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HERE WE GO AGAIN?
Phil Eichorn, Senior Analyst

“Here we go again” seems to be the mantra of the majority of market 

onlookers as they compare the current market environment to that of 

2008. But is this really the case? Are the same issues rearing their ugly 

heads again? As market volatility increases and the comparisons to 2008 

continue, investors’ emotions are running high. Can you blame them? 

Consider what is at stake: their money, their retirement, their children’s 

education—essentially, their lives. 

The underlying cause and similarity between 2008 and 2011 is debt. There 

is, however, a litany of differences. Let’s start with that ugly four letter 

word “debt”. It is the underlying cause of both years’ market concerns. 

However, there is one distinguishing factor: the point of origin. The 2008 

crash was caused by bad debt from easy credit in the private sector in 

the U. S. The 2011 scare has been caused by bad debt from overzealous 

credit in the public sector in the European Union. 

The most pressing concern in 2011 is the very real possibility of a Greek 

default, creating a domino effect that ends up at the doorstep of larger 

macroeconomic players like Spain and Italy. Similar to 2008, these possible 

defaults have put banks’ capital at risk and impaired their ability to lend, 

seized European credit markets and alarmed the interconnected global 

markets. There have been many suggested solutions from expelling the 

troubled countries from the E.U. to letting the fiscally sound countries 

withdraw. However, what seems to be the best possible near-term answer 

to this problem is for the E.U. to sufficiently expand the European Financial 

Stability Facility (EFSF) to give the European Central Bank (ECB) the 

necessary funding to purchase the bad debt (most likely at a discount 

and with a high yield). These steps would give the banks the liquidity they 

need. Since these were the same actions the U.S. took during the 2008 

credit crisis, there is a history of this strategy being reasonably successful. 

However, getting it implemented in Europe has proven much easier said 

than done, as approval is required from each individual government. While 

it may not be a foregone conclusion, one would expect cooler heads will 

prevail and the deal to get done.

There is also a fair amount of concern regarding the U.S.’ government 

debt. First and foremost, the U.S. debt issue is not nearly as severe 

as the European crisis. Contrary to what pundits in Washington 

would have liked us to believe during the run-up to the August 2 

debt ceiling vote, there was only a very slim chance the U.S. would 

have defaulted on its credit obligations. The last-minute compromise, 
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however, did not stop Standard & Poor’s from 

downgrading the U.S.’ credit rating, contributing 

to market volatility. Fears of a meltdown in 

the bond market evaporated as investors fled 

riskier markets for the relative safety of U.S. 

treasuries. The fact that treasury yields have 

not spiked and the dollar strengthened is not to 

downplay the issue or to say that government 

indebtedness does not need to be addressed. 

Fiscal responsibility will require strong austerity 

measures that will be anything but painless. 

However, considering we are heading in to an 

election year, it seems highly unlikely that any 

notable action will be taken in the next 12 months.

From a macroeconomic perspective, there are few 

similarities between the United States in the credit 

crisis and now. In 2008, the market was coming off of 

a strong 2007, credit was easy and corporations were 

taking full advantage of the opportunity by financing 

their expected expansions. Consumers were also 

taking advantage of the easy credit and purchasing 

homes that might stretch their budgets but were 

expected to expand their wealth. It was an election 

year with a second-term President on his way out of 

office. Alternatively, in 2011, the economy is recovering 

(albeit slowly), anxious corporations are hoarding 

cash, and credit is tight due to new regulations 

designed to protect borrowers and keep banks 

solvent. Consumers are not buying homes, opting 

to play it safe by staying put or renting while they 

modestly pay down debt. We face an election year 

with low approval ratings for Congress and a first-

term President trying to stay in office. Balance sheets 

are stronger and asset valuations are lower. In 2008 

we were at the top, thinking we were going nowhere 

but up, all the while about to fall. In 2011 we’re coming 

off the bottom (or very near it), not sure where we 

are going, but hoping to climb.

