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People always ask me how long I have been with Fragasso Financial Advisors. My 
textbook answer is I became a financial advisor in 1996 and then transitioned into 
the management role of our client experience and financial advisors in 2017. 
However, the honest answer is that I have been with Fragasso since I was a 
toddler! I am Bob’s oldest daughter and have grown up watching him fulfill his 
vision and build the firm we are today. I was two when Bob decided to change 
career paths. He originally went to school to be a teacher, but he desired more 
control of his career path and success. So, in 1972, he decided to move into the 
investment business. Soon after he made that decision, the oil embargo of 1973 hit 
which ceased imports of oil into the United States. I have heard my dad tell the 
story many times while growing up. In those early days of the business, he would 
think to himself while sitting in long gas lines, “I have two young daughters at 
home, my wife is a stay-at-home mom, and I have to provide for them when the 
country is in crisis.” But my dad did what he has always done best; there were no 
excuses, no negative thoughts, just hard work, and perseverance. 

Here we are 50 years after that life-altering decision, and I have watched him persevere many 
times over. Whether it was navigating severe market downturns, building a team of now 44 
employees or guiding the firm to the new independent investment platform for our prospects 
and clients. For example, Bob’s decision to move to financial independence from a major 
brokerage firm in the mid 1990’s was one very few had the vision to see, nor the courage to carry 
out. That was another life-altering decision for him, but he knew it was the right thing to do for 
clients and employees. That decision allowed us to better serve our clients and continue to grow. 
He did what he did best; no excuses, no negative thoughts, just hard work, and perseverance.

As I was growing up, I worked in the office with my dad in different capacities. At age 10, I helped 
file paperwork. During high school years, my sister and I helped with data input and preparing 
the materials for seminars Bob hosted at local libraries and colleges. Those binders were large 
and heavy! We used to teach 3-hour classes for 3 weeks in a row. Yes, people would sit through 
9-hours of course work to learn about financial planning. Bob was able to incorporate his first 
career passion of teaching to gain clients that we still have today. When I was going to college at 
Pitt, I would take the bus down to work a few days a week doing the same things I did in high 
school. I would also visit my dad after class when he was teaching seminars until 9pm at night to 
say hi. He worked such long hours and never complained.

It may seem obvious to others, but I did not think I would end up in this business. I wanted to 
“help people.” My dad would always tell me that is exactly what he does, but you know how that 

is when you are young. You think you know better. I got my master’s degree in social work and 
worked with families of suicidal and homicidal teens. But, very quickly, I realized that as much as 
I wanted to help these families, the constraints of insurance can get in the way. So, in 1996, I 
made a life-altering decision of my own. I finally listened to my dad and became a financial 
advisor at Fragasso. It was the best decision I could have made, and I have spent the last 25 years 
learning and helping build the firm alongside him. 

There are too many things to list in this article that I have learned from my dad 

both professionally and personally. However, the ones I want to highlight are 

important for our clients, prospects, and partners to know.

• Bob’s driving force is always to make decisions for the firm that benefit our clients and 
employees first. He has never made a decision that was self-serving.

• Bob’s compassion for the community is second to none. He has taught me and my colleagues 
that you need to get involved financially and physically to keep our community thriving.

• Bob never stops learning. After 50 years in the business, he continues to learn, evolve, and 
use that to help form the vision of our firm for years to come.

• Bob loves to mentor and teach. He did that with prospects and clients and does that with 
each of us in the firm continually.

As Bob’s daughter and an employee of Fragasso Financial Advisors, I cannot thank Bob enough 
for his dedication, patience, guidance, and vision over the last 50 years, and I look forward to 
working and learning alongside him for many years to come.

I also want to thank each and every one of you for your enduring trust and confidence in 
Fragasso Financial Advisors. We would not be who we are today without you.

C H R I S T I N E  R O B I N E T T E ,  C F P ®,  C P W A®
e x e c u t i v e  v i c e  p r e s i d e n t 
b r a n c h  m a n a g e m e n t a n d  c l i e n t e x p e r i e n c e
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As a young boy managing a paper route, Fragasso saved up the money he earned and invested that 
money in mutual funds. Eventually, Fragasso used the money he earned as a child to put a down 
payment on his first home. Bob believes everyone wants and seeks financial security. He has invested 
his entire 50-year career helping individuals work towards realizing their life goals. While the company 
has grown to be a successful, independent investment management and financial planning firm, one 
thing has remained constant – a commitment to the highest level of personal service. Providing the 
deep resources of a large firm while maintaining a total focus on the unique needs of clients and their 
families has always been a critical piece of the mission that Fragasso had in mind from the beginning. 
And today, Fragasso Financial Advisors maintains a unique management structure and an outside 
board of directors who all share the same vision. This management structure ensures that changes in 
personnel will not affect the continuity of distinctive investment methodology, client relationships, 
and the responsible oversight of their assets. Bob Fragasso envisions a long and successful future for 
the company he built. Through an employee stock ownership plan (ESOP), ownership of the company 
transfers to its employees. This allows the good work employees continue to do and Bob Fragasso’s 
vision to continue in perpetuity.  

From all of your team members at Fragasso Financial Advisors, congratulations Bob!

 Two-year old Robert Fragasso visiting Lucca.

 Robert Fragasso dressed to the nines  
        in front of his father's tailor shop.

From a very early age,
,, Robert Fragasso understood the value of  

hard work and having a plan to save money. 

Robert Fragasso with his 
mother and father.
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wealth management | 1

The last 50 years in the investment industry have 
presented us with many significant changes and most have 
been improvements. For example, eliminating fixed brokerage 
commissions ushered in the new world of lower costs, increased 
investment opportunities, and better delivery systems. Investors 
now have flexibility in the ways in which they access capital 
markets. The introduction of contributory and self-guided 
company and individual retirement plans has allowed us to 
uniquely build toward our future financial security. There is much 
more we can recount but let us turn to our future and examine 
what is occurring now and determine what it may offer us. 

WHAT MIGHT THE INDUSTRY PROVIDE IN THE YEARS AHEAD AND HOW WILL THAT  
BENEFIT YOU? NO ONE IS CLAIRVOYANT BUT THERE ARE SOME TRENDS BUBBLING  
NOW THAT PROVIDE A GLIMPSE OF WHAT MAY BE IN OUR FUTURE. 

