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I
t has been 40 years since Enjoli
perfume proclaimed that women
can “Bring home the bacon, fry it
up in a pan,” and women haven’t

only made big strides in equal pay
and opportunity, they control 32% of
global wealth and more than half of
U.S. personal wealth.

Yet, whether because of deeply-en-
trenched gender roles, a lack of time,
interest, or understanding—or some
combination of the above—women of
all ages, education levels, and income
brackets are still behind the times
when it comes to taking control of
their big-picture financial decisions.

“As a society, we don’t think it’s
very sexy when women talk about
money,” says Haleh Moddasser, a
senior financial advisor at Stearns
Financial Group in Chapel Hill, N.C.,
and author of several books about
women and money. She thought this
might have just been the case among
her baby boomer peers and clients,
but apparently not. “I had a woman
working for me who was in her 20s,
and she ended up changing her online
dating profile to take out ‘financial
advisor.’ ”

Are we generalizing? You bet. But
as loathsome as the notion of stereo-
typing women as being no-good-at-
the-money-stuff is, there’s an alarm-
ing amount of data demonstrating
that women in general simply don’t
engage with their finances often, or
thoroughly, enough.

“This is the really sad part of this
whole thing: You’d think we’d make
some progress, and we haven’t,” says
Valerie Newell, a principal and senior
wealth advisor with Mariner Wealth
Advisors in Cincinnati. In fact, her
affluent millennial clients are among
the worst offenders, she says. Many
say they just aren’t interested, or
don’t see the urgency. “Younger
women never think that bad things
are going to happen,” she says.

In a recent survey of nearly 3,000
Americans by UBS Global Wealth
Management, half of married women,
and 54% of married millennial
women, said they defer to their hus-
bands when it comes to long-term
financial decisions.

“It’s not that women aren’t engaged
in their financial well-being, but our
research shows they’re more engaged
in short-term money matters than the
longer-term decisions,” says Paula

s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s

WHAT’S HOLDING
WOMEN BACK?
Women control more wealth than men, but too many haven’t taken their rightful
seat at the table when it comes to investing and other key financial decisions
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Below is a reprint of select firms from Barron’s Top
100 RIA firms ranking who are actively taking on
new clients. For more information on them and
other ranked advisors, visit barrons.com/guide.

TOP RIA FIRMS

1919 Investment Counsel
Baltimore, MD

info@1919ic.com
(410) 454-5719
1919ic.com

42 Advisors | 9 Offices

$15.12b Total Assets
$1mAccount Minimum

Advance Capital Management
Southfield, MI

jhall@acadviser.com
(248) 350-8543
acadviser.com

20Advisors | 5 Offices

$2.96b Total Assets
$0Account Minimum

Balasa Dinverno Foltz LLC
Itasca, IL

info@bdfllc.com
(800) 840-4740
bdfllc.com

28 Advisors | 3 Offices

$4.60b Total Assets
$138.62mAccount Minimum

Cary Street Partners
Richmond, VA

kara.valentine@carystreetpartners.com
(804) 228-4693
carystreetpartners.com

42 Advisors | 13 Offices

$2.9b Total Assets
$100kAccount Minimum

Chevy Chase Trust
Bethesda, MD

info@chevychasetrust.com
(240) 497-5008
chevychasetrust.com

15 Advisors | 1 Office

$32b Total Assets
$3mAccount Minimum

Churchill Management Group
Los Angeles, CA

info@churchillmanagement.com
(877) 937-7110
www.churchillmanagement.com

45 Advisors | 41 Offices

$6.55b Total Assets
$750kAccount Minimum

Edelman Financial Engines
Sunnyvale, CA

PRTeam@EdelmanFinancialEngines.
com
(857) 305-8564
www.edelmanfinancialengines.com

332 Advisors | 163 Offices

$229b Total Assets
$5Account Minimum

EPWealth Advisors
Torrance, CA

bparker@epwealth.com
(310) 910-9477
epwealth.com

47 Advisors | 15 Offices

$6.93b Total Assets
$500kAccount Minimum

Gofen and Glossberg, LLC
Chicago, IL

info@gofen.com
(312) 828-1100
gofen.com

11 Advisors | 1 Office

$4.97b Total Assets
$1mAccount Minimum

Beacon Pointe Advisors
Newport Beach, CA

info@beaconpointe.com
(949) 718-1600
beaconpointe.com

94 Advisors | 16 Offices

$9.95b Total Assets
$1mAccount Minimum

CAPTRUST
Raleigh, NC

info@captrust.com
(800) 216-0645
captrust.com

275 Advisors | 52 Offices

$390b Total Assets
$500kAccount Minimum

CarsonWealth
Omaha, NE

rcarson@carsongroup.com
(888) 321-0808
carsonwealth.com

159 Advisors | 120 Offices

$11.90b Total Assets
$100kAccount Minimum

Hightower Advisors
Chicago, IL

businessdevelopment@
hightoweradvisors.com
(312) 962-3800
hightoweradvisors.com

178 Advisors | 105 Offices

$57b Total Assets
$1mAccount Minimum

Homrich Berg
Atlanta, GA

info@homrichberg.com
(404) 264-1400
homrichberg.com

52 Advisors | 4 Offices

$6.99b Total Assets
$1mAccount Minimum

IEQ Capital
Foster City, CA

info@ieqcapital.com
(650) 581-9807
ieqcapital.com

10 Advisors | 2 Offices

$10.8b Total Assets
$10mAccount Minimum

Kovitz
Chicago, IL

wealth@kovitz.com
(312) 334-7300
kovitz.com

35 Advisors | 4 Offices

$5.15b Total Assets
$1mAccount Minimum

MAI Capital Management
Cleveland, OH

info@mai.capital
(216) 920-4800
mai.capital

56 Advisors | 9 Offices

$7.17b Total Assets
$1mAccount Minimum

MarinerWealth Advisors
Leawood, KS

startyourjourney@
marinerwealthadvisors.com
(913) 647-9700
marinerwealthadvisors.com

346 Advisors | 40 Offices

$29.43b Total Assets
$100kAccount Minimum

PagnatoKarp | Cresset
Reston, VA

ppagnato@pagnatokarp.com
(703) 468-2700
pagnatokarp.com

46 Advisors | 8 Offices

$9.52b Total Assets
$10mAccount Minimum

Private Advisor Group
Morristown, NJ

startthedialogue@
privateadvisorgroup.com
(973) 538-7010
privateadvisorgroup.com

664 Advisors | 306 Offices

$21.22b Total Assets
$100kAccount Minimum

RegentAtlantic
Morristown, NJ

tholston@regentatlantic.com
973-524-4177
regentatlantic.com

25 Advisors | 2 Offices

$4.90b Total Assets
$1mAccount Minimum

Signature Estate & Investment
Advisors
Los Angeles, CA

bholmes@seia.com
(310) 712-2326
seia.com

20Advisors | 8 Offices

$11,209m Total Assets
$500kAccount Minimum

Snowden Lane Partners
NewYork, NY

info@snowdenlane.com
(646) 218-9760
snowdenlane.com

52 Advisors | 12 Offices

$2.49b Total Assets
$0Account Minimum

Sullivan, Bruyette, Speros &
Blayney
McLean, VA

info@sbsbllc.com
(703) 734-9300
sbsbllc.com

30Advisors | 2 Offices

$4.29 Total Assets
$1mAccount MinimumParticipation in this section is only open to advisors who have been listed in our editorial rankings. Advisors pay a fee to be

included in this reprint. Participation in this section has no bearing on the outcome of our rankings. Assets are tied to the most
recent ranking. For more information, visit barrons.com/guide.
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Polito, divisional vice chairman at
UBS Global Wealth Management. But
those longer-term decisions, which
relate to investments, insurance, and
estate planning, have the greatest
consequences—particularly for
women. Eight out of 10 women end
up solely responsible for their fiances
at some point in their lives, says
Polito.

Women also have less room for
error on big financial decisions. “We
tend to live longer, get paid less, and
go in and out of the workforce,” says
Carrie Schwab-Pomeranz, board
chair and president of the Charles
Schwab Foundation. On average,
women have significantly less saved
for retirement than men, according to
the latest data from the Transamerica
Center for Retirement Studies. Nearly
a third report having saved less than
$10,000 or nothing at all.

What’s holding women back? It
isn’t a lack of competency. Multiple
studies have shown that when
women do take the reins on invest-
ment decisions, they outperform men
by one to two percentage points a
year, on average. Rather, a combina-
tion of factors perpetuate the gender
gap. Some are societal, some are insti-
tutional. But all need to be disman-
tled. Barron’s spoke with advisors,
researchers, and women to better
assess the problem and offer some
solutions.

T R AD I T I O NA L G END ER
RO L E S P ERS I S T
Women have made significant leaps
over the past several decades, but
longstanding gender roles continue to
influence how they think and talk
about money. “It boils down to finan-
cial education, which is still not of-
fered or required in most schools,”
says Lynn Ballou, a senior wealth
advisor and partner with EPWealth
Advisors in Lafayette, Calif. “We say
make sure kids learn a foreign lan-
guage, but we never say let’s teach our
kids about money.”

The responsibility then falls on
parents, and in many households
women are taught, whether explicitly
or by example, to not talk about fi-
nances. “We still hear about clients
who give their sons a thousand dol-
lars to try some stock picking, but
don’t have their daughters do the
same,” says Kathryn George, a part-

ner and chairwoman of the Brown
Brothers Harriman’s Center for
Women andWealth. “When we ask
why, they say because she’s not inter-
ested. Well, maybe she’s not interested
because you’re not talking about it
with her.”

The problem becomes self-perpetu-
ating, and can have long-lasting ef-
fects. In a survey of people ages 16 to
25, Schwab found that young women
aren’t lacking in financial grit. Rela-
tive to their male peers, they’re more
likely to take on extra work, for exam-
ple, and follow a financial plan. Yet
twice as many men said they would
invest spare cash; women were more
likely to keep that money in checking
and savings accounts.

“There needs to be better commu-
nication between parents and the next
generation,” says George. “People, and
especially people who have money,
don’t talk about it. So kids don’t un-
derstand savings or compounding,
and all of those basic skills that are
the underpinning to investing.”

Money was not something Mabe
Rodríguez, 52, learned about at home.
“Finances were always managed by
my dad,” she says. Even so, she got a
“deep appreciation for cash flow”
when she visited her grandparents in
Venezuela, and they trusted her to
help them pay bills and balance their
checkbook. When she landed a job at
Procter & Gamble in her early 20s,
she got serious about saving and in-
vesting. “I had three goals: One was to
buy my own house; two was to pay for
my children’s education; and three
was to retire by the age of 50.”

Rodríguez retired at 46, and has
since held multiple leadership posi-
tions at various institutions and non-
profits in Cincinnati.

WEA LTH ADV I S ORS
COU LD DO B E T T E R
That women are a key segment isn’t
lost on the wealth management in-

dustry. Over the past decade, there
has been a groundswell of women-
specific studies, products, and mar-
keting campaigns. “But these efforts
are still too superficial,” says Anna
Zakrzewski, a partner and global
leader of wealth management at Bos-
ton Consulting Group.

In a comprehensive study, BCG
concluded that the wealth manage-
ment industry is still missing the
mark when it comes to meeting the
needs of female clients.

Among other issues, 30% of
women surveyed by BCG said they
believe advisors speak with them
differently because of their gender. In
one blatant example, “a wealthy
woman, who is a high earner, told us
about an advisor who, during the first
meeting, spoke primarily to her hus-
band and then sent follow-up docu-
ments addressed only to him. She
received a charm bracelet,” says
Zakrzewski.

“There are a lot of firms out there
that say they cater to women and they
basically changed the font to pink,
but that’s just not going to cut it,”
adds Moddasser.

To be fair, there are many male
advisors who have terrific rapport
with their female clients. Still, the
industry is going to be prone to biases
and communication misfires if it con-
tinues to be dominated by men.

“A big part of the problem is that
most advisors are men,” says Julie
Knight, an advisor with Janney Mont-
gomery Scott in Allentown, Pa. That
isn’t surprising given longstanding

gender roles, she says. The problem is
persistent: Fewer than 20% of all ad-
visors are women; the same percent-
age as advisors over 65. In other
words, there isn’t an influx of youn-
ger women advisors. “We need to get
more female advisors in our indus-
try,” she says.

Women don’t want to be patron-
ized, but they do have different needs
and communication preferences. A
study by Coqual, a global think tank
focused on diversity and inclusion,
found that women want to work with
advisors who are sensitive to their
time constraints (for example, no
thank you to the golf outing), and
who take the time to learn about their
clients’ values, aspirations, and fam-
ily situations—and incorporate all
that information into their recom-
mendations.

The impression many women have
of financial advice is “men smoking
cigars and talking to their brokers,”
says Anne Alexander, 56, who began
working with Knight after getting a
divorce and getting downsized from
her publishing job. “What you really
want to do is talk to somebody who
can help you get your financial life in
order and say, ‘Here’s where you are,
and this is how you can get where you
want to go.’ ”

WOMEN HAV E A LO T
ON TH E I R P L AT E S
Lesley Shorr Klein says she’ll never
forget the advice she got when she
graduated from college and got her
first job. “My roommate’s father sat
us down and said, ‘Enroll in your
401(k), open an IRA, and invest every
month,” says Shorr Klein, 51. She
took that advice to heart, saved con-
sistently, and even bought a few indi-
vidual stocks.

Her enthusiasm for investing con-
tinued after she got married. “But
then life got crazy. We had kids, and I
left my corporate job to start my own
recruiting business,” she says. “The

“I hear over and over again frommy female clients
that they are embarrassed because they don’t
understand their finances—and these are
highly successful women.”
Julie Knight, Janney Montgomery Scott

“I’m really proud of that I’ve been able to recapture
control of all of my finances, understand what’s
going on, andmake educated choices.”
Lesley Shorr Klein
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TENNESSEE, CONT.

Malcolm Liles
Baird
Nashville

mliles@rwbaird.com
(615) 341-7015
lilesgroup.com

$4m Typical Account Size
$1,183m Total Assets

Jason Pharris
Morgan Stanley
Nashville

Jason.Pharris@MorganStanley.
com
(615) 298-6555
fa.morganstanley.com/
theedwardspharrisgroup

$4m Typical Account Size
$1,003m Total Assets

TEXAS

Richard Ashcroft
Baird
Houston

Rashcroft@rwbaird.com
(713) 973-3800
bairdretirementmanagement.
com/the-ashcroft-pesek-group

$4m Typical Account Size
$2,000m Total Assets

Bonner Barnes
Corda Investment
Management
Houston

bonner@cordamanagement.com
(713) 439-0665
cordamanagement.com

$0.85m Typical Account Size
$1,163m Total Assets

Carl Fuhrmann III
Merrill LynchWealth
Management
San Antonio

carl_fuhrmanniii@ml.com
(210) 805-2981
fa.ml.com/fuhrmann_hayne

$3.5m Typical Account Size
$940m Total Assets

Ira Kravitz
UBS Financial Services
Plano

ira.kravitz@ubs.com
(469) 440-0547
financialservicesinc.ubs.com/
team/kravitzgroup

$5m Typical Account Size
$827m Total Assets

Alexander Ladage
UBS Financial Services
Austin

alex.ladage@ubs.com
(512) 479-5287
financialservicesinc.ubs.com/fa/
alexladage

$10m Typical Account Size
$1,046m Total Assets

TommyMcBride
Merrill Lynch
Dallas

thomas_mcbride@ml.com
(214) 750-2004
fa.ml.com/mcbride

$7.5m Typical Account Size
$1,593m Total Assets

JohnMerrill
Tanglewood TotalWealth
Management
Houston

jmerrill@tanglewoodwealth.com
(713) 840-8880
tanglewoodwealth.com

$2.5m Typical Account Size
$978m Total Assets

NelsonMurray
Morgan Stanley
Houston

nelson.murray@morganstanley.
com
(713) 966-2135
advisor.morganstanley.com/
nelson.murray

$4m Typical Account Size
$1,700m Total Assets

Darrell Pennington
PenningtonWealth
Management
Houston

darrell.r.pennington@ampf.com
(713) 332-4422
penningtonwealth.com

$1.5m Typical Account Size
$1,245m Total Assets

Richard Piatas
Merrill LynchWealth
Management
Frisco

richard.piatas@ml.com
(940) 297-6990
fa.ml.com/texas/frisco/
thepiatasgroup

$1m Typical Account Size
$3,199m Total Assets

R. Scot Smith
Morgan Stanley
Dallas

scot.smith@morganstanley.com
(214) 696-7064
fa.morganstanley.com/scot.
smith

$3m Typical Account Size
$666m Total Assets

Scott Tiras
TirasWealthManagement
Houston

scott.b.tiras@ampf.com
(713) 332-4400
tiraswealth.com

$4m Typical Account Size
$2,270m Total Assets

VIRGINIA

Stephan Cassaday
Cassaday & Company
McLean

steve@cassaday.com
(703) 506-8200
cassaday.com

$1.5m Typical Account Size
$3,298m Total Assets

Tristan Caudron
CaudronMegary Blackburn
WealthManagement Group of
Wells Fargo Advisors
Alexandria

tristan.caudron@wfadvisors.
com
(703) 739-4545
CaudronMegaryBlackburn.com

$1.8m Typical Account Size
$1,688m Total Assets

Simon Hamilton
Baird
Reston

gssmith@rwbaird.com
(571) 203-1600
thewiseinvestorgroup.com

$1.4m Typical Account Size
$2,226m Total Assets

Susan Kim
Ameriprise Financial
Vienna

soo.m.kim@ampf.com
(703) 226-2300
ameripriseadvisors.com/
soo.m.kim

$1.5m Typical Account Size
$1,578m Total Assets

Jeff LeClair
Wells Fargo Advisors
McLean

jeff.leclair@wellsfargo.com
(703) 582-6440
leclairlemlihapproach.com

$10m Typical Account Size
$1,390m Total Assets

Hanane Lemlih
Wells Fargo Advisors
McLean

hanane.lemlih@wellsfargo.com
(202) 957-9095
leclairlemlihapproach.com

$10m Typical Account Size
$1,390m Total Assets

Aashish Matani
Merrill Lynch
Norfolk

aashish_matani@ml.com
(757) 446-4045
fa.ml.com/virginia/norfolk/
theahmgroup

$4m Typical Account Size
$1,310m Total Assets

JosephMontgomery
The Optimal Service Group of
Wells Fargo Advisors
Williamsburg

joe.montgomery@
wellsfargoadvisors.com
(757) 220-1782
optimalservicegroup.com

$7m Typical Account Size
$17,044m Total Assets

Ryan Sprowls
AlexandriaWealth
Management Group of
Wells Fargo Advisors
Alexandria

ryan.sprowls@
wellsfargoadvisors.com
(703) 739-1439
AlexandriaWMG.com

$2m Typical Account Size
$1,388m Total Assets

WASHINGTON

Shari Burns
United Capital Seattle, a
Goldman Sachs Company
Seattle

pfm.seattle@gs.com
(206) 583-8300
goldmanpfm.com/seattle

$5.2m Typical Account Size
$1,718m Total Assets

Randall Linde
AGPWealth Advisors
Renton

randall.s.linde@ampf.com
(425) 228-1000
agpwealthadvisors.com

$0.88m Typical Account Size
$2,088m Total Assets

Michael D. Maroni
Merrill Lynch
Seattle

Mike_maroni@ml.com
(206) 855-4460
fa.ml.com/washington/seattle/
pnpunit

$3m Typical Account Size
$961m Total Assets

Michael Matthews
UBS PrivateWealth
Management
Bellevue

m.matthews@ubs.com
(425) 451-2350
ubs.com/team/
thematthewsgroup

$5m Typical Account Size
$1,559m Total Assets

Erin Scannell
Ameriprise Financial
Mercer Island

erin.j.scannell@ampf.com
(425) 709-2345
heritage-wealth.com

$2m Typical Account Size
$2,870m Total Assets

WISCONSIN

Andrew Burish
UBS Financial Services
Madison

andrew.burish@ubs.com
(608) 831-4282
ubs.com/team/burishgroup

$2m Typical Account Size
$3,591m Total Assets

Michael Smith
Michael Smith &Associates
Stevens Point

michael.e.smith@ampf.com
(715) 341-6657
ameripriseadvisors.com/team/
michael-smith-associates

$0.85m Typical Account Size
$543m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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out she’d become. “I chose to disen-
gage entirely because I had so much
on my plate,” she says. With the help
of her financial advisor, and ex-hus-
band, she has become reacquainted
with her finances and now knows
where things stand “down to the
penny,” she says. In the process, she’s
ramped up her charitable giving, in-
corporated environmental, social, and
governance values into her portfolio,
and gotten more proactive about fi-
nancial decisions related to her busi-
ness.

EQUA L T R E ATMEN T,
D I F F E R EN T APPROACH
So, what do women need that’s differ-
ent? Advisors say—and studies sup-
port this—that when it comes to big
money moves, and investing in partic-
ular, women tend to consider their
decisions in the context of their over-
all lives, as opposed to looking at in-
vestment returns or other key num-
bers at face value.

“Men are usually more focused on
returns, and women are more focused
on security,” says Moddasser. “So if
you’re talking to a male advisor and
he keeps pressing you on how some-
thing is undervalued or has a certain
standard deviation, they’re speaking
completely different languages.”

Sometimes they really are speaking
a different language. “One of the
problems with the industry is that
there’s a vernacular, there are more
acronyms than I think in any other
industry,” Byrnes says. “And if I start

throwing acronyms at you, I’ve lost
you.”

What can happen, she says, is
women are embarrassed or don’t
want to slow down the conversation
by asking too many questions. At the
same time, they tend to want to get
more information before they make
big financial decisions.

“Once women have the informa-
tion needed to make a well-informed
decision, and that’s an important
thing, their investment profile is rela-
tively similar to that of men,” says
Zakrzewski. When women don’t get
adequate answers, however, they are
likely to hold onto too much cash. In
the BCG study, women had 30% of
their holdings in slower-growth as-
sets. That can lead to a wealth deficit
that is exacerbated by longer life
spans.

”Studies show that women are not
more risk averse, but rather men are
overconfident, which is why women
are often better long-term investors,”
says Moddasser. “They don’t chase
returns, they chase security.”

“With our good friends and part-
ners, we talk about our dreams all the
time, but we don’t talk about the
money,” says Elizabeth Ortiz, 41, who
is an assistant professor of communi-
cations and co-owns a restaurant with
her husband. “With financial advi-
sors, you traditionally talk about
money but not your dreams, and it’s
like wait a minute: We should proba-
bly talk about those things together
for the best future.” B

one thing that was very easy to slice
off were the finances.”

Women face many obstacles when
it comes to managing their money,
but some of the biggest barriers are
self-imposed. Women are juggling
more than their share of responsibili-
ties—perhaps now more than ever,
given the disproportionate impact of
Covid-19—and if they can delegate
money management to their spouses,
all the better.

It’s one thing to step back from
routine money matters, but the stakes
are too high to keep key financial is-
sues at arm’s length. “There’s a differ-
ence between delegation and abdica-
tion,” says Polito. “You don’t have to
know everything about the markets
or every aspect of financial services,
but you do have to have your own
road map of your financial life.” (See
page S12 for advice on managing
money from your 20s through your
50s.)

There are myriad reasons women
should engage with their finances.
For people who are married, equal
participation in major financial deci-
sions can have benefits beyond the
bank account.

“The more successful couples I
know schedule a date, once a month, to
sit down to discuss strategies, big pur-
chases coming up, when are they going
to retire, and what are they going to do
in retirement,” says UBS financial ad-
visor Tracy Byrnes. “In this busy
world, that’s really important.”

Couples who are on the same page

about money matters tend to fight
less, and feel more in sync on their
bigger life goals. “One of the main
reasons people divorce is because
they don’t communicate about
money,” says Ballou, who won’t work
with couples unless they both partici-
pate. “I saw early on in my career that
even those with the best intentions
couldn’t really know the minds and
hearts of their partners. and how
their goals and viewpoints might
evolve. More than one client has men-
tioned that I might have saved their
marriage.”

The importance of money in rela-
tionships is a common refrain. “I
don’t know if I would be with my
husband today if my relationship to
finances was what it was in my early
20s,” says Hannah Carpenter, 35, a
film editor who moved to New York
after college. Carpenter got serious
about budgeting and saving when a
co-worker introduced her to her
mother, financial advisor Rosemarie
Dios at UBS. By the time Carpenter
met her now-husband, she was saving
and investing regularly. Her husband
earns more and came to the marriage
with more assets, she says, but it’s a
marriage of financial equals because
of the steps she took to be indepen-
dent. “That was important to both of
us,” she says.

