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T he increased appetite for
independent advice has
been a boon for regis-
tered investment advis-
ers, who are paid flat fees

by investors. This has allowed them
to steal market share from traditional
Wall Street brokerages, which have
customarily made money from com-
missions that clients paid for each
transaction.

This growth is evident in the third
annual Financial Times 300 Top Reg-
istered Investment Advisers ranking,
which is based on data supplied by
RIAs at the end of 2014 and 2015 (see
pages 11-14). The average FT 300
company has 25 staff who provide
investment advice, up from 21 last
year, as elite RIAs have attracted bro-
kerageprofessionals.

Momentum has swung behind the
“fiduciary standard”, announced by
the US Department of Labor in April,
which RIAs have adhered to since the
1940s. This demands that financial
advisers act in clients’ best interests
when handling retirement accounts.

The new rules apply to anyone sup-
plyingadviceonretirementplansand
individual retirement accounts. The
Securities and Exchange Commis-
sion, meanwhile, is considering
applying it to all advisers and brokers
and all products, not just retirement
plans, which would override the tra-
ditional situation where many bro-
kers merely have to recommend
“suitable” investments.

Among the FT 300 companies this
year, 83 per cent of assets are in
accounts that allow the adviser com-
plete discretion in how to invest, with
no need for client approval to make
buy or sell decisions. The portion of
assets in such accounts is up from 79
percent in2015’sFT300.

Technology is another area where
RIAs’ growing influence is shown.
The RIA market was the birthplace of
the robo adviser, the online automa-
tion of portfolios for investors using
computer algorithms. Betterment is
the sole robo adviser to appear in this
year’s list (seepage4).

Traditional brokerages are taking
note. UBS’s US brokerage last month
announced a partnership with robo
adviser SigFig and other big players
are considering developing similar
online offerings or working with an
existing robo adviser. The idea is to
serve older, wealthy investors more
easily, as well as the millennials who
until now have been the core recipi-
ents of robo advice. For all the hype

about robo advisers, computerised
apps have not yet made much
progress in replacing humans. Per-
sonal interaction still lies at the heart
of the FT 300, which provides a snap-
shotof theverybestUSRIAs.

The competition for just 300 spots
wasclose.Theunpredictablemarkets
of 2015 took their toll, as just 60 per
cent of last year’s FT 300 returned to
this year’s list. The turnover rate of
40 per cent was an increase from the
30 per cent in 2015. Meanwhile, the
average FT 300 practice saw its assets
under management rise 11 per cent in
2015, a decline from 17 per cent
growthin2014.

The FT 300 is an elite cohort. The
average business has been going for
22 years and manages $2.6bn. Three
out of five have at least $1bn in assets
undermanagement.

The FT 300 is listed state by state,
and the more populous states — with
more centres of wealth — tend to have
moreadvisersonthe list.

Advisers from a total of 34 states
plus Washington DC are included.
California, with 17 per cent of FT 300
constituents, and New York, with 9
per cent, lead all other states by a
wide margin in terms of absolute
numbers. New York City is home to
far more FT 300 companies than any
other, with 19 constituents, while
Boston and Los Angeles are tied in
secondplacewitheighteach.

Managing wealth is central to the

FT 300 companies. Nearly three-
quarters offer wealth management
services as a speciality. Clients with
$1m-$10m to invest account for 42
per cent of the assets managed by the
FT 300. Investors with more than
$10m account for another 22 per cent
ofFT300assets.

This shows that advisers are often
more focused on serving wealthy cli-
ents rather than those who will
become wealthy. While 80 per cent of
FT 300 companies say they specialise
in serving baby boomers — those
born between 1946 and 1964 — only

Investors buy into
‘fiduciary standard’
Regulatory and
technological
changes are going
to shape the industry’s
future, writes
Loren Fox

Registered investment advis-
ers are stepping up their
efforts to assist “baby boom-
ers” — born between 1946 and
1964 — to prepare for retire-
ments thatwill last longer than
thoseofpreviousgenerations.

Eighty per cent of the advis-
ers in this year’s Financial
Times Top 300 RIAs, which on
average advised on $2.6bn in

assets in 2015, cater to baby
boomers.

Most people in this group
havealargeretirementsavings
gap to fill, says Leon Loewens-
tine, managing director of
RiverPoint Capital Manage-
ment in Cincinnati, Ohio. “A
lot of the baby boomers’ par-
ents worked for a single com-
pany and walked away with a
pension,” he says. In contrast
to their parents, baby boomers
need to have saved more and
planned early to enjoy retire-
ment,headds.

The biggest challenge to
boomers is their longer
lifespans. They are now living
into their 90s, so planning for
longevity is essential, says
Howard Schneider, president

of Practical Perspectives, a
Massachusetts-based wealth
managementcompany.

A survey of RIAs by the
Limra Secure Retirement
Institute found that 96 per
cent offer boomers retirement
income planning as a core
service.

Planning how to tap into
social security benefits has
been a big growth area, the
survey found. About 67 per
cent of the RIAs offer strate-
gies for claiming social secu-
rity and healthcare planning,
compared with 26 per cent in
2011.

About 97 per cent of the
RIAs questioned by Limra
offer income planning services
for the required minimum

distribution in the US. This is
higher than 62 per cent of RIAs
surveyed in2011.Therequired
minimum distribution is the
withdrawal of a minimum

amount from a US retirement
planeveryyearafter itsbenefi-
ciary turns 70 years and six
monthsold.

About 81 per cent of the

Baby boomers rush to fill retirement savings gap
Income planning

Increasing lifespans
mean this generation
may have to work
for longer, writes
Peter Ortiz

RIAs surveyed are concerned
about clients’ long-term
healthcare expenses com-
pared with 43 per cent
in 2011. They recommend
long-term care insurance to
protectretirementsavings.

Planning for Roth individual
retirement accounts — in
which taxes are paid on money
going into the account but
withdrawals are tax-free —
also saw a boost: 91 per cent of
the RIAs surveyed offered this
compared with 72 per cent in
2011.

“RIAs have expanded retire-
ment planning activities a lot
and the scope is widening day
by day,” says Jafor Iqbal, assist-
antvice-presidentatLimra.

In another survey, nearly

60 per cent of 800 US citizens
aged 53-69 questioned by the
Insured Retirement Institute
expected social security to be a
main source of their retire-
ment income, up from 42 per
cent fiveyearsago.

However, many baby boom-
ers will probably have to delay
their retirement plans in order
to achieve higher social secu-
rity payments, especially as
defined benefit plans or
traditional pensions are no
longeravailable.

M i c h a e l H e r n d o n ,
vice-president in charge of
financial resilience at AARP
(formerly the American
Association of Retired
Persons), says: “Many baby
boomers and later generations
will need to increasingly rely
on creating efficient streams of
retirement income from their
ownsavings.”

Advisers will also discuss

Many baby
boomers will have to
delay retirement to
achieve higher social
security payments

57 per cent say they specialise in
catering for Generation X, born
between 1965 and 1980. Just 29 per 
cent of the FT 300 say they specialise
in serving millennials, those born
between 1981 and 1995, though this is
upfrom24percent lastyear.