First, much as the medical profession is involving the patients in the management of their health, we have already done that  
with our collaborative approach to the pursuit of your financial success. Any prospective client of our firm will be asked three 
questions prior to beginning the process of data discovery and the creation of a unique financial plan. 

 a.) What are you trying to accomplish through your finances and in your life?  
  (Hint: “make a lot of money” isn’t a complete answer). We spend much    
  time developing the picture you see in your mind’s eye as to what you   
  want you and your family’s future to look like. 

 b.) What is getting in the way of accomplishing that?  
  The answers, while they may be similar, are different for each  
  investor. We need to know that so we can counter the    
  problems. You have a sense of what is holding back your   
  financial  success from reaching its full potential and we  
  want to hear that.

 c.) What do you think should be done to correct the problem?  
  You have thoughts on this, and your answers will often be  
  revealing and those answers to all of these questions are  
  crucial in understanding your goals, your thought process,  
  and the unique aspects of your situation. Just as medicine  
  has come a long way from giving everyone a penicillin shot  
  for any malady, so has our industry moved from touting the  
  hot stock of the month. 

Second, the delivery system for this process is moving at a rapid pace. 
The old brokerage firm model with its inherent potential conflicts has 
given way to the independent advisor working for the client rather than 
the investment house. But because of the growing sophistication of products 
and delivery systems, the independent advisory firm must possess sufficient 
scale and capital to marshal the required resources to provide its clients with the 
most competitive opportunities for success. We recognize that and devote much of 
management’s time and the firm’s capital to making sure we are positioned to give 
you the most sophisticated level of services and investment opportunities. 

Third, the ongoing education of our owner-employees is a significant 
differentiator. Our people are regularly trained on planning techniques, 
investment opportunities and the changes in our industry from which 
we serve you. All financial planning recommendations and investment 
management action is fashioned collaboratively, and that aspect of our practice  
is different from much of our competition. We do that because we feel that it is best for you to have the collective  
thinking of all our professionals rather than be dependent on only one individual’s views. The medical profession  
refers to that as peer review and we believe that adds a layer of assurance. 

We are sincerely grateful to our clients who have entrusted us with their financial guidance and management 
and who have remained loyal through the years and decades, many for all five of those decades through 
multiple generations of their families. We pledge to honor your trust with our continued efforts to bring you  
the best that our industry has to offer in that march toward your financial security. f

The Past Foretelling
THE FUTUR
by R O B E R T  F R A G A S S O,  C F P  B O A R D  E M E R I T U S ®

The investment industry has moved away from 
the dominance exerted by large investment 
company vertically integrated business 
models. Long time readers here will be familiar 
with the cautions we raise over potential 
conflicts of interests when your advisory firm 
also manufactures the investment products 
being promoted to you. The independent 
Registered Investment Advisor (RIA) has grown 
in response to that problem, and the best of 
them avoid proprietary products. We work 
only for our clients and moved away from the 
large, integrated firm model 26 years ago when 
that trend of investment banking driving retail 
client recommendations accelerated. Veteran 
industry people point to us as having helped 

lead that movement. We also led in the move away from transactional commissions, which 
have their own potential conflicts of interest, and toward fee-based investment management 
which puts our interests in line with those of our clients. We take what we feel is justifiable 
pride in having implemented those steps to lead our industry and better our work on behalf 
of our clients.

Another productivity-enhancing area is with technology for both record-keeping and to 
introduce uniform quality investment management. We have come a long way from keeping 
client conversation notes on large cards alphabetically stored in metal bins to our current 
sophisticated software that allows all members of your team to see what is happening in your 
accounts in real time. We have traveled far from monthly statements as the window to your 
investments to electronic portals from which to monitor your holdings and results 24/7/365. 
Our financial planning software allows your financial advisor and financial planning analyst 
to uniquely plot your course toward your financial objectives and life goals. 

Finally, we left the old model that many of our competitors still employ and that is individual 
compensation of financial advisors based on products and services sold. Our advisors and 
all our employees are compensated by salary and a bonus that is pointed toward only one 
benchmark – client investment asset growth and retention. All our personnel take pride 
in doing a good job for our clients and their compensation is in line with that objective. 
Importantly, we are majority owned by an Employee Stock Ownership Plan (ESOP). All our 
employee-owners are vitally interested in your happiness with our service to you.
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Great leaders come in many forms and possess any number 
of unique traits. Fortunately, I have had the opportunity to work closely with Bob 
Fragasso for over fifteen years and recognized a few common traits that we can all seek 
to emulate. While there may be many more, I am calling out the four below:

Strategic Vision 
Clearly one does not build a firm over fifty years without bold strategic visioning 
along the way. Equally important, is that the vision must play a role in how the firm 
is strategically guided and that positioning evolves over the course of five decades. 
Many leaders possess talents in determining what a firm or organization’s vision may 
be, but the execution is also the key to success. Bob’s communication of that vision 
and “the why” to the firm, clients, and key partners, has enabled the firm to grow from 
those small beginnings to over $2 billion under management and non-advisory assets 
combined today.

Opportunity 
I am not sure you will always find this one is a typical Google search list of leadership 
traits and this may require further explanation. One of the traits of a good leader is 
providing the opportunity for individuals, including me, to grow and take responsibility 
for projects, tasks, and initiatives. Having confidence in people and expecting them 
to rise to the occasion with the right balance of guidance can build a strong team. 
Providing opportunity and empowerment across the management team and those who 
play roles within them, helps guide us through different experiences and to recognize 
future opportunities.

Confidence 
Bob demonstrates a confidence in people and the potential outcome resonates across 
the firm. That confidence permeates through the firm culture and removes negativity. It 
allows us to focus on the positives and think success, never failure. 

Doing the Right Thing 
While this seems like a simple and fundamental trait leaders and non-leaders should 
hold true, following those guidelines closely are what separates leaders such as Bob. I 
can think of many situations that were quickly solved by answering how to do the right 
thing and always keeping that philosophy as first and foremost. 

The list above is a concise, but a reflective list of the traits Bob has demonstrated as a 
leader. Those traits have obviously impacted me and many in the firm in how we can 
grow. While that has benefited many of us at Fragasso and the community at large, 
we can all learn from these leadership skills (and many not listed) and apply those 
effectively to be the best leaders we can be. 

