
   When	it	comes	to	working	with	clients,
my	style	is	to	take	a	consultative	approach.	
Advising	clients,	in	my	opinion,	is	an	
ongoing	process	as	opposed	to	a	one-shot	
recommendation.	

There	is	no	better	way	that	I	can	truly	say	
“I	work	directly	for	you,”	than	by	owning	
my	own	private	practice	financial	services	
firm.	Knowing	that	my	advice	is	 
independent	and	not	influenced	by	a	large,	
biased	brokerage	firm	that	knows	little	
about	its	clients’	needs,	my	clients	 
have	tremendous	confidence	in	my	
recommendations.

Since	1990,	I	have	acquired	a	wealth	of	
experience,	knowledge,	and	relationships	
with	talented	professionals	from	different	
disciplines,	which	means	that	I	have	the	
resources	to	help	my	clients	address	even	
the	most	complex	financial	challenges.

Mission Statement: 
To financially empower our clients so that they are on the path to achieve their most 

important goals and to confidently plan for the future that they envision.

 Mitchell O. Goldberg, AAMS 
President

Investment Professional
OSJ Manager

Q&A

1. Whom	do	I	serve?
2. What	goes	into	developing	an

investment	strategy	for	you?
3. How	do	I	serve	my	clients?
4. What	do	I	recommend?
5. How	do	I	charge	my	clients?
6. What	are	my	qualifications	to	serve	you?
7. Education	and	Community	Involvement?
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If you were to ask me what’s in a name, I 
would answer “everything”. That is exactly 
why I named my firm ClientFirst Strategy, 
Inc. Whatever you say, whatever your 
answers are to my questions, I will take 
you very seriously. It is your input that 
will form the basis of my advice to you, 
which will allow me to develop a sound 
strategy that puts your best interests first.



1. Not everyone!	 I	 am	 not	 trying	 to
be	 all	 things	 to	 all	 people.	 I	 am	 interested	 
in	 working	 with	 clients	 who	 are	 striving	 for	 
realistic	 returns	 that	 are	 appropriate	 for	 their	
individualized	level	of	acceptable	risk.

What	makes	my	career	so	interesting	is	that	
my	 clients	 come	 from	 a	 myriad	 of	 different	
backgrounds	 and	 professions.	 Because	 of	 this	
opportunity,	I	have	been	exposed	to	all	kinds	of	
challenges	 faced	 by	 my	 clients	 everyday.	 This	

has	 added	 immeasurably	 to	 my	 knowledge	 and	
experience,	which	 I	 utilize	 to	help	 every	 single	
one	of	my	clients.	

Broadly	categorized,	my	clients	are:

1. Business	Owners
2. Commissioned	Sales	Professionals
3. 	Professionals
4. Executives
5. Retirees
6. Inheritors

2. A lot!	 First,	 I	 will	 ask	 you	 lots	 of
questions.	 I	 will	 need	 to	 learn	 about	 your	 
personal	risk	tolerance,	goals,	and	time	horizon.	
These	 factors	 are	 the	 basics,	 and	 they	 are	 very	
important.	 However,	 this	 is	 where	 many	 firms	
stop	learning	about	you,	and	where	I	truly	excel.	 

What	 makes	 my	 firm	 different	 is	 that	 I	
strive	 to	 learn	 about	 you	 on	 a	 personal	 level	
because	 I	 am	 a	 strong	 believer	 that	 your	 best	

interests	 are	 well	 served	 with	 an	 individually	 
tailored	strategy,	and	not	by	using	a	generic	one-
size	fits	all	approach	to	your	investments.

Questionnaires	 are	 an	 important	 tool,	 but	
honest,	 open	 dialogue	 brings	 out	 the	 true	 
concerns	 and	 reasoning	 that	 drives	 your	 
investment	decisions.	I’m	sure	you’ll	agree,	 the	
more	 I	know	about	you,	 the	better	 I	may	 serve	
you.

3. It depends upon your unique
needs.	I	contact	my	clients	throughout	the	year,
often including thorough reviews of portfolio 
holdings, strategies, and performance. When	we	
first	discuss	your	needs	and	goals,	I	will	follow	
up	 with	 a	 thorough	 letter	 that	 recaps	 the	 key	
issues	 you	 are	 facing,	 your	 financial	 and	
personal	 goals	 for	 the	 future,	 and	 your	 deepest	
concerns.	



Our conversations	 will	 take	 into	 account	
the	 progress	 we’ve	 made	 toward	 the	 original	
goals	 that	 you	 and	 I originally	 set	 out	 to	
accomplish.	Also,	 these thorough	conversations	
will	 help	 me	 to	 make	 sure	 that	 my	 advice	
continues	to	be	exactly	aligned	with	your	goals,	
and	may	be	 followed	up	with	another	 thorough	
summary	letter.	

