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 “I left my broker-dealer because I wanted 
the freedom and control that only comes 
with being an RIA. Now we’re at $120 
million in AUM. When you do the right thing  
for your clients, it just works.”

We made the move to full independence 
with $45 million in AUM.  

Here’s Why.

Laurie Nardone–Shira Ridge Wealth Management
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Advisors bring us their dreams and 
vision. We help turn it into a plan. 

Here’s How.
“Every advisor’s journey to independence 
begins differently. My goal is to help 
each one end in success. Laurie had a 
clear picture of the firm she wanted to 
build. We helped her make that a reality.”

Ryan Moschel –Schwab Advisor Services

Learn more at advisorservices.schwab.com  
or call 877-687-4085

Results may not be representative of your experience. Shira Ridge Wealth Management is not owned by or affiliated with Schwab, and its personnel are not employees or agents of Schwab.  
This is not a referral to, endorsement or recommendation of, or testimonial for the advisor with respect to its investment advisory or other services. Schwab Advisor Services™

serves independent investment advisors and includes the custody, trading, and support services of Schwab. Independent investment advisors are not owned by, affiliated with, or supervised 
by Schwab. ©2020 Charles Schwab & Co., Inc. (“Schwab”). All rights reserved. Member SIPC. (1019-9894) ADP108445-00
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INSIDE

BY EMILE HALLEZ

EMPOWER RETIREMENT’S deal to 
buy MassMutual’s de�ned-contribu-
tion business represents the latest iter-
ation of the company’s growth-by-ac-
quisition strategy. But it also hints at a 
larger goal of winning over the work-
ers who could be tomorrow’s wealth 
management clients.

The agreement also gains Empower 
a valuable potential relationship with 
Edward Jones.

Last Tuesday, Empower ended 
months of speculation about who would 
buy MassMutual’s DC record-keeping 
business with an announcement that 
it would do so via a reinsurance trans-
action with a ceding com-
mission of $2.35 billion. Em-
power also said that it would 
inject $1 billion in capital in 
the transferred business.

MassMutual’s 26,000 em-
ployer-sponsored retirement 
plans represent 2.5 million 
participants and $167 billion 
in assets, the companies said. 
That infusion will pump up 
Empower’s business to about 
67,000 plans and 12.2 million 
participants, representing 
$834 billion in assets.

The sale is expected to 
close during the fourth quarter, pending 
regulatory approval.

Empower has been a giant in the DC 
record-keeping business since it formed 
in 2014, when Great-West renamed its 

retirement unit following its fusion with 
Putnam’s plan business and the acquisi-
tion of J.P. Morgan’s large-plan business.

The company has made no secret 
of its plans to keep getting bigger — 
its news releases have long pointed to 
its position as the second-largest plan 
provider by participant head count. Its 
Canadian parent, Power Corp.’s Great-
West Lifeco, has given Empower leeway 
to pursue acquisitions.

BOOST ROLLOVER BUSINESS
Last month, for example, Empower 
snapped up hybrid adviser and wealth 
manager Personal Capital. That devel-
opment was seen as part of a strategy to 
boost its rollover business.

“Empower is taking the 
next step toward addressing 
the complex and evolving 
needs of millions of work-
ers and retirees through the 
combination of expertise, 
talent and business scale be-
ing created,” Empower CEO 
Edmund Murphy said a state-
ment. “Together, Empower 
and MassMutual connect a 
broad spectrum of strength 
and experience with a shared 
focus on the customer.”

The deal is also the latest 
evidence of a consolidating re-

tirement plan provider market that favors 
big players. Surviving in the thin-margin 
business has been a challenge for many, 
particularly if they don’t have scale or an 

How MassMutual 401(k) 
deal wins Empower clients BY BRUCE KELLY

WELLS FARGO ADVISORS is joining 
Merrill Lynch in creating restrictions 
on how registered brokers and �nan-
cial advisers at large �nancial insti-
tutions pay for or receive perks like 
meals with clients or outside money 
managers.

Taking clients out for a steak din-
ner or holding large meals at restau-
rants for prospects are time-honored 
traditions in the brokerage business, 
which has its foundation in a culture 
of sales but for the past 20 years has 
embraced �nancial advice.

Now, as several states and the Se-
curities and Exchange Commission 
busily enforce or create new sales 
practice standards, big �rms appear to 
be rethinking that brokerage tradition. 
They’re making the changes to meal 
and gift policies during the COVID-19 
pandemic, a time when advisers and 
clients are staying home and avoiding 
face-to-face meetings.

Wells Fargo Advisors recently pro-
vided “clari�cation” to its advisers 
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record-keeping 
unit and inject 
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with Edward 
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BY MARK SCHOEFF JR.

INVESTMENT ADVISERS ARE trying 
to soothe their clients’ fears about the 
potential impact of the upcoming vote 
on their portfolios.

In a normal year, a presidential elec-
tion might cause anxiety. In 2020, the 
national vote is coming in the midst of 
a pandemic, unrest over racial injus-
tice and a volatile � nancial market — 
all of which is making the atmosphere 
unusually tense and weighing on the 
minds of investors.

But advisers are reminding clients 
that markets usually go up no matter 
who wins.

“We’re de� nitely seeing heightened 
emotions,” Julia Carlson, founder and 
chief executive of Financial Freedom 
Wealth Management Group, said last 

Thursday on a Zoom conference of 
investment advisers hosted by JCon-
nelly, a � nancial communications � rm. 
“We’re trying to disconnect emotions 
and investment decisions. Whatever 
way this election goes … [clients] are 
going to be OK.”

DOUBLE THEIR MONEY
Stephanie Link, chief investment strate-
gist and portfolio manager at Hightow-

er, said following 18 of the last 19 elec-
tions, the market has grown over the 
next 10 years. In 15 of those instances, 
someone who invested $10,000 the day 
after the election would have doubled 
their money in the following decade.

Worries about the long-term impli-
cations of an election tend to “get over-
done,” Link said.

She projected how the market might 

BY JEFF BENJAMIN

ONE DOWNSIDE OF the growing in-
terest in sustainable investing is that 
companies and asset managers are 
sometimes taking shortcuts to becoming 
“green enough” to appeal to investors.

The process, generally described as 
greenwashing, can be as sub-
tle as adding an ESG label to 
a fund or as overt as making 
false claims about how much 
a company is committed to en-
vironmental, social and gover-
nance causes.

For � nancial advisers try-
ing to � nd the most appropri-
ate ESG investment products and strate-
gies for clients, this means another level 
of due diligence.

“It’s important to assess how serious 
companies are when it comes to their 
ESG efforts,” said Lori Keith, portfolio 
manager at Parnassus Investments.

Greenwashing is becoming more 
common, Keith explained, “because com-
panies are seeing the bene� ts of being 

viewed in a positive light” regarding pop-
ular sustainable causes.

LACK OF STANDARDS
In a discussion last week at the Women 
in Asset Management virtual confer-
ence, Keith said the problem is at least 
partially attributable to the lack of stan-

dards around ESG and sus-
tainable investing. 

The greenwashing prob-
lem is found at both the in-
dividual company and asset 
manager level. But while 
advisers are responsible for 
vetting the funds for green-
washing offenses, those same 

advisers are expecting the portfolio 
managers to conduct that due diligence 
on their underlying portfolio holdings.

GOOD PLACE TO START
“Fund ratings are a good place to start, 
but that shouldn’t be the be-all and end-
all of your research,” said Anita Bald-
win, head of research and sustainable 
investing at Hartford Funds.

In addition to ESG ratings that pro-
vide a snapshot of how funds are man-
aged, Baldwin said advisers should look 
at how a fund company prioritizes ESG 
investing at the � rm level.

“If they have a team of analysts ded-
icated to ESG issues, it’s important to 
know where that team sits in the orga-
nization, because you want to determine 
how important they are,” she said. 

Keith said screening for greenwash-
ing also includes looking carefully at the 
prospectus.

“Look at their top 10 holdings and see 
if those companies are really re� ective of 
what they’re advocating,” she said.

At the portfolio manager level, 
Keith said the quality of the research is 
“absolutely paramount” when it comes 
to determining whether an individual 
company is trying to greenwash.

“We don’t just talk to investor rela-
tions, we talk to management and we 
visit plants,” she said.

jbenjamin@investmentnews.com
Twitter: @benjiwriter

Advisers address 
clients’ market 
jitters heading 
into the elections

Avoiding investments that 
are green in name only

BY EMILE HALLEZ

A HOUSE BILL submitted last Tuesday 
by Rep. Tom Emmer, R-Minn., would 
make it harder for mutual fund inves-
tors to sue asset managers for charging 
excessive fees.

Emmer’s bill would require plaintiffs 
who � le so-called 36(b) excessive-fee 
lawsuits to “spell out the factual basis 
for their claims with ‘clear and convinc-
ing evidence,’” an announcement from 
the congressman’s of� ce stated. 

Investors have brought numerous 
excessive-fee lawsuits against mutual 
fund companies for years under Section 
36(b) of the Investment Company Act of 
1940. Many recent cases have centered 
on fees collected by fund sponsors that 
use subadvisers. In such cases, plain-
tiffs call out the advisory fees that fund 
managers receive, as subadvisers do 
nearly all the work of managing assets.

Emmer’s of� ce said 
a change to the law 

is necessary “to 
reduce frivolous 
lawsuits against 
� rms who are al-
ready heavily reg-
ulated to ensure 
investor protec-
tion.”

Bill would 
discourage 
mutual fund 
fee litigation

on fees collected by fund sponsors that 
use subadvisers. In such cases, plain-
tiffs call out the advisory fees that fund 
managers receive, as subadvisers do 
nearly all the work of managing assets.

Emmer’s of� ce said 
a change to the law 

is necessary “to 
reduce frivolous 
lawsuits against 
� rms who are al-
ready heavily reg-
ulated to ensure 
investor protec-
tion.”
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A dvisers have tackled 
dramatic shifts since 
the onset of the pan-

demic, from guiding client 
portfolios through a Black 
Swan market event to quell-
ing client fears over Zoom 
calls. Like much of Ameri-
ca’s workforce, the wealth 
management industry should be ap-
plauded for its adaptability and tenacity.

The massive technology transforma-
tion is a told-you-so moment for all the 
evangelists who have long preached the 
ease of adoption and the cost savings 
of adviser tech. For a vast swathe of the 
country’s workforce, some version of 
this tech-enabled, remote work life will 
likely become a lasting reality.

Firms are already beginning to send 
employees back to the of� ce; 32% of 
159 � nancial advisers surveyed in July 
expected employees to return after Octo-
ber, according to data from Investment-
News Research. However, 10% expected 
to permanently expand remote working 
arrangements.

UNFORESEEN CHALLENGES
While tech has eased its way into our 
daily work routine, it also comes with 
unforeseen challenges — especially for 
late adopters. 

The reliance on technology has al-
ready led to a certain level of disruption 

and creates a certain level of 
anxiety for clients, said Dan 
Egan, managing director 
of behavioral � nance at ro-
bo-adviser Betterment.

“Let’s face it, it’s uncom-
fortable for a lot of people,” 
Egan said, adding that some 
clients seek out � nancial ad-

vice for the human relationship.

