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Orchestrating Possibilities:
U.S. Trust Uses its Professional Expertise to Increase a
Client’s Income by 40%

Vice President Sean Rourke of Wealth Advisory in New York used his
knowledge of trusts to boost a client’s income by 40%, while cementing
long-term relationships with her children and son-in-law.

In January 2004, Rourke assumed
responsibility for the $4 million relationship of
a Boston woman in her late 80’s. A client of
30 years, the woman was the sole income
beneficiary of three testamentary trusts, and
U.S. Trust was the trustee for all three. Rourke
mailed the client an introduction letter
informing her that he had succeeded her :
retiring relationship officer and was now her

new trust officer and portfolio manager.

(Wealth Advisory Fiduciary Relationship 1
Managers act as both trust officers and “If you employ the 14

portfolio managers.) Cannon wealth
management questions,

o S . . you might be surprised
Her son-in-law, a senior real estate executive how many hidden

in Boston, asked if he could meet with me to opportunities exist for
discuss her financial situation,” Rourke said. U.S. Trust,” said Vice
“First I checked with her to see if it was okay, EresidentiSeaniRotike;
and she said it was fine, that her son-in-law

has her power of attorney and is her trusted financial advisor.”

At the meeting, the son-in-law told Rourke that the client was concerned
because her income from the trusts had been steadily dropping due to
declining interest rates.

“Her portfolio consisted of several low-cost equity holdings in quality
companies,” Rourke said. “She didn’t want to divest her holdings, incur
capital gains and impede the growth potential that would ultimately benefit
her children, even though the decline in income she was receiving was a
problem. The son-in-law asked if U.S. Trust could help.”

After analyzing the client’s portfolio, Rourke suggested using the fiduciary
“power to adjust” derived from the Principal and Income Act of 1997,
enacted when the values of equity portfolios were rising dramatically, but the
income generated by these portfolios was often declining. As a result, many
trust income beneficiaries were suffering.
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“By using the ‘power to adjust,” we were able to increase her income from
her trust distributions by almost 40%,” Rourke said. “Needless to say, the
client was thrilled. We found out what her needs were, and we took as
interest in meeting them.”

Drawing on his Cannon sales training, Rourke followed with the “14 wealth
management questions,” which he said opened up considerable information
about the client’s overall financial picture.

“It turns out she had an investment management account at another New
York firm,” Rourke said. “But she had been bounced around from
relationship officer to relationship officer, with no personal service. She
decided that she much preferred U.S. Trust’s approach, and she’s now in the
process of transferring 100% of her assets here, amounting to $2 million.

“We’ve initiated some basic financial planning for the client,” Rourke said.
“They’re amazed that U.S. Trust offers this type of financial planning to
clients free of charge. We’re also looking into assisted living options for the
woman, should they become necessary. We now have tremendous goodwill
with the family, and we’ve established ties to the next generation.”

Rourke urges other relationship officers not to assume that they know
everything about a client, even if that client has been with U.S. Trust for a
long time.

“It’s a mistake to think we always know everything,” he said. “But if you
employ the 14 Cannon wealth management questions, you might be
surprised how many hidden opportunities exist for U.S. Trust. And after
you’ve helped them, they’re more than happy to tell their family and friends
about what a great job U.S. Trust did.”
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