Whether single, married, divorced,
or widowed, knowing where you
stand financially is empowering.
When Shorr Klien divorced this
spring, she realized just how checked

“I’m good withmanagingmoney that I have,
but I didn’t fully understand how to invest
to havemore of it in the future.”
Elizabeth Ortiz

“I grew up in a family that was extremely
frugal, but moneymanagement wasn’t part
of the conversation.”
Hannah Carpenter

G U I D E T O W E A LT H

“Financial planning is like that closet you
haven’t quite gotten around to cleaning,
but you know you should.”
Anne Alexander

“After I got married, I realized I wasmaking
moremoney than he was, and I wanted to
take the reins on investing.”
Mabe Rodríguez
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NORTH CAROLINA

Mike Absher
AbsherWealthManagement
Chapel Hill

mike@absherwealth.com
(919) 283-2340
absherwealth.com

$1.5m Typical Account Size
$474m Total Assets

Mike Bell
Edward Jones
Hickory

mike.bell@edwardjones.com
(828) 328-8111

$0.8m Typical Account Size
$387m Total Assets

R. Neil Stikeleather
Bank of AmericaMerrill
Lynch
Charlotte

neil.stikeleather@ml.com
(704) 705-3233
fa.ml.com/
stikeleatherandassociates

$0.75m Typical Account Size
$461m Total Assets

OHIO

Randy Carver
Raymond James
Mentor

randy.carver@raymondjames.
com
(440) 974-0808
carverfinancialservices.com

$1m Typical Account Size
$1,560m Total Assets

Charles Dankworth
UBS Financial Services
NewAlbany

charles.dankworth@ubs.com
(614) 939-2202
ubs.com/team/
theonecolumbusgroup

$6m Typical Account Size
$1,116m Total Assets

Valerie Newell
MarinerWealth Advisors
Cincinnati

valerie.newell@
marinerwealthadvisors.com
(513) 618-3040
marinerwealthadvisors.com

$3m Typical Account Size
$3,250m Total Assets

Thomas Robertson
Graystone Consulting
Columbus

thomas.g.robertson@
morganstanley.com
(614) 460-2754
graystone.morganstanley.com/
graystone-consulting-the-
robertson-group

$2.5m Typical Account Size
$2,994m Total Assets

Daniel Roe
Budros, Ruhlin & Roe
Columbus

droe@b-r-r.com
(614) 481-6900
B-R-R.com

$5m Typical Account Size
$2,808m Total Assets

David Singer
The Evelo/Singer/Sullivan
GroupMerrill PrivateWealth
Cincinnati

david_singer@ml.com
(513) 579-3889
pwa.ml.com/evelosingersullivan

$15m Typical Account Size
$3,634m Total Assets

Linnell Sullivan
The Evelo/Singer/Sullivan
GroupMerrill PrivateWealth
Cincinnati

linnell_sullivan@ml.com
(513) 579-3890
pwa.ml.com/evelosingersullivan

$7.5m Typical Account Size
$1,490m Total Assets

OKLAHOMA

Steve Jelley
Merrill LynchWealth
Management
Tulsa

steve_jelley@ml.com
(918) 496-7407
fa.ml.com/CJU_Associates

$4.5m Typical Account Size
$950m Total Assets

Jana Shoulders
MarinerWealth Advisors
Tulsa

jana.shoulders@
marinerwealthadvisors.com
(918) 991-6910
marinerwealthadvisors.com/
why-us/people/jana-shoulders

$3.05m Typical Account Size
$1,981m Total Assets

OREGON

Judith McGee
Raymond James Financial
Services
Portland

judith.mcgee@raymondjames.
com
(503) 597-2222
mcgeewm.com

$1m Typical Account Size
$648m Total Assets

PENNSYLVANIA

Patti Brennan
Key Financial, Inc.
West Chester

pbrennan@keyfinancialinc.com
(610) 429-9050
keyfinancialinc.com

$2m Typical Account Size
$1,061m Total Assets

WilliamH. Brown, Jr.
Merrill Lynch
Sewickley

william_brownjr@ml.com
(412) 749-7912
fa.ml.com/
thebrownhurrayplantzgroup

$4m Typical Account Size
$1,188m Total Assets

Michael Henley
Brandywine Oak Private
Wealth
Kennett Square

mhenley@brandywineoak.com
(484) 785-0040
brandywineoak.com

$2.5m Typical Account Size
$863m Total Assets

Michael Hirthler
Jacobi Capital Management
Wilkes-Barre

mhirthler@jacobicapital.com
(570) 826-1801
jacobicapital.com

$3m Typical Account Size
$1,279m Total Assets

Barbara Hudock
Hudock Capital Group
Williamsport

bhudock@hudockcapital.com
(570) 326-9500
hudockcapital.com

$1m Typical Account Size
$536m Total Assets

James Meredith
Hefren-Tillotson
Pittsburgh

MeredithGroup@hefren.com
(412) 633-1986
Hefren.com/meredith-group

$2m Typical Account Size
$1,725m Total Assets

J Douglas Moran
Merrill LynchWealth
Management
Wayne

jdouglas_moran@ml.com
(610) 687-7925
fa.ml.com/JDM

$3.2m Typical Account Size
$552m Total Assets

John J. Parker, Sr.
Wells Fargo Advisors
Philadelphia

john.j.parker@wfadvisors.com
(215) 564-8487
ppwmg.com

$5m Typical Account Size
$1,650m Total Assets

Peter Sargent
JanneyMontgomery Scott
Yardley

psargent@janney.com
(267) 685-4205
sargentwealthmanagement.com

$2m Typical Account Size
$673m Total Assets

Craig B. Schwartz
Wells Fargo Advisors
Philadelphia

craig.schwartz@wfadvisors.com
(215) 636-1480
signaturecapital.wfadv.com/
Craig-Schwartz.e114918.htm

$2.5m Typical Account Size
$959m Total Assets

John Solis-Cohen
Wells Fargo Advisors
Jenkintown

john.solis-cohen@wfadvisors.
com
(215) 572-4276
home.wellsfargoadvisors.com/
john.solis-cohen”

$5m Typical Account Size
$1,435m Total Assets

Rob Thomas
MarinerWealth Advisors
State College

rob.thomas@
marinerwealthadvisors.com
(814) 867-2050
marinerwealthadvisors.com/
why-us/people/rob-thomas

$0.18m Typical Account Size
$1,667m Total Assets

RHODE ISLAND

MalcolmMakin
Raymond James
Westerly

mmakin@ppgadvisors.com
(401) 596-2800
ppgadvisors.com

$1.5m Typical Account Size
$1,304m Total Assets

David Reiser
J.P. Morgan Securities
Providence

david.reiser@jpmorgan.com
(203) 722-9900
jpmorgansecurities.com/
reiserwmgroup

$2m Typical Account Size
$438m Total Assets

Matthew Young
Richard C. Young & Co.
Newport

info@younginvestments.com
(401) 849-2137
younginvestments.com

$1.7m Typical Account Size
$1,163m Total Assets

SOUTH CAROLINA

Ronnie Dennis
Merrill Lynch
Columbia

ronnie_dennis@ml.com
(803) 733-2180
fa.ml.com/ek

$20m Typical Account Size
$4,799m Total Assets

RichardMigliore
Merrill Lynch
Columbia

richard_migliore@ml.com
(803) 733-2126
fa.ml.com/ek

$10m Typical Account Size
$4,799m Total Assets

TENNESSEE

Jeff Dobyns
Southwestern Investment
Group
Franklin

jeff.dobyns@
swinvestmentgroup.com
(615) 861-6102
swinvestmentgroup.com

$3m Typical Account Size
$467m Total Assets

Christi Edwards
Morgan Stanley
Nashville

christi.edwards@morganstanley.
com
(615) 298-6554
advisor.morganstanley.com/
the-edwards-pharris-group

$4m Typical Account Size
$977m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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Help power your portfolio
with the innovators of the Nasdaq-100.

Your clients don’t
have to bemachine
learning engineers
to helpmake the
future a smarter place.

NOT FDIC INSURED | MAY LOSE VALUE | NO BANK GUARANTEE
There are risks involved with investing in ETFs, including possible loss of money. ETFs are subject to risks similar to those of stocks. Investments focused in a particular
sector, such as technology, are subject to greater risk, and are more greatly impacted by market volatility, than more diversified investments.
The Nasdaq-100 Index comprises the 100 largest non-financial companies traded on the Nasdaq. An investment cannot be made directly into an index.

Before investing, consider the Fund’s investment objectives, risks, charges and expenses. Visit
invesco.com/fundprospectus for a prospectus containing this information. Read it carefully before investing.
Invesco Distributors, Inc.
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NEW JERSEY, CONT.

Andy Schwartz
Bleakley Financial Group
Fairfield

andy.schwartz@bleakley.com
(973) 244-4202
bleakley.com

$2.5m Typical Account Size
$1,528m Total Assets

Anthony Valente
Morgan Stanley
Shrewsbury

anthony.valente@morganstanley.
com
(732) 389-5124
advisor.morganstanley.com/
anthony.valente

$0.75m Typical Account Size
$1,977m Total Assets

David S.Weinerman
Morgan StanleyWealth
Management
Florham Park

David.S.Weinerman@
morganstanley.com
(973) 236-3529
fa.morganstanley.com/ricca_
weinerman

$8m Typical Account Size
$4,673m Total Assets

NEW YORK

Lewis Altfest
Altfest PersonalWealth
Management
NewYork

inquiry@altfest.com
(212) 406-0850
altfest.com

$2m Typical Account Size
$1,324m Total Assets

Jay Canell
J.P. Morgan Securities
NewYork

Jay.canell@jpmorgan.com
(212) 272-0888
jpmorgansecurities.com/
canellgroup

$15m Typical Account Size
$3,300m Total Assets

Neil Canell
J.P. Morgan Securities
NewYork

neil.canell@jpmorgan.com
(212) 272-0777
jpmorgansecurities.com/
canellgroup

$15m Typical Account Size
$3,300m Total Assets

Greg DelMonte
Stifel
New York

gregory.delmonte@stifel.com
(212) 328-1645
delmonte-group.com

$1m Typical Account Size
$1,550m Total Assets

Anthony Dertouzos
Morgan Stanley
NewYork

anthony.dertouzos@
morganstanleypwm.com
(212) 761-8565
pwm.morganstanley.com/
magellangroup

$20m Typical Account Size
$3,815m Total Assets

R. Christopher Errico
UBS PrivateWealth
Management
NewYork

christopher.errico@ubs.com
(212) 821-7150
financialservicesinc.ubs.com/
team/erricopartners/
meetourteam.html

$10m Typical Account Size
$2,392m Total Assets

Marc Fischer
Graystone Consulting
Rochester

marc.r.fischer@msgraystone.
com
(585) 389-2271
morganstanleygc.com/ftc

$40m Typical Account Size
$2,963m Total Assets

Jason Katz
UBS Financial Services
NewYork

jason.m.katz@ubs.com
(212) 713-9201
ubs.com/team/katz

$5m Typical Account Size
$3,011m Total Assets

Gerard Klingman
Klingman &Associates
NewYork

gklingman@klingmanria.com
(212) 867-7647
klingmanria.com

$10m Typical Account Size
$2,565m Total Assets

Jonathan Kuttin
KuttinWealthManagement
Hauppauge

jonathan.s.kuttin@ampf.com
(631) 770-0335
ameripriseadvisors.com/team/
kuttin-wealth-management

$1m Typical Account Size
$2,913 TeamAssets

JoshuaMalkin
Morgan Stanley Private
Wealth
NewYork

joshua.d.malkin@
morganstanleypwm.com
(212) 893-6530
pwm.morganstanley.com/
themalkingroup

$10m Typical Account Size
$1,298m Total Assets

Ira Mark
RBCWealthManagement
NewYork

ira.mark@rbc.com
(212) 703-6033
themark-bergergroup.com

$10m Typical Account Size
$3,300m Total Assets

FrankMarzano
GMAdvisory Group
Melville

fmarzano@gmadvisorygroup.
com
(631) 227-3900
gmadvisorygroup.com

$20m Typical Account Size
$3,650m Total Assets

LeoMarzen
Bridgewater Advisors
NewYork

lmarzen@bridgewateradv.com
(212) 221-5300
bridgewateradv.com/team/
leo-marzen

$5m Typical Account Size
$1,525m Total Assets

Justin McCarthy
MarinerWealth Advisors
NewYork

justin.mccarthy@
marinerwealthadvisors.com
(212) 869-5900
marinerwealthadvisors.com

$2.87m Typical Account Size
$1,169m Total Assets

EdMoldaver
Stifel
New York

ed.moldaver@stifel.com
(212) 328-1677
moldaverlee.com

$10m Typical Account Size
$6,600m Total Assets

DeborahMontaperto
Morgan Stanley Private
Wealth
NewYork

deborah.d.montaperto@
morganstanleypwm.com
(212) 761-8934
pwm.morganstanley.com/
polkwealthmanagementgroup

$50m Typical Account Size
$27,250m Total Assets

John Olson
Merrill LynchWealth
Management
NewYork

john_olson@ml.com
(212) 303-4010
fa.ml.com/new-york/new-york/
theolsongroup

$8m Typical Account Size
$1,848m Total Assets

Geri Eisenman Pell
PellWealth Partners
Rye Brook

geri.e.pell@ampf.com
(914) 253-8800
ameripriseadvisors.com/team/
pell-wealth-partners

$2.5m Typical Account Size
$1,338m Total Assets

Lyon Polk
Morgan Stanley Private
Wealth
NewYork

lyon.polk@morganstanleypwm.
com
(212) 761-0867
pwm.morganstanley.com/
polkwealthmanagementgroup

$50m Typical Account Size
$27,250m Total Assets

Emily Rubin
UBS Financial Services
NewYork

emily.rubin@ubs.com
(212) 333-8920
financialservicesinc.ubs.com/
team/kramerfinancialgroup

$10m Typical Account Size
$1,300m Total Assets

Shawn Rubin
Morgan Stanley PWM
NewYork

shawn.rubin@
morganstanleypwm.com
(212) 893-6322
pwm.morganstanley.com/
abacusgroup

$10m Typical Account Size
$3,044m Total Assets

Richard Saperstein
Treasury Partners
NewYork

rsaperstein@treasurypartners.
com
(917) 286-2777
treasurypartners.com

$25m Typical Account Size
$16,250m Total Assets

Evan Steinberg
Morgan Stanley
NewYork

evan.steinberg@
morganstanleypwm.com
(212) 893-7501
morganstanleypwa.com/sfgroup

$8m Typical Account Size
$2,335m Total Assets

Robert Stolar
Morgan Stanley Private
Wealth
NewYork

robert.stolar@morganstanley.
com
(212) 761-8138
advisor.morganstanley.com/
family-wealth-group

$50m Typical Account Size
$3,150m Total Assets

Michael Taggart
J.P. Morgan Securities
NewYork

michael.taggart@jpmorgan.com
(212) 272-2044
jpmorgansecurities.com/
taggartgroup

$10m Typical Account Size
$850m Total Assets

Ron Vinder
Morgan Stanley Private
Wealth
NewYork

ron.vinder@
morganstanleypwm.com
(212) 503-2365
advisor.morganstanley.com/
the-vinder-group

$50m Typical Account Size
$7,752m Total Assets

ElizabethWeikes
J.P. Morgan Securities
NewYork

elizabeth.weikes@jpmorgan.com
(212) 272-9214
jpmorgansecurities.com/weikes

$25m Typical Account Size
$3,600m Total Assets

Richard Zinman
Morgan Stanley
NewYork

richard.zinman@
morganstanleypwm.com
(212) 761-8451
morganstanleypwa.com/
magellangroup

$20m Typical Account Size
$3,821m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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Make sure you have, or know where to
find, updated information on account
numbers, financial institutions, login
credentials, and key contacts.

Key questions:
• Do you have enough cash to cover
unexpected expenses or a period of
lost income?
• How are the rest of your assets—in
brokerage or retirement accounts—in-
vested? What’s the ratio of stocks to
bonds? What’s the rationale for how-
ever you’re invested?
• Are you saving in the most tax- and
fee-efficient way? Are you saving
more or less than last year? What
would you like to see next year?

Liabilities: Do an inventory of
everything you owe—all loans, credit
card balances, and other liabilities.
Note the total amount owed, monthly
payment, and payoff dates. Add key
account details and contacts.

Key questions:
• How much of your after-tax monthly
income goes to pay debt?
• Howmuch do you pay in interest
every year, and can that be minimized?
• What expenses or behaviors are con-
tributing to this debt, and what are
your goals for paying it off?

NetWorth: Subtract liabilities
from assets to estimate your net worth
and set goals.

YOUR INCOME STATEMENT
Income: Get a snapshot of your

household’s monthly and annual in-
come, both before (gross) and after
(net) taxes.

Key questions:
• Are you earning more or less than
last year? How dramatically does your
annual income change year to year?
• How much investment income do
you expect to have this year?

HOW TO MAKE
IT HAPPEN: BE
YOUR OWN CEO
Managing your money can be daunting, boring, or just a chore.
These simple steps will get you on track.

F
ew women would dispute the
importance of financial em-
powerment. It was just a gen-
eration ago—until 1974—when

banks were allowed to deny women
credit such as credit cards or mort-
gages in their own names and based on
their own financial wherewithal.

We’ve come a long way in those 40-
odd years, but not nearly far enough.
Study after study shows that women
aren’t engaging enough with their fi-
nances. The financial-services industry
is still falling short in serving this half
of the population.Women, who often
need more money in retirement to
cover health and caretaking issues
during their longer life spans, are, on
average, far behind men in terms of
savings. Financial empowerment gets
lost in the daily chaos of living.

A few small steps can get you back
on track. “Think of it as being the CEO
of your own home,” says UBS financial
advisor Tracy Byrnes. “You don’t need
to know where the Dow closed, but
you do need to know the big picture.”

That big picture entails compiling a
list of your financial situation. Getting
organized isn’t always fun, but it is
satisfying. Barron’sworked with advi-
sors to determine the basics of what
every woman should know—and what,
in their experience, they often don’t.
Here’s how to tackle it like a boss.

YOUR BALANCE SHEET
Assets: Do an inventory of all of

your assets at least once a year. This
includes all your accounts—checking,
savings, brokerage, retirement—as
well as the value of your home and any
other physical property. Note which
assets are held jointly or separately.

BY SARAH MAX

• Are you expecting income from un-
usual sources, such as a one-time bo-
nus at work, an inheritance, or with-
drawals from a retirement account?

Expenses: Get a snapshot of your
household expenses, focusing on indi-
vidual bills and categories where you
spend the most.

Key questions:
• What expenses have increased or
decreased in the past year, and what
are your projections for the next year?
• How much do you save every month
and where do you put it?
• What areas of your spending can go
toward saving more and paying down
debt faster?

YOUR STRATEGIC PLANS
“A goal without a plan is just a

wish,”wrote French existentialist
author Antoine de Saint-Exupéry.
Even seemingly nonfinancial goals
often have a financial aspect, and, let’s
face it, being financially secure makes
a lot of things easier.

Think about what it is you want to
do, and how you want to do it. Think
big, and if your plans feel too out of
reach, consider whether a financial
advisor can help. A holistic financial
plan can serve as a blueprint for en-
abling a career change, philanthropic
goals, raising kids, the ability to care
for others, and an array of other goals.

G U I D E T O W E A LT H

Retirement key questions:
• When do you want to retire? What
does retirement look like, both ideally
and realistically?
• How much of your retirement in-
come will come from savings versus
other sources, such as Social Security
or pension benefits?
• How much do you need to have
saved to get there? Are you on track?
• What can you change to have your
savings meet your expectations?

Family key questions:
• Are you teaching and talking to your
kids about money?
• Are you and your partner on the
same page when it comes to bigger
topics, such as loans for adult kids or
college financing?
• Do you have college-savings plans?
How much are you contributing, and
is it too much or too little based on
expected tuition?

Estate and Legacy key questions:
• Do you have updated wills and es-
tate-planning documents?
• Do you have a charitable-giving plan?
• Do you want to manage this on your
own or bring in a professional?

RISK MANAGEMENT
Take a look at variables that could

disrupt your plans and any products
or strategies for minimizing risk.

Key questions:
• If something happened to you or
your partner today, would your survi-
vors be OK financially?
• What life-insurance policies do you
have? What is the amount, how long is
the term, and is that enough?
• Do you have long-term disability
insurance? Could that be helpful?
• What is the likelihood you’ll need to
support a parent, sibling, or adult
child at any point in the future? BIll
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MICHIGAN

Jeffrey Fratarcangeli
FratarcangeliWealth
Management
Birmingham

jeffrey.fratarcangeli@wfafinet.
com
(248) 385-5050
fratarcangeliwealth
management.com

$8m Typical Account Size
$1,800m Total Assets

James Kruzan
KaydanWealthManagement,
Inc.
Fenton

jim.kruzan@kaydanwealth.com
(810) 593-1624
kaydanwealth.com

$1.5m Typical Account Size
$511m Total Assets

David Kudla
Mainstay Capital Management
Grand Blanc

mainstay@mainstaycapital.com
(866) 444-6246
mainstaycapital.com

$0.75m Typical Account Size
$2,583m Total Assets

Leo Stevenson
Merrill Lynch
Wyandotte

leo_stevenson@ml.com
(734) 324-3826
fa.ml.com/wyandottegroup

$1.5m Typical Account Size
$709m Total Assets

Charles C. Zhang
Zhang Financial
Portage

charles.zhang@zhangfinancial.
com
(269) 385-5888
zhangfinancial.com

$2m Typical Account Size
$3,606m Total Assets

MINNESOTA

Aaron Howe
RBCWealthManagement
Wayzata

aaron.howe@rbc.com
(952) 261-3561
bigwatergroup.com

$5m Typical Account Size
$687m Total Assets

BenMarks
Marks GroupWealth
Management
Minnetonka

ben.marks@marksgroup.com
(952) 582-6100
marksgroup.com

$2m Typical Account Size
$1,366m Total Assets

David A. Olson
The BlackRidge Group at
Morgan Stanley
Rochester

david.a.olson@morganstanley.
com
(507) 269-7542
fa.morganstanley.com/
blackridgegroup

$3.5m Typical Account Size
$555m Total Assets

MISSOURI

Michael Moeller
Wells Fargo Advisors
Chesterfield

mike.moeller@wfadvisors.com
(636) 530-6111
themoellergroup.net

$3m Typical Account Size
$1,830m Total Assets

Kathleen Youngerman
Morgan Stanley Private
Wealth
Chesterfield

Kathleen.L.Youngerman@
morganstanleypwm.com
(314) 889-4862
pwm.morganstanley.com/
harmonyfamilyoffice

$20m Typical Account Size
$350m Total Assets

NEBRASKA

Jason Dworak
UBS Financial Services
Lincoln

jason.dworak@ubs.com
(402) 328-2077
financialservicesinc.ubs.com/
team/dworakgroup

$8m Typical Account Size
$852m Total Assets

Jim Siemonsma
MarinerWealth Advisors
Omaha

jim.siemonsma@
marinerwealthadvisors.com
(402) 829-3650
marinerwealthadvisors.com

$0.97m Typical Account Size
$1,138m Total Assets

PaulWest
CarsonWealth
Omaha

pwest@carsonwealth.com
(888) 321-0808
carsonwealth.com

$5.4m Typical Account Size
$4,586m Total Assets

NEVADA

Deborah Danielson
Danielson Financial Group |
LPL
Las Vegas

Deborah@
DanielsonFinancialGroup.com
(702) 734-7000
danielsonfinancialgroup.com/
homepage

$2m Typical Account Size
$694m Total Assets

Randy Garcia
The Investment Counsel
Company
Las Vegas

rgarcia@iccnv.com
(702) 871-8510
iccnv.com

$4.8m Typical Account Size
$1,234m Total Assets

James Small
UBS Financial Services
Las Vegas

jim.small@ubs.com
(702) 792-3125
financialservicesinc.ubs.com/
team/jimsmall

$1.9m Typical Account Size
$1,079m Total Assets

NEW HAMPSHIRE

John Habig
Morgan Stanley
Portsmouth

john.f.habig@morganstanley.
com
(603) 422-8901
morganstanleyfa.com/habig

$1.5m Typical Account Size
$420m Total Assets

P. Kevin O’Brien
Wells Fargo Advisors
Portsmouth

kevin.obrien@
wellsfargoadvisors.com
(603) 334-4032
obrienwmg.com

$1.7m Typical Account Size
$387m Total Assets

NEW JERSEY

Bruce Barth
Merrill Lynch
Short Hills

bruce_g_barth@ml.com
(973) 564-7740
fa.ml.com/barthgroup

$2m Typical Account Size
$1,351m Total Assets

Francis Bitterly
Morgan Stanley
Red Bank

francis.g.bitterly@ms.com
(732) 224-3754
fa.morganstanley.com/
francisbitterly

$2.8m Typical Account Size
$456m Total Assets

David Briegs
Merrill Lynch
Bridgewater

David_Briegs@ml.com
(908) 685-3203
fa.ml.com/kugelbriegs

$2.5m Typical Account Size
$1,616m Total Assets

Jack Burke
Merrill Lynch
Florham Park

john_j_burke@ml.com
(973) 410-2309
fa.ml.com/the_harbor_group

$7m Typical Account Size
$4,441m Total Assets

Christopher Cook
Merrill Lynch
Florham Park

c_cook@ml.com
(973) 301-7622
fa.ml.com/new-jersey/
florham-park/gcca

$5m Typical Account Size
$2,051m Total Assets

Mark Cortazzo
MACROConsulting Group
Parsippany

info@macroconsultinggroup.
com
(973) 451-9400
macroconsultinggroup.com

$2m Typical Account Size
$771m Total Assets

Mary Deatherage
Morgan Stanley Private
Wealth
Little Falls

mary.m.deatherage@
morganstanleypwm.com
(973) 890-3015
morganstanleyfa.com/
thedeatheragegroup

$10m Typical Account Size
$3,210m Total Assets

Mark Fendrick
UBS Financial Services
Mount Laurel

mark.fendrick@ubs.com
(856) 985-2070
financialservicesinc.ubs.com/
team/fendrickgroup

$4m Typical Account Size
$1,020m Total Assets

Reed Finney
The Bleakley Financial Group
Fairfield

Reed.Finney@bleakley.com
(973) 244-4210
bleakley.com

$1.3m Typical Account Size
$585m Total Assets

John Hudspeth
Merrill LynchWealth
Management
Mount Laurel

john_r_hudspeth@ml.com
(856) 231-5520
fa.ml.com/brownehudspeth

$3m Typical Account Size
$989m Total Assets

Elliott Kugel
Merrill Lynch
Bridgewater

Elliott_M_Kugel@ML.com
(908) 685-3252
fa.ml.com/kugelbriegs

$2.5m Typical Account Size
$1,616m Total Assets

Neil McPeak
Wells Fargo Advisors
Linwood

neil.mcpeak@
wellsfargoadvisors.com
(609) 926-7808
mcpeakgroup.wfadv.com

$1m Typical Account Size
$1,283m Total Assets

Michael J. Ricca
Morgan StanleyWealth
Management
Florham Park

Michael.J.Ricca@morganstanley.
com
(973) 236-3530
fa.morganstanley.com/ricca_
weinerman

$8m Typical Account Size
$4,666m Total Assets

Steven Rothman
UBS Financial Services
Red Bank

steven.rothman@ubs.com
(732) 219-7228
financialservicesinc.ubs.com/
team/rothmangroup

$1.2m Typical Account Size
$475m Total Assets

Ken Schapiro
Condor Capital Management
Martinsville

info@condorcapital.com
(732) 356-7323
condorcapital.com

$1.75m Typical Account Size
$1,136m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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PERHAPS IT’S
NO SURPRISE
THAT A FIRMBUILT
ON COLLABORATION
HAS BEEN RANKED
#5WORKPLACE
FORWOMEN.
We’re proud of this recognition from Fortune Magazine.
And we’re proud of our efforts in gender equality.
From our career-long coaching programs to our parental
leave policies, we’re built to promote career growth
and work-life balance. Meet the Edward Jones of now.

