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Introduction:  
Beyond the Bulge Bracket

AMERICA’S MOST
ADVISOR FRIENDLY
TRUST COMPANIES

2015

THE WINNERS LIST
LISTINGS FOR THEIR TECHNOLOGY USED, 
CUSTODIANS, FEES, IN-HOUSE EXPERTS, 

TRUST SUPPORT AND MORE.

If you’re an advisor picking up this book to find a trust admin-
istrator you can actually work with, the good news is that doz-
ens of companies have emerged in the last few years that are 

eager to do the job without actively trying to tempt your best 
clients away.

But the sheer proliferation of nominally “advisor-friendly” 
firms has created its own set of challenges. Due diligence requires 
you to interview at least a few potential partners before picking 
one to introduce to your clients. Unfortunately, with so many loo-
kalike trust companies jockeying for your attention, getting your 
bearings in the crowd can get surprisingly complicated.

The rise of the independent trust adminis-
trator has turned into too much of a good thing. 
That’s why we’ve gotten even more elective this 
year, weeding out the clones in each jurisdic-
tion before they even make it onto your radar. 

You told us a year ago that a “short” list of 
30 Advisor-Friendly Trust Companies was too 
crowded. So we tightened our criteria and add-
ed marketing support—an increasingly critical 
piece of the overall partnership puzzle—and 
several drop off the chart (p. 16). They just didn’t 
have what it took. 

A true Advisor-Friendly trust company now needs to provide 
more than a vague promise and an adequate solution. It needs 
to have what it takes to participate in a real inner circle of forward 
thinking service providers with the technology and the human 
resources to produce better outcomes for you and your clients.

Once again, the firms profiled here cover the spectrum from 
niche start-up to established giant. You’ll see high tech boutiques, 
fiercely independent players and affiliates of some of the biggest 
financial institutions in the country. Most top-tier jurisdictions are 
represented for those looking to get the right local and national fit.

And once again, if you’d like help narrowing the list, the Trust 
Concierge is standing by at findatrustee.com. Odds are good that 
the expanded firm profiles will answer your questions before you 
even have to pick up the phone and tip off the marketing depart-
ment that you’re looking for a partner. Either way, skimming the 
next few pages should help you figure out exactly what you and 
your client may need or want from a trust company relationship. 
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Separating the “Friendly” 
from the Pack To be considered advisor-friendly, a trust company needs to be 

able to pledge that it will cooperate with you, not compete 
against you. Unlike captive trust departments that exist to give 

their corporate parents— usually wealth managers or banks—access 
to your clients, these companies have unbundled their wealth man-
agement offering and can simply sell trust administration as a sepa-
rate service.

The difference is vast. Conflicts of interest are eliminated. Very few 
of these companies could take over active management of your cli-
ents’ trust assets if they wanted to, so you’re able to stay right where 
you are: carrying the ball and earning the glory.

An individual can run a trust, but the complexity and fiduciary 
burden make it difficult—even unwise—for an advisor to do so. At 
this point, the SEC has ruled that any advisor who wants to serve as 
trustee or trust administrator will face expensive and onerous audits. 
As a result, a third party needs to be identified to serve as trustee. Giv-
en the complexity of the task, this will often be a specialized corporate 
entity, a trust company or bank trust department. Once again, as far as 
the trust and its creators are concerned, this can be a terrific solution. 
The corporate trustee has the resources and the expertise to man-
age the paperwork, meet the filing deadlines and bear the fiduciary 
burden—but in the past, the advisor almost always got squeezed 
out of the relationship. To make things worse, trust companies built 
in-house investment departments as a way to expand their own rev-
enue, while others evolved as captive affiliates of banks or even rival 
brokerage firms. For all practical purposes, moving client money into 
a trust managed by one of these entities meant handing a prize ac-
count to a competitor.

Today’s trust industry is still full of companies that compete di-
rectly with advisors for control of the assets, but thankfully their 
dominance is nowhere near as complete as it was. Progressive trust 
companies recognize that investment advisors are the best people to 
handle the investments and that the running the trust is enough of a 
challenge in its own right.

Much like independent advisors, these companies are not be-
holden to outside corporate interests. They rarely if ever have propri-
etary investment products to sell or commissions to capture. Very few 
will insist on taking custody of the trust assets, although many will do 
so if the trust creator or his or her advisor wants.
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Going Beyond Friendly: 
Helping You Build Your 
BusinessA good independent trust company will stick to its business 

and leave you and your clients alone. That was the basic stan-
dard we set last year and so many firms met it that it’s time to 

raise the bar from “good” to truly great.
As of 2015, to make the Trust Advisor rankings, a trust company 

needs to go the extra mile to not only stay out of your business but 
also help you build that business. It’s no longer enough to passively 
do no harm. They have to actively support your efforts to differen-
tiate yourself as the advisor high-net-worth families consult when 
they want to open a trust, integrate it into their long-term financial 
plan or simply squeeze better investment performance out of an ex-
isting trust fund.

Time after time, we see that marketing support makes the differ-
ence between success and failure when advisors add trust services 
to their service platform. The closer your administration partner can 
take you to offering your clients a “plug and play” solution, the faster 
you will see concrete results in term of client retention and your own 
marketing efforts.

Sure, you can always educate yourself and prepare your own cli-
ent materials, but that’s a significant investment of in-house resources 
that may not pay off for months or even years. So go ahead and lean 
on your trust company partner – assuming, of course, that they’re up 
to the challenge.

Your core role in introducing trust to your clients is as a center 
of influence. You don’t have to be the expert on a technical level. 
The trust company will handle all the detail anyway. All you need 
to do is start the conversation: “are you familiar with what a trust 
can do for you?”

Keep it simple. Get copies of potential trust partners’ marketing 
materials when you start talking about a relationship and lean on 
those materials to feed the discussion. They should have PowerPoint 
or the ability to construct a presentation for you.

Don’t forget to remind your client that most other advisors are 
skittish about suggesting a trust even when it’s obviously in an inves-
tor’s best long-term interest, simply because it represents a sacrifice in 
terms of assets under management and possibly lost revenue. Barely 
10% of advisors work with trusts. It should impress any client to know 
that you’re in that top decile right away, provided of course that you 
let them know.

Remember, the more trusts you direct toward a trust company, 
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the more fee income they generate. A truly serious partner will feed 
every affiliate with plenty of training materials, consultation and even 
branding support to help you establish yourself in the trust field.

And in most cases, this material will keep you at the center. The 
trust company functions behind the scenes, so far back in the back of-
fice that they might actually be working several states away. Reports 
and communications can route through you and carry your logo and 
letterhead. Your clients may not even know the trust officer doesn’t 
work for you. 

Thanks to innovations in the trust code in many states, truly 
advisor-friendly companies are happy to let the advisor keep 
investing the assets and collecting the management fees. From 

the advisor’s perspective, only the client’s satisfaction level changes.
The breakthrough came in the 1990s, when some states altered 

the rules to allow the creators of a trust to direct the trust company 
to follow the investment choices of an outside advisor. Trusts set up 
under these terms are generally classified as “directed” trusts. 

Similar arrangements leave control over the investments with the 
trustee but allow that function to be delegated to an outside advisor. 
Naturally, these are considered “delegated” trusts.

Either way, as far as the portfolio is concerned, the advisor (you) 
is boss. The advisor earns the management fees. The trust company 
earns its own fee for handling everything else: accounting, custody (if 
required), reporting and payments to the beneficiaries.

If the IRS needs to inspect the books, the trust company handles 
it. If one of the people named in the trust documents has a special 
request, the trust company handles it.

Since both trustee and investment advisor are thus free to do 
what they do best, this aligns the interest of all service providers with 
the grantors and beneficiaries themselves.

Competition  for high-net-worth accounts has never been 
fiercer. Every advisor in the US is on the hunt for wealthy 
clients looking to provide the best mousetrap and service 

offering for their clients. In the process it goes without saying that 
high wealth accounts mean trust services.

Today’s wealthy families are not willing to settle for someone 
who will simply manage their portfolios or give them a template for 
a financial plan. They’ve learned to use the Internet and they know 
there are all-in-one firms that can give them tax advice, insurance, 

The Directed Trust 
Revolution 

What Your Clients Need  
from a Trust Company
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estate planning, philanthropy, wealth transfers to future genera-
tions and more.

Your clients want a holistic approach with specialized exper-
tise. They demand a financial advisor who will not only act as a go-
between to the markets but as a guardian of every aspect of their 
financial lives.

And as it happens, one of the top items on their wish list is the 
ability to create and use trusts. The trustee is the person or corpo-
rate entity that manages the trust’s affairs in order to ensure that it 
achieves the goals set by its creators. Trust administration issues, 
deadlines and procedures can strangle otherwise financially so-
phisticated people in red tape. 

This is a fiduciary role, and as such the penalties for failure are 
clear-cut and severe. Your clients already know what you do to 
manage their money, but the trustee relationship is likely to be new 
and somewhat outside their experience. 

Because you will want to remain the primary point of contact 
between clients and the trust company, you must have a basic un-
derstanding of the primary duties of the corporate trustee and any 
trust officers assigned to your clients’ accounts. 

Non-discretionary tasks are not optional. These include making 
income payments monthly, quarterly, annually or as otherwise di-
rected by the trust. Trustees must also pay out principal as set forth 
in the trust and attend to all other matters the trust directs. Tax and 
other filing deadlines must be met in full. Any additional duties or 
instructions explicitly called for in the trust documents must be car-
ried out.

Discretionary tasks give the trustee more margin for personal 
interpretation. If the trust is silent on an issue, the trustee’s fiduciary 
duty may require him or her to make discretionary decisions. For 
example, a trust may indicate that the trustee can make principal 
payments “after considering other sources of income available to 
the beneficiary,” in which case the trustee should demand exten-
sive documentation from the beneficiary before making a decision.

Many trust officers also perform miscellaneous activities on be-
half of the beneficiaries as part of their overall ethic of service, even 
if these tasks are not explicitly mandated in the trust itself.
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62%

49%

36%

46%

22%

75%

80%

How trust companies help advisors land new accounts
Help transfer trust accounts over from bank trust departments  

to RIA custodians

Providing education to family members that a professional trustee 
protects and preserve assets for future generations 

Co-producing luncheons, seminars, events  
to help recruit new business 

Providing marketing support materials to prospective clients to 
capture more assets from client trust accounts

Providing integrated technology that helps show account values and 
trust accounts using trust companies’ trust systems 

Answering hotline questions from clients  
with trust questions 

Providing trust education 
 to advisors services

The Trust Advisor’s audience includes some of the highest-
powered professionals in the industry.

Not surprisingly, most of you want to open up your 
business to support trusts for very simple reasons: a wider offering 
makes it easier to court new clients, encourage existing relation-
ships to trust you with more of their assets and generate more rev-
enue on every dollar of AUM on your platform. 

A full 82% of our readers say finding a trust company they can 
recommend to their best clients has translated into new relation-
ships, enhanced account retention or both. That’s it. It’s a pure 
business decision and the numbers speak for themselves.

In terms of picking a trust services provider that can help 
you achieve those goals, you are all about testimonials. A read-
er survey we ran a few years ago revealed that 80% of you say 
reputation and length of time in business are the most important 
factors in picking a partner. Only 22% are looking for the lowest-
price solution. 

What does this mean? Advisors look for testimonials and case 
studies to prove that a potential partner can back up its claims. 
That kind of information is hard to get from a website, so you’ll 
probably need to pick up the phone even if our Trust Advisor Con-
cierge does most of the legwork for you in advance.

Once you make the calls, you’ll have a much better idea of a 
trust company’s standing in the industry and whether it would be 
a good fit for your clients. If that side of the company passes mus-
ter, you’ve determined that even a tiny boutique vendor may be 
worth a few basis points more.

What You Want  
from a Trust Company
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A Partner in Your Success: 
Marketing SupportTrust companies know the benefits of trusts better than anyone. 

They’ve seen the results over and over as part of their everyday 
operations: lower tax drag, protection from outside scrutiny and 

nuisance lawsuits, multiple generations of wealthy families kept to-
gether through a unified ethos and set of financial instruments.

Having a trust company you can trust on your side does more than 
simply defend your book of business when your current generation of 
clients dies and hands over the assets, presumably to a trustee or rival 
advisor the heirs pick.

This is actually a way you can go on the offensive and prospect 
accounts from competitors. The chart on page 8 lays out the primary 
ways trust companies help advisors not only retain existing business, 
but even grow.

Either way, if you want to communicate the value your trust part-
nership adds to your clients and prospects, odds are good that the trust 
company already knows exactly what you should say. You shouldn’t 
have to educate yourself in the intimate workings of the trust code just 
to sell yourself as an advisor who works with these vehicles. 

All you should need to do is let your partner provide the market-
ing materials you need. Any trust company that’s winning new ac-
counts probably has a library of white papers, newsletter articles and 
other informational content that it distributes to its own prospective 
clients. Volunteer to pass it on to your clients and prospects as well.

Tapping your trust partner’s expertise in marketing trust-oriented 
financial planning techniques doesn’t diminish your own central role 
in your clients’ eyes. At worst, all you’re doing is demonstrating with-
out a shadow of a doubt that you’re a professional who knows who to 
contact for support on specialized topics. More likely, your clients will 
simply start thinking of you as the person who knows about trusts. 