FACE-TO-FACE MEETINGS
For advisers, relying on face-to-face 
meetings with clients to bring in new cli-
ents will have to become a thing of the 
past. While some � rms have � ourished, 
other advisory � rms will likely suffer.

Ominously, advisers have tradition-
ally been less than enthusiastic about 
adopting new technology. Only about 
24% of RIAs said the majority of their 
clients used digital portfolio reporting 
statements prior to the pandemic, ac-
cording to a survey by Aite Group. Rank-
ing a distant second, only 12% of the 400 
RIAs surveyed said the majority of their 
clients are checking investments or � -
nancial planning goals online. 

“There’s certainly a potential pitfall 
for advisers that have emphasized the 
face-to-face,” Egan said. Advisers who 
have relied on a certain rapport with 
clients as a “trust mechanism” may � nd 
their clients are deciding it’s better to go 
the investing route alone.

An example is typing. It’s a simple 
skill that could have an outsized impact 
in a post-COVID-19 world when advis-
ers are interacting with clients via chat 
or instant messaging channels. Advisers 
who are more comfortable with touch 
typing will be more comfortable com-
municating with clients in real time.

DIFFERENT SKILLS
Company cultures will also play a vast 
new role in advisory practices. Those 
that traditionally have valued human in-
teraction may experience a real grinding 
of the gears, Egan said. “The skills � nan-
cial advisers will need to communicate 
with clients are going to be very differ-
ent,” he said.

There will be new technology win-
ners, too, of course. Financial TikTok has 
� ourished in recent months by helping 
inform investors about � nancial topics, 

although the app has faced criticism 
from advisers when self-proclaimed � -
nancial gurus spout dangerous investing 
advice to the masses.

CONCENTRATE SUCCESS
New channels will concentrate success 
because that’s what technology does, 
Egan said. If you’re able to adapt and 
become pro� cient, the shift to digital 
has leveled the playing � eld. That can be 
scary and uncomfortable for the more 
traditional adviser — but that change is 
already here.

If the pandemic teaches any lasting 
lessons, it’s that � nancial advisers are 
more � exible than previously thought 
— and they’re certainly up for a chal-
lenge.

sallocca@investmentnews.com
Twitter: @theseanscoop

O n the journey toward stronger in-
vestor protection around invest-
ment advice, one major milestone 

has passed. Regulation Best Interest, the 
Securities and Exchange Commission’s 
new broker standard, was implemented 
on June 30.

The next indication of whether any 
progress has been made will come when 
we start to see how the SEC enforces Reg 
BI. For now, the agency is looking for 
“good faith” efforts to comply.

In the meantime, we’ll have to take 
the word of brokerage � rms and their 
representatives that we’re headed in the 
right direction. That amorphous situation 
raised tension at a hearing Sept. 3 about 
the Department of Labor’s investment 
advice proposal for retirement accounts.

STARKLY DIFFERENT
One of the highlights of the session 
was the starkly different points of view 
about whether Reg BI is making a dif-
ference. The ef� cacy of the measure 
is crucial because the DOL’s proposal 
would work hand-in-hand with Reg BI.

If brokers comply with Reg BI, they 
are assumed to be in compliance with 
the DOL rule, which allows � nancial ad-
visers to receive compensation, such as 

12b-1 fees and commissions, that would 
otherwise be prohibited, as long as they 
act in the best interests of their clients 
in retirement accounts.

The Securities Industry and Finan-
cial Markets Association praised the 
DOL for aligning its advice rule with 
Reg BI, which it said is already proving 
its mettle in protecting investors.

Kevin Carroll, SIFMA associate gen-
eral counsel, testi� ed that the organiza-
tion has surveyed 50 member � rms and 
found that more than half plan to elimi-
nate certain con� icts of interest.

“The collective requirements of Reg 
BI have compelled our members to im-
plement such fundamental changes to 
their systems, policies and procedures 
such that it is fair to say that Reg BI and 
the requirements of the department’s 
proposed exemption are ‘functionally 
equivalent,’” Carroll said.

He acknowledged that some of the 
operational changes he outlined were 
spurred by the now-defunct Obama ad-
ministration DOL � duciary rule. 

That’s what I reported in a cover story 
about a month before Reg BI implemen-
tation. What I found was that the earth 
wasn’t shaking in terms of major broker 
operational reforms the way it had trem-
bled in advance of the Obama-era rule 
going � nal.

REQUEST FOR A HOLD
In contrast to SIFMA’s enthusiasm for the 
DOL proposal, state regulators are ask-

ing the agency to put it on hold until there 
is a better understanding of whether Reg 
BI is curbing broker con� icts of interest.

Ohio Securities Commissioner An-
drea Seidt testi� ed that the North 
American Securities Administrators 
Association conducted a survey of 
2,000 brokerage and advisory � rms that 
showed they “have a lot of work to do to 
effectively manage their con� ict.”

The organization plans to go out in 
the � eld again next year to see how � -
nancial � rms are adapting to Reg BI. 
Seidt urged the DOL not to advance 
its advice proposal until the results are 
in. “The department should defer � nal 
rulemaking until it has received a factual 
record validating the effectiveness of the 
SEC’s approach.” 

Of course, the effectiveness of the 
SEC’s approach will depend on the SEC 
itself.

“The door has been left open on how 
[Reg BI] is going to be interpreted and 
applied,” said Knut Rostad, president of 

the Institute for the Fiduciary Standard.
Until the SEC decides what Reg BI re-

ally means for investment advice reform, 
we’re on our own in determining where 
we are on the journey. You can turn to ei-
ther the brokerage industry or state reg-
ulators for your investor protection GPS.

mschoeff@investmentnews.com
Twitter: @markschoeff

The digital shift is occurring — 
and it’s uncomfortable 

Getting a handle on Reg BI’s effectiveness

 ONTECH

SEAN
ALLOCCA

WASHINGTONINSIDER
MARK SCHOEFF JR.

“THE DOOR HAS BEEN LEFT 
OPEN ON HOW [REG BI] IS GO-
ING TO BE INTERPRETED.”
KNUT ROSTAD, INSTITUTE FOR THE FIDICUARY STANDARD
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S
ix months ago, InvestmentNews did what so many other busi-
nesses across the U.S. had to do to ensure the health and safety 
of its staff: We closed the of�ce and went home to help slow the 
spread of COVID-19.

While the virus has �nally relented here in New York, the 
demands of covering this industry never stopped, nor did our commitment 
to this publication. Like so many other �rms, we adapted to what we iden-
ti�ed in the March 30  issue as “The New Normal” and adopted new ways 
to get the job done and publish this magazine without interruption.

It wasn’t easy, and we recognize that it hasn’t been an easy adjustment 
for many of you reading this. For some industries, such as restaurants and 
hotels, it proved nearly impossible. For those �rms that have been fortu-
nate enough to pivot, the reward was more than just being able to stay in 
business; it also gave the staff a sense of purpose, and of hope.

So what has a half a year of quarantine meant to the �nancial services 
industry? The InvestmentNews team set out to get an update, and we’re 
happy to report many positive and surprising developments.

Jeff Benjamin reveals what the future of �nancial services might look 
like as working from home is integrated into more �rms’ business models.

Bruce Kelly explores how advisers will communicate with one another 
and with clients in this new paradigm – and how that will be properly 
supervised and regulated.

Nicole Casperson showcases the tech that advisers will need to plot 
new growth 
strategies from 
their living 
rooms.

Sean Allocca 
tells some 
uncomfortable 
truths about the 
wholesale shift 
to a fully digital 
workplace.

Mark 
Schoeff Jr. 
continues his 
coverage of how 
client disputes will be resolved by regulators and the industry’s governing 
bodies in the absence of in-person hearings.

CHANGING RETIREMENT PLANS
Emile Hallez lends a voice to those who’ve had to suddenly change their 
retirement plans as a result of the uncertainty and health risks brought on 
by coronavirus.

Mary Beth Franklin lays out the tax implications and logistical adjust-
ments for those who’ve had to set up a home of�ce on the �y. 

And Brittney Grimes counts down 10 unintended consequences that 
the pandemic has had on wealth management.

In March, the go-to phrase was, “We’re all in this together.” And that’s 
still true. The question now is: How much longer will it be until we’re all 
allowed to be together in any one place again, and what will it look like 
once we do?

Whatever the outcome, one thing is clear: Everyone involved in the 
�nancial services sector, including clients, will be feeling the effects of 
COVID-19 for years to come. 

As the new normal becomes old hat, advisers are faced with an oppor-
tunity to reassess priorities and refocus goals to create a new paradigm 
that will outlast this terrible virus. Stay safe and be well.

THE FINANCIAL  
SERVICES SECTOR ...  
WILL BE FEELING THE  
EFFECTS OF COVID-19  
FOR YEARS TO COME.

From new normal  
to new paradigm

It’s that time again, when 
InvestmentNews seeks to 

celebrate the leaders who have 
transformed the �nancial advice 
profession through our Icons 
and Innovators Award program,

Our 2020 winners appeared 
in the Feb. 3 issue and included 

a posthumous 
honor to Jud 
Bergman as 
Icon and 10 
Innovator 
awards, as 
well as 18 
Innovative 
Firm �nalists. 
It stood out as 
a great read 

for the develop-
ments every one of the honorees 
brought to our industry.  

As we gear up for 2021’s 
awards, we welcome submis-
sions for each of these seg-
ments at InvestmentNews.com/
awards. The individual awards 
are Icon and Innovator. Nomi-
nees for Icon should have made 
a lasting impact on the indus-
try. An Innovator has created 
change for the �nancial advice 
community via conception of a 
new tool or idea that the indus-
try didn’t know it needed.  

At the �rm level, we accept 
nominees for �ve awards: 
Investing Solutions, Retirement 
Solutions, Education Materials, 
Practice Management and 
Adviser Fintech. Each of these 
awards will go to a group that 
has demonstrated innovative 
products, services and plat-
forms within these spheres.  

We kicked off this program in 
2016, and the lineup of �nancial 
advice luminaries that have 
walked away with these awards 
represent a true who’s who in 
the industry.  

We look forward to the nom-
inations for 2021 and honoring 
the invaluable contributions they 
have made.  
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Twitter: @geomoriarty
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POST-PANDEMIC
REALITY

The InvestmentNews team revisits ‘The New Normal’ six months 
after the global pandemic shut down the U.S. economy and changed 

life as we know it inde� nitely. Here’s how different players in the 
� nancial services industry continue to cope with the changes wrought 

by COVID-19 heading into the autumn and beyond. 
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he COVID-19 pandemic forced the �nan-
cial services industry to shift in an instant 
from an environment where workers 
commuted to of�ces to one where the 
traditional of�ce workspace has become 

almost irrelevant. Yet an industry some might argue 
is not as essential as grocery stores, hospitals and law 
enforcement has gone on without a hitch. 

It’s one thing for a �nancial advisory �rm with 
a half-dozen staffers to send everyone home with a 
laptop. But when companies with tens of thousands 
of employees, like Fidelity and Schwab, continue 
operating virtually uninterrupted with more than 
90% of their employees working from home, it raises 
the question of what the future of work in �nancial 
services could look like.

“For big �nancial services �rms, this has been 
a stress test that shows them all their planning has 
proven to be successful,” said April Rudin, chief 
executive of The Rudin Group.

