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THE SCHOFF GROUP OF UBS:
READY TO PARTNER WITH YOU

ELIZABETH LANDRY

-
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Back Row: Stephen Wilson, Bill Schoff, Josh Tomko, Oresta Kaznovska, Barbara Fraser, Emily Titus, Alex Wilson, Nick Ward, and Krista

Sciera. Front Row: Samantha Maley, Bryan Schoff, Katie Titus, and Michael Valenti

ust over an hour outside of Syracuse, in a
nondescript office park nestled in a Rochester
suburb,
The Schoff Group of UBS Wealth Management is
celebrating.

I's mid-January, and Forbes has just released
their annual list of Best-In-State Wealth Manage-
ment teams to which they were named. The Forbes
rating is compiled by SHOOK Research and award-
ed annually in January, based on information from a
12 month period ending March of the prior year.
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Eligibility is based on quantitative factors and is not
necessarily related to the quality of the investment
advice.

After nearly three years of remote work, the team is
finally back together in the office and ready for some
celebratory cake.

For over thirty years, The Schoff Group has carved
out a distinguished reputation in wealth manage-
ment by serving high-net worth families, corporate
stock plans and not-for-profit organizations. Led
by Managing Director Bill Schoff and with Senior
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Vice President Katie Titus, the team is comprised of 13
multi-generational members, and has nearly $3 billion
in assets under management as of December 31, 2022.
Schoff  describes their philosophy as not
product-oriented, but solution-oriented, and attributes
their success to an ability to recognize and fill gaps in
the marketplace.

Partnership Culture

One such recognition was realized in the Fall of 2021
when the group formally added Institutional Consultants
Michael Valenti and Samantha Maley. The team had
been working with institutional clients of all kinds for
years but would often have to outsource business to
other specialist teams at the firm. Years of working with
corporate stock option plans showed Schoff the value in
providing a fully integrated service offering and when
the opportunity to add an institutional-specialist team
arose, it felt like fate.

“For years, our team had provided high-level wealth
management for high and ultra-high net worth families,
entrepreneurs, and corporate executives, and we
focused on executive stock plans at public companies.
The addition of these two top professionals offered us
the opportunity to reach a broad array of clients in the
institutional marketplace without having to outsource...
the synergies there are fantastic. Frankly, | don’t know
of another team in the country that offers everything that
we offer in a one-stop shop,” says Schoff.

Valenti and Maley were enthusiastic about joining the
team. “Our goal is to have true relationships in this
business, not just with clients but within our team. It's
not enough to simply work together... the magic
happens when everyone feels like they're rowing in the
same direction. It was immediately apparent that The
Schoff Group had built their team on the same
principles” Valenti said.

“‘Mike” and “Sam” had spent the majority of their
careers working for a Rochester-based money manager
where they developed their relationship-centric approach
to client interactions. They focused primarily in the
Central New York region serving high net worth
individuals, endowments and foundations, hospitals,
religious organizations, construction trades unions,
contractor business owners and everything in between.

Maley looks back at this time with great fondness.
“Mike put who knows how many thousands of miles on
his car, visiting clients daily...up and down the NYS
Thruway...Syracuse, Utica, Binghamton, repeat...pick
any town and he can tell you the top three lItalian
restaurants there!l He always insisted on having
in-person interactions when he could, and no
destination was too far or request too mundane to be
there for a client.”

www.syrabex.com

Back in their Rochester-based office, The Schoff Group prefers
in-person to virtual communication.

The depth of relationships forged during this time, and
the recognition that those clients had a diverse set of
needs soon led the ValentiiMaley team to seek out
industry partners that could provide the sophisticated
solutions required. They were already acting in a
consultative capacity for many of their relationships but
could only offer a limited set of investments and services.

"Having the ability to problem-solve and design
portfolios that were not bound to one investment
manager was really attractive to us,” said Valenti.

The move to UBS and Schoff's team made perfect
sense.

Business Better than Usual

As one of the largest wealth management firms in the
world, UBS has all of the resources one expects from
that descriptor; teams of research analysts conducting
manager due diligence, cutting edge financial planning
software and cybersecurity protocols, a staggering
array of investment choices.

The combination of world-renowned resources and a

boutique firm delivery model set the firm, and this team,
apart.
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From Left: Bill Schoff, Managing Director- Wealth Management; Katie Titus, Senior Vice President; Bryan Schoff, Senior Vice President; Michael
Valenti, CIMA®, Senior Institutional Consultant, Senior Vice President; Samantha Maley, CIMA®, Institutional Consultant, Vice President,

“Our ‘product’ is our team and our service. Our job is
to listen to a client’s individual needs and connect them
to, not sell them, a solution,” Maley says. “Katie calls it

L]

‘business better than usual’.

The team represents the best of what the financial
services industry has to offer, comparable to teams in
cities like Boston, New York, Chicago but focused on
the regional community.

“The local aspect of it is very important because our
business is based on relationships. We think that in order
to have a truly trust-based relationship, you have to feel
comfortable and confident that the person knows and
understands your situation and is there physically to
provide support. So many of our competitors are
Zooming in for meetings once a quarter at most, they’re
not on the ground in the territories they serve. None of
the contractors or trade unions we work with could do

their jobs virtually, and neither can we,” Valenti explained.

One particular area of focus is in educating clients on
all of their financial services related options. Years of
experience have revealed a desire amongst clients of all
types for education. Whether it is helping employees
understand their compensation and stock benefits, a
small business owner to optimize their retirement plan
structure, families wealth plan for generations, or a new

Samantha, Michael, Bryan, Katie, and Bill strategize
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plan trustee to understand their fiduciary duties, the team
prioritizes learning and growing alongside their clients.