Either way, a real advisor-friendly trust company won’t make you 
reinvent the marketing wheel. They’ve already done the heavy lifting 
to support their own business, and besides, if you end up convincing 
any of your clients to create a trust, they’re the ones who benefit. Your 
success is their success. A real partner should do whatever it takes to 
make that happen —and they should be proactive enough to volun-
teer their help before you ask. 

When interviewing a potential partner, find out about the mar-
keting support. It’s not necessarily a deal breaker, but the more the 
trust company can help you establish your role as a trust advisor, the 
faster this relationship will pay off for you both.  
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You  may have noticed repeated references to “some” states, 
“good” jurisdictions and so on. Location is everything in the 
trust business.

Not all U.S. states support all of the major types of trust that your 
clients may need, and in fact some experts consider only a handful 
of trust havens—Alaska, Delaware, Nevada and South Dakota—to be 
really top-tier places to create and run a trust.

However, anyone from any state can set up a trust in any jurisdic-
tion, so no advisor should feel constrained by what’s available at home. 
Recent trends have led wealthy families and individuals to seek out the 
most favorable environments for their assets. Because of this, many 
large family offices are opting for maximum flexibility when the time 
comes to decide where to set up the new trust. Even if the prospective 
trust grantor doesn’t need a particular tax benefit or class of protection 
at the moment, these advisors know that circumstances change. And 
since multiple generations may be part of the equation, the trust must 
be able to evolve with the family’s needs. Because of this, many advisors 
look for a combination of factors when searching for a trust company:

n Perpetuities. Conventional trusts can expire a few decades or 
maybe a century after the original grantor dies, but many 
states allow property to remain in trust for many generations 
longer than the standard state and in some cases forever. 
These perpetual trusts or dynasty trusts are a very popular 
technique for planners and clients today.

n Favorable tax rules. Avoiding state income or capital gains 
tax is another key objective for planners to achieve for 
their clients. Alaska, Florida, Nevada, South Dakota, Texas, 
Washington and Wyoming do not impose an income tax on 
trusts. Delaware does not impose an income tax on trusts if 
the income or capital gains are accumulated or distributed to 
non-resident beneficiaries.

n Asset protection. Some states offer varying degrees of protection 
for locally domiciled trusts from the trust creator’s creditors. While 
the language can be so vague as to be useless in court, 
jurisdictions like Nevada and South Dakota have a rich body of 
statutes in place designed to shield property from legal claims.

n Total return trusts. Many states have enacted total return 
trust or power-to-adjust statutes. Trustees in these states 
can now invest based on a total return approach and satisfy 
beneficiaries who receive either a share of current income 
or the principal at a later date. Most states with total return 

Location is Everything
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Looking for the  
Right Partner

trust legislation have the ability to convert a trust to a unitrust 
percentage between 3% and 5%.

n Delegation. Needless to say, you want a trust provider that 
operates in a state that allows an outside advisor to manage 
the portfolio. But this is not quite as intuitive as it initially 
seems. Review state statutes permitting segregation of duties 
to make sure that the trustee will provide exactly the level of 
supervision you find comfortable -neither more nor less.

n Privacy. Most states have methods for insuring that fiduciary 
matters will not be a matter of public record, although 
some are stronger than others. However, state laws differ on 
beneficiaries’ entitlement to trust information and only a few 
states allow a trust instrument to delay or prohibit disclosure 
of trust information to future beneficiaries.

Once you have your search narrowed to one or two states, it is 
time to find the right trust company to work with. Remem-
ber, you want a partner that keeps its in-house investment 

unit —if any—away from your clients. They should not be trying to 
sell your clients proprietary investment products, but they should 
have the capability to support any investments that you might rec-
ommend, now or in the future.

Look for a corporate trust company that can provide evidence of:

n Years of experience in administering trusts

n Specialization in trust administration, custody, and fiduciary 
tax reporting services

n Knowledge of changes in the directed trust space and the 
trust environment

n Dedication to fiduciary responsibility

In nsurance coverage against fiduciary errors and omissions

n Staff continuity

n Examination by internal auditors and external regulators

n Focus on the best interest of all beneficiaries, both current 
and future, while implementing trust provisions

n An aversion to “interpreting” or adding to the trust 
documents in order to divine the wishes of the creator

n State-of-the-art technology

n A reporting and accounting platform that supports both your 
custody platform and all assets that will go into the trust

n Established partnership relationships with multiple team 
members
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As you put together a short list of trust companies that may 
be a good fit for your clients, remember that diversification 
is key. Just as every one of your clients is different and has 

unique needs, many of the best providers are generalists who excel in 
a niche or two or are outright specialists.

Learn to recognize the jargon that differentiates one trust com-
pany from another so you can build a balanced team of potential 
partners. Some are geared toward self-directed IRAs and other pure 
hands-off custody and administration: Provident and Kingdom come 
to mind in this year’s group. Others like New York Private and Premier 
shine when it comes to classic directed trust where trust officers and 
advisors work more closely together.

Some of your clients will want to create trusts that favor one 
group or the other. If possible, cultivate relationships with at least a 
few from either side of the bench to give your clients the best pool of 
options to work with.

n Ideally, a dedicated trust officer assigned to each account 

n Examinations of how payments and beneficiary/client 
communications are handled.
Advisors seeking a trust company for a directed trust that does 

not contain discretionary provisions can focus on the easy questions:

n Is a dedicated trust officer responsible for each account?

n How are income or principal requests handled? What are the 
turnaround times and payment methods?

n How are communications with the beneficiary handled?

n How quickly can the trust company respond to document 
review, interpretation and explanation requests from a client 
or financial advisor?
When trustee discretion is an issue, the process of finding the right 

fit can become more difficult and chemistry becomes more important.

Naturally,  corporate trustees need to charge for their ser-
vice. While regulators are pushing for greater transpar-
ency here, this fee is often all-inclusive or bundled in such 

a way that beneficiaries and their advisors have a hard time deter-
mining where their money goes.

Traditional all-in-one trust companies further obscured the 
cash flows by charging a fee that compensates them for their in-
vestment management services, fiduciary risk and other “soft non-
value-added services” provided to clients.

How to Shop: 
Words to Watch 

Add Up the Costs
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Directed trusts, on the other hand, generally separate the in-
vestment advisory fee from the corporate trustee fee. As a result, 
clients receive much clearer insight into what they are paying -and 
often a lower total fee as well.

In general, fee schedules for directed trust companies fall in a 
range from 0.50% to 0.75% on the first $1 million and then drop 
according to varying breakpoints thereafter. Minimum annual fees 
range from $4,000 regardless of asset level, although some types 
of trust start in the $1,500 range. A few vendors will charge a flat 
fee for any amount of assets.

Additional fees may apply for real estate held in trust, estate 
settlement and termination fees, tax preparation and/or filing, or 
miscellaneous extraordinary services.

Note: The IRS has ruled that all corporate trustees are required to 
separately account for investment and administration fees. This is in-
tended to remove the tax advantage of a “unitary” trust in which the 
entire trustee fee can be deducted, as opposed to a trust that charges 
separate fees and only allows partial deductibility of fees. Directed 
trusts already break out the fees in this way, but because this is a rela-
tively new development, it gives you a good “talking point” in your 
negotiations with trust companies. 

Once upon a time, dealing with paperwork was the prima-
ry objective of every trust organization in the business. 
Even today, some trust officers are still content to fill out 

and file all the necessary forms it takes to keep a trust running and 
compliant with all applicable regulations.

However, some firms have embraced technology that makes it 
possible for them to take their trusts out of the late 19th Century.

The right accounting platform can interface with the modern 
state-of-the-art portfolio management tools that directed and del-
egated advisors use today while incorporating your best tax opti-
mization and rebalancing strategies. The investment architecture 
can now be truly open, working with any third-party or in-house 
alternative assets your platform supports.

Integrated multi-custodian data feeds allow the administra-
tors of large trusts to track thousands of open investment posi-
tions, report market values and attribute performance with a mini-
mum of delay and errors. This functionality, in turn, is what makes 
the very existence of smaller trusts possible.

A modern trust administrator may be able to share data with 

Technology Matters
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your customer relationship management system and provide oth-
er integration benefits. If this kind of efficiency matters to you, it’s 
important to ask a potential partner whether you can get it.

But the primary advantage technology is bringing to the trust 
business is the elimination of paper. Moving the forms into secure 
paperless environments has been essential for a new generation 
of trust officers who can now give beneficiaries, grantors and in-
vestment advisors alike access to all necessary documents.

Forms can be sent out for fast electronic signature and then 
stored electronically as well for instant access. The faster the signa-
ture fields are populated, the faster distributions and other com-
plex processes can move.

Ask about technology when you have a conversation with a 
potential trust partner. You may not require them to have a full-
fledged cutting-edge solution, but you may not want an old sys-
tem of filing cards and ledgers either.

A true directed trust arrangement is created when the per-
son who is initially transferring the assets decides to re-
quire or “direct” the trustee to delegate the investment 

responsibilities to a registered investment advisor, stockbroker, 
financial planner or other family advisor.

In these cases, the trustee’s fiduciary responsibility for the 
investments is formally reduced to the point where he or she is 
exonerated from all liability except in circumstances involving 
willful misconduct. Some states have slightly stricter require-
ments that force directed trustees to double-check that the 
advisor’s decisions are truly suitable, while others take a more 
laissez-faire approach.

For most practical purposes, while the trustee retains some 
continuing liability for investment performance, in a directed trust 
arrangement, it is close to zero.

Directed trust statutes formally define the separate duties and 
responsibilities of trustee and advisor. Both are appointed as fidu-
ciaries, even if the advisor is not normally engaged in a fiduciary 
role. This separation of duties is called “bifurcation” in industry 
marketing jargon.

When a wealthy individual decides to use a directed approach 
for his or her trust, he or she generally appoints an existing advisor 
or advisory firm in the controlling document.

Split Responsibility,  
Shared Rewards
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Specifics vary by state. Nevada, for example, provides for ad-
ditional roles within the arrangement. Trust creators can appoint 
a “trust protector” who has the discretion to modify the trust in 
various ways to take advantage of changing rules or to direct the 
trustee to make — or withhold — distributions. Not surprisingly, 
these three-party arrangements are referred to as “trifurcation.”

Remember, some states also allow the trustee to delegate the 
investment function to an outside advisor regardless of the trust 
creator’s stated wishes. In these relationships, the trust essentially 
serves as an institutional client in a normal advisory practice. 

Such “client” partners can be extremely attractive from a stra-
tegic perspective, since they provide both current fee income and 
referrals to additional clients – a win for everyone, and the exact 
opposite of the historical trust/advisor dynamic!

Ranking the Trust 
CompaniesThe 23 firms profiled this year run the gamut from the es-

tablished giants of the industry to niche start-ups that will 
likely be new to most readers. We know some advisors pre-

fer to push their accounts toward scale while others prefer to be 
a relatively large fish in a more boutique-sized pool. To that end, 
we have updated last year’s rankings to give you a sense of each 
firm’s success in working with advisors, overall size, the depth of 
the resources they can share and, finally, the degree to which a 
company has backed up its claims of “friendliness” with concrete 
operational initiatives.

Success in our universe is largely a question of the number of 
advisors who are currently working with a particular partner.

Size is also obvious, being a factor of the amount of personal 
trust assets a firm has already accumulated on its books. Do you 
want to work with an industry heavyweight that sets the tone, or 
would you rather work with an innovator pioneering new tech-
niques? It really boils down to personal taste.

Depth is a factor of the number of in-house experts a trust com-
pany has on call to help work through advisor concerns and make sure 
that each trust on the platform generates the best outcome available. 

Whichever criterion resonates most strongly with you, odds are 
good you’ll ultimately favor those that present the most compelling 
profile across several of these tables. Those are the companies most 
likely to reward you for reaching out. 
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Ranking the 
 Advisor-Friendly Firms  

in 2015

In-house Experts  
to Help Advisors

 1 BOK Financial 130

 2 Reliance Trust 40

 3 Advisory Trust 30

 4 CumberlandTrust 26

 5 Dunham Trust 13

 6 First Foundation 12

 6 Independent Trust Co. 12

 6 Premier Trust 12

 9 Midland States Bank 10

 10 National Advisors Trust  9

 11 Millennium Trust 8

 12 Alaska Trust Co. 7

 14 The Private Trust Co. 6

 15 Comerica 5

 15 Provident Trust 5

 15 TCA Trust 5

 15 Wealth Advisors Trust 5

 18 Counsel Trust 4

18  Principal Trust 4

20  Zia Trust 4

 21 New York Private Trust 3

 21 Sterling Trustees 3

 21 AdvisorTrust 3

Trust Assets Under  

Administration

 1 Reliance Trust  $146B+

 2 Principal Trust $130B+

 3 The Private Trust Co. $130B

 4 BOK Financial $26B

 5 Comerica $11.5B

 6 Millennium Trust $12.2B

 7 National Advisors Trust $9.8B

 8 Alaska Trust $5B

 9 Provident Trust $4.5B

 10 Dunham Trust $3.46B

 11 AdvisorTrust  $2.5B

 12 Advisory Trust $2.3B

 13 Sterling Trustees $1.8B  

 14 Cumberland  Trust $1.5B

 15 New York Private Trust $1.3B

 16 Midland States Bank $1.07B

 17 Premier Trust $1B+

 18 Independent Trust Co. <$1B

19  Zia Trust $770M

20  Counsel Trust $500M

21  First Foundatiion $430M

22  TCA Trust  $480M

23  Wealth Advisors Trust $180M

* = not disclosed. All numbers self-reported and verified where possible.     

