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2020 Top 50 Institutional
Consulting Teams
Our annual ranking of teams that specialize in advising companies 
and large organizations, such as pension funds, endowments, and 
foundations

40. Schwartz & Co.
Bloomfield Hills, Mich. 
Parent Company: Independent
2019 Rank: 33
Key Advisor: Edward A. Schwartz
Team IC Assets (bil): $4.2

The following has been excerpted

TOP ADVISORS 
SWING INTO ACTION 
In times of crisis, the guidance of a good advisor can go a long way. Here’s our annual ranking of the 100 
best. Plus, the top teams serving individuals and institutions.

SPECIAL REPORT: TOP 50 INSTITUTIONAL CONSULTING TEAMS

By Steve Garmhausen

Perspective is one of the intangibles that 
Barron’s Top 100 Advisors bring to their 
clients. The typical advisor on this year’s list 
has 33 years of experience—meaning that 
they’ve seen plenty of ups and downs in the 
market and know how to navigate through 
them.

Our ranking, now in its 17th year, spot-
lights the 100 leading financial advisors 
from across the country. This special section 
also features a pair of Top 50 listings of ad-

visory teams—one for advisors who cater 
to individuals and families and another for 
those who serve companies and large orga-
nizations.

The Top 100 features some of the largest 
practices at the big brokerage firms, as well 
as some of the best independent advisory 
teams. The ranking is based on assets under 
management, revenue generated for the ad-
visors’ firms, and the quality of the advisors’ 
practices. Investment performance isn’t an 
explicit factor because clients have varied 
goals and risk tolerances.

The Top 100 advisors run lucrative prac-
tices. Their teams, which typically comprise 
15 people, pulled in average revenue of nearly 
$21 million this past year from an average of 
about 1,700 client households. Their typical 
account minimum is a little over $7 million, 
and, with a client retention rate approaching 
99%, they can boast of having satisfied cus-
tomers.
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