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An Informative Q&A with OC’s Top Investment Management Professionals

s markets continue to regroup in the wake of the financial crisis, there are still significant
unanswered questions and concerns. The Orange County Business Journal has asked some of

the community’s leading experts in the field to share their insights and knowledge on the most
important issues confronting the investment management industry today.

A
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BNY Mellon Wealth Management
BNY Mellon Wealth Management is a leading wealth manager, and was named in 2014

by Family Wealth Report as the top U.S. Private Bank and the top Private Bank serving
Family Offices. Barron’s ranked it the 7th largest U.S. wealth manager in 2013. The firm has
more than two centuries of experience in providing services to clients who today include
financially successful individuals and families, their family offices and business enterprises,
planned giving programs, and endowments and foundations. It has $187 billion in private
client assets, as of June 30, 2014, and an extensive network of offices in the U.S. and
internationally. BNY Mellon Wealth Management, which provides investment management,
custody, wealth and estate planning and private banking services to clients, conducts
business through various operating subsidiaries of The Bank of New York Mellon
Corporation. For more information, go to www.bnymellonwealthmanagement.com or follow
us on Twitter @BNYMellonWealth.

Capstone Partners Financial and Insurance Services
Capstone Partners Financial and Insurance Services has offices located throughout

Southern California. We build relationships with our clients by challenging them about
where they are financially with respect to their objectives. Our team approach allows us to
help keep our clients on the correct path to achieve the goals they have set. Clients are
empowered as they move with confidence working with our specialists that implement
strategies to match the client’s needs. Capstone Partners is nationally recognized as one
of the top firms of Massachusetts Mutual Life Insurance Company (MassMutual), which
has a history of consistent dividends to its policy owners since the mid-1800s.

Charles Schwab & Co. Inc.
At Charles Schwab & Co. Inc., Member SIPC, we believe in the power of investing to help

individuals create a better tomorrow. We have a history of challenging the status quo in our
industry, innovating in ways that benefit investors and the advisors and employers who
serve them, and championing our clients’ goals with passion and integrity. Schwab has
more than two dozen branches in Southern California with five located in Orange County to
offer area residents access to a range of investing and personal finances guidance, service
and products. To find a branch near you, please visit Schwab’s branch locator at
www.Schwab.com.

Brokerage Products: Not FDIC-Insured · No Bank Guarantee · May Lose Value

Wells Fargo
Wells Fargo & Company (NYSE: WFC) is a nationwide, diversified, community-based

financial services company with $1.6 trillion in assets. Founded in 1852 and headquartered
in San Francisco, Wells Fargo provides banking, insurance, investments, mortgage, and
consumer and commercial finance through more than 9,000 locations, 12,500 ATMs, and
the internet (www.wellsfargo.com), and has offices in 36 countries to support customers
who conduct business in the global economy. With approximately 265,000 team members,
Wells Fargo serves one in three households in the United States. Wells Fargo & Company
was ranked No. 29 on Fortune’s 2014 rankings of America’s largest corporations. Wells
Fargo’s vision is to satisfy all our customers’ financial needs and help them succeed
financially. Wells Fargo perspectives are also available at Wells Fargo Blogs and Wells
Fargo Stories.

INVESTMENT
MANAGEMENTROUNDTABLE

PARTICIPANTS

INVEST-Guide_Layout 1  9/4/14  2:41 PM  Page 36

http://www.schwab.com
http://www.wellsfargo.com
http://www.bnymellonwealthmanagement.com
http://www.capstonepartnersco.com


INVEST-Guide_Layout 1  9/4/14  2:41 PM  Page 37

http://www.bnymellonwealthmanagement.com


B-38 ORANGE COUNTY BUSINESS JOURNAL                                                               INVESTMENT MANAGEMENT ROUNDTABLE Advertising Supplement SEPTEMBER 8, 2014

“[Capstone Partners Financial and
Insurance Services]’s first objective is
to create an investment strategy that
aligns with our clients’ comfort and risk
tolerance. It’s important to design an
investment portfolio that is allocated to
the appropriate asset classes that will
provide the best opportunity for our
clients. We must eliminate the
emotional and impulsive investment
decisions that rarely work in our best
interests.”