Advisor  
Relationships

 1 Comerica 4000+

 2 Provident Trust 3,000

 3 Premier Trust 2,900

 4 Independent Trust Co. 2,000

 5 Millennium Trust 1000+

 6 Advisory Trust 800+

 7 Reliance Trust 600

 7 The Private Trust Co. 600

 9 Cumberland Trust 500+

 9 Principal Trust 500+

 11 AdvisorTrust 200+

12  National Advisors Trust 150

13  TCA Trust  140

 14 Zia Trust 132

 16 Dunham Trust 100+

 16 Alaska Trust 100

 17 BOK Financial 80+ 

18  Sterling Trustees 75

 18 Wealth Advisors Trust 75

 20 Counsel Trust 50

 21 Midland States Bank 50

 21 New York Private Trust 50

 23 First Foundation 30+  

The 23 firms profiled here run the gamut from niche 
start-up to established giant. Here’s how the numbers 
stack up.
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Glossary of TermsAsset Protection Trust: Any trust designed to protect property from 
potential creditors, court judgement or other legal liability.

Beneficiary: Person or entity entitled to receive benefits from a will, 
insurance policy, trust agreement or employee benefit plan.

Charitable Remainder Trust: An irrevocable trust with both income 
and remainder interest. Income is paid to designated beneficiaries 
for a term or lifetime. The remainder interest is paid to qualified 
organizations as specified in the trust when the trust terminates.

Corporate Trustee: A trust institution serving as trustee.

Delegated Trust: A delegated trust is an arrangement that allows 
the trustee to assign responsibility for managing the trust’s assets 
to an outside advisor. (See also: Directed Trust.)

Directed Trust: A directed trust is an arrangement that allows the 
advisor to hand off the responsibility and burden of administering 
a trust to an outside corporate trustee but retain control over how 
the assets are invested. (See also: Delegated Trust.)

Directed Trust Company: Any corporate trustee that supports and 
encourages directed trust relationships. These companies are 
generally not interested in managing the assets themselves and 
so have little or no motive to replace existing advisors.

Durable Power of Attorney: A power of attorney that will come into 
effect and remain in effect and valid if the person who grants the 
power becomes incapacitated.

Dynastic Trust: While some states force trusts to terminate after a 
few generations, others allow trusts to operate for centuries or 
even, theoretically, forever. These long-lasting arrangements are 
known as dynastic or “perpetual” trusts.

Estate: The real and personal property of a decedent; a specific 
interest in property.

Fiduciary: An individual or entity in position of trust who has 
accepted the duty of acting for the benefit of another.

Grantor/Settlor: A person who transfers property, the creator of a trust.

Generation Skipping Tax (GST): A tax levied on gifts to people 
separated by the donor by more than one generation: 
grandparent to grandchild, for example.

Irrevocable Life Insurance Trust: Typically used to shelter an 
insurance death benefit from estate taxes and may provide 
liquidity to pay estate taxes and settlement costs. A trust is 
created, then the trust purchases a life insurance policy. 

Irrevocable Trust: A trust that, by its terms, cannot be revoked or 
changed by the grantor.
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Living Trust: A trust that is operative during the lifetime of the 
grantor; as opposed to a trust under will or a testamentary trust. 
Also known as an inter vivos trust.

Power of Attorney: A legal document appointing someone to act as 
one’s agent with legal authority to sign your name, on your behalf, 
in your absence. Power of Attorney ends at incapacity (unless it is 
a durable power of attorney) or death.

Remainderman: The person who is entitled to an estate after the 
prior estate has expired.

Revocable Trust: A trust that by its terms may be terminated by the 
settlor or by another person.

Successor Trustee: Person or institution named in the trust 
document who will take over should the first trustee die, resign or 
otherwise become unable to act.

Trust: An entity that holds assets for the benefit of certain other 
persons or entities.

Trustee: Person or institution who manages and distributes another’s 
assets according to the instructions in the trust document.

Uniform Trust Code States: Many states have attempted to 
streamline and standardize their trust rules by adopting these 
provisions as their model.

Will: A written document with instructions for the distribution of an 
individual’s assets after death.
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Premier Trust • 4465 S. Jones Boulevard, Las Vegas, NV 89103 • www.premiertrust.com

HOW 2,900 FINANCIAL ADVISORS CONTINUE 
TO LAND MULTI-MILLION DOLLAR ACCOUNTS 

WITH THE HELP OF PREMIER TRUST

Now -- you too can land new high net worth accounts with 
Premier Trust’s support. All that’s possible when you call 

(702) 577-1777 today for our complimentary marketing support.

Our 2,900 advisors win major accounts by relying on 
Premier Trust for secure trust regulation, greater asset 
protection, and freedom from state tax.  Premier can 
offer you and your clients these benefi ts and more 
through a solid wealth-protecting presence in Ameri-
ca’s favored trust locale – Nevada. 

The Nevada Advantage
  Strong Trust Regulation – Nevada trust statutes pro-
vide for the greatest protection and care of client assets.

  Asset Protection – Nevada boasts one of America’s 
strongest asset protection laws. It features the short-
est statute of limitations, while permitting fi nancial 
advisors in other states to act as co-trustees.

  No State Tax – Nevada has no corporate or state 
income tax. Thus trusts or other entities managed by 
a Nevada trust company can legally avoid state tax.

  Nevada trust law permits holding all types of 
client assets – Serve as custodian or trustee for 
stocks, bonds, mutual funds, partnership interests, 
debt, real estate, title to autos/vessels, plus personal 
property such as art, fi ne wine, and more.

Key reasons to use Premier Trust  
  Advisor-friendly support. We help you maintain 
strong relationships with your clients while we work 
in the background to deliver technology, services, 
programs, and administrative back-up.

  Eliminates competition. By offering our recognized 
trust services you minimize the risk of clients mov-
ing assets to other fi rms.

  You handle investments. You maintain full control 
of your clients’ investments while we support you 
with the administrative services.

FREE when you call (702) 577-1777
 6 Steps to Generating Profi table Referral Relationships
  Attracting and Retaining Gen X & Y Clients
  How to Attract and Retain High Net Worth Clients

The Premier Trust Advantage
We offer decades of experience in the administra-
tion of personal trusts and employee retirement 
programs. We do not manage investments. Our  
special “advisor friendly” priority is building 
long-lasting personal relationships with advisors 
and helping them serve their clients with effi ciency 
and distinction.

For your 3 FREE reports 
   Call 1-(702) 577-1777

Attracting and 
Retaining Gen
X & Y Clients

How to Attract 
and Retain 
High Net 
Worth Clients

6 Steps to 
Generating 
Profi table 
Referral 
Relationships

© 2014 Premier Trust© 2015 Premier Trust
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AdvisorTrust Advisory Trust Alaska  
Trust Co. 

BOK Financial 
Corporation 

AdvisorTrust, Inc. is 
an independent trust 
company focused 
exclusively on providing 
directed trust services 
to the clients of 
financial advisors 
and independent 
recordkeepers. 

The Advisory Trust 
Company of Delaware 
works exclusively with 
professional advisors, 
helping their clients 
achieve their financial 
goals by using the full-
range of trust strategies.

It is our mission to 
provide superior 
trustee and investment-
management services 
by offering flexible and 
customized solutions 
that are implemented 
by very knowledgeable 
staff and offered at 
reasonable prices. 

Affiliated with a $27 
billion national bank, the 
BOK Financial Advisor 
Trust team brings truly 
formidable resources to 
the table. On average, 
each advisor has more 
than 20 years experi-
ence. 

Highlights

New Business Contact Reno Regalbuto, 
President

(866) 928-9043
Reno@Advisortrust.com

Mike Flinn, Vice President 
- West Regional Sales 

Consultant
(602) 908-1497

mflinn@advisorytrustco.
com

Matt Blattmachr,  
Vice President and Trust 

Officer
(888) 544-6775

mblattmachr@alaskatrust.
com

Rosemary Hueser, 
VP Manager Advisor 

Trust Services
(888) 957-6678

rhueser@bokf.com

States Chartered/ 
Licensed In

South Dakota Delaware Alaska National Charter

Average Account Size $2.5 million $1.5 million $7.5 million $450,000

Total Assets Under 
Administration

$2.5 billion $2.3 billion $5 billion $26 billion

Custodians Supported Works with all Works with all Works with all Works with all

Number of Relation-
ships with Advisors

200+ 800+ 100 80+

In-House Experts 3 30 7 130

Trust Accounting 
System

SunGard SEI SunGard Charlotte  FIS/Metavante  

Supports Directed Trust Yes Yes Yes Yes

Supports Delegated 
Trust

No Yes No Yes

Timeframe for Accep-
tance of New Trust 

N/A 7 to 10 business days 3 to 7 days 2 to 4 days

Marketing Support 
Includes

 N/A  Nationwide sales cover-
age, speaking engage-

ments, conference 
attendance, site meet-

ings, marketing material, 
dedicated support team.

Brochures,  
face-to-face meetings 

with advisors, clients and 
prospects nationwide.

Trust education program 
with CE credits, client 

marketing pieces, dedi-
cated support team.
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Comerica Bank & 
Trust, NA

Counsel Trust Group Cumberland  
Trust 

Dunham  
Trust Company 

Comerica is a leading 
provider of trust and 
fiduciary services in the 
United States. Our team 
of professionals works 
closely with you to ad-
dress the objectives of 
your client’s fiduciary 
needs.

Counsel’s primary 
goal is to become the 
advisor’s trust affiliate, 
offering seamless and 
transparent back office 
trust services.

Cumberland Trust is 
an independent trust 
company that allows 
clients to retain their own 
investment advisors. Our 
focus is on the benefi-
ciaries, their needs and 
their values rather than 
on managing financial 
assets.

Dunham Trust Company 
helps clients develop 
wealth accumulation, 
asset protection, estate 
planning and distribu-
tion strategies. 

Highlights

New Business Contact Barry D. Babbitt, National 
Sales Manager
(855) 867-9961 

 bdbabbitt@ 
comerica.com

Brandon Crooks, 
Principal

(717) 718-1600
bcrooks@counseltrust.

com

Michelle Diamond, 
Sr. VP, Business 
Development

 (615) 783-2540
mdiamond@cum-ber-

landtrust.com

Nicole M. Vance, 
Regional Director & 

Senior Wealth Planning 
Strategist

 (888) 438-6426
nicole.vance@dunham.

com

States Chartered/ 
Licensed In

National Charter, 
Texas State Charter

Pennsylvania Tennessee Nevada

Average Account Size $1 million $1 million $1.5 million $1.5 million

Total Assets Under 
Administration

$11.5 billion $500 million $1.5 billion $3.46 billion

Custodians Supported Alliance Partner driven Works with all Works with all Works with all

Number of Relation-
ships with Advisors

4,000+ 50 500+ 100+

In-House Experts 5 4 26 13

Trust Accounting 
System

SunGard AddVantage SEI SunGard AddVantage Infovisa 

Supports Directed Trust Yes Yes Yes Yes

Supports Delegated 
Trust

Yes Yes  Yes No  

Timeframe for Accep-
tance of New Trust 

24 to 48 hours 3 to 7 days 7 to 14 days 3 to 10 days

Marketing Support 
Includes

Nationwide sales cover-
age.

Brochures, face-to  face 
meetings with advisors, 

clients and prospects 
nationwide. 

Meetings with advisors, 
families and prospects, 
radio, brochures, white-

papers, product pre-
sentations and advisor-

friendly website.

Brochures, conference 
calls upon request, 

face-to-face meetings 
with advisors, clients and 

prospects.
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First Foundation  
Bank

Independent Trust Co. 
of America

Midland States  
Bank

Millenium Trust 
Company

First Foundation Trust 
offers solutions for 
wealth creation now, 
and into the future. 
We understand that 
the wealth created by 
our clients provides 
for their well-being 
and represents their 
enduring legacy.

ITC’s business model is 
based on Section 9 of 
the Uniform Prudent In-
vestors Act and focuses 
on delegation of invest-
ment management to 
our national network of 
referring advisors. 

The trust administrators 
at Midland States Bank 
average over 20 years 
of experience in the 
business, hold important 
degrees and professional 
designations including 
JD, MBA, CFA, CTFA, and 
CFP®.

Millennium Trust 
Company is an industry 
leading custodian 
helping Advisors, 
investors and institutions 
do more by offering 
niche, expertly managed 
custody solutions.

Highlights

New Business Contact Douglas K. Freeman, JD, 
LLM - Director of Trust 

Services and Consulting 
(949) 732-6270

dfreeman@ff-inc.com

Andrew Crane, EVP, 
business development

(855) 75TRUST

andy@itcoa.com

Patricia Fong, J.D., 
VP Senior Trust  

Officer
(815) 316 - 0222

pfong@ 
midlandsb.com

Reggie Karas, 
Managing Director

(630) 368-5674
rkaras@mtrustcompany.

com

States Chartered 
/Licensed In

California and Nevada South Dakota Illinois Illinois

Average Account Size $1.8 million $1 million $700,000 $100,000

Total Assets Under 
Administration

$430 million <$1 billion $1.070 billion $12.2 billion

Custodians Supported Fifth Third, Matrix-
MSCS, Schwab

Works with all Midland  
States Bank

Works with all

Number of Relation-
ships with Advisors

30+ 2,000 50 1000+

In-House Experts 12 12 10 8

Trust Accounting 
System

Innotrust N/A Innotrust Innovest

Supports Directed Trust Yes Yes Yes Yes

Supports Delegated 
Trust

No Yes Yes No

Timeframe for Accep-
tance of New Trust 

Less than 10 days 72 hours 2 - 4 business days 24 hours

Marketing Support 
Includes

Investor education, 
market updates, 

thought leadership, 
and comprehensive 
multi-generational 

wealth management 
support.

