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THE RISE AND RISE OF 
 STEVE SCHWARZMAN 
How the CEO built finance  

behemoth Blackstone

CITIES TO WATCH  
10 stories of urban innovation
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115W O R T H . C O M       O C TO B E R - D E C E M B E R  2 0 1 9S P O N S O R E D  C O N T E N T

K E V I N  R .  L U C H E T T A  &  B R A N D O N  I .  L U K E   /   P I O N E E R  F I N A N C I A L  A T  N O R T H W E S T E R N  M U T U A LL E A D I N G  A D V I S O R S

 At Pioneer, we meet every day with 
people who have achieved great things, 
both professionally and financially. They 
have built amazing lives for themselves 
and for their families. But, of course, no 
two families are exactly alike.  

We’ve come to realize that the choices 
people make with their money reflect 
their unique values, vision and philoso-
phy—and are often expressions of what 
those people truly love.  

When it comes to estate planning and 
creating a legacy, expressing what we 
truly value can often be daunting and 
complex. Many of our clients point out 
that they have a good attorney, CPA and 
investment professional, but they have no 
one on their team who talks to them 
about bigger-picture issues that can’t be 
put into a template or onto a spreadsheet. 
They have no one who can help them re-
ally get to the heart of their own philo-

sophical view of money: how it’s made, 
how it’s given, to whom it should go and 
why.

We feel that this “why” is the big miss-
ing piece in intergenerational wealth plan-
ning today. While so many professionals 
are focused on the quantitative—maximiz-
ing tax efficiency, purchasing X dollars of 
life insurance or beating benchmark rates 
of return—the industry is not spending 
enough time talking about whom clients 
want to give their money to and why.

For this reason, when discussing legacy 
planning, we make sure to slow down and 
focus on the “why.” We start by asking 
what it is that our clients truly value. We 
walk them through a values exercise that 
helps clarify what they really care about, 
such as family, community and integrity, 
just to name a few examples.  

We also help them to gain a deeper un-
derstanding of their personal vision, a 

glimpse into a future that they find inspir-
ing and engaging. When clients fully em-
brace what they’d like to create during their 
lifetime, they can be more intuitive about 
articulating what they’d like to provide for 
others when they are no longer here.  

We’ve found that once the qualitative 
aspects of a financial plan and a legacy 
plan are firmly rooted, all the quantitative 
elements come much more easily.  

To help clients further clarify how they’d 
like to make decisions about their money, 
both while living and after they pass, we’ve 
developed a process based on Abraham 
Maslow’s now-famous hierarchy of needs. 
Our version, called the Family Hierarchy of 
Needs, addresses the basics of what many 
people want to provide for themselves, 
their children, their parents and, at times, 
their extended family. This starts with pro-
viding care and empowerment.

Providing care means making sure ev-
eryone has their baseline material needs 
met: a place to live, food to eat, and the 
assurance of healthcare, both physical and 
psychological.

Empowerment means not subsidizing 
individuals or stifling ambition with unlim-
ited financial support, but instead provid-
ing assistance where necessary to allow 
them to pursue a calling, profession or 
business opportunity that they are truly 
passionate about. Education, of course, is 
the cornerstone of empowerment, with  
financial independence being the ultimate 
destination.  

Legacy planning is unique in that it 
forces us to confront our own mortality, 
something that is not easy for anyone to 
do. Yet we believe strongly that spending 
the time to get to the heart of what our cli-
ents truly value is the only way to build a 
meaningful legacy plan—one that will con-
tinue to affect the people and causes that 
they care about for generations to come. l

Kevin R. Luchetta offers advisory services as a rep-
resentative of Northwestern Mutual Wealth Man-
agement Company (WMC), a limited purpose 
federal savings bank, and a subsidiary of The 
Northwestern Mutual Life Insurance Company, Mil-
waukee, Wis. (NM). Northwestern Mutual is the 
marketing name for NM and its subsidiaries. Kevin 
R. Luchetta 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, 
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P I O N E E R  F I N A N C I A L  A T 
N O R T H W E S T E R N  M U T U A L

Q: 

What does leaving a legacy  
mean to you? 

“We’ve found that once the 
qualitative aspects of a financial 
plan and a legacy plan are firmly 
rooted, all of the quantitative 
elements come much more easily.”  
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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  
17 associates and 
staff serves clients 
nationwide from its 
Park Avenue office in 
New York City. Kevin 
R. Luchetta, Stephen 

A. Schwartz and James L. DiNardo are wealth management advisors and 
Certified Financial PlannerTM practitioners. The practice is focused on 
assisting clients through comprehensive financial planning that 
includes asset management, retirement funding, risk management, and 
estate preservation and distribution.

A B O U T  P I O N E E R  F I N A N C I A L  AT  N O R T H W E S T E R N  M U T U A L

E X P E R T I S E

Confidential

Assets Under  
Management

Financial-planning,  
investment-advisory,  

risk-management and  
money-management  

services

Professional  
Services Provided

Financial 
Services Experience

19
YEARS

  pioneer.financial           |        kevin.luchetta@nm.com            |        646-459-6366

  245 Park Ave., Suite 1800, New York, NY 10167

broker-dealer, investment advisor, member FINRA, 
SIPC. Pioneer Financial is a marketing name used 
by a group of Northwestern Mutual representa-
tives (not all of whom are affiliated with WMC), in-
cluding Kevin R. Luchetta (referred to as the 

“firm”), and is not a legal entity, partnership, in-
vestment advisor, broker-dealer or affiliate of NM. 
The views expressed herein are those of the au-
thor and may not necessarily reflect the views of 
Northwestern Mutual.
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Pioneer Financial at Northwestern Mutual is featured in Worth® 2019 Leading 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 owned by Clarim Holdings, 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 Worth.

Kevin R. Luchetta, CFP®, AEP®, 
Partner

Brandon I. Luke, CFP®, CLU®, ChFC®, RICP®,  
Associate Wealth Management Advisor 

Pioneer Financial at Northwestern Mutual 
245 Park Ave., Suite 1800

New York, NY 10167
Tel. 646-459-6366

kevin.luchetta@nm.com
pioneer.financial
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