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 What’s the best way to measure 
an advisor’s value?

Pioneer Financial at Northwestern Mutual – Park Avenue
Kevin R. Luchetta, CFP®, AEP®, Partner; Michael S. Schwartz, CFP®, AEP®, Partner; Stephen A. Schwartz, 
CFP®, AEP®, Partner; James L. DiNardo, CLU®, ChFC®, CFP®, MSFS®, Partner; Paul D. Tortorella, Pa rtner

New York, NY      Leading Wealth Advisor

By Stephen A. Schwartz, CFP®, AEP®

Over the years, our firm has 
seen considerable change in the 
financial services industry. We’ve 
seen banks and insurance compa-
nies merge, accountants begin 
to provide investment advice, 
an increased regulatory environ-
ment, a proliferation of indepen-
dent advisory firms and the 
emergence of high frequency and 
automatic trading. 

A common inquiry we receive 
is. . .What’s an advisor’s value?

Quite often, advisors in our firm 
meet people who believe they’ve 
done a considerable amount of 
proper planning. What may prompt 
this belief is their acquisition of 
various investment portfolios, 
financial products and insurance 
or perhaps the selection of certain 
employee benefits. 

Many of these folks realize that 
after decades of planning, they 
have a shoebox full of products, 
without an underlying plan to 
anchor it all in place. Moreover, 
they may lack clarity as to why they 
own these programs, if they are 
currently suitable and how they fit 
into the future phases of planning. 

Accordingly, we’ll ask questions 
such as: Are you solely focused on 

building wealth? Protecting what 
you already have? Minimizing tax 
burdens? Passing wealth to the 
next generation?

Many articles have addressed 
the topic of an advisor’s value, but 
we feel that many of them miss the 
mark. Often, these articles focus 
on strategies such as measuring 
an advisor’s “alpha” through tech-
niques like security selection, 
market timing, tax-loss harvesting, 
portfolio rebalancing and more. 

While we agree with many of 
these portfolio-centric strategies, 
we believe an advisor’s value is 
best measured in the stewardship 
he or she brings to the relationship. 

Most advisory firms charge their 
clients for investment advice based 
on assets under management. The 
scope of advice often expands to 
encompass many abstract seg-
ments of financial planning which 
position advisors at the center of 
their clients’ financial lives. The 
areas covered may include insur-
ance planning, education funding, 
estate planning and income-tax 
planning strategies. 

It’s difficult to quantify in dol-
lars and cents the economic bene-
fit of these intangible long-term 

services. So, ask yourself how 
much would it be worth to your 
family to eliminate portfolio inef-
ficiencies, improper beneficiary 
designations, ineffective with-
drawal strategies, mismanaged 
cash flows, bad financing terms or 
inadequate insurance when a 
death or disability occurs. 

Alternatively, one might mea-
sure the economic benefit and 
value gained by eliminating meet-
ings with multiple advisors, hav-
ing a system in place to measure 
progress toward long-term goals 
or having peace of mind that loved 
ones can turn to one place in the 
event of an untimely death. 

Whether you’re a family with 
young children, a successful busi-
ness owner or a newly minted 
retiree, you’ll likely find it wise to 
develop a plan for financial deci-
sion-making, and to track progress 
toward your long-term objectives. 

Having the right advisor to guide, 
challenge and hold you accountable 
can be invaluable. By focusing on 
this stewardship and process, the 
trend toward treating investment 
advice as a commodity seems less 
important amid the big picture of 
financial planning.   

Stephen A. Schwartz offers advisory services as a representative of Northwestern Mutual Wealth Management Company (WMC), a limited 
purpose federal savings bank, and a subsidiary of The Northwestern Mutual Life Insurance Company, Milwaukee, Wis., (NM). Northwestern 
Mutual is the marketing name for NM and its subsidiaries. Stephen A. Schwartz is an insurance agent of NM (life and disability insurance, 
annuities and life insurance with long-term care benefits) and a registered representative of Northwestern Mutual Investment Services, LLC 
(NMIS) (securities), an NM subsidiary, broker-dealer, investment advisor, member FINRA, SIPC. Pioneer Financial is a marketing name used 
by a group of Northwestern Mutual representatives (not all of whom are affiliated with WMC) including Stephen A. Schwartz (referred to as the 
“firm”), and is not a legal entity, partnership, investment advisor, broker-dealer or affiliate of NM. The views expressed herein are those of the 
author and may not necessarily reflect the views of Northwestern Mutual. 
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“It’s difficult to quantify in 
dollars and cents the economic 
benefit of these intangible long-
term financial services.” 
—Stephen A. Schwartz, CFP®, AEP®
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Assets Under Management
Con� dential