Wealth managers are taking a
keener interest in millennials as this
generation’s potential becomes
clearer. In order to attract such cli-
ents, RIAs will have to develop new
specialisms. Millennials, in particu-
lar, have been shown to care more
about socially responsible investing.

For example, according to a Morgan
Stanley survey of 800 individual
investors in late 2014, millennials are
twice as likely as investors overall to
invest in companies or funds that aim
to provide some social or environ-
mentalbenefit.

However, only 4 per cent of the FT
300 say socially responsible investing
is one of their specialities. While that
is up from 3 per cent last year, it is still
a niche offering compared to the 60
per cent that offer financial planning,
or even the 10 per cent that specialise
inestateplanning.

For all the hype about
robo advisers, they have
not made much progress
in replacing humans yet
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US financial advisers are a
greying group that is likely
to shrink significantly in the
coming years.
The pool of overall

advisers — as opposed to
to the elite FT 300
registered investment
advisers — shrank by
9.1 per cent from 2005-14,
according to research
company Cerulli
Associates.
The lack of replacements

could become a problem.
Fewer college graduates are
willing to slog through
extensive training
programmes at broker-
dealers and wade through
regulatory red tape to
become financial advisers,
says Alois Pirker, research
director at Aite Group.
Wealth managers such as

Merrill Lynch, Morgan
Stanley, UBS and Wells
Fargo were once the
breeding ground of the
next generation; now their
on-the-job learning takes

much longer and they are
producing fewer advisers.
The steep learning curve

— coupled with the US
Department of Labor’s new
fiduciary rule that requires
advisers to put their clients’
best interests ahead of their
own — will cause a further
contraction in the market,
Mr Pirker says. He predicts
the adviser headcount may
drop by as much as 25 per
cent in the next 10 years.
The large segment of

ageing advisers has forced
wealth managers to focus
on succession planning.
The industry has slowly
realised how important
starting earlier in the
process is because it can
take several years to find
and groom replacements.
The irony is that while

many advisers are able to
help clients prepare for the
future, it seems that they
are ill equipped to deal with
their own transition plans.
Matthew R Beaton

Succession Few plan for future

more fundamental general
finance questions that are
becoming increasingly impor-
tant to clients, especially for
those who will use social secu-
rity as a de facto pension and
Medicare as their main health-
caresystem.

RIAs are also more likely
than other types of financial
advisers to favour instruments
such as exchange traded
funds and passively managed
funds. They are frequently
more sensitive about the costs
of products and “insurance
products tend to be commis-
sion-based, so it doesn’t fit
with their model”, says Mr
Schneider of Practical Per-
spectives.

“They also tend to believe
they can outperform the mar-
ket compared to using higher
cost products and can provide
a better experience for their
clients thatway,”henotes.

Early days: newborns in a 1950s’ hospital — Getty Images
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B etterment has made a
name for itself among US
retail investors, having
grown from a start-up in
2010 to a robo adviser with

$4.5bn in assets and 160,000 clients
inMay.

With 191 per cent growth in assets
throughout 2015, Betterment is the
fastest-growing business in this year’s
FT 300 list of registered investment
advisers. Only three other RIAs —
Summit Financial Wealth Advisors,
Catalyst Capital Advisors and Feltz
Wealthplan — increased their client
assetsbytripledigits lastyear.

Betterment’s main pitch is that it
invests clients’ money in a globally

diversified portfolio of exchange
traded funds and gives them per-
sonal, automated advice at a fraction
of the cost of traditional financial pro-
viders. The company’s fees range
from 15 to 35 basis points annually,
depending on the amount in clients’
accounts. Investors with accounts
below $10,000 are required to
increase their investment by $100 a
month to qualify for the annual 35
bps fee. Otherwise clients pay $3 a
month. This compares with charges
of between 75 bps and 100 bps for the
average financial adviser depending
on assets, according to SEI Advisor
Network, a wealth management serv-
iceprovider.

More than three quarters of Better-
ment’sclientassetscomefrompeople
with less than $1m to invest, while
about 18 per cent come from those
with $1m to $10m. Just 2 per cent of
assets come from clients with more
than$10mtoinvest.

Betterment’s founder and chief
executive, New York-based Jonathan
Stein, expects the company’s future

growth to come largely from the
ultra-rich, especially from those aged
over 50, whose accounts represent 30
per cent of the platform’s assets, and
tosomedegree thehighearners in the
35-50agegroup.

“We’ve seen over the last two years
an amazing amount of growth from
wealthier customers, who are giving
us a higher share of their wallets,” Mr
Stein says. Its average account was
worth $27,000 at the end of 2015,
while clients over 50 have average
accountsworthabout$67,000.

Betterment was initially seen as a
robo adviser for young or new inves-
tors, but in the past two years more
experienced and richer investors

havetakento it,MrSteinsays.
Wealthier clients’ favourite fea-

tures include its online tax services,
such as the ability to assist with tax
advice. “We tailor their account to
their specific situation and manage it
to reduce their overall tax burden,”
MrSteinsays.

Customers can manage their own
investments or their financial advis-
ers can use the tools of Betterment
Institutional, launched for advisers in
2015. Mr Stein says Betterment is in
the early stages of building client
management teams to help external
advisers use the tools on the plat-
form. “It’s never been about humans
versus technology. It’s always been
aboutthebestofboth,”headds.

Overcoming the “barrier of inertia”
is Betterment’s greatest challenge
when trying to attract richer clients.
The wealthy tend to prefer to keep
their money with companies they
already use, in part because of the
“hassle of changing providers”, Mr
Stein says. “But what they don’t real-
ise is that resistingchangemay justbe

like throwing hundred dollar bills
out the window,” Mr Stein says.

He adds that the company needs to
make the benefits of a potential move
to the platform more tangible for this
particular group. Betterment’s “real
competition” is coming from big-
brand companies such as Vanguard,
CharlesSchwabandFidelity,MrStein
believes. All three have developed
robo-adviserunits.

Vanguard’s Personal Advisor Serv-
ices had about $12bn in client assets
at the end of 2015, while Charles
Schwab’s Intelligent Portfolios robo
had about $5.3bn. Fidelity is due to
rollout itsGoservicethisyear.

Betterment partly plans to com-
pete with these large, well-estab-
lished fund companies through its
technology. “One of the advantages
we have is we don’t have the legacy
technology systems and processes
that some of the incumbents do,” Mr
Stein says. “We built everything from
scratch, and we don’t have that bag-
gage, so we were able to build tools to
servicecustomersmoreefficiently.”

Robo adviser
battles inertia
to attract
rich investors
Interview Jonathan Stein

Platform founder believes
Betterment can compete
on its nimble technology,
says Rita Raagas De Ramos

StGermainInvestment
Managementopenedin1924,
fiveyearsbeforethebeginning
of theGreatDepression.
Survivingthecrashhelped
createadisciplinedapproach
tomanagingmoneythathas
guidedthecompanyever
since.

WhenStGermain,basedin
Springfield,Massachusetts,
was facedwiththefinancial
crisisof2007-08,Michael

Matty, itspresident,alongwith
themanager’schairman,cut
theirownsalariesbyathirdfor
sixmonths.Thishelpedthe
companyavoid lay-offsand
showedemployees itwould
support them.MrMattysays:
“I toldtheseguysthat Iwill cut
mysalarytozerobefore I laid
offanybody.”

