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Adam Soloff, CFP®, EA remembers the early years of get-
ting started as a financial planner all too well. “I cut my teeth 
cold-calling people out of the phone book,” he told The Suit Mag-
azine. “We figured it out – and I think I was making about $1.25 
an hour for the first three years.”

Enjoying  
the  
Experience

Today, he runs Soloff Wealth Management, a success-
ful Pennsylvania firm specializing in personal finan-
cial planning and employee benefits. Soloff himself 

has also become a leading voice in the industry, teaching 
financial planning within the  Pennsylvania State Universi-
ty’s Professional Development Program, and serving on the 
board of directors for the Financial Planning Association’s 
Philadelphia and Tri-State chapters. He is also an enrolled 
agent with the IRS, the highest credential awarded by the 
IRS.

Soloff’s comprehensive approach to clients starts with, 
as he puts it, “really defining clients’ financial needs and 
wants, and then providing a team to work together on their 
financial life.” When looking at the big picture, he adds that 
it’s important for all components to be managed together.

“We call it the four legs:  investment, taxes, insurance and 
estate planning – all working cohesively together,” Soloff 
explained.

 According to Soloff, his firm works really well with cli-
ents who are either newly retired or approaching retire-
ment within a 10-year window. Together they establish a 
plan providing guidelines for the level of risk that can be 
managed within that investment portfolio. As an enrolled 
agent with the IRS, Soloff adds that he can also provide 
expert advice in distributing  income through the “most 
tax-efficient manner possible.”

One common mistake he sees repeatedly with new cli-
ents is a portfolio exceeding the risk level needed to meet 
their long-term goals. By helping them identify milestones, 
he can redirect their investments to match an appropriate 
risk strategy that also provides the flexibility of adjusting to 
changing market conditions.

“We operate under a very strict fiduciary standard as ad-
visors,” Soloff emphasized. “We put ourselves on the same 
side of the table as the client. When they succeed, we suc-
ceed.”

The company’s philosophy is to build long-term rela-
tionships with clients stemming from clear and transparent 
communications, and utilizing tools to protect against un-

foreseen circumstances. “We don’t get many calls into the 
office, because we’re constantly monitoring our clients and 
stay in touch with them regularly,” Soloff said. This intense 
focus on clients is why the majority of the firm’s business 
comes in through referrals.

Soloff notes that one of the major trends he is seeing to-
day, is people wanting to enjoy their retirement more as op-
posed to leaving a financial inheritance.

“We’re finding that our clients feel that leaving a large 
legacy is not necessarily the best thing for their heirs,” Sol-
off noted. “They’ll leave real estate, like a beach house, pre-
ferring to create experiences during their lifetime and leav-
ing their children something that they can experience after 
they’re gone.”

Looking ahead, he sees the overall fundamentals of the 
economy – and his company – remaining strong. 

Soloff pointed out, “I’m very lucky, in that I’ve surround-
ed myself with people and clients who are similar to me. 
We recognize that making money is necessary, but it’s not 
the most important thing in life. We have a nice balance.”

To learn more visit: www.adamsoloff.com
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