We like to think the market is loosely analogous 

to our beloved Denver Broncos. Over the last few 

years we constructed a team that had a fairly strong 

and continually improving offense. We drafted a 

much needed star quarterback, Jay Cutler, and we 

thought we were Super Bowl bound once again 

(home values appreciating and high expectations). 

However, the defense, which is typically the 

backbone of the team, struggled with poor tackling 

and overpriced veterans who rarely panned 

out (poor fundamentals and loose credit being 

extended to those who may not warrant it). An 

unknown, but potentially highly profitable change 

was made by hiring a new coach from the famed 

New England Patriots, Josh McDaniels (mortgage-

backed derivatives). With ill-conceived deals that 

had much greater consequences than originally 

thought, McDaniels dismantled our team (2008 

crash). Now the Broncos are rebuilding, shedding 

the weight of some overpriced players, and selecting 

a defensive player for our 2011 first-round draft 

choice (strengthening fundamentals). Then, prior 

to the season starting, there was a debate as to 

whether or not there would be a season; the NFL 

and its teams were in trouble financially (European 

credit crisis). Eventually, a deal was reached and the 

season (global economy) was saved. Broncos’ fans 

fully expect this recovery to be a slow process with 

bumps in the road. We may even fall down again, 

but really, how much lower can we go? The first-half 

of the Broncos’ season has been rough, leading us 

to think “Here we go again.” If we could find just 

one catalyst to get this team (the U.S. economy) to 

believe again - maybe if Coach John Fox (Congress) 

would loosen his hold (Dodd-Frank) on Tim Tebow 

(credit), we could drop the “again” and just start 

saying “Here we go!”  

CHOOSING AN INVESTMENT CONSULTANT
Martin Walsh, MBA, Vice President

To whom do you turn for investment advice? In 

today’s environment, this essential question does 

not have an obvious answer. Indeed, navigating 

the world of investment advisors and investment 

consultants has been particularly difficult over the 

last decade. Despite the seemingly endless number 

of firms which provide investment advice, there is 

a critical lack of objective information on how to 

choose the right one. 

Consider the last twelve years of financial history: 

the tech crash in 2000, the residential real estate 

bubble in the U.S., the recession of 2008-2009 

and the Madoff scandal. The list is long, varied 

and painful. The crises of the last decade were 

exactly the times when investors needed expert 

advice from their advisors to navigate through 

these events. The portfolios of many high net 

worth families and institutions were hurt badly 

with unexpectedly large investment losses. And 

yet, these investors continue to receive the same 

investment advice and face the same problems 

today that they did ten years ago.

As Warren Buffet once noted, “Only when 

the tide goes out do you discover who’s been 

swimming naked.” The tide has gone out several 

times in the last dozen years. Unfortunately, the 

lack of risk controls has left many investment 

portfolios unprotected. It wasn’t fun to be naked 

during the stock market collapse of 2000. It 

wasn’t fun to be naked in the fall of 2008. 
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In theory, providing good investment advice 

to clients through difficult periods should be 

every investment advisor’s raison d’être. The 

reality is that many investors, both families 

and institutions, are not receiving good advice. 

The investment advisor landscape today is not 

all that different at many wealth management 

firms and broker dealers than it was in 2000. 

An independent investment consultant is where 

investors should turn for investment advice 

that reflects increasing standards of objectivity, 

fiduciary care and downside risk protection. 

Let’s start with a few basic questions: the “what, 

why and how” of choosing the right financial 

advisor. First, what is an independent investment 

consultant? Second, why should you consider 

choosing an investment consultant over other 

types of financial advisors? Finally, how do you 

choose the right investment consultant?

INVESTMENT CONSULTANTS

According to the SEC, in 2011 the U.S. asset 

management industry has grown to over $38 

trillion. This number comprises both private 

investors and institutional capital. McKinsey 

released a study in 2010 noting that the top 

ten firms in the asset management business 

manage an average of about $1 trillion each. The 

investment industry is enormous—and also highly 

fragmented. Investors hire financial advisors 

to make sense of this increasingly complex 

investment landscape. 