Trust School, brochures, 
face-to-face meetings 

with advisors, clients and 
prospects nationwide.

Institutional Investment 
Consulting, Trust 

education, and dedicated 
support team.

Brochures, webinars, 
one-on-one meetings, 
conference attendance, 
website, whitepapers, 

e-newsletters and dedi-
cated support. teams
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National Advisors 
Trust Company

New York Private Trust 
Company 

Premier Trust Principal Trust  
CompanySM

National Advisors Trust 
(NATC) is the largest 
independent trust 
company in the US. It 
holds a national trust 
charter which permits 
operation in all 50 states. 

The scale, prestige and 
service proposition 
of a white-glove 
powerhouse; the 
independence, 
accessibility and pricing 
of a boutique. Experts at 
delegated trust.

Deep roots, deeper rela-
tionships. Every member 
of the team is focused 
on ensuring clients, 
their families and their 
advisors are happy for 
generations to come.

As a Delaware-based 
non-depository trust 
company, Principal 
Trust is among a small 
but elite group of trust 
providers who offer 
financial professionals 
the advantages of a 
Delaware trust

Highlights

New Business Contact Cindy Ralls, VP Mktg  
Kelly Saulsbury J.D., VP 

(913) 234-8200
info@nationaladvisors 

trust.com

Kevin Batterton 
Managing Direct,or

(212) 850-4055
kbatterton@ 
nyptrust.com

Deb Erdmann –  
SVP Trust Officer
Gino Pascucci –  

Business Development
(702) 577-1777

Brian Simmons – 
 SVP/Trust Officer 

(702) 507-0750

Jonathan Kelly, 
Director of Business 

Development
(800) 332-4015
Kelly.jonathan@

principal.com

States Chartered 
/Licensed In

National Charter Delaware Nevada Delaware

Average Account Size $1.2 million $3.5 million $1.5 million $1.5 million

Total Assets Under 
Administration

$9.8 billion $1.3 billion $1 billion+ $130+ billion

Custodians Supported Fidelity, TD Ameritrade, 
Schwab and Pershing

Works with all Works with all Works with all

Number of Relation-
ships with Advisors

155  RIAs 50 3,000 500+

In-House Experts 9 3 12 4

Trust Accounting 
System

SunGard AddVantage™ SEI SunGard Innotrust

Supports Directed Trust Yes Yes Yes Yes

Supports Delegated 
Trust

No                      Yes                     Yes                     No

Timeframe for Accep-
tance of New Trust 

5 business days 5 days or less 24 hours 7 to 10 days

Marketing Support 
Includes

 Training programs and 
materials, Marketing 

support and materials 
for COI and end clients, 
Advisor study groups

Face-to-face meetings; 
attendance at sales 

meetings; assistance 
with marketing 

materials.

 Quarterly webinars on 
trust topics, educational 

white papers, “Ask 
the Expert” questions, 
conference calls upon 
request, and personal 

client/ advisor meetings.

Training and education 
for financial profession-
als, client information 
flyers, and customized 

marketing resource op-
tions at no cost.
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Provident  
Trust Group 

Reliance Trust Co.  
of Delaware

Sterling Trustees TCA TrustCorp 
America

Nimble, growing fast 
and flexible enough 
to take on alternative 
asset classes and 
“problem” cases. Plenty 
of legal talent on staff 
makes it happen.

Reliance Trust is com-
mitted to helping 
advisors build a strong 
business and achieve 
success. They work with 
advisors to offer trust 
services that preserve 
the advisor/client rela-
tionship.

An extremely high-
touch provider with 
unbeatable technology. 
It’s almost like having 
your own family office 
on call for your most 
important clients.

TCA, in business since 
1995, was a pioneer in 
providing unbundled 
trust services. TCA does 
not manage money in 
house and as such will 
never provide a com-
petitive threat to our 
advisors. 

Highlights

New Business Contact Andre Sears,  
Senior Trust Officer

(702) 479-3849
andre@trustprovident.

com

Robert Sajdak, SVP,  
National Sales Manager 

(561) 515-5645 

rsajdak@relico.com

Antony Joffe, President 
(610) 234-0626

ajoffe@sterlingtrustees.
com

Bill Russell, 
 President

(202) 537 9600
brussell@ 

tcatrust.com

States Chartered/Li-
censed In

Nevada DE, AZ, TX, FL, GA, NC, 
NJ, CA, IL

South Dakota DC

Average Account Size $2 million $650,000 $7.5 million $750,000

Total Assets Under 
Administration

$4.5 billion $146+ billion $1.8 billion $480 million

Custodians Supported Works with all Works with all Works with all Works with all

Number of Relation-
ships with Advisors

3,000 500+ 75 150

In-House Experts 7 40 3 5

Trust Accounting 
System

AccuTrust FIS TrustDesk® QED Financial/Sales-
force

SunGard Charlotte

Supports Directed Trust Yes Yes Yes Yes

Supports Delegated 
Trust

Yes     Yes Yes Yes

Timeframe for Accep-
tance of New Trust 

24 hours 72 hours 72 hours 1 to 3 days

Marketing Support 
Includes

Brochures, webinars, 
one-on-one consulting, 

clients and prospects 
nationwide.

Brochures, product 
specific presentations, 
whitepapers, webinars, 
face-to-face meetings 
with prospects over $5 

million.

Face-to-face meetings 
with advisors and pros-
pects/clients, brochures, 
speaking engagements, 
conference attendance.

Brochures, phone 
conferences, face-to  face 
meetings with advisors, 

clients and prospects 
nationwide.  
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The Private Trust Company, 
N.A.

Wealth Advisors  
Trust Company 

Zia Trust, Inc. 

The Private Trust Company is 
committed to delivering pro-
fessional administrative trust 
services in a seamless man-
ner—helping you maintain and 
strengthen your client relation-
ships.

Created by advisors for advi-
sors, the in-house team draws 
on multiple disciplines in 
order to make sure investors 
and their advisors get what 
they need.

From self-directed IRAs to 
family-owned businesses, 
Zia’s trust officers know how 
to work with exotic assets — 
without the temptation to 
manage them directly.

Highlights

New Business Contact Christopher J. McCutcheon,  
SVP/National Sales Manager

(800) 877-7210 x7990
trust.services@ 

lpl.com

Christopher Holtby, 
Director 

(605) 224-4100
holtby@wealthadvisorstrust.

com

John Attwood, 
 Vice-President & Business 

Development
(800) 996-9000

jattwood@ 
ziatrust.com

States Chartered/Licensed In National Charter South Dakota New Mexico

Average Account Size $1 million $2.2 million $1.5 million

Total Assets Under 
Administration

$130 billion $180 million $770 million

Custodians Supported Works with all Works with all Works with all

Number of Relationships  
with Advisors

600 75 132

In-House Experts 6 5 4

Trust Accounting System InnoTrust SunGard Charlotte Infovisa

Supports Directed Trust Yes Yes Yes

Supports Delegated Trust Yes Yes                     Yes                     

Timeframe for Acceptance  
of New Trust 

7 to 10 days 72 hours 2 days or less

Marketing Support Includes Brochures, articles and white 
papers, webinars, business 
development mentoring.

Webinars, brochures, 
whitepapers.

Brochures, face-to-face meetings 
with advisors, clients and 

prospects nationwide.
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AdvisorTrust, Inc. • 201 South Phillips Ave., Suite 123, Sioux Falls, SD 57104 • www.advisortrust.com

New business contact: 
Reno Regalbuto, President 
Phone: (866) 928-9043 
e-mail: Reno@Advisortrust.com

States chartered/licensed in: South Dakota
Average account size: $2.5 million
Total assets under administration: $2.5 billion
Custodians supported: Works with all 
Number of relationships with advisors: 200+

Fees: Contact Reno Regalbuto for current 
published directed fee schedule for trust 
services.

Annual minimum fee: None

In-house experts: 3 JD (Juris Doctor) 
Trust accounting system: SunGard 
Supports directed trust: Yes
Supports delegated trust: No
Supports Special Needs trust: No
Typical timeframe for acceptance of new trust: 

N/A
Marketing support includes: N/A

Engineered to Support Your Independence  
AdvisorTrust, Inc. is an independent trust company 
focused exclusively on providing directed trust services 
to the clients of financial advisors and independent 
recordkeepers. 

We believe that a trust company offering investment 
management services, or proprietary investment 
products has an inherent conflict of interest. Since we 
offer no investment management services, we have no 
such conflict.

AdvisorTrust offers directed trust and custody services 
for the full range of retirement plans. Our core trust 
and custody platform supports:
•	 Monthly	custody	statements	and	certified	annual	

reports
•	 Federal	and	state	reporting	and	distribution	services,	

including form 1099-R and 945 remittance
•	 Employer,	payroll	and	institution-level	contribution	

tracking and processing
•	 Mutual	fund	revenue	collection	and	tracking
•	 A	full	range	of	non-proprietary	investment	products	
•	 Turnkey	integration	for	TPAs:	trading	and	custodial	

reporting	of	mutual	funds,	ETFs,	managed	accounts,	
unitized and collective funds and self-directed 
accounts

AdvisorTrust’s integration with your plan’s 
recordkeeper simplifies administration and increases 
efficiency.  The benefits include:
•	 Streamlined	payroll	processing	and	reconciliations
•	 Streamlined	distribution	and	reconciliation	services
•	 Fiduciary	Services	under	ERISA	3(16)
•	 CRM	integration	
•	 Revenue	sharing	reconciliation	services
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The Advisory Trust Company of Delaware • 2710 Centerville Road, Suite 101, Wilmington, DE 19808  
www.advisorytrustco.com

ADVISORY
TRUST

New business contact:
Mike Flinn, Vice President  
- West Regional Sales Consultant
Phone: (602) 908-1497
e-mail: mflinn@advisorytrustco.com
James North, Vice President  
- East Regional Sales Consultant
Phone: (480) 980-7260
e-mail: jnorth@advisorytrustco.com
Mary Anderson, Vice President  
- Key Accounts Manager
Phone: (302) 636-8506
e-mail: manderson@advisorytrustco.com

States chartered/licensed in: 
Delaware charter and subsidiary of national bank 

Average account size: $1.5 million
Total assets under administration: $2.3 billion
Custodians supported: Works with all
Number of relationships with advisors: 800+

Annual minimum fee: $3,500
Fee scale:

First $1 million: .50% 
Next $2 million: .40% 
Next $2 million: .30%

Next $5 million: .25%
Over $10 million:  

negotiable
15% discount on Delaware Directed Trusts subject to minimum

In-house experts:  30 Trust Professionals including 
CTFA’s and Attorneys

Trust accounting system:  SEI
Supports directed trust:  Yes
Supports delegated trust:  Yes
Typical timeframe for acceptance of new trust:   

7 - 10 business days
Marketing support includes: Nationwide sales 

coverage, speaking engagements, conference 
attendance, site meetings, marketing material,  
dedicated support team.

The	Advisory	Trust	Company	of	Delaware	is	a	wholly	owned	
subsidiary	of	Wilmington	Trust	N.A.	and	part	of	the	M&T	Bank	
corporate family. The Wilmington Trust Advisor Solutions 
Group offers Advisory Trust and Wilmington Trust fiduciary 
services exclusively to professional advisors to complement their 
brand and help their clients achieve their financial goals through 
a full-range of trust strategies.  The Advisor Solutions Group has 
been recognized as an industry leader in developing and serving 
the advisor market through friendly, custodian agnostic, and 
unbundled personal trust administration, enabling the advisor 
to manage the investments of the trust.

At Wilmington Trust’s Advisor Solutions Group:
•	 We	are	“custodian	neutral,”	able	to	work	with	a	myriad	of	

custodians.
•	 Our	staff	of	experienced	trust	professionals	focuses	on	

working with advisors to effectively facilitate complex 
transactions.

•	 We	are	not	a	money	manager	or	a	broker-dealer.
•	 Our	Delaware	charter	provides	you	and	your	clients	

with access to one of the nation’s most wealth-friendly 
jurisdictions, with benefits relating to taxation, privacy and 
asset protection.

•	 We	do	not	compete	with	you	for	business.
Our trustee capabilities enable us to offer professional 
administration services for virtually any type of personal trust 
including revocable, irrevocable, charitable, and family trusts.

The Advisor Solutions Group focuses on doing one thing 
well: consultative distribution of trust services to professional 
advisors	like	you.		We	are	domiciled	in	Delaware,	one	of	the	
most wealth-friendly states in the US.

If	you	have	questions,	do	not	hesitate	to	call	us	at	800.258.6334,	
or send an email to inquiries@advisorytrustco.com.

