
What is Wealth Management? 

 

If you asked 50 people what wealth management is, you will receive 50 answers. Most would be very 

different.  There are all types of “financial professionals” who will offer you help.  Many of the people 

who are offering help are either transactional in nature or biased by the type of product they are selling. 

The product could be stocks, insurance, annuities or bonds.  Etc. etc…. 

In my opinion, wealth management is an ongoing process and the person you are working with has a 

very deep knowledge of your financial needs and works with less than hundred families. I have a five 

step process for all clients.  See the exhibit below. 

 

 

 



 

The wealth management formula is intertwined with the process.   

 

WM= IC+AP+RM 

 

WM stands for Wealth Management 

IC stands for Investment Consulting 

AP stands for Advanced Planning 

RM stands for Relation Management 

 

You're probably asking yourself doesn't my person do this?  Or maybe you're taking comfort in the fact 

that your person tells you they are wealth managers.  CEG worldwide surveyed over 2094 financial 

advisors; only 6.6% characterized themselves as a wealth manager. Of that 6.6% who define themselves 

as a wealth manager 59.5% specialized in a particular type of client. 

It’s about specialization and keeping the client base small.  

As you can see by the numbers, many professionals in the industry claim to be wealth managers but the 

percentages don't support this contention.  Additionally, if you're a wealth manager who specializes in 

a certain type of client you represent less than 4% of all financial advisors. 

I would also suggest that I've seen many groups who performed what I call “superficial wealth 

management”.  These groups collect a modicum of information from the client and deliver a superficial 

overview of the client situation which to the untrained consumer may look more than adequate.  

However if you share this document with a knowledgeable estate attorney and CPA, they will point out 

the gaps.  In short, these wealth management groups are usually asset gatherers or insurance providers 

who don't want to spend the time on all-encompassing and time-consuming planning for the affluent 

family. 

Usually I write these articles in a generalized fashion so the most number of readers can benefit. This 

article I liken to a consumer alert.  In my opinion, most affluent families don't realize that there are 

differences among “financial professionals”. The only difference most affluent clients see is that 

currently their portfolios are increasing.  Investing is important but takes a small portion of time vs. 

wealth management.   In fact, many affluent clients recommend their “financial professional” to others 

based on the performance of their portfolios at that point in time, not realizing the full scope of the 

financial services they are not receiving.    



When you are thinking about your current professional or consider working with a new financial 

professional you should ask your financial professional the following questions: 

1. What is your process? 

2. How do you measure success? 

3. Do you use an investment policy statement? 

4. How many clients are you working with on an ongoing basis? 

5. Do you serve any particular client segments? 

6. What are your fees? 

Depending on how your professional answers those questions, you will have a better understanding 

whether they are a wealth manager and they specialize in working with clients like you. 

Now that you have a better understanding of the types of “financial professionals” which are available 

to serve you, you should use this information to find the <4% of advisors that are wealth managers and 

specialize in serving other affluent families like you.   
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Our web address is www.handwerkmfo.com 
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