Investment consultants are one of the fastest 

growing segments of the financial advisor 

industry. Independent of broker-dealers or asset 

management firms, investment consultants 

provide advice to clients either for a fixed fee or 

a fee based upon a percentage of assets. It is a 

key distinction that consultants are typically free 

of the inherent conflicts of interest, including 

commissions and hidden fees, which exist at Wall 

Street firms. They provide clients with long-term, 

strategic investment advice across the entire 

spectrum of investments and asset classes. 

Further, investment consultants assess risk and 

monitor investments on an ongoing basis. 

WHY INVESTMENT CONSULTANTS? 

Honesty is the best policy—when there is money in it. 
Mark Twain 

While humorous, Mark Twain’s quote is 

unfortunately all too true. You would be hard 

pressed to find a financial advisor who wouldn’t 

claim to give their clients high quality investment 

advice. Nearly all investment firms profess to be 

acting in their clients’ best interests. The problem 

lies in the massive conflicts of interest that 

arise in the wealth management industry. These 

conflicts exist to this day, despite widespread 

support for regulation in the financial industry 

following the financial crisis of 2008-2009. The 

issue primarily pertains to commissions and 

fees from investment management companies 

that distort a financial advisor’s investment 

recommendations. 

Often, advisors are not on the same side of 

the table as their clients. It is critical to realize 

that advisors who receive compensation from 

sources other than from their clients are highly 

susceptible to providing biased advice.

Variable Fees Tied to Investment Products

While investment management firms are not 

actively working against the interests of their 

clients, they do have motivations that are tied to 

making higher fees. Most wealth management 

firms charge variable fees based upon the 

specific investments chosen for each client. It is 

not hard to see that wealth managers would be 

motivated to place their clients in investments 

that generate higher fees.

The variable nature of fees can make a huge 

difference in how a client’s portfolio is allocated. 

For example, equity funds typically generate 

higher fees for a wealth manager than fixed 

income products. If an investment advisor is paid 

more to invest their clients in equities, it’s not 

a surprise that they would tend to overweight 

these investments in clients’ portfolios—possibly 

to the detriment of downside risk control.

Proprietary Products

Wealth managers are often associated with asset 

management groups that run their own brand of 

funds and investment strategies. Goldman Sachs 

operates GSAM, their asset management group 

that offers a family of investment strategies, 

mutual funds, etc. J.P. Morgan has their own 

asset management group. Within Goldman Sachs 

Private Wealth Management and the J.P. Morgan 

Private Bank, it is to the advantage of their 

advisors to invest portfolios in their own products 

and strategies. Very simply, wealth managers are 

paid higher fees to invest you in their proprietary 

products, and these managers often financially 

incentivize their employees to generate additional 

fees for the firm. It is difficult to maintain an 

objective view of a client’s portfolio when these 

financial incentives are skewed.
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Independent investment consultants are 

completely free of proprietary products and 

their related conflicts. They are not associated 

with any investment strategies or companies. 

Independent investment consultants do not 

accept fees or kick-backs from asset managers. 

As a result, they are free to recommend 

investments to their clients in a truly objective 

manner. They can hire the best money managers 

for their clients based upon their due diligence 

and research—not because they stand to make 

more money by hiring an affiliated firm or 

investment strategy. 

The Fiduciary Standard

The term “fiduciary” has received a lot of attention 

over the past few years. A fiduciary duty is a legal 

and ethical relationship of trust regarding the 

management of money between two parties. It 

connotes a higher standard of care for the client 

receiving investment advice. By law, a fiduciary 

must always place the client’s interests first. 

According to English common law: “Fiduciaries 

must conduct themselves ‘at a level higher 

than that trodden by the crowd’ and that the 

distinguishing or overriding duty of a fiduciary is 

the obligation of undivided loyalty.”

