement Planners of America,
Plano, Texas
2018 Rank: 33
Client Types: Retail, HNW
Team Total Assets (mil): $4,600
Typical Acct Size (mil): $2
Typical Net Worth (mil): $2.7

88. SamSchoner
First Republic Inv. Mgmt.,
San Francisco
2018 Rank: N
Client Types: HNW, UHNW,
Endowments, Institutional
Team Total Assets (mil): $1,814
Typical Acct Size (mil): $5
Typical Net Worth (mil): $10

89.Walter “JR” Gondeck
The Lerner Group at HighTower,
Deerfield, Ill.
2018 Rank: 89
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,500
Typical Acct Size (mil): $5
Typical Net Worth (mil): $10

90. JamesMeredith
Hefren-Tillotson, Pittsburgh, Pa.
2018 Rank: 97
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $1,720
Typical Acct Size (mil): $2
Typical Net Worth (mil): $5.5

91. Diane Compardo
Moneta, Clayton, Mo.
2018 Rank: N
Client Types: HNW, UHNW
Team Total Assets (mil): $1,646
Typical Acct Size (mil): $15
Typical Net Worth (mil): $18

92. DebWetherby
WetherbyAsset Mgmt., San Francisco
2018 Rank: 98
Client Types: HNW, UHNW
Team Total Assets (mil): $5,306
Typical Acct Size (mil): $32.82
Typical Net Worth (mil): $45

93. Jason Babb
First Republic Inv. Mgmt., New York
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,064
Typical Acct Size (mil): $5
Typical Net Worth (mil): $5

94.William Cafero
RCLAdvisors, New York
2018 Rank: 73
Client Types: HNW, UHNW
Team Total Assets (mil): $2,114
Typical Acct Size (mil): $10
Typical Net Worth (mil): $23

95. RonaldWeiner
RDM Financial Group at HighTower,
Westport, Conn.
2018 Rank: N
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $876
Typical Acct Size (mil): $3.5
Typical Net Worth (mil): $7

96. David Bahnsen
The Bahnsen Group at HighTower,
Newport Beach, Calif.
2018 Rank: 100
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $1,730
Typical Acct Size (mil): $7.5
Typical Net Worth (mil): $10

97. Randy Garcia
The Investment Counsel Company,
Las Vegas
2018 Rank: N
Client Types: Retail, HNW, UHNW,
Institutional
Team Total Assets (mil): $1,212
Typical Acct Size (mil): $4.9
Typical Net Worth (mil): $10

98. Dalal Salomon
Salomon & Ludwin, Richmond, Va.
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $1,110
Typical Acct Size (mil): $4
Typical Net Worth (mil): $7

99. Jay Beebe
Creative Planning,
Overland Park, Kan.
2018 Rank: N
Client Types: Retail, HNW, UHNW
Team Total Assets (mil): $937
Typical Acct Size (mil): $0.73
Typical Net Worth (mil): $2.44

100. Jessica Culpepper
Creative Planning,
Overland Park, Kan.
2018 Rank: 75
Client Types: HNW, UHNW
Team Total Assets (mil): $1,131
Typical Acct Size (mil): $1.86
Typical Net Worth (mil): $11.23

N=Not Ranked Note: For more information on Barron’s Top Advisors, contact Matt Barthel at matthew.barthel@barrons.com. Barron’s publishes four individual financial advisor rankings each year: The Top 100, The Top 100 Women. The Top 100 Inde-
pendents, and the Top 1,200, which is a state-by-state list. The process of being ranked in Barron’s starts with filling out a detailed online survey. For information about our nominations process and the online survey, please contact Jennifer Pedone,
manager of FA Research: Jennifer.Pedone@barrons.com.

Looking for a top advisor?
Find more information on the Top Independent Advisors and over
1,200 other ranked advisors and firms at barrons.com/directory

©2019 Dow Jones & Company. All Rights Reserved. 4E169
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The Top 50 RIA Firms
The largest independent advisory firms grew by more than 40% last year. With M&Aonly increasing, that growth is unlikely to slow anytime soon. N=not ranked.