THE	FOREGOING	IS	PROVIDED	FOR	INFORMATIONAL	PURPOSES	ONLY.	It	is	not	designed	or	
intended to provide financial, tax, legal, accounting, or other professional advice since such advice always 
requires consideration of individual circumstances. If professional advice is needed, the services of a pro-
fessional advisor should be sought.
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It is our mission to provide superior trustee and 
investment-management services by offering flexible 
and customized solutions that are implemented by very 
knowledgeable staff and offered at reasonable prices. 
With each client, we look to offer a relationship that is 
founded on trust, ethics and personalized answers. At 
Alaska	Trust	Company,	your	trust	is	our	core	business.

The Alaska Advantage: Alaska’s state government 
continues to pass new statutes and bills each year. 
Alaska	was	the	first	state	in	the	nation	to	adopt	“new	
age”	trust	laws,	which	allowed	for	self-settled	trusts	and	
domestic asset-protection trusts. Since that time, we 
have continued to adopt cutting-edge trust statutes, 
allowing for unique planning. 

In addition, Alaska has the most comprehensive asset-
preservation statutes in the country. At Alaska Trust 
Company,	we	are	committed	to	providing	the	finest	
services to our clients. With our unique philosophy 
of customizing solutions and internal and external 
expertise,	we	are	able	to	“think	outside	the	box”	to	
provide strategies that will have a positive impact for 
our clients in meeting their financial, trust and estate-
planning goals.

Alaska Trust Co. • 1029 W. 3rd Ave., Suite 400, Anchorage, AK 99501 • www.alaskatrust.com

New business contact: 
Matt Blattmachr,
Vice President and Trust Officer
Phone: (888) 544-6775
e-mail: mblattmachr@alaskatrust.com

States chartered/licensed in: Alaska
Average account size: $7.5 million
Total assets under administration: $5 billion
Custodians supported: Works with all
Number of relationships with advisors: 100

Fees (for directed and discretionary trust services)
Annual minimum fee: $3,500

In-house experts: 3 JDs (Juris Doctor), 1 CFP 
(Certified Financial Planner), 3 CTFAs (Certified 
Trust and Financial Advisor). Our Trust Officers 
have over 150 years of trust experience. 

Trust accounting system: SunGard Charlotte
Supports directed trust: Yes
Supports delegated trust: No, unless given specific 

mandate in trust document, rather than general.
Typical timeframe for acceptance of new trust:  

1-2 days 
Marketing support includes: Brochures, 

whitepapers, case studies, estate planning 
tools and sample trust documents; face-to-face 
meetings with advisors, clients and prospects 
nationwide.
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New business contact:
Rosemary Hueser
VP Manager Advisor Trust Services
Phone: (888) 957-6678
e-mail: rhueser@bokf.com

States chartered/licensed in: National Charter
Average account size: $450,000
Total assets under administration: $26 billion
Custodians supported: Works with all
Number of relationships with advisors: 80+

Fees (for directed trust services)
Annual minimum fee: $3,000
Fee scale:

First $1 million: .  .50%
Next $2 million:   .40%
Next $2 million:   .35%
Over $5 million:   negotiable

In-house experts: 130
Trust accounting system: FIS/Metavante 
Supports directed trust: Yes 
Supports delegated trust: Yes
Typical timeframe for acceptance of new trust: 

2 - 4 business days
Marketing support includes: Trust education 

program with CE credits, client marketing pieces, 
dedicated support team.

A focus on local, on-the-ground expertise backed with the 
power	of	a	national	charter	is	the	key	to	BOK	Financial’s	
advisor trust offering, explains manager Rosemary 
Hueser.	“We	have	invested	in	130	administrative	officers	
spread	across	nine	states	for	a	reason,”	she	says.	“And	we’re	
ready to compete anywhere else in the country to get 
advisors	and	their	clients	what	they	need.”

Backed	by	the	strength	and	stability	of	BOK	Financial	
Corporation—a	$29	billion	regional	financial	services	
holding	company,	the	BOK	Financial	Advisor	Trust	
team can bring truly formidable resources to the 
table. On average, each officer has more than 20 years 
experience in the trust arena, but is still as service-driven 
as the smallest independent start-up.

Because	the	company	effectively	competes	against	both	
banks and independent firms, fees compare favorably to what 
advisors could negotiate for their clients in either channel.

The	range	of	advisor-friendly	services	that	BOK	
Financial	provides	is	what	sets	its	advisors	apart.	They	
specialize in administering personal trusts, managing 
specialty assets and stocks and bonds, handling escrow 
and probate, settling estates, and running charitable and 
philanthropic trusts.

BOK	Financial	enhances	the	advisor/client	relationship	
by providing objective trust solutions, while financial 
advisors deliver comprehensive investment management 
with the flexibility of holding client assets with their 
preferred custodian.

Services	are	provided	by	Bank	of	Albuquerque,	Bank	of	
Arizona,	Bank	of	Arkansas,	Bank	of	Kansas	City,	Bank	
of	Oklahoma,	Bank	of	Texas	and	Colorado	State	Bank	
and	Trust,	divisions	of	BOKF,	NA,	a	subsidiary	of	BOK	
Financial	Corporation.

BOK Financial Corporation • Bank of Oklahoma Tower • P.O. Box 2300, Tulsa, OK 74192 • www.bokf.com
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Comerica,	Inc.,	through	its	subsidiaries	Comerica	Bank	&	
Trust,	N.A.	and	Comerica	Bank,	is	a	leading	provider	of	
trust and fiduciary services in the United States. Our team of 
professionals works closely with you, the financial advisor, 
to address the objectives of your client’s fiduciary needs.

As a leader in the fiduciary business, we recognize the 
importance of alliances to deliver specialized services across 
organizations. With the ability to service clients throughout 
the	nation,	Comerica	and	its	alliance	partners	deliver	the	
best of both worlds; excellence in trust administration 
combined with professional investment management 
services provided by our alliance partners.

Comerica	has	the	depth	and	experience	to	deliver	reliable	
sound fiduciary services:

•		Comerica	Incorporated,	is	a	New	York	Stock	Exchange	
listed	company	(CMA)	and	among	the	twenty-five	
largest U.S bank holding companies.

•		Comerica’s	Fiduciary	business	has	over	$100	billion	in	
Trust Assets and over 450 employees.

•	Comerica’s	Professional	Trustee	Alliance	Program	was	
established	in	1996	and	continues	to	grow	fiduciary	
alliances	now	with	13	Alliance	Partners	and	over	$11.5	
billion in Alliance Trust Assets.

•		Alliance	Trust	administration	is	conducted	in	13	local	
offices across the U.S.

•		Comerica	Bank	&	Trust,	N.A.	was	an	industry	leader	in	
obtaining approval to provide fiduciary services in all 50 
states.

•		In	addition	to	financial	asset	management	provided	by	
our	Alliance	Partners,	Comerica	also	has	the	capability	of	
managing the non-financial assets such as:
•		Residential	and	commercial	real	estate
•		Closely	Held	Business	interests	and	FLIPS
•		Mineral	Interests,	foreign	and	domestic

•		Comerica	also	provides	estate	settlement	services	
nationwide.

New business contact:
Barry D. Babbitt, National Sales Manager 
Professional Trustee Alliances 
Phone: (855) 867-9961 Toll Free
e-mail: bdbabbitt@comerica.com

States chartered/licensed in: National Charter,  
Texas State Charte

Average account size: $1 million
Total assets under administration: $11.5 billion
Custodians supported: Alliance Partner driven
Number of relationships with advisors: over 4,000

Fees (for Trust Administrative Services)
Annual minimum fee: $3,000
Fee scale: 

• 65 bps on first $1 million
• 57 bps on next $1 million
• 50 bps on next $3 million
• 40 bps on next $5 million 

In-house experts: Several J.D.s and other 
various professional estate, trust and investment 
designations
Trust accounting system: Sungard AddVantage
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

24 – 48 hours
Marketing support includes:  Nationwide sales 

coverage.

Comerica,	Inc.,	and	its	subsidiaries	Comerica	Bank	&	Trust,	N.A.	and	Comerica	
Bank	do	not	provide	tax	or	legal	advice.	Please	consult	with	tax	and	legal	advisors	
regarding specific situations

Comerica Bank & Trust, NA • 411 West Lafayette, MC3300, Detroit, MI 48226 • www.Comerica.com/alliance
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New business contact:
Brandon Crooks, Principal
Phone: (717) 718-1600
e-mail: bcrooks@counseltrust.com

States licensed/chartered in: Pennsylvania
Average account size: $1 million 
Total assets under administration: $500 million  
Custodians supported: Works with all
Number of relationships with advisors: 50 

Fees (for directed and discretionary trust services)
Annual minimum fee: $1,500
Fee scale: 

First $1 million:   0.40%  
Next $2 million:   0.35%  
Next $2 million:   0.30%  
Next $5 million:   0.25%  
Over $10 million:   0.20%

In-house experts: 1 CTFA, 1 CFP, 1 CFA, 1 MBA 
Trust accounting system: SEI 
Supports directed trusts: Yes
Support delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

3 to 7 days
 Marketing support includes: Brochures, face-to  

face meetings with advisors, clients and prospects 
nationwide. 

Counsel Trust Group • 224 Saint Charles Way, Suite 100, York, PA 17402 • www.counseltrust.com

Counsel	Trust	was	established	in	2002	by	trust	
professionals – all former executive level trust officers 
of banks to serve the needs of their independent 
advisory	firm,	ECA	Investment	Group,	Inc.

ECA	continues	to	be	Counsel’s	largest	advisory	client.	
With	deep	experience	in	serving	the	needs	of	ECA	
and	other	advisors,	Counsel	Trust	is	extending	and	
expanding its directed trustee services. 

Counsel	understands	how	vital	it	is	for	advisors	to	
direct	and	control	their	client	relationships.	Counsel’s	
primary goal is to become the advisor’s trust affiliate, 
offering seamless and transparent back office trust 
services. Advisors can also choose to private label 
their	own	dba	(doing	business	as)	trust	company	with	
Counsel	completely	in	the	background.	

Counsel	offers	a	flexible	platform,	enabling	advisors	
to	custody	client	assets	at	SEI,	or	alternatively,	
advisors can maintain their clients’ existing custodian 
to retain portfolio management continuity. 

Counsel	Trust	is	committed	to	offering	high	quality,	
attentive trust administrative services, enabling 
advisors to concentrate on investment management 
and maintaining the client relationship. Advisory 
clients receive the benefit of quality management 
within a trust structure that serves their unique estate 
and investment planning needs.

Counsel Trust
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New business contact:
Michelle Diamond
Senior Vice President, Business Development
Phone: (615) 783-2540 
e-mail: mdiamond@cumberlandtrust.com 

Douglas Kirkpatrick
 AVP, Business Development
 Phone: (615) 783-2540 
 e-mail: dkirkpatrick@cumberlandtrust.com

States licensed/chartered in: Tennessee
Average relationship size: $1.5 million 
Total assets under administration: $1.8 billion
Custodian neutral: Yes
Number of relationships with advisors: 500+  

Fees 
Standard fee at 60 basis points (.60%).
Relationship fee quote provided on request.

In-house experts: 17 JD (Juris Doctor), 1 LL.M, 6 
CTFA (Certified Trust & Financial Advisor), 1 CPA 
(Certified Public Accountant) 

Trust accounting system: SunGard AddVantage
Supports directed trusts: Yes
Support delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

7-14 days
 Marketing support includes: In-person meetings 

with advisors, families and prospects, radio, 
brochures, whitepapers, product specific 
presentations and advisor-friendly website.

Cumberland Trust • 40 Burton Hills Blvd., Nashville, TN 37215 • www.cumberlandtrust.com

Focused on People, Their Needs and Their Values, Not 
Money Management.	Founded	in	2001,	Cumberland	Trust	
is an independent trust company that allows clients to retain 
their own investment advisors. Our focus is on the beneficiaries, 
their needs and their values rather than on managing financial 
assets. We believe that financial asset management and trust 
administration are different functions, requiring different skills 
and expertise, and so we offer a financial advisor-friendly plat-
form wherein our services are provided in conjunction with 
the expertise provided by the investment advisor. In essence, 
it’s a complementary relationship that allows advisors to build 
and protect their asset base while delivering a competitive, full-
service investment strategy for their clients.

No competitive threat to advisors. We do not offer invest-
ment management services. Therefore, we do not compete with 
advisors for their core business. 

No conflict of interest in the trust relationship. We are truly 
independent and avoid any conflict of interest that might arise 
by managing financial assets.

Excellent service as trust administrators. We focus on doing 
one thing well: trust administration. We devote all of our exper-
tise, financial resources, and time to providing our clients and 
their advisors the highest level of service. We work very closely 
with a family’s team of legal and tax professionals.

Competitive fee schedule . Our fees, when combined with 
your fees remains very competitive when compared to the fees 
of other full service corporate trustees.

Put your trust with us. Cumberland	Trust	has	provided	profes-
sional, comprehensive trust administration services for more 
than a decade. Our team of caring, committed professionals has 
vast experience in all aspects of trust and estate administration. 
We offer an extensive range of personalized, confidential servic-
es to help high net worth individuals preserve, protect and plan 
for	the	future.	Cumberland	Trust	is	headquartered	in	Nashville,	
Tennessee,	with	offices	in	Atlanta,	Austin,	Chattanooga,	Dallas,	
Memphis,	Knoxville,	and	Tampa.
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At	Dunham	Trust	Company,	we	help	our	clients	
develop wealth accumulation, asset protection, estate 
planning and distribution strategies specifically 
designed to meet their immediate needs while also 
planning for the future. 