=

+

+

+

+

THE INSPIRATIONAL 
LEADERSHIP  
of Bob Fragasso

D A N I E L  D I N G U S,  C F P ®,  A I F ®,  M B A 

Five Star Wealth Manager Award Winner  
2012-2015, 2017, 2019, 2020, 2021 and 20221

Barron's Hall of Fame Advisor, 20192

 
Pittsburgh Business Times,  
Most Admired CEO’s & Top Executives, 20163 
 
Lifetime Achievement Award by Animal Friends, 2015
 
Veteran of the Year by Veterans Leadership  
Program of Western PA,  2015
 
Champion for Children from the Homeless  
Children’s Education Fund, 2012 
 
Fred Rogers Good Neighbor Award by Junior  
Achievement of Western Pennsylvania, 2011 

Pittsburgh Business Times Diamond  
Award, 20083

Animal Friends Humane Hero  
Award, 2005

1 The Five Star Wealth Manager award, administered by  
Crescendo Business Services, LLC (dba Five Star Professional),  
is based on 10 objective criteria. Each award candidate  
undergoes a thorough research before being considered  
for the final list of award winners. Five Star winners do not  
pay to win or to be considered for the award. 

2 Barron's listings are based on data compiled by  
many of the nation's most productive advisors, which is  
then submitted and judged by Barron's. Key factors and  
criteria for each award include: assets under management,  
revenue produced for the firm, regulatory and compliance  
record and years of professional experience.Rankings and/or  
recognition by unaffiliated rating services and/or publications  
should not be construed by a client or prospective client as  
a guarantee that he/she will experience a certain level of  
results from investment advisory services, nor should it be  
construed as a current or past endorsement of any of the  
firm's clients. Rankings published by magazines, and others,  
generally base their selections exclusively on information  
prepared and/or submitted by the recognized adviser.  
Rankings are generally limited to participating advisers.

3 The winners were selected by panel of judges who were  
previous award winnners through the Pittsburgh Buiness Times. 

3
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https://investmentadviser.org/about-iaa/year-in-review/

portfolio management | 5

by D A N I E L  D I N G U S,  C F P ®,  A I F ®,  M B A ,  M I C H A E L  G O D W I N,  C F A®,  A N D  J I M  S I N E G A L

The era of fixed commission costs 
ended on May 1st, 1975, ushering 
in a new wave of discount brokers 
and heightened competition, to the 
benefit of investors.

MAY 1

Portfolio and Investment  
Management Evolution

1975
Brokerage 
Commissions

With a modest beginning in 
1975, Vanguard launched the first 
successful index fund, ushering in 
a multi-decade plus growth in low- 
cost investing vehicles.

1976
Index 
Investing

In 1985, The CFP Board was 
established, recognizing the 
incredible growth of financial 
planning and the work certificate 
holders perform on behalf of their 
valued clients.

1985
Certified Financial 
Planner CFP®

The first Exchange Traded Fund, or 
E.T.F., was launched tracking the 
S&P 500. Today, E.T.F’s have grown 
to hold trillions in assets and can be 
found in many portfolios

1993
Exchange-traded 
Funds (ETF's)

As many of the top endowments 
recognized the importance of 
alternative investments, financial 
advisors alike have sought increased 
diversification and returns outside 
core investments of stock and 
bonds. 

2010
Private and Alternative 
Investments

The growth of the Registered 
Investment Advisor, or R.I.A., has 
grown by double digits in the last 
decade by adhering to the fiduciary 
standard and offering a wide range 
of investment solutions. A 2020 
study estimates RIA’s manager over 
$110 trillion in client assets. *

2020
Registered Investment 
Advisor

AND 
BEYOND

“It wasn’t as simple to execute a stock trade to the New York Stock Exchange floor as it is today.  We 
didn’t have high-tech computers, therefore the process was done manually.  An advisor would have to 
write up a 3-part carbon copy ticket with the trade (stock ticker symbol, buy, sell), and place on behalf 
of the client.  You would literally have to run down the hallway to what we called “the cage,” a secured 
glass enclosed area with 8 people (no one was getting in there!) to drop off your ticket. 

The ticket was passed off to the Quotron Operator, the dedicated person who would enter the trades in the Quotron terminal an 
early version of today’s Bloomberg Terminal, and the race was on.  Success, you got it there!  The ticket would be time stamped 
and dated which was the “gospel truth” that the order placed.  If a trade wasn’t a rush, there were tubes throughout the office 
that delivered your ticket to “the cage.” The tube system was similar to making a bank deposit at the drive through, and yes, it was 
known to have gotten stuck."  

BACK IN THE DAY  

LILIANN MOSER, CFP®, AIF®
Vice President, Financial Advisor

FRAGASSO FLASHBACK
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THE CRE ATION 
AND EVOLUTION

by M I C H A E L  F E R T I G ,  A I F ®  A N D  
C H R I S T I N E  R O B I N E T T E ,  C F P ®,  C P WA®

documenting our meetings and communicating with 
team members was flawed. Our follow up system was 
based on email and alerts that we could set up to be 
sure each step of the process was completed in a timely 
manner. While that system worked, it was a time-
consuming process, and it was susceptible to human 
error. If one person in that chain missed their step, the 
entire process could grind to a halt. Staying on top of 
tasks and daily “To Do” lists were a large part of the daily 
routine in the early days of the client experience.

When Bob and some of the founding employees of 
Fragasso Financial Advisors left Smith Barney in 1996, 
we switched quickly to fee-based management vs. 
commission based. This again was the right step for the 
betterment of our clients. As most know now, that type 
of management helps the client and the advisor stay 
on the same page, and we had to earn our fee every day. 
By the early 2000’s we had a particularly good service 
standard for our clients. It was not necessarily codified at 
that point, but our service standard was well beyond most 
other competitors who were still relying predominantly 
on commission and transaction-based activity to 
generate revenue.
Technology played a major part in the next upgrade in 
our client experience. Having a Customer Relationship 

Management (CRM) system that allowed us to automate 
reminders, tasks and to dos for each team member made 
us all more efficient. That translated to more time for our 
advisors to be meeting and servicing our prospects and 
clients. 

Fast forward to 2022, we now have thirteen financial 
advisors helping our clients along their financial journey. 
Each advisor has a financial planning analyst and a client 
account specialist that collaborate with the advisor for 
the benefit of our client. We spend a great deal of time 
as a team critiquing that codified client experience to 
ensure consistency no matter what advisor you happen 
to be working with. A unified client experience has been, 
and always will be, the driving force behind our service 
standard.
 
Our ongoing commitment to our prospects and clients 
is to continuously strive to improve every aspect of the 
client experience.

