
Wealth Management
for Business Owners

Assembling the Tools 
to Build Serious Wealth



The first and most important step on the journey to serious
wealth is having equity in a lucrative business. But you 
need significant personal assets and need to manage them 
e!ectively to build serious wealth outside of your business.

More important than any one strategy or product is the 
overwhelming process that the Super Rich and the ultra-
wealthy use to guide their decisions about their personal 
wealth. Ultimately, a huge key to their success is the 
framework they put up around the management of their 
personal wealth.

That framework is what we call wealth management.

Wealth management done well enables you to organize and 
manage your personal wealth so that all the components 
of your financial life work together toward one purpose: 
achieving the goals you want most for yourself, your family 
and the world around you. Wealth management means 
having all of your personal financial issues and challenges 
addressed so that your entire economic situation is enhanced 
and improved. It goes beyond traditional investment ideas 
to encompass the wide variety of complex needs you face 
throughout your life. 
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As a successful business owner likely works with one or more financial advisors, you are probably 
well-aware that the term “wealth management” is thrown around with abandon these days. For 
financial advisors to call themselves wealth managers, all they need to do is say they are wealth 
managers, and there is no credential that certifies a person as a wealth manager. This is why so 
many financial advisors refer to themselves as such.

Still, most financial advisors are hard-pressed to actually define the term with any degree of preci-
sion. Not surprisingly, then, most financial advisors are equally hard-pressed to actually deliver 
true wealth management capabilities--especially Super-Rich-level wealth management solutions--
to their clients. 

While all wealth managers are financial advisors, not all financial advisors are capable wealth 
managers no matter what they call themselves. A true wealth manager is the optimal financial ad-
visory professional you, as an accomplished business owner, should probably be working with. In 
most situations, a high-caliber wealth manager can help you and your loved ones become signifi-
cantly wealthier, as well as protect wealth you saved and help insulate your business from diverse 
risks such as unfounded lawsuits.

Working with a talented and knowledgeable wealth manager is essential. In order to do so, it is 
very helpful to first have a solid understanding of wealth management.

Wealth Management Defined

Wealth management is very straightforward. From the perspectives of successful business owners 
like you, wealth management is simply the art and science of solving financial related problems and 
concerns to enhance your personal financial situations. It is designed to address the full range of your 
personal wealth challenges on an ongoing long-term basis in a way that coordinates all the disparate 
aspects of your wealth. It is holistic and synergistic, thereby enabling you to leverage your wealth and 
even your business to increase the probability that you will become seriously wealthy.

From the wealth manager's perspective, wealth management is the ability of an advisor to work 
collaboratively with a team of specialists to deliver a full range of investments as well as advanced 
financial, tax and legal solutions in a consultative way to clients. Collaboration with other profes-
sional specialists is regularly crucial to e!ective wealth management, as no one person--not even the 
smartest, hardest-working advisor in the world--possess the expertise needed to address the myriad 
complex financial issues that many successful business owners face.

By being consultative, wealth managers are truly client-centered in their focus on understanding the 
needs of each successful business owner client and only then on developing and implementing solu-
tions to meet those needs. For example, a high-caliber wealth manager meets a successful business 
owner without any presupposition about what financial services or products are appropriate. Then, 
based on assessing the situation and understanding the person, which often begins with a discovery 
meeting, the most beneficial and appropriate solutions are expertly provided by working in collabora-
tion with other top professionals.

Essentially, wealth management is defined by two key characteristics:

1. Wealth management is the consultative process of meeting the needs, wants and preferences of
successful business owners by skillfully providing financial, tax and related legal solutions.

2. Wealth management entails coordinating a team of talented specialists to address the diverse
needs, wants and preferences of successful business owners.