—Jeff Bush, CLTC
Financial Advisor

Capstone Partners Financial 
and Insurance Services

“

”

u What is your edge as an investment profes-
sional? What does your firm and your prac-
tice do to keep customers coming back?

Jeff Bush, CLTC, Capstone Partners
Financial and Insurance Services: I help my
clients achieve their goals with a very thorough,
comprehensive and objective engagement. I use
my experience and expertise in building solutions
for each client’s unique financial goals and
objectives. It’s imperative to keep in mind the
client’s best interest, as well as professionally
challenge them to maintain the discipline
required to achieve their financial goals. My firm,
Capstone Partners, and I pride ourselves on a
consistent service model in which we, on a
regular basis, meet with our clients to review the
financial plan and provide our clients with
ongoing solutions to many areas of financial
concern. Meeting and communicating with our
clients on a regular basis allows our clients to be
better educated and prepared for future financial
decisions. We want to demonstrate to our clients
that the accomplishments they want to achieve
financially have to be reviewed periodically so we
can take a proactive—and not reactive—
approach to the dynamic changes we see daily
in our lives.

Robin J. Kalota, BNY Mellon Wealth
Management: We are one of the few wealth
managers that is also a leading global asset
manager, resulting in unmatched accountability
and investment excellence. As the world’s eighth
largest asset manager with over $1.6 trillion in
assets under management1, we offer clients
access to BNY Mellon’s independent institutional
investment boutiques, as well as to third-party,
best-in-class managers. This enables us to
create solutions that serve our clients’ best
interests while managing costs, optimizing tax
efficiency, managing risk and providing greater
transparency. Our global presence and size also
allows our wealth management clients to take full
advantage of our institutional investment due
diligence and oversight.

In addition to offering comprehensive
investment capabilities and expertise, we also
provide full wealth management review and
analysis. We tailor investment and portfolio
strategies to the unique investment and wealth
planning needs of each client in coordination with
their outside professionals. I think an ability to
combine the resources of a world leader in
investment management with very personalized
planning advice and strategies is one of the key
reasons we have a 97 percent client retention
rate.2

Myhanh Hoskin, AAMS, CFP, Charles
Schwab: I started at Schwab as an intern and
have been with the firm for 21 years. The fact
that I’ve spent my entire career in financial
services at a firm that is a champion for the
individual investor, believes in transparency and

encourages client involvement I believe is my
edge. Schwab was founded on the belief that the
financial services industry too often gets in the
way of investor success. But we use this to our
advantage by focusing on the client and seeing
the world through their eyes. I may be the
financial professional, but I believe in getting to
know my clients, working on their terms, and
partnering with them to really understand their
specific goals and preferences. For some clients,
I’m their financial concierge — whenever they
have a major financial decision they need to
make, they come to me for my opinion. For
others, I’m their financial therapist — emotions
and investing go hand-in-hand, so I’m there to
handhold them.

u In the current market, what investment
strategies should be used to maximize gain
protection? What do you consider to be the
best investment approach?

Chris Rommel, Wells Fargo: Wells Fargo’s
Private Bank uses a four asset class approach to
manage investment portfolios. We consider this
to be the best approach for most individuals to
ensure proper diversification. The four asset
classes are fixed income, equities, real assets
and complementary or alternative investments.
2014 has been a year when all four of these
asset classes have delivered positive returns. 

A disciplined investment approach is critical to
maximizing gains and protecting against losses.
One key component of this approach is to
rebalance portfolios back to their long-term target
allocations. This would require an investor to
realize some gains in the best-performing asset
classes and reinvest those proceeds into those
areas that have underperformed. This
countercyclical approach works quite well for
investors who have long-term objectives and
want to remain invested across fixed income,
equities, real assets and complementary
strategies.