OF FRAGA S SO' S CLIENT E XPERIENCE

client experience | 7

The client experience started with the ambition of wanting to do the right thing for 
clients. A natural feeling of empathy was part of that objective and understanding 
the perspective of the client, and what they were trying to accomplish was the 
driving force behind the experience we wanted to implement. This was not common 
in the early days, especially when Bob Fragasso and other tenured advisors were 
with Shearson and Smith Barney. Then it was old school brokers selling products. 
That is not to say that they did not care about their clients, but the products were 
transactional and not at all holistic in their approach. So, there was no organized 
client experience. It was all focused on generating revenues.

Early on, Bob was the sole financial advisor meeting with clients before he added a financial planning analyst. 
Everything he said and did was from the perspective of the client, what they were trying to accomplish and how 
they felt about their finances. It quickly became evident that talking about investments in the absence of unique 
client knowledge added a level of risk and uncertainty that could be negated by tailoring our guidance based on 
the particulars of the client’s situation. That knowledge could only be gained by an intensive discovery process 
leading to an individualized financial plan and portfolio model. Finally, when the CFP® (Certified Financial 
Planner) movement began in the early 1980s, it helped codify what Bob had observed in those early years.
As we grew and started to build on that client experience, it became crystal clear that the way we were 
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1972
Robert Fragasso 
starts as a sole 
practitioner.

1996
Bob Fragasso became an independent 
advisor and started the Fragasso Group, 
Inc. with new offices located in the Koppers 
Building in downtown Pittsburgh.

2022
Bob Fragasso celebrates 

50 YEARS! 2021
Bob celebrates 25 years as 

an independent advisor 
and the firm reached  $2B 

assets under management 
and non-advisory assets 

combined.

2018
The beginning of August, Fragasso 

left LPL and officially affiliated with 
TD Ameritrade and Private Client 

Services. Our entire firm worked 
diligently to successfully transfer  

information and databases and 
prepare the necessary paperwork. 
Our downtown training room was 
home to thousands of documents 

and forms! 

Fragasso acquires independent  
advisor Paul Mehno's practice  
on November 12,  which led to   

the addition of the Beaver office.

2015 
Fragasso acquires The  

Grandview Group which led  
to the growth of the North  

Hills Office.

2016
To secure firm  

ownership in perpetuity, 
an Employee Stock  

Options Plan (ESOP)  
was launched for  

Fragasso staff. 

2000
First satellite branch was 
established in South Hills.

2007       
The Fragasso Group, Inc. began 
operating under the name 
Fragasso Financial Advisors, Inc. 

2012
William Spence  

associates practice  
with Fragasso. 

2013
Fragasso introduced
the Retirement Plan 

Services Division. 

2017
Cool Springs office  

opens in Bethel Park.

Fragasso starts  
their own radio  

show, The Advisor.

1980s 
The first computerized  
financial plans were done  
on Radio Shack machines  
(16K of RAM). 

2003 
Fragasso reached the milestone 
of managing nearly $400M 
in assets and serving over 
1,200 individuals, families and 
corporations.  

2014
Fragasso breaks 

$1B in assets under 
management 

and non-advisory 
assets combined 

and served nearly 
2,000 clients.

1974
Bob began teaching seminars for public 
educational entities (community centers and 
libraries) in 1974 and around 1980 at colleges 
and universities including Duquesne, Pitt, 
Robert Morris, CMU, LaRoche and CCAC. 
Continued for 40 years. We offer them today 
for corporations as employee education. 

FUN FACT: 
In the late 90's Excel 
was coded and used to 
run financial plans and 
put schedules together. 
A more formal 
planning program 
“eMoney” was later 
adapted. 

FUN FACT: 
This building was originally completed in the 
auspicious year (for an investment firm) of 
1929. It was restored, not just refurbished, 
during the late 1980’s when Beazer bought 
the Koppers Company and its signature 
headquarters building. The ambiance of the 
building was retained in the restoration while 
upgrading its facilities for the 21st century 
use. Heating, air-conditioning, conference 
facilities, dining and concierge made our new 
home a truly functional resource in which to 
serve our clients’ need to our utmost.

FUN FACT: 
Approximately 30% of 
our existing clients chose 
to assign themselves to 
this convenient location.

2002 
Our North Hills branch opened  in 
Wexford.

The Fragasso Group named to  
the Pittsburgh Business Times 
Top 100 List. Fastest growing local 
closely held corporations.

FUN FACT: 
The Fragasso Group introduced 
a new course, Can You Afford 
to Retire, which was one of our 
most well attended and received 
lectures. We've update the 
content and still use this material 
today.

Bob Fragasso recognized 
in inaugural Barron's Top 
Advisor Lists.*

For many years there was a great deal of 
discussion in southwestern PA about 

the importance of retaining our region's top 
university talent. Fragasso Financial Advisors  

lead the way by implementing Our Futures 
Project. The winner Damien Gottschalk, financial  

advisor works at the Cool Springs Branch.2010
Established an 

outside board of 
directors.

FUN FACT:  
In 1979 (BC=before 
computers), financial 
planning analysis were 
done on legal pads.

1985
The firm began assisting  
non-profits and institutions  
at the board and committee level.

2008
With a growing firm, a new corporate 
headquarters was established at 610 
Smithfield Street in downtown. 

Bob was selected as one of the twelve 
2008 Diamond Award winners by 
the Pittsburgh Business Times. The 
Diamond Award honors twelve of 
Pittsburgh's top CEOs, company 
presidents or individuals who hold 
equivalent positions in the 10 county 
region MSA.  

1972-2022

FUN FACT: 
The Thursday before moving to Smithfield, 
it was Take Your Child to Work Day, a 
number of our employees brought in their 
children to learn about work and to help 
with the move. To make the experience real, 
at the end of the day each child received a 
paycheck for the work they performed.

2019
The Investment Advisory Group 

LLC joins Fragasso's Independent 
Advisor Solution platform.

Bob Fragasso received the  
Barron's Hall of Fame Award. * 

*Barron's listings are based on data compiled by many of the 
nation's most productive advisors, which is then submitted 

and judged by Barron's. Key factors and criteria for each award 
include: assets under management, revenue produced for the 

firm, regulatory and compliance record and years of professional 
experience.