Looking past the current coronavirus lockdown 
that still has most businesses restricting visits to 
of�ces, Rudin believes the forced work-from-home 
experiment has been such a success that “everything 
will be reimagined.”

REDUCED FOOTPRINT
“There will be a very reduced footprint because 
companies will realize they don’t need all that of�ce 
space, and a lot of time the of�ce space was for show, 
as a measure of a company’s success, which will 
be traded in for new measures of success,” she said. 
“Going forward, having more employees working 
from home and reducing expenses will be a measure 
of success, and it won’t be about location anymore 
because people will be able to work from anywhere.”

Most large �nancial services companies are not 
yet talking about reducing of�ce space and rewriting 
remote-work policies. But the experience of having 
to �eld-test contingency plans in real time and adjust 
to situations most people couldn’t have imagined less 
than a year ago says a lot about the adaptability of 

even the largest companies in this space.
Charles Schwab Corp., where at least 95% of the 

21,800 employees are now working from home, is 
having one of its best years, said spokesman Peter 
Greenley. “Our client metrics have been strong 
and we’re managing well through the tremendous 
volume of work driven by the market volatility; 
breaking records for net new assets, new brokerage 
accounts and new-to-retail households.” 

At Eaton Vance, where approximately 98% of the 
2,000 employees are working from home, the experi-
ence has introduced “a new perspective on working 
from home,” which is now viewed as “a real option on 
a broader scale across our employee base,” said Dan 
Cataldo, the company’s chief administrative of�cer.

Beyond adapting to what is essentially a univer-
sally mandated remote-work policy, companies are 
pushing to make the most of working from home.

At Fidelity Investments, where more than 90% of the 
43,000 employees are working from home, there’s a big 
emphasis on addressing the needs of employees who 
are juggling work and childcare during the pandemic.

In additional to �exible schedules for parents, 
Fidelity offers to help employees �nd and screen 
childcare and has “back-to-school concierge services.” 
It also launched a �ve-week virtual summer camp 
that attracted more than 7,000 registrants.

Fidelity human resources representative Kirsten 
Kuykendoll envisions a world with fewer hand-
shakes and more virtual meetings.

“COVID-19 has shown us that many jobs can be 
done from anywhere and that productivity is not 
bound between traditional 8 a.m. and 5 p.m. working 
hours,” she wrote in a blog post. “We’ll see an increase 
in innovation around how we’re working, too. People 
may totally rede�ne and reinvent what it means to 
execute their role, rather than the current phase we’re 
in, which is making tweaks to the previous construct.”

With the future looking more accommodative to 
remote work, companies are also seeing the oppor-
tunity to expand the search for new employees.

David Mehlhorn, director of sales at Redtail Tech-
nology, said there are no immediate plans to reduce 

the of�ce space footprint, but he does anticipate more 
�exible policies related to where employees live.

“The company is so much about culture and so 
much of that is about being in the of�ce,” he said. 
“But I de�nitely could see us opening up new oppor-
tunities for remote hires or opportunities for existing 
workers who didn’t have the �exibility to work from 
home in the past.”

DESIGN TWEAKS
While some companies are expected to eventually 
reduce their of�ce square footage as remote work 
becomes increasingly accepted, the focus is slightly 
different for at least two companies with new corpo-
rate headquarters under construction.

Aaron Schaben, who leads business growth and 
development at Carson Group, said the new head-
quarters is expected to be move-in ready early next 
year, but the COVID-19 shutdown has meant some 
design tweaks.

“It has forced us to look at how many of�ces we 
need, or if we might need more collaboration spaces, 
and we’ve made those changes,” he said. “We’ve gone 
through the setup and the types of of�ce furniture 
we have in there to make sure things can be easily 
moved around to accommodate social distancing.”

While about 20% of Carson’s 230 employees are 
back in the of�ce at least part-time, the remote work 
experience has expanded perspectives on virtual in-
teractions, Schaben said. “We were always about hav-
ing everyone in the of�ce, but over the last �ve years 
it’s been about being ef�cient, get your work done and 
be accountable, and COVID has extended that.”

RIA software provider Laser�che, which has 500 
employees, is also slated to open a new headquarters 
next year and is factoring in pandemic realities.

“We’re looking at modular options for employees 
to safely work,” said Thomas Phelps, chief invest-
ment of�cer. He credits the company’s tech savvy fo-
cus for smoothing the transition to remote work, which 
currently includes all but about a dozen employees 
who are in the of�ce to manage tech support.

“Given that we are a tech company, our workforce is 
agile, tech centric and adaptable to working from home, 
so it’s been pretty seamless so far,” he said. “Our biggest 
obstruction is to our culture because our people like to 
be together to collaborate.”

While only about a dozen employees worked 
remotely prior to the pandemic, the HR department 
had been running a pilot program on remote work 
when LaserFiche closed its of�ces in March.

“HR was leading workshops to get feedback and 
improve the pilot program to make a broader rollout, 
then the pandemic hit,” Phelps said. “Going forward, 
as a company we will look to provide more work-life 
�exibility. In many cases people will be working out 
of the of�ce, and maybe have more options to work 
from home.”

jbenjamin@investmentnews.com 
Twitter: @benjiwriter

Is working 
from home  
the new  
normal?
Six months into the 
forced work-from- 
home experiment,  
traditional of�ce  
space is becoming  
less relevant

By Jeff Benjamin
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alf a year into a pandemic-induced re-
mote work environment, advisers are 
�guring out how to jumpstart two tradi-
tional growth drivers, marketing and re-
ferrals, with digital touchpoints that are 

producing results.
An adviser’s digital presence has evolved into 

the new strategy for attracting and retaining clients. 
Gone are the days of in-person wine tastings and 
steak dinners. Instead, advisers are turning digital 
marketing campaigns and virtual events into pros-
pecting opportunities. 

“Even when things go back to normal, advisers 
think they will continue to do video conferencing 
for client meetings,” said Lisa Salvi, vice president of 
business consulting and education at Schwab Advisor 
Services. “The pandemic and remote work has shifted 
the long-term view of what a client review meeting 
looks like and how clients want to interact with �rms.”

At a time when advisers can’t sit across the desk 
from clients, using technology to engage with them is 
critical for �rms ready to get back to growth mode. 

Planning a successful virtual event, for example, 
starts with answering the same initial questions a �rm 
should ask itself when planning in-person events, said 
Kristen Johnson, vice president of practice manage-
ment and consulting at Fidelity Institutional. 

“What’s the [adviser’s] primary goal, who are you 
targeting and what kind of environment do you want 
to create? In today’s virtual environment, it’s more 
important than ever to think creatively about the 
event content,” she said. 

Advisers should connect their content to their 
clients’ passions, interests and challenges while 
leveraging video conference tools like polls and chat 

to encourage dialogue and make the experience 
livelier, Johnson said. “We’ve also seen clients be 
successful with bringing together the virtual and on-
line worlds by sending packages with refreshments 
or collateral to use during the event.”

TAKING AN EXTRA STEP
Advisers who want to take an extra step to ensure 
virtual events resonate with clients should digital-
ly document their ideal client persona, Silva said. 
“A �rm that documents a crystal-clear client value 
proposition attracts 45% more new client assets than 
�rms that do not document.” 

Registered investment adviser A New Path Finan-
cial embarked on an entire social media campaign 
targeting its ideal client — women, said the �rm’s 
president and CEO, Nadine Burns. “We are doing 
targeted Zoom meetings for women using venues 
like the SheHive,” she said. “We are also starting an 
education program which we will begin on Zoom, 
using YouTube to send out timely videos to clients 
and telling our clients who we are helping so they 
can send referrals.”

Evan Beach, an adviser with Campbell Wealth Man-
agement, said his �rm has run more than 70 virtual 
events this year to engage clients and prospects, from 
healthy cooking classes with a champion from the 
television show Chopped, to client yoga via Zoom and 
even a health and wealth event with a physician. 

While virtual events are a great way to increase en-
gagement, taking an investor from attending a cooking 
class to becoming a loyal client is a much larger leap. 

Advisers are often tempted to showcase their analyt-
ical skills during turbulent times. However, data show 
that clients and prospects respond more to stories, emo-

tions and the human side of advice, said Robert So�a, 
CEO at marketing �ntech Snappy Kraken. 

“Advisers should follow what we call the HELP 
framework: humanize, empathize, localize and positive 
vibes,” So�a said.

Snappy Kraken analyzed 12,000 actual �nancial 
adviser digital marketing campaigns running during 
the �rst half of 2020 and discovered the top performing 
campaigns incorporated all four elements. 

‘BE A HUMAN’
“With all the disconnect happening due to social dis-
tancing, advisers cannot be on a video and maintain 
a strictly professional and stoic demeanor — be a 
human, that’s what’s going to help you connect,” So�a 
said. “Send a short two-minute video to your pros-
pects and clients telling them what you’re dealing 
with in your life, that’s how you humanize.” 

In fact, advisers who sent a short video message 
with their digital marketing campaigns and focused 
on human elements had an average 37% email open 
rate, while those with email campaigns analyzing the 
pandemic and stock markets saw open rates at 27%.

“Advisers have to create an offer that people will 
have to opt into to make them give a name or phone 
number,” So�a said. “I’ve seen advisers give a free risk 
analysis or a free 15-minute consultation by video.” 

An adviser’s website should now be treated 
like a powerful relationship-building hub, said 
Schwab’s Silva. “Share blogs, social media posts or 
videos to really maximize the experience for cli-
ents,” she said. “You want your website to be speak-
ing to someone and telling a story that’s going to 
resonate and inspire action.”

Notably, 95% of prospects are going to do research 
online before they reach out to a �rm, so advisers’ 
websites should look really inviting and be very clear 
about the ideal client type. And the top two pages 
prospects are going to visit on a website are the 
page giving information about the �rm and one with 
biographies of its advisers. “Make sure you’re really 
spending time on those two things,” Silva said. 

A website is not useful unless advisers implement 
basic search engine optimization strategies, she 
added. Advisers should use title tags, create effective 
meta disruptions and sign up for Google Search 
Console. “Also, start a Facebook business page even 
if you’re not using it a lot,” Silva said. “Having that 
Facebook business page helps your search engine 
optimization a great amount.”

Content should showcase a �rm’s perspectives and 
team, but it should also focus on issues that are top 
of mind for investors, like articles for small business 
owners on managing challenges during the pandem-
ic or toolkits for clients juggling homeschooling and 
working from home, said Fidelity’s Johnson. 

“Beyond that, make sure your site loads quick-
ly, is optimized for mobile, has clear calls to action 
encouraging prospects to reach out, and highlights 
all of your �rm’s capabilities,” she said. “That way you 
don’t miss out on opportunities to help investors with 
speci�c needs.”

ncasperson@investmentnews.com 
Twitter: @nicolecasperson

How advisers can use 
tech to attract assets 
With no end in sight to remote work, advisers 
turn to technology to plot new growth strategies 
By Nicole Casperson
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he new normal work environment created 
by COVID-19, with tens of thousands of 
advisers now at home instead of in the 
of�ce, means that broker-dealers should 
be tightening up their supervision of how 

advisers communicate with their clients, particularly 
with emerging technology like videoconferencing. 