Investment consultants are governed by the 

Investment Advisers Act of 1940. In it, a Registered 

Investment Adviser is defined to be a fiduciary. An 

advisor governed by the 1940 Act must always 

place their clients’ interests first. 

Conversely, a financial advisor who is a 

“registered representative” holds a Series 7 

license. Registered representatives are governed 

by the Securities Exchange Act of 1934 and 

are not considered fiduciaries. Registered 

representatives only have to meet the standard of 

“suitability” for investments that they recommend 

to clients. Suitability does not require an advisor 

to put a client’s interests before their own.

As we move toward greater transparency and 

responsibility in the investment management 

industry, maintaining the fiduciary standard is 

as important as ever. Investment consultants are 

clearly on the right side of the debate—and the 

right side of their clients.

THE CHARACTERISTICS OF A GOOD 
INVESTMENT CONSULTANT

Any intelligent fool can make things bigger and more 
complex. It takes a touch of genius—and a lot of 
courage—to move in the opposite direction. 
Albert Einstein

The case for hiring an investment consultant has 

become increasingly compelling; Independent 

and objective advice is essential for a successful 

investment portfolio over the long term. Once a client 

has determined that working with an investment 

consultant is the right decision, it comes down to 

choosing the right one. As noted in the above quote 

by Einstein, simplicity and elegance—born out of 

rigorous analysis—is an important framework for 

investment consultant selection criteria. The following 

are the simple and intuitive factors whereby a client 

should frame their choice. 

Experience 

An investment consultant should have a “deep 

bench” of experienced and successful investment 

professionals. The firm should have a history of 

managing client capital through several market and 

economic cycles. A great investment firm will have 

a “top down” macroeconomic view of the global 

markets, as well as a “bottom up” approach to 

investing. The team should have a well established 

track record over the long term. 

Research

High quality research and due diligence should 

be a primary focus of investment consultants. 

Research of investment strategies should be 

both qualitative (the clarity and consistency 

of the philosophy and process that generated 

the returns, the experience and credentials of 

the key decision-makers, etc.) and not merely 

quantitative (an analysis of performance, risk 

and fees). The firm should employ a detailed 

vetting process for investment strategies and 

have a robust research team in-house. The firm 

should practice a rigorous level of discipline 

and attention to detail when evaluating 

managers and strategies. The firm’s evaluation 

of investment strategies should be forward-

looking to help determine if past results could be 

repeated in the future.

Transparency

In order to make the right decisions, clients must 

have a very clear understanding of their investment 

picture. A good investment consultant will provide 

clarity and relevant detail around the investment 

advice provided. Clients should understand why 

they are being advised to formulate their portfolio 

in a certain way and the pros and cons of their 

decisions. Communication between the client and the 

investment consultant should be dynamic, in-depth 

and ongoing. The downside risks in clients’ portfolios 

should be presented in a clear and articulate manner. 
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Customization and Access 

Clients should have a custom portfolio tailored 

to their exact specifications and needs. There 

should be no “cookie cutter” or model portfolios 

employed. In a truly customized portfolio, clients 

have access to an open universe of investment 

strategies and managers. Investment consultants 

should use their relationships and firm size to 

give clients access to “best in class” managers. 

Client Championing

Investment consultants and their clients have 

fully aligned interests. An advisory firm should be 

continually working on a client’s behalf to lower 

manager fees, lower other miscellaneous fees and 

improve liquidity terms. Firms can also negotiate with 

top performing, closed managers to gain exclusive 

access for their clients.

Risk Management

A focus on risk management and protecting client 

portfolios on the downside is extremely important. 

Investment consultants should have a quantifiable 

system for managing risk in portfolios. Asset 

allocation and diversification are important points 

of emphasis. Combined with ongoing research, the 

consultant should be constantly evaluating client 

portfolios and the individual strategies that are 

being employed. 