“We’re inabusinesswhere
themarket level isgenerally
correlatedwiththefinancials
ofour firm,andhavingthe
marketdown38percent isas
badas itgets,”TimSuffish,
seniorvice-president incharge
ofequitymarkets, says.“We
toldemployees[in2008]that
we’vebeenthroughbad
marketsbeforeandwe’lldo it
againwithwhatever it takes.”

Thecrisisalsoreinforcedthe
company’smissionof
protectingandgrowing
clientassetswithoutbeing
swayedbymarket turmoilor
hype.

StGermainmanagesabout
$1.1bn. Ithasbuilt itsclient
basemostlybywordofmouth
andretains fifth-generation
investorswhosegreat,great
grandparentsstartedwith
founderDJStGermain.

Thecompanypaysstaffa
salaryratherthanusinga
commissionstructure.Mr
Mattysaysthisallows“guys in
thetrenchestalkingtoclients
togiveveryobjectiveadvice,
includingputtingtheirmoney
somewhereelse”.

Asalary is theonlywayto

ensureclientsreceivehonest
andunbiasedadvice,hesays.
“Whenyouknowyouhavea
bill topayinthebackofyour
mindandcanmakea6per
centcommissionbysellingan
annuity, it tilts thewayyou
giveadvice,”MrMattysays.

“Thefact thatyouwill
begettingpaid20timesmore
thanwithanotherproduct
hastobe inthebackofyour
mind.”

Hestresses thatremaining
detachedduringthetoughest
of timeswillhelpthemanager
keepclientsandmakemoney.
Forexample, thebusiness
founditselfatoddswith
receivedwisdominthe1990s
duringthedotcombubble. Its
advisershadtoexplainto

clientswhythecompanywas
raisingcashwhenit thought
thestockmarketwas
overvalued,hesays.

“Abigpartofour job is to

stripemotionawayandto look
at fundamentalvaluationof
stocks,”MrMattysays.

Butoneof thebestwaysto
formasolidclientbase is to
build loyaltywithinthefirm,
somethingthestaffwas
remindedofwhenoneof its
longest-servingemployees
died inhis90s.FounderDJSt
Germainhadhiredhimasa
gardenerandpromisedthat
oncehehitretirementagethe
companywouldkeeppaying
himaregularsalary,MrMatty
recalls.

“DJ toldhim‘wewillkeep
youonthepayroll’,with
nothingmorethana
handshake,”hesays.“Andthat
iswhatwedidasacompany
fortherestofhis life.”

Planner’s commission aversion pays off
Profile St Germain

Remaining detached
in tough times helps
to keep clients, writes
Peter Ortiz

Michael Matty: told staff he
would cut his salary to zero

Wealth care provider: Betterment founder and chief executive Jonathan Stein

‘What they don’t realise is
that resisting change
may just be like throwing
hundred dollar bills out
the window’
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Investmentadvisersarebeefingup
cybersecurity tomeetstrictnew
regulatoryrequirementsand, in
somecases,clientdemands.

Followinga2014Securitiesand
ExchangeCommissiondirectiveon
cybersecurity, registered investment
advisersareexpectedtobring innew
practices toprotectclients’money
anddata fromhackers.

These includetrainingstaff,
carryingoutcyberriskassessments
andupdating listsofpeoplewith
access to internalnetworks.Many
adviserssaytheyaregoingbeyond
therequirements.Somehave
contractedconsultants toperform
penetrationtesting—knownas
friendlyhacking—ontheirnetworks.
OthersuseCIA-gradeencryptionto
protectdata.

“Wesee itasamarket
differentiator insomeways,”says
JeffreyPowell,managingpartnerof
California-basedPolarisGreystone
FinancialGroup,aregistered
investmentadviser intheFT300list.

PolarisGreystone’sownadditional
securitymeasuresrequireclients to
answeraprivatesecurityquestion—
suchas“Whatwasyourwifewearing
onyourfirstdate?”—inadditionto
providingdetails suchassocial
securitynumbers,birthdaysor
signatures.MrPowell says that
additionalsafetymeasuresarean
important factor formanyclients.

TheSEC’s inspectorsbeganprobing
investmentadvisers lastyeartomake
suretheywereaddressingthe
hackingthreat.Thiswasaftera2015
reportbythecommission’sOfficeof
ComplianceInspectionsand
Examinationsrevealedthat74per
centof investmentadvisers inone
examinationhadsufferedcyber
attacks. Italso found43percenthad
receivedfraudulentemails
requestingatransferofclient funds.
Oneadviser lost$75,000ofaclient’s
moneybecauseofanemail scam,but
repaidtheclientwhenstaff realised
theirmistake.

InSeptember, theSECannounced
chargesagainstStLouis-basedRT
JonesCapitalEquitiesManagement
for failingtoprotect thepersonaldata

of100,000people, includingthe
firm’sclients.RTJonesagreedtopaya
penaltyof$75,000.Noonereported
financialharmasaresultof thehack
andthecompanyofferedfreecredit
monitoringservices topeoplewhose
detailshadbeencompromised.

Theoffence, thecommissionsaid,
was inRTJones’ failuretohave
writtenpoliciesandothermeasures
suchasafirewallorencrypted
personaldataonitsserver.

“Theonlythingthat’sworsethan
nothavingpoliciesandprocedures is
havingpoliciesandproceduresbut
not followingthem.That’swherethe
SECwill step in,”says JayBaris, chair
of investmentmanagementat law
firmMorrison&Foerster.

“Oneof thebiggerchanges is in
documentingourprocessbetter,”
saysNathanHoward,chief
complianceofficerat theMoneta
Group.Headds:“Thefuture is
technologyandwithtechnology
comerisks.Wehavetobeable to
provethatwecare.”

ColleenBrown,apartnerat law
firmSidleyAustin, saysthenew
requirementshavedrivenasenseof
ownershipofcybersecurity inmany
companies,especiallysmallerones.
Forexample,MsBrownsays,most
investmentadvisershavehistorically
outsourceddatamanagement.The
regulatoryandlegal liability
accompanyingtheSEC’sdirectives
haveraisedtheprofileofamatter
thathadoncebeenconsidereda
vendor’sresponsibility, shesays.

Advisersare lookingat therisk
posedbythirdparties,another factor

theSECisexamining.Other
regulators, suchastheFinancial
IndustryRegulatoryAuthorityand
theNewYorkStateDepartmentof
FinancialServices,haveturnedtheir
attentiontoexternalproviders.

“Advisers . . . want tomakesure
theyaredoingduediligenceon
whomtheyareconnectedwith
andtowhomtheyhaveentrusted
data,”saysRajeshDe,a former
generalcounselof theNational
SecurityAgencywhoisnowheadof
thecybersecuritypracticeat lawfirm
MayerBrown.

Cyber security
goes beyond
SEC guidelines
Risk

Watchdog’s probe drives
industry’s response to
hacking dangers, reports
Melissa Anderson

A lthough less dramatic
than first feared, the
Department of Labor’s
f iduciary rule is
expected to result in big

changes to investors’ individual
retirement accounts (IRAs) in areas
such as fees, product options and
access toprofessionaladvice.