To ensure that client-specific objectives are both 
addressed and met, we work closely with the trusted 
professionals in our client’s lives such as their financial 
advisors,	attorneys	and	accountants.	Because	we	take	
pride in building relationships that truly do last for 
generations, we take the time to establish personal 
relationships with each and every client

Jeffrey	Dunham,	Chairman	and	CEO	of	Dunham	
Trust	Company,	says,	“People	come	to	us	with	a	variety	
of needs, but all have the common desire to ensure 
that their retirement and estate planning goals will be 
handled in accordance with their wishes. These are 
extremely personal and meaningful matters to our 
clients, and to us. That’s why we provide all of our 
clients with personal access to me and to each and every 
member	of	our	team.”	

Protecting	and	safeguarding	the	wealth	that	one	has	
already accumulated is critical to the services we 
provide.	Dunham	Trust	Company’s	experienced	team	
helps to ensure that the transfer of a client’s estate to 
their heirs is achieved in an orderly, cost-effective and 
thoughtful manner. We take personal responsibility for 
every trust account, giving it the same care we would 
our own.

Dunham Trust Company • 241 Ridge Street, Suite 100, Reno NV 89501 • www.dunhamtrust.com

New Business Contact:  
Nicole M. Vance, Regional Director & Senior Wealth 
Planning Strategist 
Phone: (888) 438-6426 
E-mail: nicole.vance@dunham.com

States Chartered/Licensed in: Nevada 
Average Account Size: $1.5 million 
Total Assets under Administration: $3.46 billion 
Custodians supported: Works with all
Number of Relationships with Advisors: 100+

Annual Minimum Fees: 
Directed Trust 
Services: $3,500
Fee Scale:
First $1 million: 0.60% 
Next $1 million: 0.50% 
Next $3 million: 0.40% 
Over $5 million:   
Negotiable

 
 

Discretionary Trust 
Services: $3,500
Fee Scale:
First $1 million: 1.00% 
Next $1 million: 0.95% 
Next $3 million: 0.90% 
Over $5 million: 
Negotiable

In-house Experts: 2 attorneys with Estate and 
Trust Planning experience, 1 CTFA as well as 6 
external Regional Directors and 4 internal Regional 
Marketing Associates who provide Financial 
Advisors with business development and Trust 
sales support. 

Trust Accounting System: Infovisa
Supports Directed Trust: Yes
Supports Delegated Trust: No
Typical Timeframe for Acceptance of New Trust:  

3 to 10 days
Marketing Support Includes: Brochures, conference 

calls upon request, face-to-face meetings with 
advisors, clients and prospects.     
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First Foundation Bank • 18101 Von Karman Avenue, Suite 750, Irvine, CA 92612 • www.ff-inc.com

First	Foundation	Trust	offers	solutions	for	wealth	
creation now, and into the future. We understand 
that the wealth created by our clients provides for 
their well-being and represents their enduring legacy.  
We work hard to build trust, confidence and good 
communication between our clients and us. In doing so, 
we work together to fulfill the aspirations of our clients 
who entrusted us with these responsibilities.

Our approach offers generations of families a long-term 
advisor to maximize opportunities arising from a variety 
of life’s pivotal changes. We provide:
•	 high	touch	between	experienced	trust	professionals	

and their beneficiaries; 
•	 focus	on	carrying	out	the	qualitative	as	well	as	

financial goals of the our clients;
•	 comfort	and	experience	with	a	wide	range	of	asset	

classes, from financials to operating businesses, and 
from real estate to collectibles; 

•	 unbundled	trust	services;	and
•	 experience	in	innovative	trust	structures,	from	

QPRTs	to	Special	Needs,	from	Asset	Protection	to	
Intentionally	Defective	Grantor	Trusts,	and	from	
family banks to family foundations.

At	First	Foundation	Trust,	our	colleagues,	size	and	focus	
are our strengths.  Our Team’s experience provides 
peace of mind that each trust is managed in a flexible 
manner to reach its goal with excellent support.  Our 
suite of solutions makes us the best choice in private 
banking	with	depth	of	services	available	in	California	
and Nevada. 

New business contact: 
Douglas K. Freeman, JD, LLM -  
Director of Trust Services and Consulting   
Phone: (949) 732-6270 
e-mail: dfreeman@ff-inc.com

States chartered/licensed in: California and Nevada
Average account size: $1.8 million 
Total assets under administration: $430 million 
Custodians supported: Fifth Third, Matrix-MSCS, 

Schwab
Number of relationships with advisors: 30+

Fees
Annual minimum fee: $10,000
Fee scale: Tiered schedule by account type

In-house experts: 12 in-house experts, including 1 
CFP®, 1 CPA, 1 CISP, 3 CTFAs, 1 Ed.M., 1  J.D., 1 LL.M,1 
Ph.D.

Trust accounting system: Innotrust
Supports directed trust: Yes
Supports delegated trust: No
Typical timeframe for acceptance of new trust: 

Less than 10 days
Marketing support includes: investor education, 

market updates, thought leadership, and 
comprehensive multi-generational wealth 
management support.
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New business contact:
Andrew Crane 
EVP,  Business Development
Phone: (855) 75-TRUST
e-mail: andy@itcoa.com

States chartered/licensed in: South Dakota
Average account size: $1 million
Total assets under administration: < $1billion
Custodians Supported: Works with all
Number of relationships with advisors: 2,000

Fees (for directed and discretionary trust services)
Annual minimum fee: $4,000
Fee scale: 

$0-$3 million:  0.50% - 0.75%
$3-$5 million:  Please contact us

In-house experts: 12
Trust accounting system: Yes 
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

72 hours
Marketing support includes:  

Trust School, brochures, face-to-face meetings 
with advisors, clients and prospects nationwide.

ITC	is	a	South	Dakota	chartered	independent	trust	
company.	Founded	by	Santa	Fe	Trust,	one	of	the	
first advisor friendly trust companies in the US, 
ITC	is	owned	and	managed	by	entrepreneurs	with	
personal trust experience as grantors, beneficiaries and 
trustees. Our business model is based on Section 9 
of	the	Uniform	Prudent	Investors	Act	and	focuses	on	
delegation of investment management to our national 
network of referring advisors.

Originally founded in 1997, we grew by word of 
mouth	to	service	accounts	in	48	states.	Because	we	
have never advertised nationally, we attribute our rapid 
growth to our proprietary advisor training program 
known	as	Trust	School.	ITC	was	established	to	service	
the continued national demand for a trustee that is 
unaffiliated with any bank, broker dealer, RIA, attorney, 
accountant, insurance or other financial professional.

Because	we	have	been	clients	of	some	of	our	
competitors, we understand the demands advisors 
have in servicing high net worth clients. We act as 
an independent advocate to help advisors grow by 
identifying and closing trust opportunities. Our 
interactions are focused on building alignments of 
interest with referring advisors. Our conservative, 
disciplined commitment to maintaining our 
independence and rigorous adherence to our clients 
trust documents is the ultimate security for referring 
advisors.

Because	ITC’s	only	business	model	is	the	delegation	
of investment management, we are arguably the least 
conflicted	trust	provider	in	the	US.	Contact	us	today	
to learn more about ways to grow your book with 
trust clients, a major growing market for investment 
advisors.

Independent Trust Company of America • Post Office Box 3270, Rapid City, South Dakota 57709 • itcoa.com
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Wealth Management
Midland States Bank • 1201 Network Centre Drive • Effingham, IL 62401 • www.midlandsb.com

The	trust	administrators	at	Midland	States	Bank	average	
over 20 years of experience in the business, hold impor-
tant	degrees	and	professional	designations	including	 JD,	
MBA,	CFA,	CTFA,	and	CFP®,	but	what	truly	sets	them	
apart is the community bank service culture they pro-
vide to clients, co-trustees, and trust beneficiaries.

“We	have	incredible,	top-notch	expertise	on	this	team,”	
says	Patricia	Fong,	JD,	CFTC,	senior	trust	officer	at	Mid-
land	States	Bank,	“and	from	an	operational	and	compli-
ance perspective we’re right in line with all the biggest 
trust companies out there; but, to our clients we are still 
the local trust professionals who they have been working 
with,	in	some	cases,	for	20	or	30	years.”

The	list	of	services	where	Midland	States	Bank	has	deep	
and specialized expertise is extensive.

•	 Personal	Trusts
•	 Charitable	Trusts
•	 Estate	Settlement
•	 Specialty	Assets
•	 Settlement	Trusts
•	 Closely	held	businesses
•	 Farm	Management
•	 Wealth	Transfer

“We	have	been	thrilled	to	be	able	to	partner	with	some	
great investment professionals who have similar client 
service	philosophies.”		Pat	says,	“and	are	constantly	look-
ing	for	ways	to	add	value	to	these	relationships.”

Whether through education, fiduciary oversight, or trust 
accounting,	the	team	at	Midland	States	Bank	has	been	
adding this value for years. 

New business contact: 
Patricia Fong, J.D. 
VP Senior Trust Officer 
Phone: (815) 316 - 0222 
e-mail: pfong@midlandsb.com

States chartered/licensed in: Illinois
Average account size: $700,000
Total assets under administration: $1.070 billion
Custodians supported: Midland States Bank
Number of Relationships with Advisors: 50

Fees (for directed trust services)
Annual minimum fee: $3,500
Fee scale: 

First $1 million:    .50% 
Next $2 million:   .40%  
Next $2 million:   .35% 
Over $5 million:   negotiable

In-house experts: 10
Trust accounting system: Innotrust
Supports directed trust: Yes
Supports delegated trust: Yes
Typical timeframe for acceptance of new trust:  

2 - 4 business days

Marketing support includes: Institutional 
Investment Consulting, Trust education, and 
dedicated support team. 
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Millennium Trust Company • 2001 Spring Road, Suite 700, Oak Brook, IL 60523 • www.mtrustcompany.com

Expert Custody Solutions
Millennium	Trust	Company	is	an	industry	leading	custodian	
helping Advisors, investors and institutions do more by offering 
niche, expertly managed custody solutions for alternative as-
sets, private funds and retirement plan rollovers. We serve as a 
complement to services offered by other custodians. Our goal is 
to make clients more successful and productive by profession-
ally managing detailed transactions, providing timely reporting 
and offering best-in-class service.

We offer a seamless client experience and custody:

New business contact: 
Reggie Karas 
Managing Director  
Phone: (630) 368-5674 
e-mail: rkaras@mtrustcompany.com 
Regional Contacts in:  
Midwest, South/Mid-Atlantic, Northeast, West 
Phone: (866) 388-9419

States chartered/licensed in: Illinois 
Average account size: Self Directed IRA: $100,000
Total assets under administration: $12.2 billion
Custodians supported: Works with all 
Number of relationships with advisors: 1,000+

Fee scale:  
Automatic Rollover: Fixed fee 
Self Directed IRA: Fixed fee with cap 
Private Fund Custody: Low basis points

In-house experts: Private Placements, Private 
Equity, Promissory Notes, Real Estate, Precious 
Metals, Hedge Funds, Managed Futures, Private 
Funds, etc.

Trust accounting system: Innovest
Supports directed trust: Yes
Supports delegated trust: No
Typical timeframe for acceptance of new 

account: 24 Hours
Marketing support includes: Brochures, 

webinars, one on one meetings, conference 
attendance, website, whitepapers, e-newsletters 
and dedicated support teams. 

•	Private	Placements	
•	Private	Equity
•	Promissory	Notes
•	Real	Estate

•Precious	Metals
•	Hedge	Funds
•	Managed	Futures
•	Private	Funds

Consider The Alternative
As	an	innovator	in	the	financial	services	industry,	Millennium	
Trust is continually developing new custody solutions in re-
sponse to alternative asset trends, such as investment platforms 
for all asset types including both primary and secondary mar-
kets. We are not limited to serving as custodian for only indi-
vidual retirement and custody accounts. We can also provide 
custody for company retirement accounts, trusts and Separately 
Managed	Accounts	(SMAs).

Improve Transparency For Institutions And Investors
Millennium	Trust’s	Private	Fund	program	provides	a	solution	
for	Registered	Investment	Advisors	(RIAs)	and	Advisors	to	pri-
vate funds seeking greater transparency through an independent 
qualified	custodian,	in	compliance	with	the	amended	Custody	
Rule	206(4)-2	under	the	Investment	Advisors	Act	of	1940.	

Service Starts Here
Let	us	simplify	your	work,	reduce	your	overhead	and	optimize	
your business potential. We make it easy by offering:  
•	The	highest	levels	of	service
•	Secure	web-based	tools	to	access	account	information
•	The	utmost	respect	for	your	clients’	relationships
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New business contact: 
James Combs, President & CEO  
John Abbuhl, Chief Client Officer  
Corrine Smith, Marketing  
Phone: (877)527-3476
e-mail: info@nationaladvisorstrust.com

States chartered/licensed in: National Charter
Average account size: $1.2 million
Total assets under administration: $9.8 billion
Custodians supported: Through NATC’s multi-cus-

todial platform, the company provides integration 
with major industry custodians, including Fidelity, 
TD Ameritrade, Schwab and Pershing.