Conflict-Free and Independent

An investment consultant should be completely 

independent and free of any conflicts. The consultant 

is a fiduciary whose only loyalty and responsibility is 

to the client. 

Strong Company Values

A great firm will have an explicit code of 

conduct and a deeply rooted sense of values. 

The underlying principles of the firm should 

be widespread and practiced by all team 

members. Client service, professionalism and 

honesty are among the hallmarks of great firms. 

A good consulting firm will deliver unbiased 

recommendations to its clients, even when it may 

be unpopular.

Ownership

The principles of the firm should be equity owners 

of the firm. The success of their investment 

recommendations, and therefore the long-term 

success of their clients, will provide strong 

incentive for excellence. 

Target Clients

Investment consultants specialize in different types 

and sizes of clients. Make sure that the investment 

consultant you choose has an expertise in portfolios 

of your size.

Relationships

The firm should be sufficiently large in terms of 

assets under management such that it can negotiate 

favorable terms (lower fees, lower minimums, greater 

liquidity) for its clients.

Staff and Retention

A firm should have a history of long tenured 

and happy employees. People tend to stay in 

a work environment where they are treated 

well, respected and rewarded for their hard 

work. They tend to not stay at firms where the 

opposite occurs. The quality of investment 

advice is directly related to the talent and hard 

work of the team you hire—make sure the culture 

of the firm supports sound advice.

Fees

All fees charged should be transparent and easily 

understandable. The only compensation a firm 

should receive is from its clients, not outside 

managers. Fees charged should be independent 

of a client’s portfolio and asset allocation, 

incentivizing consultants to maximize risk controls 

and risk adjusted returns.

Conclusion

Inertia is a powerful force in the investment 

management industry. Despite experiencing 

myriad conflicts of interest and mediocre 

downside risk protection over the last decade, 

many investors have chosen to remain with their 

long time financial advisor. With the increasing 

awareness of the merits of independent 

investment consultants, it is clear why 

consultants have been such a rapidly growing 

part of the investment management industry. 

Greater investment transparency, greater 

fee transparency and unbiased investment 

recommendations: These are the hallmarks of an 

investment consultant.

Choosing which investment consultant comes 

down to several key criteria. Honesty, experience, 

portfolio customization and strong investment 

research are some of the most important. 

Finally, hiring an investment consultant is also 

an intuitive process. Feeling a high level of 

trust with your financial advisor is paramount; 
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regardless of how qualified the advisor may 

be on paper. Getting over the inertia of an 

existing, less-than-satisfactory financial advisor 

relationship is an important first step. Take the 

time to decide whether objective financial advice 

is a priority and consider hiring an independent 

investment consultant.  

2011 CLIENT SURVEY RESULTS 
By Wendy Dominguez, Principal and Co-Founder

Thank you to all our clients who completed our 2011 

Client Survey. Striving to deliver exceptional service 

and results to our clients is our highest priority.

In the midst of continued market volatility and 

investor uneasiness, we received one of our best 

scores yet! With an overall response rate of 38%, 

the level of overall satisfaction with our services 

was 4.7 (1=poor, 2=fair, 3=average, 4=good, 

5=excellent). 

The highest scores were treatment by our 

entire team and knowledge of our consultants. 

In each area we scored a 4.8 out of a possible 

5.0. Ultimately, it comes down to serving clients 

well, and we are very proud that our entire team 

earned the highest marks in this area. 

The knowledge and experience of our 

consultants is essential to our clients’ success, 

and we are pleased to have scored well in this 

category. Overall, we are delighted to have 

received the highest marks in the two areas that 

represent the foundation of our firm.

The lowest score was regarding the Quarterly 

Webinars. The Quarterly Webinars were 

introduced this year and we will strive to look for 

ways to add value for our clients using this new 

platform. While this score is better than “good,” 

it was still our lowest score and we will continue 

to focus on refining our delivery, approach, and 

facilitation of this type of information.