Unveiled in April, the rule requires
financial advisers to act in clients’
best interests when handling their
retirement accounts, putting inves-
tors in a stronger position if advisers
misbehave. “The DoL rule will have a
[positive] impact for investors who
have been maybe taken advantage of
by high-commission products,” says
Scott Hanson, co-chief executive at
Hanson McClain Advisors, based in
Sacramento,California.

Mr Hanson, whose firm manages
more than $2bn in assets, warns the
rule will not eliminate unscrupulous
advisers or offer protection outside
retirementaccountsasadviserscould
still put clients in “garbage product”
non-retirement accounts without ret-
ribution.

But,oncetheruletakesfulleffect in
January 2018, IRA investors will
receive more paperwork from advis-
ers, specifically when they may have
more room to act outside clients’ best
interests. One example of this is the
best interest contract exemption
(BICE), which can allow advisers to
work on a commission rather than a
fee basis. Other instances when BICE
contracts might apply include when

advisers recommend rolling a lower-
cost workplace retirement plan into a
higher-cost IRA account, or switching
from a commission-based IRA
accounttoafee-basedone.

Advisers will have to justify and
document recommendations in the
BICE each time they occur for each
investor, says Tom Corra, chief oper-
ating officer for Fidelity Clearing and
Custody: “It’s going to be incumbent
on the [adviser] to determine what
characteristics they’re going to utilise
to justify the rollover, in this case, as
inthebest interestof theclient.”

The fiduciary rule is likely to push
more IRA accounts overseen by
advisers on to a level fee basis, but
that is not a fail-safe, Mr Corra says.
The adviser still must make the case
thatanymoveisbest for theclient.

Although the industry had con-
cerns that some products would be
barred from IRA accounts, there is a
long list of acceptable products,

including variable and fixed annui-
ties and liquid alternative mutual
funds. But Fidelity research predicts
the rule will push more dollars into
cheap passive products within IRA
accounts, which, in turn, will lead to
downward pressure on fees. This
cost-first approach will further hurt
products that use active manage-
ment, where investors pay a pre-
mium to managers who choose secu-
rities expected to beat, not track, a
selectedbenchmark.

In 2015 alone, active mutual funds
bled $218.3bn while passive mutual
funds added $194.5bn in net new

money, according to financial data
provider Morningstar. Advisers who
employ actively managed products
are going to have a hard time justify-
ing why they continue to use them,
Mr Hanson says. He also thinks high-
priced annuities and some real estate
investment trusts are likely to be all
buteliminatedfromIRAs.

High-priced annuities in 401(k)
defined contribution plans will also
be hard to justify, says Paul Moffat,
president of Las Vegas-based Arista
WealthManagement.

“There are a lot of people in this
[retirement] space who will need to
be looking in the mirror and evaluat-
ing if they’re doing the right thing,”
MrMoffatsays.

Such moves will extend beyond a
preference for passive products, says
Ginny Stanley, principal at REDW
Stanley Financial Advisors, based in
Albuquerque.

The fiduciary rule also puts pres-
sure on advisers to obtain the lowest-
cost share class within each fund, she
says. “I do think it is going to have an
effect on fees, probably in the smaller
accountarea,”MsStanleysays.

And the fiduciary rule could make
finding a financial adviser more diffi-
cult, says Tom Owens, principal at
Garde Capital in Seattle. Some
advisers — faced with the decision to
justify their commission-based
model or stop working with less-valu-
able IRA accounts — may raise their
account minimum threshold to
essentially eliminate smaller
accountsentirely.

But Mr Owens says being rejected
by commission-based advisers might
be a good thing because they may not
havetheclients’best interestatheart.
He adds that to be truly on “the same
sideof the tableas theclient”advisers
will have to put the interests of others
aheadof theirown.

Duty of care is likely
to push fees down
Regulation
Move couldmake it
tougher to find
financial help, says
MatthewRBeaton

The rule is likely to push
more IRA accounts
on to a level fee basis

Contractual obligation: the fiduciary rule will not offer protection outside retirement accounts — Getty Images

‘The only thing worse
than not having policies
is having policies but not
following them’
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ALABAMA

HighTower Twickenham Huntsville ✓ ✓ ✓ ✓

ARIZONA

Galvin, Gaustad & Stein, LLC Scottsdale ✓ ✓ ✓

MRA Associates Phoenix ✓ ✓ ✓ ✓

TCI Wealth Advisors, Inc. Tucson ✓ ✓ ✓ ✓

United Planners Financial Services Scottsdale ✓ ✓ ✓ ✓

ARKANSAS

Sowell Management Services North Little Rock ✓ ✓ ✓
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CALIFORNIA

AMI Asset Management Los Angeles ✓ ✓ ✓ ✓

Aspiriant Los Angeles ✓ ✓ ✓

Atlas Capital Advisors San Francisco ✓ ✓ ✓

B|O|S (Bingham, Osborn & Scarborough) San Francisco ✓ ✓ ✓

Baker Street Advisors, LLC San Francisco ✓ ✓

Beacon Pointe Advisors Newport Beach ✓ ✓ ✓ ✓

California Financial Advisors San Ramon ✓ ✓ ✓

Callan Capital La Jolla ✓ ✓ ✓

Camden Capital, LLC El Segundo ✓ ✓ ✓

Cardiff  Park Advisors Carlsbad ✓ ✓ ✓

Checchi Capital Advisers, LLC Beverly Hills ✓ ✓ ✓ ✓

FT 300
The FT 300 top registered investment advisers in the US listed alphabetically by state

RIAs of the year
ListingOur snapshot of the best registered investment advisers in theUS

FT 300 Top Registered Investment Advisers

Experience effects Attaching too much importance to
outcomes you have personally experienced. You should
pay attention to all past data, not just the data you
have lived through.
Extrapolation Thinking that past performance is a
good guide to future performance. It is not.
Loss aversionWhen you are more sensitive to potential

losses and can miss the out on the benefits of a riskier
investment strategy.
Overconfidence Overestimating your ability, relative to
others, and overestimating the precision of your
forecasts. This leads to excessive trading and the
associated poor performance.
Source: Professor Nicholas Barberis, Yale University

Lexicon A guide to the language of behavioural finance

Y ou cannot ignore how
people think about
m o n e y — a n d t h e
methods by which they
psychologically separate

their cash into different “buckets”.
One bucket for retirement, one for
vacations, a couple for kids and edu-
cation, and so on. Advisers are taking
a greater interest in these thought
processes in order to understand how
theyaffect investordecisionmaking.

Drew McMorrow, chief executive of
Massachusetts-based Ballentine
Partners, is one of a growing number
of wealth advisers who believe in
behavioural finance. He applies a
method to help clients better under-
stand their mental accounting deci-
sions to fit his clients’ aspirations into
an investment strategy, because dif-
ferent portfolios will have different
goalsandvaryingdegreesofrisk.

