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For this new series, we have asked guest bloggers from established financial advisory firms to 

provide their views on a range of topics. TruAdvice is a growing investment advisory firm dedicated 

to helping advisors gain the support they need to build and run successful businesses. We asked 

Chris Sleight, TruAdvice founder and successful wealth manager, to participate in a Q&A around 

trends in the industry.

WisdomTree: What do you see as some of the biggest challenges to advisors’ success today?

Sleight: Many advisors are leaders in their communities. They provide important services to families and 

businesses in their areas. And I’ve noticed that many of today’s advisors are often publicly successful but 

privately stressed. And rather than running their business, their business is running them.

It’s not surprising, because today’s advisors need to be able to provide great advice and the highest level 

of client service, while simultaneously running their businesses, staying on top of the markets and keeping 

up with changing regulations in order to be successful. So, I think one of the biggest challenges they face 

when they’re trying to do it all themselves is the potential for burnout. A problem is that when this happens, 

it can have a waterfall effect on the community, because if they fail, a family or business can fail, and the 

entire community can end up getting hurt.

WisdomTree: What do you think advisors can do to avoid this?

Sleight: John Bowen of CEG Worldwide interviewed about 300 CEOs to find the qualities leaders have in 

common. What he discovered is that successful leaders make sure they get their own time first, before they 

share themselves with clients or colleagues or anyone else. First, they get up early and get their workout 

in (they know it won’t happen if they don’t do it first). Next, what may surprise some people to learn is that 

the most successful business leaders often meditate, pray or recite affirmations in order to start their day 

on a positive, calm note. Then they go to work. It’s like that idea that on an airplane you need to put on 

your own oxygen mask before helping those around you.

WisdomTree: And how can advisors find balance?

Sleight: We believe that advisors should focus on the things they do best and then find the best resources 

they can to help with the rest. For example, a comprehensive advisory service platform can provide 

the support advisors need for things like marketing and compliance, tools for client management—and 
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more—taking away much of the burden of day-to-day business management. Another idea is to incorporate 

model portfolios into their businesses.

WisdomTree: How can model portfolios help?

Sleight: We believe that model portfolios provide a number of advantages for advisors who embrace them. 

They can:

• Enable advisors to spend more time with clients, as they spend less time managing assets

• Help meet regulatory requirements, as there are defined processes

• Make it easier to scale the business, as they can streamline investment management

• Streamline the review process, as there are fewer stories to learn

• Help advisors reinforce their value

WisdomTree: How do model portfolios help advisors reinforce their value?

Sleight: We believe an advisor’s value is based on three things—investment consulting, advanced 

planning and being the client’s advocate. Model portfolios can help them in all of these areas as they 

provide clients with:

• Access to broadly diversified portfolios designed to meet their unique objectives in one investment

• Institutional-quality model portfolios built by teams of experts (often CFAs and PhDs) whose only job 

is to build and manage these model portfolios

• Exactly what they expect, as the processes that model portfolios are built with are very disciplined and 

unlikely to be influenced by emotions or to have any style drift or other surprises

Clients hate surprises, and when advisors can provide quality investment portfolios that do what they’re 

designed to do, that reinforces their value.

WisdomTree: What do you think may be holding advisors back from embracing model portfolios?

Sleight: Well, many advisors think their value is in managing the assets, but that’s simply not always the 

case. The advisor’s true value is in knowing their clients as well as they know themselves, so they can 

build their comprehensive financial plan and then find the right experts and model portfolios to help them 

achieve their goals.

Remember that institutions have been using model portfolios for a very long time. That’s what families 

need, too. The families our advisors serve expect their advisor to help them find the best model portfolios, 

but they don’t expect—or want—them to actually manage the assets. They want the advisor to do the due 

diligence and to help them find the best model portfolios to meet their specific goals.

In my experience as an advisor, the last thing I would talk to clients about was actual investments; I wanted 

to learn about their families, their businesses, their hobbies and their values, dreams and fears first. How 

else could I even begin to know which investments might be right for them?
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WisdomTree: Are all model portfolios created equal?

Sleight: I think that model portfolios are kind of like mobile phones. If I still have a flip phone, sure I have 

a phone, but I’m falling behind, and it will become harder and harder to communicate with me over time. 

The advent of ETFs allowed people to get diversification in a typically lower-cost solution. Now, ETF model 

portfolios are the equivalent of today’s smart phones—we believe they’re the future of investing.
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Important Risks Related to this Article

Diversification does not eliminate the risk of experiencing investment losses

This material contains the opinions of the author, which are subject to change, and should not to be 

considered or interpreted as a recommendation to participate in any particular trading strategy, or deemed 

to be an offer or sale of any investment product, and it should not be relied on as such. There is no 

guarantee that any strategies discussed will work under all market conditions. This material represents an 

assessment of the market environment at a specific time and is not intended to be a forecast of future 

events or a guarantee of future results. This material should not be relied upon as research or investment 

advice regarding any security in particular. The user of this information assumes the entire risk of any use 

made of the information provided herein.

This material has been prepared without regard to the individual financial circumstances and objectives of 

any investor, and the appropriateness of a particular investment or strategy will depend on an investor’s 

individual circumstances and objectives. Investors and their advisors should consider the investors’ indi-

vidual financial circumstances, investment time frame, risk tolerance level and investment goals. Investors 

should consult with their own advisors before engaging in any transaction.

Neither WisdomTree nor its affiliates, nor Foreside Fund Services, LLC, or its affiliates provide tax or legal 

advice. Investors seeking tax or legal advice should consult their tax or legal advisor. Unless expressly 

stated otherwise, the opinions, interpretations or findings expressed herein do not necessarily represent 

the views of WisdomTree or any of its affiliates.

WisdomTree makes no representation as to the suitability of any advisor, including the advisor providing 

this information, and WisdomTree does not endorse, recommend or guarantee the services of any advisor, 

including the advisor providing this information. WisdomTree urges each investor to carefully evaluate 

any advisor whom such investor may consider hiring, and such investor is responsible for monitoring the 

advisor’s investment performance, fees and all other aspects of such relationship. WisdomTree will not 

supervise or monitor the advisor’s activities or an investor’s account, nor is WisdomTree responsible for 

the selection or performance of an investor’s investments.

WisdomTree has no discretionary authority or control with respect to how any advisor manages an 

investor’s investment assets. WisdomTree disclaims any responsibility or liability for any damages arising 

from an investor’s decision to engage the services of an advisor, and encourages each investor hiring 

an advisor to ask about the advisor’s relationship with WisdomTree and whether it has any arrangements 

with WisdomTree or its affiliates (such as the opportunity to provide information on WisdomTree’s website), 

which may cause the advisor to recommend WisdomTree ETFs over other investments.

WisdomTree and Foreside Fund Services, LLC, are not affiliated with the entities mentioned.
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