While advisers’ face-to-face meetings are out, 
speaking to clients via tech platforms like Zoom or 
texting using personal mobile phones is in. The Finan-
cial Industry Regulatory Authority Inc., the industry’s 
self-regulatory organization, has myriad rules �rms 
must follow to track how advisers communicate with 
clients, but the pandemic potentially creates new 
cracks in that supervision. 

“Every change in technology that gives you an-
other way to communicate is a challenge for the reg-
ulators and the brokerage industry, but it’s 20 times 
harder when everyone is not at a central location and 
working in the of�ce,” said Brad Bennett, a former 
director of Finra enforcement and now an industry 
consultant. “In the old days the branch manager 
would simply walk around the of�ce and listen to the 
reps’ phone calls and monitor the mail.”

“If the adviser is having Zoom meeting with clients, 
the �rm has to do surveillance,” Bennett said. “That plat-
form is like the phone but it’s really dif�cult to surveil 
advisers on the phone.” 

Firms are mulling changes and looking for new 
tools to tighten their supervision of communications. 

‘LOOKING TO FILL GAPS’
“As new needs emerge, we seek out �ntech provid-
ers who can or are looking to �ll gaps – especially 
regarding compliance tools,” wrote Cindy Schaus, a 
spokesperson for Cambridge Investment Research Inc., 
a large independent broker-dealer. “We continue to ex-
plore options for compliant use of virtual meetings that 
include chat features but before release need to ensure 

we will be able to maintain proper books and records.”
Finra is certainly paying attention, particularly to 

the notion that reps and advisers are using online plat-
forms to chat with clients. In a May notice, Finra un-
derscored the point that advisers or traders must use 
“only �rm-provided and approved communication 
systems and tools, such as �rm email, messaging 
platforms and softphones with recording capabili-
ties.” When it came to restrictions on communicating 
with clients, Finra said that during the work-from-home 
lockdown, certain broker-dealers had made “extra 
efforts” in supervising reps and advisers.

Regarding videoconferencing with clients, some 
broker-dealers “disabled certain features and function-
alities of video conferencing platforms, such as chat, 
that would be subject to recordkeeping obligations that 
the �rms could not ful�ll in the remote work environ-
ment,” according to the Finra notice. That refers to chat 
functionality within Zoom or other videoconferencing 
platforms, which presumably �rms would not be able 
to capture for record-keeping purposes. 

Broker-dealers can take several steps to avoid those 
cracks in supervising rep and adviser communication.

“Don’t get lazy and relax because we’re in this 
new normal,” said Emily Gordy, a former Finra 
enforcement of�cial who’s now a partner at Mc-
GuireWoods. “Branch managers should have more 
frequent calls with �nancial advisers, perhaps 
should also have more frequent check-ins with reps 
and advisers to discuss day-to-day operations.”  

“Most �rms have surveillance systems on email, and 
they should ramp that up and make sure it’s complying 
with regulatory procedures and requirements,” she 
added. “Are advisers complying when it comes to phone 
calls and video chats? People need to be creative and 
alert in this period.” 

bkelly@investmentnews.com  
Twitter: @bdnewsguy

Keeping an eye on chats
The pandemic creates cracks in how �rms 
oversee advisers’ communications with clients
By Bruce Kelly
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nglish professor Mary Ellen Carr was set 
to retire at the end of the spring semester 
— then COVID-19 sent stocks on a wild 
ride. When her portfolio took a hit, she put 
her retirement plans on hold.

Now the market — or at least the prices of the 
biggest public stocks — have rallied once again close 
to a high point. Carr, like an untold number of advisers’ 
clients, is rethinking her decision to delay retirement.

“There were no clear margins to follow, because the 
unknown is what drove the market down. It was really 
frightening,” she said. 

The new remote work reality provides some incen-
tive to retire sooner, Carr said. “I’m being forced into 
this remote teaching. It’s just not for me, and nor is it 
for the students. They are very frustrated.”

Her �nancial adviser, Bill Van Winkle, called in 
March to warn against selling equities for �xed income.

“We spend March, April calling our clients,” said 

Van Winkle, founder and president of Van Winkle 
Associates. “We gave them the alternatives about mar-
ket timing, the consequences of going into bonds or 
money markets and missing the upside.”

‘HOW CAN I RETIRE NOW?’
That helped discourage clients from selling stock-
based investments, but they were nonetheless worried, 
he said. Few, if any, have lost jobs — but they are won-
dering how well prepared they are to retire now, given 
that employment and earnings are uncertain, he said.

“Three referrals have come in the last two weeks 
from clients,” Van Winkle said. “And each one of these 
referrals … is thinking about, ‘How can I retire now?’”

Since March, about 5 million people ages 55 to 70 
became unemployed, according to a report from The 
New School’s Retirement Equity Lab. About 3 million 
said they don’t plan to return to work, suggesting many 
are retiring sooner than expected, often not by choice.

Kathleen Kenealy, a senior wealth adviser at Boston 
Private Bank & Trust Co., has seen some clients retir-
ing sooner than expected.

“For most people adapting to the working from 
home environment, the last few months have been 
incredibly stressful — despite not having a commute, 
many people �nd themselves working longer, more 
exhausting days,” Kenealy said in an email. “For the 
pre-retirees I work with, this is de�nitely not what they 
expected their last few years on the job to look like 
and has been the jolt they needed to �nally retire.”

That will affect some clients more than others, she 
said. Kenealy helps people facing an early retirement 
assess how much in cash or cash equivalents they will 
have on hand and how much more they likely need to 
raise to cover their living expenses.

Changing risk assumptions and tightening budgets 
could also be in order, she said.

If early retirement isn’t planned for properly, it can 
take a �nancial and emotional toll, Avani Ramnani, an 
adviser at Francis Financial, wrote in an email. 

For clients who receive an early retirement offer 
from their employer, Ramnani said it’s crucial to under-
stand the details of such packages, including whether 
health insurance is provided and for how long.

“It is critical to do a detailed analysis of whether 
any cash in�ows associated with the early retirement 
package will be enough to make sure that you are able 
to have longer-term �nancial security,” Ramnani said. 
“This is not just for the next few months, but for the 
entirety of your retirement.”

ehallez@investmentnews.com 
Twitter: @emilehallez

By Emile Hallez

rior to the pandemic, witnesses and 
Securities and Exchange Commission en-
forcement staff were in the same room for 
testimony and depositions. For the last six 
months, the two sides have been looking 

at each other via videoconferencing. That’s just one of 
the ways COVID-19 has changed SEC operations.

So far, SEC enforcement efforts haven’t skipped a 
beat, said David Gottesman, the agency’s deputy chief 
litigation counsel.“We’re able to carry out our mission 
of investor protection even in this environment.”  

But there are serious drawbacks to virtual 
enforcement proceedings, said Kit Addleman, a part-
ner at Haynes and Boone. One is the page-by-page 
presentation of sometimes voluminous documents.

“It’s painfully slow and it’s unfair to make witness-
es testify on documents they only see one page at a 
time,” said Addleman, former director of the SEC’s 
Atlanta of�ce. “That is simply unworkable.”

But Gottesman said the SEC has found videocon-
ferencing to be an ef�cient way to take depositions. 
Respondents are getting the hang of it, too. “Once they 

try it and see how it works, they’re pleasantly sur-
prised,” he said. 

Lawyers representing brokerage customers in ar-
bitration cases are warming up to remote hearings via 
Zoom. Statistics from the Financial Industry Regula-
tory Authority Inc. show that in contested motions for 
virtual hearings through July, arbitrators granted 24 
and denied eight, with 10 requests remaining open.

Sam Edwards, president of the Public Investors 
Advocate Bar Association, argued a case via Zoom — a 
straightforward one that involved few documents.

“I personally liked it,” said Edwards, a partner 
at Shepherd Smith Edwards & Kantas. “I purposely 
picked a case to test it out. That doesn’t suggest it’s 
right for every case.”

Some parts of the arbitration process occurred 
online before the pandemic, such as uploading docu-
ments, choosing arbitrators and scheduling hearings. 
The outbreak has been “a massive accelerant” to the 
next logical step of virtual hearings, said George Fried-
man, editor-in-chief of the Securities Arbitration Alert.

For years, the SEC has gathered and analyzed docu-

ments online for its exams of advisory �rms. But since 
the pandemic, the SEC has performed exams “off-site 
through correspondence,” it said on its website. .

‘LESS INTRUSIVE’
That means SEC staff aren’t spending a couple of days 
in advisory of�ces while they conduct probes.

“It’s less intrusive,” said David Tang, counsel at 
Seward & Kissel. “That’s a good thing for the �rm.”

But it might be a disadvantage for the SEC, said 
Steven Thomas, chief operations of�cer at SGL 
Financial. As a South Dakota securities regulator, he 
found in-person interviews invaluable during exams.

“At least 60% of the violations I uncovered were 
uncovered with interviews and personal interactions 
… [not] just a paperwork review,” he said. “There’s a lot 
more squirming that goes on when you ask an uncom-
fortable question in person. You’re not going to see that 
in Zoom meetings, where you [look at] half the body.”

Despite the challenges posed by digital regulation, 
some aspects are likely to become permanent.

“As we learn what things can be done remotely, 
some of that may carry over to the post-COVID-19 
world,” Gottesman said.

mschoeff@investmentnews.com 
Twitter: @markschoeff

By Mark Schoeff Jr. 

Enforcement, arbitration  
proceedings move online
Taking testimony, conducting depositions and 
hearings remotely gains acceptance

P

Retiring earlier amid COVID 
Statistics suggest more workers are leaving  
their jobs early, and not always by choice

E

POST-PANDEMIC REALITY
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10 unexpected  
ways COVID-19 is  
changing wealth  
management 1. Increase in 401(k) suits

As plan participants have had more time to focus 
on their retirement savings, there have been 
more inquiries regarding retirement plan litigation 
and lawsuits related to plans.

2. Industry conferences go virtual
Major �nancial industry conferences have gone 
virtual during the pandemic to avoid large in-per-
son gatherings. The Financial Planning Associa-
tion, LPL Financial, Schwab and Morningstar are 
among those that opted to go digital this year.

3. Virus spurs retirement reset
The pandemic has forced some people to retire 
early because of lost jobs or health concerns. 
According to Mary Beth Franklin, an expert on 
Social Security claiming strategies and contrib-
uting editor for InvestmentNews, “2020 marks 
the beginning of a new era in Social Security 
planning, and that’s been complicated by the 
COVID-19 pandemic.”

4. Renewed interest in annuities
Annuities have been having a bad year, with sales 

off 24% in the second quarter. But this year’s mar-
ket volatility worries many investors and may make 
advisers more appreciative of insurance products 
that can protect client assets. “This is the type of 
environment that I truly believe reminds advisers of 
the value of annuities,” said Donnie Ethier, director 
of wealth management at Cerulli.

5. New technology adoption
With advisers unable to reach many investors in 
traditional ways, some have opted to use digital 
platforms. This includes tech tools like portfolio 
management systems to monitor performance, vid-
eo teleconferencing apps and e-signature services.

6. House prices soar
With government stimulus and a COVID-fueled 
rush to low-density-area housing, there’s been 
a rise in home sales. Historically low mortgage 
rates are enticing more people to buy now.

7. More clients are using HSAs
To pay for COVID-19-related health care expens-
es, more people are using their health savings 
accounts. 

