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Thomas Ouellette (“Tom”) is Founder of Ouellette 
Wealth Management Group, a wealth manage-
ment firm based in Lexington, Massachusetts, with 

Assets Under Advisement (AUA) exceeding $200 million 
for 120 ideal client families across 17 states. Tom’s pas-
sion for learning, innovation, and collaboration is appar-
ent in the way he runs his practice and implements new 
ideas, even during the COVID-19 global pandemic. Read 
on to learn more about the successful strategies he lever-
ages in his business. 

EARLY CAREER
Having begun his financial services career in 1993 with a 
goal to help investors and their families “find some mea-
sure of lasting financial peace,” Tom became frustrated 
by the captive insurance format he was recruited into. 
With a goal to educate people and break out of the prod-
uct sales culture, Tom began teaching Financial Strat-
egies for Successful Retirement (“FSSR”) seminars. “I’ll 
never forget holding my first FSSR Seminar in Novem-
ber 1994. Looking back on it, it’s hard to believe two of 
my favorite clients today attended that very first seminar 
series.” Tom estimates he taught around 5,000 people 
during the decade from 1994-2004.

Anyone important in the 
family is important to us.  
We’re ready and willing  

to help them.

By Haley Hamilton, 
AVP, Director of Marketing
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After building a strong client base from seminars, Tom felt it 
was time to place more focus on his ideal client families and 
began working by personal introduction only. In 2004 Tom 
established Ouellette Wealth Management Group (“OWMG”), 
a Trusted Advisor who acts like a “family friend” that helps 
its ideal client families make smart choices with their money. 
“We believe no family can be financially successful without 
a Trusted Advisor,” a perspective Tom learned from mentors 
Bill Bachrach and Nick Murray. 

OWMG aims to establish long-term, multigenerational rela-
tionships with its ideal client families. For example, one of 
Tom’s client families attended his original workshop back in 
November 1994. Over the past 25 years plus, OWMG has 
worked as Trusted Advisor to those original clients, two of 
their children, and two of their grandchildren. “Anyone import-
ant in the family is important to us. We’re ready and willing to 
help.” As a result of this strong family focus, a majority of new 
business comes from personal, family introductions. 

GLOBAL PANDEMIC
Along with developing trust within families, Tom and his team 
maintain relationships through client appreciation and edu-
cational events. Because of the recent pandemic, Tom has 
transitioned from hosting in-person events like minor league 
baseball games, BBQs, and Half-Time Reports at his favor-
ite local restaurant, to virtual client events. In April, OWMG 
hosted its first Q1 2020 Client Update via Zoom, with nearly 
100 clients registered across three days. Following the 
webinar, a recording was distributed to all clients, who were 
encouraged to share it with friends and family who could 
benefit from the timely information. “I’d like to extend a huge 
thank you to Triad’s Advertising team, who reviewed and 
approved all of our materials same-day. It’s an advantage of 
partnering with Triad and make a difference in our business!”

Besides hosting virtual events, Tom and his team consis-
tently find new ways to surprise and engage clients. The firm 
recently packaged a “Client Happiness Delivery,” mailed this 
summer to its ideal client families. The delivery included a 
“Happy, Healthy, and Financially Wise” booklet, green tea, 

flower seeds, a brass non-contact tool, and a bookmark. 
“This initiative was extremely well-received by our clients and 
was a great way to stay connected.” Another way the OWMG 
team makes clients feel special is by sending them video 
messages to celebrate birthdays and special occasions. “I’ve 
been surprised by how many clients tell us how much they 
appreciate hearing from our team on their birthday.”

Each client communication during COVID-19 has been 
guided by foundational principles from Nick Murray, author 
of “Scripts.” OWMG’s COVID-19 communication strategy 
educates clients on the importance of history to provide nec-
essary perspective during these difficult times. For exam-
ple, the firm leverages BombBomb, a video tool to enhance 
communication and reassure clients. “Clients need to see 
and hear from me during volatile times like these. Through 
BombBomb we have delivered timely perspectives during 
market volatility.” When the market fluctuates, a compli-
ance-approved communication is ready-to-send immedi-
ately. The primary goal of communications like these is to 
help the firm’s client families avoid making what Tom calls 

Clients need to see and 
hear from me during 
volatile times like these.

Tom with  
his mentor  

Nick Murray
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“The Big Mistake,” which is the urge to sell equities during 
times of crisis. “According to Fidelity Investments, over 33% 
of all Americans over age 65 sold all of their equity position 
during the recent COVID-19 equity decline. We are proud to 
say that none of our ideal client families sold all of their equi-
ties during this period.” 

MASTERMIND GROUPS
In addition to communicating regularly with clients this year, 
Tom aims to collaborate with other successful financial pro-
fessionals through Mastermind Groups. “I have been seeking 
comradery during the COVID-19 pandemic, so I began two 
Elite Advisor Mastermind Groups.” A concept initially devel-
oped by Napoleon Hill in 1925, these groups bring together 
like-minded individuals who are working toward a common 
goal and provide a forum to share ideas and best practices 
with one another. “We believe the one thing that sets our 
team apart from other firms is our openness to implementing 
new ideas to benefit our clients.” Tom has generated so many 
new strategies through these groups, he is launching one for 
Triad as well. “If any Triad financial professional is interested 
in joining, they’re welcome to reach out to me to determine 
whether there might be a fit to join the group.” 

NEXT LEVEL
Another way Tom generates new strategies to grow his busi-
ness is through the Next Level Coaching Program. Because it 
is offered virtually this year, Tom’s entire office is able to par-
ticipate in the online coaching sessions. “We are hoping this 
program will help us to take our Customer Service Director, 
Debbie Kelleher, to the next level of client customer service, 
and take our Client Relationship Specialist, Paul Gaudio, to 
the next level of Associate Wealth Advisor.” As a result of 
their first coaching session, Tom and his team implemented 
a 15-minute morning “Daily Huddle” as well as the Pomo-
doro Technique to enhance time management and effi-
ciency. Although they just started the Next Level program, 
Tom already sees this six-month engagement as “a tremen-
dous growth opportunity for our team.”

Outside of the office, Tom is a big New England Patriots fan 
and decade-long season ticket holder. “I feel I’m personally 
responsible for helping the Patriots make eight straight AFC 
championship games,” he jokes. Tom also enjoys spending 
quality time with his wife, Nicole, and two children, Colin 
and Lauren. In addition, Tom mentors local high school and 
college students to introduce them to the financial services 
industry through “shadow days” and summer internships, and 
the entire OWMG team recently spent a volunteer day help-
ing feed over 300 families at the Billerica Community Pantry. 

And if Tom wasn’t an advisor, what would he do? “I would 
coach, teach, or mentor. I enjoy leading mastermind groups, 
educational seminars, and introducing young people to a pos-
sible career in financial services. If you told me back at the 
beginning of my career that I would have had so much impact 
on so many people, I don’t know if I would have believed you, 
so I feel extremely fortunate.”

We believe the one 
thing that sets our 
team apart from other 
firms is our openness to 
implementing new ideas 
to benefit our clients.


