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Defining Client Wealth
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Family Office/Private Wealth Offering
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Where is your practice today?
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Practice Type Definition Services Offered
AUM per 

Practice ($ 
millions)

Money Manager Build portfolios of individual securities for 
clients and focus exclusively on asset 
management

Build portfolios of individual 
securities for clients and focus 
exclusively on asset management

$309.5

Investment Planner Emphasize asset management as their 
primary service and provide modular issue-
based planning

Emphasize asset management as 
their primary service and provide 
modular issue0-based planning

$213.4

Financial Planner Develop complete financial plans based on an 
extensive analysis of their clients’ assets and 
liabilities

Develop complete financial plans 
based on an extensive analysis of 
their clients’ assets and liabilities

$185.7

Wealth Manager Specialize in comprehensive wealth 
management and transfer issues, including 
stock option planning, executive 
compensation, complex trust and estate 
planning, and charitable giving

Complete range of planning 
services; emphasis on complex 
estate, charitable giving, and 
business planning

$841.2

Practice Types – Defined
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Licenses and Designations Wealth Manager All Advisors Delta

FINRA Series 65/66 85% 84% 1%

FINRA Series 7 77% 80% -3%

Insurance license (state) 64% 64% 0%

CFP 88% 36% 52%

FINRA Series 6 21% 28% -7%

FINRA Principal license (e.g., 24, 26) 37% 24% 13%

MBA 53% 22% 31%

CFA 34% 11% 23%

CPA 21% 10% 11%

CIMA 37% 10% 27%

ChFC 19% 9% 10%

AIF 17% 8% 9%

CLU 11% 7% 4%

JD 15% 5% 10%

CPWA 31% 5% 26%

RMA 3% 3% 0%

Credentials Overview
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How do your services compare?
Financial Planning Services Wealth Manager All Advisors
Retirement income planning 95% 88%

Retirement accumulation planning 91% 85%

Education funding 86% 65%

Insurance (e.g., life, health, disability) 78% 64%

Cash management or budgeting 80% 55%

Intergenerational planning 82% 42%

Elder care planning 53% 36%

Advanced Planning Services Wealth Manager All Advisors
Estate planning 86% 55%

Tax planning 72% 49%

Charitable planning 91% 47%

Business planning  (e.g., continuance, financing, 
transition planning)

63% 38%

Trust services 59% 31%

Private banking 32% 18%

Evaluating third-party lending products 36% 14%

Concierge and lifestyle services 34% 13%

75%

58%

42%

21%

0%

12%

22%

53%

Consolidated
reporting and
performance
reporting

Family
counseling and
planning
(including
governance,
meetings, and
education)

Foundation
management

Bill pay

Family Office Services

Primary

Service
Subject to a
Separate Fee
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70%
of family wealth is 
lost inside of three 
generations

1st

Generation
2nd

Generation
3rd

Generation
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Build 
Wealth

Maintain 
Wealth

Squander 
Wealth



For financial advisor use only.

Failure occurs for three 
primary reasons

Trust & Communication 60%

Heir Preparedness25%

Mission & Values10%
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101.7

81.7

67.5

54.2
48.3

43.9

103.5

85.2

70.7

58.7

50.7
45.3

Less than $2 Million $2 million to $4,999,999 $5 million to $9,999,999 $10 million to $24,999,999 $25 million to $50 million More than $50 million

2020 2021

Reported Advisor Fee Schedules
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PEER SHARING
30 Minutes



For financial advisor use only.

IMPORTANT INFORMATION

XXXXX | M23-XXXXX | 02/2023 | 02/28/2025

This is for informational purposes only, is not a solicitation, and should not be considered investment, legal, or tax advice. The information has been drawn 
from sources believed to be reliable, but its accuracy is not guaranteed, and is subject to change.

Investing involves risk, including the possible loss of principal. Past performance does not guarantee future results.

AssetMark, Inc. is an investment adviser registered with the U.S. Securities and Exchange Commission. AssetMark and third-party service providers are 
separate and unaffiliated companies, and each party is responsible for their own content and services.

©2023 AssetMark, Inc. All rights reserved.
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