8. Pandemic-related scams
With an increase in people seeking help during 
the pandemic, there has also been a rise in fraud 
related to COVID-19. The North American Securi-
ties Administrators Association’s COVID-19 Task 
Force was formed to investigate these schemes 
— many of them taking place online — and 
protect investors.

9. Personalized communication 
Amid the pandemic, more clients preferred talking 
to their adviser on the phone rather than receiving 
emails. Advisers have been contacting customers 
more frequently, but customers were much more 
satis�ed with personalized phone calls and emails 
than general email blasts.

10. Remote learning
With autumn here and schools reopening, stu-
dents have learned to accept the new digital real-
ities of higher education amid COVID-19, which 
has led to greater reliance on remote learning.

bgrimes@investmentnews.com
Twitter: @brittneymgrimes

By Brittney Grimes

COVID-19 has altered many as-
pects of how people do business in 
the �nancial advice industry. Many 
advisers have changed the way they 
communicate with their clients as 
video calls replaced in-person meet-
ings, and record numbers of people 
are working from home. Technology 
has helped many advisers navigate 
everyday life at work, but it also has 
a dark side, generating online scams 
geared toward gullible clients. Ulti-
mately, the pandemic shows us how 
people have learned to pivot during 
these unprecedented times. Here are 
10 ways the coronavirus pandemic 
has reshaped the �nance industry 
with unintended consequences.
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Planning

Millions of Americans have been 
forced to work from home during 
the COVID-19 pandemic — in-

cluding many � nancial advisers. But that 
doesn’t mean that they’re eligible to claim 
a tax deduction for their home of� ce.

If you’re an employee, meaning a 
worker who receives a W-2 form from 
an employer, you cannot claim a home 
of� ce deduction. Only self-employed 
workers and independent contractors 
can still claim a home of� ce deduction 
as a Schedule C business expense.

To qualify as a deductible business 
expense, the home of� ce must be the 
principal place of business or a place to 
meet clients. Most importantly, the tax-
payer must use the home of� ce exclu-
sively for business.

2017 TAX REFORM
In the past, it was possible for employ-
ees to claim a home of� ce deduction if 
their employer required them to work 
from home. But the Tax Cut and Jobs 
Act of 2017 changed those rules.

“Before 2017, there was an itemized 

deduction available for unreimbursed 
employee expenses if you itemized, but 
the TCJA eliminated that,” said Mark Lus-
cumbe, principal federal tax analyst at 
Wolters Kluwer Tax & Accounting. “As an 
employee, it is no longer possible to de-
duct unreimbursed expenses.”  The 2017 
tax law eliminated miscellaneous item-
ized deductions for 2018 through 2025.

The key is “unreimbursed” expens-
es. “Employees can still try to get their 
employers to reimburse their expenses,” 
Luscumbe said. 

In fact, a few states require employ-
ers to reimburse their employees’ neces-
sary out-of-pocket expenses as a result 
of their job duties. Those states include 
California, Illinois, Iowa, Massachu-
setts, Montana, New Hampshire, New 
York, Pennsylvania, South Dakota and 
the District of Colum-
bia.

There is also a state 
income tax issue that 
may catch some newly 
minted telecommuters 
by surprise if their em-
ployer is located in one 
state and they work from 
home in another state.

In normal times, em-
ployees who telecommute from a home 
of� ce on a regular basis create a busi-
ness connection, known as a “nexus,” for 
their employer. As a result, the states 
where the employees perform the work 
can tax that income even if the business 

is based elsewhere.
“Several states have announced that 

their normal nexus rules for taxation will 
not change the taxation of an employee 
temporarily working remotely due to the 
COVID-19 pandemic,” Luscombe said. 

NEW YORK AN EXCEPTION
Those states include Alabama, Georgia, 
Indiana, Iowa, Maryland, Massachu-
setts, Minnesota, Mississippi, New Jer-
sey, North Dakota, Pennsylvania, Rhode 
Island, South Carolina, Vermont and the 
District of Columbia.

New York is a notable exception. New 
York-based businesses must withhold 
state income taxes on the wages of out-
of-state workers. In those cases, employ-
ees will have to � le two state income tax 
returns next year: one to document taxes 

paid in New York, where 
their employer is based, 
and the other to claim 
a tax credit in the state 
where they live.

(Questions about 
new Social Security 
rules? Find the answers 
in my ebook at Invest-
mentNews.com/MBFe-
book.)

Mary Beth Franklin, a certi� ed � nan-
cial planner, is a contributing editor for 
InvestmentNews.
mbfranklin@investmentnews.com
Twitter: @mbfretirepro

Home of� ce deduction limited to self-employed

Judy: I am 64 and took my Social 
Security bene� t last year so my 
husband could claim a spousal 
bene� t on my earnings record 
while allowing his own retirement 
bene� t to continue to grow until 
70. When he turns 70, I will be 
67. At that point, can I switch to a 
spousal bene� t and let my own 
bene� t grow until 70?

MBF: No, you can’t switch to a 
spousal bene� t and allow your 
own retirement bene� t to continue 
to grow until 70 for a few reasons. 
Primarily, you were born after the 
Jan. 1, 1954, cutoff date. People 
like you (and me) will never have 
the option of � ling “a restrict-
ed claim for spousal bene� ts” 
because we were born after that 
date.

Secondly, even if you were born 
before the Jan. 1, 1954, cutoff 
date, you have already claimed 
your Social Security bene� t. If you 
chose to suspend your bene� t at 
full retirement age to earn delayed 
retirement credits worth 8% per 
year for every year you postpone 
claiming Social Security beyond 
your full retirement age up to age 
70, you cannot claim bene� ts on 
anyone else’s earnings record 
during the suspension.

Once your husband claims his 
Social Security at 70, you might be 
able to step up to a bigger spousal 
bene� t if it is larger than what you 
are already collecting. To calculate 
your potential new bene� t, you 
would add any “excess spousal 
amount,” which is the difference 
between your full retirement age 
bene� t and half of your husband’s 
full retirement age bene� t amount, 
to your reduced bene� t. 

Although your retirement 
bene� t is permanently reduced 
because you claimed Social Se-
curity before your full retirement 
age, you will still eligible for a full 
survivor bene� t if your husband 
dies � rst. A survivor bene� t is 
worth 100% of what your husband 
was collecting or entitled to collect 
at the time of his death — includ-
ing any delayed retirement credits 
— assuming you are at least full 
retirement age at the time. At that 
point, your smaller retirement 
bene� t would go away.

Claiming early 
nixes switching 
to spousal bene� t

INmail
BY MARY BETH FRANKLIN

 ONRETIREMENT

MARY BETH
FRANKLIN

KEY POINTS

• Employees can no longer 
claim a tax deduction for 
home of� ce expenses.

• Some states require compa-
nies to reimburse workers.

PORTION OF PEOPLE WHO SAID THEY WOULD BE 
MORE PRODUCTIVE AT WORK IF THEIR FINANCES 
WERE IN BETTER SHAPE
SOURCE: NATIONAL FINANCIAL EDUCATORS COUNCIL

55% 
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Join us for a week-long virtual celebration!
Tune in each day at 4:45pm EDT on investinothers.org/awards as one winner gets unveiled.

Lynette Atchley
Rebirth Homes
CPA Financial
Advisors, Inc.

Seth Coren
Peter Stuyvesant Little 

League, Inc.
Morgan Stanley Private 
Wealth Management

Matt Pisani
Clean Slate Living
Lincoln Investment

Monday, 9/21
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Duane Chaney
Lee Health Foundation
Arch Capital Advisory 

Group of Raymond James

Lisa Policare
Lenape Valley Foundation

Penn Wealth Planning

David Tornetto
Ronald McDonald House

Charities of St. Louis
Nextstep Financial

Group, LLC

Tuesday, 9/22
Community Service Award

Frederick P. Baerenz
David’s Hope International
AOG Wealth Management

Gerard Duphiney
Mission Madera

Duphiney Financial 
Network

Michael J. Martin
Be Like Brit

ELM Wealth Management 
at Raymond James
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Global Impact Award

Scott Cohen
Camp Ronald McDonald
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Northwestern Mutual

Maureen Kerrigan
Star Kids

Scholarship Program
RBC Wealth Management - US

Brian Robinson
The Florida Dream

Center, Inc.
UBS Financial Services, Inc.

Thursday, 9/24
Volunteer of the Year Award

Tracye Caughell
Children’s Musical Theatre

of Bartlesville, Inc.
Caughell Rodgers

Investments

Lynn L. Chen-Zhang
Western Michigan

University Foundation
Zhang Financial

Hal Lynde
Houston Furniture Bank

Raymond James Financial
Friday, 9/25
Lifetime Achievement Award

Rules for rollovers now that IRS relief has ended
W hile the CARES Act waived re-

quired minimum distributions 
for 2020, the IRS allowed those 

who had taken RMDs before the law 
was enacted to put them back by letting 
the funds be rolled over — but only until 
Aug. 31. So which rules apply after Aug. 
31 if individual retirement account or re-
tirement plan funds are withdrawn? 

Answer: The same rules as before the 
IRS relief, as if that relief never happened.

60-DAY ROLLOVER RULE
Withdrawn funds must be rolled over 
within 60 days of receipt, but even within 
the 60 days, the funds still must be eligi-
ble to be rolled over. Funds are ineligi-
ble if they violate the once-per-year rule 
and non-spouse bene�ciaries cannot roll 
over distributions from inherited IRAs.

ONCE-PER-YEAR ROLLOVER RULE
This rule only applies to IRAs, not dis-
tributions from employer plans. Only 
one indirect rollover from one IRA to 
another IRA (or Roth IRA to Roth IRA) 
can be done within 365 days, not a calen-
dar year. This rule also does not apply to 
Roth conversions.

If a client was not able to return an 
RMD taken in 2020 by Aug. 31 and now 
cannot because he or she has already 
done another IRA rollover in the last 365 
days, they can still do a Roth conversion 
if they are within 60 days since the distri-
bution was received. That’s because the 
once-a-year rule does not apply to Roth 
conversions. Since the funds withdrawn 
will be taxable anyway (because they are 
no longer eligible for rollover), you may 
as well convert them to a Roth. Normally, 
RMDs cannot be converted to a Roth, but 
since there are no RMDs for 2020, these 
funds are eligible to be converted for this 
year only. But the Roth conversion still 
must be done within 60 days of the dis-
tribution since the IRS relief has expired.

3 YEARS FOR CRDS
If the unwanted RMD was taken longer  
than 60 days ago, the funds cannot be 
rolled over. But there is one exception 
that could apply here — coronavirus-re-
lated distributions, or CRDs.

If your client took an RMD that is now 
unwanted but didn’t return the funds by 
rolling them over to an IRA or retirement 
plan before Aug. 31, they might still be 
eligible for a rollover. If they qualify for 
a CRD, they have three years from the 
day after the CRD was taken to return 
the funds. They must qualify for a CRD, 
though, by being affected by illness or 
lost income due to the pandemic. The 
CARES Act and IRS Notice 2020-50 spell 
out the CRD quali�cations.

If they qualify, they can return the 
unwanted funds in one shot this year or 
over three years, or not at all if they wish. 
They can spread the income over three 
years or elect to include the income in 
one year. If they wish to eliminate the tax 
bill on the unwanted 2020 RMD and they 
qualify for a CRD, they have until the 
time they �le their 2020 tax return (in-
cluding extensions) to return those funds 

and erase the tax bill. The CRD provision 
is limited to $100,000, though. 