In certain circumstances, and in conjunction
with our client’s objectives, we can also employ
hedging strategies to help protect equities
against potential sell-offs. These strategies
require close consultation between our clients
and advisors.

Jeff Bush, CLTC, Capstone Partners
Financial and Insurance Services: In my
experience, I think it’s very important to have a
very disciplined strategy in managing one’s
investments. Our first objective is to create an
investment strategy that aligns with our clients’
comfort and risk tolerance. It’s important to
design an investment portfolio that is allocated to
the appropriate asset classes that will provide
the best opportunity for our clients. We must
eliminate the emotional and impulsive investment
decisions that rarely work in our best interests. I
think it’s important to have what I call a sell

continued on page B-40
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“Short-term movements in markets can
be quite unpredictable. Most investors,
however, have long-term objectives that
are measured in years, and in some
circumstances, in decades. Given these
longer-term objectives, most investors
can look past the short-term. [Wells
Fargo uses] an investment framework
to help investors manage the short-
term uncertainties and allow them to
take advantage of longer-term
opportunities.”

—Chris Rommel
Senior Vice President and Regional President

for Wealth Management
Wells Fargo

“

”

continued on page B-42

discipline in which I identify when to rebalance a
portfolio, harvest gains, cut losses, create
liquidity, etc., keeping in mind tax efficient
strategies and each client’s investment goals.

u How do investors manage the complexities
of the current investment market?

Robin J. Kalota, BNY Mellon Wealth
Management: Investors in today’s changing
landscape are overwhelmed with data and can be
prone to misinterpreting signals or even rash
decisions. Knee-jerk decisions can be
devastating. More than ever, investors need to
craft investment approaches that are informed by
comprehensive analysis and insights, while also
being more nimble and opportunistic than in the
past. 

A long-term, dynamic approach to investment
strategy, for instance, provides the ability to
anticipate and act on market swings or short-term
disconnects between and within asset classes.
That flexibility is extremely valuable in capturing
opportunities and enabling defensive actions,
when needed. To make the most of diversification,
investors also need to consider the role certain
investments may play in a total portfolio, the
purpose of specific investments, and how they
help offset or exploit economic or market events.
At the same time, investors should realize — and
plan for — all of the headwinds and crosswinds
that can impact their investments, and how a
comprehensive approach, including integrated
use of wealth planning, portfolio and credit
strategies, can help navigate risk and optimize
results.

Chris Rommel, Wells Fargo: The current
investment climate is complex and uncertain. For
example, geopolitical concerns have periodically
affected markets and investor psychology in
2014. Short-term movements in markets can be
quite unpredictable. Most investors, however,
have long-term objectives that are measured in
years, and in some circumstances, in decades.
Given these longer-term objectives, most
investors can look past the short-term. We use an
investment framework to help investors manage
the short-term uncertainties and allow them to
take advantage of longer-term opportunities. This
framework is a four asset class approach. We use
fixed income, equities, real assets and
complementary or alternative investments to
manage portfolios. These investments can be
combined in unique percentages to match an
investor’s long-term goals and objectives.

For example, fixed income investments provide
stability of principal value and generate income.
Equities may fluctuate more than fixed income
over the short-term, but provide investors with the
ability to generate dividend yield and capital
appreciation. Real assets, such as real estate,
can also provide income and capital appreciation,
and should provide returns that exceed inflation
over the long-run. Finally, complementary

strategies can provide unique return streams with
lower correlations to traditional asset classes.
Some may also have lower risk profiles than
equities.