Rankings and/or recognition by unaffiliated rating services and/
or publications should not be construed by a client or prospective 

client as a guarantee that he/she will experience a certain level 
of results from investment advisory services, nor should it be 

construed as a current or past endorsement of any of the firm's 
clients. Rankings published by magazines, and others, generally 

base their selections exclusively on information prepared and/
or submitted by the recognized adviser. Rankings are generally 

limited to participating advisers.  

The winners were selected by 
panel of judges who were  
previous award winnners through 
the Pittsburgh Buiness Times.

Information on The List was 
supplied by individual companies 
through questionnaires and could 
not be independently verified by 
the Pittsburgh Business Times.

1972-2022

Take a journey with us through our timeline  
highlighting Bob Fragasso's career and the milestone  

achievements of Fragasso Financial Advisors.

BOB FRAGASSO 
CELEBRATES 50 YEARS 

IN THE INVESTMENT INDUSTRY 
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Thinking back on when I first started at Fragasso in the late 1990’s, our focus has always been on our clients’ 
individual and unique financial goals. Fragasso’s financial planning department was in its infancy back then but was 
always driven by Bob’s desire to make sure we knew as much as we could about each and every client before making 
investment recommendations. 

In the early 1980’s, when financial planning software didn’t exit, the very first financial “plans” were actually 
put together using lined paper and a calculator! We compiled a client's current and ongoing annual savings 

amount and projected it for the client’s lifetime using a certain rate of return.

This evolved into using Excel to put these forecasts together and allowed us to use calculations that were a bit 
more sophisticated and less labor intensive. We eventually developed our own proprietary program for running 

plans in Excel that focused not only on retirement sufficiency but also included life insurance and estate planning. 

This worked for a number of years, but after manually updating the program to ensure the accuracy of the plans and 
ensuring they incorporated annual increases in retirement plan contribution limits as well as tax code changes, the 
need for something more automated became more and more apparent. We also saw the need for something that 
would offer a broader scope of planning options to present to clients. 

After about a year of experimenting with a variety of planning platforms, I found a program that offered a wide 
variety of planning options and schedules and was also cash-flow based which made it easy to tie one schedule to 
the other for each client and we are still using a version of this today. The eMoney era began over 10 years ago. 

by K A R E N  L A P I N A ,  C F P ®

The adoption of eMoney as our financial 
planning software of choice and its 
sophisticated planning tools allowed our 
financial advisors to develop an even more 
comprehensive financial plan for each client. 
Regular reviews of the plan help in tracking 
how clients are progressing towards their goals. 
And with that, the next phase of the financial 
planning department began. 

As a firm, we have always been focused on 
processes and efficiencies and making sure our 
structure aligns in a way that is advantageous 
for our clients and our team members. Ten years 
ago, we decided that our financial advisors 
needed a dedicated financial planning analyst 
on their team who would work along side them 
to create the financial plans. By working with 
the advisor, the financial planning analyst 
gets to know the clients and their family and 
understand what is important to them. The 
synergy between the financial advisors and 
financial planning analysts leads to creative 
planning ideas that are suited to fit a client’s 
individual needs. 

While numbers are a big part of what we do, 
we know helping our clients means so much 
more than that. We want to be the ones who 
help guide them through the different phases 
of life, know their children and grandchildren, 
and celebrate as they achieve milestones. That is 
what financial planning is all about. 

On behalf of myself, Karen, all the 
financial advisors and financial 
planning analysts in our firm, we 
would like to thank Bob for being 
the guiding light that taught us how 
important it is to always keep you, 
your family, and your life’s goals at 
the forefront of everything we do. 

by B R I A N N E  K I N G ,  C F P ®

Plotting 
the Course  
O F  F I N AN C I AL 
P L AN N I N G

Both Karen and Brianne worked as interns at the firm and 
now both have careers spanning over 20 years at the firm!

FRAGASSO FLASHBACK
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by  
N I C O L E  S TA R Z Y N S K I

FROM  
NOTECARDS TO 
THE CL      D,
THE TECHNOLOGY  
EVOLUTION OF FRAGASSO 
FINANCIAL ADVISORS 

Let’s take a journey back to 1983 - Bob 
Fragasso just completed a meeting with 
a client where he jotted down notes and 
action items on 3x5 notecards. It's hard 
to remember how a business operated 
without computers, but this was how 
financial planning meetings were 
conducted forty years ago. One of the 
reasons for using the note cards was that 
they could easily be transported from 
place-to-place (the original laptop!). 

technology | 11

“In 1983 I accepted a job at Shearson Lehman Brothers 
as a cashier in “the cage.”  The cage was the operations 
department which processed all check and securities 
receipts, check payments, account openings and trading.  
Today at Fragasso Financial Advisors, these tasks, except 
trading, are completed by the client account specialists.  
In 1994 Bob freed me from “the cage!"  

All outgoing checks were issued from our office and all 
deposits for client accounts were received in the mail.  
We would write up deposit slips and walk to the bank 
every day to make the deposit.  Today, most payments 
from an account and deposits to an account are done 
electronically via ACH.  ACH stands for the Automated 
Clearing House which is an electronic funds-transfer 
system that facilitates payments to and from a bank 
account.  When we do receive physical checks, they are 
deposited electronically within seconds.  No more walking 
to the bank!

In those days people owned actual stock certificates 
and would deliver them to our office for deposit to their 
accounts.  Now it is very rare to see a stock certificate.  
Today, stocks are held in electronic form, no need for 
physical certificates anymore.

Everything was done on paper with physical signatures.  
Every piece of paper needed to be filed in client folders 
that lived in the filing room which was under lock and key.  
Today, most forms can be processed through DocuSign, 
an electronic signature program.  The client verifies 
their identity via a knowledge-based program, and then 
electronically signs the documents.   Once signed the 
documents are now saved in secure electronic files.  When 
we do have documents that are physically signed, we scan 
those and save them in the client folder on our secure 
site.  There are very few paper files left in our file room.  A 
few years ago, we converted all those documents into the 
same secure client folders."

now able to search for records from anywhere with an internet 
connection. When paper files are still used, they are scanned into 
our electronic storage and then destroyed. 

The security of files used to be entirely reliant on the physical 
security of where those files were housed, but now the security 
applies to everything we do. Instead of relying on keys and video 
cameras, we use VPNs, firewalls, two factor authentication and 
cyber security education to keep information safe. New accounts 
and processing of checks no longer happens inside a “cage” but 
through a secure computer. Most checks are processed through a 
scanner and submitted online before being shredded. 

