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FOREWORD

Tom Burroughes, Group Editor, Family Wealth Report
The Family Wealth Report Awards are designed to recognize the people who
ensure that quality of service in this sector is high and continues to improve.
While there is plenty of commentary on the need for the sector to adopt a particular approach, the hard work of those who work with clients every day, and
who craft the technologies and business models to make wealth management
possible, needs to be saluted.
When times are uncertain, as they are following a momentous election in November 2016 and because of geopolitical changes further afield, it is all the
more necessary for clients to have top-notch advice. In eras such as these, the
value of great wealth management is tangible. And besides the material of daily
headlines, advisors to individuals and families must be on top of the impact of
changing demographics and trends in health and society. The desires of Millennial wealth holders to invest their assets in ways that “make a difference” are an
example; the need for advisors to be alert to problems posed for the older generation by cognitive decline or infirmity is another. And turning to investments,
the world may be starting to wean itself off an era of low or even zero interest
rates, but the challenges of trying to protect and grow wealth in such an environment remains tough.
To win one of the awards is therefore a sign that a firm and individual is special. And a point that the organizers of these awards stress is the rigorous judging process. Experts from across the industry come together. When deciding
whether to put a firm/individual on a shortlist and to pick eventual winners, or
commend those who have done particularly well, most of the weight in deciding
the result is based on the quality and relevance of an entrant’s written submission. Vitally, judges are divided into groups so that they do not judge persons/
firms in their own immediate segment so as to avoid conflicts of interest and
avoid access to potentially sensitive information. Just as important, if judges
think that a category or entrant is not suitable, or if a submission leaves unexplained details, they can refer this back to the entrants. The structure of the
awards is regularly reviewed. New categories are sometimes introduced, while
others are retired or melded with others. Readers can find the list of judges on
Family Wealth Report’s website.
Winning such an award is a high honor and is proof that a person or firm has
impressed their peers. It is no surprise these are keenly-sought accolades that
companies like to mention in marketing and publicity material. To be named
a winner of a Family Wealth Report award shows sustained commitment to
excellence; these awards are also, we hope, part of the incentive to strive for
ever-higher standards in future.
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OVERVIEW OF THE NORTH AMERICA WEALTH MANAGEMENT SECTOR
The past 12 months will live long in the
memory. The election of Donald J Trump
as US President, an event that would have
been unthinkable among the political chattering classes a few years’ ago, seems to still
dominate the airwaves, even affecting how
investors think about the most suitable way
to manage money. In such times it is all the
more important to consider underlying forces
at work that shape the wealth management
agenda. Within the US alone, an estimated
$36 trillion of wealth is expected to be transferred from estates to heirs between 2007 and
2061. At the ultra-high net worth end of the
spectrum, within the next 30 years, the total value of global UHNW wealth transferred
down through generations is estimated, according to one study, to reach nearly $16 trillion, an unprecedented amount.
This enormous shift of wealth, raising as it

does issues around what sort of preferences
and habits the “next generation” of HNW and
ultra-high net worth persons have, is arguably
the single-greatest force shaping the industry.
The editorial team at the firm organizing these
awards devote considerable time to issues
such as why wealthy Millennials are, or supposed to be, keen on areas such as “impact
investing”. By contrast, we consider the implications for estate planning around sensitive issues such as Alzheimer’s disease. Non-financial issues loom larger in wealth management,
such as family office constitutions, philanthropy and security. The past 12 months have seen
a rise in worry about cybersecurity and the vulnerabilities of banks and family offices.
The North America wealth sector has also
seen plenty of regulatory and tax-related uncertainties; as at the time of writing, the legislative agenda remains unclear, although it is

probable that even if the much-debated Department of Labor Fiduciary Rule is changed,
a move by advisors away from commissions
to a more fee-based model is coming to pass.
There may be changes to estate and other
taxes that could make the role of some tax
planners rather different.
And then there’s technology. “Fintech” is
now one of those additions to the wealth management lexicon. Subjects such as Artificial
Intelligence are being put into financial study
courses, and the automation of investment,
with the continued push for low-cost, “passive
products”, remain big themes. Maybe the
trend towards more “passive” investing may
hit a wall if markets falter.
What certainly can be said is that those
wealth managers who can keep calm amidst
the storms and changes are well placed to
profit from whatever opportunities arise.
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JUDGING PANEL

The 2017 Family Wealth Report Awards program was focused around three main category
groupings: experts (individuals and teams), products and services for wealth managers and
clients, and institutions of all sizes and types in the North American market.
Independence, integrity
and genuine insight are
the watchwords of the
judging process with the
judging panels made up
of some of the industry’s
top trusted advisors
and bankers.