Professional Services Provided
Financial planning, investment advisory, risk 
management and money management services

Minimum Fee for Initial Meeting
None required

Minimum Net Worth Requirement
$1 million

Compensation Method
Asset-based fees and commissions 
(investment and insurance products)

Primary Custodian for Investor Assets
Accounts held at Northwestern Mutual Investment Services LLC, 
an introducing broker-dealer, member FINRA, SIPC. Accounts carried, 
and all transactions executed, cleared and settled through Pershing, 
A BNY Mellon Company, member FINRA, NYSE and SIPC.

Financial Services Experience 
Kevin R. Luchetta, 18 years; Michael S. Schwartz, 17 years; 
Stephen A. Schwartz, 16 years; James L. DiNardo, 16 years

Email  kevin.luchetta@nm.com
           michael.s.schwartz@nm.com
           stephen.schwartz@nm.com
           james.dinardo@nm.com

Website  www.pioneer.� nancial

Seated, left to right: 
Michael S. Schwartz, 

James L. DiNardo; 
standing, left to right: 

Kevin R. Luchetta,
Paul D. Tortorella, 

Stephen A. Schwartz
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How to reach Pioneer Financial

At Pioneer Financial, our goal is to focus on the 
individual needs of each of our clients and bring 
to light innovative and sound financial solutions. 
To learn more, please contact any member of 
our team at 646.459.6366.

About Pioneer Financial
Pioneer Financial at Northwestern Mutual provides financial services to high net worth and emerging high 
net worth individuals, families and business enterprises. Pioneer Financial’s team of 15 associates/staff serve 
clients nationwide from their Park Avenue office in New York City. Kevin R. Luchetta, Michael S. Schwartz, 
Stephen A. Schwartz and James L. DiNardo are wealth management advisors and CERTIFIED FINANCIAL 
PLANNER™ practitioners. The practice is focused on assisting clients through comprehensive financial planning 
that includes asset management, retirement funding, risk management, estate preservation and distribution.
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the evolution of financial intelligence

R E P R I N T E D  F R O M

®

Pioneer Financial at Northwestern Mutual – Park Avenue is featured in Worth® 2016 Leading Wealth Advisors™, a special section in every edition of Worth® magazine. All persons and firms appearing  
in this section have completed questionnaires, have been vetted by an advisory group following submission by Worth®, and thereafter paid the standard fees to Worth® to be featured in this section.  
The information contained herein is for informational purposes, and although the list of advisors presented in this section is drawn from sources believed to be reliable and independently reviewed,  
the accuracy or completeness of this information is not guaranteed. No person or firm listed in this section should be construed as an endorsement by Worth®, and Worth® will not be responsible for the 
performance, acts or omissions of any such advisor. It should not be assumed that the past performance of any advisors featured in this special section will equal or be an indicator of future performance. 
Worth®, a publication of the Worth Group LLC, is a financial publisher and does not recommend or endorse investment, legal or tax advisors, investment strategies or particular investments.  
Those seeking specific investment advice should consider a qualified and licensed investment professional. Worth® is a registered trademark of the Worth Group LLC.

Kevin R. Luchetta, CFP®, AEP® 
Partner

Michael S. Schwartz, CFP®, AEP® 
Partner

Stephen A. Schwartz, CFP®, AEP® 
Partner

James L. DiNardo, CLU®, ChFC®, CFP®, MSFS® 
Partner

Paul D. Tortorella 
Partner

Pioneer Financial at Northwestern Mutual – Park Avenue
245 Park Avenue, Suite 1800

New York, NY 10167
Tel. 646.459.6366

kevin.luchetta@nm.com 
michael.s.schwartz@nm.com 
stephen.schwartz@nm.com 

james.dinardo@nm.com
www.pioneer.financial


