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The most striking gain is the immediacy 
of conversations with clients, their other 
trusted advisors, and colleagues across 
the country – and the related decision-
making. As Evercore Wealth Management 
CEO Chris Zander wrote two years 
ago, even the best wealth plan doesn’t 
accomplish much sitting in a drawer (or 
a computer folder), while the family it is 
supposed to serve and the world at large 
moves on.1 That’s even more true this year, 
as events are developing so fast. Changing 
circumstances require consistent and 
flexible interaction. 

Healthcare proxies and other important 
documents, a change in employment,  
a new domicile or residence, a 

developing interest in philanthropy or 
socially responsible investing, or a desire 
to accelerate wealth transfer plans 
– these are among the many factors 
that families and their advisors are 
considering in this period. 

A New York-based couple serves as a case 
in point; although each client situation 
is unique, the challenges they are facing 
now are fairly common. They had been 
planning to retire in a year or two but are 
now having a rethink, concerned about 

We will be reflecting on the events of 2020 for years 

to come. But one outcome is already clear; digital 

interaction is here to stay. While virtual wealth planning 

will never fully replace in-person interaction, it does 

have some advantages.

The shift to digitized personal finance is 
rapidly accelerating, leaving many with urgent 
questions on how to make the best of the new 
digital normal. Addressing those questions 
was the focus of a recent Evercore Wealth 
Management webinar, Thriving in a Digital 
Age: A Primer (and More) on Moving Your 
Financial Life Online.

Chairman Jeff Maurer, Portfolio Manager Jonathan Bergner, and Wealth & Fiduciary 

Advisor Ashley Ferriello discussed best practices on transitioning financial lives 

online. The full replay can be accessed on our client site or here.

Moving Your Financial Life Online

1   https://www.evercorewealthandtrust.com/the-
value-of-integrated-wealth-management/

the uncertainty in the markets and in their 
respective businesses. This has prompted 
a series of video calls with their wealth 
management team (a Wealth & Fiduciary 
Advisor and a Portfolio Manager) to discuss 
their options. 

There’s a lot to talk about. The main 
areas of focus are the exact timing of the 
retirement, ranging from this year to five 
years from now, changing their domicile 
for tax and other purposes to Florida, 
and revisiting their appetite for risk, to 
ensure that both their financial plan 
and their portfolio reflect their current 
circumstances and goals. Other topics 
include future wealth transfer provisions 
to their children and a couple of charities; 
insurance; and the management of a large 
single stock position in one company after 
retirement (which, by the way, now looks 
like it will be in two years’ time).

Before 2020 it would have been hard to 
imagine having such a deep and important 
conversation on video, instead of in 
person. Integrated wealth management 
starts with planning that informs asset 
allocation, portfolio management, 
financial and legacy planning, and 
customized trust and fiduciary services. 
And it considers the impact of taxes, so 
families know what to expect and are able 
to plan their lives accordingly. 

But technology allows for real-time 
modeling of different options and screen 
sharing, making this strategic wealth 
planning process remarkably efficient. On 
a related note, video calls and webinars 
can simplify the meeting logistics 
themselves, making it easier to securely 
gather families across geographies 

Technology allows for real-
time modeling of different 
options and screen sharing.

Before 2020 it would have 
been hard to imagine having 
such a deep and important 
conversation on video.
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and generations, and to engage, as 
appropriate, other trusted advisors, such 
as lawyers and accountants – and plug 
the whole team into a video call. Virtual 
meeting formats also seem to encourage 
more active participation, notably from 
previously less engaged spouses. 

Absolutely, video calls can feel awkward 
and confusing, at least the first few times. 

The events of 2020  
so far have caused many 
people to pause and reflect  
on long-term goals. 

•    Schedule regular meetings with your advisors: Video 
is preferable so we can see each other and look at 
any relevant materials together; audio is the next best 
communication channel.

•    Review meeting materials in advance by email and/
or during a video call. Financial planning scenarios can 
be updated in real time using our planning software 
eMoney.

•    Leverage our remote administrative capabilities to 
conduct business as usual, including electronic signing, 
remote notary (depending on your state), paying 
important bills, and asset transfers. 

•    Invite outside advisors (accountant, attorney, art advisor, 
insurance advisor and others) to the meeting, as needed.

•    Go paperless with electronic statements and tax 
information. Our client portal can also serve as a 
secure electronic vault for important documents like 
a healthcare proxy, for example, so that you can have 
instant access to that information.

•    Use the Evercore Wealth & Trust mobile App between 
meetings to retrieve information about your accounts, 
such as balances, asset allocation, activity and 
performance.

A checklist for moving your financial life online:

But the “weirdness factor” quickly fades, 
and even the most initially reluctant 
participants then feel like themselves 
online, able to engage with their families 
and advisors. At Evercore Wealth 
Management, we are determined to help 
all of our clients, regardless of technical 
sophistication, get the most out of their 
new digital lives. (See page 15 for details 
on our recent client webinar.)

The events of 2020 so far (and there’s 
another six months to go!) have caused 
many people to pause and reflect on 
long-term goals. At Evercore Wealth 
Management, our technology has enabled 
us to continue and even to enhance these 

conversations without losing the human 
connection we all value so much. Time 
will tell how our clients choose to gather 
in the future – perhaps it will be a mix of 
virtual and in-person meetings – but we 
are grateful to feel so connected through 
this period.
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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 and custody services are provided by Evercore Trust Company, N.A., 
a national trust bank regulated by the Office of the Comptroller of the Currency and an affiliate of EWM. 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).

© 2020 Evercore Wealth Management LLC. All rights reserved. All other marks are the property of their respective owners.

NEW YORK
55 East 52nd Street
New York, NY 10055
212.822.7620

Jay Springer
Partner
212.822.7621
springer@evercore.com

MINNEAPOLIS
150 S. Fifth Street, Suite 1330
Minneapolis, MN 55402
612.656.2820

Martha Pomerantz
Partner
612.656.2821
martha.pomerantz@evercore.com

TAMPA
4030 Boy Scout Boulevard, Suite 475
Tampa, FL 33607
813.313.1190

Julio Castro
Partner
813.313.1192
julio.castro@evercore.com

SAN FRANCISCO
425 California Street 
Suite 1500
San Francisco, CA 94104
415.288.3000

Keith McWilliams
Partner
415.288.3010
keith.mcwilliams@evercore.com

WILMINGTON
Evercore Trust Company, N.A.  
300 Delaware Avenue, Suite 1225
Wilmington, DE 19801
302.304.7362

Darlene Marchesani
Managing Director and Trust Counsel
302.304.7361
darlene.marchesani@evercore.com

EDITORIAL AND MEDIA
Aline Sullivan 
Editor
203.918.3389
aline.sullivan@evercore.com

PALM BEACH
515 North Flagler Drive, Suite 702
West Palm Beach, FL 33401
561.812.1010

Michael Cozene
Partner
561.812.1010
michael.cozene@evercore.com