Jeff Bush, CLTC, Capstone Partners
Financial and Insurance Services: In order to
manage the complexities of our current
investment market, one must constantly remind
themselves of their investment goals, whether
they are short- or long-term. Do not be influenced
to drift from our investment goals due to
distractions that appear appealing, yet are not
aligned with our true goals. It’s easier said than
done, but ignoring the mass media’s perspective
on the areas that influence our financial markets.
The media does a great job of informing us of all
the bad in the world, but a poor job of making us
aware of the good.

u What is your market outlook for the remain-
der of 2014? What are the biggest potential
headwinds for investors for the remainder of
the year, and how can they be avoided?

Myhanh Hoskin, AAMS, CFP, Charles
Schwab: I’ve had a lot of questions this year
about the strong performance of the stock market
and recent volatility and what that means for
people’s investment strategy. It’s a common
question for clients to ask, “Is now the time to get
in or get out of the market?” We have a saying
here at Schwab that it’s not about timing the
market — it’s about time in the market and having
a long-term plan in place. Most of us are long-
term investors and should maintain a long-term
perspective. That said, one of the big focus areas
for investors over the next several months and
into next year will be the Federal Reserve policy.
In anticipation of a possible rate increase, the
market may experience some volatility. But it’s
important for investors to remember that the
economy is indeed making progress and the Fed
is moving toward a more “normal” monetary
policy, and that’s the right direction.

Chris Rommel, Wells Fargo: We remain
optimistic for the remainder of 2014. The U.S.
economy had a difficult start to the year, declining
2.1 percent in the first quarter. Much of the
weather in the East and Midwest was
unseasonably cold and snowy. In the second
quarter, the U.S. economy has bounced back with
the initial reading of second quarter GDP at
positive 4.0 percent. For all of 2014, we estimate
that the U.S. economy will grow at a rate of just
over 2 percent. Globally, we believe the economic
recovery will continue as well, with global GDP
rising 3.4 percent in 2014.

Against this backdrop, we remain optimistic on
U.S. and international equities. Investors should
note that markets have performed quite well, and
are approaching some of our short-term estimates
of fair value. Stock market corrections are a
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“During the past year, [Charles]
Schwab overall has held [financial
planning discussions] with more than
100,000 clients. Research shows that
planning leads to greater success —
the 2004 University of Michigan Health
and Retirement Study of Americans
over 50 showed that those who created
financial plans and stuck with them
achieved an average total net worth
three times higher than those who
didn’t.”

—Myhanh Hoskin, AAMS, CFP
Vice President & Senior Financial Consultant

Charles Schwab, Seal Beach Branch

“

”

natural process, and investors should anticipate
volatility may rise in the second half of 2014.
Investors can position portfolios to take
advantage of these pullbacks. 

Risks remain, such as further geopolitical
conflicts in the Middle East and the Ukraine. At
this point, we believe these conflicts can be
contained and will not derail the global economic
recovery.

u What should a client be asking their advi-
sor?

Jeff Bush, CLTC, Capstone Partners
Financial and Insurance Services: Clients
should ask their advisor to provide them a highly
transparent review and explanation of all
business they conduct with their advisor. Require
that their advisor will provide unique solutions
and challenges so they can achieve their
financial goals. Clients should qualify their
advisor to ensure that he/she has the experience
and expertise to handle their situation.

Myhanh Hoskin, AAMS, CFP, Charles
Schwab: I love this question because at Schwab,
we feel strongly that people should be engaged
with their money and with the professionals
helping them manage it — and that means
asking questions. Investors should understand
where their money is invested and why, how their
investments are performing, and how much it’s
costing them. And they should expect clear,
straightforward answers from their investment
professional. Some specific questions we
encourage our clients to ask include: What are
your investment recommendations based on and
do they make sense considering my goals and
risk tolerance? Do I have access to a range of
products or just your firm’s own products? How is
my portfolio performing relative to my plan and
goals? How are fees and commission impacting
my returns? Without answers to these questions,
it is hard for someone to be truly confident that
they’re on the right track.