JON CARROLL
Executive Director, Private Client Services,
Family Office Advisory
EY

DANIEL GOLDSTEIN
CEO and President
Folience (a Private Investment Trust)

DAVID C ALBRIGHT
Head of Client Development, Americas,
EMEA & APAC,
Northern Trust

MARY K DUKE
Independent Advisor to Families

JUDY GREEN
President
Family Firm Institute

WAYNE BOSSERT
Deputy Chairman
RBC Wealth Management

LISA FEATHERNGILL
Managing Director, Planning
Abbot Downing

THOMAS J HANDLER
Chairman, Advanced Planning and Family
Office Group
Handler Thayer

PATTI BOYLE
Founder, President
Boyle Consulting Group

JOSEPH FELONEY
Vice President and National Sales Manager
Columbia Threadneedle
Asset Management

DR. STEPHEN M HORAN
Managing Director
CFA Institute
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As part of the judging process, a shortlist was identified from the hundreds of entries
received for these awards and the judges met for a round-table discussion to agree
the winner for each category.
The judges were split into groups, dependent on their industry.
So trusted advisors were responsible for judging the private banking categories
and private bankers judged the trusted advisor categories.
This was to ensure that commercially sensitive information was kept
confidential and conflicts of interest were avoided.

GEMMA LEDDY
Partner-in-Charge
PKF O’Connor Davies Family Office

MARK E MCLAUGHLIN
Senior Managing Director, Product &
Services - Ascent Private Capital
Management of U.S. Bank

JOSEPH W REILLY JR
Family Office Advisor

THOMAS R LIVERGOOD
Founder and CEO
The Family Wealth Alliance

REBECCA A MEYER
Managing Director, Family Wealth Strategy
Pitcairn

APRIL RUDIN
Founder and President
The Rudin Group

JAMES H MCLAUGHLIN
Founder and CEO
J. H. McLaughlin & Co

STEPHEN E PROSTANO
Head of Family Wealth Advisors
Bank of the West Wealth Management
BNP Paribas Group

SIGRID SEIBOLD
Principal Capital Markets
KPMG
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WealthBriefing and its regional sister sites are the leading subscription-based
business intelligence services for the wealth management community, with
the latest news, analysis and in-depth features from around the globe.
Delivered straight to subscribers’ inboxes every day these services provide
need-to-know business intelligence in a convenient and easy-to-read format.
www.wealthbriefing.com

WealthBriefingAsia launched in 2009, is the only wealth management news
site focusing exclusively on the Asia-Pacific region.
www.wealthbriefingasia.com

Family Wealth Report - the content as with our other sites comes from both
our own dedicated editorial team as well as leading industry professionals,
helping subscribers stay on top of all the important developments relating
to wealth management, family offices, and the HNW/UHNW sectors in
North America.
www.fwreport.com

Compliance Matters is the key source of international news and analysis on
the latest regulatory initiatives within the private banking and wealth
management industry. Compliance Matters provides readers with exclusive
access to expert analysis and advice on how best to operate a business
within the legal bounds.
www.comp-matters.com

Offshore Red is the key monthly source of news and analysis relating to
international tax, trust and regulatory developments, with unique access to
a highly-qualified group of experts specialising in tax planning, legal and
financial services.
www.os-red.com

WEALTH MANAGEMENT & PRIVATE CLIENT EVENTS & AWARDS SERIES
An unrivalled thought-leadership platform, WealthBriefing’s events foster intellectual debate on the challenges and opportunities
facing the industry and are designed to be an optimal use of wealth managers’ precious time; they represent an excellent
networking opportunity and attendees also accrue valuable CPD hours. WealthBriefing has added to its offering for the global
private banking and wealth management communities by running six annual awards programmes for the private investment and
private client communities. The awards programmes are focussed around three main category groupings: experts (individuals and
teams); products and services for wealth managers and clients, and institutions of all sizes and types.

BESPOKE RESEARCH SERVICES
WealthBriefing has unrivalled access to the most senior wealth management professionals across the globe, meaning that our
research reports represent guides to future best practice as much as being barometers of current industry trends.

© 2017 ClearView Financial Media Ltd, Heathman’s House, 19 Heathman’s Road, London, SW6 4TJ, UK / Tel: +44 (0) 207 148 0188
info@clearviewpublishing.com / www.clearviewpublishing.com / VAT Reg No: 843 3686 09
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AVI SHARON
Principal
Blackstone, Multi-Asset Investing

WILLIAM TROUT
Senior Analyst
Celent

BRUCE WEATHERILL
Chief Executive
Weatherill Consulting

ERICH SMITH
Executive Director – Family Office,
BNY Mellon Wealth Management

LORAINE B TSAVARIS
Senior Client Advisor and Managing
Director
Rockefeller & Co

MICHAEL ZEUNER
Managing Partner
WE Family Offices
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WHERE
YOUR
FAMILY
COMES
FIRST

A multi-award winning, independent Canadian family
office and wealth advisory firm founded in 2011.
Dedicated to providing objective and unconflicted advice.
Industry leading access to institutional quality traditional
and alternative investment opportunities.
Expertise in financial and estate planning, family
governance, philanthropy, and succession issues.

For more information visit
www.northlandwealth.com
or call 1 (888) 760-6596
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MAKING A SPLASH WITH THOUGHT LEADERSHIP
Arthur Salzer, CEO tells Tom Burroughes from Family Wealth Report that
Northland Wealth was Built by Families for Families.

