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Wealth Advisers

As we’ve followed the roller-coaster ride of Wall 
Street over the past months, it has become clear 
that getting the right investment advice for the 

future is imperative.
Choosing a fi nancial adviser can be one of the 

toughest investment decisions of all. 
The Denver Business Journal has paired with the 

Colorado-based National Association of Board Certi-
fi ed Advisory Practices to get a jump on the research 
for you.

NABCAP is an unaffi  liated, nonprofi t organization 
that was created to tackle the daunting challenge of 
identifying top practitioners, and through the process 
help reform the public’s perception of the industry and 
its professional membership. NABCAP currently has a 
presence in 20-plus U.S. markets.

“I’m very interested and concern ed 
about the integrity of the indus-

try,” says Chuck King, NABCAP 
board vice president. “Our 

goal is to make sure that the 
people who make our list 
meet our guidelines. It’s 
not about just hanging 
out a shingle. One of the 
reasons I got involved 
was the need for more 
scrutiny.” 

Over the summer, 
NABCAP invited 
thousands of fi nancial 
advisers throughout 
Colorado to par-
ticipate in a survey. 
The surveys were 
evaluated by scoring 
each participant on 20 

categories of practice 
management — such 

as customer service, ac-
countability, risk manage-

ment and transparency. 

NABCAP verifi ed the fi rm’s information (assets under 
management, fee structure, number of clients and 
support-staff  ratios) and each adviser’s compliance 
and certifi cation records. Advisory practices that didn’t 
meet a minimum quality score were disqualifi ed.

“We’re not just counting assets under manage-
ment,” says King. “We’re interested in the processes 
used. And we don’t just take anybody.  This is not a 
pay-to-play organization. I’m a big believer in free 
markets. And what makes free markets work is infor-
mation, not a lot of regulations. The more perfect the 
information, the more perfect the regulation.” 

Those that made the cut are included on the list of 
the top 54 highest-scoring fi rms on A20-A21.

NABCAP’s methodology
NABCAP’s goal is to serve the needs of the investing 

public by helping identify top wealth managers. NAB-
CAP and its board of directors created an unaffi  liated 
evaluation process in which 20 categories of practice 
management are assessed. 

Advisers are invited and/or nominated to participate 
by submitting an online questionnaire. The multistep 
verifi cation process uses independent resources to 
assess the accuracy and truthfulness of the information 
submitted by advisory practices. NABCAP’s method-
ology is unique in deciphering advisers because it 
is primarily objective, not subjective, and helps add 
transparency for the investor’s benefi t. 

NABCAP says it is proud that its list of premier advis-
ers is not merely defi ned by assets under manage-
ment, revenues produced or, even worse, popularity.  

Alternatively, NABCAP attempts to identify top 
advisers regardless of size, fi rm or affi  liation.

Selecting the Star fi rms
The six Star fi rms highlighted on pages A16-A19 were 

selected by NABCAP. 
The organization’s objective questionnaire assessed 

20 categories of practice management, and while 
all the practices on the list this year met NABCAP’s 
minimum objective criteria, the Star practices achieved 

exemplary scores in their respective categories.  
The highlighted categories were selected through 

NABCAP’s independent investor research, which con-
cluded these three areas of practice management were 
the highest infl uencers in choosing a fi nancial adviser: 

• Client Education and Customer Service Model: This 
category refl ects the actual service model the practice 
employs and whether it incorporates any education of 
investments and/or markets to the client.

• Financial Planning: This category refl ects at what 
level the practice/adviser implements fi nancial plan-
ning when servicing clientele.

• Risk Management: This category measures what 
systems and policies are utilized to potentially help 
mitigate and manage the risk of the markets.

How to use the list
The list of advisory practices on A20-A21 is in 

alphabetical order. Even though NABCAP’s vetting 
process is comprehensive in evaluating advisers, every 
single practice on the list most likely will not fi t every 
individual investor.  NABCAP believes there is not one 
perfect practice for every investor out there.   

The fi rst step NABCAP recommends is to narrow 
down the list of practices by average client size. It is 
recommended you select practices that have an aver-
age client size of one-half to one-quarter the client size 
you would estimate yourself, family or business to be.

For example, if you have approximately $2 million 
of investable assets, then identify practices with an 
average client size of $500,000 to $1 million. This way, 
you fall within the top 20 percent of a practice’s entire 
clientele. This increases the probability you’ll receive 
the practice’s top-shelf service, care and attention. 

In addition to narrowing down the fi eld of practices 
by average size client, it is recommended you also 
reference the practice’s top fi ve specialties and desig-
nations to assure they are equipped and focused on 
handling your individual needs. 

Try to select at least three practices to in-
terview for diff erent personalities, service 
models and practice methodologies.
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