Visit edwardjones.com/knowmore

Member SIPC

Edward Jones does not discriminate on the basis of race, color, gender, religion,
national origin, age, disability, sexual orientation, pregnancy, veterans status,
genetic information or any other basis prohibited by applicable law.

RANKED #5WORKPLACE FORWOMEN
BY FORTUNEMAGAZINE.

From FORTUNE. ©2020 FORTUNE Media IP
Limited. All rights reserved. Used under license.
FORTUNE and FORTUNE Media IP Limited
are not affiliated with and do not endorse the
products or services of, Edward Jones.

Angelica Prescod
Financial Advisor
Scottsdale, AZ
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ILLINOIS, CONT.

PhilipWatson
Ameriprise Financial
Downers Grove

philip.j.watson@ampf.com
(630) 541-5300
ameripriseadvisors.com/
philip.j.watson

$0.98m Typical Account Size
$2,290m Total Assets

DavidWright
Merrill PrivateWealth
Management
Chicago

dave_wright@ml.com
(312) 325-2620
pwa.ml.com/wrighthudakzabel

$25m Typical Account Size
$2,383m Total Assets

INDIANA

Trent Cowles
Merrill Lynch
Indianapolis

trent_cowles@ml.com
(317) 624-8451
fa.ml.com/cf

$3.2m Typical Account Size
$865m Total Assets

IOWA

Jerry Ask
Jerry K. Ask Investment
Services
Cedar Rapids

jerry.ask@jkainvest.com
(319) 395-9230
jkainvest.com

$0.48m Typical Account Size
$408m Total Assets

Timothy Finucan
Edward Jones
Webster City

timothy.finucan@
edwardjones.com
(515) 832-4155
edwardjones.com/timothy-
finucan

$0.75m Typical Account Size
$602.75m Total Assets

Matt Fryar
Wells Fargo Advisors
DesMoines

matthew.r.fryar@wellsfargo.com
(515) 245-3120
fa.wellsfargoadvisors.com/
matthew-fryar

$5m Typical Account Size
$780m Total Assets

KANSAS

Trey Barnes
MarinerWealth Advisors
Overland Park

trey.barnes@
marinerwealthadvisors.com
(913) 387-2734
marinerwealthadvisors.com/
why-us/people/trey-barnes

$1.81m Typical Account Size
$1,697m Total Assets

KENTUCKY

Barry Barlow
Merrill Lynch
Louisville

barry_barlow@ml.com
(502) 329-5097
fa.ml.com/b_barlow

$4m Typical Account Size
$882m Total Assets

Travis Musgrave
Merrill Lynch
Lexington

travis_musgrave@ml.com
(859) 231-5258
fa.ml.com/Musgrave

$5m Typical Account Size
$652m Total Assets

LOUISIANA

Rick Frayard
UBS Financial Services
Lafayette

rick.frayard@ubs.com
(337) 593-3600
ubs.com/team/epg

$1.75m Typical Account Size
$2,267m Total Assets

MAINE

Jeremiah Burns
Morgan Stanley
Portland

jeremiah.burns@
morganstanleypwm.com
(207) 871-7373
advisor.morganstanley.com/
jeremiah.burns

$5m Typical Account Size
$491m Total Assets

Todd Doolan
Morgan Stanley
Portland

todd.h.doolan@morganstanley.
com
(207) 771-0812
advisor.morganstanley.com/
the-doolan-eldredge-group

$1.9m Typical Account Size
$388m Total Assets

MARYLAND

Patricia Baum
RBCWealthManagement
Annapolis

patricia.baum@rbc.com
(410) 573-6717
baumjackson.com

$3m Typical Account Size
$1,457m Total Assets

Larry Boggs
Wells Fargo Advisors
Cumberland

larry.d.boggs@wfadvisors.com
(301) 724-2660
fa.wellsfargoadvisors.com/
boggs-wealth-management

$3m Typical Account Size
$1,167m Total Assets

Robert Collins
Collins Investment Group
Bethesda

robert.collins@
collinsinvestmentgroup.com
(301) 915-9630
collinsinvestmentgroup.com

$2.5m Typical Account Size
$894m Total Assets

Barry Garber
Alex. Brown, a division of
Raymond James
Baltimore

Barry.Garber@alexbrown.com
(410) 525-6210
alexbrown.com/
garberwealthmanagementteam

$15m Typical Account Size
$3,289m Total Assets

Brian Kroneberger
RBCWealthManagement
Hunt Valley

brian.kroneberger@rbc.com
(410) 316-5454
thekronebergergroup.com

$3m Typical Account Size
$1,100m Total Assets

Kent Pearce
Merrill Lynch
Towson

kent_pearce@ml.com
(410) 321-4340
fa.ml.com/pearce_group

$7m Typical Account Size
$1,739m Total Assets

Robert Scherer
Graystone Consulting
Potomac

robert.s.scherer@msgraystone.
com
(301) 279-6403
graystone.morganstanley.com/
graystone-consulting-
metropolitan-washington-d-c

$25m Typical Account Size
$9,500m Total Assets

E. Geoffrey Sella
SPC Financial, Inc.
Rockville

esella@spcfinancial.com
(301) 770-6800
spcfinancial.com

$0.85m Typical Account Size
$858m Total Assets

MASSACHUSETTS

Charles S. Bean III
Heritage Financial Services
Westwood

cbean@heritagefinancial.net
(781) 619-1302
heritagefinancial.net

$3m Typical Account Size
$1,520m Total Assets

Debra Brede
D.K. Brede Investment
Management
Needham

brede@bredeinvestment.com
(781) 444-9367
bredeinvestment.com

$2m Typical Account Size
$1,018m Total Assets

Kevin Grimes
Grimes & Company, Inc.
Westborough

advisors@grimesco.com
(508) 366-3883
grimesco.com

$3m Typical Account Size
$2,900m Total Assets

Susan Kaplan
Kaplan Financial Services, Inc.
Newton

susan.kaplan@lpl.com
(617) 527-1557
kaplan-financial.com/splash.cfm

$3.5m Typical Account Size
$2,176m Total Assets

Victor T. Livingstone
Morgan Stanley Private
Wealth
Boston

victor.livingstone@
morganstanleypwm.com
(617) 478-6500

$25m Typical Account Size
$1,346m Total Assets

Peter Noonan
J.P. Morgan Securities
Boston

peter.noonan@jpmorgan.com
(617) 654-2318
jpmorgansecurities.com/
peternoonan

$15m Typical Account Size
$2,514m Total Assets

Raju Pathak
Morgan Stanley
Boston

raju.pathak@ms.com
(617) 589-3373
fa.morganstanley.com/
pathakgroup

$8m Typical Account Size
$807m Total Assets

Peter Princi
Morgan Stanley Graystone
Boston

peter.b.princi@msgraystone.com
(617) 589-3229
fa.morganstanley.com/
theprincigroup

$10m Typical Account Size
$6,950m Total Assets

Ira Rapaport
New England PrivateWealth
Advisors, LLC
Wellesley

ira.rapaport@nepwealth.com
(781) 416-1700
nepwealth.com

$5m Typical Account Size
$2,054m Total Assets

Raj Sharma
Merrill - PrivateWealthMgmt
Boston

raj_sharma@ml.com
(617) 946-8030
pwa.ml.com/sharma_group

$10m Typical Account Size
$7,381m Total Assets

Brian Strachan
Morgan Stanley Private
Wealth
Boston

brian.s.strachan@
morganstanleypwm.com
(617) 570-9240
pwm.morganstanley.com/
thestrachangroupsb

$10m Typical Account Size
$2,975m Total Assets

MarkWinthrop
WinthropWealth
Westborough

mark.winthrop@
winthropwealth.com
(508) 836-5500
winthropwealth.com

$3.5m Typical Account Size
$1,545m Total AssetsParticipation in this section is only open to advisors who have been listed in our editorial rankings. Advisors

pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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responsible for the criminal use of
their platforms? Many big investors
now say they are. And that has led to
one of this year’s most memorable
shareholder initiatives, in which
Lisette Cooper took on Facebook.

Cooper is a well-known advisor,
the vice chair of Fiduciary Trust,
Franklin Resources’ (ticker: BEN)
$25 billion wealth management arm.
An approachable investor with a doc-
torate in geology from Harvard Uni-
versity, Cooper has long been trou-
bled by the growth in online child
exploitation, and made preventing
it a part of her professional work
years ago.

This year, Cooper asked fellow
Facebook (FB) shareholders if the
steady increase in online child exploi-
tation posed a risk to their invest-
ment in the social-media juggernaut.
Facebook was adding privacy tools
such as end-to-end encryption, in
which only the two people involved
in the communication could see the

data, not law enforcement, nor any-
one else. It’s a boon for privacy—and
for predators. Cooper advised share-
holders who agreed with her to back
her proposal directing Facebook’s
board to assess the risks.

“Privacy tools are good, but they
have implications for child predators
and the exploitation of children on-
line,” said Cooper in an interview
with Barron’s. “Our concern is that
kids be safe, that law enforcement
can access the material so they can
find the kids and prosecute the pred-
ators, or stop someone from harming
hundreds of children.”

Facebook opposed the measure
and, like the rest of Big Tech, has
generally opposed creating backdoors
into encryption, arguing that it weak-
ens security. “Strong encryption is
important to keeping everyone safe
from hackers and criminals,” a Face-
book spokesperson told Barron’s. “We
disagree with those who argue pri-
vacy mostly helps bad people, which

INVESTORS
TAKE ON
FACEBOOK
Big Tech wants airtight digital privacy. That’s a great idea—
except when it’s not. One tragic story demonstrates how.

“Privacy tools
are good,
but they
have
implications
for child
predators
and the
exploitation
of children
online.”
Lisette Cooper

By LESLIE P. NORTON

G U I D E T O W E A LT H

T
he balancing act between personal privacy and public safety has
bedeviled Big Tech since the advent of instant messaging in the
mid-1990s. From the beginning, the thorniest issues arose from the
online sexual exploitation of children. But are technology companies

P H O T O G R A P H BY MARY BETH KOETH

Lisette Cooper, vice chair of Fiduciary
Trust, wants Facebook to do more to
curb the exploitation of children.
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FLORIDA, CONT.

Ralph Byer
Merrill Lynch
Plantation

Ralph_Byer@ml.com
(954) 916-2816
fa.ml.com/byer_wealth_mgmt

$5.35m Typical Account Size
$663m Total Assets

Adam E. Carlin
Morgan Stanley Private
Wealth
Coral Gables

adam.e.carlin@
morganstanleypwm.com
(305) 476-3302
fa.morganstanley.com/
adam.e.carlin

$20m Typical Account Size
$3,084m Total Assets

Louis Chiavacci
Merrill PrivateWealthMgmt
Coral Gables

louis_chiavacci@ml.com
(305) 774-0501
pwa.ml.com/ChiavacciTeam

$35m Typical Account Size
$3,627m Total Assets

Aimee Cogan
Morgan Stanley
Sarasota

aimee.cogan@morganstanley.
com
(941) 363-8513
advisor.morganstanley.com/
the-bellwether-group

$10m Typical Account Size
$1,066m Total Assets

Stephen Curley
WaterOak Advisors
Winter Park

barrons@wateroak.com
(407) 567-2956
wateroak.com

$12.5m Typical Account Size
$2,114m Total Assets

Don d’Adesky
Raymond James
Boca Raton

don.dadesky@raymondjames.
com
(561) 981-3690
raymondjames.com/
theamericasgroup

$5m Typical Account Size
$4,026m Total Assets

Erick Ellsweig
Merrill Lynch
West Palm Beach

Erick_Ellsweig@ml.com
(561) 514-4832
fa.ml.com/KMandAssociates

$3.5m Typical Account Size
$1,456m Total Assets

John Elwaw
Morgan Stanley
Miami

john.elwaw@ms.com
(305) 376-2408
morganstanleyfa.com/
theelwawcavalierigroup/
groupdetail.htm

$10m Typical Account Size
$1,271m Total Assets

Janet Franco Gordon
Morgan Stanley
Coral Gables

janet.franco.gordon@
morganstanley.com
(305) 476-3304
fa.morganstanley.com/
thegordongroup

$6.5m Typical Account Size
$872m Total Assets

Trevor Fried
Morgan Stanley
Fort Lauderdale

trevor.fried@morganstanley.com
(954) 713-8436
advisor.morganstanley.com/
the-las-olas-group

$2m Typical Account Size
$814m Total Assets

Eric Glasband
Merrill Lynch
Boca Raton

eric.glasband@ml.com
(561) 361-3437
fa.ml.com/gs

$4.7m Typical Account Size
$1,103m Total Assets

Keith Jacoby
Jacoby Nealon &McCain
WealthManagement Group of
Wells Fargo Advisors
Naples

keith.jacoby@
wellsfargoadvisors.com
(239) 254-2220
jacobynealonmccainwmg.com

$10m Typical Account Size
$2,099m Total Assets

William King
Merrill LynchWealth
Management
Vero Beach

william_w_king@ml.com
(772) 231-9037
fa.ml.com/new-york/new-york/
the-king-group

$8m Typical Account Size
$1,031m Total Assets

Trent Leyda
Morgan Stanley
Vero Beach

Trent.Leyda@MorganStanley.
com
(772) 234-1805
advisor.morganstanley.com/
the-leyda-group

$5m Typical Account Size
$1,271m Total Assets

Scott Macaione
WaterOak Advisors
Winter Park

barrons@wateroak.com
(407) 567-2956
wateroak.com

$3m Typical Account Size
$2,114m Total Assets

Michael McCain
Jacoby Nealon &McCain
WealthManagement Group
ofWells Fargo Advisors
Naples

michael.mccain@wfadvisors.
com
(239) 254-2206
jacobynealonmccainwmg.com

$10m Typical Account Size
$2,099m Total Assets

WilliamMerriam
Merrill LynchWealth
Management
Jacksonville

william_h_merriam@ml.com
(904) 218-5931
fa.ml.com/bill_merriam

$2m Typical Account Size
$1,040m Total Assets

ThomasMoran
MoranWealthMgmt atWells
Fargo Financial Network
Naples

thomas.moran@moranwm.com
(239) 920-4440
moranwm.com

$5m Typical Account Size
$3,296m Total Assets

Daryn Pingleton
Merrill Lynch
West Palm Beach

daryn_pingleton@ml.com
(561) 514-4817
fa.ml.com/florida/west-palm-
beach/pingleton_group

$4m Typical Account Size
$929m Total Assets

Scott Pinkerton
FourThought PrivateWealth
Venice

scottpinkerton@fourthought.
com
(866) 209-8557
fourthought.com

$5.54m Typical Account Size
$1,122m Total Assets

Andrew Schultz
Morgan Stanley Private
WealthManagement
Miami Beach

andrew.schultz@
morganstanleypwm.com
(305) 695-6116
fa.morganstanley.com/
theschultzgroup

$10m Typical Account Size
$773m Total Assets

Michael Silver
Baron Silver Stevens Financial
Advisors
Boca Raton

msilver@bssfa.com
(561) 447-1997
bssfa.com

$1m Typical Account Size
$650m Total Assets

GEORGIA

Roger Green
Green Financial Resources,
LLC
Duluth

gfrappt@rogersgreen.com
(770) 931-1414
rogersgreen.com

$0.22m Typical Account Size
$492m Total Assets

Michael Hines
Consolidated Planning
Corporation
Atlanta

mhines@cpcadvisors.com
(404) 892-1995
cpcadvisors.com

$2.5m Typical Account Size
$776m Total Assets

ILLINOIS

Kyle Chudom
Morgan Stanley
Oak Brook

kyle.chudom@morganstanley.
com
(630) 573-9680
chudomhayes.com

$1m Typical Account Size
$930m Total Assets

Brad DeHond
Morgan Stanley Private
Wealth
Chicago

brad.dehond@
morganstanleypwm.com
(312) 453-9111
advisor.morganstanley.com/
moriarity-dehond-mulka

$40m Typical Account Size
$1,837m Total Assets

Daniel Fries
Merrill Lynch
Chicago

daniel.fries@ml.com
(312) 696-2121
fa.ml.com/illinois/chicago/
frieswealthmanagement

$3m Typical Account Size
$1,021m Total Assets

TomKilborn
Merrill Lynch
Northbrook

tom_kilborn@ml.com
(847) 564-7201
fa.ml.com/illinois/northbrook/
kilborngroup

$4m Typical Account Size
$1,047m Total Assets

Kathleen Roeser
Morgan Stanley
Chicago

kathy.roeser@morganstanley.
com
(312) 443-6500
fa.morganstanley.com/
theroesergroup

$8m Typical Account Size
$1,310m Total Assets

David Sheppard
Merrill Lynch
Deer Park

david_n_sheppard@ml.com
(847) 550-7878
fa.ml.com/
thorndykesheppardgroup

$6m Typical Account Size
$859m Total Assets

Joseph Silich
Morgan Stanley
Chicago

Joseph.silich@morganstanley.
com
(312) 443-6200
fa.morganstanley.com/
thesilichgroup

$7m Typical Account Size
$1,066m Total Assets

Mark Thorndyke
Merrill LynchWealth
Management
Chicago

mark_w_thorndyke@ml.com
(312) 696-7645
fa.ml.com/
ThorndykeSheppardGroup

$8m Typical Account Size
$1,399m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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is why we’ll continue to stand up for
encryption.”

There are plenty of laws to hold
companies accountable for facilitating
sex trafficking on their platforms.
Still, the incidents of abuse are grow-
ing swiftly. In 2019, there were more
than 16.8 million reports of online
child sexual abuse material, including
graphic and violent images and vid-
eos, up from 10.2 million reports in
2017, according to National Center for
Missing & Exploited Children, or
NCMEC.

One company stood out: In 2019,
some 94% of the reports stemmed
from Facebook and its platforms, in-
cluding Messenger and Instagram.
The center said the next closest,
Google, accounted for 2.7%.

Cooper founded institutional in-
vestment firm Athena Capital in a
Boston suburb in 1993. Some 90%
of clients were family offices, many
controlled by women interested in
expressing values through invest-
ments. Athena helped fund the
Women’s Inclusion Project, an
impact-investing initiative, with
shareholder-advocacy firm Proxy
Impact and clients of other major
advisors, such as Aperio, Veris
Wealth Partners, and Tiedemann
Advisors. Initially, they worked on
gender-lens campaigns like equal pay.
Soon they began working on child
sexual exploitation.

In 2019, the group campaigned
against Verizon Communications
(VZ), asking Verizon’s board to evalu-
ate the risks of potential child sexual
exploitation through its products.
Apple (AAPL) had already threat-
ened to remove Verizon’s Tumbler
app from its App Store after finding a
significant amount of child pornogra-
phy on the site. The resolution won
34% of the vote. After the vote, Veri-
zon created a new digital safety hub
on its website, beefed up its child-
safety program, and created a new
digital safety lead officer.

Then came Facebook. Cooper
and Proxy Impact asked for
a meeting; they say Facebook

never answered. In December 2019,
they filed their shareholder resolu-
tion. From the start, Cooper was
hands-on, sitting in on the calls,
reaching out to other institutional
shareholders. “I have worked on
500 shareholder resolutions,” says

Michael Passoff, CEO of Proxy
Action. “Lisette was only the second
person who wanted to be involved
personally. That was really rare.”

Facebook advised investors to re-
ject the proposal, pointing out that it
had partnerships with NCMEC and
other nongovernmental organiza-
tions, and that it used sophisticated
technology to detect child-exploita-
tion imagery and potentially inappro-
priate interactions between minors
and adults, including artificial intelli-
gence and photo and video technol-
ogy that detected more than 99% of
the users and content that it removed
for violating its policy.

This wasn’t enough for Cooper,
who lobbied for more support. Insti-
tutional Shareholder Services and
Glass Lewis, the big proxy advisors,
agreed to back the resolution. Frank-
lin bought Athena in early 2020, so
Cooper went to persuade the Franklin
analyst about Facebook. Eventually,
she said, Franklin decided to vote all
of its shares in favor of Cooper’s reso-
lution. Franklin said that it had noth-
ing further to add to Cooper’s com-
ments. Today, Franklin has about four
million Facebook shares, according to
Bloomberg.

Cooper soon learned she had
another reason to work the
phones. A couple of weeks

before the big news conference that
they had scheduled about Facebook
in May, she asked her 22-year-old
daughter, Sarah, whether she had any
stories to share about Facebook.
Mother and daughter were briefly
estranged in 2015 when Sarah turned
18, changed her phone number, and
moved out of the house. That year, for
several weeks, Cooper hadn’t heard
from Sarah, except for a mysterious
call in which her daughter said, sadly,
“I miss my mom.” But now they were
tight again, and when Cooper asked,
she thought Sarah might share a
story or two. “I thought, oh, she
might have sent some sexy pictures or
some normal teenage thing,” Cooper
recalls.

A day or two later, Sarah came to
Cooper in the sunroom and told her
mother the following story: When she
was 16, Sarah met a man on Facebook
whom she calls J. He admired her,
told her she looked sexy and,
like Sarah, loved reading the Twilight
books and listening to Nicki Minaj.

She sent him nude pictures. She lived
for his messages on Facebook Mes-
senger. When she turned 18, they
made plans to meet.

Sarah told her mother that when
she got into his car, he brought her to
a nearby house where he forced her to
drink shots and take cocaine. There
he forced her to have sex with him
and another woman as somebody
filmed them. Then he brought her to a
motel in New York state, where he
locked her into a room, raped her, and
forced her to have sex with custom-
ers. One day, when the guards that
her rapist had posted weren’t looking,
she called a family friend on the hotel
phone. A day later, he arrived. As he
circled the parking lot, Sarah ran out
and leaped into his car. J and his
guards gave chase. The family friend
gunned the engine back to Boston,
where they arrived safely.

Cooper was floored. It was such a
terrible story that she told Sarah that
staying away from the news confer-
ence might be better. “We went back
and forth for a week. It was a terrible
situation,” Lisette recalls. But Sarah
pressed; she wanted to do it. “It was
a huge, huge leap of faith to come for-
ward,” Sarah told Barron’s. “I was
going through my own journey of
wanting to help others.”

Both Sarah and Cooper spoke
tearfully at the news conference.
The next week, Cooper’s resolution
received 12.6% of the vote. Facebook
founder Mark Zuckerberg and man-
agement control 88% of the vote
through supervoting shares. Take
those out, and Cooper’s resolution
was backed by 43% of the remaining,
nonmanagement-owned, shares.
That’s a remarkable amount when
compared with the support even
popular shareholder resolutions
typically get.

When Sarah decided to finally tell
Lisette her story this past spring, she
had been studying psychology and,
as part of her senior project, needed
to pull together all that she’d learned.

Now 23, Sarah will graduate in a
few weeks. She and her mother are
on good terms. “Now, we have the
ability to collaborate, which is fantas-
tic,” Sarah says. It has been painful to
share her story, but Sarah has spoken
publicly to a variety of organizations
on the topic of child sexual abuse,
determined that her experience won’t
be repeated.

Sarah and Lisette declined to
discuss any interactions they’ve had
with law enforcement.

Facebook pledged to encrypt its
messaging services in 2019.
WhatsApp, used by more than

two billion people in 180 countries,
already has end-to-end encryption.
That’s not yet the case for Messenger;
in an email to Barron’s, a Facebook
representative said the company “is
committed to making Messenger end-
to-end encrypted.” The spokesperson
added, “Facebook leads the industry
in combating child abuse online, and
we’ll continue to do so on our private
messaging services.”

It isn’t an either/or, says Cooper.
She’d like to see Facebook hire more
live monitors to sift through the vast
amounts of data to find abuses that
aren’t caught by the company’s artifi-
cial intelligence, and to strengthen
age-verification protocols to keep
predators and children apart.

Meanwhile, Facebook has faced a
variety of other challenges. Congress
has started looking at the alleged
monopolistic power of Big Tech. This
year, the Senate introduced the Law-
ful Access to Encrypted Data Act, or
LAEDA, which would require tech
companies to assist law enforcement
to access their encrypted devices and
services when authorities obtain a
search warrant.

The European Union has made
fighting child sexual abuse a priority,
saying end-to-end encryption “makes
identifying perpetrators more diffi-
cult, if not impossible.” Says Cooper:
“If Facebook doesn’t find a solution
voluntarily, it faces challenges from
customers, advertisers, and regula-
tors. A legislative solution will end
up mandating lawful access. There’s
already regulatory scrutiny and pres-
sure on the antitrust side.”

“Lisette does a remarkable job of
combining her tremendous profes-
sional skills and intelligence with a
mother’s pain and anguish,” says Lori
Cohen, executive director of Ecpat-
USA, a leading anti-child-trafficking
organization. “If law enforcement
can’t get access to data, then all of our
children become vulnerable to crimi-
nal exploitation.”

Cooper intends to bring the resolu-
tion again, before Facebook’s Dec. 11
deadline for filing shareholder pro-
posals for its next proxy ballot. B

“If Facebook
doesn’t find
a solution
voluntarily,
it faces
challenges
from
customers,
advertisers,
and
regulators.”
Lisette Cooper
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CALIFORNIA, CONT.