N

orthland Wealth Management was
founded in 2011 in Toronto, Canada
with the mission to always go above and
beyond for the families we serve. This means
providing families with more than they were currently receiving from the traditional Canadian
advisory channels - the banks and brokers. As
fiduciaries to the families we serve, we believe
that by providing professional and unbiased
advice in regards to a family’s financial and human capital combined with unfettered access
to leading traditional and alternative investment
managers and strategies can help families prevent the adage of “shirtsleeves-to-shirtsleeves
in three generations”. With offices in Markham,
Ontario and Calgary Alberta, we serve families
across Canada, Europe, the Caribbean and the
United States.
For the third consecutive year, Northland was
chosen as the Best Canadian Multi-Family Office. Along with this recognition, Northland was
also shortlisted for Best Outsourced CIO, while
Arthur Salzer, our CEO was shortlisted for the
categories of Leading Individual (MFO & MFO
Executive).

What is your firm’s extra factor that
explains why you won this award?
Being recognized as an industry thought-leader
is one of the ways that Northland differentiates
itself. We are fortunate to be sought by the national media and are featured on a regular basis
in Bloomberg, Reuters, BNN TV, and The Globe
& Mail. As well our Arthur Salzer, Northland’s
Founder & CEO is the Wealth Management columnist at Canada’s Financial Post Magazine.
We are fortunate to have been invited to participate and speak at a number industry events
over the past year:
• Marcus Evans – Global Investment
Summit, Montreux, Switzerland
o Presentation – Why the Great 30 Year 		
Bull Market is Over
o Attendees included the top pension funds
		 and family offices from Europe and North
		 America as well as Sovereign Wealth 		
Funds from the Middle East and Asia
• Campden Wealth - North American Family
Office Conference, Boston
o Panelist – Uncovering and Understanding
		 the Cost of a Family Office
• Markets Group – Private Wealth Canada
Forum, Toronto
o Moderator – Opportunistic Alternative 		
Investing
• IMN - Annual Real Estate Family Office 		
and Private Wealth Management Forum,
Miami
o Panelist – Defining Niche Investments
o Diversifying Your Portfolio, Strategically 		
and Tactically
We also share much of what we learn with
the families we serve in our quarterly newsletter
- The Artisan. Over the years we have we have
delved into important topics such as philanthro-

py, the difference between wealth management
and investment management, investing in secondary private equity funds and of course our
insights into the markets.
Lastly, our families appreciate Northland’s
open-architecture platform. Our ability to gain
accesses to the same alternative investment
opportunities and managers utilized by Canadian pension plans is a unique offering, as
these are not available through typical advisory
channels.
What specific qualities do your colleagues
have that helped you win?
The talent and dedication of everyone within
the firm to placing Northland’s families first and
foremost is incredibly important. Without exception, everyone believes in doing the right thing
for the families we serve. This includes providing objective advice surrounding delicate family
situations, which sometimes involves saying
things that the family may not wish to hear in
order for the family to meet its long-term objectives. Building these trusted relationships with
every family and all of its members is crucial to
the success of the family over generations and
therefore Northland’s.
We combine these deep relationships with
our extensive experience and expertise in areas such as investment management, financial planning, trust and estate planning, family
governance and education, philanthropy, and
succession issues.
Explain how you intend to stay out in front
of the competition.
Never to rest on our laurels, Northland is dedicating significant resources to training our
professionals through specialized education
programs offered by the Family Enterprise Exchange in Canada along with the Family Firm Institute in the United States. Our focus is to be a
family’s most-trusted advisor over generations.
At Northland we believe that families and
especially families in business are the backbone of economies and social wellbeing. As
we believe in giving back, Northland recently
committed $125,000 to the Family Enterprise
Exchange to further its goals of empowering
Canadian business families to succeed and
flourish.
What obstacles has your firm had to
overcome to be an award winner?
The family office industry in Canada is still in
its nascent stages, with the majority of advice
being provided to Canadians by commissioned
bank brokers or by firms selling proprietary
products. Unfortunately, this is what passes
for investment advice in Canada. Northland
Wealth’s biggest challenge has been to educate business families that there is an alternative to what passes as advice - a organization
that places its client families first by offering unbiased advice and an industry leading ‘open-architecture’ investment platform.

