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The Top 25 High-Net-
Worth Advisors in 2016

Main Office Number of Employees Total Discretionary
Primary Business Name Location Who Give Advice Accounts AUM Total AUM
10dord Fnancal Gop Gamelnd. 00 7060 $22biln  $i38bilon
2shepherd Kaplanttc | Bston | u 20 ®bilon  $103billon
3 Bowmson, Rehmis&foowoth (g 8 s 0 Sobilion
4 Convergent Wealth Advisors L~~~ Polomac M. - P 540 fosbilon  $82bilion
5 Athena CapitalAdvisorsLlC Lol Mass. % %0 SSiblion  $60bilon
6 Balentine PartnerslC | Watham, Mass. - 8 286 S23bilon  $52bilion
1TheColony Gouplict | Bton & 655 $8bilon  $Sibilion
8 Waberthargove long Beach, Calf, 7 56 S22bion  SATbiion
o SevenPostimestment Offie®  SmFondso o W $6biln  $40bilon
0. HomichBrg Mants 8 s $Sbilion  $39billon
L Wetherby Asset Management ~~~ SmFndso | A 280 $6biln  $38bilion
.R6TWealth Advisorsk palss u o 208 $ibilon  $38bilion
. Signature Estate & Investment Advisors (SEA)  LosAngeles | 5 185 SSU8miion  $36bilion
W Evanson Asset Management I~~~ Gmel, Gl & 436 $sbilon  $Sbiin
BBatletgCo.llc Gnanati v 288 Sdbilon  $dblion
6 Sonature Family Wealth Advisors Norfok Va. 7 o 3bilin  $33bilon
T Regenthontic | Morson N 5 12 $blion S2blion
BRMDwishc Potland, Mane 0 480 Sbllon  Sbiln
0 Threshold Gouplic Gokabor Wash 5 194 Sd68milon  $29biln
2. Carson Wealth Management Gowp~~ OmabaNeb. | g D08 $28biln  $29biion
APenoplic  Stlous uo 485 $29bilon  $29bilion
2loellsaacsngCo.lC Nework v S35 $bilion  S29bilion
B AhertonLne Advisers L. MenloPark, Calf. %5 0 $2biln  $28bilion
U MatterFamiy Office GayionMo. 8w % $28bilion
5Wshrmesic owson M0, v o $20biin  $27bilion

Methodology: WealthManagements Top 25 High-Net-Worth Advisors ranking was assembled using data from Meridian-1Q (in which Penton Media has a stake).
Advisory firms are ranked by total assets under management. To land on the list, high-net-worth dients had to account for 76 percent or more of the firm's business.
Firms also had to have a focus on financial and retirement planning; institutional clients do not make up a substantial portion of their businesses. Finally, none of
these firms are owned by a bank, broker/dealer or investment company.
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The Trouble With The (IVIulti)

Millionaire Next Door

MOVING INTO THE HIGH-NET-WORTH SPACE IS NOT THE EASIEST WAY FOR A MASS-AFFLUENT ADVISOR TO GROW.

BY MEGAN LEONHARDT

Advisory firms are
under pressure: Fees are
falling, digital platforms are
eating away at the entry-
level mass affluent market,
and regulatory scrutiny is
on the upswing.

Yet, wealth management
for high-net-worth (HNW)
clients is still considered
the biggest opportunity
for full-service firms, and
more advisors are crowding
into the market. Last year,
approximately 13 percent of
advisors reported they pri-
marily focus on clients with
assets greater than $2 mil-
lion, according to data from
Cerulli Associates. In 2015,
that percentage increased to
22 percent, a trend Cerulli
says it expects to continue.

Many of these advisory
firms are fleeing a mass
affluent space where it is
becoming much harder to
compete, says Alois Pirker,
research director at Aite
Group. Mass affluent clients
and prospects have more
options for low-cost guid-
ance as the industry tilts
toward passive investing
strategies and automated
allocation models.

