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IMMATURE KIDS, SECOND MARRIAGES, DEATH – 
WEALTH MANAGERS IDENTIFY TOUGHEST TOPICS 
IN BEST PRACTICES POLL
NEW YORK (September 19, 2006) – Sometimes the toughest topics to talk about are the most important. 

A poll of members of the Dow Jones Wealth Management Advisory Council – representing a select group of professionals offering a combination of financial and investment advice, accounting and tax services, and legal and estate planning – unveiled the toughest and most important topics to discuss with clients.   
“Some of the most difficult times in a client’s life can also be the most critical from the perspective of wealth planning,” said Anthony DiValerio, Senior Vice President and Financial Advisor, Private Wealth Management, UBS Financial Services Inc. “Although these times can be unsettling or even traumatic, it is a wealth manager’s duty to sit down with clients and discuss the ramifications of life events and how they fit into the larger wealth management picture.”  

The poll revealed six issues that represent Best Practices in talking to clients about life-changing issues.  These include:
· Immature children
“Privilege can lead to excess and a lack of responsibility,” said Joseph W. Montgomery, Managing Director of Investments, Wachovia Securities.  “Helping clients teach the next generation the value of a dollar will allow the clients to enjoy their wealth secure in the knowledge that their legacy will live on.”
· Previous marriages
“Divorce and previous marriages can be an unpleasant and awkward topic, often surrounded by feelings of anger and resentment,” said George J. Schietinger, 

Director, Credit Suisse Private Banking.  “However, marriage is a contract with all sorts of financial and legal implications and it is vital that you have a complete picture of the past in order to make good decisions for your client’s future.”
· Death of a spouse

“Some clients may feel they are dishonoring their spouse’s memory by concerning themselves with financial matters too soon after their death,” said Patricia Bell, a Merrill Lynch Wealth Management Advisor. “It is advisable to be sensitive in these circumstances but recognize that your role as wealth manager is to protect and manage the financial well-being of your client.”
· Differing spousal views on financial matters

“Acting as the de facto CFO of a family requires the wealth manager to use a balance of tact and frankness that is difficult to strike given the mix of business and personal matters at hand,” said Michael Sawyer, Managing Director - Investments, Smith Barney.  “This can be particularly challenging when dealing with two ‘chief executives’ who have different ideas about how to handle their assets.  In these situations, the wealth manager must play the role of both arbitrator and advisor.”
· Uneasy retirement
“When owners sell their business they often are unsure how to invest the resulting assets and unsure what to do next,” said David Ferucci, Managing Partner, the Ferrucci Company.  “If the wealth manager has fostered a strong relationship with the client, he is now in the position to serve not only as wealth manager but as business and career manager as well.”
· Children from multiple relationships
“Children from multiple relationships raise difficult questions about inheritances and child support,” said James A. Covell, Senior Vice President – Financial Consultant, RBC Dain Rauscher. “Working with the lawyers and the family, the wealth manager should begin the process by advocating full disclosure so plans and programs can be put in place.” 
The polled members all agreed that while certain topics have long been considered taboo, it is vital for wealth managers to have a close enough relationship to their clients to broach these often difficult subjects. A serious wealth manager must build this type of confidential relationship with their clients in order to be successful in their business and helpful to their clients through all their life experiences.
The next meeting of the Dow Jones Wealth Management Advisory Council will take place on September 27, 2006.
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