Explain areas where you are pushing
forward, such as new products and
services.
Additionally, Northland is in the process of creating 5 pooled funds which act as “fund-of-funds”
in various alternative asset class sectors. These
pools will allow investments in taxable as well
as tax sheltered accounts such as TSFAs and
RRSPs for Canadian investors. The areas of investment will be Private Equity, Private Credit/
Direct Lending, Credit, Real Assets (private real
estate/infrastructure) and Multi-Strategy. These
pools will be utilized exclusively only for Northland clients as a way to provide ‘best-in-class
access’ to a broad range of institutional quality
alternative asset managers.
What and who are your role models?
Role models are very important as they serve
as a reminder that others have wanted to make
a difference and have faced and ultimately
overcame their own unique challenges. Arthur
O’Shaughnessy said “We are the music makers, and we are the dreamers of dreams” which
was an important line in the movie Willy Wonka & the Chocolate Factory. Whether it is my
childhood heroes Gene Simmons of the rock
group KISS, Arnold Schwarzenegger or current
day Elon Musk, they all came from humble beginnings and have the dream and the desire
to make things happen. Surveying the financial landscape, we look to the great work that
Greycourt, Pitcairn and WE Family Offices are
achieving in the United States - they are leaders
and doing great things.
What will this award do for your business?
This is the third consecutive year we have been
recognized at the Family Wealth Report Awards.
While the effect is never immediate, the awards
provide significant credibility and exposure to
Northland Wealth. Families have begun to understand that there is a credible and superior
option away from Canada’s banks. Advisers
who wish to serve families in an unconflicted
way combined with a comprehensive investment and service platform have started to
approach Northland inquiring to join.
How does the award help you spread the
message about what you do?
By receiving recognition from Family Wealth Report as Canada’s Best Multi-Family Office for a
third consecutive year, provides independent,
third-party credibility to Northland Wealth. This
credibility is part of the reason that we are invited to speak at leading industry events around
world. Attendance at these exclusive events
introduces us and allows us to build enduring
relationships with some of the world’s most sophisticated investors and asset managers. Suffice to say, being invited to present at the Global Investment Summit in Montreux, Switzerland
to pensions, family offices and sovereign
wealth funds who manage trillions of dollars of
investments was a thrill.

We insure that laps around the kitchen island
are the highlight of your weekend.
Membership with PURE allows you to protect what matters most, pursue your
passions and expand your possibilities with greater conﬁdence.

PURE is the only member-owned insurer designed exclusively for owners of homes insured for $1 million or more.
Contact a PURE-appointed independent broker, call 888.814.7873 or visit explorepure.com to learn more.

HIGH VALUE HOMEOWNERS | AUTOMOBILE | WATERCRAFT | JEWELRY, ART & COLLECTIONS | PERSONAL EXCESS LIABILITY | FLOOD
PURE® refers to Privilege Underwriters Reciprocal Exchange, a Florida-domiciled reciprocal insurer & member of PURE Group of Insurance Companies. PURE Risk
Management, LLC, a for proﬁt entity, (PRM) serves as PURE’s Attorney- In-Fact for a fee. PURE membership requires Subscriber’s Agreement. Coverage is subject
to insurance policies issued & may not be available in all jurisdictions. Visit pureinsurance.com for details. Trademarks are property of PRM & used with permission.
©2017 PURE. PURE HNW Insurance Services, CA Lic. 0I78980.

®
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TACKLING THE FUNDAMENTAL
CONFLICTS THAT EXIST IN THE
INSURANCE INDUSTRY
Ross Buchmueller, President and CEO of The PURE Group of Insurance Companies
speaks with Tom Burroughes from Family Wealth Report.

T

he PURE Group of Insurance Companies is the only insurer in the U.S.
focused solely on the high net worth
niche offering coverage and services to help
protect high value homes, artwork, jewelry,
automobiles, and watercraft as well as defend
against liability threats. Collectively, the companies that make up the PURE Group provide
the PURE membership with excellent financial
strength and capital flexibility and a strong
sense of alignment of interests.
PURE is honored to have been named “Best
Insurance Underwriter” for the second consecutive year and recognized alongside so many
exceptional organizations.
What makes PURE so unique?
PURE was built from the ground up with the
busy lifestyle and extraordinary assets of the
high net worth in mind. It’s “throwback” model resembles the great mutual insurers of the
past balanced with a smart, highly efficient
capital structure, cutting-edge solutions, and
gains of the reciprocal insurer allocated to its
membership.
PURE has tackled the fundamental conflicts
in the insurance industry and is dedicated to a
strong alignment of interests with our membership. Looking at the typical shareholder-owned
model, it can be difficult to deliver great returns
to shareholders due to the amount of capital
required, the unpredictability of Mother Nature
and the many other influences that make insurance results volatile. The pursuit of returns
often comes at the expense of policyholders
through higher and higher prices. PURE, on
the other hand, was designed to allow wealthy
families to effectively fund their own insurer, with
a steady flow of “surplus contributions” from
members strengthening the balance sheet and
contributing to a favorable cost of capital. Plus,
having an independent management company
(Attorney-in-Fact) produces an entrepreneurial
environment, energizes employees and satisfies shareholders at a lower cost.
How does your team contribute to the
success of your organization?
PURE is a purpose-driven company. Every
employee understands that we are in business to make our membership smarter, safer

