
Deceptive Titles 

 

Every year I usually dedicate the first article of the New Year to a list of behaviors or resolutions that I 

suggest affluent clients may want to consider.  This year, I am going to depart from that format.   In this 

brief article, I will try to clarify what has taken me many years to realize. 

 

What services does a person perform vs. what is their title? 

When you go into to a physician’s office, what is your expectation?   

For example, if I had constant headaches and went to my general family physician  (GP) I would expect 

her to have graduated from a medical school and be concerned for my health. The goal of the office visit 

for both me and the physician would be to identify the underlying ideology of my pain and seek 

resolution to the problem.  

Instead, imagine this situation:    I am sitting in the same exam room and the physician walks in and says 

how are you doing? I respond that I have been having severe headaches on a frequent basis.  He says, 

okay Derrick, let’s look at your health insurance and see if I can get you a better deal. Hmmm, that 

would not be a response I would expect. A physician, almost by definition, performs services related to a 

person’s health and is not trying to sell his patients something.  If I develop another medical problem six 

months later, my physician would again be there ready to help. 

When sitting with a financial planner, what is your expectation?   

High net worth clients  (I define as having greater than 20 MM in investible assets) expect a financial 

professional to help them organize their financial life, find opportunities to reduce their taxes, help 

them with their investments and offer advice as needed on an ongoing basis. The financial professional 

should have the capabilities to handle the complexities and opportunities faced by the client’s affluence.  

Advising a client necessitates the ability to interface with other professionals such as accountants and 

lawyers.  This type of client advisor relationship is what I call financial planning.  The vast majority of the 

population has never seen this type of advisor. 

Typically, when the average client looks back on the time they have spent with their financial planner, 

they may realize “the planning” consisted of buying some investments and/or insurance. If there is a 

financial plan, it is maybe 100 pages in length and may be in a binder. The plan is quite impressive by its 

volume but it may offer little hope for implementation.  Follow-up meetings, frequent contact or 

ongoing planning which is required with legislation changes, tax law changes or a major life event which 

impacts the client does not necessitate meetings frequently enough. 

 



 

How can the title of “Financial Planner” be detrimental to your financial health? 

Alright are you ready for my epiphany?  From my experience, the vast majority of financial planners 

aren’t financial planners!  Instead of having the title of Stock Broker or Insurance Agent on their 

business card they use the job title of Financial Planner.   I believe a segment of the financial services 

industry is trying to confuse the public on what constitutes financial planning.  Think about it for a 

second, would you rather work with a financial planner vs. a stock broker or insurance agent? The title 

“Financial Planner” looks a lot better on the card, but may be to the client’s detriment. 

If you want to find out in short order if the person sitting across the table from you is actually a planner 

and should be able to spend time on your needs on an ongoing basis, ask the following three questions. 

1. Has the person been in the industry more than 5 years?  According to industry consultant Andre 

Cappon, president of the CBM Group, 75% percent of new brokers who enroll in training with 

broker dealers drop out in the 1st year.  Additionally, only 15% of the original training class 

typically makes it through the fourth year at the broker dealers who provide training. 

2. Ask them how many clients they have?  If you hear numbers like 100 or more you probably have 

your answer.  From my experience and speaking to successful stock brokers who have been in 

business for 10-20 years they have about 200-300 clients.   

3. What type of process do you have in place?   Unless they talk about gathering tax returns, estate 

plans, insurance policies and investments and request to interface with your accountant and 

lawyer, I would suggest they are not a planner. 

 

Finding a person to help you navigate financial challenges on an ongoing basis is the challenge. 

There are so many financial planners out there, how can you figure out if the person you are speaking to 

is going to have the ability and will take the time to help you? As I have outlined above, identifying a 

person to help navigate your financial challenges isn’t that difficult, the problem is the real financial 

planners are outnumbered by the lookalikes and thus are very hard to find. 

Recommendations from your friends are a good start, but as one of my newer physician clients has told 

me, most clients don’t know what they don’t know.  If you have found a planner, stick with them.  In my 

opinion, at the margin, financial planning has more value than investing. 

From my research it seems the seeds of financial planning started with the single family office that 

works for a family like the DuPont’s.  More recently, similar services are being offered by multi-family 

offices to 20-60 different high new worth families. According to Financial Advisor magazine, a true multi-

family office that caters to ultra high net worth clients should have a family to staff ratio of no more 

than 30 to 1.   

In summary 



Until recently true financial planning has been the purview of the very wealthy which have the assets to 

justify their own family office or a multi-family office.   The services provided to the wealthy, like most 

services, are slowly becoming more accessible to the less wealthy. 

Do you have a broker, an insurance agent, a financial planner or are you the quarterback?  The answer 

might significantly impact your current financial situation and your future standard of living. 

 

Derrick Handwerk MBA CWS®  

Handwerk Multi Family Office 

Derrick received his MBA from Lehigh University and is a Martindale-Rauch Business 
Scholar. He has earned the designation of Certified Wealth Strategist. 

After college he spent 3 years in the pharmaceutical industry and then went on to run and 
own several businesses including Handwerk Multi Family Office.  

Handwerk Multi Family Office works with small business owners and families who are 
affluent. Over 50% of his family office clients are physicians.  

Derrick is available to speak at regional or national events and many of the articles he 
publishes are a result of questions or issues sent in by readers via email. Please email financial questions or 
requests for speaking engagements to derrick@handwerkmfo.com. 

Our web address is www.handwerkmfo.com 

 

Phone: 215-238-0212    Fax: 800-769-4829 
2293 Locust Drive, Lansdale, PA 19446 

Derrick Handwerk offers advisory services and is a registered representative offering securities through 
Cetera Advisors LLC, member FINRA/SIPC. Cetera Advisors LLC is under separate ownership from any 

other named entity.  

The information presented is general in nature and should not be considered legal or tax advice. The reader 
should consult their legal or tax advisor for information concerning their own specific tax situation. 

 

 

 

 

mailto:derrick@handwerkmfo.com
http://www.handwerkmfo.com/