Number of relationships with advisors: 155 RIAs 

Fees: (for directed trusts and Agent for Trustee)
      Trusts Agent for Trustee
Annual Minimum Fee:  $4,500 $420
Up to $2 million    0.45%  0.10%
Next $3 million   0.40% 0.08%
Over $5 million  0.25% 0.06%
Over $10 million                Negotiable
Note: Shareholders of NATC have lower fees than indicated 
above and expanded services. Advisors may want to consider 
becoming a shareholder firm. Full fee schedules are available by 
contacting cs@nationaladvisorstrust.com. 

In-house experts: 6 Attorneys (J.D.), 1 Attorney with 
LL.M., 2 CTFAs

Trust accounting system: SunGard AddVantage™
Supports directed trusts: Yes
Supports delegated trusts: No
Typical timeframe for acceptance of new trust:  

5 business days
Marketing support includes: TRO private label trust 

marketing program and certification; CE accred-
ited educational programs; advisor study groups; 
training programs.

National Advisors Trust Company, FSB • 8717 West 110th Street, Suite 700, Overland Park, KS 66210  
www.nationaladvisorstrust.com

National	Advisors	Trust	Company,	FSB	(NATC)	powers	the	success	
of	Registered	Investment	Advisors	(RIAs)	with	profit-enhancing,	
conflict-free trust and custody services nationwide that promote busi-
ness growth and strengthen advisors’ client relationships. 

NATC,	the	largest	independent	trust	company	in	the	U.S.	owned	by	
RIAs, was founded on the belief that in order for RIAs to grow a suc-
cessful business, strengthen relationships with clients over multiple 
generations and provide holistic wealth management, advisors need 
conflict-free, comprehensive and flexible trust and custody services. 

The company provides advisors with the industry’s most advisor-
friendly trust solutions for growing their business and enhancing 
relationships	with	high	net	worth	clients.	NATC	is	an	independent	
trust company with no competing investment management services. 
Our fiduciary role complements advisors, and advisors own the client 
relationship.

Trust services are provided in every state in the nation, allowing advi-
sors access to a nationwide choice of tax favored trust situses, modern 
trust statutes, and customized trust administration. Additionally, 
NATC’s	sister	company,	National	Advisors	Trust	of	South	Dakota,	
provides RIAs with expanded trust services for high net worth clients 
who	wish	to	take	advantage	of	South	Dakota’s	unique	trust	jurisdic-
tion opportunities for protecting and passing on wealth. 

The	company’s	Trust	Representative	Office	(TRO)	program	allows	
trust-focused firms to market a full range of trust and trust custody 
services under their own brand with private labeled branding, and 
administrative	trust	services	provided	by	NATC.	The	TRO	program	
also	includes	educational	and	CE	accredited	programs	and	marketing	
support. 

NATC’s	world	class	service	is	distinguished	by	highly	responsive	and	
customized services to meet the unique demands of advisors’ clients, 
and strengthen advisors’ multi-generational client relationships. A 
multi-custodial technology platform, advisor support networks, and 
RIA-specific business tools further support advisors’ unique needs. 
With	NATC’s	solutions	and	practice	management	services,	advisors	
are able to focus their time on building and maintaining relationships 
with	clients,	while	NATC	works	in	the	background	to	deliver	technol-
ogy, services, programs and administrative support.
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New business contact:
Kevin Batterton, Managing Director
Phone: (212) 850-4055
e-mail: kbatterton@nyptrust.com

States chartered/licensed in: Delaware
Average account size: $3.5 million
Total assets under administration: $1.3 billion
Custodians supported: Works with all
Number of relationships with advisors: 50 

Fees (for trust services – directed or delegated trusts only)
Annual minimum fee:  

Directed trusts:   $4,500 
Fee scale: 
First $5 million:   0.35% 
Next $5 million:   0.25%
Over $10 million:   0.15%
Delegated trusts:   $6,000 
Fee scale: 
First $5 million:   0.55% 
Next $5 million:   0.40%
Over $10 million:   0.30%

Note: For non-discretionary trusts that hold only 
passive LLC interests, a flat annual fee of $5,000 is 
charged 

In-house experts: 2 attorneys plus a chief fiduciary 
officer

Trust accounting system: SEI
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

5 days or less 
Marketing support includes: Face-to-face meetings; 

attendance at sales meetings; assistance with 
marketing materials.

New York Private Trust Co. • 200 Bellevue Parkway, Ste. 150, Wilmington, DE 19809 • www.nyptrust.com

With	an	average	trust	relationship	size	of	$5.5	million,	
New	York	Private	Trust	Company	goes	toe-to-toe	with	
the	biggest	banks	in	the	country—but	the	firm	is	far	
different from those behemoths.

“Big	banks	are	typically	accused	of	being	bureaucratic,	
unresponsive,	uncommunicative	and	arbitrary,”	says	
Richard Trumpler, chief operating officer of the firm. 

“We’re	none	of	those	things.”	Instead,	New	York	
Private	operates	as	a	boutique,	providing	high	levels	
of personalized service, eschewing bureaucracy and 
priding itself on responsiveness.

The	firm’s	high	level	of	service	and	its	Delaware	charter	
tend to attract advisors and attorneys who have very 
large client relationships.

Its	solutions	are	tailored	to	an	advisor’s	clientele:	For	
instance,	it	charges	only	$5,000	a	year	for	administering	
trusts	that	hold	only	passive	LLC	interests.

New	York	Private’s	greatest	advantage	in	working	with	
advisors	is	that—unlike	many	banks—it	does	not	
manage investments, says Trumpler.

In	the	Delegating	trustee	arrangement,	NYPT	charges	
only an administrative trustee fee and delegates asset 
management to the advisor who has brought in the 
client,	subject	to	that	advisor’s	passing	NYPT’s	due	
diligence review.

“We	specialize	in	delegating	investment	management	
to	financial	advisors,”	he	says.	“Our	business	model	
is fundamentally different, and that’s why financial 
advisors	and	trust	attorneys	like	us.”

New York  
Private trust 

C O M P A N Y
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New business contacts:
Deb Erdmann – SVP Trust Officer
Gino Pascucci – Business Development
Phone: (702) 577-1777
Brian Simmons – VP/Trust Officer 
Phone:  (702) 507-0750  
e-mail: info@premiertrust.com

States chartered/licensed in: Nevada
Average account size: $1.5 million 
Total assets under administration: $1 billion+ 
Custodians supported: Works with all
Number of relationships with advisors: 3,000 +

Fees (for directed and discretionary trust services)
Annual minimum fee: $2,000
Fee scale: 

up to $1 million:   0.60%
next $1 million:   0.50%
next $3 million:   0.35% 
over $5 million:   negotiable

In-house experts: 4 CTFAs (Certified Trust Financial 
and Financial Advisor), 3 NCGs (National Certified 
Guardian), 2 CFPs (Certified Financial Planner),  
2 CISP (Certified IRA Services Professional), 1 QKA 
(Qualified 401(k) Administrator)

Trust accounting system: SunGard
Supports directed trusts: Yes
Supports delegated trusts Yes
Typical timeframe for acceptance of new trust: 

One business day after receipt of all documents
Marketing support includes: Quarterly webinars 

on trust topics, educational white papers, “Ask the 
Expert” questions, conference calls upon request, 
and personal client/ advisor meetings.

Premier Trust  
4465 S. Jones Boulevard, Las Vegas, NV 891039 • 190 Double Diamond Pkwy Suite 132, Reno, NV 89521 

 www.premiertrust.com 

Premier	Trust	was	established	in	Nevada	in	2001	by	
CEO	and	co-founder	Mark	Dreschler.	His	team	of	37	
members have a combined 200+ years of experience 
administering estates and trusts of all types and sizes; 
including personal trusts, asset protection trusts, and 
employee retirement programs.

Premier	emphasizes	a	team	approach	that	allows	it	to	
address client inquiries quickly in order to focus on its 
core value of administrative excellence. 

The firm does not manage investments; its clients 
maintain the relationships they have with their 
advisors. 

The firm’s top priority: building long-lasting personal 
relationships with its clients and assisting them in 
providing for their heirs in accordance with their 
wishes.

Premier	has	over	3,000+	relationships	with	advisors	
all	across	the	country.	Premier	provides	advisors	
with robust educational and marketing support with 
quarterly webinars, educational seminars, estate 
planning checklists, and conference calls upon request.
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As	a	Delaware-based	non-depository	trust	company,	
Principal	Trust	is	among	a	small	but	elite	group	of	
trust providers who offer financial professionals the 
advantages	of	a	Delaware	trust	—	while	at	the	same	
time supporting the advisor’s autonomy in a non- 
competitive arrangement.

Financial	professionals	manage	the	client	relationship	
and	trust	assets,	while	Principal	Trust	serves	as	
corporate trustee, focusing on administrative 
requirements. Advisors use their custodian to retain 
asset management oversight. This structure provides a 
portability advantage over other trust providers.

Through	the	company’s	Delaware	charter,	clients	
benefit	from	administration	under	Delaware	state	
laws that provide asset protection, state-level taxation 
exclusions, privacy and confidentiality, and the law of 
perpetuities.

Principal	Trust	allows	a	wide	variety	of	assets	to	be	held	
within a directed trust; including but not limited to: 
marketable	securities,	Limited	Liability	Corporations,	
Limited	Partnerships,	S	Corporations,	residential	real	
estate,	and	life	insurance.	Principal	Trust	administers	
Living,	Irrevocable,	Special	Needs,	Charitable,	Life	
Insurance trusts and more.  Acting as Agent, the 
company can also assist an individual trustee in the 
administration of their trust. 

Chartered	in	1899,	Principal	Trust	Company	is	
Delaware’s	oldest	non-depository	trust	company	and	
ranks	among	the	largest	in	the	nation.	In	1986,	they	
became	a	member	company	of	the	Principal	Financial	
Group®.

Principal Trust CompanySM • P.O. Box 8963 Wilmington, DE 19899-8693 • www.principaltrust.com

New business contact:
Jonathan Kelly
Director of Business Development
Phone: (800) 332-4015
e-mail: Kelly.jonathan@principal.com

States chartered/licensed in: Delaware
Average account size: $1.5 million
Total assets under administration: $130+ billion
Custodians supported: Works with all 
Number of relationships with advisors: 500+

Fees for directed trust services
Annual minimum fee: $3,000

Fee scale: NOT based solely on asset value; 
tailored for each client, group, and relationship 
in order to benefit the client and remain 
competitively priced.

In-house experts: 3 CTFAs, 1 CSNP 
Trust accounting system: InnoTrust
Supports directed trust: Yes
Supports delegated trust: No
Supports Special Needs trust: Yes
Typical timeframe for acceptance of new trust: 

7-10 days. Due diligence is performed upfront to 
expedite administration and future distributions.

Marketing support includes: Training and 
education for financial professionals, client 
information flyers, and customized marketing 
resource options at no additional cost.

Principal Trust Company

A member of

Financial 
 Group

Principal®
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New business contact: 
Lindsay Mersino, Account Manager 
Phone: (702) 522-2155 
email: lindsay@trustprovident.com

States chartered/licensed in: Nevada
Average account size:  

Trust Accounts: $2 Million  
Self Directed IRA’s: $175,000

Total assets under administration: $4.5 billion
Custodians supported: Works with all
Number of relationships with advisors: 3,000

Fees (for directed and discretionary trust services)
Annual minimum fee: $2,000
Fee scale: 0.55% for all asset levels

In-house experts: 5 tax and estate planning 
attorneys

Trust accounting system: InnoTrustt
Supports directed trust: Yes
Supports delegated trust: Yes
Typical timeframe for acceptance of new trust: 

48 hours
Marketing support includes: Brochures, webinars, 

one-on-one consulting for clients and prospects 
nationwide.

Provident Trust Group • 8880 W. Sunset, Suite 250, Las Vegas, Nevada 89148 • www.trustprovident.com

Provident	Trust	Group	prides	itself	on	its	nimbleness	
and	flexibility,	which	CEO	Theresa	Fette	says	springs	
directly out of its independence.

“If	an	advisor	comes	in	with	a	client	who	doesn’t	meet	
everyone else’s criteria, we can often craft a product or 
service that meets the client’s needs, allowing for quick 
decision-making.”

Provident’s	clients	include	multi-million	dollar	
corporations along with individuals, multi-generational 
families and self-directed retirement accounts.

“We	assist	clients	in	reaching	their	retirement	goals	
in asset classes that have never been available to their 
investment	portfolios	before,”	says	Fette.

Provident	is	proud	to	be	privately	owned	and	operated.	
They are not like big bank trust departments or firms.

At	Provident,	the	mission	is	to	eliminate	unnecessary	
red tape and focus on what really matters – delivering 
the highest level of service to meet clients’ needs. 
The	company’s	culture	of	finding	the	“Yes”	is	also	the	
“heartbeat.”
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Reliance	Trust	Company	of	Delaware	(Reliance	Trust	
of	Delaware)	is	committed	to	helping	advisors	build	
a strong business and achieve success. We work with 
advisors	to	offer	trust	services	that	preserve	the	advisor/
client relationship. Our advisor-friendly business model 
allows us to handle the trust administration for your 
clients’ trusts while you continue to manage the client 
relationship and provide investment advice to the trust. 

