Why are you raising fees now?

The last time our firm raised fees was in 2018. During that time, we’ve heavily invested in resources to better serve you, but absorbed these costs over time. Industry and regulatory changes have also dramatically impacted the cost of doing business. 

We aren’t changing fees to boost profits. We are making a decision that is in the interest of serving our clients by making sure we can hold to the standard of service we believe you expect and deserve, invest in projects and platforms to help our clients better track and accomplish their goals while ensuring the sustainability of the firm.

That requires us to attract and retain the best talent, invest in the most useful technology and research, and stay ahead of regulatory changes.


How do Integrated’s fees compare to their competitors?

Each year, Integrated participates in multiple benchmarking studies to better understand how we compare to others providing financial advice. We spent the last few months conducting a thorough evaluation of our business to ensure that we can stay at the forefront of our profession while providing you the best possible service. 

What makes our firm different from most other firms is we separate out financial planning and asset management fee schedules. Said differently and more succinctly: we wanted to create a business model that allowed us to deliver massive value to our clients that wasn’t predicated around them having a certain minimum balance in their portfolio.

We realize that our financial planning pricing structure is “felt” more than an assets-under-management fee structure. When we “normalize” our fee structure against our competitors that would charge a very “healthy” assets-under-management fee structure, it’s recently come to our attention our fees are not aligned with the full breadth of services and value we offer to clients.

Given the changes in the industry, we have decided that it is time to align our fees with the level of comprehensive service we deliver.


If I have assets that you are managing, is that fee going up as well?

No, our asset-under-management fee schedule is staying the same and is not changing. Your assets under management vary depending on market performance, and therefore actual fees vary each cycle. As mentioned above, we have a different business model than most firms of our size and that are delivering a client experience like ours. The vast majority of those firms are charging an assets-under-management fee schedule that is, given market research, anywhere from 75% - 100% higher than our fee schedule. As mentioned above, we never wanted our ability to deliver massive value to a client be predicated around how much money they had to invest, which is why we’ve broken up those services into two separate fee schedules. This fee change is for the financial planning services.


I’m not sure I want to pay the higher fee…

I understand this is a change, and I understand your reaction, but I believe strongly in the value we deliver. I believe that great, uncompromised, and specialized financial advice delivered through a great client experience shouldn’t be expensive—it should be priceless. Our purpose in making these changes is to ensure that our fees are fair for the service we provide and that we honor our commitment to provide you with the level of service and professional advice that we believe will help you reach your goals. 

If you don’t feel that the cost of services is fair for the value we deliver, while I truly value our relationship, I understand and would be happy to refer you to a more generalist advisor who may be a better fit for you. 

I’ve been a client for a long time. I feel like my situation is on autopilot. Why should my fees be going up?

You feeling like your situation is on autopilot is something I take as a compliment! That’s exactly how we want our clients to feel!

That said, I completely understand the question.   

I can point to a number of situations in which we’ve often earned a lifetime of fees just from helping a client avoid one investment mistake. We can never know what the mistake will be or when it will come, but we are constantly acting as a steady hand at the wheel for your portfolio and financial life to avoid mistakes that might derail your financial plan, leading to you having less money for yourself or your heirs.

Even though plenty of stories come to mind where we’ve helped clients avoid six-figure investment mistakes (or worse!), in my opinion, I think we more often are helping clients avoid little mistakes that add up and compound over time to make a big difference. 

From a financial planning perspective, different seasons of life require different levels of planning strategies and attention. Big life events often drive heightened degrees of planning activity. The years leading up to and years right after the day you retire are times of heavy tax planning. 

In short, everyone will have a different value that they place on financial stability, security, and peace-of-mind.

We’ve also heard from some of our “already-successful-before-working-with-us” clients that have started and continued to work with our firm because we are their “bad financial decision-making insurance policy”—we’re there to help them ensure that decisions they make with their money are the best decisions to make, the first time around. Mistakes can be expensive.

From both a planning and an investment perspective, not making changes is different than being “on autopilot.” We review your portfolio as well as your ongoing life circumstances, along with your tax returns and your estate plan multiple times each year to ensure that staying the course is the correct choice. You might recall some updates we’ve made along the way as a result of this continuous and ongoing supervision and oversight. We also tend to be more active in the times just before and just after changes to tax law.

Our purpose in making these changes to fees is to ensure that our fees are fair for the service we provide and that we honor our commitment to provide you with the level of service and professional advice that we believe will help you reach your goals. 

Note: We aren’t changing fees simply to boost profits, we are making a decision that is in the interest of serving our clients by making sure we can hold to the standard of service we believe will best help you achieve your goals while ensuring the sustainability of the firm.

If you don’t feel that the cost of services is fair for the value we deliver, while I truly value our relationship, I understand and would be happy to refer you to a more generalist advisor who may be a better fit for you. 


Can we negotiate?

We’ve been very intentional about aligning our fees with the value of the services we provide, and they are not negotiable.  

Our purpose in making these changes to fees is to ensure that our fees are fair for the service we provide and that we honor our commitment to provide you with the level of service and professional advice that we believe will help you reach your goals. 


How often do you plan on raising fees moving forward? Should I expect this again soon?

We haven’t raised fees since 2018. This decision was not made lightly and we do not want , so it is hard for me to speculate on when this might happen again. 

One of the ways we are hedging against sudden changes in the future is to build in a small inflation adjustment to take place on an annual basis. This adjustment will happen automatically with our processing system and you will, like always, receive email confirmations on these adjustments. Transparency is a core value that will continue to guide our processes and communication.


How often have you raised fees in the past? Can you give data on the increase in our company’s expenses?

We haven’t raised fees since 2018. More recently, we have adjusted our fee schedule for new clients, but not established/legacy clients, even as the cost of doing business has increased.

We also felt a bit of an ethical imbalance with the business as well: we have been providing very similar services to old clients that we are providing to new clients, but at a fraction of the cost. While we have greatly appreciated the tenure of our long-standing client relationships, we felt that now was the time to realign our clients’ fee schedules.

In order to remain a sustainable, independent firm that puts your interests first, we must compete for the best talent, provide competitive benefits, invest in the most useful technology and research, and stay ahead of regulatory changes.

As we move forward, our goal is to ensure that we provide clients with best possible experience, service, and advice. 
