Perspectives on Wealth

Navigating Wealth
Management
By Jeff Maurer

Wealth management has long been ripe for disruption. It’s a fragmented and often
opaque market, and no institution has – or ever will have – universal appeal. So how
can a prospective client find the right fit, or how can an existing client evaluate an
ongoing relationship?
Culture is a good starting point, especially
in a business as personal as wealth
management. Having to call a 1-800
number isn’t a promising start, but there
are many, more subtle signs to look for in
figuring out the firm’s culture. (Some of the
most important are listed on page 18.)

We never set out
to be all things to all
prospective clients.
For the record, we thought about culture a
great deal when we established Evercore
Wealth Management in 2008, at the depths
of the Great Recession. We had seen
how quickly once great banks and trust
companies could lose their bearings, by
placing their firms’ interests ahead of their
clients’ as the consequence of disruptive
mergers or changes in management. We
would make mistakes, but never that one.
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Nor were we going to mislead clients on
fees, liquidity, the potential impact to a
portfolio of a significant market drawdown,
or anything else we could think of. We
would practice what many of us call “radical
transparency” as a cornerstone of our culture
and pride ourselves on, as a New York Times
feature on our firm a few years later labeled
it, “Telling the truth on fees, warts and all.”*
We never set out to be all things to all
prospective clients. If you are looking for,
say, access to hot new stock issues or do a
lot of directed trades, a brokerage firm may
suit you better than a registered investment
advisor. And really large firms will have
more technology-driven solutions.
Other choices will be very personal, as
well as practical. For example, how much
attention do you and your family require?
It’s generally true that complexity increases
along with wealth. But periods of transition
(marriage, divorce, the sale of a business
and so on) and market volatility are best
navigated in close communication with
knowledgeable advisors and portfolio
managers. It’s interesting that robo-advisors,
which have done much to help increase
transparency and lower fees in this industry,
are now hiring human beings, as are
discount brokerages.
Change is often good, and it’s arguably
long overdue in this business. But the most
important elements stay the same. As it
should be practiced, wealth management
integrates very personal financial and
fiduciary planning with solid investment
management to meet individual and
family goals.

Jeff Maurer is the CEO of Evercore Wealth
Management and the Chairman of Evercore
Trust Company, N.A. He can be contacted at
maurer@evercore.com.
*h
 ttps://www.nytimes.com/2013/05/18/your-money/
an-investment-firm-evercore-offers-clients-honestreturns.html

evercorewealthmanagement.com

Tough Questions to Ask Any Advisor
Dale Carnegie, the author of one of the world’s bestselling books and, for better or
worse, the grandfather of the self-help genre, believed that the highest levels of
influence are reached when trustworthiness and generosity surround our behavior.
More than 80 years later, that still seems reasonable way to evaluate a wealth
management firm. But how do we evaluate these qualities in financial advisors?
Here are a few tough questions to get you started.