We understand your business and partner with advisors 
providing custodial services, investment management 
and client relationship management. With Reliance 
Trust	of	Delaware	serving	as	trust	administrator,	you	
keep the client relationship intact while drawing on the 
resources of a large, national trust company.

On	July	16,	2014,	FIS	subsidiary,	FIS	Wealth	
Management	Services,	Inc.,	completed	its	acquisition	
of	Reliance	Financial	Corporation	(Reliance)	and	its	
subsidiaries	including	Reliance	Trust	Company	of	
Delaware.	The	combination	of	FIS	and	Reliance	brings	
together two proven industry leaders with deep domain 
expertise to deliver a full-service wealth management 
and retirement offering.

We can work with your custodial platform so you retain 
the ability to manage the relationship, while keeping 
assets at your firm.Utilizing the open architecture of 
your firm’s platform you retain access to the same 
institutional-quality investment management firms 
and flexible investment solutions you are accustomed 
to. We respect your client relationships. Within the 
bounds of our fiduciary duties of loyalty, impartiality 
and disclosure to all beneficiaries, our trust officers will 
include you at the level of communication you require 
subject to the trust beneficiaries’ approval.

New business contact:
Robert Sajdak, SVP, National Sales Manager
Phone: (561) 515-5645 
e-mail: rsajdak@relico.com

States chartered/licensed in: Delaware, Arizona, 
Texas, Florida, Georgia, North Carolina, New Jersey, 
California and Illinois

Average account size: $650,000
Total assets under administration:  

More than $146 billion under management and 
administration ($113 billion retirement plans, $30 
billion outsourced operations, $3 billion personal 
trust and agency)

Custodians supported: Works with all
Number of relationships with advisors: 500+

Fees (for discretionary accounts, 10% discount for directed)
Annual minimum fee: $3,500 ($1,500 for Irrevocable 
Life Insurance Trusts)
Fee scale: 

50 bps on first $2 million;  
40 bps on next $3 million;  
30 bps over $5 million

In-house experts: 4 JDs, 14 CTFAs, 2 CFPs, 20 Trust 
Professionals; Average 13 Years’ Experience 
Trust accounting system: FIS TrustDesk®
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

72 hours
Marketing support includes:  

Brochures, product specific presentations, 
whitepapers, webinars, face-to-face meetings with 
prospects over $5 million.

Reliance Trust Company of Delaware • 200 Bellevue Parkway, Suite 220, Wilmington, DE 19809 • www.reliance-trust.com

C O M P A N Y  O F  D E L A W A R E
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New business contact:  
Antony Joffe, President 
Phone: (610) 234-0626 
e-mail: ajoffe@sterlingtrustees.com

States chartered/licensed in: South Dakota
Average account size: $7.5 million
Total assets under administration: $1.8 billion
Custodian-neutral: Yes
Number of relationships with advisors: 75

Fees (for directed and discretionary trust services) 
Fixed fee only, depends on size, type of asset held 
in trust

In-house experts: 2 JD (Juris Doctor),1 CPA (Certified 
Public Accountant)

Trust accounting system: QED Financial/Salesforce
Supports directed trust: Yes
Supports delegated trust: Yes
Typical timeframe for acceptance of new trust: 

72 hours
Marketing support includes: Face-to-face meetings 

with advisors and prospects/clients, brochures, 
speaking engagements, conference attendance.

Sterling Trustees LLC • 101 S Main Ave, Suite 310, Sioux Falls, SD 5 7104 • www.sterlingtrustees.com

Sterling Trustees is a privately held firm providing inde-
pendent trust management and administrative services to 
high net-worth families. Advisors working with Sterling 
can expect a conflict-free business model and a responsive 
partner, says firm president Antony Joffe.

“We	think	of	ourselves	as	a	high-touch,	high-service,	in-
dependent trust company. Objectivity drives all of our 
relationships,”	Joffe	says.		“We	also	offer	a	technology	ad-
vantage	that	many	other	independent	firms	can’t	match.”

Using	Sterling	ConnectSM, their proprietary, state-of-the-
art trust accounting system, Sterling takes on the fiduciary 
risk associated with delegated trusts by monitoring any 
investment advisor in near-real time.

This technology platform also enables Sterling to provide 
clients with access to an online portal where they can view 
current	balances,	asset	allocation	and	performance.		For	
larger trusts with multiple investment advisors, the system 
aggregates	data	across	those	advisors—providing	the	client	
with a consolidated view of their trust holdings, asset al-
location	and	performance.		Lastly	the	online	portal	allows	
families with multiple trusts to gate them for security pur-
poses.	For	example,	a	patriarch	can	monitor	all	the	trusts	
within	his	family,	while	a	grandchild	has	access	to	his/her	
account only.

The firm’s value proposition extends far beyond technol-
ogy, including special expertise in working with interna-
tional advisors and clients and in domesticating foreign 
trusts to the United States.

Sterling Trustees was founded on a guiding principle: inde-
pendence breeds success. The firm serves as a completely 
objective	trustee—clearly	separating	the	role	of	investment	
advisor from trustee.
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New business contact:
 Bill Russell, President

Phone:  (202) 537-9600
e-mail: brussell@tcatrust.com 

States chartered/licensed in: DC
Average account size: $750,000
Total assets under administration: $480 million
Custodians supported: Works with all
Number of relationships with advisors: 150

Fees (for directed and discretionary trust services)
Annual minimum fee: $2,500
Annual Administrative fee: .50%  
Fee Scale:  Fee breaks are offered commensurate 

with fee breaks offered by advisors

In-house experts: 2 JD, 1 CPA,1 MBA, 1 CTFA
Trust accounting system: SunGard Charlotte
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

1 to 3 days
Marketing support includes: Brochures, phone 

conferences, face-to  face meetings with advisors, 
clients and prospects nationwide.  Newly updated 
website with more useful Trust related information.

 

TCA TrustCorp America • 5301 Wisconsin Avenue, NW, Suite 450, Washington, DC 20015 • www.yourtrustee.com

TCA	does	not	manage	money	in	house	and	as	such	
will never provide a competitive threat to our advisors.

Instead,	TCA	TrustCorp	America’s	entire	line	of	
business depends on third party investment advisors.  

TCA,	in	business	since	1995,	was	a	pioneer	in	
providing unbundled trust services.

Just as important as the fact we will never compete 
with	you,	TCA	understands	personal	trusts.		Our	team	
of attorneys and trust professionals help make the 
investment	advisors	we	work	with	“look	good.”

In	addition	to	being	knowledgeable,	TCA	can	be	
extremely	flexible.		TCA	can	work	with	almost	any	
custodian,	and	TCA	can	hold	real	estate	and	other	
illiquid assets with the Trust structure.

As	an	added	benefit	to	our	advisors,	TCA	works	
hard to make the transfer of existing Trusts easy 
and transparent.  The opportunity existing for all of 
us has only expanded thanks to bank mergers and 
acquisitions which have helped create a large number 
of unhappy clients,  eager to move their Trusts to an 
experienced Advisor and a competent, reliable trustee.
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New business contact:
 Christopher J. McCutcheon,  

SVP/National Sales Manager
Phone:  (800) 877-7210 x7990
e-mail: Christopher.McCutcheon@lpl.com

States chartered/licensed in: National Charter
Average account size: $1 million
Total assets under administration: $130 billion
Custodians supported: Works with all
Number of relationships with advisors: 600

Fees (for directed and discretionary trust services)
Annual minimum fee: $4,200
Tax processing and return preparation fee of $475 will 

be charged annually
Fee scale: 

First $1M  65bps
Next $2M  55bps
Next $2M   45bps
Next $5M  35bps
Above $10M  25bps

In-house experts: 5 attorneys, 1 CPA
Trust accounting system: InnoTrust
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

7-10 days
Marketing support includes: Brochures, articles and 

white papers, webinars, business development 
mentoring.

 

The Private Trust Company, N.A. •4707 Executive Drive, San Diego, CA 92121 • www.theprivatetrustcompany.com

The	Private	Trust	Company,	N.A.,	an	affiliate	of	LPL	
Financial	and	licensed	in	all	50	states	under	its	1995	
national banking charter, serves as trustee, co-trustee, 
or agent for the trustee while specializing in delegating 
investment and relationship management to financial 
advisors. 

This model allows for clients and beneficiaries to 
utilize	the	experts	of	The	Private	Trust	Company	to	
provide professional trust administrative services while 
outsourcing the investment management services to 
their chosen financial advisor.

As a financial advisor or RIA, where do you find 
prospects with personal trusts? The best place to start 
is	in	your	own	book	of	business.	You	may	have	clients	
with trust accounts that are currently managed by a 
bank and are dissatisfied with the quality of service or 
investment performance of their account. 

For	these	clients,	it	may	be	possible	to	transfer	the	trust	
to	The	Private	Trust	Company	and	have	the	assets	
managed by you, their chosen financial advisor. New 
trusts	can	name	PTC	as	current	trustee	or	successor	
trustee to the grantor.

In	addition,	The	Private	Trust	Company	can	assist	
individual trustees in the administration of their 
trusts in our capacity as agent. Simply put, your client 
remains trustee while delegating administrative and 
operational	duties	to	PTC	for	the	purposes	of	ensuring	
compliance with the governing instrument and 
applicable state law. 

The Private Trust Company, n.a.
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Wealth	Advisors	Trust	Company,	an	independent	
corporate trust company, describes itself as a partner 
to advisors in helping to meet clients’ financial goals.

We	provide	6	distinct	advantages	for	advisors:

1)	Custodian	neutral

2)	Makes	process	of	changing	trustees	easy

3)	Does	not	manage	investments

4)	Teaches	advisors	how	to	grow	their	trust	business

5)	Innovative	SmartIRA™	helps	advisors	retain	
assets from one generation to another.

6)	A	trust	company	created	by	advisors	for	advisors

The	groundbreaking	SmartIRA™,	developed	by	
WATC,	is	revolutionizing	asset	retention	by	keeping	
client assets with you, the preferred advisor, even 
after your client dies.  This process has been featured 
nationally and is helping advisors reverse the 80% 
asset loss rate when clients pass away.

WATC’s	South	Dakota	licensing	allows	it	to	provide	
trust advantages including no state income or capital 
gains tax, unlimited duration trusts, self-settled asset 
protection trusts, and simplified trust decanting.

Its	team	includes	Chuck	Sharpe,	board	certified	in	
Estate	Planning	and	Probate,	with	expertise	in	estate	
and business succession planning, charitable giving 
and asset protection.

New business contact:
Christopher Holtby, Director 
Phone: (605) 224-4100 
Cell: (817) 715-1131
e-mail: holtby@wealthadvisorstrust.com

States licensed in: South Dakota
Average account size: $2.2 million
Total assets under administration: $180 million
Custodians supported: Works with all
Number of relationships with advisors: 75

Fees (for directed and discretionary trust services)
Annual minimum fee: $5,000, ILIT’s $1,500
Fee scale: 

First $2 million: 0.60% 
Next $3 million: 0.50%                       
Next $5 million: 0.40%   
Over $10 million: Negotiable

In-house experts: 1 CTFA (Certified Trust Financial 
and Financial Advisor), 1 JD (Juris Doctor),  
1 Board Certified in Wills and Estates Attorney,  
1 CPA (Certified Public Accountant),  
1 CFP (Certified Financial Planner)

Trust accounting system: Sungard Charlotte 
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

72 hours
Marketing support includes: Webinars, 

brochures, whitepapers.
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New business contact:
John Attwood 
Vice-President & Business Development
Phone: (800) 996-9000
e-mail: jattwood@ziatrust.com

States chartered/licensed in: New Mexico
Average account size: $1.5 million
Total assets under administration: $770 million
Custodians supported: Works with all
Number of relationships with advisors: 132

Fees (for directed and discretionary trust services)
Annual minimum fee: $4,000
Fee scale: 

First $1 million:   1.00% 
Next $1 million:   0.75% 
Next $3 million:   0.50% 
Over $5 million:   0.25%

In-house experts: 3 attorneys, 1 CFP (Certified 
Financial Planner)

Trust accounting system: Infovisa
Supports directed trusts: Yes
Supports delegated trusts: Yes
Typical timeframe for acceptance of new trust:  

2 days or less
Marketing support includes: Brochures, face-to-

face meetings with advisors, clients and prospects 
nationwide.

Zia Trust, Inc. • 6301 Indian School Road, NE Suite 800, Albuquerque, NM 87110 • www.ziatrust.com

Zia Trust is so serious about working with advisors 
that	it	brands	itself	as	“The	Advisors’	Trust	Company.”

The independent firm sets itself apart from 
competitors by focusing entirely on serving as 
trustee—while	working	in	partnership	with	advisors	
to serve advisors’ clients.

Zia boasts 10 trust officers and a very low ratio 
of trust officers to clients. Its trust officers have a 
combined 110 years of trust and estate administration 
experience.

Formed	in	2001,	the	firm	offers	experienced	trust	
management with most types of assets and fiduciary 
appointments.

Among its differentiators: The fact that it will serve 
as trustee of family owned, privately held businesses 
in trust.

The company serves trust beneficiaries in numerous 
states	with	various	types	and	sizes	of	trusts—from	
small family trusts to multi-million dollar accounts.  

Zia	Trust	also	has	branch	operations	in	the	Las	
Cruces/El	Paso	area	and	Santa	Fe,	New	Mexico.

Zia Trust, Inc.
The Advisors’ Trust Company SM
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