
 

Two Models: A bias toward sales or advice via a Multi Family Office 

 

Every year I take some time off and just reflect on how I'm working with clients and how I can improve 

my company to better serve my clients. This past year I realized fully that some of my clients and most 

of the people who are potentially my clients don't realize the breadth of services that I am offering and 

are offered by a small percentage of financial planners.  So this series of three articles is meant to better 

inform the reader. 

This is the first of a three-part series which will be focusing on the ambiguity of the title “financial 

planner”.   Specifically, this article’s topics will focus on the differences between: 

1. Financial planners who really deal primarily with investments (investment managers) versus 

planning-which is not a one-time event but rather an ongoing oversight and interaction 

function between advisor and clients.  

2. Retail investment management versus investing for the affluent 

What clients don’t know they don’t know? 

My experiences have been most affluent clients cannot tell the difference in services provided by one 

financial planner and the next.  In my opinion, some of all “financial planners” are rally stock brokers or 

insurance people. Ergo when a potential new client finds out that I'm in the financial services industry I 

get lumped into the same financial professional bucket.   

From what I have seen, on a percentage basis only a few financial professionals give comprehensive 

advice.  This stems from the still lingering age-old model of a broker buying and selling stocks and bonds 

and getting paid a commission on the trade.  Also, I guess many affluent people have worked with 

several financial planners who sold them insurance or bought and sold them some product thus 

reinforcing the client perception that all financial planners are investment managers.  Financial planning 

is more than picking stocks and bonds and giving a 100 page “financial plan”! 

From my experience, most people with less than $10 million of investable assets have never had the 

opportunity to work with an advisor who is a fiduciary concerned with the client’s wellbeing.  Clients 

with $50 million in investible assets qualify to work with a multi-family office (MFO) which is holistic in 

their approach to the client.  A client with high net worth has to be concerned with taxes, estate 

planning, asset protection just to name a few non-investment related topics. 

When a true holistic financial planner initially analyzes a client’s financial life there are many documents 

needed. Trusts, wills, tax returns, insurance policies and investments along with many personal details 

which are blended to arrive at an overall set of strategies which is unique to each client.  The planner of 

affluent families should monitor the families’ entire financial life, one part of that picture being their 

investments. Another way of looking at this paradigm is the financial person is really an advisor.  They 



don't have any particular agenda except what they believe is best for the client. The advisor should have 

no manager or company that dictates a sales agenda but rather the advisor works in the best interest of 

the client who is the ultimate arbiter. 

How can ambiguity harm a client? 

As I mentioned before, I believe most people who call themselves a financial advisor are really insurance 

people or brokers. In short, they are salespeople, with major companies, with tens of thousands of 

representatives calling themselves financial advisors, confusion among the affluent seems to be 

common. 

Unfortunately, affluent families don't always know how to make certain their financial partner will help 

achieve their goals and work with them on an ongoing basis. You could be working with a “financial 

planner" that doesn't have your best interest at heart. It could be the “planner’s” main concern may be 

increasing his sales and his only real obligation to you, as their client, is to make sure that the products 

they're selling you are suitable but not necessarily in your best interest. 

Also, most investment based people may have several hundred clients and insurance people may have 

several thousand.  How can you expect your advisor to watch over your financial situation closely and 

spend 30-50 hours/yr. working with you, when they don’t have the time to give each client personal 

attention?  That 100 page financial plan done in the first few months can usually be produced with a 

minimum of data and the push of a computer key. These “plans” are usually a cash flow projection with 

some variable analysis (Monte Carlo) thrown it. My experience is that the cookie cutter, but thick, “plan” 

is rarely read by the client or updated to include strategies. 

Now let’s discuss the average retail investor versus the high net worth client population. I define the 

high net worth population as people who have investible assets of between one and $10 million and 

whose net worth is between three and one hundred million dollars. From the brokerage industry, this 

affluent population may have been given the services and investment products similar to clients with 

$300,000 to invest. I call people with less than $300,000 a good retail client but that level of wealth 

cannot support a more robust offering by the planner of services to the client which is time consuming 

for the advisor.  

I see a distinct differentiation between the retail investment client who is usually placed into several 

investments of the broker’s company vs. a client with a net worth of over 3 million dollars and who may 

have a diversified portfolio which may include her company, a 401(k) or 403(b) and real estate.  This 

affluent client has a different and more complex set of needs when it comes to investing.  The planning 

needed is very detailed, comprehensive, intricate and idiosyncratic.  

How a financial partner attempts to help clients achieve client goals 

When choosing a financial partner it is important to understand in what capacity they are serving you. 

This could be as a fiduciary, doing what is best for the client.  In the case of a stock broker their client 

hurdle is suitability and in the case of an insurance salesperson, neither. 



In my seven years of being in the business, what I find most interesting is that people give referrals to 

their friends regarding the person they are working without really realizing the person they are working 

with may not be working in their best interest or may only be an investment manager.  

Differentiating investing for the retail clients vs. the high-net worth client encompasses an investment 

approach that is more than just stocks and bonds: This approach may include: 

 Protection of capital may best be achieved through integrated, diversified, valuation based 

approach which is tax aware. 

 Reviewing the client's existing portfolio and discerning the client's goals, objectives and risk 

tolerance is important. An investment portfolio will focus on multiple investment horizons, cash 

flow and drawdown needs along with other tailored objectives. 

 One approach could utilize the endowment investment philosophy and a wide range of 

alternative assets. 

 Outsourced investments should be considered versus in-house, thus allowing for reduced 

conflict of interest. 

 Searching for best in breed investments should be ongoing with consolidated investment 

reporting. 

 For clients with more than $1 million of investable assets, an institutional platform could be 

available. These institutional quality investment managers tend to be less expensive and are 

chosen for their ability to beat their benchmarks, often with less risk. 

 

In this first article we have discussed the differences in investing for the average retail investor versus 

the affluent investor.  We have also discussed how the title on a business card gives you very little info 

on how this person will work with you.  An asset gatherer versus a person who is an advisor and is 

available to discuss many aspects of your financial life. Hopefully, the next time a financial planner gives 

you a call, you are better informed. 
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Our web address is www.handwerkmfo.com 
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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.  
 

Investments in securities do not offer a fix rate of return. Principal, yield and/or share price will fluctuate with 
changes in market conditions and, when sold or redeemed, you may receive more or less than originally invested. 
No system or financial planning strategy can guarantee future results. 
 
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. 
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