RANK
2019 2018 Firm Location Top Executives Clients Advisors Offices States

1. 1. Edelman Financial Engines Sunnyvale, Calif. Lawrence Raffone, Christopher Jones, Mario Ramos 1,210,000 310 178 49
2. N Creative Planning Overland Park, Kan. Peter Mallouk, JimWilliams, Molly Rothove 27,838 286 29 16
3. 6. Private Advisor Group Morristown, N.J. John Hyland, Pat Sullivan 55,033 640 286 35
4. 3. MarinerWealth Advisors Overland Park, Kan. Marty Bicknell, Cheryl Bicknell, Katrina Scott 17,708 299 35 22
5. 4. Moneta Group Investment Advisors Clayton, Mo. Eric Kittner, Keith Bowles, Bill Hornbarger 4,660 105 2 1
6. 16. Mercer Advisors Denver Dave Welling, Loren Pierson, Karsten Voermann 11,000 87 43 21
7. 5. Silvercrest Asset Mgmt Group New York Richard R. Hough III, David J. Campbell, Scott A. Gerard 738 31 7 5
8. 8. BBR Partners New York Brett Barth, Evan Roth, MikeAnson 140 30 4 3
9. 24. Carson Group Omaha, Neb. Ron Carson, Aaron Schaben, Teri Shepherd 14,910 159 108 40
10. 10. BuckinghamStrategicWealth Saint Louis, Mo. Adam Birenbaum, David Levin, Justin Ferri 8,956 166 35 20
11. 9. Tiedemann Advisors New York Michael Tiedemann, Craig Smith, Kevin Moran 414 37 9 9
12. N Wealth Enhancement Advisory Services Plymouth, Minn. Jeff Dekko, Jim Cahn, John Wernz 17,000 85 26 11
13. 13. Aspiriant LosAngeles Rob Francais, Bret Magpiong, JohnAllen 1,665 89 11 7
14. N 1919 Investment Counsel New York Harry O’Mealia, Peggy Pasquarella, Charlie King 2,186 26 8 7
15. 22. The Colony Group Boston Michael J. Nathanson, Ron Rubin, Gina Bradley 4,018 89 13 6
16. 26. StratosWealth Partners Beachwood, Ohio Jeffrey Concepcion, NancyAndrefsky, Matthew Dunn 12,550 312 87 24
17. N Chevy Chase Trust Bethesda, Md. Peter M. Welber, Amy Raskin, Leslie Smith 1,400 34 1 1
18. 21. EvercoreWealth Management New York Jeff Maurer, Chris Zander, Jay Springer 600 48 5 4
19. 20. Johnson Investment Counsel Cincinnati Jason O. Jackman, Bret H. Parrish, Holli J. Alexander 3,948 34 6 2
20. 36. Beacon Pointe Advisors Newport Beach, Calif. Shannon Eusey, Matthew Cooper 3,850 100 14 6
21. 32. Churchill Management Group LosAngeles FredA. Fern, Randy C. Conner, EileenA. Holmes 6,322 42 41 11
22. N GW&Wade Wellesley, Mass. Roger W. Wade, Timothy Pinch 2,440 20 4 3
23. 18. Pathstone Englewood, N.J. Steve Braverman, Allan Zachariah, Matthew Fleissig 325 57 7 7
24. 35. Savant Capital Management Rockford, Ill. Brent R. Brodeski, Douglas A. Moffitt, Steven R. Parish 4,910 45 15 4
25. N RSMUSWealth Management Minneapolis JosephAdams, Dave Scudder, Maria Daley 3,763 39 23 13
26. 39. MAI Capital Management Cleveland, Ohio Richard J. Buoncore, James D. Kacic, Mark H. Summers 1,559 49 7 5
27. N myCIOWealth Partners Philadelphia David E. Lees, James J. Biles, Paul J. Bracaglia 758 18 1 1
28. 31. Douglas C. Lane & Associates New York Sarat Sethi, Ned Dewees 1,195 10 1 1
29. 28. RMBCapital Chicago Richard M. Burridge Jr., Frederick Paulman, Walter Clark 2,746 27 18 14
30. 34. Welch & Forbes Boston Kurt Walter, Benjamin J. Williams Jr., Adrienne G. Silberman 764 11 1 1
31. N Baker Street Advisors San Francisco Jeff Colin, Michael van denAkker, Chris Wilkens 340 6 1 1
32. N EPWealth Advisors Torrance, Calif. Patrick Goshtigian, Brian Parker, Derek Holman 4,200 44 11 4
33. N Bronfman Rothschild Rockville, Md. Mike LaMena, Eric Sontag, Howard Sontag 2,017 65 10 6
34. N Allworth Financial Sacramento Scott Hanson, Pat McClain, Pete Engelken 7,537 45 11 4
35. 30. CV Advisors Aventura, Fla. Elliot Dornbusch, Alex Mann, Matthew J. Storm 70 5 1 1
36. 25. Clarfeld Financial Advisors Tarrytown, N.Y. Rob Clarfeld, Rick Suarez, Robert Varrianno 565 60 18 7
37. N Kovitz Investment Group Chicago Mitchell Kovitz, Theodore Rupp, Robert Contreras 2,500 34 3 3
38. N FergusonWellman Capital Mgmt Portland, Ore. Jim Rudd, George Hosfield, Steve Holwerda 836 22 1 1
39. N Wetherby Asset Mgmt San Francisco Deb Wetherby, John Mell, Christy Covalesky 545 20 2 2
40. 19. WE Family Offices Miami Mel Lagomasino, Santiago Ulloa, Michael Zeuner 72 14 2 2
41. N Balasa Dinverno Foltz Itasca, Ill. ArmondA. Dinverno, Mark Balasa, Mike Foltz 1,285 43 3 1
42. N RGTWealth Advisors Dallas Mark Griege, Chuck Thoele, Joe Nolan 566 35 1 1
43. N Chilton Trust New York Pepper Anderson, Richard L. Chilton Jr., Garrison duP. Lickle 459 15 6 6
44. N CliftonLarsonAllenWealth Advisors Minneapolis Denny Schleper, Bruce Bushman, John Urosevich 4,598 79 32 15
45. N Mason Investment Advisory Services Reston, Va. William N. Mason III, Scott S. George, Christopher L. Schreiner 790 13 2 2
46. N B|O|S San Francisco Kevin Dorwin, Carol Benz, Rich Golinski 925 28 2 1
47. N Sequoia Financial Group Akron, Ohio Thomas Haught, Jeff Rovnak, Leon LaBrecque 3,639 34 6 3
48. N Bartlett Wealth Management Cincinnati Kelley J. Downing, James Hagerty, Kyle Pohlman 1,249 23 2 2
49. N Sullivan, Bruyette, Speros & Blayney McLean, Va. James J. Bruyette, Gregory D. Sullivan, Peter C. Speros 1,139 24 2 2
50. 37. Athena Capital Advisors Lincoln, Mass. Lisette Cooper, Leonard Lewin 50 16 3 3
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“The
industry’s 
consolida-
tion should 
matter only 
if the inde-
pendent 
advisory 
firms offer 
a better 
investment 
solution, 
service, 
or price—or, 
ideally, a 
combination 
of all three.”
Jeffrey Colin, 
Baker Street 
Advisors

