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 Provide context and background on the 
opportunity at hand with HNW clients

 Give you a backdrop on Clark Capital and our 
HNW solution set

 Demonstrate the resources we have to help you 
identify, secure, and retain HNW clients



3Source: Spectrem Group

For illustrative purposes only.



4Sources: 1- thewealthadvisor.com, 2- McKinsey & Company

 39% of UHNW and 27% of HNW clients had plans 
to switch wealth management providers between 
2019 and 20211.

 There are 30 million mass affluent households in 
the U.S. ($100k-$1m)2.

 Searches for the term “financial advisor” almost 
doubled in early 2020 compared to 2019 rates, 
according to Google Trends.



5Source: PriceMetrix by McKinsey

For illustrative purposes only. Past performance is not indicative of future results.

Fee-based revenues are growing while fee-price declines are slowing down

Contribution from fee-based revenues
to advisors’ overall gross production, %

Fee rates for households with managed
assets of $1 million to $1.5 million, %
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 Average wirehouse advisor managed $175 million 
in client assets at the end of 2019, 124% more than 
the industry average of $77.9 million

• They focus on attracting high net worth 
investors

• They focus on building scale through 
technology  



7Source: Cerulli Associates, in partnership with the Investments & Wealth Institute & Wealth Institute (formerly IMCA) and The Financial Planning Association® (FPA®) 

 HNW households represent just 
1.3% of the total population, but 
control 43% of total investable 
assets

 Wirehouse advisors identify 
access to services relevant to 
HNW investors as the top 
advantage of affiliating with their 
firm

 Wirehouse advisors are the most 
aggressive at pruning their client 
base (asking a client to leave, 
etc.)

Analyst Note: Cerulli assigns each advisory practice a core market range based on the investable assets of the majority of the practice’s client relationships. Advisors are excluded from core
market exhibits if Cerulli deems them generalists not focusing on a specific core market. For illustrative purposes only. Past performance is not indicative of future results.
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retain the 

largest share of 
advisor 

practices 
oriented toward 

HNW and 
UHNW 

investors, 
fueling high 

rates of advisor 
productivity 2%

14%15%

41%
47%

36%12%

3%
24%

6%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Wirehouse IBD

<$100K $100 to <$500K $500 to <$2m $2m to <$5m >$5m



8Source: Cerulli Associates, in partnership with the Investments & Wealth Institute & Wealth Institute (formerly IMCA) and The Financial Planning Association® (FPA®) 

Analyst Note: Product mix is self-reported by advisors. This is not a recommendation to buy or sell a particular security. For illustrative purposes only. There is no guarantee that any of the
securities mentioned will be included in an account’s portfolio at the time you receive this report.

Advisors across all 
channels plan to 

increase their 
allocations to 

managed accounts 
during the next two 

years. Wirehouse
advisors still 
allocate, on 

average, more than 
twice the amount of 

client assets to 
managed accounts 

relative to the entire 
advisor population.
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 An investment portfolio that addresses their 
unique needs and goals

 Concierge-level service; focus on value delivery

 High frequency of communication

 A trusted advisory relationship with real people

• Only 6% are comfortable with digital-only model

 A holistic, comprehensive wealth management 
experience



10Source: McKinsey.com 
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12*As of 6/30/2023, includes sub-advised assets and assets under advisement. **Money Management Institute (MMI) and Barron’s

Past performance does not guarantee future results. Please see attached disclosures for more information. The ranking shown above is not indicative of future performance and may not be
representative of any one client's experience because it reflects an average of, or a sample of all, the experiences of the adviser's clients.

1986
Year Founded

$30.8B
AUA*

26
Investment Professionals

100% 
Family and Employee 

Owned

Committed to Asset 
Management 

Excellence for Better 
Outcomes

24.8
Investment Team 

Average Years 
Experience

139
Employees

3x Winner
2020-2021-2022 
Asset Manager

of the Year**

10.0 
Investment Team 

Average Years Working 
Together
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 Institutional Quality Portfolios Starting at $500,000

• Five Risk-Based Allocations

• Two Versions: Tax Aware and Traditional 

• Tactical Shifts

• Individual Security Ownership

• Ongoing Tax Management

• Competitive Pricing
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Strategy Minimum
$550,000

The visuals shown [above] are for illustrative purposes only and do not guarantee success or a certain level of performance. The actual characteristics with respect to any particular client account will vary based on a number of
factors including but not limited to: (i) the size of the account; (ii) investment restrictions applicable to the account, if any; and (iii) market exigencies at the time of investment.
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 No Embedded Capital Gains