NON-SPOUSE BENEFICIARIES
Non-spouse IRA bene�ciaries can no 

longer return unwanted RMDs after 
Aug. 31. That was a one-time special deal 
from the IRS under Notice 2020-51. 

NO UNDOING ROTH CONVERSIONS
Some people didn’t expect any relief 
on unwanted 2020 RMDs and convert-
ed the funds to Roth IRAs. It turns out 
they pulled the trigger too soon, because 
these conversions cannot be undone. 

The Tax Cuts and Jobs Act eliminated 
the ability to recharacterize (undo) Roth 
conversions. That’s not the worst thing 
in the world, though, since these conver-
sions reduced the IRA balance and are 
now growing tax-free in the Roth IRA. 
Plus, there are no lifetime RMDs and 
bene�ciaries can inherit these funds tax-
free.

Ed Slott, a certi�ed public accountant, 
created the IRA Leadership Program 
and Ed Slott’s Elite IRA Advisor Group. 
He can be reached at www.IRAhelp.

IRAALERT
ED SLOTT
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W hile navigating through the re-
strictions of the coronavirus 
hasn’t been easy, it has pro-

duced a lot of learning and some good 
business outcomes.

I run a top 50 RIA headquartered in 
California. We have 80 advisers spread 
across 14 of�ces in seven states.

Except for April, we’ve added new 
clients every month this year and, even 
after accounting for the market rally, 
we’ve increased our AUM. Further, we’ve 
had very few clients leave our �rm. (In 
fact, we are experiencing the lowest cli-
ent attrition we’ve ever had.)

And all of this occurred with our 
physical of�ces closed and our advisers 
working remotely.

The primary reason we’ve had such 
success is the robust communication 
plan we’ve employed. This includes:

Client calls. This seems like such an 
obvious thing to do, but amazingly there 
are advisers who never took the time to 
reach out to their clients. Our goal was 
to retain every single client. We had to 
take a few steps back in order to move 
forward, though; to give our advisers the 
time to call every client, we stopped tak-
ing new clients for a three-week period, 
provided some talking points for our ad-
visers to use, and audited each adviser to 
ensure they made the calls.  

Personalized emails. Sending out 
mass emails while giving them a person-
al touch is tough, even aided by our mar-

keting team. To be ef�cient, we provided 
a template for each communication and 
had our advisers write something per-
sonal at the start of the email. 

As an example, an email from me 
would have begun with, “Hi Susie: I’m 
writing this to you as I’m working from 
home right now. It’s a strange time for 
everyone, with my college-age kids back 
home attending classes remotely. I think 
Valerie is kind of enjoying having the 
kids back around, but I’m not sure they 
are as excited about it as we are. Anyway, 
I wanted to reach out to you because ...” 

Videos, podcasts and webinars. We 
reached out to our clients almost every 
week with a new communication piece ex-
amining a key topic. For example, we put 
together a video of historical �uctuations 

in the stock market. We produced virtual 
webinars on topics such as creating “fur-
loughed �nancial plans” and “forced re-
tirement plans.” And we delivered a pod-
cast each week that examined what was 
transpiring in the �nancial markets.

LEVEL OF COMMUNICATION
It was this level of communication that 
encouraged our clients to continue with 
their investment strategies and not pull 
out of the market or switch to another 
�rm.

Given that most of us are still work-
ing from home, and many clients are 
not yet comfortable visiting in person, 
we worked diligently to create a great 
remote client experience. This goes be-
yond merely being pro�cient on Zoom 

and incorporates things such as sending 
a personalized email or text both prior to 
and after a remote “visit.”

VIRTUAL SUCCESS
For context, we’ve conducted more than 
4,000 virtual appointments with clients 
and prospective clients since the pan-
demic started. We’ve become good at it. 
The result is that we now have lots of cli-
ents who prefer remote appointments to 
having to drive across town and meet in 
a physical of�ce. Among other previous-
ly unrealized advantages, this enables us 
to match clients with advisers who have 
more capacity and who might even live 
in a different part of the country.

Part of the reason we’ve continued to 
thrive is due to the nature of our busi-
ness model. We aren’t like a restaurant 
or a corner mom-and-pop store. We sell 
ourselves and provide education and 
�nancial guidance. So while our store-
fronts (of�ces) were closed, we were able 
to quickly upgrade the virtual experi-
ence, increase our relevant communica-
tions and then emphasize the advantag-
es of remote meetings. Simply, business 
changed and continued moving forward.   

While everyone wishes this terrible 
illness had never happened, out of neces-
sity, COVID-19 has made us a leaner and 
more versatile organization. And much 
of our response, rather than merely be-
ing temporary until things return to nor-
mal, has, I believe, for us created a better 
business normal that’s here to stay. 

Scott Hanson is co-founder of Allworth 
Financial, formerly Hanson McClain Ad-
visors, a fee-based RIA with $8 billion 
in AUM.

How our �rm used the pandemic to create a better normal

FPA launches philanthropic solutions certi�cate program 

GUESTBLOG
SCOTT HANSON

BY MARY BETH FRANKLIN 

THE FINANCIAL PLANNING Associ-
ation has teamed up with the American 
Heart Association to launch a new on-
line certi�cate program to support �nan-
cial professionals in advising clients on 
philanthropic opportunities. 

The free, six-part series begins Sept. 
30. Registration is open to both FPA 
members and nonmembers at fpalearn-
ing.onefpa.org/live-courses and quali�es 
for six continuing education credits. 

Upon completion of the series, par-
ticipants will receive membership in 
the AHA Professional Advisor Net-
work, as well as a digital badge and 
certi�cate. Additionally, participants 
who meet the criteria may be eligible 

for join the AHA’s professional adviser 
referral program. 

The Philanthropic Solutions in Finan-
cial Planning curriculum has been cus-
tomized for �nancial professionals and 
looks at how to engage in meaningful 
philanthropic conversations with clients. 
It will explain how to effectively probe 
clients’ interests, attitudes, motivations 
and preferences related to philanthropy 
and how to identify potential issues and 
obstacles to your clients’ giving. 

CHARITABLE LEGACIES
The course will discuss how to create 
charitable legacies through bequests 
and bene�ciary designations, including 
the bene�ts of using retirement plans 
to meet clients’ charitable objectives. 

Experts will explain the differenc-
es between revocable and irrevocable 
planned gifts and will describe the types 
and bene�ts of gift annuities and which 
clients may be most suited to use them. 

Additional sessions include an in-
depth look at the �nancial and tax ad-
vantages of charitable remainder trusts, 
private foundations, donor-advised 
funds, endowments and charitable lead 
trusts.  

This series will address discussions 
around the tangible and intangible bene-
�ts of various charitable giving vehicles 
and the role of family philanthropy in 
effective wealth transfer and business 
succession planning. 

Taken together, the six-part course 
will help �nancial advisers develop a 

plan using the best strategies to achieve 
the client’s philanthropic goals and oth-
er objectives. 

Mary Beth Franklin, a certi�ed �nan-
cial planner, is a contributing editor for 
InvestmentNews.  
mbfranklin@investmentnews.com  
Twitter: @mbfretirepro 

PORTION OF ADVISERS WHO CURRENTLY 
USE A MODEL MARKETPLACE TO ACCESS 
THIRD-PARTY PORTFOLIO STRATEGIES
SOURCE: YCHARTS SURVEY

10% 
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Time to trade in your to-do list for a to-be list
S omewhere along the way, with the 

best of intentions to serve better 
and grow faster, we have become 

human “doings” swimming in a sea of 
to-do lists, pursuing the next produc-
tivity hack, desperately grasping at the 
idea that our task lists have a bottom. 

We’ve built our identities and our busi-
nesses on what we do, not who we want 
to be. We become human doings instead 
of human beings. In this doing state, there 
is always a task list taunting you, a plan to 
be perfected, a project to be completed, a 
call to be returned. And so we become un-
witting accomplices in the demise of our 
own happiness and well-being.

Today, the competing demands of 
working from home and managing cli-
ent expectations and markets, plus the 
additional demands of parenting and 
teaching, are leading to a state of being 
overwhelmed by the complexity of these 
unexpected and uncertain times. This 
sends our brain into stress state, releasing 
stress chemicals. From this � ght-or-� ight 
state, we respond instinctively to survive.

THE STRESS STATE
No solutions can be found in this stress 
state. Your prefrontal cortex, the prob-
lem-solving part of your brain, shuts down 
because the blood � ow is more needed by 
the heart and muscles to � ght harder and 
� ee faster. In stress state, you are forced 
to deal with near-term threats, shutting 
down your strategic perspective.

If you recognize this in your own life, 
your next objective isn’t to complete the 
to-do list. It’s to learn how to co-exist with 
it in a way that leaves you feeling empow-
ered, rather than endangered.

I was coaching an adviser who had tak-
en two weeks off to care for her ill mother. 
Upon her return, she was overwhelmed 
by her workload and severely stressed. I 
asked her to take three deep breaths and 
tell me the feeling behind her mental chat-
ter. “Disappointment,” she said. “I can’t get 
it all done without killing myself, and I’m 
exhausted. But I can’t let anyone down.” 

We took a two-pronged approach: 
right now and rearview. Right now is an 
immediate strategy that can be used to im-
prove the situation, while rearview is � nd-
ing the big picture issue we need to solve 
to make sure being overwhelmed stays in 
the rearview mirror.

The near-term solution was for the ad-
viser to segment her open client service 
needs into three buckets: those that need-
ed attention in the next week or two, those 
that could be addressed in the weeks and 
months following, and those that could be 
added to the next client review agenda. 

Next, she drafted an email to clients in 
each of the three time frames. It explained 
her personal situation and how she would 
be addressing their service issue, with the 
messaging personalized by the bucket-
ed time frame. Communicating honestly 
with clients and bringing expectations 

into the realm of reality brought her in-
stant relief.

Then I helped the adviser create a 
structured service model to systematize 
the factory work so that she and her team 
could focus on work that delivers real 
value to clients. She committed to imple-
menting client meeting surges — group-
ing client meetings into set times of the 
year, typically once in the spring and once 
in the fall, for six- to- eight-week periods. 

SERVE, NOT SUFFER
The result? After the adviser shifted out 
of stress state into a success state, she 
was able to move her focus from what 
she had to do to who she wanted to be. 
She wanted to run a practice that deliv-
ered massive value to clients with integ-
rity and authenticity, while feeling good 
about her work and the role it played in 
her life. She wanted to serve, not suffer.

Shifting from stress state to success 

state is a behavior habit you build, bring-
ing greater awareness and control with 
practice. It starts with something as sim-
ple as a few deep breaths to clear mental 
chatter, a � ve-minute walk, your favorite 
sporting activity or anything that brings 
the headspace to separate yourself from 
the stress you feel.

Stephanie Bogan is a business strate-
gist and success coach, CEO of Educe 
and chief possibility of� cer for Limitless 
Adviser Coaching. Follow Stephanie on 
Twitter @steph_bogan or reach her at 
learnmore@educeinc.com.