that costs matter, and we are very 
transparent with our clients about 
where we can add value. Indepen-
dence should mean unbiased. Shop 
carefully for investment philoso-
phy, personal fit, and fair fees. 
More competition should result in 
more choice. And that is some-
thing we believe should matter to 
all clients. 

Joshua Gross
Mill Creek Capital Advisors, 
Conshohocken, Pa.
The rise of RIAs has increased 
clients’ options and created chal-
lenges for firm differentiation. 
Competition among RIA firms is 
fierce, and clients are benefiting 
from fee compression and an in-
creased selection of services. RIAs 
also are increasingly offering ser-
vices such as estate and tax plan-
ning, full balance-sheet aggrega-
tion, cybersecurity, and 
intergenerational education. Lead-

ing RIAs also invest
heavily in research,
internal culture, and
technology. Prolifer-
ation of RIAs con-
tinues to improve
client options and
costs. Finally, as

fiduciaries, RIAs should eliminate 
all possible conflicts of interest 
with clients. Clients want an advi-
sory relationship that prioritizes 
personalization and trust.

 
Greg Miller
Wellesley Asset Management, 
Wellesley, Mass.
As independent advisory firms 
grow, they can provide investors 
with myriad options best suited to 
their individual investing prefer-
ences and appetites for risk. For 
example, Wellesley Asset Manage-
ment’s convertible-bond investment 
strategy, providing separately man-
aged accounts, mutual funds, and a 

private fund, is of-
fered to individuals
and other advisors
who are seeking to
increase wealth
while protecting
principal. This
strategy, as well as

many other mutual funds and 
strategies, is offered by RIAs, but 
not by many large nonindependent 
firms. By focusing on a niche mar-
ket, independent advisory firms 

C ONSOLIDATION IN THE

independent-advisory
industry is giving rise to

a class of fast-growing registered 
investment advisory, or RIA, firms. 
Barron’s asked a few influential 
executives—all of whom have been 
ranked in the Barron’s Top 100 
Independent Advisors list—“What 
does the industry’s consolidation 
mean for the average investor?”