 Prevents Disruption from Other Investors’ Buying 
and Selling

 Potential Tax Advantages 

 Portfolio Manager Interests are Aligned 
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Tax loss harvesting is a strategy of selling securities at
a loss to offset a capital gains tax liability. It is
typically used to limit the recognition of short-term
capital gains, which are normally taxed at higher
federal income tax rates than long-term capital gains,
though it is also used for long-term capital gains. The
tax-loss data presented is based on internal research
of existing Clark Capital taxable accounts over $1
million that were invested in at least 80% equities
from 12/31/15 to 12/31/18. Any accounts funded
after 12/31/15 were excluded from the study. The
study assumed a tax rate of 20% for long-term, 39.6%
for short-term for 2016 and 2017, and 37% for short
term for 2018. Added annual returns were calculated
by dividing the amount in taxes saved each year by the
average beginning market value plus ending market
value. The benefits of tax loss harvesting, if any, in
reducing an investor’s tax liability will depend on the
investor’s entire tax and investment circumstances,
including but not limited to: income, state of
residence, the purchases and dispositions of assets in
household accounts outside of Clark Capital, type of
investment, and investment holding period. Investors
should confer with their personal tax advisor
regarding the tax consequences of investing with Clark
Capital. Past performance is not indicative of future
results. Please see the Important Disclosures section
for more information.

Based on internal research, tax-loss harvesting has helped our clients earn 
an average of 104 bps of added annual returns over a 3-year period.
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Clark Capital is an investment adviser registered with
the U.S. Securities and Exchange Commission.
Registration does not imply a certain level of skill or
training. More information about Clark Capital’s
investment advisory services can be found in its Form
ADV Part 2, which is available upon request.

1 2 3
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Case Design
Consultation

Point of
Sale Support*

Portfolio Analysis from
CFA® Charterholders*

Concierge Level
Education & Resources

Quarterly Client Reviews
with Your Dedicated

Client Portfolio Manager*

*Available for Accounts $1m+
CFA® and CFA® Charterholders are registered trademarks owned by CFA Institute.
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Available to You and Your Clients
Over

$500,000
Over

$1,000,000
Over

$5,000,000

Current Holdings Analysis and Bond Diagnostics with Recommendations   
Current Portfolio Cost Analysis   
Personalized Investment Proposal   
Proposal Review with Your Investment Consultant Team   
Institutional Level Investment Proposal  
Quarterly Portfolio Reviews by Phone with a CFA-Level Client Portfolio Manager  
In-Person Access to CPM Team 
Direct Access to Senior Leadership at Clark Capital 

A Long-Term Partnership to Help You Grow
Your High Net Worth Business $10 million $25 million $50 million

Annual Book Review with a CPM Team Member   

Quarterly Client Economic and Capital Market Review Group Call   

Monthly Market Recap of Investment Team Insights   

Quarterly Portfolio Reviews by Phone with the Head of Your CPM Team  

2 Days Worth of Exclusive Time with the Head of Your CPM Team 

4 Days Worth of Exclusive Time with the Head of Your CPM Team 
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Sample



21

An advisor with five years of experience has a 59-
year-old prospect that currently has her $4 million 
IRA account with Morgan Stanley. The portfolio is 
a 60-40 mix of individual stocks, bonds, ETFs and 
mutual funds. The prospect has just retired and is 
concerned about preserving the family’s wealth. 

This account would be by far the advisor's largest 
client.
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 Build an investment plan to help grow 
her assets in a moderately conservative 
portfolio until she needs income from 
the portfolio at age 72. 

Client Goal
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 Advisor engaged with the Clark Capital 
regional Investment Consultant and 
Client Portfolio Management Team 
(CPM).

 The CPM Team analyzed the current 
holdings.

 The advisor had a call with a Client 
Portfolio Manager to discuss Clark 
Capital’s analysis.

Solution: Step 1
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Solution: Step 1
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Solution: Step 1

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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Solution: Step 1

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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Solution: Step 1

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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Solution: Step 1
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only and do not guarantee success or a certain level of
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Solution: Step 1

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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 The regional Investment Consultant and 
CPM Team created a proposal and 
discussed it with the advisor.  

 The advisor scheduled a call with the 
Client Portfolio Management Team and 
the prospect to discuss the portfolio 
analysis and proposal.