LIMITLESS ADVISER
STEPHANIE BOGAN 
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K enosha, Wisconsin, has become a 
new epicenter of both peaceful and 
violent protests sparked by the re-

cent shooting of Jacob Blake, a 29-year-
old Black man. A viral video captures 
the crucial moments when Mr. Blake is 
shot in the back seven times by police of-
� cers, after appearing to ignore their or-
ders. The incident eerily echoes a num-
ber of police shootings in cities around 
the country. It strikes a raw nerve in a 
country wrestling with ongoing system-
ic racism affecting communities of color 
— especially Black Americans. 

Inequitable treatment within the 
criminal justice system has enlivened a 
more vigorous racial justice movement 
over the past several years. The move-
ment, and associated crucial conversa-
tions regarding race, have made their 
way into the genteel halls of Corporate 
America. Race has been the dominant 
social construct in the Western world for 
nearly half a millennium. It impacts ev-
ery practical aspect of society and is one 
of our deepest areas of divide. 

However, like politics and religion, 
race is a “third rail” in corporate cultures. 
It is commonly accepted that race should 
not be discussed in polite company. As 
a result, conversations about race within 
American companies are generally lim-
ited and prescribed. 

As an African American executive, 
I can offer this assessment: The chal-
lenges that Black Americans face inside 
and outside of Corporate America are, 
frankly, unremarkable. Race, racism 
and racist ideas have impacted me in 
tangible ways throughout my life and 
career. What is remarkable, however, is 
the current shift in the dialogue about 
race and the increased acknowledg-
ment of the unique experience and 
circumstances of Black people in 
America. Kenosha is about an hour’s 
drive from where I live in Chicago, so 
the coverage of the current unrest is 
practically local news. 

Against this backdrop, a fellow 
executive reached out to me. 

“How are you deal-
ing with the Jacob 
Blake shooting?” he 
asked. 

I was struggling 
to process this 
most recent devel-
opment in light of 
my active engage-
ment in the racial 
dialogue over the 
past three months. “I 
can’t fully articulate 
how I feel except to 
say it is disheartening,” 
I remarked. That was all 
I could muster, though I 
appreciated his earnest 
inquiry. After we con-
cluded our conversation, I 
came to a stark realization. 

I can’t feel my pain. 
Pain hurts because it 

should. It is the body’s 
way of telling us that 
something in our inter-

nal or external environment presents a 
danger to our physical or mental health. 
When the body is injured or something is 
wrong, our nerves send messages to our 
brains about what’s going on. Our brains 
then make us feel pain with the express 
purpose of saving us from further or crit-
ical injury. This is true as it pertains to 
our physical and mental health. 

In the same way that our nerves send 
constant messages to our brains to in-
form our physiological condition, our 
emotions send consistent messages to 
our hearts to inform our psychological 
condition. And herein lies the crux of the 
challenge for Black Americans navigat-
ing the social construct of race within 
Corporate America: As Black faces nav-
igating predominantly white spaces, we 
cannot comfortably address what we ex-
perience and feel.

These cultural norms constrain all 
members of the corporate community. 
However, they are an acute burden for 
Black Americans who have long been 
the targets of systemic racism. Natural-
ly, the image of a Black person being 
harmed, or any person for that matter, 
evokes real pain. 

Or so it should. A principal function 
of the heart is to internalize and process 
these emotions. 

But sometimes, I can’t feel my pain. 
People often re� exively prefer to 

avoid pain. However, in an imperfect 
world, the ability to feel pain is essential 
for our maturity and personal well-be-

ing. This allows us to 
empathize with 
others and main-
tain healthy rela-
tionships. Yet as 
a Black execu-
tive, I have been 
c o n d i t i o n e d 
to restrain my 
emotions and 
suppress my 
pain. Practically 

speaking, this has 
been necessary for 

me to survive and 
thrive in Corpo-

rate America. And while pragmatism is 
generally considered a desirable quali-
ty in corporate cultures, it is a fallacy to 
assume that our emotions don’t matter. 
How should I feel and what emotions 
can I express when I encounter racial 
discrimination? 

I can’t be sad because it might sig-
nal that I am weak and unable to deal 
with the normal stresses of the job. Or, 
it might suggest that I somehow am not 
mentally tough enough. I can’t be sur-
prised because the occurrences are far 
too frequent, too proximate, too real to 

actually be surprising. Bad things hap-
pen right? I can’t be fearful even when 
there are genuine concerns. Fear and its 
close cousins, anxiety and skepticism, 
are debilitating when navigating corpo-
rate culture. Most of all, I can’t be angry. 
Any demonstrative expression of anger 
evokes long-held biases associated with 
the stereotypical angry Black person. 

And this is why it is hard, at times, to 
feel my pain. 

There is, however, an in� ection in 
my story. An empathetic question from 
a fellow executive — a white executive 
— has triggered further introspection. 
In part due to the gentle reminder that 
people from all walks of life are sharing 
this pain. 

So, without reservation, I af� rm that 
all lives matter.

Asian lives matter, Latino lives mat-
ter, white lives matter — and yes, Black 
lives matter. And this is an important 
statement and an important moment 
because, as a nation, we must process 
the pain caused by racism and address 
the impact on those most deeply affect-
ed. And to avoid any doubt: “All” means 
blue lives matter and red lives matter. 
Gay lives matter and straight lives mat-
ter. Jewish, Muslim, Hindu and Christian 
lives matter. I could go on, but the point 
is simple: All means all! 

However, “all” is both inclusive and 
speci� c. It extends to every group 

and every individual that is part of 
the human community. And if my 
explicit acknowledgment af� rms 
the personhood and well-being of 
another, I will not hesitate to say it 
privately, publicly or personally. 

Therefore, I say again that Black 
lives matter because this is an af� r-

mation that must be made in both words 
and deeds to ensure all lives truly matter. 
To af� rm that my life matters. 

As I allowed my emotions to run their 
course and my heart to do its work over 
the course of the past week, I realize that I 

can now fully feel my pain. While it is dif� -
cult to continually witness and experience 
racial discrimination, it is also an instance 
of grace that I can still feel my pain. 

And it is a measure of grace that I can 
process it and speak candidly about it. 
The greatest measure of grace is that I 
can feel empathy for others. I can forgive 
and be forgiven. I can share in the hopes 
and hurts of all others. 

I can feel their pain. 
As we � nd ourselves at an all too fa-

miliar crossroads, I am frequently asked 
about what actions we should take to 
address the systemic racism that per-
sists within our society. Many of us want 
a quick address. We want the pain to go 
away. And we want it to do so quickly. 
Remember the axiom that pain hurts be-
cause it should. The action required most 
urgently will evoke more discomfort and 
pain. We need to keep listening, as we 
have only begun to hear. And while we 
certainly must act, our actions will only 
be effective and sustained if we continual-
ly listen intellectually and emotionally. We 
should always hope that we are afforded 
the grace to truly feel one another’s pain. 

To this end, I do not offer answers but 
rather necessary questions. Three to be 
exact. I recognize that we are a nation 
of differing ideals and beliefs, but I seek 
to appeal to the ties — the values — that 
bind us. My questions speak to matters 
of the heart, which supersede racial clas-
si� cation, political af� liation and reli-
gious denomination. 

1. What has contributed to our cur-
rent state of affairs? 

2. Why are others acting or reacting 
in a particular manner? 

3. How can I make a difference? 
My mother has an inspiring personal 

narrative that involved resuming her ed-
ucation later in life, acquiring both her 
bachelor’s and master’s degrees. She 
pursued her calling in the � eld of social 
service. In my recent book, I recounted a 
conversation we had three decades ago. 
She was a caseworker serving disadvan-
taged children at an agency located in a 
troubled inner-city neighborhood. 

“Mom why did you choose social 
work and why do you work in such a 
rough neighborhood?” 

Her response was profound and 
echoes the challenges of the day. 

“Son,” she replied, “most of the young 
people I serve are abused or neglected. 
They often feel as if their lives don’t mat-
ter and no one cares about them. Their 
lives do matter. They matter to God and 
they matter to me.”

In that moment, I fully understood 
her sense of calling and care for the hu-
man community. I knew that their lives 
deeply mattered to her. She could feel 
their pain. The answers to my three ques-
tions that speak to matters of the heart 
are very clear to my mother. And, in her 
seemingly small act by one — her ability 
to listen with her head and heart — she 
has touched the lives of many. I hope that 
her living testimony encourages us all to 
do likewise. 

We must never lose the capacity to 
feel one another’s pain. 
Sincerely,
Shundrawn A. Thomas 
President, Northern Trust 
Asset Management

An open letter to Corporate America: I can’t feel my pain 
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Building a better asset management industry

Efforts to achieve diversity and 
inclusion should start with inclusion 

BY JEFF BENJAMIN 

DESPITE THE TREND toward industry 
consolidation in pursuit of scale, the age 
of COVID has become the great neutral-
izer across the � nancial services industry. 

“Not being able to walk factory � oors 
and count � sh in the tanks is de� nitely 
a big challenge,” said Barbara Ann Ber-

nard, founder and chief investment of� -
cer of Wincrest Capital. 

Speaking last Wednesday at the Wom-
en in Asset Management virtual confer-
ence, Bernard talked about the challeng-
es facing the � nancial services industry, 
as well as the opportunities that arise in 
a more socially distant world. 

From a portfolio manager’s perspec-

tive, Bernard admitted that “not being 
able to go see the company is an adjust-
ment.”  But she added, “If you’re not go-
ing to the mine, then a Zoom call is the 
same as meeting in a hotel.” 

Bernard was joined on the panel dis-
cussion by Shundrawn Thomas, presi-
dent of Northern Trust Asset Manage-
ment, to analyze an industry that has 
generally fallen behind when it comes 
to diversity and inclusion. 

“I love the business we’re in, but we 
simply have not been an industry that 
excels in diversity,” Thomas said. “We 
have to be intentional.” 

‘GREAT CAREER FOR WOMEN’
Last week Thomas wrote an open letter 
to corporate America re� ecting on the 
state of race relations in the workplace, 
in which he encouraged people to try to 
“hear with the head and the heart.” 

 “We can’t be just self-interested,” he 
wrote. “There has to be a collective push 
for the health and diversity of the indus-
try.” (See the full letter on Page 20.)

From a logistics perspective, Bernard 
said asset management is a “great ca-
reer for women.”

“I really think it’s the best career in 
the world because you get paid to learn 
for a living,” she said. “It’s an incredible 
career for women with children. There’s 
an element of predictability to it. You 
know when earnings season will be. 

Markets close at a set time.” 
Bernard’s advice for women in asset 

management: Avoid being steered down 
a path toward sales, rather than analytics. 

“When women advance, everyone 
tends to push them into sales,” she said. 
“The more senior you get, the more of 
a salesperson you have to become. The 
right order is analytics, then sales, not 
sales and then a dead end.” 

GLIMMERS OF HOPE
As an avenue toward progress, both 
panelists saw glimmers of hope in the in-
creasingly popular world of sustainable 
investing strategies. 

“I’m hugely encouraged” by the 
growth of ESG investing, Bernard said, 
but she quali� ed that there needs to be 
a greater focus on how companies are 
allocating their resources and actually 
supporting sustainable causes. 