Seth Haye
Morgan Stanley
Westlake Village

seth.haye@morganstanley.com
(805) 494-0215
advisor.morganstanley.com/
the-oaks-group

$3.5m Typical Account Size
$1,318m Total Assets

Richard Jones
Merrill Lynch–PrivateWealth
Mgmt
Los Angeles

Richardb_jones@ml.com
(310) 407-4925
pwa.ml.com/joneszafarigroup

$50m Typical Account Size
$15,772m Total Assets

Elaine Meyers
J.P. Morgan Securities
San Francisco

elaine.meyers@jpmorgan.com
(415) 315-7801
jpmorgansecurities.com/
elainemeyers

$50m Typical Account Size
$3,048m Total Assets

Greg Onken
J.P. Morgan Securities
San Francisco

greg.onken@jpmorgan.com
(415) 772-3123
jpmorgansecurities.com/
os-group

$15m Typical Account Size
$3,500m Total Assets

George Papadoyannis
Ameriprise Financial Services
SanMateo

george.x.papadoyannis@ampf.
com
(650) 593-9170
papadoyannisandassociates.com

$3m Typical Account Size
$1,900m Total Assets

Laila Pence
PenceWealthManagement
Newport Beach

laila.pence@lpl.com
(949) 660-8777
PenceWealthManagement.com

$2.5m Typical Account Size
$2,053m Total Assets

Darren Pfefferman
Morgan Stanley Private
Wealth
San Diego

darren.a.pfefferman@
morganstanleypwm.com
(858) 597-7754
advisor.morganstanley.com/
the-pfefferman-daluiso-group

$10m Typical Account Size
$1,657m Total Assets

Spuds Powell
Kayne Anderson Rudnick
Investment Management
Los Angeles

spowell@kayne.com
(310) 282-7945
kayne.com

$8.5m Typical Account Size
$30,216m Total Assets

Frank Reilly
Reilly Financial Advisors
LaMesa

frank.reilly@rfadvisors.com
(800) 682-3237
rfadvisors.com

$2m Typical Account Size
$2,263m Total Assets

DebWetherby
Wetherby Asset Management
San Francisco

deb@wetherby.com
(415) 399-9159
wetherby.com

$33.35m Typical Account Size
$5,394m Total Assets

AlanWhitman
Morgan StanleyWealth
Management
Pasadena

alan.whitman@morganstanley.
com
(626) 405-9313
fa.morganstanley.com/wz

$5m Typical Account Size
$3,102m Total Assets

Dale Yahnke
Dowling & YahnkeWealth
Advisors
San Diego

dale.yahnke@dywealth.com
(858) 509-9500
dywealth.com

$4.2m Typical Account Size
$4,674m Total Assets

Cheryl L. Young
Morgan Stanley
Los Gatos

cheryl.young@morganstanley.
com
(408) 358-0976
fa.morganstanley.com/
youngandassociates

$5m Typical Account Size
$2,015m Total Assets

COLORADO

Mark Brown
Brown & Company
Denver

mbrown@brownandco.com
(303) 863-7112
brownandco.com

$6.2m Typical Account Size
$510m Total Assets

Melissa Corrado Harrison
UBS Financial Services

melissa.harrison@ubs.com
(303) 820-5770
financialservicesinc.ubs.com/
team/corrado-harrison

$25m Typical Account Size
$1,218m Total Assets

Shawn Fowler
Morgan Stanley Private
Wealth
Denver

shawn.fowler@morganstanley.
com
(303) 446-3306
pwm.morganstanley.com/
fowlerbull

$35m Typical Account Size
$4,033m Total Assets

Joseph Janiczek
JaniczekWealthManagement
Denver

cwegner@janiczek.com
(303) 721-7000
janiczek.com

$2.5m Typical Account Size
$625m Total Assets

Wally Obermeyer
ObermeyerWood Investment
Counsel
Aspen/Denver

wally@obermeyerwood.com
(970) 925-8747
obermeyerwood.com

$3m Typical Account Size
$1,550m Total Assets

CONNECTICUT

Peter Chieco
Morgan Stanley
Greenwich

peter.chieco@morganstanley.
com
(203) 625-4897
morganstanleyfa.com/
thesoundshoregroup

$7m Typical Account Size
$2,111m Total Assets

David Goodwin
Merrill Lynch
Hartford

david_goodwin@ml.com
(800) 998-9837
fa.ml.com/goodwin_group

$7m Typical Account Size
$722m Total Assets

William Greco
UBS Financial Services
Hartford

william.greco@ubs.com
(860) 727-1515
ubs.com/team/grecogroup

$10m Typical Account Size
$3,992m Total Assets

ThomasMarkey
Morgan Stanley
Stamford

thomas.markey@morganstanley.
com
(203) 967-7049
fa.morganstanley.com/
themarkeygroup

$5m Typical Account Size
$1,072m Total Assets

Charles J. Noble, III
JanneyMontgomery Scott
NewHaven

noblegroup@janney.com
(203) 784-7401
advisor.janney.com/
noblewealthadvisors

$6m Typical Account Size
$1,005m Total Assets

Harold Trischman
Morgan Stanley
Greenwich

harold.j.trischman@
morganstanley.com
(203) 625-4824
fa.morganstanley.com/
trischmangroup

$5m Typical Account Size
$2,242m Total Assets

DELAWARE

Michael Koppenhaver
Merrill Lynch
Dover

michael_s_koppenhaver@
ml.com
(302) 736-7743
fa.ml.com/Koppenhaver_
Hawkins_Associates

$2m Typical Account Size
$737m Total Assets

Kimberlee Orth
Ameriprise Financial
Wilmington

kimberlee.m.orth@ampf.com
(302) 475-5105
kimberleeorth.com

$6.45m Typical Account Size
$2,974 Total Assets

PeniWarren
Merrill Lynch
Dover

peni_warren@ml.com
(302) 736-7710
fa.ml.com/delaware/dover/
the_warren_group

$1.5m Typical Account Size
$684m Total Assets

WASHINGTON, D.C.

Michael Freiman
Morgan StanleyWealth
Management
Washington, D.C.

michael.j.freiman@
morganstanley.com
(202) 778-1382
teamfreiman.com

$1.25m Typical Account Size
$1,628m Total Assets

GregMarcus
UBS Financial Services
Washington, D.C.

gregory.marcus@ubs.com
(202) 942-2830
financialservicesinc.ubs.com/
team/marcushendlerstern/
meetourteam.html

$30m Typical Account Size
$732m Total Assets

Marvin McIntyre
Morgan Stanley Private
Wealth
Washington, D.C.

Marvin.mcintyre@
morganstanleypwm.com
(202) 778-1381
advisor.morganstanley.com/
cwmg

$8.5m Typical Account Size
$3,951m Total Assets

FLORIDA

Richard Altieri
Morgan Stanley
Boca Raton

richard.altieri@morganstanley.
com
(561) 393-1836
fa.morganstanley.com/
thealtierigroup

$5m Typical Account Size
$959m Total Assets

Louise Armour
J.P. Morgan Securities
Palm Beach Gardens

louise.armour@jpmorgan.com
(800) 926-6604
jpmorgansecurities.com/armour

$10m Typical Account Size
$4,200m Total Assets

Peter Bermont
Raymond James
Coral Gables

peter.bermont@
raymondjames.com
(305) 446-6600
Bermontadvisorygroup.com

$15m Typical Account Size
$2,160m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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work extra hours.” Why, I wondered.
“Because you get time and a half.”

“So everyone gets time and a half
for extra hours?”

“Yeah.”
“OK. I’ll be here at 6 in the morn-

ing.”
That was one of my early forma-

tional insights into the connection
between hard work and money, and
that it was something I could control.
Whatever job you have, you get out of
it what you put into it.

Working hard is easy when you’re
young, 20s and 30s. In many ways,
it’s all about you. You’re doing your
thing: learning, connecting with peo-
ple, moving up. Then you start to
have children and somewhere in your
40s, two things happen. First, you
realize you are grooming young ones
who need to understand that they are
going to live a long life, and they need
to plan for it. And second, you watch
as the generation that came before
begins to retire. What happened
when your parents stopped working?
Did they have to completely change
their lifestyle or had they planned

ahead so they are enjoying that part
of their lives? It’s not about some big
massive plan, it’s about a little bit
every day.

You want to teach your kids that
it’s important to start saving and in-
vesting early, but it is especially im-
portant for you to focus on your in-
vestments as you get into your 40s
and 50s. Why? Because to stay the
course you need to have had the ex-
perience of the good and the bad in
the markets. You have to have lost
money and made money, you have to
have asked questions.

When it comes to financial mat-
ters, the only dumb question is the
one you don’t ask. You hire financial-
service providers to answer those

questions, not to speak in jargon that
is so confusing you just say, OK, do
what you want. If you don’t under-
stand the product, if you don’t fully
understand the risks, don’t invest in
it. Now’s the time to make sure if
you’ve worked hard, you can enjoy
the fruits of your labor.
—As told to Nancy F. Smith

YOUR 30S:
TIME TO PURCHASE PROPERTY
It may seem like a huge leap, but it will
set you up well for the rest of your life.

Carla Harris, Vice Chairman,
Global Wealth Management,
Morgan Stanley

WHAT’S
YOUR BEST
FINANCIAL
ADVICE FOR
WOMEN IN
THEIR 20S, 30S,
40S, AND 50S?
Every decade brings new challenges and opportunities—
financial and otherwise. Barron’s asked experts for their
best piece of advice for each stage of life.

“Whatever
job you have,
you get out
of it what you
put into it.”
Mary Callahan
Erdoes, JPMorgan

YOUR 20S:
NOW IS THE TIME TO WORK HARD
As you get older, your responsibilities
grow exponentially.

Mary Callahan Erdoes,
CEO, JPMorgan
Asset &Wealth Management

M y first real job was during
the summer when I was in
college. I worked in the

computer room of Stein Roe & Farn-
ham back in Chicago with two mid-
dle-aged men who had been doing it
forever—or at least it seemed so in
my eyes. Our job was to peel off the
individual portfolio printouts and
deliver them to the portfolio manag-
ers, basically a 9-to-5 job. It didn’t
take me long to notice that one of the
guys arrived every morning at 8:59
a.m. and left at 5:01 p.m. The other
seemingly never left. Halfway
through the first month, I asked the
long-hours guy: “Do you ever leave?”

“Oh yeah,” he said, “but I want to

By NANCY F. SMITH

G U I D E T O W E A LT H

“For young
people,
property is
a good way
to start
[to build
wealth].”
Carla Harris,
Morgan Stanley
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SPECIAL ADVERTISING SECTION

This section is a reprint of select advisors from
our four annual financial advisor rankings. For
more information on them and other ranked
advisors, visit barrons.com/guide.

ABOUT THIS SECTION
This guide provides readers with expanded details on Barron’s-ranked advisors. Barron’s publishes four individual
advisor rankings each year along with three team- or firm-based rankings. All advisors appearing here are eligible
because they have appeared in a Barron’s wealth-management ranking in the preceding year. Advisors pay a fee to
be listed in this special section, but their participation has no bearing on future rankings.

HOW ARE ADVISORS RANKED?
Advisors who wish to be ranked fill out a comprehensive application about their practice.We verify that data with
the advisors’ firms and with regulatory databases and then we apply our rankings formula to the data to generate a
ranking. The formula features three major categories of calculations: assets, revenue and quality of practice. In each
of those categories we domultiple subcalculations.We have spent more than 15 years perfecting the balance of these
factors to create a consistent and clear benchmark that accounts for the wide range of practice models in the wealth
management industry. This benchmarkminimizes bias and human error in our process.

HOW DO I FIND AN ADVISOR?
Barron’s rankings are meant as a starting point for clients looking for an advisor—a first-pass vetting that can help
investors narrow a search. Every advisor will have his or her own approach to investing, financial planning and
other services. Clients are encouraged to approach the search for an advisor the way they would a search for a
doctor—interviewing multiple professionals and getting opinions frommultiple third parties.

TOP ADVISOR
GUIDE

ALABAMA

Robert Runkle
Merrill Lynch
Montgomery

robert_runkle@ml.com
(334) 409-5810
fa.ml.com/Robert_Runkle

$1.5m Typical Account Size
$1,338m Total Assets

ARIZONA

Robert Bancroft
Morgan Stanley Private
Wealth
Scottsdale

robert.bancroft@
morganstanleypwm.com
(480) 624-5714
advisor.morganstanley.com/
bbsg

$20m Typical Account Size
$1,314m Total Assets

Michael Butt
Morgan Stanley
Scottsdale

michael.butt@ms.com
(480) 368-6565
advisor.morganstanley.com/
michael.butt

$2.11m Typical Account Size
$735m Total Assets

Brian Crawford
Wells Fargo Advisors
Tucson

brian.crawford@wfadvisors.
com
(520) 615-8463
home.wellsfargoadvisors.com/
brian.crawford

$1.5m Typical Account Size
$1,100m Total Assets

Joe Di Vito
RBCWealthManagement
Private Client Group
Phoenix

joe.divito@rbc.com
(602) 381-5340
thedivitoconsultinggroup.com

$2m Typical Account Size
$470m Total Assets

James Marten
Merrill Lynch
Phoenix

james_marten@ml.com
(602) 954-5016
fa.ml.com/martengroup

$3.5m Typical Account Size
$2,319m Total Assets

David Stahle
Merrill Lynch
Gilbert

david_stahle@ml.com
(480) 752-6435
fa.ml.com/sbgroupaz

$3m Typical Account Size
$2,557m Total Assets

Mark Stein
Galvin, Gaustad & Stein
Scottsdale

mark@ggsadvisors.com
(480) 776-1440
ggsadvisors.com

$1.52m Typical Account Size
$402m Total Assets

Ruth Transue
Wells Fargo Advisors
Tucson

transuer@wellsfargo.com
(520) 529-5932
fa.wellsfargoadvisors.com/
ruth-transue

$2m Typical Account Size
$680m Total Assets

TrevorWilde
WildeWealthManagement
Group
Scottsdale

trevor@wildewealth.com
(480) 361-6203
wildewealth.com

$0.65m Typical Account Size
$1,160m Total Assets

CALIFORNIA

Matthew Babrick
First Republic Investment
Management
Los Angeles

mbabrick@firstrepublic.com
(310) 788-3739
firstrepublic.com/all-profiles/
matthew-babrick

$30m Typical Account Size
$3,396m Total Assets

Emily Bach
The Bach Group at Morgan
Stanley
Orinda

emily.bach@morganstanley.com
(925) 253-5322
fa.morganstanley.com/
thebachgroup

$4m Typical Account Size
$1,084m Total Assets

Jim Berliner
Westmount AssetManagement
Los Angeles

jberliner@westmount.com
(310) 556-2502
westmount.com

$3.5m Typical Account Size
$3,225m Total Assets

Steven Check
Check Capital Management
Inc.
Costa Mesa

scheck@checkcapital.com
(714) 641-3579
checkcapital.com

$750k Typical Account Size
$1,038m Total Assets

Randy Conner
Churchill Management Group
Los Angeles

info@churchillmanagement.com
(877) 937-7110
churchillmanagement.com

$1m Typical Account Size
$5,540m Total Assets

Lisa Detanna
Raymond James
Beverly Hills

lisa.detanna@raymondjames.
com
(310) 285-4506
raymondjames.com/
globalwealthsolutionsgroup

$5m Typical Account Size
$3,871m Total Assets

Fred Fern
Churchill Management Group
Los Angeles

fredafern@
churchillmanagement.com
(877) 937-7110
churchillmanagement.com

$1m Typical Account Size
$5,540m Total Assets

Philippe Hartl
Merrill LynchWealth
Management
Century City

philippe_hartl@ml.com
(310) 407-3984
pwa.ml.com/hartl_team

$45m Typical Account Size
$5,464m Total Assets
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W hen I was 28, my mother
made the suggestion that I
buy some land that mem-

bers of the older generation in my
family were selling. They were in
their 70s and were tired of paying
taxes on it. “What would I do with
it?” I thought. There’s not a house on
it, nothing else on it. And it would
have taken just about all I had been
able to save at that point. I was work-
ing at Morgan Stanley, and I couldn’t
imagine wiping out my bank account
to buy something that was utterly
illiquid, not seeing it as something
that would appreciate.

The property changed hands a
couple of times and eventually sold at
multiples of what I would have paid.
That was a big ah-ha moment for me.
It led me to understand that to build
wealth, I had to take money out of the
bank account and invest it. For young
people, property is a good way to
start. That’s one of the reasons they
are often advised early on to buy a
house or an apartment. It’s one way
they can begin acquiring wealth.

My advice to people in their 30s is
to start thinking about investments
seriously. If you can’t buy a house or
an apartment where you live, buy
land anywhere.

The property my mother recom-
mended and I should have bought
was in Florida and I was in New York
City. Even though she didn’t know a
whole lot about wealth or investing,
my mother was smart enough to
know that land was a foundation for
wealth building.

YOUR 40S:
TAKE CALCULATED RISKS
In your career and your investments,
find that balance.

Deborah F. Kuenstner,
Chief Investment Officer,
Wellesley College

I had been working at Putnam In-
vestments for seven years when I
had to decide if I wanted to stay

or move on. I had done well—I was
chief investment officer, global value,
and I was on the executive commit-
tee—but the company had undergone
a change in strategic direction that I
didn’t agree with and I wasn’t enjoy-
ing the work anymore. I had a 15-
year-old daughter and I didn’t want
to set an example for her in which I
spent the majority of my working
hours doing something that didn’t
make me happy. But given my posi-
tion, I couldn’t have one hand at Put-
nam and the other out looking for a
job. I needed to let go with both
hands.

I was 46 years old and it was the
kind of risky move—leaving without a
job lined up—that might keep you up
at night. But a mentor I had years
earlier had encouraged me to think
about my career in terms of risk:
What are the risks of staying versus
the risks of trying something new?
Mid-career isn’t the worst time to take
a risk. I needed to let go of the job I
was doing in order to find the next
great thing.

My mother used to say work is not

fun all day, every day. If it was, the
company would be charging you ad-
mission instead of giving you a pay-
check. There’s got to be a balance
between the things you love to do,
the things you find satisfying, and
the things that drive you a little bit
crazy.

It’s the same with taking risks with
your money. You need to have a bal-
ance. Am I taking enough risk to earn
what I need to earn or to compound
my money without keeping me up all
night, every night? I manage a large
portfolio and people might think it’s
about managing returns, but it is re-
ally about managing risk while gener-
ating returns.

YOUR 50S:
HIRE A FINANCIAL ADVISOR
And be sure to work with a fiduciary
who puts your interests first.

Barbara Roper,
Director of Investor Protection,
Consumer Federation of America

I was in my 50s during the finan-
cial crisis, and it was an awaken-
ing for me. Up until that point, I

felt invulnerable because both my
husband and I chose to spend our
lives in jobs for which we got paid
less than we could have earned using
the same skill set—he is a newspaper
reporter and I am a consumer advo-
cate. We felt we could be confident
that if something happened, one of us
could move on to do something more

lucrative.
But when you’re in your 50s and

you’re watching the economy come to
the brink—friends lose jobs and then
struggle because companies are less
likely to hire someone in their 50s
and 60s—I began to feel vulnerable
in a way I never had before.

As the markets were tumbling, my
husband wondered if maybe we
should move our money out of the
market. No, I said, we’re buy-and-
hold investors. In fact, that turned
out to be the right decision, but the
crash made me feel less confident.

We got lucky, because we both
kept our jobs and we hadn’t yet re-
tired. And we had a financial planner
we could call up and ask questions,
who provided peace of mind that we
were on the right track. Which is
ironic, given that my first big project
as a consumer advocate was a 1986
study on abuses in the financial-plan-
ning profession.

I am a passive investor. But that
report also made me very cautious in
choosing my advisors, making sure
they had all of the characteristics I
tell people to look for: They embrace
their fiduciary obligations so they
minimize the conflicts of interest in
their business model. Nobody else is
paying them; they aren’t getting reve-
nue-sharing payments. They don’t
derive benefits from what they rec-
ommend, separate from what I pay
them. They keep costs low. They have
years of experience, a clean disciplin-
ary record, and an excellent reputa-
tion. B

“Mid-career
isn’t the
worst time
to take
a risk.
I needed to
let go of
the job I
was doing
in order to
find the next
great thing.”
Deborah F.
Kuenstner,
Wellesley College

“We had a
financial
planner ...
who
provided
peace of
mind that
we were on
the right
track.”
Barbara Roper,
Consumer
Federation of
America
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Extraordinary times require Exceptional Advisors.
In times of market turmoil, knowledge and expertise
become invaluable. Count on a CIMA®, CPWA® or RMA®

advisor, reliable experts in investment, wealth and
retirement management.

To become an exceptional advisor visit:
www.investmentsandwealth.org
�� ��� �� ����������� ������� ������
www.investmenthelp.org
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Few people knowmore
about what makes a great
financial advisor thanmy
colleagueMatt Barthel.

As the head of Barron’s advi-
sor-ranking franchise, Barthel is
instrumental in identifying the
best of the best—and in helping to
promote high standards through-
out the industry. “The rankings
are aimed at celebrating the best
advisors in the industry, with the
hope that by holding them up,
others will aspire to [their exam-
ple],” he says.

Sitting downwith Barron’s Advi-
sor, Barthel explains exactly how
advisors make it onto our lists,
what gets some dropped, and how
the elite are different.

Q: How many advisors does
Barron’s evaluate every year?

A: Right around 5,000.We have
fourmajor individual advisor
rankings in the United States:
The Top 100Advisors, who tend
to work at bigWall Street firms
likeMorgan Stanley andMerrill

Lynch; the Top 100WomenAd-
visors, who either work at the big
Wall Street firms or at indepen-
dent firms; the Top 100 Indepen-
dent Advisors, whichmostly are
independents (RIAs) registered
with the SEC, and the Top 1,200
Financial Advisors ranking,
which is a state-by-state ranking
and the biggest and broadest of
the listings.

The reasonwe do that last one is
to give advisors who aren’t in con-
centrated wealth areas, like San
Francisco or NewYork or Chicago
orMiami, a chance to compete
against peers.

Q: Why does Barron’s publish
advisor rankings?

A: Generally, Barron’s readers
are people looking for investment
ideas and investment guidance.
By putting good advisors in front
of them, we can help themmake
investing decisions that jibe with
their overall financial goals. And
we’re continually working toward
figuring out how to evaluate advi-

sors on the ways that they serve
clients well.

Q: What are the main rankings
criteria?

A: The rankings have three
major components: assets under
management, revenue, and
quality of practice. Assets under
management and revenue are
two really good indicators of
client satisfaction. Clients who
like the way their advisors are
managing their assets tend to give
themmore assets to manage, and
they also frequently recommend
their advisors to their friends
and family. On the revenue front:
clients assess whether their advi-
sors are providing value for the
fees they are charged, andwhen
the value’s not there, the clients
argue for a reduction or they end
the relationships. Particularly at
the elite level of advisory we’re
dealing with in these rankings,
clients do not pay for things that
they don’t get. So when an advisor
manages $100million in assets
and is able to charge X amount on
those assets, it’s a pretty good sign
that they are being compensated
on that because they are provid-
ing value on the assets under
management.

The third general component of
the rankings—quality of prac-
tice—comprises of a bunch of
individual questions, any one of
whichmight seem trivial in iso-
lation. How long has the advisor
been in the business?What sorts
of professional designations or
degrees does he or she possess?
What is the size and shape of
his or her team?What does the
year-over-year growth look like?
What kind of charitable and phil-
anthropic work do they do? And
then their regulatory record is a
really big one, with a whole sep-
arate scoring system. All of those
things taken together provide
a broad picture of the advisor’s
ability to deliver quality service
and to focus on the client.

Q: What about investment
performance?

A: The one thing that we do not
factor in—which is a little bit
quirky, given that at Barron’s we
write a lot about the performance
of investment vehicles—is the
advisor’s investing performance
record.

The reason performance is not an
explicit ranking criterion is that
good advisors take into account
their clients’ risk appetites in
overseeing their investments. If
investment performance were a
direct component of the rankings,
that would encourage advisors
to take an aggressive approach to
investing across the board, rather
than assessing the risk prefer-
ences of individual clients and
tailoring allocations accordingly.

That said, performance does come
into play in the rankings in an
indirect way. If, for instance, an
advisor consistently grows the
assets of his or her client base
as a result of good investment
performance, that’s going to add
to the assets undermanagement,
which will indirectly help boost
the advisor in the rankings.

Q: I’ve heard some feedback that
the emphasis on AUM unfairly
excludes small advisors who are
otherwise excellent.

A: That’s specifically whywe do
the Top 1,200 rankings. If the
No. 1 advisor inWyomingwere
to be nominated for the Top 100
rankings, he or she would not
be competitive relative to people
who are in places where there are
more potential clients and bigger
pools of money.

So we try to balance that out by
creating, essentially, 51 individual
state rankings (includingWash-
ington, D.C.) This gives advisors
the ability to bemeasured against
their geographic peers on quan-
titative measure like assets and
revenue. The qualitative measures
are consistent across the board—
all the advisors in all the rankings
are subject to the same quality-of-
practice measures.

Q: You’ve evaluated advisors for
more than a decade. What are
three things elite advisors have
in common?

A: The first thing is that they’re
focused on the client. Running an
advisory business is a tough thing
to do. In addition to following the
markets andmaking sure clients’
portfolios are tuned and balanced
appropriately, advisors have a
host of other concerns: manag-
ing staff; prospecting for new
business; updating technology,
monitoring compliance issues. It’s
easy to forget that all these tasks
are in the service of the client, but
the best advisors connect every-
thing they dowith their custom-
ers.When they start with the end
client inmind, everything flows
in a natural and obvious way, and
it’s easier to see the way forward.

A second characteristic of the best
advisory practices is that they all
have a defined value proposition.
They knowwhat they are and
they knowwhat they’re not. They
can articulate what makes them
different from other advisors and
what sorts of clients they can help
best. A defined value prop helps
advisors find clients who are a
good fit for their practices. And,
maybemore importantly, it helps
them avoid taking on clients who
they cannot serve as well.

Thirdly, leading advisors tend
to have amore-or-less endless
desire to grow and evolve. There
are plenty of advisors who, after
attaining a particular level of fi-
nancial success, shift to autopilot.
The best advisors do the opposite.
They are constantly changing—
adding new services, restructur-
ing their practices, scanning the
markets for new opportunities.
Most also are willing to take an
occasional step backwards in
terms of financial success in order
to make changes that will help
the practice takemultiple steps
forward in succeeding years. It’s
about working in the present
while also thinking about the
future. n

Matt Barthel:
Gatekeeper of Barron’s
Advisor Rankings
BY STEVE GARMHAUSEN
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Few people knowmore
about what makes a great
financial advisor thanmy
colleagueMatt Barthel.