The bottom line is that while we are pleased with 

the scores we received, we are always looking 

at ways we can improve. While the investment 

markets may be a moving target, it is our goal 

that the service and results our clients receive 

will consistently be first-rate.  

CLIENT SPOTLIGHT 
THE FOUNDATION FOR 
THE MALCOLM BALDRIGE 
NATIONAL QUALITY AWARD

The Malcolm Baldrige National 

Quality Award recognizes U.S. 

organizations in the business, 

health care, education, 

and nonprofit sectors for 

performance excellence. 

The Baldrige Award is the 

only formal recognition of 

the performance excellence 

of both public and private 

U.S. organizations given by 

the President of the United 

States. It is administered by 

the Baldrige Performance 

Excellence Program, which is 

based at and managed by the 

National Institute of Standards 

and Technology, an agency 

of the U.S. Department of 

Commerce. Up to 18 awards 

may be given annually across 

six eligibility categories—

manufacturing, service, small 

business, education, health 

care, and nonprofit. As of 2010, 

91 organizations had received 

the award. Past winners of the 

Quality Award include Nestle 

Purina, Cargill, and Ritz Carlton.

The Baldrige Award 

promotes awareness of 

performance excellence as 

an increasingly important 

element in competitiveness. 

It also promotes the sharing 

of successful performance 

strategies and the benefits 

derived from using these 

strategies. To receive a Baldrige 

Award, an organization 

must have a role-model 

organizational management 

system that ensures continuous 

improvement in delivering 

products and/or services, 

demonstrates efficient and 

effective operations, and 

provides a way of engaging 

and responding to customers 

and other stakeholders. The 

Foundation for the Malcolm 

Baldrige National Quality 

Award raises funds to endow 

the award program.  
*It is not known whether the listed clients approve or 
disapprove of the services provided. The new clients 
on page one and above in the spotlight are listed 
here with their approval and permission.

http://www.nist.gov/baldrige/
http://www.nist.gov/baldrige/
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AROUND THE FIRM

WELCOME

As Innovest continues to grow, we have 

committed to our clients that we will add 

talented, dedicated people to our team to 

maintain the highest level of customer service 

to which they’ve become accustomed. We are 

very pleased to welcome Noel Nelson to our 

Innovest family! As a manager at Innovest, 

Noel’s responsibilities include the supervision of 

the reconciliation of custodial statements and 

thousands of security trades occurring monthly. 

He works directly with clients in maintaining 

account-reporting accuracy. In addition, he is 

responsible for maintaining Innovest’s portfolio 

software and coordinating all electronic delivery. 

Noel joined the team from Hannover Life RE 

where he was a Financial Analyst. Previously, 

Noel worked in investment accounting at several 

mutual fund companies, including Janus Capital 

and Founders Mutual Funds.

RECENT EVENTS

Wendy Dominguez was a speaker at the 12th 

Annual CEO Forum in September. The event was 

attended by nearly 500 CEOs from the Denver 

area. The topic this year, presented by Brian 

Beaulieu, was “Economic Recovery: The Future is 

Your Decision.”

In October, Innovest partnered with Citywide 

Banks to host the Inner-City Education 

Breakfast, which featured Darla Romfo, 

President of Children’s Scholarship Fund (CSF). 

Ms. Romfo’s remarks about the state of inner-

city education in the United States were both 

informative and inspiring.

CSF is the only national K-8 scholarship 

organization in the country. Since the first 

scholarship was awarded in 1999, CSF has served 

almost 123,000 needy children by providing $483 

million in scholarships to low-income children 

nationwide. This year (2011-12) alone, CSF helping 

almost 25,500 children in 29 partner programs 

across the country.  

Also in October, Innovest attended an event 

celebrating our recent recognition as a 2011 

Premier Advisor by The National Association of 

Board Certified Advisory Practices (NABCAP). 

The event, held at Grant-Humphries Mansion, was 

attended by all of this year’s award winners in 

the Denver metro area.