Clarke Lemons 
WaterOak Advisors, 
Winter Park, Fla.
The rapid growth of independent 
firms has driven innovation, which 
has led to customized portfolios 
with lower overall costs and dy-
namic tax management. Gone are 
the days of simply using ETFs and 

mutual funds for
asset allocation.
Advanced technol-
ogy and a sophisti-
cated ensemble of
professionals afford
top advisory firms
the ability to man-

age fully customized portfolios with 
hundreds of individual securities. 
This strategy was something previ-
ously reserved for our largest cli-
ents. Direct investing allows advi-
sors to be financial engineers, not 
just basic portfolio managers, and 
to add value on a continual basis. 
We now spend more time than 
ever focusing on what clients keep 
(after-tax returns) and the overall 
cost of advice (lowered through 
direct investing). Since founding 
my firm more than two decades 
ago, I have learned you can control 
only three aspects of investing: 
taxes, cost, and implementation.

Michael Yoshikami 
Destination Wealth Management, 
Walnut Creek, Calif.
The reason behind the evolution 
of the RIA space is pretty simple: 
The status quo isn’t good enough, 
and clients are expecting more for 

the fee they pay.
Firms must invest
in technology,
research capabili-
ties, concierge
customer service,
and comprehensive
financial-planning

resources in order to succeed 
long-term. There must be a com-
mitment to transparency and com-
munication. Keeping clients in-
formed about investment 
strategies and planning issues is 
an imperative. 

Firms must also be committed
to providing advice and assistance 
on a variety of planning issues. In-
tegration of detailed planning ad-
vice with investment recommenda-
tions is the best solution in most 
situations. Clients are recognizing 
this truth and expect a holistic solu-
tion package from their advisory 
firm. For too long, firms have deliv-
ered the same basic services, and 
that won’t suffice anymore. Exceed-
ing expectations is the new normal 
required in the advisory business.

Jeffrey Colin
Baker Street Advisors, 
San Francisco 
Industry consolidation should mat-
ter only if the independent advi-
sory firms offer a better invest-
ment solution, service, or price—
or, ideally, a combination of all 
three. Independence alone doesn’t 

guarantee better.
At Baker Street,
we use our inde-
pendence to employ
the “smart shop-
per” model. Since
we manufacture no
investment product,

we’re able to aggregate the pur-
chasing power of our clients—now 
more than $9 billion in assets—to 
negotiate favorable fees wherever 
we can, including insurance, mort-
gages, legal services, and even 
automobile purchases. We know 

Independent advisors are acquiring and merging 
with abandon. What does that mean for the client?

Is Bigger Better? 

By Matt Miller

can better align with their clients’ 
objectives and provide customized 
solutions that lead to achieving 
clients’ long-term goals.

In this period of rapid evolution
and growth of RIA firms, main-
taining the highest level of service 
to clients should always be an 
advisor’s No. 1 focus.

Ted Neild
Gresham Partners, Chicago
The rise of the independent advi-
sory firm is a positive develop-
ment for the wealth management 
industry and, most importantly, 
our clients. The headlines scream 
with scandals rooted in the con-

flicts of interest
and the poor per-
formance that have
plagued the broker-
dealer and bank
wealth-management
platforms and
eroded client trust

in the industry. Thankfully, clients 
are starting to understand and 
appreciate the advantages of 
working with an independent advi-
sory firm that avoids conflicts of 
interest and aligns its interests 
with those of its clients. This 
model may not lead to rapid 
growth and quick riches, but we 
believe that it allows firms like 
ours to grow with a multigenera-
tional time horizon that parallels 
our clients’ goals.

Roger Wade
GW & Wade, Wellesley, Mass.
I believe that the evolution and 
growth trend has given clients a 
wider choice of advisors and ac-
cordingly has resulted in fee com-
pression. However, though in-
creased competition is generally 
positive, it can shift the burden to 
the client to ensure that the qual-
ity of advice remains high. The 

goal of each mem-
ber of our long-
tenured, talented
team is to provide
our clients with
extraordinary ser-
vice involving tax
planning, invest-

ment management, and estate 
planning. While there may be 
newer entrants to the market, we 
see this as an opportunity to con-
tinue to distinguish ourselves by 
providing outstanding value. S
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