Robin J. Kalota, BNY Mellon Wealth
Management: Successful relationships require
trust, effective communication and accountability.
Although each investor has unique needs, some
specific qualities are well worth considering in
assessing an advisor’s suitability.

A good advisor is plain spoken and able to
clearly communicate. He or she should be able to
articulate what and why an investment solution is
used and be able to explain how they are
compensated. It’s also critical to explore the
depth of the team, the investment process and
investment oversight. Investors should
understand how investment decisions are made
— in other words, is it one person or a team of
experienced specialists? Finally, a client should
know the number of relationships their advisor
has, their support and compliance regulations, as
well as a profile of the type of client they serve.

I can’t overstate the importance of asking
about oversight and control issues. Among the
questions they should ask: How transparent are
decisions, holdings and actions taken by the
advisor? What is the due diligence process for
manager selection and investment decisions,
and how consistently is it applied? Is there
sufficient asset protection and insurance
coverage over the assets under management?
What internal and external oversight is
conducted, and by whom?

u How important is developing a comprehen-
sive wealth plan in achieving your clients’
long-term financial objectives?

Chris Rommel, Wells Fargo: At Wells Fargo
Private Bank, we believe it is critical for every
client to have a comprehensive wealth plan.
Planners here work closely with our clients to
develop customized wealth plans. These wealth
plans drive a client’s overall investment plan.
Then, the wealth and investment plans should be
closely monitored and adjusted as a client’s
circumstances change. We work closely with all
our clients’ advisors such as CPAs and attorneys
to implement their unique wealth plans. Clients
who have comprehensive wealth plans have
more financial peace of mind and are much more
likely to achieve all of their long-term financial
objectives.

Myhanh Hoskin, AAMS, CFP, Charles
Schwab: It is almost impossible to make sound
financial decisions without a holistic and
thoughtful plan that takes into account an
individual’s situation and goals. Different people
have different financial needs, but when it comes
to helping my clients manage their wealth, some
of the common themes are generating retirement
income, estate and legacy planning, college
savings, tax planning and debt management.
Without a doubt, there has been an increase in
the number of financial planning discussions
we’re having with clients — during the past year,
Schwab overall has held these types of meetings
with more than 100,000 clients. Research shows
that planning leads to greater success — the
2004 University of Michigan Health and
Retirement Study of Americans over 50 showed
that those who created financial plans and stuck
with them achieved an average total net worth
three times higher than those who didn’t.

Robin J. Kalota, BNY Mellon Wealth
Management: It’s critical! Wealth planning today
is an integrated and evolving process. Today’s
plans must factor in a transformed global
investment environment, changing rules and
higher costs. That includes changing tax policies,
regulations, fiscal policies and more. At stake is
whether individuals have enough money to live
on for the rest of their lives and/or to leave a
legacy for future generations and philanthropic

continued on page B-44
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causes. Plans must be built and managed with
the expectation that they will need to adapt and
adjust continually to reflect changing variables.
Since managing wealth is a complex
undertaking, it greatly benefits from effective
collaboration and communication between
experts, including accountants, attorneys,
insurance professionals and business valuation
consultants, to name a few. The ideal is for all to
work together with a common goal — the client’s
long-term success. Investors must be disciplined
in constantly revisiting their strategy — there is
no more “set it and forget it.” Today’s plan must
reflect both the realities of a changing world and
the investor’s continually changing personal
circumstances and needs.

Jeff Bush, CLTC, Capstone Partners
Financial and Insurance Services: A
comprehensive wealth plan is vital in preparing
our clients for the long-term. Components in a
comprehensive plan need to correlate to each
other in order to achieve success. We must
develop a broad and deep perspective to the
plan so we can create much greater
predictability. I think we must have the ability to
be flexible and agile in our plans to
accommodate potential unforeseen events in the
future.

u What advantages and disadvantages do
your high net worth clients experience as a
result of living in California?