Mr McMorrow says this method
helps his clients understand and con-
front their behavioural biases when
investing. If someone is scared of los-
ing money, for example, they can bet-
ter deal with market downturns if
onlyafew“buckets”areaffected.

Over the past decade, behavioural
finance researchers have been trying
to understand the psychological prin-
ciples thatgovern investorbehaviour,
suchasanaversionto losses.

The concept, says Nicholas Bar-
beris, professor of behavioural
finance at Yale University, has been
used to understand why many people
are uncomfortable investing in risky
assetclasses.

At the other end of the spectrum is
overconfidence, when people overes-
timate their ability relative to others
and overestimate the precision of
their forecasts.

“This has been rigorously linked to
excessive trading in brokerage
accounts and to the associated poor
investment performance,” says Prof
Barberis.

Using modelling and big data anal-
ysis researchers have found that peo-
pleoftenattachtoomuchimportance
to outcomes they have personally
experienced. An investor will be
more comfortable investing in the
stock market if they have experi-
encedgoodreturns.

“This is called the ‘experience
effect,’ and it isn’t optimal. We should
pay attention to all past data, not just
the data we have lived through,” says
ProfBarberis.

He adds that we still do not know

for certain which are the most impor-
tant psychological principles that
affect our investment decision-mak-
ing processes. He also believes that
consensus about what might be
sound investments may be different
inthefuture.

For example, one commonly
understood principle is extrapola-
tion, when people think past

performance is a good guide to future
outcomes. As the legal disclaimers on
mutual fund advertisements state,
however, this isnot thecase.

Michael Liersch, head of behav-
ioural finance at Merrill Lynch,
says he thinks that investors should
approach concepts of behavioural
finance with a healthy degree of
scepticism.

He maintains that simply acknowl-
edging that investors have prefer-
ences and biases can help them better
understand their own trading and
assetallocationdecisions.

“Traditional economists shied
away from emotion in the market-
place,” says Mr Liersch. “But the mar-
ket proved to be anything but dispas-
sionate.”

JordanWaxman,managingpartner
of New York-based HSW Advisors,
agrees: “The market is based on
myriad emotional decisions and gut
reactions.”

Mr Waxman, whose firm is part of
national adviser HighTower’s net-
work, says he often sees investors
inappropriately “anchoring” their
investing. “All they’re thinking about
is the price in which they bought and
the price at which they want to sell,”
he says. “This creates lopsided port-
folios.”

Mr Waxman says he tries to under-
standhisclients’ goals inabid tocom-
prehend the psychology of their
investmentdecision-making.

“Investors usually think and talk in
terms of emotion, and it’s the
adviser’s job to work out which emo-
tions are impacting their decision-
making,” says Mr Waxman, who
exploreshisclients’ earlyexperiences
of money problems — such as where
they come from, what moves clients
and what information they have
received in the past. “These experi-
ences translate into their values and
can drive their behaviours towards
investing,”hesays.

Whether it is judging the suitability
of an investment for a particular cli-
ent — the regulatory bar that governs
broker-dealers — or putting the best
interests of the client first, Merrill
Lynch’s Mr Liersch argues that the
principles behind behavioural
finance are directly in line with regu-
latoryconstraintsonthe industry.

“Fiduciary rules, under which reg-
istered investment advisers operate,
require the adviser to put the best
interests of the client first. That’s
exactly what behavioural finance
does,”saysMrLiersch.

Prof Barberis is quick to point out
that behavioural finance is still a
young field, and so far the research
has focused mainly on understanding
the psychological drivers of investing
behaviour — specifically investing
mistakes.

“Sometimes, we can be too casual
or too quick when trying to diagnose
the root of someone’s investing
behaviour,” says Prof Barberis. “Even
if we can successfully identify the
faulty thinking behind an investment
decision, it’s hard to know how to
change it. People have wrong-headed
intuitions about how to invest, but
these intuitions are often strongly
heldandhardtochange.”

Success with money is in the mind
Psychology Ingrained
prejudices and
experiences dictate
our attitudes to risk,
writesBruce Love

‘Economists shied away
from emotion, but the
market proved anything
but dispassionate’
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Churchill Management Group Los Angeles ✓ ✓ ✓ ✓

