Big Apple’s assets, image appeal
to wealth management firms

Moves to Manhattan
spurred by prestige,
clients and talent

By Charles Paikert

NEW YORK — For wealth man-
agers, the Big Apple is juicier than
ever. -

Banks and independent advi-
sory, asset management and multi-
family office firms are flocking to
Manhattan, hoping to cash in on
the New York market’s lucrative
client base, national prestige and
pool of professional talent.

“Five years ago, nobody was
coming into the market,” said Eliz-
abeth Nesvold, managing director
of New York-based Berkshire Capi-
tal Securities LLC.

“Today, it's a very busy market-
place on all fronts,” she said.
“There’s a frenetic pace of activity,
and people are pushing the enve-
lope on all fronts.”

Some firms, such as Lydian
Wealth Management Co. LLC of
Rockville, Md., and US Fiduciary LP
of Sugar Land, Texas, are moving
into the New York market. Others,

such as New York-based UBS
Wealth Management USA, Wilm-
ington (Del.) Trust Corp., Cherry
Hill, N.J.-based Commerce Bancorp
Inc. and Beverly Hills,
Calif.-based City Na-
tional Bank, which
caters to entertainment
industry clients, are
expanding their wealth
management presence
in the market.

And New York-based
Silvercrest Asset Man-
agement Group LLC,
Boston Private Finan-
cial Holdings Inc. and
Pittsburgh-based Mel-
lon Financial Corp. are
among the companies
also widely expected to
beef up their presence
in the New York wealth
management market
before the end of the
year.

‘Unmatched talent’

The attractiveness of the high
end of the New York wealth man-
agement market culminated in the
recent decision by one of the
world’s largest banks, Zurich,
Switzerland-based UBS AG, to open
a Park Avenue office for ultrahigh-
net-worth clients. The office will
combine banking and brokerage
services.

Nearly 100 UBS advisers have
completed an internal accredita-
tion program to serve as “private
wealth advisers,” and an undeter-
mined number will be assigned to
the new office, which is set to open
before the end of the year, accord-
ing to Marten Hoekstra, head of
UBSWealth Management USA.

Jamie McLaughlin, a New York-
based managing director with
Lydian Wealth Management, said it
is “imperative” for a growing wealth
manager, such as his firm, to be in
the city.

“There’s a surfeit of talent un-
matched anywhere in the world,” he
said. “You have visibility, and there’s
the concentration and absolute
number of wealthy people.”

A division of Palm Beach Gar-
dens, Fla.-based Lydian Trust Co.,
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Mr. McLaughlin’s group has just
moved into new Manhattan head-
quarters and is targeting clients
with investible assets of between
$20 million and $50 mil-
lion, with a $10 million
minimum.

The firm hopes to
double its professional
staff in NewYork to eight
people by the end of the
vear, as well as move its
research staff up from
Maryland, he added.

US Fiduciary is hir-
ing “hot and heavy” for
its initial New York
office, Zale Capital Man-
agement, and hopes to
have eight senior advis-
ers in place by year’s
end, said Elliot Weiss-
bluth, Chicago-based
president of USF Advi-
sors LLC. '

The move is part of
US Fiduciary's efforts to
establish a “national presence,” he
said. Hedge fund specialist David
Zale will head the new office, which
targets clients with between about
$30 million and $50 million in
investible assets.

Wilmington Trust, which sees its
“sweet spot” as clients with be-
tween $10 million and $50 million
in investible assets, also views
expansion in New York as a way to
boost its national visibility, accord-
ing to Peter E. “Tony” Guernsey Jr.,
president of Wilmington Trust FSB
New York.

“Only one-third of the wealth
management business from the
New York office comes from New
York; the rest is national,” he said.
“People look to New York as the
financial capital.”

In New York itself, Mr. Guernsey
said, the terrorist attacks on Sept.
11, 2001, were a driving force in the
wealth management business.

“After 9/11, people became very
serious about areas like estate
planning and maximizing their net
worth,” he said. “It changed the
paradigm.”

Moffett Cochran, co-founder
and chief executive of Silvercrest,
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