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Important Information

This is for informational purposes only, is not a solicitation, and should not be considered investment, legal or tax advice. The information has been  
drawn from sources believed to be reliable, but its accuracy is not guaranteed and is subject to change.

Investing involves risk, including the possible loss of principal. Past performance does not guarantee future results. UMAs are not suitable for all  
investors and should be evaluated for suitability by financial professionals prior to investing.

For more complete information about the various investment solutions available, including the investment objectives, risks, and fees, please refer to the 
Disclosure Brochure. Please read it carefully before investing. For a copy, please contact Adhesion.

Adhesion Wealth Advisor Solutions(“Adhesion”) is an investment adviser registered with the U.S. Securities and Exchange Commission(“SEC”).

Adhesion and third party providers are separate and unaffiliated companies. Each party is responsible for their own content and services.

Adhesion is an affiliate of Asset Mark, Inc., an investment adviser registered with the SEC.
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Background
The Advisor was an early adopter of SMA/UMA during his time at the Wirehouse. He converted his business to a mutual 
fund model when he left and joined a broker-dealer. He left and started an RIA and initiated the search for an opportunity 
to lower the overall expense for his end clients.

Winning Solution
The advisor’s goal was to replicate his models on the Adhesion platform and replace mutual funds with managers where  
it strategically made the most sense. 

Key Takeaways 

Cost Effective 
The Advisor provided the Adhesion team with a list of the models and mutual funds he was using. Our team scanned our manager pool to identify 
potential fund replacements that matched the key Morningstar criteria the advisor had provided. He then reconstructed the asset class models  
with a mix of mutual funds and managers, delivering them at a lower cost than his original mutual fund models.

Autonomy
It’s important to note that not all Adhesion users were engaged in SMA/UMA business at the time. In these cases, the Advisor had the autonomy  
to select managers, build his models, and transition clients where appropriate.