Cliff ord Swan Investment Counselors Pasadena ✓ ✓ ✓ ✓

Covington Capital Management Los Angeles ✓ ✓ ✓

Dan Goldie Financial Services LLC Palo Alto ✓ ✓ ✓

Destination Wealth Management Walnut Creek ✓ ✓

Dixon Financial Services, Inc. Lafayette ✓ ✓ ✓ ✓

Dowling & Yahnke, LLC San Diego ✓ ✓ ✓

Eff icient Market Advisors, LLC San Diego ✓ ✓

Ensemble Capital Management Burlingame ✓ ✓ ✓ ✓

Evanson Asset Management Carmel ✓ ✓ ✓

First Republic Investment Management, Inc. San Francisco ✓ ✓ ✓ ✓

Genovese Burford & Brothers Sacramento ✓ ✓ ✓ ✓

Golub Group San Mateo ✓ ✓ ✓ ✓

Hanson McClain Advisors Sacramento ✓ ✓ ✓ ✓

HighTower San Diego San Diego ✓ ✓

HoyleCohen, LLC San Diego ✓ ✓ ✓ ✓

Index Fund Advisors, Inc. Irvine ✓ ✓ ✓ ✓

Jackson Financial Management Costa Mesa ✓ ✓ ✓ ✓

Kestra Private Wealth Services, LLC San Diego ✓ ✓ ✓ ✓

L&S Advisors, Inc. Los Angeles ✓ ✓ ✓

Lido Advisors, LLC Beverly Hills ✓ ✓ ✓

Lodestar Private Asset Management Alamo ✓ ✓ ✓ ✓

Mission Wealth Management, LLC Santa Barbara ✓ ✓ ✓ ✓

Morton Capital Management Calabasas ✓ ✓ ✓ ✓

Parallel Advisors, LLC San Francisco ✓ ✓ ✓ ✓

Personal Capital San Carlos ✓ ✓ ✓

Pillar Pacific Capital Management Pacifica ✓ ✓ ✓ ✓

PlanMember Financial Co. Carpinteria ✓ ✓ ✓

Polaris Greystone Financial Group San Rafael ✓ ✓ ✓ ✓

Private Ocean Wealth Management, LLC San Rafael ✓ ✓ ✓

Pure Financial Advisors, Inc. San Diego ✓ ✓ ✓

Rand & Associates San Francisco ✓ ✓ ✓ ✓

Raub Brock Capital Management, LP Larkspur ✓ ✓ ✓ ✓

RS Crum, Inc. Newport Beach ✓ ✓ ✓

Sand Hill Global Advisors Palo Alto ✓ ✓ ✓

Scharf Investments, LLC Scotts Valley ✓ ✓

Signature Estate & Investment Advisors, LLC Los Angeles ✓ ✓ ✓ ✓

United Capital Financial Advisers, LLC Newport Beach ✓ ✓ ✓ ✓

Westmount Asset Management, LLC Los Angeles ✓ ✓ ✓ ✓

Willow Creek Wealth Management, Inc. Sebastopol ✓ ✓ ✓ ✓

COLORADO

BSW Wealth Partners Boulder ✓ ✓ ✓ ✓

Colorado Financial Management Boulder ✓ ✓ ✓ ✓

Crestone Capital Advisors Boulder ✓

Innovest Portfolio Solutions Denver ✓ ✓ ✓ ✓

Intervest International, Inc. Colorado Springs ✓ ✓ ✓ ✓

Wakefield Asset Management Englewood ✓ ✓ ✓

CONNECTICUT

Bradley, Foster & Sargent, Inc. Hartford ✓ ✓ ✓ ✓

Connecticut Wealth Management, LLC Farmington ✓ ✓ ✓ ✓

Greenwich Investment Management, Inc. Stamford ✓ ✓ ✓

Investmark Advisory Group, LLC Stratford ✓ ✓ ✓ ✓

Relyea Zuckerberg Hanson, LLC Stamford ✓ ✓

DISTRICT OF COLUMBIA

Alexandria Capital, LLC Washington ✓ ✓ ✓ ✓

Farr, Miller & Washington, LLC Washington ✓ ✓ ✓ ✓

Lynx Investment Advisory Washington ✓ ✓ ✓

FLORIDA

ARS Wealth Advisors Saint Petersburg ✓ ✓ ✓

BigSur Wealth Management LLC Miami ✓

Bott-Anderson Partners, Inc. Jacksonville ✓ ✓ ✓
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Cumberland Advisors Sarasota ✓ ✓ ✓ ✓

Dimension Capital Management Miami ✓ ✓ ✓

Finser International Corporation Miami ✓ ✓ ✓ ✓

GenTrust Miami ✓ ✓

Global Financial Private Capital, LLC Sarasota ✓ ✓ ✓ ✓

Moisand Fitzgerald Tamayo, LLC Orlando ✓ ✓ ✓

Premia Global Advisors Coral Gables ✓ ✓ ✓

ProVise Management Group, LLC Clearwater ✓ ✓ ✓ ✓

Resource Consulting Group Orlando ✓ ✓ ✓ ✓

Ruggie Wealth Management Tavares ✓ ✓ ✓ ✓

Singer Xenos Wealth Management Coral Gables ✓ ✓ ✓

Water Oak Advisors Winter Park ✓ ✓ ✓ ✓

WE Family Off ices Miami ✓

GEORGIA

A. Montag and Associates Atlanta ✓ ✓ ✓

Atlantic Trust Atlanta ✓ ✓ ✓

Balentine Atlanta ✓ ✓ ✓

Berman Capital Advisors, LLC Atlanta ✓ ✓ ✓

Brightworth Atlanta ✓ ✓ ✓ ✓

Buckhead Investment Partners Atlanta ✓ ✓ ✓

GV Financial Advisors Atlanta ✓ ✓

Homrich Berg Atlanta ✓ ✓ ✓ ✓

SignatureFD, LLC Atlanta ✓ ✓

Stewardship Financial Advisors, LLC Stockbridge ✓ ✓ ✓

Willis Investment Counsel Gainesville ✓ ✓ ✓

ILLINOIS

Archford Capital Strategies Swansea ✓ ✓ ✓ ✓

Balasa Dinverno Foltz LLC Itasca ✓ ✓ ✓

Brookstone Capital Management Wheaton ✓ ✓ ✓

Brownson, Rehmus & Foxworth Chicago ✓ ✓ ✓

Chicago Partners Wealth Advisors Chicago ✓ ✓ ✓ ✓

Cozad Asset Management, Inc. Champaign ✓ ✓ ✓ ✓

Dearborn Partners, LLC Chicago ✓ ✓ ✓ ✓

EMBREE FINANCIAL Group Chicago ✓ ✓ ✓ ✓

Geneva Advisors, LLC Chicago ✓ ✓ ✓ ✓

HighPoint Advisor Group, LLC Downers Grove ✓ ✓ ✓ ✓

JMG Financial Group, Ltd. Oak Brook ✓ ✓

Leonetti & Associates, LLC Buff alo Grove ✓ ✓ ✓ ✓

Rappaport Reiches Capital Management Skokie ✓ ✓ ✓

Rothschild Investment Corporation Chicago ✓ ✓ ✓

Savant Capital, LLC Rockford ✓ ✓ ✓ ✓

Segall Bryant & Hamill Chicago ✓ ✓ ✓ ✓

Strategic Wealth Partners Deerfield ✓ ✓ ✓ ✓

The Mather Group Chicago ✓ ✓

Whitnell & Co. Oak Brook ✓ ✓ ✓

INDIANA

Bedel Financial Consulting, Inc. Indianapolis ✓ ✓ ✓ ✓

Column Capital Indianapolis ✓ ✓ ✓ ✓

Donaldson Capital Management, LLC Evansville ✓ ✓ ✓ ✓

Sheaff  Brock Investment Advisors, LLC Indianapolis ✓ ✓ ✓ ✓

Valeo Financial Advisors, LLC Indianapolis ✓ ✓ ✓ ✓

IOWA

Foster Group, Inc. West Des Moines ✓ ✓ ✓ ✓

Honkamp Krueger Financial Services, Inc. Dubuque ✓ ✓ ✓ ✓

Steele Capital Management, Inc. Dubuque ✓ ✓ ✓

KANSAS

Creative Planning, Inc. Leawood ✓ ✓ ✓ ✓

Financial Advisory Service, Inc. Leawood ✓ ✓ ✓

Sunrise Advisors Leawood ✓ ✓ ✓ ✓

FT 300
The FT 300 top registered investment advisers in the US listed alphabetically by state
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KENTUCKY