3

Broadly, wealth management consists of three main components-
summarized in this “formula” and discussed in greater detail below:

Wealth Management (WM)=

Investment Consulting (IC) + Advanced Planning (AP) +

Relationship Management (RM)

Investment Consulting
Investment Consulting is the professional allocation, monitoring 
and adjusting of an investment portfolio to meet the require-
ments and goals, within determined risk parameters. We utilize 
what is referred to as The Household Endowment Model®.

As your business has done well, the wealth you have created can regularly benefit-on a 
discretionary basis-from using the expertise of skilled wealth managers. That is, successful business 
owners engaging capable wealth managers to invest and oversee these funds. For successful 

business owners, a plethora of possible investment alternatives are available. The right selection and 

combination can be very fruitful and is often accomplished by engaging a profession-al investment 
manager. Two forms of investment management tied to the companies of successful business owners 

are qualified and non-qualified retirement plans. Aside from the ability to have these funds 

professionally managed, there are a number of tax benefits tied to these solutions. We believe The 

Household Endowment Model® can provide these and other significant investment solutions.

Advanced planning

Advanced planning Is the skillful leveraging of legal, tax, regulatory and financial expertise to 
enhance and safeguard your net worth. Ensuring the continuity of meaningful personal wealth for 
successful business owners is more than just being able to amass significant sums. It is also the ability 
to main-tain and grow your wealth. Thus, there is often the need for advanced planning.

The objectives and benefits of advanced planning are indisputable. Without question, there are many 
ways to legitimately capitalize on the tax code and legal system, protecting-and sometimes enhanc-
ing-your personal wealth through strategies and products involving sophisticated tax, estate and 
charitable planning.

At the same time, we live in an increasingly litigious society. As you become more successful, you also 
become a prime target for unfounded, malicious (and, many times, outright ridiculous) lawsuits. 
Asset protection planning, another specialty under the rubric of advanced planning, o!ers an 
e!ective way to structure your assets to discourage lawsuits and provide legal shelter from potential 
plainti!s.

Wealth management is intensely client-centric. That means it is all about you. Therefore, exceptional 
relationship management is key to the process. In order to help you achieve your objectives, wealth 
managers must develop a deep understanding of you-your most critical needs, values, goals, prefer-
ences, challenges, concerns and dreams.
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Relationship management 

Also entails assembling and managing a network of financial, tax and legal specialists who are ideally 
suited to address your entire wealth situation as a successful business owner-and then working in 
close collaboration with them on an ongoing basis to provide and implement optimal solutions.

This is an incredibly important step that, in many ways, distinguishes wealth management from the 
methods used by most other financial advisors. For this reason, we are going to go into some detail on 
relationship management.

The Total Client Model: It’s all about you!

In our experience, most financial advisors 
strive to be client-centered. This means 
they desire and endeavor to do the best job 
possible for their clients. Being client-centric 
also means that advisors put their interests 
behind those of their clients by o!ering the 
most appropriate services and products to 
them.

Unfortunately, a great many financial 
advisors, as well as a significant portion of 
wealth managers, do not walk their talk. 
While their intent is on target, operationally 
many advisors and other types of profes-
sionals are way o! the mark. They may 
profess to be client-centric, but they do not 
act in client-centric ways.

Being client-centered is more than just 
a mental attitude and an ethical stance. It is also a skill set. In order to be client-centered, wealth 
managers must use the tools and techniques that enable them to e!ectively understand your world, 
your goals and your concerns. If the professionals you are working with cannot truly understand these 
matters because they lack the skills to do so, they are unlikely to provide you with the best and most 
worthwhile solutions.

It is all too common that the commitment of numerous professionals to be client-centered is under-
mined by ine!ectual profiling skills and methodologies. It is quite common that the interview guides 
and other tools and systems many professionals employ are designed to address the services and 
products they provide-not the needs of the people they’re delivering those services and products to. It 
is more often the norm for investment advisors, for example, to collect information that enables them 
to address only your financial assets.

To benefit from Super Rich-level strategies and products for building serious wealth, you need a pro-
fessional who employs a truly holistic profiling methodology.

