
SECRETS BEHIND SUCCESS

ver the last fi ve years, the registered invest-
ment advisory business has experienced con-
siderable growth. On average, the typical RIA 

fi rm has seen its assets increase by 20% year-over-
year since the beginning of 2009 and has nearly dou-
bled in size during this six-year period, according to 
InvestmentNews Research. This is a testament to both 
the skilled management of many RIA fi rms, as well as 
investors’ increasing demand for independent advice. 

A handful of fi rms have progressed much faster than 
the average RIA growth. Edge Capital is one of them. 
Edge has increased assets under management by 
nearly 1,000%, to $2.7 billion, since opening its doors 
in 2007, becoming one of the largest, fastest-growing 
fi rms in the fi nancial advice industry.

Recently, Edge executives Harry Jones, Will Skeean, 
Elizabeth Mackie, AK Hendrix, Dennis Sabo and Bill 
Maner sat down with the InvestmentNews Content 
Strategy Studio to discuss their approach to growth, 
staff  development, client service and the selection of 
personally invested providers like Pershing. In doing 
so, they reveal the secrets behind the success of Edge 
Capital.

IN: What was it like navigating through the fi nancial cri-
sis as a start-up, and what did it teach you?

Harry: When we started the business in 2006 and opened 
our doors in 2007, we hadn’t factored the fi nancial tsu-
nami of 2008-2009 into our business plan. But surviving 
and even thriving during that time showed us the wisdom 
of our original plan, which stressed independence, and it 
helped us sharpen the focus of our client and service mix. 
This impressed potential clients who had been watching 
what we would do during the crisis. The experience also 
showed us that we were in the sweet spot of our indus-
try, because the RIA model for high–net–worth individ-
uals and institutions was where investment assets were 
fl owing. 

IN: How did the fi nancial crisis change the way inves-
tors saw the industry?

Bill: The fi nancial crisis really raised investor awareness of 
the types of people and fi rms in charge of their portfo-
lios. It also revealed that many prospects were unhappy 
with their existing advisor relationship. The more that 
investors experienced the pain of this period, the more 
they began to consider working with an advisor from an 
independent model such as an RIA. As an RIA, we feel 
that our fi rm can better provide objective advice to cli-
ents, and we also have more fl exibility and freedom to 
seek the best solution for every client. 

IN: What was your original vision for the business and 
has it changed?

Elizabeth: We had three core tenets: First, a dedication to 
clients and making sure that each client experience is su-
perb. Second, a focus on the growth of each team mem-
ber, ensuring that they have a path to development. And 
fi nally, not being afraid to change. Any fi rm that wants 
to grow organically at the pace we have grown must be 
willing to make tough decisions and change its technolo-
gy, systems and infrastructure along the way. Those were 
our tenets when we started the fi rm, and they remain our 
core beliefs today.

IN: What di� erentiates you from other RIA fi rms?

Harry: Our clients are truly clients of the fi rm, not clients 
of a single advisor. There was to be no key-man risk be-
cause we wanted to create a very sustainable business. 
The only way to do that is by having a deep team that 
doesn’t operate in silos. 

IN: How does the team approach work?

AK: Every client works with a three-person team made up 
of a senior advisor, a portfolio manager and a client spe-
cialist. This approach helps ensure that there always will 
be someone familiar with the client available to help. In 
general, our clients are entrepreneurs who expect a high 
level of service. Since we also are an entrepreneurial com-
pany, we understand that, and everyone at Edge works 
very hard to provide excellent service to every client.  

IN: What makes your team work so well together?

Elizabeth: Many of us knew each other before we came to 
Edge, and we all trust each other. I came to Edge just as 
it was getting started. The entrepreneurial spirit and the 
team of people who were here made me not even think 
twice about making the move. When I look back, I can see 
how risky it was. But at the time, I could tell just by looking 
at the team I knew it was going to be something great. 
The move just seemed natural.

IN: How does the relationship among the people at 
Edge translate into success?

Dennis: In the throes of the fi nancial crisis, it was hard to 
manage money, much less a fi rm. It was hard to have con-
fi dence in a new business. But we had confi dence in each 
other, and we still do. And that confi dence, I believe, is felt 
by everyone at the fi rm and our clients. It makes it possi-
ble for us to continue to attract great team members and 
the most desirable clients.

IN: How do you plan to continue your phenomenal 
growth? 

Harry: We have grown from zero assets when we opened 
our doors in 2007 to $2.7 billion today by always follow-
ing our business plan. The plan emphasized attracting 
and developing exceptional talent and focusing on core 
markets that have great demographics and on those that 
have less competition. Three of our four core markets 
are in the top 10 wealthiest demographics in the country. 
We plan to continue to expand following the same basic 
strategy. It was always our intention to be a national and 
even global fi rm. 