ARGI Investment Services Louisville ✓ ✓ ✓ ✓

MCF Advisors, LLC Covington ✓ ✓ ✓ ✓

LOUISIANA

Resource Management, LLC Metairie ✓ ✓ ✓

Summit Financial Wealth Advisors Lafayette ✓ ✓ ✓ ✓

MARYLAND

Baltimore-Washington Financial Advisors Columbia ✓ ✓ ✓ ✓

Bridgewater Wealth & Financial Management, LLC Bethesda ✓ ✓ ✓ ✓

FBB Capital Partners Bethesda ✓ ✓ ✓ ✓

Heritage Investors Management Corporation Bethesda ✓ ✓ ✓ ✓

HighTower Bethesda Bethesda ✓ ✓ ✓ ✓

Maryland Capital Management Baltimore ✓ ✓ ✓ ✓

Wagner Bowman Management Corp Baltimore ✓ ✓ ✓ ✓

MASSACHUSETTS

Adviser Investments Newton ✓ ✓ ✓ ✓

Athena Capital Advisors LLC Lincoln ✓ ✓ ✓

Aureus Asset Management, LLC Boston ✓ ✓ ✓ ✓

Ballentine Partners, LLC Waltham ✓ ✓ ✓

Boston Private Wealth LLC Boston ✓ ✓ ✓ ✓

Congress Wealth Management Boston ✓ ✓ ✓

F.L.Putnam Investment Management Company Wellesley ✓ ✓ ✓ ✓

Grimes & Company, Inc. Westborough ✓ ✓ ✓

GW & Wade, LLC Wellesley ✓ ✓ ✓

New England Private Wealth Advisors, LLC Wellesley ✓ ✓ ✓

O'Brien Management, LLC Boston ✓ ✓ ✓ ✓

SCS Financial Boston ✓ ✓

St. Germain Investment Management Springfield ✓ ✓ ✓ ✓

The Colony Group Boston ✓ ✓ ✓ ✓

Wilkins Investment Counsel, Inc. Boston ✓ ✓ ✓

Zevin Asset Management, LLC Boston ✓ ✓ ✓ ✓

MICHIGAN

Center for Financial Planning, Inc. Southfield ✓ ✓ ✓ ✓

Diversified Portfolios, Inc. Bloomfield Hills ✓ ✓ ✓ ✓

Financial Advisory Corporation Grand Rapids ✓ ✓ ✓ ✓

FormulaFolio Investments LLC Grand Rapids ✓ ✓ ✓ ✓

Integrated Investment Consultants, LLC Birmingham ✓ ✓ ✓

Plante Moran Financial Advisors Southfield ✓ ✓ ✓ ✓

Retirement Income Solutions, Inc. Ann Arbor ✓ ✓ ✓

Schechter Investment Advisors, LLC Birmingham ✓ ✓

Zhang Financial Portage ✓ ✓ ✓ ✓

MINNESOTA

JNBA Financial Advisors Minneapolis ✓ ✓ ✓ ✓

SilverOak Wealth Management LLC Edina ✓ ✓ ✓

Stonebridge Capital Advisors, LLC Saint Paul ✓ ✓ ✓ ✓

MISSISSIPPI

Medley & Brown, LLC Ridgeland ✓ ✓ ✓ ✓

MISSOURI

Acropolis Investment Management, LLC Chesterfield ✓ ✓ ✓ ✓

BKD Wealth Advisors, LLC Springfield ✓ ✓ ✓ ✓

Buckingham Asset Management St. Louis ✓ ✓ ✓ ✓

Droms Strauss Wealth Management St. Louis ✓ ✓ ✓ ✓

Frontier Wealth Management, LLC Kansas City ✓ ✓ ✓ ✓

Krilogy Financial LLC St. Louis ✓ ✓ ✓ ✓

Moneta Group Clayton ✓ ✓ ✓ ✓

Plancorp, LLC St. Louis ✓ ✓ ✓ ✓

Zemenick & Walker, Inc. St. Louis ✓ ✓ ✓ ✓
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NEBRASKA

Bridges Investment Management Omaha ✓ ✓ ✓ ✓

Carson Wealth Management Group Omaha ✓ ✓ ✓

WealthPLAN Partners Omaha ✓ ✓ ✓

NEVADA

Arista Wealth Management Las Vegas ✓ ✓ ✓ ✓

HighTower Las Vegas Henderson ✓ ✓ ✓ ✓

NEW JERSEY

Advisors Capital Management, LLC Ridgewood ✓ ✓ ✓ ✓

CFS Investment Advisory Services, LLC Totowa ✓ ✓ ✓ ✓

CRA Financial LLC Northfield ✓ ✓ ✓ ✓

Delta Financial Group, Inc. Basking Ridge ✓ ✓ ✓ ✓

Modera Wealth Management, LLC Westwood ✓ ✓ ✓ ✓

Pathstone Federal Street Fort Lee ✓ ✓ ✓

Personal CFO Solutions, LLC Chester ✓ ✓ ✓

Private Advisor Group, LLC Morristown ✓ ✓ ✓ ✓

Tradition Capital Management, LLC Summit ✓ ✓ ✓ ✓

NEW MEXICO

REDW Stanley Financial Advisors, LLC Albuquerque ✓ ✓ ✓ ✓

NEW YORK

Ascent Wealth Partners, LLC Utica ✓ ✓ ✓ ✓

Beekman Wealth Advisory, LLC New York ✓

Betterment New York ✓ ✓ ✓ ✓

Catalyst Capital Advisors LLC Huntington ✓ ✓

Douglass Winthrop Advisors LLC New York ✓ ✓ ✓

Evercore Wealth Management, LLC New York ✓ ✓ ✓

Financial Partners Capital Management, LLC New York ✓ ✓ ✓

Forbes Family Trust New York ✓ ✓

GM Advisory Group, Inc. Melville ✓ ✓ ✓ ✓

HPM Partners LLC New York ✓ ✓ ✓

HSW Advisors, HighTower New York ✓ ✓

Joel Isaacson & Co., LLC New York ✓ ✓ ✓

Kings Point Capital Management, LLC Great Neck ✓ ✓ ✓ ✓

Klingman & Associates, LLC New York ✓ ✓ ✓

Lebenthal Asset Management New York ✓ ✓ ✓ ✓

LVW Advisors Pittsford ✓ ✓ ✓

M. Griff ith Investment Services, Inc. New Hartford ✓ ✓

Morse, Towey & White Group New York ✓ ✓ ✓

New Providence Asset Management New York ✓ ✓ ✓

Off it Capital New York ✓ ✓ ✓

Ogorek Wealth Management LLC Williamsville ✓ ✓ ✓

RCL Advisors, LLC New York ✓ ✓ ✓ ✓

Silvercrest Asset Management Group New York ✓ ✓ ✓

Snowden Lane Partners New York ✓ ✓ ✓

The Bapis Group, HighTower New York ✓ ✓ ✓ ✓

The Portfolio Strategy Group, LLC White Plains ✓ ✓ ✓

Treasury Partners, HighTower New York ✓ ✓

NORTH CAROLINA

Biltmore Family Off ice, LLC Charlotte ✓

Cornerstone Financial Partners Huntersville ✓ ✓ ✓

Delegate Advisors Chapel Hill ✓

Hamilton Point Investment Advisors Chapel Hill ✓ ✓ ✓ ✓

Novare Capital Management Charlotte ✓ ✓ ✓ ✓

Smith, Salley & Associates, LLC Greensboro ✓ ✓ ✓ ✓

Stearns Financial Group Greensboro ✓ ✓ ✓ ✓

Triad Financial Advisors, Inc. Greensboro ✓ ✓

OHIO

Bartlett & Co., LLC Cincinnati ✓ ✓ ✓ ✓

Beacon Capital Management Centerville ✓ ✓ ✓ ✓

FT 300
The FT 300 top registered investment advisers in the US listed alphabetically by state

FT 300 Top Registered Investment Advisers
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Budros, Ruhlin & Roe, Inc. Columbus ✓ ✓ ✓ ✓

