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For this series, we have asked guest bloggers from established financial
advisory firms to provide their views on a range of topics. Atlas Wwealth
Advisors is a growing investment advisory firm dedicated to helping clients have
the confidence they need to make smart financial decisions today and tomorrow.

we asked Kyle walters, founder and managing director of Atlas wealth Advisors,
LLC, and L&H CPAs and Advisors, an experienced wealth manager and best-selling
author, to participate in a Q&A about trends in the industry.

wisdomTree: what do you see as some of the biggest challenges facing advisors today?

walters: Contrary to popular belief, I do not believe the rise of robo-advisors is
a big challenge for advisors. The way I see it, clients working with advisors aren’t
suddenly going to decide to go with robo-advisors—because if they wanted to do it
themselves, they already would be.

Clients, however, will Teave you and go to another advisor if they believe they will
get more value out of that relationship. That’s why I believe that delivering true
value is the biggest challenge advisors face today.

WisdomTree: And how do you recommend advisors solve this challenge?

walters: well, I don’t think the answer 1is necessarily detailed education about all
aspects of investing. In fact, I think advisors, myself included, have been making
the mistake of assuming our clients want to know more than they do for a Tong time.

For years, I spent endless amounts of time expounding on the investment and market
minutiae that fascinates me. Until, one day, I realized that most of my clients
didn’t really care and were simply Tistening to be nice. Ask yourselves how many of
your clients have ever said, “Wwhen I have enough money, I want to Tlearn the
intricacies of estate, tax, investment and insurance planning.” The answer 1is zero.
No one has ever said that.

Any time a client calls asking about something happening in the market, what they’re
really asking you is “Am I going to be okay?” I believe that understanding this
simple truth-and then making sure you’re answering the real question—is critical to
successfully providing value to your clients.

wisdomTree: So, what do you think matters to clients?

walters: In my opinion, unless you’re making your clients’ Tlives easier, you are
not truly helping them. One way that we did this was to build a separate, but
integrated, accounting firm. This was critical to helping us grow and I think it
could help other advisors too.

wisdomTree: Why create your own accounting firm? Couldn’t you partner with accountants?

walters: As you know, taxes and investing are usually connected. I believe that to
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provide the best advice to clients, you need to have a deep understanding of-and
involvement in-both.

And while we tried having those referral relationships, there were too many
challenges with that model. For example:

1. Most clients consider their CPA to be their most trusted advisor-that was a blow
to the ego, but helped us realize that CPAs are going to guard those
relationships well.

2. Financial advisors and CPAs see ideal clients VERY differently and that can be
frustrating.

3. Different firms tend to have different operating systems—and that can make it
harder for you and your clients. our two firms, while they have different
internal processes, have a consistent communication process focused on helping
shared clients make better financial decisions.

The upshot is that we believe providing a full-service CPA firm enables us to do
more for our clients in a comprehensive and cohesive way. And being able to help
clients manage increasing levels of complexity definitely makes their lives easier.

wisdomTree: How else do you make your clients’ Tlives easier?

walters: I believe another critical piece is to have a plan today for when or if
things go awry tomorrow. Consider that talking about money is stressful in the best
of times. Clients don’t want to have these conversations at all. So, in the very
beginning, I try to really make sure they understand the best and worst that can
happen, and we make the decisions about what we would do, while they’re clear-
headed.

when things do go sideways, it’s often too late to have these conversations because
everyone 1is emotional. I find handling it up-front provides clients with some
comfort and I don’t get nearly as many phone calls when the market moves.

wWe also have defined processes—for investing, for coordinating with our CPA partners
and for everything else too. Without a thorough process, too many things can fall
through the cracks. I think advisors too often put the onus ontheir clients or their
technology and that can be a mistake.

wisdomTree: Any tips for how other advisors can determine their own unique value?

walters: I think the first question advisors need to ask themselves 1is, how are
they making their clients’ 1ives easier? If you’re not yet, how can you? And I
recommend that whatever they determine their value will be, that they go all 1in. I
Tike to say, “burn the boats” and jump right in.

That’s what we did when we built our own CPA firm. And while that might not be the
right move for everyone, there are always ways to go deeper than you are right now.
For example, if you have an 1interest in partnering with CPAs (or other experts),
consider going to their conferences to learn about what matters to them. Find out
what their biggest challenges are. Learn about what their ideal client looks Tike.
Understand the pressures in their industry.

I believe that this practice has made a huge impact on Atlas wealth and has helped
us to be better partners and to build deeper, stronger relationships with each of
our clients.

Important Risks Related to this Article

This material contains the opinions of the author, which are subject to change, and
should not to be considered or interpreted as a recommendation to participate in any
particular trading strategy, or deemed to be an offer or sale of any investment product,
and it should not be relied on as such. There 1is no guarantee that any strategies
discussed will work under all market conditions. This material represents an assessment
of the market environment at a specific time and 1is not intended to be a forecast of
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future events or a guarantee of future results. This material should not be relied upon
as research or investment advice regarding any security in particular. The user of this
information assumes the entire risk of any use made of the information provided herein.

This material has been prepared without regard to the individual financial circumstances
and objectives of any 1investor, and the appropriateness of a particular investment or
strategy will depend on an investor’s individual circumstances and objectives. Investors
and their advisors should consider the idinvestors’ individual financial circumstances,
investment time frame, risk tolerance Tlevel and 1investment goals. Investors should
consult with their own advisors before engaging in any transaction.