IN: What is your demographic reach?

Will: We launched in Atlanta and have expanded to Tam-
pa, as well as Charlotte, Dallas, Houston and Lexington, 
Kentucky. We have a national client footprint with con-
centrations in the Southeast and the Southwest. We 
also have international clients. We expand to markets 
that we believe are high-growth areas, and where we 
can also serve specifi c client or team member needs.

IN: Why did you select Pershing to help serve your 
clients? 

Elizabeth: We actually had a di� erent clearing and custo-
dian provider when we started. But after the fi nancial cri-
sis, we decided we wanted to build a long-term relation-
ship with a fi rm that could provide more of what we and 
our clients needed, including a wide range of business 
solutions. Our experience during the changeover showed 
us that we had made the right decision by going with 
Pershing. Its team managed to make the switch seamless, 
for us and for our clients.

IN: What other factors infl uenced your decision to 
choose Pershing?

Harry: Pershing – and its parent company, BNY Mel-
lon – are very fi nancially stable fi rms, which is critical to 
ensuring the safety of our clients’ assets. Pershing also
has great execution and reporting capabilities, as well as 
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HOW PERSHING CAN EMPOWER GROWTH

Pershing Advisor Solutions’ relationship management executives Gabriel Garcia and 
Lisa Craff ord discussed with the InvestmentNews Content Strategy Studio how Pershing 
helps professionally managed, growth-oriented advisory fi rms such as Edge Capital 
grow their business.

Serving HNW and UHNW investors. Our clients look for more than just the basics from 
a custodian. They increasingly look to us for more robust technology and investment 
solutions as well as proactive, fl awless service execution to attract and retain HNW and 
UHNW investors and solve for the complex needs that these investors have.

Private banking. Our parent company, BNY Mellon, has hired dedicated private bankers 
to sit within our offi  ces and to work exclusively with our clients to provide fi nancing for 
myriad reasons from jumbo mortgages, to investment credit lines, to buying planes and 
funding large life insurance premiums. Twenty percent of our RIA clients —including 
Edge—have accessed this service.

Bank and brokerage custody. This recently integrated and reporting platform solution 
provides advisors the ability to serve their clients through one single access point. No 
other custodian off ers the combined solution, the same service team and, eventually, the 
same technology. With many clients requiring or desiring a bank custodian for 
certain assets, this gives our advisors the fl exibility of diff erent platforms but the 
effi  ciency of a consistent way of doing business.

Critical support as RIA fi rms expand. Being a multi-regional RIA fi rm like Edge is 
challenging in many ways. There is increased compliance oversight, and a need for a
more nimble technology platform as well as people who are comfortable working with 
teammates they don’t necessarily engage with face to face. We provide support at all 
fi rm levels for technology, marketing and practice management.

Strategic business consulting at the relationship management level. We purposely 
structured the service experience so that clients have regular access to the people who 
process their work. We also solve their problems with a systematic approach to address-
ing key and critical business issues.

Access to global markets. We clear and custody in almost 70 foreign markets, in foreign 
ordinaries, multi-currency and ADRs. We serve clients in 50 countries. This capability 
allows our advisors to compete against the global banks for the global mobile popula-
tion.

We strive every day to support, enhance and enable the growth of our RIA client fi rms 
such as Edge Capital. For RIAs who work with Pershing, being independent does not 
mean being alone.

creative lending structures. It provides great service not only to our clients, 
but also to our team. It understands our needs, as well as those of our cli-
ents.

IN: Why is Pershing a good fi t for your clients?

AK: Pershing is very fl exible and creative operationally. Our clients don’t 
have plain vanilla fi nancial issues. This often means we are dealing with 
something new or unusual, and need someone who can help us fi nd a solu-
tion. For example, one of our clients was developing a medical treatment 
facility and needed fi nancing options. Pershing helped us with that. Its rela-
tionship with BNY Mellon means it can o� er a lot more in the lending area 
than the usual custodian. We also have o� shore clients with specifi c report-
ing needs, and Pershing accommodates those as well. Pershing is a very 
open-architecture fi rm, and it helps us fi nd solutions for our clients. 

IN: Where does Pershing fi t in Edge’s future?

Will: Our future success is predicated on our team. We have really excep-
tional people here, but our team is broader than that and includes relation-
ships like the one we have with Pershing. We are very proud of where we 
are, but we’re even more proud of where we’re going. We’re investing in 
our team, we’re investing in our tools, we’re serving our clients and we’re 
building relationships to make sure we have the right skill sets and the right 
providers for the future. Pershing is part of our team.

This is a sponsored special feature, developed by the InvestmentNews 
Content Strategy Studio, and supported by Pershing LLC, a BNY Mellon company.
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“Any fi rm that wants to grow 
organically at the pace we’ve 
grown must be willing to make 
tough decisions.”
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