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You wear two hats at the firm, as both a branch
manager but also a financial advisor who han-

dles wealth management for your own clients.
Is that important to you to play both roles?

It’s hugely important. I come from a group
of people who believe you either evolve or
you perish, so if | want to work for one of
the best wealth management firms on the
street, which I do, then I have to know the
firm will evolve. The only way to ensure
that happens is to sit at the table and have
those conversations with corporate. If 'm
involved in the decisions at the firm and
everything in the future that will affect my
clients, then I feel I can better serve my
clients and help make sure the company
retains its dominance in the marketplace.

[ took over Bucks County because
Morgan Stanley doesn't have a huge foot-
print here yet. My mission is to make it a
company of choice for clients and advisors
in this area. Bucks County residents will
soon have access to the best Morgan Stanley
has to offer because of my hard work and
efforts to create a powerhouse here.

Is it important to get to know each client so you
can customize a plan to his or her unique needs?

For sure. That should be the standard. |
think we're getting away from the
models, where we give you a question-
naire and fit you into one of six “risk”
models. To me, that won’t work long
term. Each of my clients has a very dif-
ferent portfolio from the next one. We do
a deep dive into understanding their
goals and where they are going, and then
we create a path to help them achieve
those goals. It is 100 percent customized,
and how money is invested for clients is
dependent on their goals, their under-
standing of risk, how much risk they can
take, and what their time horizons are.
Tax planning is very important as well.

Do you get a lot of panicked phone calls when
the economy is going through a difficult stretch
like it is at the moment?

We have consistent contact with clients
to stay ahead and prepare them for
what’s coming. Most of my clients are
fully aware of where we are, what it
means, and where we're going, and feel
reassured that we are positioned properly
for the future. We are proactive in deliv-
ering information and educating clients
on the markets, the economy, what it
means when inflation is high, and what it
means when interest rates are going up.

Do you have a “typical” type of client?

Allot of my clients are mid-level to execu-
tive-level employees at Fortune 500 com-

panies, and my second-biggest pool is
business owners who have sold or transi-
tioned their businesses. I have a lot of
retirees as well, who [ have been able to
successfully lead to retirement.

Have you been able to balance your career with
your life as a mom?

Yes. I'm a mother of three and hopefully
someday one of them or all three will
become partners of my team and take
care of the next generation of my clients.
Most working mothers have guilt about
not being with our children all the time,
and that guilt has driven me to be the
room mother every year for my kids, to be
involved in their sports, and to not miss
any games. A beautiful aspect of my
career is that I work 24/7, but if | need to
take three hours to see my child’s game, |
will just rearrange my schedule. It’s not
easy, but I'm proud of how I've been able
to balance both worlds.

Do you encourage other women to enter what
has traditionally been a male-dominated
industry?

[ am shocked that we don’t have more
women in my field. The core of being able
to help a client is to really understand them,
listen to them, and educate them. Women
have a propensity to listen better, and we're
a little better at being patient and educating,
so I would love for more women to be
interested in this business. People go
through emotional cycles when they work
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with you, such as divorce, death in the
family, or having babies, and we can help
them understand what it means for them
financially and what they have to do next.
Also, when you are in this business you
have the flexibility that not a lot of careers
have. [ definitely encourage women to con-
sider wealth management as their career. [
am actively reaching out to women at other
firms to see if they want to join Morgan
Stanley, because I feel it is the best firm on
the street right now.

What is the biggest surprise you've seen in this
business?

To me, the biggest surprise was COVID. [
didn’t expect what happened, which is
that [ had my highest number of referrals
in those two years. | realized that COVID
allowed people to really focus on per-
formance and service. It was quite hum-
bling to see how many referrals I got
during COVID; it was because clients
changed their standards for their advisor
from who they golfed with to what state-
ments show and getting the service they
were paying for. m
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