•	Do you provide advice on investments, financial planning, retirement
planning, estate planning, insurance planning and tax planning?
•	Will my investment portfolios be customized to meet my goals and risk
tolerance?
•	Are your fees transparent, easy to understand and fully disclosed?
•	Does your firm negotiate fees? If so, how can I know that I am getting the
lowest fee the firm offers?
•	How are you compensated? Can you earn compensation for selling specific
products?
•	How is your firm compensated? Does it earn compensation in any way
other than through disclosed fees?
•	Is your firm’s performance reported clearly, gross and net of fees?
•	Is your firm audited? Is it subject to regulation? Does it have a code of
ethics?
•	Is your material clear, free from jargon and understandable?
•	Do you report performance on a routine basis? Is it measured against
industry benchmarks – and will it be measured against my objectives?
•	Do you share your best thinking with your clients? Do you provide financial
education for all members of the family?
•	Do you provide trustee services?
•	What other services does your firm provide? How will they help meet my
needs?
•	Who will work with me and my family? Can I contact my wealth advisor
and portfolio manager directly?
•	How will you communicate with me? How proactive are you? How flexible?
Generosity is demonstrated; real trust is earned – and easily lost. That’s
something I’ve experienced twice in my career, before joining Evercore, and
am determined never to see happen again.
—JM
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Evercore Wealth Management, LLC (“EWM”) is an investment adviser registered with the U.S. Securities and Exchange Commission under the Investment Advisers
Act of 1940. EWM prepared this material for informational purposes only and should not be viewed as advice or recommendations with respect to asset allocation
or any particular investment. It is not our intention to state or imply in any manner that past results are an indication of future performance. Future results cannot be
guaranteed and a loss of principal may occur. This material does not constitute financial, investment, accounting, tax or legal advice. It does not constitute an offer
to buy or sell or a solicitation of any offer to buy or sell any security/instrument, or to participate in any trading strategy. The securities/instruments discussed in
this material may not be suitable for all investors. The appropriateness of a particular investment or strategy will depend on an investor’s individual circumstances
and objectives. Specific needs of a client must be reviewed and assessed before determining the proper investment objective and asset allocation, which may be
adjusted to market circumstances. EWM may make investment decisions for its clients that are different from or inconsistent with the analysis in this report. EWM
clients may invest in categories of securities or other instruments not covered in this report. Descriptions provided in this material are not substitutes for disclosure
in offering documents for particular investment products. Any specific holdings discussed do not represent all of the securities purchased, sold or recommended
by EWM, and the reader should not assume that investments in the companies identified and discussed were or will be profitable. Upon request, we will furnish a
list of all securities recommended to clients during the past year. Performance results for individual accounts may vary due to the timing of investments, additions/
withdrawals, length of relationship, and size of positions, among other reasons. Prospective investors should perform their own investigation and evaluation of
investment options, should ask EWM for additional information if needed, and should consult their own attorney and other advisors. Indices are unmanaged and do
not reflect fees or transaction expenses. You cannot invest directly in an index. References to benchmarks or indices are provided for information only. The securities
discussed herein were holdings during the quarter. They will not always be the highest performing securities in the portfolio, but rather will have some characteristic
of significance relevant to the article (e.g., reported news or event, a new contract, acquisition/divestiture, financing/refinancing, revenue or earnings, changes to
management, change in relative valuation, plant strike, product recall, court ruling). EWM obtained this information from multiple sources believed to be reliable
as of the date of publication; EWM, however, makes no representations as to the accuracy or completeness of such third party information. Unless otherwise noted,
any recommendations, opinions and analysis herein reflect our judgment at the date of this report and are subject to change. EWM has no obligation to update,
modify or amend this information or to otherwise notify a reader thereof in the event that any such information becomes outdated, inaccurate, or incomplete.
EWM’s Privacy Policy is available upon request. EWM is compensated for the investment advisory services it provides, generally based on a percentage of assets
under management. In addition to the investment management fees charged, clients may be responsible for additional expenses, such as brokerage fees, custody
fees, and fees and expenses charged by third-party mutual funds, pooled investment vehicles, and third-party managers that may be recommended to clients. A
complete description of EWM’s advisory fees is available in Part 2A of EWM’s Form ADV. Trust services are provided by Evercore Trust Company, N.A., a national trust
bank regulated by the Office of the Comptroller of the Currency and/or Evercore Trust Company of Delaware, a limited purpose trust company regulated by the
Delaware State Bank Commissioner, both affiliates of EWM. Custody services are provided by Evercore Trust Company, N.A. The use of any word or phrase contained
herein that could be considered superlative is not intended to imply that EWM is the only firm capable of providing adequate advisory services. This document is
prepared for the use of EWM clients and prospective clients and may not be redistributed, retransmitted or disclosed, in whole or in part, or in any form or manner,
without the express written consent of EWM. This document includes projections or other forward-looking statements regarding future events, targets, intentions
or expectations. Due to various risks and uncertainties, actual events or results may differ materially from those reflected or contemplated in such forward-looking
statements. There is no guarantee that projected returns or risk assumptions will be realized or that an investment strategy will be successful.
EWM and its affiliates engage in a wide range of activities for their own account, and for their clients and the accounts of their clients, including corporate finance,
mergers and acquisitions, equity sales, trading and research, private equity, and asset management and related activities. The observations and views expressed
herein have been prepared by the individual author and, unless otherwise specifically stated, are solely those of the individual author and not EWM or any of its
affiliates or any of their respective personnel. Other professionals of EWM and its affiliates may provide oral or written advice, services, market commentary,
trading strategies and other material to clients that reflect observations and views that are contrary to those expressed herein. The author of this material may have
discussed the information contained herein with others within or outside EWM and the author, EWM and/or such other persons may have already acted on the basis
of this information (including by communicating the information contained herein to other customers of EWM and its affiliates).
© 2018 Evercore Wealth Management LLC. All rights reserved. All other marks are the property of their respective owners.