The evolution of moving to a completely digital business wasn’t 
easy, and it has continued to evolve and improve over decades. 
Bob understands how important it has been to adopt new 
technology to increase efficiencies, data security, and process 
improvements. Technology has helped reduce errors and enable 
financial advisors to have more time for clients. 

Then came the COVID-19 pandemic of 2020 – the ultimate 
technology challenge to date! Because of the technology systems 
and process we’ve implemented over the years, all employees 
were able to safely and effectively work from home. Five offices 
turned into 40-something offices during this time, and we stayed 
connected with clients and colleagues through virtual meetings. 
And we didn’t stop there! We just completed a software design/
build project with Salesforce, which has resulted in a customized 
system for Fragasso. Our processes are built into the software, 
so when a new account is opened or an annual review is due, 
each step of that process is being initiated and assigned to the 
appropriate user who’s responsible for completing that task. 
Salesforce is now the 3x5 notecard, the client relationship system, 
the trading “Cage” of 2022 and so much more! We look forward 
to utilizing this software to enhance our future client experience 
with you. f

During this time, client contact information was stored 
in rolodexes. This was the first CRM (client relationship 
management) system for the firm! And typing a name 
into a search box to find a record wasn't an option. If an 
advisor needed client information, they would need to 
go to the office, unlock the file room, and search through 
cabinets of paper files one-by-one. 

At that time, understanding how a computer could make a 
business more efficient was in its infancy. Bob Fragasso, being a 
visionary and forward-thinking individual, saw the possibilities. 
So, in 1983, Bob purchased his first computer. The computer 
wasn’t yet utilized for daily processes like client account opening 
and trading, but it was able to provide the index card system 
an upgrade. This led to Fragasso creating our first digital client 
relationship management files on Act – which was considered a 
cutting edge software at the time! Act eventually became Junxure. 
And the one lone computer turned into a computer at every 
employee’s workstation.

Although Junxure was a boost to client management and data 
storage, much of the account opening process still relied heavily 
on paperwork and mailing. Investment firms were in the practice 
of keeping paper records in addition to the computerized records 
for each client. And since data would need manually entered 
into the computers, human errors were an increased possibility. 
Trading was done by paper as well.

Fast forward to the 2010s when Fragasso Financial Advisors 
experienced much growth and moved into the current downtown 
headquarters. The archives and old file room were eventually 
phased out of active paperwork and replaced with digital cloud 
storage systems. Digital files meant that employees working in 
suburban offices would not need to drive downtown, access a 
key to unlock a file room, and search through endless files for a 
piece of information. With their secure credentials, advisors were 

MARY ELLEN ZIK
Client Account Specialist

FRAGASSO 
FLASHBACK

12
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I realize the history of retirement plans is probably not at the top of many people’s reading list, 
but it does offer a different, and dare I say interesting, perspective to the general history that 
we have read! The idea of a retirement plan dates back centuries to 13 BC when Roman Emperor 
Caesar Augustus offered Roman legionnaires a retirement package worth roughly 13 times their 
annual salary. This benefit was available after serving for 20 years in a Roman legion and 5 years 
in military reserves. A secondary, yet important, reason for offering this benefit was to keep 
retired soldiers loyal and disincentivize them from revolting against the government.

providers, new investment products, and regulation changes over time has put more fiduciary responsibility on the 
shoulders of plan sponsors. 

This increasing complexity was the reason Fragasso Financial Advisors started the Retirement Plan Advisors department 
in 2014 focused solely on helping businesses and organizations run an effective retirement plan. Business owners and 
plan sponsors can have varied goals for their retirement plans, and they have many decisions to make in setting up and 
running retirement plans, such as:

WHEN IT COMES TO RETIREMENT PLANS,

by D A N I E L  TAT O M I R ,  A I F ®

DO AS THE DO AS THE 
ROMANS DO!ROMANS DO!

In the American Colonies, and eventually the United States, early forms of retirement plans 
were also offered to military personnel. American Express was the first private sector company 
to offer a pension plan to employees in 1875. Private sector pension plans started to increase in 
the early 1900’s and by 1970, 45% of private sector employees were covered by a defined benefit 
pension plan.

When Bob Fragasso entered the investment business in 1972, 401(k) plans did not exist. The 
Revenue Act of 1978 made the 401(k) as we know it possible, but that was not a specific intent 
of the law. It included a provision, section 401(k), that simply allowed employees to defer taxes 
on a portion of their compensation. Ted Benna, a retirement benefit consultant at the time, 
was helping a client redesign their retirement program and realized that section 401(k) could 
help solve their problem if he could get employees to participate in the plan. The concept 
of employees saving for retirement was a novel one at the time. The solution was to offer 
employer matching contributions to encourage employee participation in the plan.

After several clarifications by the IRS in the early 1980’s, 401(k) plans grew in popularity. By 
1990 assets in 401(k) plan exceeded $380 billion. In 1996 plan assets exceeded $1 trillion, with 
over 30 million active participants. With this growth in plans, participants, and assets, so too 
did the complexity of starting and maintaining a 401(k) plan. Additional features from plan 

• What provisions and design elements should be included in the plan? 

• Which providers should be hired?

• What type of investments should be made available in the plan?

• Who is selecting and monitoring the investments in the lineup?

• Who provides education and guidance to employees?

• Are plan fees reasonable?

How these questions are answered go a long way in determining how effective a 
retirement plan will be and if the plan will achieve the desired goal(s). The IRS states 
clearly that those making decisions for a retirement plan are acting in a fiduciary 
capacity and have responsibility to act in the best interest of the client. But they 
do not provide much direction to help fiduciaries fulfill those obligations. Our 
retirement plan department works with business owners to guide them through the 
complex plan-related decisions they must make with design and administration. Our 
portfolio management team assists with investment selection and on-going monitoring 
to ensure employees have appropriate investment options while serving the plan in 
fiduciary capacity, helping to mitigate plan sponsor liability.

Fragasso also provides education to help employees understand 
the benefits of using the plan and feel confident in how they 
align with their retirement goals. Investor education has been at 
the core of Fragasso Financial Advisors since its inception. Larger 
group meetings were the norm for a long time and can still be an 
effective option, but employee’s needs continue to evolve so we 
offer other options to help employees. Online meetings allow added 
flexibility to attend meetings, which is of greater importance as 
work schedules and location rapidly are changing. We analyze 
plan demographics and reporting to identify opportunities for 
targeted communications on specific topics of importance, and 
we offer individual meetings where employees can meet with an 
advisor to discuss their unique concerns. 