As the head of Barron’s advi-
sor-ranking franchise, Barthel is
instrumental in identifying the
best of the best—and in helping to
promote high standards through-
out the industry. “The rankings
are aimed at celebrating the best
advisors in the industry, with the
hope that by holding them up,
others will aspire to [their exam-
ple],” he says.

Sitting downwith Barron’s Advi-
sor, Barthel explains exactly how
advisors make it onto our lists,
what gets some dropped, and how
the elite are different.

Q: How many advisors does
Barron’s evaluate every year?

A: Right around 5,000.We have
fourmajor individual advisor
rankings in the United States:
The Top 100Advisors, who tend
to work at bigWall Street firms
likeMorgan Stanley andMerrill

Lynch; the Top 100WomenAd-
visors, who either work at the big
Wall Street firms or at indepen-
dent firms; the Top 100 Indepen-
dent Advisors, whichmostly are
independents (RIAs) registered
with the SEC, and the Top 1,200
Financial Advisors ranking,
which is a state-by-state ranking
and the biggest and broadest of
the listings.

The reasonwe do that last one is
to give advisors who aren’t in con-
centrated wealth areas, like San
Francisco or NewYork or Chicago
orMiami, a chance to compete
against peers.

Q: Why does Barron’s publish
advisor rankings?

A: Generally, Barron’s readers
are people looking for investment
ideas and investment guidance.
By putting good advisors in front
of them, we can help themmake
investing decisions that jibe with
their overall financial goals. And
we’re continually working toward
figuring out how to evaluate advi-

sors on the ways that they serve
clients well.

Q: What are the main rankings
criteria?

A: The rankings have three
major components: assets under
management, revenue, and
quality of practice. Assets under
management and revenue are
two really good indicators of
client satisfaction. Clients who
like the way their advisors are
managing their assets tend to give
themmore assets to manage, and
they also frequently recommend
their advisors to their friends
and family. On the revenue front:
clients assess whether their advi-
sors are providing value for the
fees they are charged, andwhen
the value’s not there, the clients
argue for a reduction or they end
the relationships. Particularly at
the elite level of advisory we’re
dealing with in these rankings,
clients do not pay for things that
they don’t get. So when an advisor
manages $100million in assets
and is able to charge X amount on
those assets, it’s a pretty good sign
that they are being compensated
on that because they are provid-
ing value on the assets under
management.

The third general component of
the rankings—quality of prac-
tice—comprises of a bunch of
individual questions, any one of
whichmight seem trivial in iso-
lation. How long has the advisor
been in the business?What sorts
of professional designations or
degrees does he or she possess?
What is the size and shape of
his or her team?What does the
year-over-year growth look like?
What kind of charitable and phil-
anthropic work do they do? And
then their regulatory record is a
really big one, with a whole sep-
arate scoring system. All of those
things taken together provide
a broad picture of the advisor’s
ability to deliver quality service
and to focus on the client.

Q: What about investment
performance?

A: The one thing that we do not
factor in—which is a little bit
quirky, given that at Barron’s we
write a lot about the performance
of investment vehicles—is the
advisor’s investing performance
record.

The reason performance is not an
explicit ranking criterion is that
good advisors take into account
their clients’ risk appetites in
overseeing their investments. If
investment performance were a
direct component of the rankings,
that would encourage advisors
to take an aggressive approach to
investing across the board, rather
than assessing the risk prefer-
ences of individual clients and
tailoring allocations accordingly.

That said, performance does come
into play in the rankings in an
indirect way. If, for instance, an
advisor consistently grows the
assets of his or her client base
as a result of good investment
performance, that’s going to add
to the assets undermanagement,
which will indirectly help boost
the advisor in the rankings.

Q: I’ve heard some feedback that
the emphasis on AUM unfairly
excludes small advisors who are
otherwise excellent.

A: That’s specifically whywe do
the Top 1,200 rankings. If the
No. 1 advisor inWyomingwere
to be nominated for the Top 100
rankings, he or she would not
be competitive relative to people
who are in places where there are
more potential clients and bigger
pools of money.

So we try to balance that out by
creating, essentially, 51 individual
state rankings (includingWash-
ington, D.C.) This gives advisors
the ability to bemeasured against
their geographic peers on quan-
titative measure like assets and
revenue. The qualitative measures
are consistent across the board—
all the advisors in all the rankings
are subject to the same quality-of-
practice measures.

Q: You’ve evaluated advisors for
more than a decade. What are
three things elite advisors have
in common?

A: The first thing is that they’re
focused on the client. Running an
advisory business is a tough thing
to do. In addition to following the
markets andmaking sure clients’
portfolios are tuned and balanced
appropriately, advisors have a
host of other concerns: manag-
ing staff; prospecting for new
business; updating technology,
monitoring compliance issues. It’s
easy to forget that all these tasks
are in the service of the client, but
the best advisors connect every-
thing they dowith their custom-
ers.When they start with the end
client inmind, everything flows
in a natural and obvious way, and
it’s easier to see the way forward.

A second characteristic of the best
advisory practices is that they all
have a defined value proposition.
They knowwhat they are and
they knowwhat they’re not. They
can articulate what makes them
different from other advisors and
what sorts of clients they can help
best. A defined value prop helps
advisors find clients who are a
good fit for their practices. And,
maybemore importantly, it helps
them avoid taking on clients who
they cannot serve as well.

Thirdly, leading advisors tend
to have amore-or-less endless
desire to grow and evolve. There
are plenty of advisors who, after
attaining a particular level of fi-
nancial success, shift to autopilot.
The best advisors do the opposite.
They are constantly changing—
adding new services, restructur-
ing their practices, scanning the
markets for new opportunities.
Most also are willing to take an
occasional step backwards in
terms of financial success in order
to make changes that will help
the practice takemultiple steps
forward in succeeding years. It’s
about working in the present
while also thinking about the
future. n

Matt Barthel:
Gatekeeper of Barron’s
Advisor Rankings
BY STEVE GARMHAUSEN
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W hen I was 28, my mother
made the suggestion that I
buy some land that mem-

bers of the older generation in my
family were selling. They were in
their 70s and were tired of paying
taxes on it. “What would I do with
it?” I thought. There’s not a house on
it, nothing else on it. And it would
have taken just about all I had been
able to save at that point. I was work-
ing at Morgan Stanley, and I couldn’t
imagine wiping out my bank account
to buy something that was utterly
illiquid, not seeing it as something
that would appreciate.

The property changed hands a
couple of times and eventually sold at
multiples of what I would have paid.
That was a big ah-ha moment for me.
It led me to understand that to build
wealth, I had to take money out of the
bank account and invest it. For young
people, property is a good way to
start. That’s one of the reasons they
are often advised early on to buy a
house or an apartment. It’s one way
they can begin acquiring wealth.

My advice to people in their 30s is
to start thinking about investments
seriously. If you can’t buy a house or
an apartment where you live, buy
land anywhere.

The property my mother recom-
mended and I should have bought
was in Florida and I was in New York
City. Even though she didn’t know a
whole lot about wealth or investing,
my mother was smart enough to
know that land was a foundation for
wealth building.

YOUR 40S:
TAKE CALCULATED RISKS
In your career and your investments,
find that balance.

Deborah F. Kuenstner,
Chief Investment Officer,
Wellesley College

I had been working at Putnam In-
vestments for seven years when I
had to decide if I wanted to stay

or move on. I had done well—I was
chief investment officer, global value,
and I was on the executive commit-
tee—but the company had undergone
a change in strategic direction that I
didn’t agree with and I wasn’t enjoy-
ing the work anymore. I had a 15-
year-old daughter and I didn’t want
to set an example for her in which I
spent the majority of my working
hours doing something that didn’t
make me happy. But given my posi-
tion, I couldn’t have one hand at Put-
nam and the other out looking for a
job. I needed to let go with both
hands.

I was 46 years old and it was the
kind of risky move—leaving without a
job lined up—that might keep you up
at night. But a mentor I had years
earlier had encouraged me to think
about my career in terms of risk:
What are the risks of staying versus
the risks of trying something new?
Mid-career isn’t the worst time to take
a risk. I needed to let go of the job I
was doing in order to find the next
great thing.

My mother used to say work is not

fun all day, every day. If it was, the
company would be charging you ad-
mission instead of giving you a pay-
check. There’s got to be a balance
between the things you love to do,
the things you find satisfying, and
the things that drive you a little bit
crazy.

It’s the same with taking risks with
your money. You need to have a bal-
ance. Am I taking enough risk to earn
what I need to earn or to compound
my money without keeping me up all
night, every night? I manage a large
portfolio and people might think it’s
about managing returns, but it is re-
ally about managing risk while gener-
ating returns.

YOUR 50S:
HIRE A FINANCIAL ADVISOR
And be sure to work with a fiduciary
who puts your interests first.

Barbara Roper,
Director of Investor Protection,
Consumer Federation of America

I was in my 50s during the finan-
cial crisis, and it was an awaken-
ing for me. Up until that point, I

felt invulnerable because both my
husband and I chose to spend our
lives in jobs for which we got paid
less than we could have earned using
the same skill set—he is a newspaper
reporter and I am a consumer advo-
cate. We felt we could be confident
that if something happened, one of us
could move on to do something more

lucrative.
But when you’re in your 50s and

you’re watching the economy come to
the brink—friends lose jobs and then
struggle because companies are less
likely to hire someone in their 50s
and 60s—I began to feel vulnerable
in a way I never had before.

As the markets were tumbling, my
husband wondered if maybe we
should move our money out of the
market. No, I said, we’re buy-and-
hold investors. In fact, that turned
out to be the right decision, but the
crash made me feel less confident.

We got lucky, because we both
kept our jobs and we hadn’t yet re-
tired. And we had a financial planner
we could call up and ask questions,
who provided peace of mind that we
were on the right track. Which is
ironic, given that my first big project
as a consumer advocate was a 1986
study on abuses in the financial-plan-
ning profession.

I am a passive investor. But that
report also made me very cautious in
choosing my advisors, making sure
they had all of the characteristics I
tell people to look for: They embrace
their fiduciary obligations so they
minimize the conflicts of interest in
their business model. Nobody else is
paying them; they aren’t getting reve-
nue-sharing payments. They don’t
derive benefits from what they rec-
ommend, separate from what I pay
them. They keep costs low. They have
years of experience, a clean disciplin-
ary record, and an excellent reputa-
tion. B

“Mid-career
isn’t the
worst time
to take
a risk.
I needed to
let go of
the job I
was doing
in order to
find the next
great thing.”
Deborah F.
Kuenstner,
Wellesley College

“We had a
financial
planner ...
who
provided
peace of
mind that
we were on
the right
track.”
Barbara Roper,
Consumer
Federation of
America
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work extra hours.” Why, I wondered.
“Because you get time and a half.”

“So everyone gets time and a half
for extra hours?”

“Yeah.”
“OK. I’ll be here at 6 in the morn-

ing.”
That was one of my early forma-

tional insights into the connection
between hard work and money, and
that it was something I could control.
Whatever job you have, you get out of
it what you put into it.

Working hard is easy when you’re
young, 20s and 30s. In many ways,
it’s all about you. You’re doing your
thing: learning, connecting with peo-
ple, moving up. Then you start to
have children and somewhere in your
40s, two things happen. First, you
realize you are grooming young ones
who need to understand that they are
going to live a long life, and they need
to plan for it. And second, you watch
as the generation that came before
begins to retire. What happened
when your parents stopped working?
Did they have to completely change
their lifestyle or had they planned

ahead so they are enjoying that part
of their lives? It’s not about some big
massive plan, it’s about a little bit
every day.

You want to teach your kids that
it’s important to start saving and in-
vesting early, but it is especially im-
portant for you to focus on your in-
vestments as you get into your 40s
and 50s. Why? Because to stay the
course you need to have had the ex-
perience of the good and the bad in
the markets. You have to have lost
money and made money, you have to
have asked questions.

When it comes to financial mat-
ters, the only dumb question is the
one you don’t ask. You hire financial-
service providers to answer those

questions, not to speak in jargon that
is so confusing you just say, OK, do
what you want. If you don’t under-
stand the product, if you don’t fully
understand the risks, don’t invest in
it. Now’s the time to make sure if
you’ve worked hard, you can enjoy
the fruits of your labor.
—As told to Nancy F. Smith

YOUR 30S:
TIME TO PURCHASE PROPERTY
It may seem like a huge leap, but it will
set you up well for the rest of your life.

Carla Harris, Vice Chairman,
Global Wealth Management,
Morgan Stanley

WHAT’S
YOUR BEST
FINANCIAL
ADVICE FOR
WOMEN IN
THEIR 20S, 30S,
40S, AND 50S?
Every decade brings new challenges and opportunities—
financial and otherwise. Barron’s asked experts for their
best piece of advice for each stage of life.

“Whatever
job you have,
you get out
of it what you
put into it.”
Mary Callahan
Erdoes, JPMorgan

YOUR 20S:
NOW IS THE TIME TO WORK HARD
As you get older, your responsibilities
grow exponentially.

Mary Callahan Erdoes,
CEO, JPMorgan
Asset &Wealth Management

M y first real job was during
the summer when I was in
college. I worked in the

computer room of Stein Roe & Farn-
ham back in Chicago with two mid-
dle-aged men who had been doing it
forever—or at least it seemed so in
my eyes. Our job was to peel off the
individual portfolio printouts and
deliver them to the portfolio manag-
ers, basically a 9-to-5 job. It didn’t
take me long to notice that one of the
guys arrived every morning at 8:59
a.m. and left at 5:01 p.m. The other
seemingly never left. Halfway
through the first month, I asked the
long-hours guy: “Do you ever leave?”

“Oh yeah,” he said, “but I want to

By NANCY F. SMITH

G U I D E T O W E A LT H

“For young
people,
property is
a good way
to start
[to build
wealth].”
Carla Harris,
Morgan Stanley
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SPECIAL ADVERTISING SECTION

This section is a reprint of select advisors from
our four annual financial advisor rankings. For
more information on them and other ranked
advisors, visit barrons.com/guide.

ABOUT THIS SECTION
This guide provides readers with expanded details on Barron’s-ranked advisors. Barron’s publishes four individual
advisor rankings each year along with three team- or firm-based rankings. All advisors appearing here are eligible
because they have appeared in a Barron’s wealth-management ranking in the preceding year. Advisors pay a fee to
be listed in this special section, but their participation has no bearing on future rankings.

HOW ARE ADVISORS RANKED?
Advisors who wish to be ranked fill out a comprehensive application about their practice.We verify that data with
the advisors’ firms and with regulatory databases and then we apply our rankings formula to the data to generate a
ranking. The formula features three major categories of calculations: assets, revenue and quality of practice. In each
of those categories we domultiple subcalculations.We have spent more than 15 years perfecting the balance of these
factors to create a consistent and clear benchmark that accounts for the wide range of practice models in the wealth
management industry. This benchmarkminimizes bias and human error in our process.

HOW DO I FIND AN ADVISOR?
Barron’s rankings are meant as a starting point for clients looking for an advisor—a first-pass vetting that can help
investors narrow a search. Every advisor will have his or her own approach to investing, financial planning and
other services. Clients are encouraged to approach the search for an advisor the way they would a search for a
doctor—interviewing multiple professionals and getting opinions frommultiple third parties.

TOP ADVISOR
GUIDE

ALABAMA

Robert Runkle
Merrill Lynch
Montgomery

robert_runkle@ml.com
(334) 409-5810
fa.ml.com/Robert_Runkle

$1.5m Typical Account Size
$1,338m Total Assets

ARIZONA

Robert Bancroft
Morgan Stanley Private
Wealth
Scottsdale

robert.bancroft@
morganstanleypwm.com
(480) 624-5714
advisor.morganstanley.com/
bbsg

$20m Typical Account Size
$1,314m Total Assets

Michael Butt
Morgan Stanley
Scottsdale

michael.butt@ms.com
(480) 368-6565
advisor.morganstanley.com/
michael.butt

$2.11m Typical Account Size
$735m Total Assets

Brian Crawford
Wells Fargo Advisors
Tucson

brian.crawford@wfadvisors.
com
(520) 615-8463
home.wellsfargoadvisors.com/
brian.crawford

$1.5m Typical Account Size
$1,100m Total Assets

Joe Di Vito
RBCWealthManagement
Private Client Group
Phoenix

joe.divito@rbc.com
(602) 381-5340
thedivitoconsultinggroup.com

$2m Typical Account Size
$470m Total Assets

James Marten
Merrill Lynch
Phoenix

james_marten@ml.com
(602) 954-5016
fa.ml.com/martengroup

$3.5m Typical Account Size
$2,319m Total Assets

David Stahle
Merrill Lynch
Gilbert

david_stahle@ml.com
(480) 752-6435
fa.ml.com/sbgroupaz

$3m Typical Account Size
$2,557m Total Assets

Mark Stein
Galvin, Gaustad & Stein
Scottsdale

mark@ggsadvisors.com
(480) 776-1440
ggsadvisors.com

$1.52m Typical Account Size
$402m Total Assets

Ruth Transue
Wells Fargo Advisors
Tucson

transuer@wellsfargo.com
(520) 529-5932
fa.wellsfargoadvisors.com/
ruth-transue

$2m Typical Account Size
$680m Total Assets

TrevorWilde
WildeWealthManagement
Group
Scottsdale

trevor@wildewealth.com
(480) 361-6203
wildewealth.com

$0.65m Typical Account Size
$1,160m Total Assets

CALIFORNIA

Matthew Babrick
First Republic Investment
Management
Los Angeles

mbabrick@firstrepublic.com
(310) 788-3739
firstrepublic.com/all-profiles/
matthew-babrick

$30m Typical Account Size
$3,396m Total Assets

Emily Bach
The Bach Group at Morgan
Stanley
Orinda

emily.bach@morganstanley.com
(925) 253-5322
fa.morganstanley.com/
thebachgroup

$4m Typical Account Size
$1,084m Total Assets

Jim Berliner
Westmount AssetManagement
Los Angeles

jberliner@westmount.com
(310) 556-2502
westmount.com

$3.5m Typical Account Size
$3,225m Total Assets

Steven Check
Check Capital Management
Inc.
Costa Mesa

scheck@checkcapital.com
(714) 641-3579
checkcapital.com

$750k Typical Account Size
$1,038m Total Assets

Randy Conner
Churchill Management Group
Los Angeles

info@churchillmanagement.com
(877) 937-7110
churchillmanagement.com

$1m Typical Account Size
$5,540m Total Assets

Lisa Detanna
Raymond James
Beverly Hills

lisa.detanna@raymondjames.
com
(310) 285-4506
raymondjames.com/
globalwealthsolutionsgroup

$5m Typical Account Size
$3,871m Total Assets

Fred Fern
Churchill Management Group
Los Angeles

fredafern@
churchillmanagement.com
(877) 937-7110
churchillmanagement.com

$1m Typical Account Size
$5,540m Total Assets

Philippe Hartl
Merrill LynchWealth
Management
Century City

philippe_hartl@ml.com
(310) 407-3984
pwa.ml.com/hartl_team

$45m Typical Account Size
$5,464m Total Assets
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is why we’ll continue to stand up for
encryption.”

There are plenty of laws to hold
companies accountable for facilitating
sex trafficking on their platforms.
Still, the incidents of abuse are grow-
ing swiftly. In 2019, there were more
than 16.8 million reports of online
child sexual abuse material, including
graphic and violent images and vid-
eos, up from 10.2 million reports in
2017, according to National Center for
Missing & Exploited Children, or
NCMEC.

One company stood out: In 2019,
some 94% of the reports stemmed
from Facebook and its platforms, in-
cluding Messenger and Instagram.
The center said the next closest,
Google, accounted for 2.7%.

Cooper founded institutional in-
vestment firm Athena Capital in a
Boston suburb in 1993. Some 90%
of clients were family offices, many
controlled by women interested in
expressing values through invest-
ments. Athena helped fund the
Women’s Inclusion Project, an
impact-investing initiative, with
shareholder-advocacy firm Proxy
Impact and clients of other major
advisors, such as Aperio, Veris
Wealth Partners, and Tiedemann
Advisors. Initially, they worked on
gender-lens campaigns like equal pay.
Soon they began working on child
sexual exploitation.

In 2019, the group campaigned
against Verizon Communications
(VZ), asking Verizon’s board to evalu-
ate the risks of potential child sexual
exploitation through its products.
Apple (AAPL) had already threat-
ened to remove Verizon’s Tumbler
app from its App Store after finding a
significant amount of child pornogra-
phy on the site. The resolution won
34% of the vote. After the vote, Veri-
zon created a new digital safety hub
on its website, beefed up its child-
safety program, and created a new
digital safety lead officer.

Then came Facebook. Cooper
and Proxy Impact asked for
a meeting; they say Facebook

never answered. In December 2019,
they filed their shareholder resolu-
tion. From the start, Cooper was
hands-on, sitting in on the calls,
reaching out to other institutional
shareholders. “I have worked on
500 shareholder resolutions,” says

Michael Passoff, CEO of Proxy
Action. “Lisette was only the second
person who wanted to be involved
personally. That was really rare.”

Facebook advised investors to re-
ject the proposal, pointing out that it
had partnerships with NCMEC and
other nongovernmental organiza-
tions, and that it used sophisticated
technology to detect child-exploita-
tion imagery and potentially inappro-
priate interactions between minors
and adults, including artificial intelli-
gence and photo and video technol-
ogy that detected more than 99% of
the users and content that it removed
for violating its policy.

This wasn’t enough for Cooper,
who lobbied for more support. Insti-
tutional Shareholder Services and
Glass Lewis, the big proxy advisors,
agreed to back the resolution. Frank-
lin bought Athena in early 2020, so
Cooper went to persuade the Franklin
analyst about Facebook. Eventually,
she said, Franklin decided to vote all
of its shares in favor of Cooper’s reso-
lution. Franklin said that it had noth-
ing further to add to Cooper’s com-
ments. Today, Franklin has about four
million Facebook shares, according to
Bloomberg.

Cooper soon learned she had
another reason to work the
phones. A couple of weeks

before the big news conference that
they had scheduled about Facebook
in May, she asked her 22-year-old
daughter, Sarah, whether she had any
stories to share about Facebook.
Mother and daughter were briefly
estranged in 2015 when Sarah turned
18, changed her phone number, and
moved out of the house. That year, for
several weeks, Cooper hadn’t heard
from Sarah, except for a mysterious
call in which her daughter said, sadly,
“I miss my mom.” But now they were
tight again, and when Cooper asked,
she thought Sarah might share a
story or two. “I thought, oh, she
might have sent some sexy pictures or
some normal teenage thing,” Cooper
recalls.

A day or two later, Sarah came to
Cooper in the sunroom and told her
mother the following story: When she
was 16, Sarah met a man on Facebook
whom she calls J. He admired her,
told her she looked sexy and,
like Sarah, loved reading the Twilight
books and listening to Nicki Minaj.

She sent him nude pictures. She lived
for his messages on Facebook Mes-
senger. When she turned 18, they
made plans to meet.

Sarah told her mother that when
she got into his car, he brought her to
a nearby house where he forced her to
drink shots and take cocaine. There
he forced her to have sex with him
and another woman as somebody
filmed them. Then he brought her to a
motel in New York state, where he
locked her into a room, raped her, and
forced her to have sex with custom-
ers. One day, when the guards that
her rapist had posted weren’t looking,
she called a family friend on the hotel
phone. A day later, he arrived. As he
circled the parking lot, Sarah ran out
and leaped into his car. J and his
guards gave chase. The family friend
gunned the engine back to Boston,
where they arrived safely.

Cooper was floored. It was such a
terrible story that she told Sarah that
staying away from the news confer-
ence might be better. “We went back
and forth for a week. It was a terrible
situation,” Lisette recalls. But Sarah
pressed; she wanted to do it. “It was
a huge, huge leap of faith to come for-
ward,” Sarah told Barron’s. “I was
going through my own journey of
wanting to help others.”

Both Sarah and Cooper spoke
tearfully at the news conference.
The next week, Cooper’s resolution
received 12.6% of the vote. Facebook
founder Mark Zuckerberg and man-
agement control 88% of the vote
through supervoting shares. Take
those out, and Cooper’s resolution
was backed by 43% of the remaining,
nonmanagement-owned, shares.
That’s a remarkable amount when
compared with the support even
popular shareholder resolutions
typically get.

When Sarah decided to finally tell
Lisette her story this past spring, she
had been studying psychology and,
as part of her senior project, needed
to pull together all that she’d learned.

Now 23, Sarah will graduate in a
few weeks. She and her mother are
on good terms. “Now, we have the
ability to collaborate, which is fantas-
tic,” Sarah says. It has been painful to
share her story, but Sarah has spoken
publicly to a variety of organizations
on the topic of child sexual abuse,
determined that her experience won’t
be repeated.

Sarah and Lisette declined to
discuss any interactions they’ve had
with law enforcement.

Facebook pledged to encrypt its
messaging services in 2019.
WhatsApp, used by more than

two billion people in 180 countries,
already has end-to-end encryption.
That’s not yet the case for Messenger;
in an email to Barron’s, a Facebook
representative said the company “is
committed to making Messenger end-
to-end encrypted.” The spokesperson
added, “Facebook leads the industry
in combating child abuse online, and
we’ll continue to do so on our private
messaging services.”

It isn’t an either/or, says Cooper.
She’d like to see Facebook hire more
live monitors to sift through the vast
amounts of data to find abuses that
aren’t caught by the company’s artifi-
cial intelligence, and to strengthen
age-verification protocols to keep
predators and children apart.

Meanwhile, Facebook has faced a
variety of other challenges. Congress
has started looking at the alleged
monopolistic power of Big Tech. This
year, the Senate introduced the Law-
ful Access to Encrypted Data Act, or
LAEDA, which would require tech
companies to assist law enforcement
to access their encrypted devices and
services when authorities obtain a
search warrant.

The European Union has made
fighting child sexual abuse a priority,
saying end-to-end encryption “makes
identifying perpetrators more diffi-
cult, if not impossible.” Says Cooper:
“If Facebook doesn’t find a solution
voluntarily, it faces challenges from
customers, advertisers, and regula-
tors. A legislative solution will end
up mandating lawful access. There’s
already regulatory scrutiny and pres-
sure on the antitrust side.”