Myhanh Hoskin, AAMS, CFP, Charles
Schwab: California is the world’s eighth largest
economy and boasts a concentration of high-
paying jobs, particularly in the technology,
biotech and film industries. Due to its job
opportunities and overall quality of life, California
has always been an attractive place to live. In
turn, home prices have increased and real estate
has been a source of significant wealth for high
net worth clients. In fact, balancing real estate
and stock market investments is an integral part
of wealth management for my clients. But while
increasing real estate prices can be a boon for
some, they’re also part of what makes California
notorious for its high cost of living. An August
Zillow report revealed that Los Angeles and
Orange counties are the least-affordable housing
market in the country. On top of high real estate
costs, California has the highest marginal state
income tax rate at 13.3 percent, and since
capital gains are treated as ordinary income tax,
the combined federal and state taxes can quickly
eat away at a portfolio’s return. Because of the
high costs, financial planning is essential for
ensuring the viability of my clients’ goals for
themselves and their families.

Chris Rommel, Wells Fargo: Clients have
numerous advantages living in California. They
can enjoy great weather and amazing natural
beauty. They also live in one of the largest and

most diverse economies in the world, since
California has an overall economy that generates
over $2 trillion in annual GDP. California is home
to a number of innovate industries that lead the
globe, such as technology, biotechnology, media,
venture capital and tourism, to name just a few.
As a result, California residents enjoy some of
the highest standards of living of any state in the
U.S.

Californians also face the highest state income
tax in the country. They should implement
comprehensive wealth plans to help minimize
taxes when possible. Our private banking clients
employ investment strategies such as owning
tax-exempt bonds to help minimize taxes,
particularly when they are in the highest tax
brackets. Tax loss swaps should also be
employed throughout the year rather than waiting
until year-end. Additional tax minimizing
strategies can be employed depending on a
client’s unique circumstances. These strategies
are all available and are regularly implemented
for our private banking clients.

u What are some of the most effective ways
you see charities, donors and financial advi-
sors partner together?

Robin J. Kalota, BNY Mellon Wealth
Management: Since the 2008 financial crisis,
people have come to realize how easy it is to
lose the wealth that they’ve worked so hard to
accumulate. The crisis also sharpened the
recognition that the legacy one leaves should be
more than just about money. Discussing and
agreeing on a family mission statement, which
spells out shared values and details how the
family’s wealth should be used to further its
legacy, can be invaluable in ensuring that the
family assets last long beyond the wealth
creator’s lifetime. Philanthropy plays an important
role in allowing the family to incorporate their
personal values, while also achieving family
wealth transfer goals. There are numerous
charitable vehicles to choose from to accomplish
these goals, depending on the specific needs of
the family, i.e. increasing current income,
diversifying the investment portfolio, satisfying
wealth transfer goals, promoting healthy family
governance and realizing tax benefits. Charitable
structures that are often considered include
Charitable Remainder Trusts, Charitable Lead
Trusts, Donor Advised Funds and Private
Foundations. The process of creating a
charitable structure draws together the financial
advisor, and the expertise of legal and
accounting professionals to ensure that the
structure is appropriate to reach the goals of the
family, maximizes the intended benefit, and does
so in a way that is compliant with current tax and
regulatory guidelines.

1 As of 06/30/14
2 As of 12/31/13. Based on BNY Mellon Wealth

Management’s most recent Client Satisfaction Survey

“The [financial crisis] sharpened the
recognition that the legacy one leaves
should be more than just about money.
Discussing and agreeing on a family
mission statement, which spells out
shared values and details how the
family’s wealth should be used to
further its legacy, can be invaluable in
ensuring that the family assets last long
beyond the wealth creator’s lifetime.”

—Robin J. Kalota, CFA®
Senior Portfolio Manager

BNY Mellon Wealth Management

“

”

INVEST-Guide_Layout 1  9/5/14  11:51 AM  Page 44