Another point,	these	letters	will	help	both	of	us	
by clarifying	 your	 objectives	 and	 by	 keeping	
both	 of	 us	 on	 the	 same	 page.	 Of	 course,	 I	 will	
always	be available	whenever	you	may	need	me.

4. Whatever makes the most sense
for you. PERIOD!	 I	 may	 recommend	
individual stocks, bonds, Exchange Traded 
Funds,	 exchange listed derivatives, mutual	
funds,	 private	 money	 managers, insurance	
products	like	life,	accident,	health,	disability	and	
annuities,	 or	 a	 combination	 of	 any	 of	 the	
aforementioned.	  The	key	to	remember	is	that	I	
do	not	sell	any 	proprietary	products	and	I	have	
no	pressure	from	a	large	parent	brokerage	firm	or	
insurance	company	to	push	investments	that	are	
profitable	 for	 them,	 but	 inappropriate	 for	 you.	
This	 is	 one	 of	 the	 most	 important	 facts	 that	
separates	me	from	many	of	my	competitors.  

Another	 key	 thing	 to	 remember	 is	 that	 
I	am	a	strong	believer	in	educating	clients	about	

their	 investments.	 This	 is	 important	 because	 
it	creates	a	high	comfort	level	that	enables	them	
to	 remain	 committed	 to	 their	 strategy	 for	 the	
long	term.		

5. Again,	 it	 depends	 upon	 the	 type	 of
services	and	strategy	that	makes	sense	for	you.	I	
may	be	compensated	in	the	form	of:	a	percentage	
fee	based	on	the	amount	of	assets	in	your	account	
with	me,	a	commission	whenever	you	authorize	
me	 to	 execute	 a	 trade	 in	 your	 account,	 	 or	 a	
consulting	 fee,	 which	 may	 be	 a	 flat	 fee	 or	 an	
hourly	rate.	

6. Mainly, my years of experience.
I	 have	 been	 in	 the	 securities	 industry,	 working	
directly	 with	 clients	 the	 entire	 time,	 since	 
1990.	I	have	helped	clients	successfully	prepare	 
for	 every	 situation	 imaginable:	 growing	 
families,	selling	businesses,	inheritances,	retire-
ment	planning,		IRA	rollovers,	IRA	distribution	
planning,	 retirement	 income	 strategies,	 college	
planning,	 paying	 for	 weddings,	 setting	 up	 trust	

accounts,	 working	 with	 beneficiaries,	 working	
with	 families	 who	 have	 special	 needs	 children,	
career	 and	 job	 changes,	 relocating,	 elder	 care	
issues,	good	times	and	bad	times.	



7. Education and Community
Involvement. 

SUNY	Albany	Business	School,
BS	in	Business	Administration

with a concentration in Finance 1989

Commercial	Industrial	Brokers	Society	(CIBS)
of	Long	Island	Associate	Member 

Long	Island	Elite 
Member

March	of	Dimes
Real	Estate	Awards	Committee	Member 

Co-Chair	2006	& 2007

As	a	business	owner,	I	understand	how	hard	
you	work	for	your	money.	I	understand	all	
of	 the	 issues	 that	 may	 impact	 your	 lifestyle:	

changes	 in	 the	 economy,	 technological	 
developments,	 competition,	 new	 regulations,	
business	cycles,	litigation,	mergers,	acquisitions,	
changes	in	payouts,	etc.

When	 these	 situations	 occur,	 and	 they	
undoubtedly	will,	 the	key	to	remember	is	 that	I	
will	apply	my	knowledge	and	experience	to	your	
unique	 challenge.	 I’ll	 be	 ready	 to	 help	 you	 
craft	 a	 game	 plan	 so	 that	 you	 may	 potentially	
maximize	your	outcome.

In	 addition,	 I	 have	 hosted	 many	 seminars	
covering	 topics	 such	 as	 Investing in Turbulent 
Times, Mutual Funds, Safe Investing and Estate 
Planning.	

I	 strongly	 believe	 in	 continuing	 education	
and	I’ve	earned	many	licenses.
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• General Securities Representative
• General Securities Sales Supervisor – OPTIONS
• General Securities Sales Supervisor – GENERAL
• Uniform State Law Exam
• Uniform Investment Adviser Law Exam
• Accident, Life and Health Insurance Licenses
• AAMS, Accredited Asset Management Specialist

Follow me on Social Media:
https://twitter.com/mitch_goldberg

http://www.linkedin.com/pub/mitchell-goldberg/9/1b6/346
www.YouTube.com/ClientFirstStrategy 