Proposed and organized by Innovest Analyst 

Caitlin Markel, members of the Innovest team 

supported the Denver Rescue Mission in early 

November by providing food to those in need. 

The Denver Rescue Mission is changing lives by 

meeting people in their physical and spiritual 

points of need, with the goal of returning them to 

society as self-sufficient and productive citizens.

We know that we can make the greatest impact 

on our Colorado community by supporting 

causes that are important to our neighbors, 

employees and clients. We are proud to be a 

community focused firm and to serve our 

neighbors by providing financial and volunteer 

support to more than 50 non-profit organizations 

throughout the year. 

For more information about Innovest’s charitable 

donation projects, visit our Building Community page 

on the Innovest website (www.innovestinc.com).

Remember to check out Innovest’s Blog at 

www.innovestinc.com/blog/. Our blog, which 

is continually updated with articles and 

commentaries from our most trusted sources, 

also features Innovest’s insights on the economy 

and financial markets.  

http://www.innovestinc.com/building-community-about-us/
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EMPLOYEE SPOTLIGHT

DOUG INGLEE,  
SENIOR ANALYST

Doug is a Senior 

Analyst at Innovest. A 

graduate of Colorado 

State University 

with a degree in 

Economics, Doug 

has worked in the investment industry for the past 

eight years. Prior to joining Innovest, Doug was 

with Invesco Aim Investment Services in Denver. 

Doug is a member of Innovest’s Due Diligence 

Group and its Investment Committee. He focuses 

on conducting qualitative and quantitative 

manager due diligence, analyzing retirement plans 

and servicing Innovest’s retirement plan clients. His 

responsibilities include: employee communication, 

management of the RFP process, and analysis of 

each retirement plan’s annual fee review. Doug also 

conducts on-site employee education for Innovest’s 

retirement plan clients. 

Doug is currently working to obtain the American 

Society for Pension Professionals and Actuaries’ 

(ASPPA) Qualified Plan Financial Consultant 

(QPFC) credential. This accreditation is the 

professional credential for financial professionals 

who advise and support qualified retirement plans. 

WHERE IS YOUR HOMETOWN? 

I am originally from Golden, Colorado.

WHAT DO YOU LIKE BEST ABOUT 
WORKING AT INNOVEST?

I am very fortunate to work with the people here 

at Innovest. It is truly a team environment, and 

everyone takes pride in providing excellent service 

to our clients. As one of the region’s largest and 

most experienced RIA firms, Innovest has also 

provided me with many opportunities to gain 

invaluable retirement plan experience. The hard 

work and dedication from everyone that works for 

Innovest rarely goes unnoticed, which is another 

aspect about working for Innovest that I enjoy. 

Recognition for a job well done is constantly 

communicated firm-wide. 

HOW DO YOU GIVE BACK TO THE 
COMMUNITY? 

I feel it is very important to give back to the local 

community, and I strive to accomplish this by 

volunteering at my church, Waterstone Community 

Church. I also serve as a director on the board of a 

charitable foundation that generously donates to 

local organizations and school districts in need. My 

wife and I also volunteer at our daughter’s school 

for various occasions throughout the year. 

WHAT ARE YOUR HOBBIES AND 
INTERESTS? 

With two children under age three, free time is 

very precious. In the rare event I find free time for 

myself, I enjoy fly fishing, golf, working in the yard 

and any activity involving the mountains. 

TELL US ABOUT YOUR FAMILY. 

My wife, Kylie, and I have been happily married for 

eight years. We have two beautiful children, our 2½ 

year-old, daughter, Alexis, and our eight week-old 

son, Patrick. Kylie enjoys her time at home staying 

busy with play dates, swim lessons, school and 

everything else that goes along with two little ones. 

I am the youngest of five children and am uncle to 

more than 15 nieces and nephews. We are fortunate 

to have all of our family living in the Denver area.  

http://www.innovestinc.com