“Lisette does a remarkable job of
combining her tremendous profes-
sional skills and intelligence with a
mother’s pain and anguish,” says Lori
Cohen, executive director of Ecpat-
USA, a leading anti-child-trafficking
organization. “If law enforcement
can’t get access to data, then all of our
children become vulnerable to crimi-
nal exploitation.”

Cooper intends to bring the resolu-
tion again, before Facebook’s Dec. 11
deadline for filing shareholder pro-
posals for its next proxy ballot. B

“If Facebook
doesn’t find
a solution
voluntarily,
it faces
challenges
from
customers,
advertisers,
and
regulators.”
Lisette Cooper
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Seth Haye
Morgan Stanley
Westlake Village

seth.haye@morganstanley.com
(805) 494-0215
advisor.morganstanley.com/
the-oaks-group

$3.5m Typical Account Size
$1,318m Total Assets

Richard Jones
Merrill Lynch–PrivateWealth
Mgmt
Los Angeles

Richardb_jones@ml.com
(310) 407-4925
pwa.ml.com/joneszafarigroup

$50m Typical Account Size
$15,772m Total Assets

Elaine Meyers
J.P. Morgan Securities
San Francisco

elaine.meyers@jpmorgan.com
(415) 315-7801
jpmorgansecurities.com/
elainemeyers

$50m Typical Account Size
$3,048m Total Assets

Greg Onken
J.P. Morgan Securities
San Francisco

greg.onken@jpmorgan.com
(415) 772-3123
jpmorgansecurities.com/
os-group

$15m Typical Account Size
$3,500m Total Assets

George Papadoyannis
Ameriprise Financial Services
SanMateo

george.x.papadoyannis@ampf.
com
(650) 593-9170
papadoyannisandassociates.com

$3m Typical Account Size
$1,900m Total Assets

Laila Pence
PenceWealthManagement
Newport Beach

laila.pence@lpl.com
(949) 660-8777
PenceWealthManagement.com

$2.5m Typical Account Size
$2,053m Total Assets

Darren Pfefferman
Morgan Stanley Private
Wealth
San Diego

darren.a.pfefferman@
morganstanleypwm.com
(858) 597-7754
advisor.morganstanley.com/
the-pfefferman-daluiso-group

$10m Typical Account Size
$1,657m Total Assets

Spuds Powell
Kayne Anderson Rudnick
Investment Management
Los Angeles

spowell@kayne.com
(310) 282-7945
kayne.com

$8.5m Typical Account Size
$30,216m Total Assets

Frank Reilly
Reilly Financial Advisors
LaMesa

frank.reilly@rfadvisors.com
(800) 682-3237
rfadvisors.com

$2m Typical Account Size
$2,263m Total Assets

DebWetherby
Wetherby Asset Management
San Francisco

deb@wetherby.com
(415) 399-9159
wetherby.com

$33.35m Typical Account Size
$5,394m Total Assets

AlanWhitman
Morgan StanleyWealth
Management
Pasadena

alan.whitman@morganstanley.
com
(626) 405-9313
fa.morganstanley.com/wz

$5m Typical Account Size
$3,102m Total Assets

Dale Yahnke
Dowling & YahnkeWealth
Advisors
San Diego

dale.yahnke@dywealth.com
(858) 509-9500
dywealth.com

$4.2m Typical Account Size
$4,674m Total Assets

Cheryl L. Young
Morgan Stanley
Los Gatos

cheryl.young@morganstanley.
com
(408) 358-0976
fa.morganstanley.com/
youngandassociates

$5m Typical Account Size
$2,015m Total Assets

COLORADO

Mark Brown
Brown & Company
Denver

mbrown@brownandco.com
(303) 863-7112
brownandco.com

$6.2m Typical Account Size
$510m Total Assets

Melissa Corrado Harrison
UBS Financial Services

melissa.harrison@ubs.com
(303) 820-5770
financialservicesinc.ubs.com/
team/corrado-harrison

$25m Typical Account Size
$1,218m Total Assets

Shawn Fowler
Morgan Stanley Private
Wealth
Denver

shawn.fowler@morganstanley.
com
(303) 446-3306
pwm.morganstanley.com/
fowlerbull

$35m Typical Account Size
$4,033m Total Assets

Joseph Janiczek
JaniczekWealthManagement
Denver

cwegner@janiczek.com
(303) 721-7000
janiczek.com

$2.5m Typical Account Size
$625m Total Assets

Wally Obermeyer
ObermeyerWood Investment
Counsel
Aspen/Denver

wally@obermeyerwood.com
(970) 925-8747
obermeyerwood.com

$3m Typical Account Size
$1,550m Total Assets

CONNECTICUT

Peter Chieco
Morgan Stanley
Greenwich

peter.chieco@morganstanley.
com
(203) 625-4897
morganstanleyfa.com/
thesoundshoregroup

$7m Typical Account Size
$2,111m Total Assets

David Goodwin
Merrill Lynch
Hartford

david_goodwin@ml.com
(800) 998-9837
fa.ml.com/goodwin_group

$7m Typical Account Size
$722m Total Assets

William Greco
UBS Financial Services
Hartford

william.greco@ubs.com
(860) 727-1515
ubs.com/team/grecogroup

$10m Typical Account Size
$3,992m Total Assets

ThomasMarkey
Morgan Stanley
Stamford

thomas.markey@morganstanley.
com
(203) 967-7049
fa.morganstanley.com/
themarkeygroup

$5m Typical Account Size
$1,072m Total Assets

Charles J. Noble, III
JanneyMontgomery Scott
NewHaven

noblegroup@janney.com
(203) 784-7401
advisor.janney.com/
noblewealthadvisors

$6m Typical Account Size
$1,005m Total Assets

Harold Trischman
Morgan Stanley
Greenwich

harold.j.trischman@
morganstanley.com
(203) 625-4824
fa.morganstanley.com/
trischmangroup

$5m Typical Account Size
$2,242m Total Assets

DELAWARE

Michael Koppenhaver
Merrill Lynch
Dover

michael_s_koppenhaver@
ml.com
(302) 736-7743
fa.ml.com/Koppenhaver_
Hawkins_Associates

$2m Typical Account Size
$737m Total Assets

Kimberlee Orth
Ameriprise Financial
Wilmington

kimberlee.m.orth@ampf.com
(302) 475-5105
kimberleeorth.com

$6.45m Typical Account Size
$2,974 Total Assets

PeniWarren
Merrill Lynch
Dover

peni_warren@ml.com
(302) 736-7710
fa.ml.com/delaware/dover/
the_warren_group

$1.5m Typical Account Size
$684m Total Assets

WASHINGTON, D.C.

Michael Freiman
Morgan StanleyWealth
Management
Washington, D.C.

michael.j.freiman@
morganstanley.com
(202) 778-1382
teamfreiman.com

$1.25m Typical Account Size
$1,628m Total Assets

GregMarcus
UBS Financial Services
Washington, D.C.

gregory.marcus@ubs.com
(202) 942-2830
financialservicesinc.ubs.com/
team/marcushendlerstern/
meetourteam.html

$30m Typical Account Size
$732m Total Assets

Marvin McIntyre
Morgan Stanley Private
Wealth
Washington, D.C.

Marvin.mcintyre@
morganstanleypwm.com
(202) 778-1381
advisor.morganstanley.com/
cwmg

$8.5m Typical Account Size
$3,951m Total Assets

FLORIDA

Richard Altieri
Morgan Stanley
Boca Raton

richard.altieri@morganstanley.
com
(561) 393-1836
fa.morganstanley.com/
thealtierigroup

$5m Typical Account Size
$959m Total Assets

Louise Armour
J.P. Morgan Securities
Palm Beach Gardens

louise.armour@jpmorgan.com
(800) 926-6604
jpmorgansecurities.com/armour

$10m Typical Account Size
$4,200m Total Assets

Peter Bermont
Raymond James
Coral Gables

peter.bermont@
raymondjames.com
(305) 446-6600
Bermontadvisorygroup.com

$15m Typical Account Size
$2,160m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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responsible for the criminal use of
their platforms? Many big investors
now say they are. And that has led to
one of this year’s most memorable
shareholder initiatives, in which
Lisette Cooper took on Facebook.

Cooper is a well-known advisor,
the vice chair of Fiduciary Trust,
Franklin Resources’ (ticker: BEN)
$25 billion wealth management arm.
An approachable investor with a doc-
torate in geology from Harvard Uni-
versity, Cooper has long been trou-
bled by the growth in online child
exploitation, and made preventing
it a part of her professional work
years ago.

This year, Cooper asked fellow
Facebook (FB) shareholders if the
steady increase in online child exploi-
tation posed a risk to their invest-
ment in the social-media juggernaut.
Facebook was adding privacy tools
such as end-to-end encryption, in
which only the two people involved
in the communication could see the

data, not law enforcement, nor any-
one else. It’s a boon for privacy—and
for predators. Cooper advised share-
holders who agreed with her to back
her proposal directing Facebook’s
board to assess the risks.

“Privacy tools are good, but they
have implications for child predators
and the exploitation of children on-
line,” said Cooper in an interview
with Barron’s. “Our concern is that
kids be safe, that law enforcement
can access the material so they can
find the kids and prosecute the pred-
ators, or stop someone from harming
hundreds of children.”

Facebook opposed the measure
and, like the rest of Big Tech, has
generally opposed creating backdoors
into encryption, arguing that it weak-
ens security. “Strong encryption is
important to keeping everyone safe
from hackers and criminals,” a Face-
book spokesperson told Barron’s. “We
disagree with those who argue pri-
vacy mostly helps bad people, which

INVESTORS
TAKE ON
FACEBOOK
Big Tech wants airtight digital privacy. That’s a great idea—
except when it’s not. One tragic story demonstrates how.

“Privacy tools
are good,
but they
have
implications
for child
predators
and the
exploitation
of children
online.”
Lisette Cooper

By LESLIE P. NORTON

G U I D E T O W E A LT H

T
he balancing act between personal privacy and public safety has
bedeviled Big Tech since the advent of instant messaging in the
mid-1990s. From the beginning, the thorniest issues arose from the
online sexual exploitation of children. But are technology companies

P H O T O G R A P H BY MARY BETH KOETH

Lisette Cooper, vice chair of Fiduciary
Trust, wants Facebook to do more to
curb the exploitation of children.
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Ralph Byer
Merrill Lynch
Plantation

Ralph_Byer@ml.com
(954) 916-2816
fa.ml.com/byer_wealth_mgmt

$5.35m Typical Account Size
$663m Total Assets

Adam E. Carlin
Morgan Stanley Private
Wealth
Coral Gables

adam.e.carlin@
morganstanleypwm.com
(305) 476-3302
fa.morganstanley.com/
adam.e.carlin

$20m Typical Account Size
$3,084m Total Assets

Louis Chiavacci
Merrill PrivateWealthMgmt
Coral Gables

louis_chiavacci@ml.com
(305) 774-0501
pwa.ml.com/ChiavacciTeam

$35m Typical Account Size
$3,627m Total Assets

Aimee Cogan
Morgan Stanley
Sarasota

aimee.cogan@morganstanley.
com
(941) 363-8513
advisor.morganstanley.com/
the-bellwether-group

$10m Typical Account Size
$1,066m Total Assets

Stephen Curley
WaterOak Advisors
Winter Park

barrons@wateroak.com
(407) 567-2956
wateroak.com

$12.5m Typical Account Size
$2,114m Total Assets

Don d’Adesky
Raymond James
Boca Raton

don.dadesky@raymondjames.
com
(561) 981-3690
raymondjames.com/
theamericasgroup

$5m Typical Account Size
$4,026m Total Assets

Erick Ellsweig
Merrill Lynch
West Palm Beach

Erick_Ellsweig@ml.com
(561) 514-4832
fa.ml.com/KMandAssociates

$3.5m Typical Account Size
$1,456m Total Assets

John Elwaw
Morgan Stanley
Miami

john.elwaw@ms.com
(305) 376-2408
morganstanleyfa.com/
theelwawcavalierigroup/
groupdetail.htm

$10m Typical Account Size
$1,271m Total Assets

Janet Franco Gordon
Morgan Stanley
Coral Gables

janet.franco.gordon@
morganstanley.com
(305) 476-3304
fa.morganstanley.com/
thegordongroup

$6.5m Typical Account Size
$872m Total Assets

Trevor Fried
Morgan Stanley
Fort Lauderdale

trevor.fried@morganstanley.com
(954) 713-8436
advisor.morganstanley.com/
the-las-olas-group

$2m Typical Account Size
$814m Total Assets

Eric Glasband
Merrill Lynch
Boca Raton

eric.glasband@ml.com
(561) 361-3437
fa.ml.com/gs

$4.7m Typical Account Size
$1,103m Total Assets

Keith Jacoby
Jacoby Nealon &McCain
WealthManagement Group of
Wells Fargo Advisors
Naples

keith.jacoby@
wellsfargoadvisors.com
(239) 254-2220
jacobynealonmccainwmg.com

$10m Typical Account Size
$2,099m Total Assets

William King
Merrill LynchWealth
Management
Vero Beach

william_w_king@ml.com
(772) 231-9037
fa.ml.com/new-york/new-york/
the-king-group

$8m Typical Account Size
$1,031m Total Assets

Trent Leyda
Morgan Stanley
Vero Beach

Trent.Leyda@MorganStanley.
com
(772) 234-1805
advisor.morganstanley.com/
the-leyda-group

$5m Typical Account Size
$1,271m Total Assets

Scott Macaione
WaterOak Advisors
Winter Park

barrons@wateroak.com
(407) 567-2956
wateroak.com

$3m Typical Account Size
$2,114m Total Assets

Michael McCain
Jacoby Nealon &McCain
WealthManagement Group
ofWells Fargo Advisors
Naples

michael.mccain@wfadvisors.
com
(239) 254-2206
jacobynealonmccainwmg.com

$10m Typical Account Size
$2,099m Total Assets

WilliamMerriam
Merrill LynchWealth
Management
Jacksonville

william_h_merriam@ml.com
(904) 218-5931
fa.ml.com/bill_merriam

$2m Typical Account Size
$1,040m Total Assets

ThomasMoran
MoranWealthMgmt atWells
Fargo Financial Network
Naples

thomas.moran@moranwm.com
(239) 920-4440
moranwm.com

$5m Typical Account Size
$3,296m Total Assets

Daryn Pingleton
Merrill Lynch
West Palm Beach

daryn_pingleton@ml.com
(561) 514-4817
fa.ml.com/florida/west-palm-
beach/pingleton_group

$4m Typical Account Size
$929m Total Assets

Scott Pinkerton
FourThought PrivateWealth
Venice

scottpinkerton@fourthought.
com
(866) 209-8557
fourthought.com

$5.54m Typical Account Size
$1,122m Total Assets

Andrew Schultz
Morgan Stanley Private
WealthManagement
Miami Beach

andrew.schultz@
morganstanleypwm.com
(305) 695-6116
fa.morganstanley.com/
theschultzgroup

$10m Typical Account Size
$773m Total Assets

Michael Silver
Baron Silver Stevens Financial
Advisors
Boca Raton

msilver@bssfa.com
(561) 447-1997
bssfa.com

$1m Typical Account Size
$650m Total Assets

GEORGIA

Roger Green
Green Financial Resources,
LLC
Duluth

gfrappt@rogersgreen.com
(770) 931-1414
rogersgreen.com

$0.22m Typical Account Size
$492m Total Assets

Michael Hines
Consolidated Planning
Corporation
Atlanta

mhines@cpcadvisors.com
(404) 892-1995
cpcadvisors.com

$2.5m Typical Account Size
$776m Total Assets

ILLINOIS

Kyle Chudom
Morgan Stanley
Oak Brook

kyle.chudom@morganstanley.
com
(630) 573-9680
chudomhayes.com

$1m Typical Account Size
$930m Total Assets

Brad DeHond
Morgan Stanley Private
Wealth
Chicago

brad.dehond@
morganstanleypwm.com
(312) 453-9111
advisor.morganstanley.com/
moriarity-dehond-mulka

$40m Typical Account Size
$1,837m Total Assets

Daniel Fries
Merrill Lynch
Chicago

daniel.fries@ml.com
(312) 696-2121
fa.ml.com/illinois/chicago/
frieswealthmanagement

$3m Typical Account Size
$1,021m Total Assets

TomKilborn
Merrill Lynch
Northbrook

tom_kilborn@ml.com
(847) 564-7201
fa.ml.com/illinois/northbrook/
kilborngroup

$4m Typical Account Size
$1,047m Total Assets

Kathleen Roeser
Morgan Stanley
Chicago

kathy.roeser@morganstanley.
com
(312) 443-6500
fa.morganstanley.com/
theroesergroup

$8m Typical Account Size
$1,310m Total Assets

David Sheppard
Merrill Lynch
Deer Park

david_n_sheppard@ml.com
(847) 550-7878
fa.ml.com/
thorndykesheppardgroup

$6m Typical Account Size
$859m Total Assets

Joseph Silich
Morgan Stanley
Chicago

Joseph.silich@morganstanley.
com
(312) 443-6200
fa.morganstanley.com/
thesilichgroup

$7m Typical Account Size
$1,066m Total Assets

Mark Thorndyke
Merrill LynchWealth
Management
Chicago

mark_w_thorndyke@ml.com
(312) 696-7645
fa.ml.com/
ThorndykeSheppardGroup

$8m Typical Account Size
$1,399m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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PERHAPS IT’S
NO SURPRISE
THAT A FIRMBUILT
ON COLLABORATION
HAS BEEN RANKED
#5WORKPLACE
FORWOMEN.
We’re proud of this recognition from Fortune Magazine.
And we’re proud of our efforts in gender equality.
From our career-long coaching programs to our parental
leave policies, we’re built to promote career growth
and work-life balance. Meet the Edward Jones of now.

Visit edwardjones.com/knowmore

Member SIPC

Edward Jones does not discriminate on the basis of race, color, gender, religion,
national origin, age, disability, sexual orientation, pregnancy, veterans status,
genetic information or any other basis prohibited by applicable law.

RANKED #5WORKPLACE FORWOMEN
BY FORTUNEMAGAZINE.

From FORTUNE. ©2020 FORTUNE Media IP
Limited. All rights reserved. Used under license.
FORTUNE and FORTUNE Media IP Limited
are not affiliated with and do not endorse the
products or services of, Edward Jones.

Angelica Prescod
Financial Advisor
Scottsdale, AZ
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PhilipWatson
Ameriprise Financial
Downers Grove

philip.j.watson@ampf.com
(630) 541-5300
ameripriseadvisors.com/
philip.j.watson

$0.98m Typical Account Size
$2,290m Total Assets

DavidWright
Merrill PrivateWealth
Management
Chicago

dave_wright@ml.com
(312) 325-2620
pwa.ml.com/wrighthudakzabel

$25m Typical Account Size
$2,383m Total Assets

INDIANA

Trent Cowles
Merrill Lynch
Indianapolis

trent_cowles@ml.com
(317) 624-8451
fa.ml.com/cf

$3.2m Typical Account Size
$865m Total Assets

IOWA

Jerry Ask
Jerry K. Ask Investment
Services
Cedar Rapids

jerry.ask@jkainvest.com
(319) 395-9230
jkainvest.com

$0.48m Typical Account Size
$408m Total Assets

Timothy Finucan
Edward Jones
Webster City

timothy.finucan@
edwardjones.com
(515) 832-4155
edwardjones.com/timothy-
finucan

$0.75m Typical Account Size
$602.75m Total Assets

Matt Fryar
Wells Fargo Advisors
DesMoines

matthew.r.fryar@wellsfargo.com
(515) 245-3120
fa.wellsfargoadvisors.com/
matthew-fryar

$5m Typical Account Size
$780m Total Assets

KANSAS

Trey Barnes
MarinerWealth Advisors
Overland Park

trey.barnes@
marinerwealthadvisors.com
(913) 387-2734
marinerwealthadvisors.com/
why-us/people/trey-barnes

$1.81m Typical Account Size
$1,697m Total Assets

KENTUCKY

Barry Barlow
Merrill Lynch
Louisville

barry_barlow@ml.com
(502) 329-5097
fa.ml.com/b_barlow

$4m Typical Account Size
$882m Total Assets

Travis Musgrave
Merrill Lynch
Lexington

travis_musgrave@ml.com
(859) 231-5258
fa.ml.com/Musgrave

$5m Typical Account Size
$652m Total Assets

LOUISIANA

Rick Frayard
UBS Financial Services
Lafayette

rick.frayard@ubs.com
(337) 593-3600
ubs.com/team/epg

$1.75m Typical Account Size
$2,267m Total Assets

MAINE

Jeremiah Burns
Morgan Stanley
Portland

jeremiah.burns@
morganstanleypwm.com
(207) 871-7373
advisor.morganstanley.com/
jeremiah.burns

$5m Typical Account Size
$491m Total Assets

Todd Doolan
Morgan Stanley
Portland

todd.h.doolan@morganstanley.
com
(207) 771-0812
advisor.morganstanley.com/
the-doolan-eldredge-group

$1.9m Typical Account Size
$388m Total Assets

MARYLAND

Patricia Baum
RBCWealthManagement
Annapolis

patricia.baum@rbc.com
(410) 573-6717
baumjackson.com

$3m Typical Account Size
$1,457m Total Assets

Larry Boggs
Wells Fargo Advisors
Cumberland

larry.d.boggs@wfadvisors.com
(301) 724-2660
fa.wellsfargoadvisors.com/
boggs-wealth-management

$3m Typical Account Size
$1,167m Total Assets

Robert Collins
Collins Investment Group
Bethesda

robert.collins@
collinsinvestmentgroup.com
(301) 915-9630
collinsinvestmentgroup.com

$2.5m Typical Account Size
$894m Total Assets

Barry Garber
Alex. Brown, a division of
Raymond James
Baltimore

Barry.Garber@alexbrown.com
(410) 525-6210
alexbrown.com/
garberwealthmanagementteam

$15m Typical Account Size
$3,289m Total Assets

Brian Kroneberger
RBCWealthManagement
Hunt Valley

brian.kroneberger@rbc.com
(410) 316-5454
thekronebergergroup.com

$3m Typical Account Size
$1,100m Total Assets

Kent Pearce
Merrill Lynch
Towson

kent_pearce@ml.com
(410) 321-4340
fa.ml.com/pearce_group

$7m Typical Account Size
$1,739m Total Assets

Robert Scherer
Graystone Consulting
Potomac

robert.s.scherer@msgraystone.
com
(301) 279-6403
graystone.morganstanley.com/
graystone-consulting-
metropolitan-washington-d-c

$25m Typical Account Size
$9,500m Total Assets

E. Geoffrey Sella
SPC Financial, Inc.
Rockville

esella@spcfinancial.com
(301) 770-6800
spcfinancial.com

$0.85m Typical Account Size
$858m Total Assets

MASSACHUSETTS

Charles S. Bean III
Heritage Financial Services
Westwood

cbean@heritagefinancial.net
(781) 619-1302
heritagefinancial.net

$3m Typical Account Size
$1,520m Total Assets

Debra Brede
D.K. Brede Investment
Management
Needham

brede@bredeinvestment.com
(781) 444-9367
bredeinvestment.com

$2m Typical Account Size
$1,018m Total Assets

Kevin Grimes
Grimes & Company, Inc.
Westborough

advisors@grimesco.com
(508) 366-3883
grimesco.com

$3m Typical Account Size
$2,900m Total Assets

Susan Kaplan
Kaplan Financial Services, Inc.
Newton

susan.kaplan@lpl.com
(617) 527-1557
kaplan-financial.com/splash.cfm

$3.5m Typical Account Size
$2,176m Total Assets

Victor T. Livingstone
Morgan Stanley Private
Wealth
Boston

victor.livingstone@
morganstanleypwm.com
(617) 478-6500

$25m Typical Account Size
$1,346m Total Assets

Peter Noonan
J.P. Morgan Securities
Boston

peter.noonan@jpmorgan.com
(617) 654-2318
jpmorgansecurities.com/
peternoonan

$15m Typical Account Size
$2,514m Total Assets

Raju Pathak
Morgan Stanley
Boston

raju.pathak@ms.com
(617) 589-3373
fa.morganstanley.com/
pathakgroup

$8m Typical Account Size
$807m Total Assets

Peter Princi
Morgan Stanley Graystone
Boston

peter.b.princi@msgraystone.com
(617) 589-3229
fa.morganstanley.com/
theprincigroup

$10m Typical Account Size
$6,950m Total Assets

Ira Rapaport
New England PrivateWealth
Advisors, LLC
Wellesley

ira.rapaport@nepwealth.com
(781) 416-1700
nepwealth.com

$5m Typical Account Size
$2,054m Total Assets

Raj Sharma
Merrill - PrivateWealthMgmt
Boston

raj_sharma@ml.com
(617) 946-8030
pwa.ml.com/sharma_group

$10m Typical Account Size
$7,381m Total Assets

Brian Strachan
Morgan Stanley Private
Wealth
Boston

brian.s.strachan@
morganstanleypwm.com
(617) 570-9240
pwm.morganstanley.com/
thestrachangroupsb

$10m Typical Account Size
$2,975m Total Assets

MarkWinthrop
WinthropWealth
Westborough

mark.winthrop@
winthropwealth.com
(508) 836-5500
winthropwealth.com

$3.5m Typical Account Size
$1,545m Total AssetsParticipation in this section is only open to advisors who have been listed in our editorial rankings. Advisors

pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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Make sure you have, or know where to
find, updated information on account
numbers, financial institutions, login
credentials, and key contacts.

Key questions:
• Do you have enough cash to cover
unexpected expenses or a period of
lost income?
• How are the rest of your assets—in
brokerage or retirement accounts—in-
vested? What’s the ratio of stocks to
bonds? What’s the rationale for how-
ever you’re invested?
• Are you saving in the most tax- and
fee-efficient way? Are you saving
more or less than last year? What
would you like to see next year?

Liabilities: Do an inventory of
everything you owe—all loans, credit
card balances, and other liabilities.
Note the total amount owed, monthly
payment, and payoff dates. Add key
account details and contacts.

Key questions:
• How much of your after-tax monthly
income goes to pay debt?
• Howmuch do you pay in interest
every year, and can that be minimized?
• What expenses or behaviors are con-
tributing to this debt, and what are
your goals for paying it off?

