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Mr. Palmer is a managing director of business consulting for Schwab Advisor Services. In addition to leading
workshops and roundtables across the West, he spends his time working one-on-one with advisors, addressing
the full array of business issues practices face. Mr. Palmer has over 15 years of experience in the financial
services industry. Before joining Schwab, he ran Comerica Bank’s Wealth and Institutional Management group
in the Bay Area. Previously, he held a senior leadership role at Wells Fargo Private Client Services, heading
strategy, marketing, training and financial planning. Early in his career, he was a financial advisor, advising on
more than $130 million in assets for high net worth clients. Mr. Palmer earned a bachelor’s degree from
Claremont McKenna College, and both a law degree and a master’s degree in international finance and
marketing from Georgetown University. He is a sailor, a pilot and an “optimistic golfer.”
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Schwab Advisor Services serves independent investment advisors and includes the custody, trading and support
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Much Greater Productivity
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‘Source: 2009 RIA Benchmarking Study from Charles Schwab, fielded February and March, 2009. Study contains
3 selfreporied data from 610 firms. Best-Managed Firms are defined as the top 20 percent of independent, fee-
based advisory firms in the study based on a composite score of irm growth, profitabilty, and productivity. SCHWAR




Motivation for Tech Purchases

Percent of Firms, $25MM+ Firms

Increase efficiency 95%

Enhance client service 90%
Enhance quality to reduce risk 84%
Scale with fewer new staff 82%

Differentiate the firm

Service new client types

‘Source: 2009 RIA Benchmarking Study by Charles Schwab, fielded February and March, 2009, SCHWAR
Study contains seff-reported data from 610 firmes.
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Important Information

Experiences reflected are not a guarantee of future
performance or success and may not be representative of your
experience.

Content and views expressed herein are for general
informational purposes only and not intended as customized
financial, accounting or legal recommendations. These
materials are confidential and proprietary to Charles Schwab &
Co., Inc. (“Schwab”) and are subject to change at any time,
without notice. Reproduction, distribution, adaptation, or
translation of these materials is strictly prohibited without
written permission from Schwab. These materials are
provided “as-is,” without warranties of any kind, either express
or implied.

For institutional use only.