There have been many changes to employer sponsored retirement plans in the last 50 years and 
with pending legislation in Congress and frequent changes to provider options and services it’s safe 
to assume the rate of change will not decrease. Fragasso’s Retirement Plan Advisors department will 
continue to evolve to provide the services both plan sponsors and employees need.

retirement plans | 13



1615

N O N P R O F I T  S P O T L I G H T

16

by M A R S H A  P O S S E T

I conducted an interview with Kathleen Beaver, president & CEO of Animal 
Friends, and current Animal Friends board chair, Sarah McKean, to get a 
clear picture of Bob’s history with Animal Friends. Bob’s daughter, Christi 
Robinette, joined us for the interview, too.  It was an all-hands-on deck 
situation to list all of Bob’s contributions pertaining to board service, 
committees, projects, awards, and events, some of which are listed at 
left, but the examples of how Bob supports Animal Friends so genuinely 
and with every fabric of his being are the most touching and memorable.  
Those are what I am going to share with you here; but before I dive into 
those, I want to thank Kathleen, Sarah, and many others at Animal Friends 
who not only helped me with this article but for the many projects you 
collaborated with Fragasso Financial Advisors on over the years. Ours, too, 
is a history intertwined.

With any organization, there are 
growing pains and times when tough 
decisions need to be made. Sarah, 
who has served as an Animal Friends’ 
board member since the year before 
Bob started, can recall such instances. 
“Bob’s guidance and confidence is 
invaluable. He is one of my most 
trusted friends and advisors.” 

BOB THE DOG
It is qualities like those that made 
the next question so easy for Sarah 
and Kathleen to answer. I asked them 
to describe Bob if he were a rescue 
animal, and the response was, “A mutt! 
He would be a loyal, mid-aged dog who 
is wise and energetic. He herds the best 
of us up for a challenge, like a border 
collie. Pit bull for his determination, 
and a terrier always wagging his tail.” I 
couldn’t agree more.

THE ADOPTION LIST 
If Bob has your email address and 
knows that you like animals, it’s pretty 
much a given that you are a recipient 
of his frequent rescue emails. Bob has 
been compiling this list since forwards 
and email lists were created! This is 
something he voluntarily sends out on 
a regular basis to his vast network to 
help pets find their “furever” homes, 
whether they are being placed from 
Animal Friends or other shelters 
throughout the Pittsburgh region and 
neighboring counties. We are unsure 
of the total number of pets that have 
been placed through Bob’s adoption 
list, but we know it is substantial. You 
might even be reading this article and 
saying to yourself, ‘I adopted my pet 
from Bob’s rescue list!’ And Bob has 
even adopted from this list. Like we 
said, he walks the walk.

The staff at Animal Friends confirmed 
that Bob has adopted more than half 
a dozen pets from Animal Friends. But 
Bob is an equal opportunity adopter 
– meaning he also adopts from many 
other shelters and rescues both 
regionally and nationally. It’s never 
about where they are coming from – 
it’s always about who needs him most.

Sarah recalled walking through the 
shelter with Bob when he found Polka. 
Polka was a golden retriever with 
severe anxiety from thunderstorms. 
“Bob built a soundproof area in his 
basement, so that Polka would feel 
safe. He’s taken in many rescues with 
complex issues and illnesses and cares 
for them.” Sarah admiringly said.

HE DOESN’T JUST  
TALK THE TALK;  
HE WALKS THE WALK.
Staying with this theme of integration, 
Bob is the master of naturally 
pivoting any conversation to pets and 
animals. Kathleen summarized in this 
statement, “Bob can join a conversation 
about the weather, the latest stock 
prices or breaking world news, but 
within minutes he has seamlessly 
turned the conversation to animals 
in need and has recruited the listener 
to be a part of the solution. He is a 
walking billboard for Animal Friends.” 
Kathleen goes on to explain, “That’s 
what makes Bob so unique. He has an 
incredible heart with a keen business 
mind. He’s determined, yet fair and 
kind. It’s really a beautiful balance.”

Another marriage of Bob’s passions 
resulted in Animal Friends for Veterans, 
formerly called Pets for Vets. Bob is the 
co-founder of this program. He served 
in the military as a U.S. Marine from 
1967-1973 and continues to support 
veterans. Animal Friends for Veterans 
is built on the power of the animal-
human bond, and the program has 
evolved to include comprehensive 
shelter services for veterans and 
their pets. From matchmaking to 
customized adoptions and training, 
Animal Friends for Veterans is 
structured to meet the unique needs 
of each veteran. Since the inception of 
this lifesaving program, Animal Friends 
has facilitated more than 500 veteran 
adoptions and provided supportive 
resources for hundreds more. 

Each issue of The Advisor magazine contains a feature article on a  
non-profit organization, and this time is no different. However, instead of 
focusing on an overview of the organization’s history and worthy cause,  
this article illustrates Bob Fragasso’s passion and dedication to animal  

welfare. Anyone who knows Bob knows of his ties to Animal Friends. His con-
tributions, whether it be financially or through service, have been  

prominent to what Animal Friends aspired to be a quarter century ago  
and who they are today. Bob’s guidance, perseverance and encouragement 

are woven into the past, present and future of Animal Friends.

BOARD
Every board seat: chair, vice chair,  

past chair, treasurer, secretary, and member

CO-FOUNDER 
Animal Friends for Veterans

FOUNDER of Rosie's Rule

Dash for Dogs and Cats 
COMMITTEE

2005 HUMANE  
HERO AWARD

2015 LIFETIME  
ACHIEVEMENT 

AWARD

Served on the following:
Capital Campaign Committee

 Board Governance Committee
Finance Committee

Finance and Development Committees
Major Gifts Committee 

     
ADOPTER  

AND FOSTER FAMILY
LEADER

AMBASSADOR
MENTOR
FRIEND
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https://www.bankrate.com/banking/savings/average-household-budget/

by J E N N A E  B A C K O

IF EVERYTHING FEELS MORE EXPENSIVE, THAT'S BECAUSE IT IS! 
Although some essential items have risen more drastically than others, 
it's obvious that everything has gone up. Increases are becoming a more 
regular occurrence since we are experiencing covid-pandemic supply 
chain issues, as well as changes in peoples’ behaviors and habits. Let's 
compare pricing over the past 50 years from 1972 to 2022.