NetWorth: Subtract liabilities
from assets to estimate your net worth
and set goals.

YOUR INCOME STATEMENT
Income: Get a snapshot of your

household’s monthly and annual in-
come, both before (gross) and after
(net) taxes.

Key questions:
• Are you earning more or less than
last year? How dramatically does your
annual income change year to year?
• How much investment income do
you expect to have this year?

HOW TO MAKE
IT HAPPEN: BE
YOUR OWN CEO
Managing your money can be daunting, boring, or just a chore.
These simple steps will get you on track.

F
ew women would dispute the
importance of financial em-
powerment. It was just a gen-
eration ago—until 1974—when

banks were allowed to deny women
credit such as credit cards or mort-
gages in their own names and based on
their own financial wherewithal.

We’ve come a long way in those 40-
odd years, but not nearly far enough.
Study after study shows that women
aren’t engaging enough with their fi-
nances. The financial-services industry
is still falling short in serving this half
of the population.Women, who often
need more money in retirement to
cover health and caretaking issues
during their longer life spans, are, on
average, far behind men in terms of
savings. Financial empowerment gets
lost in the daily chaos of living.

A few small steps can get you back
on track. “Think of it as being the CEO
of your own home,” says UBS financial
advisor Tracy Byrnes. “You don’t need
to know where the Dow closed, but
you do need to know the big picture.”

That big picture entails compiling a
list of your financial situation. Getting
organized isn’t always fun, but it is
satisfying. Barron’sworked with advi-
sors to determine the basics of what
every woman should know—and what,
in their experience, they often don’t.
Here’s how to tackle it like a boss.

YOUR BALANCE SHEET
Assets: Do an inventory of all of

your assets at least once a year. This
includes all your accounts—checking,
savings, brokerage, retirement—as
well as the value of your home and any
other physical property. Note which
assets are held jointly or separately.

BY SARAH MAX

• Are you expecting income from un-
usual sources, such as a one-time bo-
nus at work, an inheritance, or with-
drawals from a retirement account?

Expenses: Get a snapshot of your
household expenses, focusing on indi-
vidual bills and categories where you
spend the most.

Key questions:
• What expenses have increased or
decreased in the past year, and what
are your projections for the next year?
• How much do you save every month
and where do you put it?
• What areas of your spending can go
toward saving more and paying down
debt faster?

YOUR STRATEGIC PLANS
“A goal without a plan is just a

wish,”wrote French existentialist
author Antoine de Saint-Exupéry.
Even seemingly nonfinancial goals
often have a financial aspect, and, let’s
face it, being financially secure makes
a lot of things easier.

Think about what it is you want to
do, and how you want to do it. Think
big, and if your plans feel too out of
reach, consider whether a financial
advisor can help. A holistic financial
plan can serve as a blueprint for en-
abling a career change, philanthropic
goals, raising kids, the ability to care
for others, and an array of other goals.

G U I D E T O W E A LT H

Retirement key questions:
• When do you want to retire? What
does retirement look like, both ideally
and realistically?
• How much of your retirement in-
come will come from savings versus
other sources, such as Social Security
or pension benefits?
• How much do you need to have
saved to get there? Are you on track?
• What can you change to have your
savings meet your expectations?

Family key questions:
• Are you teaching and talking to your
kids about money?
• Are you and your partner on the
same page when it comes to bigger
topics, such as loans for adult kids or
college financing?
• Do you have college-savings plans?
How much are you contributing, and
is it too much or too little based on
expected tuition?

Estate and Legacy key questions:
• Do you have updated wills and es-
tate-planning documents?
• Do you have a charitable-giving plan?
• Do you want to manage this on your
own or bring in a professional?

RISK MANAGEMENT
Take a look at variables that could

disrupt your plans and any products
or strategies for minimizing risk.

Key questions:
• If something happened to you or
your partner today, would your survi-
vors be OK financially?
• What life-insurance policies do you
have? What is the amount, how long is
the term, and is that enough?
• Do you have long-term disability
insurance? Could that be helpful?
• What is the likelihood you’ll need to
support a parent, sibling, or adult
child at any point in the future? BIll
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MICHIGAN

Jeffrey Fratarcangeli
FratarcangeliWealth
Management
Birmingham

jeffrey.fratarcangeli@wfafinet.
com
(248) 385-5050
fratarcangeliwealth
management.com

$8m Typical Account Size
$1,800m Total Assets

James Kruzan
KaydanWealthManagement,
Inc.
Fenton

jim.kruzan@kaydanwealth.com
(810) 593-1624
kaydanwealth.com

$1.5m Typical Account Size
$511m Total Assets

David Kudla
Mainstay Capital Management
Grand Blanc

mainstay@mainstaycapital.com
(866) 444-6246
mainstaycapital.com

$0.75m Typical Account Size
$2,583m Total Assets

Leo Stevenson
Merrill Lynch
Wyandotte

leo_stevenson@ml.com
(734) 324-3826
fa.ml.com/wyandottegroup

$1.5m Typical Account Size
$709m Total Assets

Charles C. Zhang
Zhang Financial
Portage

charles.zhang@zhangfinancial.
com
(269) 385-5888
zhangfinancial.com

$2m Typical Account Size
$3,606m Total Assets

MINNESOTA

Aaron Howe
RBCWealthManagement
Wayzata

aaron.howe@rbc.com
(952) 261-3561
bigwatergroup.com

$5m Typical Account Size
$687m Total Assets

BenMarks
Marks GroupWealth
Management
Minnetonka

ben.marks@marksgroup.com
(952) 582-6100
marksgroup.com

$2m Typical Account Size
$1,366m Total Assets

David A. Olson
The BlackRidge Group at
Morgan Stanley
Rochester

david.a.olson@morganstanley.
com
(507) 269-7542
fa.morganstanley.com/
blackridgegroup

$3.5m Typical Account Size
$555m Total Assets

MISSOURI

Michael Moeller
Wells Fargo Advisors
Chesterfield

mike.moeller@wfadvisors.com
(636) 530-6111
themoellergroup.net

$3m Typical Account Size
$1,830m Total Assets

Kathleen Youngerman
Morgan Stanley Private
Wealth
Chesterfield

Kathleen.L.Youngerman@
morganstanleypwm.com
(314) 889-4862
pwm.morganstanley.com/
harmonyfamilyoffice

$20m Typical Account Size
$350m Total Assets

NEBRASKA

Jason Dworak
UBS Financial Services
Lincoln

jason.dworak@ubs.com
(402) 328-2077
financialservicesinc.ubs.com/
team/dworakgroup

$8m Typical Account Size
$852m Total Assets

Jim Siemonsma
MarinerWealth Advisors
Omaha

jim.siemonsma@
marinerwealthadvisors.com
(402) 829-3650
marinerwealthadvisors.com

$0.97m Typical Account Size
$1,138m Total Assets

PaulWest
CarsonWealth
Omaha

pwest@carsonwealth.com
(888) 321-0808
carsonwealth.com

$5.4m Typical Account Size
$4,586m Total Assets

NEVADA

Deborah Danielson
Danielson Financial Group |
LPL
Las Vegas

Deborah@
DanielsonFinancialGroup.com
(702) 734-7000
danielsonfinancialgroup.com/
homepage

$2m Typical Account Size
$694m Total Assets

Randy Garcia
The Investment Counsel
Company
Las Vegas

rgarcia@iccnv.com
(702) 871-8510
iccnv.com

$4.8m Typical Account Size
$1,234m Total Assets

James Small
UBS Financial Services
Las Vegas

jim.small@ubs.com
(702) 792-3125
financialservicesinc.ubs.com/
team/jimsmall

$1.9m Typical Account Size
$1,079m Total Assets

NEW HAMPSHIRE

John Habig
Morgan Stanley
Portsmouth

john.f.habig@morganstanley.
com
(603) 422-8901
morganstanleyfa.com/habig

$1.5m Typical Account Size
$420m Total Assets

P. Kevin O’Brien
Wells Fargo Advisors
Portsmouth

kevin.obrien@
wellsfargoadvisors.com
(603) 334-4032
obrienwmg.com

$1.7m Typical Account Size
$387m Total Assets

NEW JERSEY

Bruce Barth
Merrill Lynch
Short Hills

bruce_g_barth@ml.com
(973) 564-7740
fa.ml.com/barthgroup

$2m Typical Account Size
$1,351m Total Assets

Francis Bitterly
Morgan Stanley
Red Bank

francis.g.bitterly@ms.com
(732) 224-3754
fa.morganstanley.com/
francisbitterly

$2.8m Typical Account Size
$456m Total Assets

David Briegs
Merrill Lynch
Bridgewater

David_Briegs@ml.com
(908) 685-3203
fa.ml.com/kugelbriegs

$2.5m Typical Account Size
$1,616m Total Assets

Jack Burke
Merrill Lynch
Florham Park

john_j_burke@ml.com
(973) 410-2309
fa.ml.com/the_harbor_group

$7m Typical Account Size
$4,441m Total Assets

Christopher Cook
Merrill Lynch
Florham Park

c_cook@ml.com
(973) 301-7622
fa.ml.com/new-jersey/
florham-park/gcca

$5m Typical Account Size
$2,051m Total Assets

Mark Cortazzo
MACROConsulting Group
Parsippany

info@macroconsultinggroup.
com
(973) 451-9400
macroconsultinggroup.com

$2m Typical Account Size
$771m Total Assets

Mary Deatherage
Morgan Stanley Private
Wealth
Little Falls

mary.m.deatherage@
morganstanleypwm.com
(973) 890-3015
morganstanleyfa.com/
thedeatheragegroup

$10m Typical Account Size
$3,210m Total Assets

Mark Fendrick
UBS Financial Services
Mount Laurel

mark.fendrick@ubs.com
(856) 985-2070
financialservicesinc.ubs.com/
team/fendrickgroup

$4m Typical Account Size
$1,020m Total Assets

Reed Finney
The Bleakley Financial Group
Fairfield

Reed.Finney@bleakley.com
(973) 244-4210
bleakley.com

$1.3m Typical Account Size
$585m Total Assets

John Hudspeth
Merrill LynchWealth
Management
Mount Laurel

john_r_hudspeth@ml.com
(856) 231-5520
fa.ml.com/brownehudspeth

$3m Typical Account Size
$989m Total Assets

Elliott Kugel
Merrill Lynch
Bridgewater

Elliott_M_Kugel@ML.com
(908) 685-3252
fa.ml.com/kugelbriegs

$2.5m Typical Account Size
$1,616m Total Assets

Neil McPeak
Wells Fargo Advisors
Linwood

neil.mcpeak@
wellsfargoadvisors.com
(609) 926-7808
mcpeakgroup.wfadv.com

$1m Typical Account Size
$1,283m Total Assets

Michael J. Ricca
Morgan StanleyWealth
Management
Florham Park

Michael.J.Ricca@morganstanley.
com
(973) 236-3530
fa.morganstanley.com/ricca_
weinerman

$8m Typical Account Size
$4,666m Total Assets

Steven Rothman
UBS Financial Services
Red Bank

steven.rothman@ubs.com
(732) 219-7228
financialservicesinc.ubs.com/
team/rothmangroup

$1.2m Typical Account Size
$475m Total Assets

Ken Schapiro
Condor Capital Management
Martinsville

info@condorcapital.com
(732) 356-7323
condorcapital.com

$1.75m Typical Account Size
$1,136m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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Help power your portfolio
with the innovators of the Nasdaq-100.

Your clients don’t
have to bemachine
learning engineers
to helpmake the
future a smarter place.

NOT FDIC INSURED | MAY LOSE VALUE | NO BANK GUARANTEE
There are risks involved with investing in ETFs, including possible loss of money. ETFs are subject to risks similar to those of stocks. Investments focused in a particular
sector, such as technology, are subject to greater risk, and are more greatly impacted by market volatility, than more diversified investments.
The Nasdaq-100 Index comprises the 100 largest non-financial companies traded on the Nasdaq. An investment cannot be made directly into an index.

Before investing, consider the Fund’s investment objectives, risks, charges and expenses. Visit
invesco.com/fundprospectus for a prospectus containing this information. Read it carefully before investing.
Invesco Distributors, Inc.
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NEW JERSEY, CONT.

Andy Schwartz
Bleakley Financial Group
Fairfield

andy.schwartz@bleakley.com
(973) 244-4202
bleakley.com

$2.5m Typical Account Size
$1,528m Total Assets

Anthony Valente
Morgan Stanley
Shrewsbury

anthony.valente@morganstanley.
com
(732) 389-5124
advisor.morganstanley.com/
anthony.valente

$0.75m Typical Account Size
$1,977m Total Assets

David S.Weinerman
Morgan StanleyWealth
Management
Florham Park

David.S.Weinerman@
morganstanley.com
(973) 236-3529
fa.morganstanley.com/ricca_
weinerman

$8m Typical Account Size
$4,673m Total Assets

NEW YORK

Lewis Altfest
Altfest PersonalWealth
Management
NewYork

inquiry@altfest.com
(212) 406-0850
altfest.com

$2m Typical Account Size
$1,324m Total Assets

Jay Canell
J.P. Morgan Securities
NewYork

Jay.canell@jpmorgan.com
(212) 272-0888
jpmorgansecurities.com/
canellgroup

$15m Typical Account Size
$3,300m Total Assets

Neil Canell
J.P. Morgan Securities
NewYork

neil.canell@jpmorgan.com
(212) 272-0777
jpmorgansecurities.com/
canellgroup

$15m Typical Account Size
$3,300m Total Assets

Greg DelMonte
Stifel
New York

gregory.delmonte@stifel.com
(212) 328-1645
delmonte-group.com

$1m Typical Account Size
$1,550m Total Assets

Anthony Dertouzos
Morgan Stanley
NewYork

anthony.dertouzos@
morganstanleypwm.com
(212) 761-8565
pwm.morganstanley.com/
magellangroup

$20m Typical Account Size
$3,815m Total Assets

R. Christopher Errico
UBS PrivateWealth
Management
NewYork

christopher.errico@ubs.com
(212) 821-7150
financialservicesinc.ubs.com/
team/erricopartners/
meetourteam.html

$10m Typical Account Size
$2,392m Total Assets

Marc Fischer
Graystone Consulting
Rochester

marc.r.fischer@msgraystone.
com
(585) 389-2271
morganstanleygc.com/ftc

$40m Typical Account Size
$2,963m Total Assets

Jason Katz
UBS Financial Services
NewYork

jason.m.katz@ubs.com
(212) 713-9201
ubs.com/team/katz

$5m Typical Account Size
$3,011m Total Assets

Gerard Klingman
Klingman &Associates
NewYork

gklingman@klingmanria.com
(212) 867-7647
klingmanria.com

$10m Typical Account Size
$2,565m Total Assets

Jonathan Kuttin
KuttinWealthManagement
Hauppauge

jonathan.s.kuttin@ampf.com
(631) 770-0335
ameripriseadvisors.com/team/
kuttin-wealth-management

$1m Typical Account Size
$2,913 TeamAssets

JoshuaMalkin
Morgan Stanley Private
Wealth
NewYork

joshua.d.malkin@
morganstanleypwm.com
(212) 893-6530
pwm.morganstanley.com/
themalkingroup

$10m Typical Account Size
$1,298m Total Assets

Ira Mark
RBCWealthManagement
NewYork

ira.mark@rbc.com
(212) 703-6033
themark-bergergroup.com

$10m Typical Account Size
$3,300m Total Assets

FrankMarzano
GMAdvisory Group
Melville

fmarzano@gmadvisorygroup.
com
(631) 227-3900
gmadvisorygroup.com

$20m Typical Account Size
$3,650m Total Assets

LeoMarzen
Bridgewater Advisors
NewYork

lmarzen@bridgewateradv.com
(212) 221-5300
bridgewateradv.com/team/
leo-marzen

$5m Typical Account Size
$1,525m Total Assets

Justin McCarthy
MarinerWealth Advisors
NewYork

justin.mccarthy@
marinerwealthadvisors.com
(212) 869-5900
marinerwealthadvisors.com

$2.87m Typical Account Size
$1,169m Total Assets

EdMoldaver
Stifel
New York

ed.moldaver@stifel.com
(212) 328-1677
moldaverlee.com

$10m Typical Account Size
$6,600m Total Assets

DeborahMontaperto
Morgan Stanley Private
Wealth
NewYork

deborah.d.montaperto@
morganstanleypwm.com
(212) 761-8934
pwm.morganstanley.com/
polkwealthmanagementgroup

$50m Typical Account Size
$27,250m Total Assets

John Olson
Merrill LynchWealth
Management
NewYork

john_olson@ml.com
(212) 303-4010
fa.ml.com/new-york/new-york/
theolsongroup

$8m Typical Account Size
$1,848m Total Assets

Geri Eisenman Pell
PellWealth Partners
Rye Brook

geri.e.pell@ampf.com
(914) 253-8800
ameripriseadvisors.com/team/
pell-wealth-partners

$2.5m Typical Account Size
$1,338m Total Assets

Lyon Polk
Morgan Stanley Private
Wealth
NewYork

lyon.polk@morganstanleypwm.
com
(212) 761-0867
pwm.morganstanley.com/
polkwealthmanagementgroup

$50m Typical Account Size
$27,250m Total Assets

Emily Rubin
UBS Financial Services
NewYork

emily.rubin@ubs.com
(212) 333-8920
financialservicesinc.ubs.com/
team/kramerfinancialgroup

$10m Typical Account Size
$1,300m Total Assets

Shawn Rubin
Morgan Stanley PWM
NewYork

shawn.rubin@
morganstanleypwm.com
(212) 893-6322
pwm.morganstanley.com/
abacusgroup

$10m Typical Account Size
$3,044m Total Assets

Richard Saperstein
Treasury Partners
NewYork

rsaperstein@treasurypartners.
com
(917) 286-2777
treasurypartners.com

$25m Typical Account Size
$16,250m Total Assets

Evan Steinberg
Morgan Stanley
NewYork

evan.steinberg@
morganstanleypwm.com
(212) 893-7501
morganstanleypwa.com/sfgroup

$8m Typical Account Size
$2,335m Total Assets

Robert Stolar
Morgan Stanley Private
Wealth
NewYork

robert.stolar@morganstanley.
com
(212) 761-8138
advisor.morganstanley.com/
family-wealth-group

$50m Typical Account Size
$3,150m Total Assets

Michael Taggart
J.P. Morgan Securities
NewYork

michael.taggart@jpmorgan.com
(212) 272-2044
jpmorgansecurities.com/
taggartgroup

$10m Typical Account Size
$850m Total Assets

Ron Vinder
Morgan Stanley Private
Wealth
NewYork

ron.vinder@
morganstanleypwm.com
(212) 503-2365
advisor.morganstanley.com/
the-vinder-group

$50m Typical Account Size
$7,752m Total Assets

ElizabethWeikes
J.P. Morgan Securities
NewYork

elizabeth.weikes@jpmorgan.com
(212) 272-9214
jpmorgansecurities.com/weikes

$25m Typical Account Size
$3,600m Total Assets

Richard Zinman
Morgan Stanley
NewYork

richard.zinman@
morganstanleypwm.com
(212) 761-8451
morganstanleypwa.com/
magellangroup

$20m Typical Account Size
$3,821m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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out she’d become. “I chose to disen-
gage entirely because I had so much
on my plate,” she says. With the help
of her financial advisor, and ex-hus-
band, she has become reacquainted
with her finances and now knows
where things stand “down to the
penny,” she says. In the process, she’s
ramped up her charitable giving, in-
corporated environmental, social, and
governance values into her portfolio,
and gotten more proactive about fi-
nancial decisions related to her busi-
ness.

EQUA L T R E ATMEN T,
D I F F E R EN T APPROACH
So, what do women need that’s differ-
ent? Advisors say—and studies sup-
port this—that when it comes to big
money moves, and investing in partic-
ular, women tend to consider their
decisions in the context of their over-
all lives, as opposed to looking at in-
vestment returns or other key num-
bers at face value.

“Men are usually more focused on
returns, and women are more focused
on security,” says Moddasser. “So if
you’re talking to a male advisor and
he keeps pressing you on how some-
thing is undervalued or has a certain
standard deviation, they’re speaking
completely different languages.”

Sometimes they really are speaking
a different language. “One of the
problems with the industry is that
there’s a vernacular, there are more
acronyms than I think in any other
industry,” Byrnes says. “And if I start

throwing acronyms at you, I’ve lost
you.”

What can happen, she says, is
women are embarrassed or don’t
want to slow down the conversation
by asking too many questions. At the
same time, they tend to want to get
more information before they make
big financial decisions.

“Once women have the informa-
tion needed to make a well-informed
decision, and that’s an important
thing, their investment profile is rela-
tively similar to that of men,” says
Zakrzewski. When women don’t get
adequate answers, however, they are
likely to hold onto too much cash. In
the BCG study, women had 30% of
their holdings in slower-growth as-
sets. That can lead to a wealth deficit
that is exacerbated by longer life
spans.

”Studies show that women are not
more risk averse, but rather men are
overconfident, which is why women
are often better long-term investors,”
says Moddasser. “They don’t chase
returns, they chase security.”

“With our good friends and part-
ners, we talk about our dreams all the
time, but we don’t talk about the
money,” says Elizabeth Ortiz, 41, who
is an assistant professor of communi-
cations and co-owns a restaurant with
her husband. “With financial advi-
sors, you traditionally talk about
money but not your dreams, and it’s
like wait a minute: We should proba-
bly talk about those things together
for the best future.” B

one thing that was very easy to slice
off were the finances.”

Women face many obstacles when
it comes to managing their money,
but some of the biggest barriers are
self-imposed. Women are juggling
more than their share of responsibili-
ties—perhaps now more than ever,
given the disproportionate impact of
Covid-19—and if they can delegate
money management to their spouses,
all the better.

It’s one thing to step back from
routine money matters, but the stakes
are too high to keep key financial is-
sues at arm’s length. “There’s a differ-
ence between delegation and abdica-
tion,” says Polito. “You don’t have to
know everything about the markets
or every aspect of financial services,
but you do have to have your own
road map of your financial life.” (See
page S12 for advice on managing
money from your 20s through your
50s.)

There are myriad reasons women
should engage with their finances.
For people who are married, equal
participation in major financial deci-
sions can have benefits beyond the
bank account.

“The more successful couples I
know schedule a date, once a month, to
sit down to discuss strategies, big pur-
chases coming up, when are they going
to retire, and what are they going to do
in retirement,” says UBS financial ad-
visor Tracy Byrnes. “In this busy
world, that’s really important.”

Couples who are on the same page

about money matters tend to fight
less, and feel more in sync on their
bigger life goals. “One of the main
reasons people divorce is because
they don’t communicate about
money,” says Ballou, who won’t work
with couples unless they both partici-
pate. “I saw early on in my career that
even those with the best intentions
couldn’t really know the minds and
hearts of their partners. and how
their goals and viewpoints might
evolve. More than one client has men-
tioned that I might have saved their
marriage.”

The importance of money in rela-
tionships is a common refrain. “I
don’t know if I would be with my
husband today if my relationship to
finances was what it was in my early
20s,” says Hannah Carpenter, 35, a
film editor who moved to New York
after college. Carpenter got serious
about budgeting and saving when a
co-worker introduced her to her
mother, financial advisor Rosemarie
Dios at UBS. By the time Carpenter
met her now-husband, she was saving
and investing regularly. Her husband
earns more and came to the marriage
with more assets, she says, but it’s a
marriage of financial equals because
of the steps she took to be indepen-
dent. “That was important to both of
us,” she says.