Neither WisdomTree nor 1its affiliates, nor Foreside Fund Services, LLC, or its
affiliates provide tax or Tlegal advice. Investors seeking tax or Tlegal advice should
consult their tax or Tegal advisor. Unless expressly stated otherwise, the opinions,
interpretations or findings expressed herein do not necessarily represent the views of
wisdomTree or any of its affiliates.

wisdomTree makes no representation as to the suitability of any advisor, including the
advisor providing this information, and wisdomTree does not endorse, recommend or
guarantee the services of any advisor, including the advisor providing this information.
wisdomTree urges each investor to carefully evaluate any advisor whom such investor may
consider hiring, and such 1investor 1is responsible for monitoring the advisor’s
investment performance, fees and all other aspects of such relationship. wisdomTree will
not supervise or monitor the advisor’s activities or an investor’s account, nor is
wisdomTree responsible for the selection or performance of an investor’s investments.

wisdomTree has no discretionary authority or control with respect to how any advisor
manages an investor’s investment assets. WisdomTree disclaims any responsibility or
Tiability for any damages arising from an investor’s decision to engage the services of
an advisor, and encourages each investor hiring an advisor to ask about the advisor’s
relationship with wisdomTree and whether it has any arrangements with WisdomTree or 1its
affiliates (such as the opportunity to provide information on WisdomTree’s website),
which may cause the advisor to recommend wisdomTree ETFs over other investments.

wisdomTree and Foreside Fund Services, LLC, are not affiliated with the entities
mentioned.

For standardized performance and the most recent month-end performance click here NOTE,
this material 1is intended for electronic use only. Individuals who intend to print and
physically deliver to an investor must print the monthly performance report to accompany
this blog.

For more investing insights, check out our Economic & Market Outlook

View the online version of this article here.

wisdomTree.com = 1-866-909-WISE (9473) WISDOMTREF


https://www.wisdomtree.com/investments/performance
https://wisdomtree.com/-/media/7ae44b76bd3149b4a55e58a7694530b1.ashx
https://www.wisdomtree.com/investments/blog/2019/11/21/advisor-insights-atlas-wealth-advisors-managing-director-kyle-walters-on-making-clients-lives-easier

wWisdomTree BLOG ARTICLE

IMPORTANT INFORMATION

U.S. 1dinvestors only: Click here to obtain a WisdomTree ETF prospectus which
contains investment objectives, risks, charges, expenses, and other information;
read and consider carefully before investing.

There are risks involved with investing, including possible loss of principal. Foreign
investing involves currency, political and economic risk. Funds focusing on a single
country, sector and/or funds that emphasize 1investments 1in smaller companies may
experience greater price volatility. Investments in emerging markets, currency, fixed
income and alternative investments include additional risks. Please see prospectus for
discussion of risks.

Past performance is not indicative of future results. This material contains the
opinions of the author, which are subject to change, and should not to be considered or
interpreted as a recommendation to participate in any particular trading strategy, or
deemed to be an offer or sale of any investment product and it should not be relied on
as such. There is no guarantee that any strategies discussed will work under all market
conditions. This material represents an assessment of the market environment at a
specific time and is not intended to be a forecast of future events or a guarantee of
future results. This material should not be relied upon as research or investment advice
regarding any security in particular. The user of this information assumes the entire
risk of any use made of the information provided herein. Neither WisdomTree nor 1its
affiliates, nor Foreside Fund Services, LLC, or its affiliates provide tax or Tegal
advice. Investors seeking tax or legal advice should consult their tax or Tlegal advisor.
Unless expressly stated otherwise the opinions, interpretations or findings expressed
herein do not necessarily represent the views of WisdomTree or any of its affiliates.

The MSCI information may only be used for your internal use, may not be reproduced or
re-disseminated in any form and may not be used as a basis for or component of any
financial dinstruments or products or indexes. None of the MSCI information is intended
to constitute investment advice or a recommendation to make (or refrain from making) any
kind of investment decision and may not be relied on as such. Historical data and
analysis should not be taken as an 1indication or guarantee of any future performance
analysis, forecast or prediction. The MSCI information is provided on an “as is” basis
and the user of this information assumes the entire risk of any use made of this
information. MSCI, each of 1its affiliates and each entity involved in compiling,
computing or creating any MSCI information (collectively, the “MSCI Parties”) expressly
disclaims all warranties. with respect to this information, in no event shall any MSCI
Party have any Tiability for any direct, 1indirect, special, incidental, punitive,
consequential (including Toss profits) or any other damages (www.msci.com)

Jonathan Steinberg, Jeremy Schwartz, Rick Harper, Christopher Gannatti, Bradley Krom,
Tripp Zimmerman, Michael Barrer, Anita Rausch, Kevin Flanagan, Brendan Loftus, Joseph
Tenaglia, Jeff weniger, Matt wagner, Alejandro Saltiel, Ryan Krystopowicz, Jianing Wu,
and Brian Manby are registered representatives of Foreside Fund Services, LLC.

wisdomTree Funds are distributed by Foreside Fund Services, LLC, in the U.S. only.

You cannot invest directly in an index.
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