Solution: Step 2
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Solution: Step 2
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Solution: Step 2
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Solution: Step 2
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Solution: Step 2
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Solution: Step 2

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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Solution: Step 2

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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Solution: Step 2

The visuals shown at right are for illustrative purposes
only and do not guarantee success or a certain level of
performance. The actual characteristics with respect to
any particular client account will vary based on a
number of factors including but not limited to: (i) the
size of the account; (ii) investment restrictions
applicable to the account, if any; and (iii) market
exigencies at the time of investment.
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 With the assistance of Clark Capital, the advisor recommended 
the proposed Navigator® Total Wealth Strategies Moderately 
Conservative strategy.   

 Clark Capital CPM Team provided a personalized approach and 
quarterly access to a Client Portfolio Manager.

 In response to client request, Clark Capital emphasized selection 
of individual equities and bonds with the aim to reduce 
investment expense.    

 Clark was able to help the advisor create a portfolio that helped 
meet the client’s goals of reducing risk and increasing the long-
term value of the overall portfolio.

Result

Analysis
of 

Existing 
Assets

Develop an
Investment

Strategy that
Meets the

Client’s Goals

Utilize the
Expertise of the

CPM Team
with the

Client

Year-End
and

Quarterly
Reviews
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The potential to help you: 

 Attract

• Increase close rate with HNW prospects

• Reduce fee/performance-based conversations with your clients —
stickier assets

• Grow your AUM through consolidation of assets and increased 
referrals

 Retain 

• Concierge level portfolio oversight

• Clearly communicate the value you provide your clients 

• Deliver a strong client experience 
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 Share a client’s statement with Clark Capital so 
that we can deliver an analysis and proposal 

 Contact your local Clark Capital Investment 
Consultant for a further discussion on Total 
Wealth Strategies 

 Sign up for Clark Capital’s “Live From Philly” 
webcasts to gain valuable insights that are 
applicable to your business
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There is no guarantee of the future performance of any Clark Capital investment portfolio. Material presented has been derived from 
sources considered to be reliable, but the accuracy and completeness cannot be guaranteed. Nothing herein should be construed as a 
solicitation, recommendation or an offer to buy, sell or hold any securities, other investments or to adopt any investment strategy or 
strategies. For educational use only. This information is not intended to serve as investment advice. This material is not intended to be relied 
upon as a forecast or research. The investment or strategy discussed may not be suitable for all investors. Investors must make their own 
decisions based on their specific investment objectives and financial circumstances. Past performance does not guarantee future results. 

This document may contain certain information that constitutes forward-looking statements which can be identified by the use of forward-
looking terminology such as “may,” “expect,” “will,” “hope,” “forecast,” “intend,” “target,” “believe,” and/or comparable terminology (or the 
negative thereof). No assurance, representation, or warranty is made by any person that any of Clark Capital’s assumptions, expectations, 
objectives, and/or goals will be achieved. Nothing contained in this document may be relied upon as a guarantee, promise, assurance, or 
representation as to the future. 

Clark Capital Management Group, Inc. reserves the right to modify its current investment strategies and techniques based on changing 
market dynamics or client needs. There is no assurance that any securities, sectors or industries discussed herein will be included in or 
excluded from an account’s portfolio. It should not be assumed that any of the investment recommendations or decisions we make in the 
future will be profitable. 

Clark Capital Management Group, Inc. is an investment adviser registered with the U.S. Securities and Exchange Commission. Registration 
does not imply a certain level of skill or training. More information about Clark Capital’s advisory services can be found in its Form ADV 
which is available upon request. 
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Nominations for the Barron’s MMI Awards are reviewed and evaluated by the specially-appointed MMI Industry Awards Steering Council
and by the MMI Membership Experience Committee (MEC). The Steering Council and MEC consist of representatives from all segments of
the MMI membership. At their sole discretion, the Steering Council and MEC may enlist the support of outside subject matter experts to
help review the nominations. The Steering Council and MEC will look for innovative, needle-moving programs and initiatives that
measurably advance the investment advisory solutions industry and deliver improved outcomes for financial advisors and investors. After
carefully reviewing the nominations submitted, the Steering Council and MEC will determine a slate of finalists in each award category. If
appropriate, in certain “open” award categories, the Steering Council and MEC may elect to propose separate slates of finalists representing
Asset Managers, Sponsor Firms, Solutions Providers, etc. Award winners are determined by a vote of primary contacts at each member firm
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