and more resilient so they can pursue their
passions with greater confidence. Our team
is composed of outstanding, dedicated professionals from diverse backgrounds who all
do their part in delivering an exceptional member experience. Many of them are seasoned
veterans with deep expertise, but nearly half
of all our employees are millennials who are
growing into the future of the insurance industry. Having team members with such different
levels of experience generates great passion,
purpose and innovation.
What are the challenges of succeeding in
this market?
One of the reasons we enjoy the insurance
industry so much is the complexity. The industry tackles the fundamental challenge
of not knowing the cost of goods sold until
many years after writing a policy. This makes
it difficult to match the prices we charge to the
risk of loss we bear for the membership, but
we’re committed to doing it. For example, we
assess auto liability risk by, among other factors, the number of drivers in a household not
the number of cars—because you can’t drive
more than one vehicle at a time—so having
many cars in the driveway doesn’t increase a
family’s risk. Most recently, we broke from the
typical practice of charging a flat, high premium per million dollars of coverage for personal
excess liability limits over $10 million. We now
integrate individual risk factors into the pricing
model, which actually lowered premiums for
the vast majority of members who purchase
these high limits.
Serving the high net worth adds to the complexity, as our policies and service must meet
their unique needs. For example, our Homeowners policy affords up to $50,000 for lost
or stolen jewelry because that’s the level of
protection many of our members need. The
$5,000 afforded by most insurers just doesn’t
do the job.
In which areas are you improving and
developing?
We have viewed the delivery of the best service in the industry as a journey without a destination; we are always searching for new ways
to innovate and serve our members better. In

2016, we accelerated the staffing of a full-time
catastrophe response team to provide more
timely and personalized service during events
like Hurricane Matthew. We also launched
PURE Programs, a Managing General Underwriter that provides coverage and great service
for high net worth individuals with higher-risk
homes outside the admitted market. PURE
Programs is currently available in Florida and
South Carolina, and we’ll continue expanding
into other states. In early 2017, we completed
the acquisition of a fine-arts services company,
The Haven Art Group, which will add tremendous value to our members with substantial art
and jewelry collections. Haven provides expertise in preservation, restoration and valuation
of artwork and they provide curatorial services
to help private collectors manage all aspects
of their collection. But there’s always more to
do, especially related to finding better ways to
help our members prevent losses.
Whom do you look up to for inspiration
and examples to emulate and compare
yourself against, either inside or outside
the wealth management industry?
We look directly to the wealth management
industry for inspiration. Great wealth management firms have delivered upon the promise
of an alignment of interests, the elimination of
conflicts and a commitment to transparency.
The insurance industry is naturally conflicted—even aside from shareholder pressures.
Brokers are seen as the ones with a duty of
service, but the insurers who try to use compensation to influence advice can be the real
problem. We’re certainly not perfect, but we
feel that we’re on the right side of history with
this—and we aspire to be even better.
How will you use the award to raise
profile in the industry and among clients?
The U.S. high net worth insurance market is
estimated to be a $15 billion market. While
PURE has grown by nearly 40 percent annually
for ten consecutive years, massive opportunity
remains. This recognition is an important mark
of pride for our employees and the independent brokers who have introduced us to more
than 65,000 wealthy families over the past
decade. The best is yet to come.

The Technology & Operations Trends in
Wealth Management Report 2017
(WealthBriefing & SS&C Advent)

and reality actually is - for HNW individuals and
their advisors alike.

This is the fourth WealthBriefing research report
examining technology and operations trends in
the wealth management industry globally.
Topics discussed in this wide-ranging study
include compliance pain-points, barriers to
technology investment and client-facing
innovations like mobile.

Help or Hindrance? The Link Between
Technology Provision and Advisor
Productivity
(WealthBriefing & SS&C Advent)
Examining just how well wealth managers’
technology systems are facilitating advisors in their
work in supporting existing clients and winning
new ones, this piece highlights the growing
importance of technology as a recruitment and
retention differentiator, with firms’ poor systems
leaving their staff frustrated.

Client Reporting: Or is it Client
Communications?
(Family Wealth Report &
Private Client Resources)
This study tackles the subject of client reporting in
the depth it now so clearly merits. While there are
wealth managers pushing themselves to offer the
enhanced reporting capabilities clients will
increasingly expect, the results of this research
show just how great the gap between expectation

A Tale of Two Cities (For Now):
The Rise of External Asset Management
in Asia
(WealthBriefingAsia & UBS)
With the independent asset management
landscape in Asia currently dominated by the
powerhouses of Hong Kong and Singapore,
this first-of-its-kind research casts light on how
this business model is set to evolve and the
challenges it faces – both in these Two Cities and
the region’s nascent growing markets including
Thailand, the Philippines and Malaysia.

Evolving Operating Models in Wealth
Management
(WealthBriefing & Avaloq)
The first of two companion-piece reports on the
state of technology in the wealth management
industry, this research examines how firms are
working to streamline operations and achieve
compelling efficiency gains through alternative
sourcing models. In particular, it focuses on the
outsourcing of standardised functions so that
resources – and corporate energy – can be
redeployed in truly differentiating areas.

Innovation in Wealth Management
(WealthBriefing & Avaloq)
Part two in this digistalisation exploration draws
back the veil on what is really happening within
institutions as they dip their toes into exciting new

HELP OR HINDRANCE?
THE LINK BETWEEN
TECHNOLOGY PROVISION
AND ADVISOR PRODUCTIVITY

TECHNOLOGY AND OPERATIONS TRENDS
IN THE WEALTH MANAGEMENT INDUSTRY

developments in client- and advisor-facing
technology. It assesses the true pertinence of
perceived “nice-to-haves” such as mobile apps,
social media, big data and digital vaults, as well as
highlighting what firms are doing to eradicate paper-based processes and foster bottom-line growth
through continual improvement of the
client experience.

