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Better Results from Better Execution 
 
My focus is on better execution of wealth management – and specifically on the productivity of 
the advisor/client relationship. True wealth management requires a blend of technology and 
digital capabilities – and success is all about removing friction between advisors and their 
clients. Whatever you have now, there is a chance to improve your results by better leveraging 
your advisors. Much more than just advisor training or practice management, I have identified 
and utilized ten productivity levers that can be pulled. That’s where we start. How are you 
doing? How do you know? What COULD you accomplish? 
  
My proof statement is a string of successful wealth management and investment management 
wins across 36 years of operating experience. From the creation of Merrill Lynch International 
Private Wealth in 1999 to the successful turnaround and spinoff of Virtus Investment Partners 
to the $1 trillion Relationship Strategy for Fidelity Investments, I have turned strategy into 
reality utilizing a blend of human and digital capabilities that support a range of wealth 
management business models – from high touch to broad scale. 
  
My consulting services are tailored to the unique objectives, strengths and challenges of each 
client’s wealth management business plan. First to evaluate the current state, identify the 
potential for increased success, design tactics for improvement and – most importantly – 
oversee the execution of a winning solution. I can help your advisory team do better. 
 
Investing in Better Tools, Products and Training 
 
In addition to my consulting services, I have identified opportunities to invest directly in wealth 
management innovation. My portfolio is focused on wealth management business 
opportunities at the intersection of “health and wealth”. Financial advice and health care are 
both dominated and driven by the aging demography, and are agent-based service models 
dependent on humans for personalization but requiring technology for support of rapidly 
increasing scale. Better tools and better products make better wealth advisors: 
  



1) Whealthcare Planning, LLC ( https://whealthcareplan.com ) is a planning platform of three 
simple engagement tools to help financial advisors, legal and healthcare professionals help 
clients plan better for the challenges of longevity. The WP tools are based on a two year clinical 
study of older people conducted at The Massachusetts General Hospital by the Department of 
Geriatric Psychiatry, and the practical financial planning experience of Carolyn McLanahan, MD, 
CFP of LifePlanning Partners. Making the complex simple, the tools are separated by target use. 
The Proactive Aging Plan is for health care, living decisions and transportation needs – a good 
starter for more in-depth planning. The Financial Caretaking Plan helps clients understand how 
to transition financial decision-making. This is a more robust solution than Trusted Contact and 
the ideal prescriptive step for a firm seeking to reduce clients’ risk of exploitation. Finally, the 
Whealthcare Risk Assessment provides scoring for a person’s vulnerability by testing cognition 
and financial literacy. Ideal for firms or families concerned about a client’s decision-making 
competence.  Whealthcare Planning was recognized for innovation in thought leadership during 
2019 by both Investment News and Wealthmanagement.com. Whealthcare is currently used 
by 90+ investment advisory firms and is in an A round financing effort. 
  
2) The Sabbatical Experience (thesabbaticalexperience.com) is an initiative targeting the 
challenges of older mid-life – how to live a life of significance and meaning. The SX is developing 
into a “what now?” support community and coaching program. I lived that transition and it is 
rough for people who don’t have a plan. At 50, 55, 60.. The SX is the ideal path to offer early 
retirees, burned out executives – and anyone looking for deeper meaning in their life. The 
global phenomenon of increasing stress and anxiety can be managed with the right tools. The 
average age of successful financial advisors in the US is 57. Their greatest challenge is to enjoy 
their work and continue to help their clients. The inaugural retreat is November 12-15 at the 
Four Seasons Resort in Scottsdale, Arizona. 
  
3) EquiFi ( equifi.com ) is a company providing shared investment in residential real estate. Two 
thirds of seniors want to stay in their current home, and the older they are the more important 
home equity becomes relative to other assets. By acquiring for cash up to 40% of the appraised 
value of a home, EquiFi can give the homeowner needed liquidity for expenses needed to age in 
place without the cost and risk of a reverse mortgage. For financial advisors, the home is 
currently an untouchable asset on the client’s balance sheet. Unlocking those assets opens up 
participation in the $30+ trillion of residential real estate – the largest asset class. The same 
mechanism also permits co-Investment in a home for a person buying new that lacks the down 
payment or the payment needed to avoid costly mortgage insurance. So it’s both a Baby 
Boomer solution and a Millennial product. EquiFi is seeking $25 mil before year end to initiate 
home purchases.  
  
4) The Leadership Summit for the Future of Financial Advice 
(https://www.investmentnews.com/section/event?eventID=FA ) is a thought leadership initiative 
with Investment News and its parent company, Bonhill Group in the UK. OUr focus is on driving 
more B2B content for the advice industry and creating more interaction through events, data 
and editorial. The next event is our Leadership Summit on November 20 in New York City. 
 



 
  
Results-Focused Thought Leadership 
 
“Wealth management” is a dynamic eco-system of distinct elements that individually 
contribute to better solutions and -- when integrated -- leverage human effort with more 
consistency and productivity: 
 
The Client Revolution 
https://docs.wixstatic.com/ugd/272cc9_a79ccbf0418541599a02494e8883f091.pdf  
Published January 1, 2019 in Financial Advisor magazine: 
  
I love data driven insights built into repeatable processes. The blend of human and digital is 
required but most firms struggle with the cultural and decision making structures needed to 
design, manage and prioritize efforts. Small initial steps can reap huge gains - the benefits of 
effective adoption and appropriate pacing to scale. Consider: 
  
https://www.investmentnews.com/article/20190827/BLOG09/190829939/its-time-for-
leadership-not-just-innovation?X-IgnoreUserAgent=1 
  
  
See more at: 

thegreshamco.com 
whealthcareplan.com 
equifi.com 
thesabbaticalexperience.com 
http://linkedin.com/in/steve-gresham 
 
 

 
 
 


