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Q:

Why are so many
advisers joining the
independent ranks?
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COASTAL BRIDGE ADVISORS

> The marketplace for wealth-manage-
ment services has been undergoing
a period of significant evolution,
with the pace of change accelerating
in recent years. In my view, these
changes have improved the quality of
service. Today, many investors view
traditional Wall Street business models
as antiquated and conflict ridden.

While many of the Street’s banks and
brokerage houses have responded to
market demands and the competitive
environment, an increasing number of
advisers are leaving the brokerage world
to pursue what they believe to be a
more client-centric approach: working
as an independent registered invest-
ment adviser.

Industry monitoring groups are
charting a steady flow of assets from
the broker-dealers to the independent
space. So, how do we explain this trend?

As an adviser, | have always believed the
most valuable product | can offer clients
is truly objective advice. Having made the
transition myself, | can now see clearly
why many advisers believe that they can
better serve their clients as representa-
tives of an independent registered invest-
ment adviser, for the following reasons:

Standard of care: Independent reg-
istered investment advisers must ad-
here to the fiduciary standard. Under this
standard of care, the adviser has a legal
responsibility to act in his or her client’s
best interests and fully disclose all mate-
rial information, including conflicts of
interest. By contrast, broker-dealers
operating exclusively under the suitability
standard are required only to “suitably”
accommodate their clients’ objectives,
time horizons and experience.

Open architecture: As an indepen-
dent, the adviser often has access to a
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more extensive array of products and
services to offer clients. This freedom of
choice allows an adviser to better tailor
solutions to clients’ needs, free of any pres-
sure to propose products or services from
a limited set of offerings. Not only do these
options frequently extend to investment
alternatives, but they also extend to the
ability to reach out to accountants, lawyers
and other third parties who can bring value
to the client relationship.

Transparency: In addition to the ex-
haustive array of solutions independent
advisers can offer clients, | have found
that, independent advisers report in a
more transparent manner relative to bro-
ker-dealers, making clear how much the
client is paying and what the fee is for. At
Coastal Bridge Advisors, we disclose our
fee structure from the outset in a straight-
forward manner and do our best to en-
sure that clients understand it clearly.

Technology: Technology and custo-
dial services have advanced to the point
where many independent firms are argu-
ably operating with greater flexibility and
speed than their traditional counterparts.
In my experience, the independent ad-
viser can procure technology solutions
that better meet—and more rapidly
support—the growing demands of his or
her client base.

Service: As an independent, I've seen
much greater autonomy when it comes
to staffing and supporting decisions. At
Coastal Bridge Advisors, we work as a
team in the service of the client, rather
than competing—as many brokers at
traditional Wall Street firms do—for a
limited set of resources.

It should come as no surprise that
clients are becoming more sophisticated
and are demanding the same from their
advisers. In my experience, clients expect
services to be priced in a transparent
manner, with the disclosure of financial
incentives their advisers have to recom-
mend one investment over another.

While these may seem like simple con-
cepts, many advisers face structural chal-
lenges that limit their ability to carry out
these tasks. As someone who has spent
a significant portion of his career work-
ing in broker-dealer environments, | now
have an even greater appreciation for the
virtues of the independent adviser space
and how | can best serve my clients. @

Coastal Bridge Advisors is a registered investment
aaviser with its principal place of business in the
state of Connecticut. Registration does not imply
a certain level of skill or training. Coastal Bridge
may only transact business in those states in which
it is registered, or notice filed or qualifies for an
exemption or exclusion from such requirements.
For information pertaining to the registration
status and disclosures of Coastal Bridge, please
contact Coastal Bridge or refer to the Investment
Adviser Public Disclosure (IAPD) website,
(www.adviserinfo.sec.gov). Coastal Bridge does
not make any representations as to the accuracy,
timeliness, suitability, completeness or relevance
of any information prepared by any unaffiliated
third party, whether referenced or incorporated
herein, and takes no responsibility therefore. All
such information is provided solely for convenience
purposes only and all users thereof should be
guided accordingly. This presentation should

not be regarded as a complete analysis of the
subjects discussed. All expressions of opinion
reflect the judgment of the authors as of the date
of publication and are subject to change without
prior notice.

“Having made
the transition
myself, I see
clearly why
many advisers
can better
serve clients
as independent
registered
investment
advisers.”

ABOUT COASTAL BRIDGE ADVISORS

Coastal Bridge Advisors is
an independent registered
investment advisor offering
a full range of wealth-
management services.
Often referred to as a “virtual
family office,” Coastal Bridge
strives to bring clarity and
control to the financial lives
of its clientele by delivering
customized personal and
business solutions. From its
offices in Westport, Conn,,

and Los Angeles, Coastal Bridge services high net worth individuals,
families and foundations on both coasts and nationwide.

EXPERTISE

Financial Services
Experience

33

YEARS

Professional
Services Provided

Financial planning,
asset management,
concentrated stock hedging,
lending, cash management,
alternative investments,
due diligence and family
office services

Assets Under
Management

$2.5B

(approximately, as of 12/31/2017)
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Coastal Bridge Advisors is featured in Worth® 2018 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing in this section have completed
questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worthe to be featured in this section. The information contained
herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed, the accuracy or
completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future
performance. Worth®, a publication of the Worth Group LLC, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular
investments. Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of the Worth Group LLC.