Towards True KYC: Technological
Innovations in Client Due Diligence
(WealthBriefing & smartKYC)
Combining best practice insights from wealth
managers and legal professionals alike with
exclusive survey data, this research examines how
technology can be used to help reduce the client
screening burden whilst maintaining the tightest
of risk controls as client due diligence policies
and KYC procedures creep to the top of the risk
management agenda.

The Weight of Money - How Private
Investment Is Changing World Real Estate
(WealthBriefing & Savills)
With burgeoning interest in real estate as an
asset class showing no signs of abating, this study
discusses the key factors driving this cultural shift.
This study brings together survey evidence from
wealth managers and expert opinions to reveal
and contextualise the trends in global property
investment among high net worth individuals,
from the real estate destination of choice to how
portfolio allocation amounts are set to shift.

CLIENT REPORTING: OR IS IT
CLIENT COMMUNICATIONS?

2017

A TALE OF TWO CITIES (FOR NOW)

EVOLUTIONS IN IT, INSOURCING AND DATA SECURITY

THE RISE OF EXTERNAL ASSET MANAGERS IN ASIA

EVOLVING
OPERATING
MODELS IN
WEALTH
MANAGEMENT

INNOVATION
IN WEALTH
MANAGEMENT
Innovation and what it means for wealth
managers, both today and going forward,
is one of the industry's hottest topics.

TOWARDS TRUE KYC:
TECHNOLOGICAL
INNOVATIONS IN
CLIENT DUE DILIGENCE

THE WEIGHT OF MONEY
How private investment is changing world real estate

Wealth managers and private banks are
rapidly evolving their operating models
in response to seismic shifts across a
range of business-critical areas and,
for many, alternative sourcing models
are looking increasingly attractive.
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THE CLOUD COMPUTING GIANT’S
SUCCESSFUL WEALTH MANAGEMENT STRATEGY IS PAYING OFF
WITH TANGIBLE RESULTS
Ilan Davidovici, Global Head of Wealth Management at Salesforce tells
Tom Burroughes from Family Wealth Report.

I

’ve seen a lot of change and exciting developments across financial services. After 18
years in the industry, I feel that we’re truly in
an age of digital transformation across wealth
management and I couldn’t be more honored to see Salesforce at the forefront of this
change. I spent a good portion of my career
running a RIA focused on the trust space of private wealth, so client service has always been
a part of my DNA. Helping clients achieve their
financial life goals is key and technology was
a big part of increasing overall productivity so
we could focus in on client needs. I also spent
a few years with Deloitte’s Wealth Management consulting practice where I worked with
wealth and asset management firms across
the globe to help solve some of their key strategic, operational and technology challenges.
It’s been great to take my experience and directly apply it in my role as the Global Head of
Wealth Management at Salesforce.
We’re pushing the boundaries of innovation across the financial services industry and
working closely with wealth management,
banking and insurance customers to transform pain points into technology solutions that
help firms personalize client relationships at
scale and lock in client trust from one generation to the next.
What is your firm’s extra factor that
explains why you won this award?
Over a year ago Salesforce made the decision
to move from a horizontal view of our customers to a vertical focus. We launched Financial
Services Cloud back in March of 2016 and
have seen tremendous growth since then. In
fact, nine out of ten the top US and European
wealth management firms run on Salesforce.
When we designed Financial Services
Cloud, we worked in constant collaboration
with leading wealth management and financial
services partners, taking the feedback from
advisors and their clients to heart. The result
was a high-touch relationship management
platform built on the world’s #1 CRM that
speaks the language of the financial services
industry. The Financial Services Cloud data
model comes with out-of-the-box industry
standard objects built directly on the Salesforce platform that model financial accounts,
assets, liabilities, and financial life goals for
individual clients and entire households - saving firms time and money on customizations.

Advisors can now personalize client relationships at scale, and deliver intelligent advice
that aligns with the needs of each individual
client. Unlike our peers, Salesforce is really at
the forefront of reinventing Financial Services
from transactional, impersonal and reactive
client conversations to personalized, precise
and smart engagements delivered throughout
a client’s financial life journey.
How does your solution change the
culture, technology and business
outcomes for your customers?
That’s a great question and something we truly value here at Salesforce. A great example
would be with Financial Services Cloud customer, Transamerica. Transamerica’s World
Financial Group supports 4,000 advisors and
70,000 agents. Prior to Salesforce, Transamerica’s network of advisors and agents provided
multi-carrier insurance and investment solutions across multiple customer systems. This
led to disjointed retail customer experiences
and sparked the need for a customer first digital transformation. Transamerica decided to
move to a single platform that could support
the entire customer lifecycle, and empower its
advisors and agents to provide differentiated
customer experiences.
In partnership with Deloitte, Salesforce developed a tailored strategy to help Transamerica address their needs. Today Transamerica is
leveraging the full of power of the Salesforce
platform with Financial Services Cloud, Community Cloud and Marketing Cloud. Now all
of Transamerica’s advisors and agents are on
one platform and can quickly access all of their
customers’ information - including financial
accounts, goals and even past interactions through a single pane of glass. With Financial Services Cloud, Transamerica is keeping
track of customer goals, capturing household
and relationship data and housing financial
account information in one place. Transamerica is also harnessing the power of Community Cloud and Marketing Cloud to bring
more agents into the recruitment pipeline and
improve collaboration between internal and
external agents.
Explain how you intend to stay out front of
the competition.
Our focus on fast, continuous innovation is
key. We have a dedicated Financial Services