Whether single, married, divorced,
or widowed, knowing where you
stand financially is empowering.
When Shorr Klien divorced this
spring, she realized just how checked

“I’m good withmanagingmoney that I have,
but I didn’t fully understand how to invest
to havemore of it in the future.”
Elizabeth Ortiz

“I grew up in a family that was extremely
frugal, but moneymanagement wasn’t part
of the conversation.”
Hannah Carpenter

G U I D E T O W E A LT H

“Financial planning is like that closet you
haven’t quite gotten around to cleaning,
but you know you should.”
Anne Alexander

“After I got married, I realized I wasmaking
moremoney than he was, and I wanted to
take the reins on investing.”
Mabe Rodríguez
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NORTH CAROLINA

Mike Absher
AbsherWealthManagement
Chapel Hill

mike@absherwealth.com
(919) 283-2340
absherwealth.com

$1.5m Typical Account Size
$474m Total Assets

Mike Bell
Edward Jones
Hickory

mike.bell@edwardjones.com
(828) 328-8111

$0.8m Typical Account Size
$387m Total Assets

R. Neil Stikeleather
Bank of AmericaMerrill
Lynch
Charlotte

neil.stikeleather@ml.com
(704) 705-3233
fa.ml.com/
stikeleatherandassociates

$0.75m Typical Account Size
$461m Total Assets

OHIO

Randy Carver
Raymond James
Mentor

randy.carver@raymondjames.
com
(440) 974-0808
carverfinancialservices.com

$1m Typical Account Size
$1,560m Total Assets

Charles Dankworth
UBS Financial Services
NewAlbany

charles.dankworth@ubs.com
(614) 939-2202
ubs.com/team/
theonecolumbusgroup

$6m Typical Account Size
$1,116m Total Assets

Valerie Newell
MarinerWealth Advisors
Cincinnati

valerie.newell@
marinerwealthadvisors.com
(513) 618-3040
marinerwealthadvisors.com

$3m Typical Account Size
$3,250m Total Assets

Thomas Robertson
Graystone Consulting
Columbus

thomas.g.robertson@
morganstanley.com
(614) 460-2754
graystone.morganstanley.com/
graystone-consulting-the-
robertson-group

$2.5m Typical Account Size
$2,994m Total Assets

Daniel Roe
Budros, Ruhlin & Roe
Columbus

droe@b-r-r.com
(614) 481-6900
B-R-R.com

$5m Typical Account Size
$2,808m Total Assets

David Singer
The Evelo/Singer/Sullivan
GroupMerrill PrivateWealth
Cincinnati

david_singer@ml.com
(513) 579-3889
pwa.ml.com/evelosingersullivan

$15m Typical Account Size
$3,634m Total Assets

Linnell Sullivan
The Evelo/Singer/Sullivan
GroupMerrill PrivateWealth
Cincinnati

linnell_sullivan@ml.com
(513) 579-3890
pwa.ml.com/evelosingersullivan

$7.5m Typical Account Size
$1,490m Total Assets

OKLAHOMA

Steve Jelley
Merrill LynchWealth
Management
Tulsa

steve_jelley@ml.com
(918) 496-7407
fa.ml.com/CJU_Associates

$4.5m Typical Account Size
$950m Total Assets

Jana Shoulders
MarinerWealth Advisors
Tulsa

jana.shoulders@
marinerwealthadvisors.com
(918) 991-6910
marinerwealthadvisors.com/
why-us/people/jana-shoulders

$3.05m Typical Account Size
$1,981m Total Assets

OREGON

Judith McGee
Raymond James Financial
Services
Portland

judith.mcgee@raymondjames.
com
(503) 597-2222
mcgeewm.com

$1m Typical Account Size
$648m Total Assets

PENNSYLVANIA

Patti Brennan
Key Financial, Inc.
West Chester

pbrennan@keyfinancialinc.com
(610) 429-9050
keyfinancialinc.com

$2m Typical Account Size
$1,061m Total Assets

WilliamH. Brown, Jr.
Merrill Lynch
Sewickley

william_brownjr@ml.com
(412) 749-7912
fa.ml.com/
thebrownhurrayplantzgroup

$4m Typical Account Size
$1,188m Total Assets

Michael Henley
Brandywine Oak Private
Wealth
Kennett Square

mhenley@brandywineoak.com
(484) 785-0040
brandywineoak.com

$2.5m Typical Account Size
$863m Total Assets

Michael Hirthler
Jacobi Capital Management
Wilkes-Barre

mhirthler@jacobicapital.com
(570) 826-1801
jacobicapital.com

$3m Typical Account Size
$1,279m Total Assets

Barbara Hudock
Hudock Capital Group
Williamsport

bhudock@hudockcapital.com
(570) 326-9500
hudockcapital.com

$1m Typical Account Size
$536m Total Assets

James Meredith
Hefren-Tillotson
Pittsburgh

MeredithGroup@hefren.com
(412) 633-1986
Hefren.com/meredith-group

$2m Typical Account Size
$1,725m Total Assets

J Douglas Moran
Merrill LynchWealth
Management
Wayne

jdouglas_moran@ml.com
(610) 687-7925
fa.ml.com/JDM

$3.2m Typical Account Size
$552m Total Assets

John J. Parker, Sr.
Wells Fargo Advisors
Philadelphia

john.j.parker@wfadvisors.com
(215) 564-8487
ppwmg.com

$5m Typical Account Size
$1,650m Total Assets

Peter Sargent
JanneyMontgomery Scott
Yardley

psargent@janney.com
(267) 685-4205
sargentwealthmanagement.com

$2m Typical Account Size
$673m Total Assets

Craig B. Schwartz
Wells Fargo Advisors
Philadelphia

craig.schwartz@wfadvisors.com
(215) 636-1480
signaturecapital.wfadv.com/
Craig-Schwartz.e114918.htm

$2.5m Typical Account Size
$959m Total Assets

John Solis-Cohen
Wells Fargo Advisors
Jenkintown

john.solis-cohen@wfadvisors.
com
(215) 572-4276
home.wellsfargoadvisors.com/
john.solis-cohen”

$5m Typical Account Size
$1,435m Total Assets

Rob Thomas
MarinerWealth Advisors
State College

rob.thomas@
marinerwealthadvisors.com
(814) 867-2050
marinerwealthadvisors.com/
why-us/people/rob-thomas

$0.18m Typical Account Size
$1,667m Total Assets

RHODE ISLAND

MalcolmMakin
Raymond James
Westerly

mmakin@ppgadvisors.com
(401) 596-2800
ppgadvisors.com

$1.5m Typical Account Size
$1,304m Total Assets

David Reiser
J.P. Morgan Securities
Providence

david.reiser@jpmorgan.com
(203) 722-9900
jpmorgansecurities.com/
reiserwmgroup

$2m Typical Account Size
$438m Total Assets

Matthew Young
Richard C. Young & Co.
Newport

info@younginvestments.com
(401) 849-2137
younginvestments.com

$1.7m Typical Account Size
$1,163m Total Assets

SOUTH CAROLINA

Ronnie Dennis
Merrill Lynch
Columbia

ronnie_dennis@ml.com
(803) 733-2180
fa.ml.com/ek

$20m Typical Account Size
$4,799m Total Assets

RichardMigliore
Merrill Lynch
Columbia

richard_migliore@ml.com
(803) 733-2126
fa.ml.com/ek

$10m Typical Account Size
$4,799m Total Assets

TENNESSEE

Jeff Dobyns
Southwestern Investment
Group
Franklin

jeff.dobyns@
swinvestmentgroup.com
(615) 861-6102
swinvestmentgroup.com

$3m Typical Account Size
$467m Total Assets

Christi Edwards
Morgan Stanley
Nashville

christi.edwards@morganstanley.
com
(615) 298-6554
advisor.morganstanley.com/
the-edwards-pharris-group

$4m Typical Account Size
$977m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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Polito, divisional vice chairman at
UBS Global Wealth Management. But
those longer-term decisions, which
relate to investments, insurance, and
estate planning, have the greatest
consequences—particularly for
women. Eight out of 10 women end
up solely responsible for their fiances
at some point in their lives, says
Polito.

Women also have less room for
error on big financial decisions. “We
tend to live longer, get paid less, and
go in and out of the workforce,” says
Carrie Schwab-Pomeranz, board
chair and president of the Charles
Schwab Foundation. On average,
women have significantly less saved
for retirement than men, according to
the latest data from the Transamerica
Center for Retirement Studies. Nearly
a third report having saved less than
$10,000 or nothing at all.

What’s holding women back? It
isn’t a lack of competency. Multiple
studies have shown that when
women do take the reins on invest-
ment decisions, they outperform men
by one to two percentage points a
year, on average. Rather, a combina-
tion of factors perpetuate the gender
gap. Some are societal, some are insti-
tutional. But all need to be disman-
tled. Barron’s spoke with advisors,
researchers, and women to better
assess the problem and offer some
solutions.

T R AD I T I O NA L G END ER
RO L E S P ERS I S T
Women have made significant leaps
over the past several decades, but
longstanding gender roles continue to
influence how they think and talk
about money. “It boils down to finan-
cial education, which is still not of-
fered or required in most schools,”
says Lynn Ballou, a senior wealth
advisor and partner with EPWealth
Advisors in Lafayette, Calif. “We say
make sure kids learn a foreign lan-
guage, but we never say let’s teach our
kids about money.”

The responsibility then falls on
parents, and in many households
women are taught, whether explicitly
or by example, to not talk about fi-
nances. “We still hear about clients
who give their sons a thousand dol-
lars to try some stock picking, but
don’t have their daughters do the
same,” says Kathryn George, a part-

ner and chairwoman of the Brown
Brothers Harriman’s Center for
Women andWealth. “When we ask
why, they say because she’s not inter-
ested. Well, maybe she’s not interested
because you’re not talking about it
with her.”

The problem becomes self-perpetu-
ating, and can have long-lasting ef-
fects. In a survey of people ages 16 to
25, Schwab found that young women
aren’t lacking in financial grit. Rela-
tive to their male peers, they’re more
likely to take on extra work, for exam-
ple, and follow a financial plan. Yet
twice as many men said they would
invest spare cash; women were more
likely to keep that money in checking
and savings accounts.

“There needs to be better commu-
nication between parents and the next
generation,” says George. “People, and
especially people who have money,
don’t talk about it. So kids don’t un-
derstand savings or compounding,
and all of those basic skills that are
the underpinning to investing.”

Money was not something Mabe
Rodríguez, 52, learned about at home.
“Finances were always managed by
my dad,” she says. Even so, she got a
“deep appreciation for cash flow”
when she visited her grandparents in
Venezuela, and they trusted her to
help them pay bills and balance their
checkbook. When she landed a job at
Procter & Gamble in her early 20s,
she got serious about saving and in-
vesting. “I had three goals: One was to
buy my own house; two was to pay for
my children’s education; and three
was to retire by the age of 50.”

Rodríguez retired at 46, and has
since held multiple leadership posi-
tions at various institutions and non-
profits in Cincinnati.

WEA LTH ADV I S ORS
COU LD DO B E T T E R
That women are a key segment isn’t
lost on the wealth management in-

dustry. Over the past decade, there
has been a groundswell of women-
specific studies, products, and mar-
keting campaigns. “But these efforts
are still too superficial,” says Anna
Zakrzewski, a partner and global
leader of wealth management at Bos-
ton Consulting Group.

In a comprehensive study, BCG
concluded that the wealth manage-
ment industry is still missing the
mark when it comes to meeting the
needs of female clients.

Among other issues, 30% of
women surveyed by BCG said they
believe advisors speak with them
differently because of their gender. In
one blatant example, “a wealthy
woman, who is a high earner, told us
about an advisor who, during the first
meeting, spoke primarily to her hus-
band and then sent follow-up docu-
ments addressed only to him. She
received a charm bracelet,” says
Zakrzewski.

“There are a lot of firms out there
that say they cater to women and they
basically changed the font to pink,
but that’s just not going to cut it,”
adds Moddasser.

To be fair, there are many male
advisors who have terrific rapport
with their female clients. Still, the
industry is going to be prone to biases
and communication misfires if it con-
tinues to be dominated by men.

“A big part of the problem is that
most advisors are men,” says Julie
Knight, an advisor with Janney Mont-
gomery Scott in Allentown, Pa. That
isn’t surprising given longstanding

gender roles, she says. The problem is
persistent: Fewer than 20% of all ad-
visors are women; the same percent-
age as advisors over 65. In other
words, there isn’t an influx of youn-
ger women advisors. “We need to get
more female advisors in our indus-
try,” she says.

Women don’t want to be patron-
ized, but they do have different needs
and communication preferences. A
study by Coqual, a global think tank
focused on diversity and inclusion,
found that women want to work with
advisors who are sensitive to their
time constraints (for example, no
thank you to the golf outing), and
who take the time to learn about their
clients’ values, aspirations, and fam-
ily situations—and incorporate all
that information into their recom-
mendations.

The impression many women have
of financial advice is “men smoking
cigars and talking to their brokers,”
says Anne Alexander, 56, who began
working with Knight after getting a
divorce and getting downsized from
her publishing job. “What you really
want to do is talk to somebody who
can help you get your financial life in
order and say, ‘Here’s where you are,
and this is how you can get where you
want to go.’ ”

WOMEN HAV E A LO T
ON TH E I R P L AT E S
Lesley Shorr Klein says she’ll never
forget the advice she got when she
graduated from college and got her
first job. “My roommate’s father sat
us down and said, ‘Enroll in your
401(k), open an IRA, and invest every
month,” says Shorr Klein, 51. She
took that advice to heart, saved con-
sistently, and even bought a few indi-
vidual stocks.

Her enthusiasm for investing con-
tinued after she got married. “But
then life got crazy. We had kids, and I
left my corporate job to start my own
recruiting business,” she says. “The

“I hear over and over again frommy female clients
that they are embarrassed because they don’t
understand their finances—and these are
highly successful women.”
Julie Knight, Janney Montgomery Scott

“I’m really proud of that I’ve been able to recapture
control of all of my finances, understand what’s
going on, andmake educated choices.”
Lesley Shorr Klein

S22 BARRON’S December 7, 2020

SPECIAL ADVERTISING SECTION

TENNESSEE, CONT.

Malcolm Liles
Baird
Nashville

mliles@rwbaird.com
(615) 341-7015
lilesgroup.com

$4m Typical Account Size
$1,183m Total Assets

Jason Pharris
Morgan Stanley
Nashville

Jason.Pharris@MorganStanley.
com
(615) 298-6555
fa.morganstanley.com/
theedwardspharrisgroup

$4m Typical Account Size
$1,003m Total Assets

TEXAS

Richard Ashcroft
Baird
Houston

Rashcroft@rwbaird.com
(713) 973-3800
bairdretirementmanagement.
com/the-ashcroft-pesek-group

$4m Typical Account Size
$2,000m Total Assets

Bonner Barnes
Corda Investment
Management
Houston

bonner@cordamanagement.com
(713) 439-0665
cordamanagement.com

$0.85m Typical Account Size
$1,163m Total Assets

Carl Fuhrmann III
Merrill LynchWealth
Management
San Antonio

carl_fuhrmanniii@ml.com
(210) 805-2981
fa.ml.com/fuhrmann_hayne

$3.5m Typical Account Size
$940m Total Assets

Ira Kravitz
UBS Financial Services
Plano

ira.kravitz@ubs.com
(469) 440-0547
financialservicesinc.ubs.com/
team/kravitzgroup

$5m Typical Account Size
$827m Total Assets

Alexander Ladage
UBS Financial Services
Austin

alex.ladage@ubs.com
(512) 479-5287
financialservicesinc.ubs.com/fa/
alexladage

$10m Typical Account Size
$1,046m Total Assets

TommyMcBride
Merrill Lynch
Dallas

thomas_mcbride@ml.com
(214) 750-2004
fa.ml.com/mcbride

$7.5m Typical Account Size
$1,593m Total Assets

JohnMerrill
Tanglewood TotalWealth
Management
Houston

jmerrill@tanglewoodwealth.com
(713) 840-8880
tanglewoodwealth.com

$2.5m Typical Account Size
$978m Total Assets

NelsonMurray
Morgan Stanley
Houston

nelson.murray@morganstanley.
com
(713) 966-2135
advisor.morganstanley.com/
nelson.murray

$4m Typical Account Size
$1,700m Total Assets

Darrell Pennington
PenningtonWealth
Management
Houston

darrell.r.pennington@ampf.com
(713) 332-4422
penningtonwealth.com

$1.5m Typical Account Size
$1,245m Total Assets

Richard Piatas
Merrill LynchWealth
Management
Frisco

richard.piatas@ml.com
(940) 297-6990
fa.ml.com/texas/frisco/
thepiatasgroup

$1m Typical Account Size
$3,199m Total Assets

R. Scot Smith
Morgan Stanley
Dallas

scot.smith@morganstanley.com
(214) 696-7064
fa.morganstanley.com/scot.
smith

$3m Typical Account Size
$666m Total Assets

Scott Tiras
TirasWealthManagement
Houston

scott.b.tiras@ampf.com
(713) 332-4400
tiraswealth.com

$4m Typical Account Size
$2,270m Total Assets

VIRGINIA

Stephan Cassaday
Cassaday & Company
McLean

steve@cassaday.com
(703) 506-8200
cassaday.com

$1.5m Typical Account Size
$3,298m Total Assets

Tristan Caudron
CaudronMegary Blackburn
WealthManagement Group of
Wells Fargo Advisors
Alexandria

tristan.caudron@wfadvisors.
com
(703) 739-4545
CaudronMegaryBlackburn.com

$1.8m Typical Account Size
$1,688m Total Assets

Simon Hamilton
Baird
Reston

gssmith@rwbaird.com
(571) 203-1600
thewiseinvestorgroup.com

$1.4m Typical Account Size
$2,226m Total Assets

Susan Kim
Ameriprise Financial
Vienna

soo.m.kim@ampf.com
(703) 226-2300
ameripriseadvisors.com/
soo.m.kim

$1.5m Typical Account Size
$1,578m Total Assets

Jeff LeClair
Wells Fargo Advisors
McLean

jeff.leclair@wellsfargo.com
(703) 582-6440
leclairlemlihapproach.com

$10m Typical Account Size
$1,390m Total Assets

Hanane Lemlih
Wells Fargo Advisors
McLean

hanane.lemlih@wellsfargo.com
(202) 957-9095
leclairlemlihapproach.com

$10m Typical Account Size
$1,390m Total Assets

Aashish Matani
Merrill Lynch
Norfolk

aashish_matani@ml.com
(757) 446-4045
fa.ml.com/virginia/norfolk/
theahmgroup

$4m Typical Account Size
$1,310m Total Assets

JosephMontgomery
The Optimal Service Group of
Wells Fargo Advisors
Williamsburg

joe.montgomery@
wellsfargoadvisors.com
(757) 220-1782
optimalservicegroup.com

$7m Typical Account Size
$17,044m Total Assets

Ryan Sprowls
AlexandriaWealth
Management Group of
Wells Fargo Advisors
Alexandria

ryan.sprowls@
wellsfargoadvisors.com
(703) 739-1439
AlexandriaWMG.com

$2m Typical Account Size
$1,388m Total Assets

WASHINGTON

Shari Burns
United Capital Seattle, a
Goldman Sachs Company
Seattle

pfm.seattle@gs.com
(206) 583-8300
goldmanpfm.com/seattle

$5.2m Typical Account Size
$1,718m Total Assets

Randall Linde
AGPWealth Advisors
Renton

randall.s.linde@ampf.com
(425) 228-1000
agpwealthadvisors.com

$0.88m Typical Account Size
$2,088m Total Assets

Michael D. Maroni
Merrill Lynch
Seattle

Mike_maroni@ml.com
(206) 855-4460
fa.ml.com/washington/seattle/
pnpunit

$3m Typical Account Size
$961m Total Assets

Michael Matthews
UBS PrivateWealth
Management
Bellevue

m.matthews@ubs.com
(425) 451-2350
ubs.com/team/
thematthewsgroup

$5m Typical Account Size
$1,559m Total Assets

Erin Scannell
Ameriprise Financial
Mercer Island

erin.j.scannell@ampf.com
(425) 709-2345
heritage-wealth.com

$2m Typical Account Size
$2,870m Total Assets

WISCONSIN

Andrew Burish
UBS Financial Services
Madison

andrew.burish@ubs.com
(608) 831-4282
ubs.com/team/burishgroup

$2m Typical Account Size
$3,591m Total Assets

Michael Smith
Michael Smith &Associates
Stevens Point

michael.e.smith@ampf.com
(715) 341-6657
ameripriseadvisors.com/team/
michael-smith-associates

$0.85m Typical Account Size
$543m Total Assets

Participation in this section is only open to advisors who have been listed in our editorial rankings. Advisors
pay a fee to be included in this reprint. Participation in this section has no bearing on the outcome of our
rankings. Assets are tied to the most recent ranking. For more information, visit barrons.com/guide.
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I
t has been 40 years since Enjoli
perfume proclaimed that women
can “Bring home the bacon, fry it
up in a pan,” and women haven’t

only made big strides in equal pay
and opportunity, they control 32% of
global wealth and more than half of
U.S. personal wealth.

Yet, whether because of deeply-en-
trenched gender roles, a lack of time,
interest, or understanding—or some
combination of the above—women of
all ages, education levels, and income
brackets are still behind the times
when it comes to taking control of
their big-picture financial decisions.

“As a society, we don’t think it’s
very sexy when women talk about
money,” says Haleh Moddasser, a
senior financial advisor at Stearns
Financial Group in Chapel Hill, N.C.,
and author of several books about
women and money. She thought this
might have just been the case among
her baby boomer peers and clients,
but apparently not. “I had a woman
working for me who was in her 20s,
and she ended up changing her online
dating profile to take out ‘financial
advisor.’ ”

Are we generalizing? You bet. But
as loathsome as the notion of stereo-
typing women as being no-good-at-
the-money-stuff is, there’s an alarm-
ing amount of data demonstrating
that women in general simply don’t
engage with their finances often, or
thoroughly, enough.

“This is the really sad part of this
whole thing: You’d think we’d make
some progress, and we haven’t,” says
Valerie Newell, a principal and senior
wealth advisor with Mariner Wealth
Advisors in Cincinnati. In fact, her
affluent millennial clients are among
the worst offenders, she says. Many
say they just aren’t interested, or
don’t see the urgency. “Younger
women never think that bad things
are going to happen,” she says.

In a recent survey of nearly 3,000
Americans by UBS Global Wealth
Management, half of married women,
and 54% of married millennial
women, said they defer to their hus-
bands when it comes to long-term
financial decisions.

“It’s not that women aren’t engaged
in their financial well-being, but our
research shows they’re more engaged
in short-term money matters than the
longer-term decisions,” says Paula

s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s s

WHAT’S HOLDING
WOMEN BACK?
Women control more wealth than men, but too many haven’t taken their rightful
seat at the table when it comes to investing and other key financial decisions
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Below is a reprint of select firms from Barron’s Top
100 RIA firms ranking who are actively taking on
new clients. For more information on them and
other ranked advisors, visit barrons.com/guide.

TOP RIA FIRMS

1919 Investment Counsel
Baltimore, MD

info@1919ic.com
(410) 454-5719
1919ic.com

42 Advisors | 9 Offices

$15.12b Total Assets
$1mAccount Minimum

Advance Capital Management
Southfield, MI

jhall@acadviser.com
(248) 350-8543
acadviser.com

20Advisors | 5 Offices

$2.96b Total Assets
$0Account Minimum

Balasa Dinverno Foltz LLC
Itasca, IL

info@bdfllc.com
(800) 840-4740
bdfllc.com

28 Advisors | 3 Offices

$4.60b Total Assets
$138.62mAccount Minimum

Cary Street Partners
Richmond, VA

kara.valentine@carystreetpartners.com
(804) 228-4693
carystreetpartners.com

42 Advisors | 13 Offices

$2.9b Total Assets
$100kAccount Minimum

Chevy Chase Trust
Bethesda, MD

info@chevychasetrust.com
(240) 497-5008
chevychasetrust.com

15 Advisors | 1 Office

$32b Total Assets
$3mAccount Minimum

Churchill Management Group
Los Angeles, CA

info@churchillmanagement.com
(877) 937-7110
www.churchillmanagement.com

45 Advisors | 41 Offices

$6.55b Total Assets
$750kAccount Minimum

Edelman Financial Engines
Sunnyvale, CA

PRTeam@EdelmanFinancialEngines.
com
(857) 305-8564
www.edelmanfinancialengines.com

332 Advisors | 163 Offices

$229b Total Assets
$5Account Minimum

EPWealth Advisors
Torrance, CA

bparker@epwealth.com
(310) 910-9477
epwealth.com

47 Advisors | 15 Offices

$6.93b Total Assets
$500kAccount Minimum

Gofen and Glossberg, LLC
Chicago, IL

info@gofen.com
(312) 828-1100
gofen.com

11 Advisors | 1 Office

$4.97b Total Assets
$1mAccount Minimum

Beacon Pointe Advisors
Newport Beach, CA

info@beaconpointe.com
(949) 718-1600
beaconpointe.com

94 Advisors | 16 Offices

$9.95b Total Assets
$1mAccount Minimum

CAPTRUST
Raleigh, NC

info@captrust.com
(800) 216-0645
captrust.com

275 Advisors | 52 Offices

$390b Total Assets
$500kAccount Minimum

CarsonWealth
Omaha, NE

rcarson@carsongroup.com
(888) 321-0808
carsonwealth.com

159 Advisors | 120 Offices

$11.90b Total Assets
$100kAccount Minimum

Hightower Advisors
Chicago, IL

businessdevelopment@
hightoweradvisors.com
(312) 962-3800
hightoweradvisors.com

178 Advisors | 105 Offices

$57b Total Assets
$1mAccount Minimum

Homrich Berg
Atlanta, GA

info@homrichberg.com
(404) 264-1400
homrichberg.com

52 Advisors | 4 Offices

$6.99b Total Assets
$1mAccount Minimum

IEQ Capital
Foster City, CA

info@ieqcapital.com
(650) 581-9807
ieqcapital.com

10 Advisors | 2 Offices

$10.8b Total Assets
$10mAccount Minimum

Kovitz
Chicago, IL

wealth@kovitz.com
(312) 334-7300
kovitz.com

35 Advisors | 4 Offices

$5.15b Total Assets
$1mAccount Minimum

MAI Capital Management
Cleveland, OH

info@mai.capital
(216) 920-4800
mai.capital

56 Advisors | 9 Offices

$7.17b Total Assets
$1mAccount Minimum

MarinerWealth Advisors
Leawood, KS

startyourjourney@
marinerwealthadvisors.com
(913) 647-9700
marinerwealthadvisors.com

346 Advisors | 40 Offices

$29.43b Total Assets
$100kAccount Minimum

PagnatoKarp | Cresset
Reston, VA

ppagnato@pagnatokarp.com
(703) 468-2700
pagnatokarp.com

46 Advisors | 8 Offices

$9.52b Total Assets
$10mAccount Minimum

Private Advisor Group
Morristown, NJ

startthedialogue@
privateadvisorgroup.com
(973) 538-7010
privateadvisorgroup.com

664 Advisors | 306 Offices

$21.22b Total Assets
$100kAccount Minimum

RegentAtlantic
Morristown, NJ

tholston@regentatlantic.com
973-524-4177
regentatlantic.com

25 Advisors | 2 Offices

$4.90b Total Assets
$1mAccount Minimum

Signature Estate & Investment
Advisors
Los Angeles, CA

bholmes@seia.com
(310) 712-2326
seia.com

20Advisors | 8 Offices

$11,209m Total Assets
$500kAccount Minimum

Snowden Lane Partners
NewYork, NY

info@snowdenlane.com
(646) 218-9760
snowdenlane.com

52 Advisors | 12 Offices

$2.49b Total Assets
$0Account Minimum

Sullivan, Bruyette, Speros &
Blayney
McLean, VA

info@sbsbllc.com
(703) 734-9300
sbsbllc.com

30Advisors | 2 Offices

$4.29 Total Assets
$1mAccount MinimumParticipation in this section is only open to advisors who have been listed in our editorial rankings. Advisors pay a fee to be

included in this reprint. Participation in this section has no bearing on the outcome of our rankings. Assets are tied to the most
recent ranking. For more information, visit barrons.com/guide.
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Women Back?
Women control more wealth than men,
but too many haven’t taken their rightful
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TommyMcBride
Managing Director

McBride & Associates
Merrill LynchWealthManagement

Max G. Manack
Sr. Vice President

Manack, Campbell & Associates
Merrill LynchWealthManagement

Paul A. Pagnato
Founder CEO
PagnatoKarp

Peter N. LaMuraglia
James E. Wilkie
Managing Partners

TrinityWealthManagement
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