Carnegie Investment Counsel Pepper Pike ✓ ✓ ✓ ✓

Fairport Asset Management Cleveland ✓ ✓

Fairway Wealth Management LLC Independence ✓ ✓

Foster & Motley, Inc. Cincinnati ✓ ✓ ✓ ✓

McDonald Partners, LLC Cleveland ✓ ✓ ✓ ✓

OBS Financial Services, Inc. Whitehouse ✓ ✓ ✓

Pinnacle Wealth Planning Services, Inc. Mansfield ✓ ✓ ✓ ✓

RiverPoint Capital Management Cincinnati ✓ ✓ ✓ ✓

SJS Investment Services Sylvania ✓ ✓ ✓ ✓

Spero-Smith Investment Advisers, Inc. Cleveland ✓ ✓ ✓ ✓

Summit Financial Strategies, Inc. Columbus ✓ ✓ ✓ ✓

Truepoint Wealth Counsel Cincinnati ✓ ✓ ✓

OKLAHOMA

Mariner Wealth Advisors-Oklahoma, LLC Tulsa ✓ ✓ ✓ ✓

Retirement Investment Advisors, Inc. Oklahoma City ✓ ✓ ✓ ✓

Tom Johnson Investment Management, LLC Oklahoma City ✓ ✓ ✓ ✓

OREGON

AKT Wealth Advisors, LP Lake Oswego ✓ ✓ ✓ ✓

Ferguson Wellman Capital Management Portland ✓ ✓ ✓ ✓

Sloy, Dahl & Holst, Inc. Portland ✓ ✓ ✓ ✓

TRUE Private Wealth Advisors Salem ✓ ✓ ✓ ✓

PENNSYLVANIA

Bluestone Capital Management Wayne ✓ ✓ ✓ ✓

Clark Capital Management Group Philadelphia ✓ ✓ ✓ ✓

Concentus Wealth Advisors King of Prussia ✓ ✓ ✓

CooksonPeirce Wealth Management Pittsburgh ✓ ✓ ✓ ✓

HBKS Wealth Advisors Erie ✓ ✓ ✓ ✓

HJ Wealth Management LLC Plymouth Meeting ✓ ✓ ✓ ✓

Hoover Financial Advisors, PC Malvern ✓ ✓ ✓

Ironview Capital Management Blue Bell ✓ ✓ ✓ ✓

JFS Wealth Advisors, LLC Hermitage ✓ ✓ ✓ ✓

Mill Creek Capital Advisors, LLC Conshohocken ✓ ✓ ✓

ParenteBeard Wealth Management Lancaster ✓ ✓ ✓ ✓

RTD Financial Advisors, Inc. Philadelphia ✓ ✓ ✓ ✓

Sage Financial Group Conshohocken ✓ ✓ ✓

Schneider Downs Wealth Management Advisors, LP Pittsburgh ✓ ✓ ✓ ✓

Veritable, L.P. Newtown Square ✓

Wescott Financial Advisory Group LLC Philadelphia ✓ ✓ ✓ ✓
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TEXAS

Ackerman Capital Management, LP Dallas ✓ ✓ ✓

Beaird Harris Dallas ✓ ✓ ✓ ✓

Briaud Financial Advisors College Station ✓ ✓

Covenant San Antonio ✓ ✓ ✓ ✓

Durbin Bennett Private Wealth Management, LLC Austin ✓ ✓ ✓ ✓

Insight Wealth Partners, LLC Plano ✓ ✓ ✓

Oxbow Advisors, LLC Austin ✓ ✓ ✓

RGT Wealth Advisors Dallas ✓ ✓

Sather Financial Group, Inc. Victoria ✓ ✓ ✓ ✓

SFMG Wealth Advisors Plano ✓ ✓ ✓

South Texas Money Management, Ltd. San Antonio ✓ ✓ ✓ ✓

Tolleson Wealth Management Dallas ✓

VERMONT

Manchester Capital Management, LLC Manchester ✓ ✓ ✓

VIRGINIA

Azzad Asset Management Falls Church ✓ ✓

Edelman Financial Services, LLC Fairfax ✓ ✓ ✓ ✓

Glassman Wealth Services Vienna ✓ ✓ ✓ ✓

Mason Investment Advisory Services, Inc. Reston ✓ ✓ ✓ ✓

McLean Asset Management Corporation McLean ✓ ✓ ✓ ✓

PagnatoKarp Reston ✓ ✓

Partners in Financial Planning, LLC Salem ✓ ✓ ✓ ✓

Sullivan, Bruyette, Speros & Blayney, LLC McLean ✓ ✓ ✓

The Burney Company Falls Church ✓ ✓ ✓ ✓

Verus Financial Partners Richmond ✓ ✓

VWG Wealth Management at HighTower Advisors Vienna ✓ ✓ ✓

West Financial Services, Inc. McLean ✓ ✓ ✓ ✓

WASHINGTON

Brighton Jones Seattle ✓ ✓ ✓ ✓

Empirical Financial Services, LLC Seattle ✓ ✓ ✓

Fisher Investments Camas ✓ ✓ ✓ ✓

Freestone Capital Management, LLC Seattle ✓ ✓ ✓ ✓

Garde Capital, Inc. Seattle ✓ ✓ ✓ ✓

Greene Wealth Management, LLC Seattle ✓ ✓ ✓ ✓

Petersen Hastings Kennewick ✓ ✓ ✓ ✓

Schmidt Financial Group, Inc. Kirkland ✓ ✓ ✓

WISCONSIN

Annex Wealth Management, LLC Elm Grove ✓ ✓ ✓ ✓

Sadoff  Investment Management Milwaukee ✓ ✓ ✓ ✓

FT 300
The FT 300 top registered investment advisers in the US listed alphabetically by state

FT 300 Top Registered Investment Advisers

This third edition of the Financial
Times 300 has assessed registered
investment advisers (RIAs) on
desirable traits for investors.
To ensure a list of established

companies with deep, institutional
expertise, we examine the database
of RIAs registered with the US
Securities and Exchange
Commission and select those that
reported to the SEC that they had
$300m or more in assets under
management (AUM). The Financial
Times’ methodology is quantifiable
and objective. The RIAs had no
subjective input.

The FT invited qualifying RIA
companies — more than 1,500 — to
complete a lengthy application that
gave us more information about
them. We added to this with our own
research into their practices,
including data from regulatory
filings. Some 520 RIA companies
applied and 300 made the final list.
The formula the FT uses to grade

advisers is based on six broad
factors and calculates a numeric
score for each adviser. Areas of
consideration include adviser AUM,
asset growth, the company’s age,
industry certifications of key

employees, SEC compliance record,
and online accessibility. The reasons
these were chosen are as follows:
• AUM signals experience managing
money and client trust.
• AUM growth rate can be a proxy
for performance, as well as for asset
retention and the ability to generate
new business. We assessed
companies on both one-year and
two-year growth rates.
• Companies’ years in existence
indicates reliability and experience
of managing assets through
different market environments.
• Compliance record provides

evidence of past client disputes; a
string of complaints can signal
potential problems.
• Industry certifications (CFA, CFP,
etc) shows the company’s staff has
technical and industry knowledge,
and signals a professional
commitment to investment skills.
• Online accessibility demonstrates a
desire to provide easy access and
transparent contact information.
Assets under management and

asset growth, combined, comprised
roughly 80 to 85 per cent of each
adviser’s score.
Additionally, the FT caps the

number of companies from any one
state. The cap is roughly based on
the distribution of millionaires
across the US.
We present the FT 300 as an elite

group, not a competitive ranking of
one to 300. This is the fairest way to
identify the industry’s elite advisers
while accounting for the firms’
different approaches and different
specialisations.
The research was conducted on

behalf of the Financial Times by
Ignites Distribution Research, a
Financial Times sister publication.
Loren Fox

Methodology Selection criteria
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