Cloud product team that is driving innovation
with three releases a year. This empowers our
customers to accelerate their business growth
and maintain their competitive edge by taking advantage of new product features and
enhancements that stay up to date with industry requirements. For instance, in our last
Spring release we launched Client Relationship Mapping which is enabling advisors to
gain optics into their clients’ most valuable
relationship networks with a visual map.
Advisors can easily capture new client
relationships, link clients to multiple households and model trust and business entities
as members of a group. Our customers are
loving this feature and we’re getting great
feedback on how easy it is to now deepen
relationships across the entire family wealth
ecosystem because of the visualization of the
Client Relationship Map.
Explain areas where you are pushing
forward, such as new products and
services.
Our recent launch of Financial Services Cloud
Einstein is bringing the power of artificial intelligence to firms across the financial services
industry. By leveraging the power of AI, Financial Services Cloud Einstein automatically discovers relevant client insights, predicts future
outcomes, proactively recommends best next
steps, and even automates advisor tasks.
For instance, with Einstein Opportunity Insights advisors can intelligently uncover new
client opportunities across their book of business based on clients’ sentiments, competitor
mentions and overall engagement. Advisors
can automatically see if a client mentions a
competitor in an email thread and - when coupled with a decrease in communications - receive a reminder to reach out and nurture the
relationship.
Now is an extremely exciting time to be a
part of the Financial Services Cloud family as
we we’re seeing more and more advisors get
smarter about their client relationships with
a data scientist built right into the Salesforce
platform. Customers are coming to us excited to talk to us about artificial intelligence and
how it can impact their business. They see
Salesforce as a trusted advisor to the industry and at the forefront of innovation with the
launch of new features like Financial Services
Cloud Einstein.
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WEALTH MANAGEMENT TECHNOLOGY CATEGORIES (open to technology vendors only)
PORTFOLIO MANAGEMENT

CRM SYSTEM

2017

2017

CLIENT COMMUNICATIONS

OUTSOURCING / BUSINESS PROCESS OUTSOURCING

2017

2017

CLIENT REPORTING

ACCOUNTING

ARCHWAY

ARCHWAY
2017

COMPLIANCE

2017

ON-BOARDING

2017

2017

WEALTH MANAGEMENT TECHNOLOGY CATEGORIES (open to any organization)
INNOVATIVE CLIENT SOLUTION

CHANGE MANAGEMENT PROCESS/BEST
IMPLEMENTATION OF A TECHNOLOGY SOLUTION

ARCHWAY
2017

2017
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INVESTMENT/ASSET MANAGEMENT CATEGORIES
PRIVATE CLIENT INVESTMENT PLATFORM

BEST OUTSOURCED CIO

2017

INNOVATIVE INVESTMENT SOLUTION OF THE YEAR

2017

BEST ASSET MANAGEMENT FIRM SERVING FAMILY
OFFICES & PRIVATE BANKS

2017

2017

ALTERNATIVE ASSET MANAGER

2017

PRIVATE CLIENT (LEGAL & FIDUCIARY) CATEGORIES

MARKETING / PR CATEGORIES
BEST MARKETING OR PR CAMPAIGN
(ONLINE, PRINT, BRAND LAUNCH/RELAUNCH)

LAW FIRM OF THE YEAR

2017

2017

WEALTH PLANNING

INSURANCE CATEGORIES
BEST INSURANCE BROKERAGE PROVIDER
2017

INDEPENDENT TRUST OR FIDUCIARY COMPANY
2017

BEST INSURANCE UNDERWRITER
2017

2017
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CONSULTANTS TO FAMILY OFFICE CATEGORIES
TAX ADVICE

FAMILY OFFICE MANAGEMENT CONSULTANCY

2017

2017

PHILANTHROPY ADVICE

FAMILY WEALTH CONSULTANT

2017

2017

PRIVATE BANKING CATEGORIES
PRIVATE BANK – BEST CREDIT PROVIDER

US PRIVATE BANK

2017

2017

FAMILY OFFICE CATEGORIES
CANADIAN MFO

MULTI-FAMILY OFFICE (NATIONAL - ABOVE
$5 BILLION AuM/AuA)

2017

MULTI-FAMILY OFFICE (CLIENT INITIATIVE)