1972 - $1.75 
2022 - $9.17

A GALLON 
OF MILK 
1972 - $1.20 
2022 - $4.21

FRESH 
GROUND 

HAMBURGER 

POSTAGE  
STAMP  
1972 - $.08 
2022 - $.55

GASOLINE  
1972

$.55 per gallon

2022
$4.85 per gallon

AVERAGE  
COST NEW  

HOUSE  
1972 - $27,600

2022 - $348,000

AVERAGE RENT  
1972 - $165 per month

2022 - $1,295 per month

AVERAGE  
INCOME  

1972 - $11,859 per year 
2022 - $84,840 per year

1972 - $.64 per pound

2022 - $5.81 per poundMOVIE 
 TICKET  

A DOZEN OF EGGS 

1972 - $.45 per dozen 
 2022  - $3.29 per dozen

THE EVER-RISING 
COST OF GOODS
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H A P P E N I N G S
& accomplishments

W E L C O M E ,  N E W  H I R E S
Brenda Beam has joined Fragasso 
as a client account specialist in 
the downtown Pittsburgh office. 
She is an integral part of the client 
experience at Fragasso as she 
serves as a liaison between the 
client and their financial advisor. 
Brenda’s keen eye for detail 
enables her to provide top notch 

administrative service throughout all stages of the client 
journey.

Brenda is newer to the Pittsburgh area having just moved 
here in 2020. She was from California where she grew up in 
the foothills in a beautiful gold mining town, Grass Valley. 
Brenda’s hobbies include spending time with her children and 
dogs, hiking and exploring Pittsburgh. She and her daughters 
love to cook, and they’re always up for a new recipe challenge! 

Nicholas Redshaw has  joined 
Fragasso as a financial planning 
analyst. In this role, he works with 
a team of financial advisors to 
prepare financial plans, retirement 
projections, and annual reviews 
for prospects and clients. Nicholas 
takes pride in making a difference 
in the lives of others, which he can 

fulfill in this career by identifying strategies to help clients 
get closer to obtaining their financial goals. Prior to joining 
Fragasso, Nicholas worked for another investment firm in 
Pittsburgh as an account administrator.

He is a graduate of Penn State University where he received a 
bachelor’s degree in business administration. Nicholas grew 
up in the Pittsburgh area and now resides in Allison Park with 
his wife, Melissa, and their children, Nolan and Noelle. 
 
Certifications: Series 7 licensed through Private Client Services; 
Series 66 licensed through Private Client Services and Fragasso 
Financial Advisors

Carly Santik is a new financial 
analyst at Fragasso. Carly is an 
integral part of the financial 
planning process. She enjoys 
working in teams and is a 
great communicator which are 
key skills when collaborating 
with the financial advisors to 
prepare detailed plans, reports 
and projections for clients and 

prospects. Carly began her career in operations for a large 
financial institution and then transitioned into financial 
planning.

Carly graduated from Indiana University of Pennsylvania with 
a degree in journalism and public relations. She was born and 
raised in Punxsutawney and currently resides in the South 
Hills of Pittsburgh. In her spare time, Carly enjoys spending 
time with her Fiancé, Mark, her family, and fur family – dogs, 
Petey and Layla and cats, Evy, and Luna.

Certifications: PA Life, Accident, and Health

PLEASE NOTE that you should be receiving 
account statements directly from the custodian 
of your accounts on at least a quarterly basis, and 
perhaps monthly. We encourage you to review 
these statements. If you are not receiving your 
statements, please contact your FFA advisor 
immediately to remedy the situation.

 S P A Y / N E U T E R  C L I N I C
In recognition of Bob Fragasso’s 50th year in the investment industry, 
the team at Fragasso wanted to do something to give back to the 
community as volunteering and community involvement are part of 
our firm’s core values. We have partnered with Animal Friends and the 
Hilltop Alliance to provide a mobile resource clinic for the residents 
of Mt. Oliver and surrounding hilltop communities (zip codes of 15210 
and 15211). The Mobile Resource Center is a fully functioning surgery 
suite on wheels for pets! Animal Friends works with local organizations 
to provide low-cost spay/neuter and vaccine services to those who 
wouldn’t otherwise have access to these veterinary services. Through 
this clinic, 250 cats and dogs will have the opportunity to receive rabies, 
distemper, and FVRCP vaccines. 

Fragasso Financial Advisors team members will be volunteering to 
help provide logistical help to the Animal Friends’ vets and technicians 
during this event. We are very excited to meet all the residents and their 
fur families!

F R I D A Y 

August 5, 2022
10 A.M. – 2 P.M.

 
Location will be rear 

 parking lot of  
Mt. Oliver Borough Building, 

 150 Brownsville Road 
Pittsburgh, PA 15210

1972-2022

 C O M M U N I T Y  I N V O L V E M E N T  A N D  V O L U N T E E R I S M
Christine Robinette, CFP®, CPWA®, executive vice president, branch management and client experience has been appointed 
to the executive board leadership committee for the Humane Animal Rescue of Pittsburgh. The Humane Animal Rescue of 
Pittsburgh (HARP) is one of Pennsylvania’s largest non-profit organizations dedicated to the welfare of animals, pet owners, 
and the community. HARP operates two low-cost, high-quality veterinary medical centers. In an average year, over 6,500 
animals are treated and more than 7,000 spay and neuter surgeries are performed in these facilities. In addition to caring for 
domestic animals, the organization remains committed to indigenous species. The Wildlife Rehabilitation Center is a fully 
licensed wildlife facility that specializes in caring for sick, injured, and orphaned wildlife. Annually more than 4,000 injured 
wildlife of over 100 unique species are admitted and treated by the Center. Among them are more than 2,300 mammals, 
1,700 birds, and over 50 reptiles.
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FRAGASSO RANKED #1 IN  
WESTERN PENNSYLVANIA  

FOR 3 YEARS RUNNING  
AND #4 IN THE STATE OF  
PENNSYLVANIA IN 2022!

The rankings are based on data provided by around 6,000 of the nation's most productive advisors. Factors included in the rankings: assets under management, revenue produced for the firm, regulatory record, quality of practice,  
and philanthropic work. Investment performance isn't an explicit component because not all advisors have audited results and because performance figures often are influenced more by clients' risk tolerance than by an advisor's  
investment-picking abilities. The rankings are meant as a starting point for clients looking for an advisor—a first-pass vetting that can help investors narrow a search.