One methodology that has proven tremendously e!ective in profiling business owners is the Total 
Client Model. It is an empirically derived, time-tested process for developing a comprehensive and 
deep understanding of successful business owners. This deep understanding enables talented wealth 
managers to identify opportunities and potential high-impact wealth management solutions.
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The Total Client Model comprises seven categories that together represent a complete, personal 
picture of you as a successful business owner. These seven categories are as follows.

1. Values are the principles and standards of behavior you hold as vital to conducting your business
and your life.

2. Goals entail your comprehensive agenda as a successful business owner.

3. Relationships involve the people-both personal and professional contacts-who are important
to you as a successful business owner.

4. Assets are the financial details of your complete economic picture.

5. Advisors are the various professionals with whom you currently engage for help and guidance.

6. Process entails the way you prefer to work with professionals and how actively you like to be
involved in managing your financial life.

7. Interests are your passions in life when you’re not working. These might include charitable
involvements, hobbies and other pursuits that give your life meaning.

There are other approaches wealth managers can employ to systematically collect and organize 
information about their business owner clients, but in our experience the Total Client Model leads to 
superior insights and superior results. It is critical for you to work with a wealth manager who is adept 
at gaining a holistic understanding of you and your personal and related professional circumstances. 
That understanding will enable him or her to o!er the most appropriate customized solutions-–inte-
grated wealth management services and products--to produce the results that are most crucial to 
you. Only in this way can a wealth manager you work with be truly client-centered.

Wealth managers are not simply investment advisors
To better understand wealth management and what a true wealth manager o!ers, let’s compare the 
wealth manager to another professional: the investment advisor.

Investment advisors provide investment products, while wealth managers promote synergistic 

sets of financial solutions. Investment advisors may o!er a variety of products, but each product is 
principally investment-oriented. Wealth managers provide a broad array of solutions across a diverse 
range of areas-all based on your specific financial goals and needs as determined by a detailed client 
profile. Even when wealth managers recommend investment-oriented solutions, their recommenda-
tions are not based solely on your portfolio mix or the amount of assets you have to invest. In short, 
the product or service used is subsidiary to the appropriate solution set.

Investment advisors tend to promote products, while wealth managers o!er suitable choices. 
Overall, when investment advisors recommend products, they lead by highlighting all the products’ 
benefits. In contrast, a wealth manager with an informed view of your total financial picture, as well 
as a better understanding of your goals and limits, will use these insights to dictate which financial 
solutions come into play. As such, the relevant financial solutions will be explained and the di!erent 
possibilities detailed-not promoted. At all times, the wealth manager is putting your needs, wants and 
preferences before any particular solution.

Because the products that investment advisors promote have a somewhat limited scope--they are, by 
and large, investment-focused–-they o!er you the same investment choices that typically all invest-
ment advisors o!er. Wealth managers can certainly o!er you the same investment choices. But they 
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can and regularly do o!er solutions that are not investment-focused, such as advanced planning 
options aimed at any wealth protection, philanthropy and tax mitigation goals you may have. 

Wealth managers can deliver such a diverse line up of solutions for two reasons: 1) they have a richer 

understanding of each successful business owner’s personal and financial lives that gives them more 

options to choose from, and 2) they have cultivated relationships with high-caliber specialists who 

are adept at implementing often complex solutions in creative ways-such as those used by today’s 
Super Rich and ultra-wealthy families. For example, wealth managers may be able to combine 

various products and services, as in the case of a customized version of private placement life 

insurance and captive insurance. 

It is not enough, however, to simply be able to o!er a longer menu of options. For wealth managers, 
each solution has to be put in the context of your overall financial agenda as a successful business 

owner. A true wealth manager will focus mainly on the interplay of services and products, and the 

way these can be integrated to address your complete financial situation-today and as it evolves over 

the long term.