“The full-service busi-
ness model is just more and
more moving upmarket.
The advisors there have a
book that is really focused
on high-net-worth clients,”
Pirker says.

Last month Wells Fargo
CEOQ John Stumpf told an
audience at an investment
conference that the bank’s
wealth and investment
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management business is its
largest growth opportunity,
and could earn “multiples”
of what it brings in now,
according to Bloomberg
News. While the bank had

11 percent of the operating
deposits in the country, it
only manages about 1 to
2 percent of the wealth,
according to the report.
In October, Wells Fargo
announced an agreement
with Credit Suisse for an
inside track on recruiting
its U.S. private banking
employees as the Zurich-
based firm retreats from
the market.

For now, trends are in
favor of the move: In 2015,
the U.S HNW population
reached 4.4 million, with
$15.2 trillion in assets, up
9.4 percent from last year,
according to research from
Capgemini. Yet Capgemini
found these same clients do
not have much confidence
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that their wealth manager
understands their needs.
It's a more fragile relation-
ship where clients are more
likely to leave their advisor.

Buying into the HNW
space is the strategy of
the major brokerage firms
whose traditional client
profiles tilt more towards
the less wealthy. In many
cases it demonstrates the
difficulty of the transition
upmarket.

When Stifel Financial
announced their intention
to acquire Barclays' U.S.
wealth management busi-
ness last year, the Barclays
team had some 180 advisors
and over $56 million in
client assets. Though Stifel
made significant invest-
ments to accommodate
the incoming advisors,
when the deal closed last
month only about half of
the Barclays team was still
on board, according to pub-

lished reports. Many others
jumped to other firms with,
according to one recruiter,
more “brand cachet” in the
HNW market.

And despite its deal
with Wells Fargo, several
high-profile wealth manag-
ers from Credit Suisse have
recently decamped to UBS
and Morgan Stanley.

Meanwhile, Raymond
James went ahead with its
plans to purchase Deutsche
BanK’s private client group,
which consists of approxi-
mately 200 advisors man-
aging some $50 billion in
client assets.

Paul Reilly, CEO of
the St. Petersburg, Fla.-
based firm, stressed the
importance of Deutsche’s
geographic footprint in the
wealthiest markets in the
country.

“The franchise gives us
much more scale in these
targeted market areas,
and they’re expensive to
grow organically,” Reilly
says. “Over the long term,
expanding the base of
high-net-worth clients
will enable us to make
additional investments in
products and services that
we believe will help many
of our advisors.”

The deal is in line with
Raymond James’ goal to be
the “premiere alternative to
Wall Street;” Reilly says.

Larger firms, of course,
have advantages that
smaller firms attempting
the same market pivot do
not. What many smaller
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more attention to each indi-
vidual case, and some mass
affluent advisors can crash
up against the limits of their
own knowledge and capa-
bilities, according to indus-
try consultant Matt Lynch
of Strategy & Resources.

It’s also a false assump-
tion to think these clients
are more profitable. “In the
HNW space, the margins
are thin to begin with
because you're going to
have lower fees for larger

firms do not always grasp,
according to some observ-
ers, is that high-net-worth
clients are not just richer
versions of the mass afflu-
ent, though many of their
planning goals remain

the same. They differ dra-
matically in terms of service
expectations, tax and estate
planning needs, business
ownership concerns and/
or executive compensation
structures. The HNW cli-
ent brings a need for much

accounts, you're going to
have more requirements in
terms of expectations on
the services you provide to
the client, and you're likely
going to have more inter-
mediaries on the supply
chain to provide specialized
services.”

“It’s like Walmart say-
ing they want to compete
with Nordstrom,” Lynch
says. Certainly there are
tirms with capital that can
go out and acquire busi-

nesses that serve the HNW
client, but attempting to
lift an entire advisory busi-
ness to the same level as an
acquired firm already in the
market is not really feasible.
“The idea that you
can go out and buy it, and
spread it among an exist-
ing group of advisors who
are not familiar with that
client base—I don't see that
working very well for firms
that have attempted it;”
Lynch says. B
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