2017

MULTI-FAMILY OFFICE (UP TO $3 BILLION AuM/AuA)

2017

MULTI-FAMILY OFFICE (NATIONAL - UP TO AND
INCLUDING $5 BILLION AuM/AuA)

2017

MULTI-FAMILY OFFICE (ABOVE $3 BILLION AuM/AuA)

2017

2017
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SPECIAL WEALTH MANAGEMENT CATEGORIES
FAMILY OFFICE SPECIALTY SERVICES

WOMEN IN WEALTH MANAGEMENT (INDIVIDUAL
CONTRIBUTION)
CHERYL NASH

2017

RESPONSIBLE INVESTING/ESG/IMPACT INVESTING

2017

WOMEN IN WEALTH MANAGEMENT (COMPANY
CONTRIBUTION)

2017

2017

LEADING INDIVIDUAL (MFO EXECUTIVE)

OUTSTANDING CONTRIBUTION TO WEALTH
MANAGEMENT THOUGHT LEADERSHIP (INDIVIDUAL)

ANNE SHUMADINE

ROBERT CASEY

2017

LEADING INDIVIDUAL (MFO)

2017

OUTSTANDING CONTRIBUTION TO WEALTH
MANAGEMENT THOUGHT LEADERSHIP (COMPANY)

STEVE PROSTANO

2017

2017

LEADING INDIVIDUAL (SERVICE PRODUCT PROVIDER)

LIFETIME ACHIEVEMENT

ROSS BUCHMUELLER

JAMES (JAY) E HUGHES JR

JAMES E HUGHES JR CONSULTS

2017

2017

HIGHLY COMMENDED
WEALTH MANAGEMENT TECHNOLOGY CATEGORIES
CLIENT REPORTING
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ATTENDEE LIST
The Family Wealth Report Awards 2017

A

E

Abbot Downing
AdvisorEngine
American Business
Appway
Archer
Archway Finance and
Operations
Archway Technology Partners
Arthur Bell
Artivest
Ascent Private Capital
Management of U.S. Bank
Aspiriant
Atlantic Trust

EAB Fine Art Services
Eisner Amper Insurance &
Financial Services
Envestnet
Envestnet | Logix
Envestnet | Yodlee
Evercore
EY

Bank of the West
BaseVenture
Bessemer Trust
Blackstone
BNP Paribas
BNY Mellon Wealth
Management
Boyle Consulting Group

C

G

Carmika Partners
CFA Institute
Chasbro
Chubb
Chubb Personal Risk
Services
Citi Private Bank
City National Bank
Columbia Threadneedle
Investments
Crystal & Company

Gresham Partners

D
Darcmatter
Day Pitney
Digital Citizen Fund

Private Client Resources
Private Risk Management
Services
Prosek Partners
PURE Insurance

K

R

KeyBank
Knights Bridge Advisors
KPMG

RBC Wealth Management
RIA Institute
Risclarity
Risk Strategies
Rockefeller & Company

F
Family Office
Family Office Exchange
Family Office Metrics
Family Wealth Advisor
Family Wealth Advisors/Bank
of the West
Family Wealth Report
Fidelity
Fiduciary Trust Company
First Republic
Fiserv
Forbes Family Trust
Foundation Source
FundCount

B

James E Hughes Jr Consults
JDJ Family Office Services
JDX Fintech
Jewish Communal Fund
JP Morgan Private Bank

L
Lord Abbett & Co

S

N

S&P Money Market
Directories
Salesforce
SEI
Signature Family Wealth
Advisors
Skience by the Athene Group
Snowden Lane
Sonen Capital
Stout Risius Ross
Synovus Family Asset
Management

Northern Trust
Northland Wealth
Management

T

M
Mackay Shields
Market Street Trust Company
Marsh
Mercury Capital Advisors
Mirador
MMxCHANGE
My Accountant

H
Handler Thayer
Handler Thyer
Hawes Family Group
Hawthorn, PNC Family
Wealth

O
Oakbrook Solutions
OppenheimerFunds
Opportunity Network
Optima Group

The Family Wealth Alliance
The Rudin Group
Tiedemann Wealth Management
Touchpoint Associates
Trez Capital
21/64

V
I

P

Inverness Counsel
InvestCloud
InvestEdge

Philanthropic Consultant
Pioneer Investments
Pitcairn
Pivotal Path
PKF O’Connor Davies
PNC Asset Management
Group

J
J H McLaughlin & Co

Vogel Consulting

W
WE Family Offices
Wealth Legacy Advisors
Wise Counsel Research
WP Global Partners

NEWS

RESEARCH

WEALTH
CAREERS

EVENTS

AWARDS

FAMILY WEALTH REPORT - ALWAYS AT THE CENTRE
OF YOUR 360° VIEW ON THE WEALTH
MANAGEMENT LANDSCAPE
Family Wealth Report is the leading source of news and analysis for over 12,000 wealth
management professionals in the US and Canada. Over 14 years it has amassed a
readership derived from the largest and most prestigious North American Firms
providing advice to HNW and UHNW clients.

Register for a free trial

www.familywealthreport.com