For most successful business owners, engaging a highly qualified wealth manager is strongly recom-

mended to achieve the greatest level of personal wealth. As noted, anyone can call himself or herself 

a wealth manager. So it’s essential that you make every e!ort to e!ort to identify and develop solid 
working relationships with talented, client-centric wealth managers.

To be clear: There is often confusion in the financial advisory world when it comes to certain descrip-
tors. Financial advisors might not be wealth managers, but all wealth managers are financial advi-

sors. What has been found is that most financial advisors are not very adept at providing what we are 

calling Super Rich Solutions. For successful business owners striving to become seriously wealthy, 

this can be a major obstacle. The answer is finding and engaging those wealth managers who, with 

their team of specialists, are knowledgeable and capable of delivering Super Rich Solutions to 
successful business owners.

A truly powerful tool

Wealth management, done well, is a complex and powerful way for you to significantly increase and 

protect your personal and business wealth. It can readily result in greater a!luence that you can use 
to take care of loved ones, provide greater support to worthwhile causes and even change the world 

for the better.

But as you are starting to see, most financial advisors are actually not up to the task of providing 

wealth management-particularly the forward-thinking wealth management strategies and products 

that the Super Rich and ultra-wealthy business owners often employ in their own lives to accentuate 
their tremendous financial success. Many financial advisors, and the supposed experts they work 

with, lack the necessary understanding and technical capabilities. Moreover, most of those who fall 

short are unaware of their shortcomings. We refer to these financial advisors as Pretenders. Their goal 

is typically to capture assets, not provide long term financial solutions based on each business own-

er’s needs.

The upshot: Engaging a self-proclaimed wealth manager in no way guarantees that you will get the 
state-of-the-art thinking and implementation that can help you becomes seriously wealthy. It is 
your job to ensure that you are dealing with a truly high-caliber wealth manager. And if you have any 
doubts, any doubts at all, it might be wise to get a second opinion.



7

For almost all successful business owners, it is impossible for one person (a financial advisor/broker) 

to have the depth and breadth of expertise to e!ectively address all the possible problems and 
oppor-tunities that may arise. Just as you have a team of people around you at your firm to help you 

make the best decisions, so too must a wealth manager have a top-tier team of specialists. 

In closing, it is important to note you do not have to be Super Rich to benefit from these wealth 
management strategies and products. As you will find out, the solutions can be used by a substantial 
number of business owners to significantly increase or protect their personal wealth.

The determination and management of specialists are essential abilities of a high-caliber wealth 
man-agement practice. Please feel free to contact us to help you in determining if we are the right 
wealth management firm to assist you in solving your total wealth management solutions.

(800)750-7581

  greenwayfinancialgroup.com  thehouseholdendowmentmodel.com/greenway

Disclosures:

Please note this paper is NOT tax or legal advice. Please consult with a qualified attorney or accoun-tant 
on all issues of this type and understand laws are continually changing.

Research Data from source: Russ Alan Prince, Gary L. Rathbun and Arthur A. Bevelas, Wealth Preserva-
tion for Physicians, 2006

Securities offered through Center Street Securities, Inc.(CSS), a registered Broker-Dealer & member 
FINRA & SIPC. Investment Advisory Services offered through Center Street Advisors, Inc. (CSA), an SEC 
Registered Investment Advisor. Greenway Financial Group, CSA and CSS are independent entities. 
Please be advised that presently, Dan Roemerman currently holds FINRA series 7 and 66 licenses. Dan 
is currently registered in the states of Arizona, Missouri and Illinois.  For residents in others 
states in which Dan is not registered, proper licenses and registration must be obtained before 
proceeding further. No part of this communication should be construed as an offer to sell any security 
or provide investment advice or recommendation. Securities offered through Center Street Securities, 
Inc. will fluctuate in value and are subject to investment risks including possible loss of principal. 

http://www.greenwayfinancialgroup.com/
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