“Nobody is talking about aligning the 
values of a � rm with the way they invest 
their pension plan,” she said. “From my 
perspective, there isn’t a supply prob-
lem, there’s a demand problem.” 

jbenjamin@investmentnews.com 
Twitter: @benjiwriter 

BY JEFF BENJAMIN 

WITH THE FINANCIAL services indus-
try behind many other industries when 
it comes to diversity and inclusion, the 
� rst step toward progress might be sep-
arating diversity from inclusion. 

“There’s a difference between diver-
sity and inclusion, because diversity is 
a representation of the organization 
and inclusion is agreeing to ensure an 
individual’s authentic self is welcome,” 
said Tali Shlomo, former global people 
engagement director at the Chartered 
Insurance Institute. Shlomo was part of 
a panel at last week’s Women in Asset 
Management virtual conference. 

Discussing ways to bring more diver-
sity into an industry that historically was 
represented mostly by white men, the 
panelists advised moving past stale ef-
forts that have barely moved the needle. 

“It has to be a business initiative, not 
an HR mandate, and you have to rec-
ognize that it’s an ongoing effort,” said 
Heidi Ridley, co-founder and chief exec-
utive of Radiant ESG. 

“Diversity and inclusion are lumped 
together as one thing, but inclusion is the 
important part, and you get there � rst by 
understanding why diversity matters and 

what the bene� ts are,” Ridley said. 
Kathryn McDonald, co-founder and 

head of investments and sustainability 
at Radiant ESG, said too often even the 
best intentions fail to move beyond a 
“box-ticking exercise” that is largely fo-
cused on diversity on corporate boards. 

If there’s a silver lining to the new 
world of social distancing, it might be that 
company cultures have been forced to 
become more � exible,  opening doors for 
some employees, said Justin Onuekwusi, 
head of retail multi-asset funds at Legal 
& General Investment Management. 

“Before, companies would say, ‘If you 
can’t adapt to our culture you won’t be 
part of the culture.’ Now companies are 
more willing to adapt to different cul-
tures,” he said.

jbenjamin@investmentnews.com 
Twitter: @benjiwriter 
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af�liated asset management business 
with strong distribution in their own 
plans.

One strategy at Empower has been 
to charge mutual fund providers for 
access to certain retirement plans.

“Empower is really quite active in 
aggregating the market,” said Alois 
Pirker, research director at Aite Group. 
“You’re probably going to hear more 
from them going forward.”

Even some large plan providers 
have sold their DC businesses in re-
cent years, including Wells Fargo’s sale 
of its business last year to Principal.

A WAY IN
Some broker-dealers limit the DC plan 
record keepers in their systems, includ-
ing Edward Jones, said George Revoir, 
former long-time leader of John Han-
cock Retirement Plan Services distribu-
tion, who retired from the company in 
2018. He noted MassMutual’s existing 
relationship with Edward Jones.

“In a way, this gives Empower a 
way into Edward Jones,” Revoir said. 
“They’ve just gotten in there with a big 
block of business, in theory.”

The combination of participants in 
MassMutual’s book of business and 

clients at the recently acquired Person-
al Capital adds a lot of people Empow-
er can now market to, he noted.

The decision to sell a record-keep-
ing business includes considerations 
about focusing on what a business 
does best, Pirker said.

“MassMutual is a classic insurance 
broker-dealer, so this is clearly betting 
on the distribution side of things,” he 
said. “It’s a very good example of what 
is going on. Scale is just about every-
thing in the DC world — and focus.”

Instead of owning a record keeper, 
for example, some insurers are better 
off having strategic relationships with 
one, Pirker said.

For Empower, having a focus on �-
nancial wellness now can pay off later, 
through expanded relationships with 
plan participants, he noted. “That well-
ness workplace combo is quite attrac-
tive to broaden your client base.”

There are also opportunities for 
more product sales, Revoir said. Em-
power, for example, has a focus on 
health savings accounts.

The SECURE Act’s provisions for 
lifetime income products will also give 
insurers an opportunity to sell annuities 
through retirement plans, Revoir said.

ehallez@investmentnews.com  
Twitter: @emilehallez

EMPOWER
 CONTINUED FROM PAGE 2

react in the short term to different 
election scenarios. In a “blue wave,” in 
which Democratic presidential candi-
date Joe Biden defeats President Don-
ald Trump and Democrats take over 
the Senate and hold the House, there 
could be a 2% to 4% sell-off over con-
cerns about Biden’s plan to increase 
corporate and personal taxes on 
wealthy Americans.

If Biden wins and Congress re-
mains divided between a Democratic 
House and a Republican Senate, the 
prospect of legislative gridlock might 
be welcomed by Wall Street.

“The market likes that the best be-
cause not much gets done,” Link said.

There are some moves that inves-

tors might want to consider, depending 
on who wins in November. Biden, for 
instance, supports raising capital gains 
taxes by setting the levy at ordinary in-
come rates.

“If it is a blue wave, maybe it makes 
sense to take capital gains before 
year’s end,” Carlson said.

Even though Biden is leading in 
the polls, Trump proved in 2016 that 
he can defy de�cits in most polls and 
prevail on election day. Biden has not 
locked down a win, said Brian Weiner, 
co-founder and managing partner of 
Audent Family Wealth Advisors.

“This should be a layup election for 
Biden, but he’s �nding ways to make it 
dif�cult for himself,” Weiner said.

mschoeff@investmentnews.com  
Twitter: @markschoeff
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Tamping down on claims brought 
“without evidence” would save fund 
providers millions of dollars in costs 
“that would otherwise be spent on as-
set growth and improved returns for 
investors,” according to the announce-
ment.

Fund investors have not been very 
successful with such lawsuits, as courts 
have generally ruled in favor of fund 
advisers. Few, if any, new 36(b) cases 
have been �led since 2018, according 
to a report earlier this year from De-
chert. However, some plaintiffs’ attor-
neys have been making public out-
reaches for potential new clients, and 
the COVID-19 crisis could in�uence 
new litigation, according to that report.

“I haven’t seen any evidence that 
this legislation is needed. On the con-
trary, there are all too many mutual 
funds with unreasonably high costs,” 
Barbara Roper, director of investor 
protection at the Consumer Feder-

ation of America, wrote in an email. 
“We should be looking to reduce those 
costs, not immunize fund managers 
from liability when they charge exces-
sive fees to fund shareholders.”

The legislation would put a greater 
burden for proof of breach of �duciary 
duty on plaintiffs, requiring them to �le 
claims with evidence that they have in 
the past relied on discovery to obtain.

The Investment Company Institute, 
a lobbying group, supports the legisla-
tion, which it called necessary “to im-
prove the ability of federal courts to 
curb abusive lawsuits.”

“None of the lawsuits brought 
since Congress added Section 36(b) in 
1970 has resulted in a �nal judgment 
against the defendant adviser, evi-
dence that these suits waste adviser 
resources without any bene�t for the 
shareholders that plaintiff lawyers 
say they’re helping,” ICI CEO Paul 
Schott Stevens said in a statement.

ehallez@investmentnews.com  
Twitter: @emilehallez
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regarding sending meals to clients 
during a virtual meeting, according to 
one Wells Fargo adviser. Clients and 
adviser must be together via Zoom 
or other platforms eating together 
during their meeting.

“Clients must be in the virtual meet-
ing while eating food,” the adviser said.

A spokesperson for Wells Fargo 
Advisors, Shea Leordeanu, con�rmed 
the guidance to advisers. “We updat-
ed our policy to be in alignment with 
Finra’s guidance,” she said, referring 
to the Financial Industry Regulatory 
Authority Inc.

Wells Fargo Advisors last month up-
dated its policy to allow virtual meals.

It appears that the brokerage indus-
try is focused on the issue. In a widely 
reported memo last Tuesday, Merrill 
Lynch said that “third party product 
and service providers” — think outside 
money managers and annuities under-
writers — “cannot pay for gifts, meals 
and entertainment for employees.”

“That said, employees can attend 
business entertainment events and 
meals hosted by [outside managers] as 
long as they cover their own portion of 
the expense,” according to the memo.

bkelly@investmentnews.com  
Twitter: @bdnewsguy
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BLOOMBERG NEWS

UBS GROUP WILL offer sustainable 
investments as its preferred solu-
tion for wealth management clients 
worldwide as the COVID-19 crisis 
underscores the need for more so-
cially and environmentally responsi-
ble �nancing.

“The pandemic has brought the 
vulnerability and interconnected na-
ture of our societies and industries 
to the forefront of investors’ minds 
and shown that sustainability con-
siderations cannot be ignored,” Tom 
Naratil, co-chief of the bank’s $2.6 
trillion global wealth business, said 
in a statement last Thursday.

While traditional investments 
will remain the best option in some 
circumstances, a 100% sustainable 

portfolio can deliver similar or better 
returns, UBS said.

This year, major sustainable in-
dexes have outperformed their peers 
in traditional investing, said the 
bank, which currently manages $488 
billion in core sustainable assets.

“The shift in preferences toward 
sustainable products and services is 
only just beginning,” said Iqbal Khan, 
the other co-head of the wealth busi-
ness. “Sustainable investments will 
prove to be one of the most exciting 
and durable opportunities for private 
clients in the years and decades ahead.”

Not all such investments are equal 
and a successful sustainable portfo-
lio should be diversi�ed and �exible 
to respond to new opportunities and 
new risks, said Mark Haefele, the 
wealth unit’s chief investment of�cer.

UBS suggests wealth clients 
opt for sustainable investing
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Her Success Matters 
A podcast exploring how advisers can work 
together to break down internal barriers, 
create programs around diversity and 
inclusion and build a pathway for women to 
succeed in �nancial services.

As the CEO of InvestmentNews, the leading 
source of news, analysis and information for 
the �nancial advisory community, Christine 
Shaw offers a wealth of knowledge and 
real-life experiences as a female leader in 
the industry. Her Success Matters provides 
listeners with a rare insider view to the 
executives of this industry who are forging 
the path for women leadership by taking 
action and supporting programs within 
their organizations. Christine’s goals in this 
series is to connect with fellow powerhouse 
executives who are dominating the industry 
and to break down barriers for next-gen 
female advisers! 

LISTEN NOW!
investmentnews.com/hersuccessmatters

The InvestmentNews Podcast 
Each week on The InvestmentNews Podcast 
veteran reporters Bruce Kelly and Jeff 
Benjamin bring their unique insights and 
experience on all things wealth management. 
Their unparalleled sourcing creates a  
must-hear conversation every week. Scoring 
an in-person interview with Dani Fava 
immediately after her move to Envestnet, 
looking at the latest recruiting action by 
industry behemoth LPL and diving deep into 
the regulatory and investing landscape, this 
podcast provides everything you need to know 
each week to be better informed about what’s 
happened, and what will happen,  
in the �nancial advice space.

LISTEN NOW!
investmentnews.com/inpodcast
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In an election year, anything is possible. How could 2020 impact your client’s � xed income portfolio? Invesco 

and InvestmentNews have partnered on a special webcast that you cannot afford to miss. Invesco’s municipal 

investment leaders will discuss the current state of the municipal bond market, the upcoming presidential 

election and the impact government regulations could have on municipal bonds.

Speakers will examine:

• What’s top of mind with investors?

• How will tax policies impact � xed income investments?

• Could we face a COVID-driven wave of municipal defaults?

• What are some investment opportunities in the tax-exempt municipal market?
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