
The March 2026 Practice Management Clinic, Growing from
Analyst to Partner, explored a central challenge for the wealth
management industry: how to intentionally develop early-
career talent into advisors equipped to deliver integrated, high-
impact advice to ultra-high-net-worth families. Framed through
the lens of Wealth 3.0, Kristin Keffeler, Chief Learning Officer
of JFG Family Office, emphasized that while the concept of the
“integrated advisor” is widely embraced, it remains more
aspirational than operational across most firms.

The session explored what it will take to close that gap and
highlighted the need for more structured, scalable approaches
to training that go beyond technical expertise to include
communication, emotional intelligence, and cross-domain
collaboration. Through a combination of framework-setting and
peer discussion, participants examined both the promise and
the practical realities of developing human capital and
discussed how meaningful progress will not only require better
training, but a fundamental shift in how firms think about
advisor development. 

The 10 Domains of Family Wealth– Focus on the
Home Domain
The session opened with a grounding in the Ten Domains of
Family Wealth, reinforcing its role as a foundational framework
for organizing both client service and advisor development.
Participants were asked to identify their “home domain,”
whether rooted in wealth creation (technical disciplines) or
family capital (human dynamics), as a way to highlight how
most advisors enter the field with experience in one area but
limited exposure to others.
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The discussion highlighted that wealth management is still evolving from a loosely connected set of
disciplines into a more cohesive profession. Achieving that evolution will require not only better
training, but also clearer standards, stronger research foundations, and a shift away from legacy
approaches that rely heavily on fear-based narratives and siloed expertise.

Key Takeaways
The industry is in transition from a multidisciplinary field to an integrated profession.
There is a growing need for shared standards, ethical frameworks, and credentialing pathways.
Research in family wealth remains limited, pointing to an opportunity for greater rigor and
longitudinal study.
Education & training are the primary mechanisms for operationalizing the principles of Wealth
3.0.
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This exercise underscored a key structural challenge: the industry continues to be heavily weighted
toward technical expertise, while the capabilities required to navigate family dynamics,
communication, and decision-making remain
underdeveloped. The Ten Domains model provides a way to both diagnose this imbalance and chart
a path forward, offering a shared lens through which advisors can expand their range while
maintaining depth.

Key Takeaways
Most advisors begin with technical specialization, creating an imbalance that must be addressed
through intentional development.
The concept of a “home domain” helps clarify where capability gaps exist and where growth is
required.
The most effective advisors develop breadth across domains while maintaining depth in one
core area.
The Ten Domains serve as a practical organizing model for both training and client engagement.

The Four Components of Wealth 3.0
A central framework for the discussion was Wealth 3.0, the book co-authored by Kristin Keffeler with
Dr. Jim Grubman and Dr. Dennis Jaffe. The book outlines a forward-looking vision for the wealth
management industry, one that moves beyond siloed expertise toward a more integrated, human-
centered approach to advising families.

Building on this perspective, Keffeler positioned advisor development within the broader Wealth 3.0
model, which includes Practice, Professional Organization, Research and Education & Training.
While each component plays a critical role in advancing the industry, Education & Training emerged
as the most immediate lever for change, particularly in the context of human capital development.
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The Wealth 3.0 Advisor
The clinic also explored the concept of the Wealth 3.0 Advisor, often described as an “expert
generalist.” This advisor combines technical expertise with the ability to understand and navigate
the human dimensions of wealth, while also coordinating across multiple domains to deliver
integrated advice.
Importantly, participants emphasized that this role is not static. The needs of families evolve, and
the advisor must be able to adapt in real time. This involves bringing in different expertise,
shifting between technical and relational conversations, and responding to changing dynamics.
As a result, the integrated advisor is less defined by a fixed body of knowledge and more by a
mindset and a set of adaptable capabilities.

Key Takeaways
The integrated advisor role is dynamic and context-dependent, not a fixed endpoint.
Credibility requires a balance of technical depth and relational fluency.
Advisors must be able to orchestrate expertise, not just deliver it.
The industry widely supports this model, but execution remains uneven and incomplete.

The Nonspecialist Skills That Are the Foundation of Excellence
A central focus of the session was the set of “nonspecialist skills” that underpin advisor
effectiveness; skills that cut across all domains and are essential to building trust and delivering
integrated advice. These include emotional intelligence, communication, inquiry, and
collaboration.

Unlike technical skills, which are often taught through formal programs and certifications, these
capabilities are more difficult to codify and measure. As a result, they are frequently developed
informally, through observation, mentorship and experience. Participants noted that while firms
are increasingly investing in leadership training, coaching, and role-playing exercises, there
remains a gap in translating these efforts into consistent, repeatable outcomes.

 
Key Takeaways

Emotional intelligence and communication are foundational, not optional, for modern advisors.
The ability to ask thoughtful, open-ended questions is key to unlocking deeper client
engagement.
Collaboration across disciplines is a core competency required for integrated advice.
Experiential learning, through observation, mentorship and simulation, is critical to skill
development.
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Lessons Learned 
The discussion made clear that developing the next generation of advisors requires more than
incremental improvements to existing training models. While firms have made progress, particularly
in technical education, the industry lacks a cohesive, scalable approach to building the full range of
skills required for the Wealth 3.0 advisor.

Participants consistently pointed to the importance of experience-based learning, including being
in client meetings, participating in simulations, and engaging in mentorship relationships. At the
same time, there was strong recognition that these efforts are often fragmented and firm-specific,
raising the question of whether the industry should move toward more standardized training
frameworks or credentialing models that reflect the integrated nature of the role.

Most importantly, the session reinforced that progress will depend on intentional investment—of
time, resources, and leadership attention. Developing human capital is not a byproduct of doing the
work; it must be a deliberate priority. Firms that commit to this approach, balancing structured
education with real-world experience, will be best positioned to close the gap between aspiration
and reality, and to build advisors capable of truly serving the complex needs of today’s families. 
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