Titus likens the team’s particular set of investment
and financial knowledge to the specialty knowledge and
training required in the construction trades. “You get the
best welders, electricians, plumbers, etc.... and
everyone comes together to produce the best product.
What we’ve done is bring together those same
specialists in our various lanes and we can provide a
truly comprehensive solution,” she said.

Future-ready: A Multigenerational Team
for Multigenerational Clients

The recent additions have not only expanded The
Schoff Group’s suite of service offerings but
strengthened an already flourishing multigenerational
dynamic. Senior teammates have an industry average
of more than 30 years and bring that experience to bear
mentoring colleagues.

“We want clients to feel that they have a relationship
with the whole group, not just an individual, Schoff says.
“None of our awards or recognition can be credited to
one person alone, so developing a deep bench of talent
is a huge priority.”

In some cases, succession plans have been in the
works since the team’s inception. Second generation
member Bryan Schoff has taken a prominent leadership
role and is at the forefront of innovation for client portfolios.

“We know circumstances are constantly changing- in
the markets and for clients individually. We’ve been able
to utilize technology not to depersonalize our service,
but to make the intensity of it more scalable,” he says.

Titus emphasized the importance of succession
planning in sustaining a business’s success.
“Construction businesses are oftentimes family owned
and they pass from one generation to the next. Skills are
honed over time and passed down, while incorporating
new ideas and technology. Our business is the same.

www.syrabex.com



Institutional Consultants Michael Valenti and Samantha Maley joined
The Schoff Group in the fall of 2021.

The generational diversity brings breadth and depth to
our organization. We have longer-tenured folks like Bill,
Steve, Barb, myself who can mentor newer peers, and
in turn the newer members bring a fresh perspective
and identify with clients in a different way.”

That generational connection is key for the group to
prepare for one of the largest wealth transfers in history,
as baby boomers move out of the workforce and into
their later years. Bryan says they are cognizant of what
this portends for clients' changing needs. “We're
constantly educating ourselves for the next stage,
estate planning, cash flow modeling... and using our
tech. tools to enhance oversight, efficiency, and most
importantly, communication.”

Beyond their daily collaboration, the group meets
weekly to discuss topical items and strategize, staying
ahead of the curve. As she looks toward the future, Titus
muses on the possible challenges ahead. Market
volatility, ever-changing tax codes, inflation uncertainty...
tough conversations broached with clients daily.

“l think the idea of developing a partnership with
clients really sprung from a desire to make them feel
like we were in it together. To help put them at ease in
uncertain conditions... to always answer the phone, be
proactive, and really understand every individual
circumstance. We have witnessed a yearning in the

Emily, Nick, Krista, and Oresta are always ready to talk with clients

www.syrabex.com

marketplace for a high-touch model. That should be the
industry standard, and we lead by example,” Titus says.

Bolstered by adding Valenti and Maley, The Schoff
Group is poised for growth. The group will continue to
bring its talents to clients across the country, while
contributing to their local community.

“Apart from just growing our business, a big goal of
ours is to become an even greater member of the
community,” said Maley. “We want someone to read our
names or see our faces and know they are in excellent
hands. There’s no reason the talent of our team should
be a well-kept secret! We would love to count everyone
reading as clients in the near future, and we’re ready to
start logging miles again.”
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Lasting relationships.
For all that matters.

You have a vision for how you want to live for today, tomorrow and beyond. We start by asking the right questions
to uncover what's most important, and then work with you to create a plan to help you pursue it. Along the way, we
offer advice that addresses every aspect of your financial life, at every stage of your life. For some of life’s questions,

you're not alone. Together we can find an answer.

Firm profile
Assets Experience Research

$2.8t 160 600*
gl(;)zbzally as of Q4, }Iiiirr?c(i)jzrclir\]/?ce global analysts, strategists

and economists

World rank

1 Team stats

Best Private Bank for UHNW Formed: 1988 Visit our WE%SIte tobllﬁa.rn 'more about
Clients, per Euromoney private Depth: 12-strong team our :[eam and capabillities:

banking survey (2017, 2019) Strength: $3bb in assets advisors.ubs.com/schoff
The PWM/The Banker Global Private Banking as of March 2023
Awards are based on information from January
to December of the prior year. UBS paid a license The Schoff Group
fee for use of the rating. The rating is based on UBS Financial Services Inc. 400
quantitative factors and is not necessarily related .
to the quality of the investment advice. The rating Linden Oaks Rochester, NY 14625
applies to UBS AG which is the parent company of 585-218-4568
UBS Financial Services Inc. and does not relate to

the quality of the advisor’s investment advice.

advisors.ubs.com/schoff % UB S

See disclosurers on reverse.



For more information on third party rating methodologies, please visit ubs.com/us/en/designation-disclosures

The information contained in this article is not a solicitation to purchase or sell investments. Any information presented is general in nature and
not intended to provide individually tailored investment advice. Investing involves risks and there is always the potential of losing money when you
invest. The views expressed herein are those of the author and may not necessarily reflect the views of UBS Financial Services Inc. UBS Financial
Services Inc. does not verify and does not guarantee the accuracy or completeness of the information presented.

Neither UBS Financial Services Inc. nor its employees (including its Financial Advisors) provide tax or legal advice. You should consult with your legal
counsel and/or your accountant or tax professional regarding the legal or tax implications of a particular suggestion, strategy or investment, including
any estate planning strategies, before you invest or implement.

UBS Institutional Consulting services are advisory services and clients should read the ADV Disclosure document applicable to UBS Institutional
Consulting carefully before entering into a Consulting Services Agreement with UBS Institutional Consulting.

There are two sources of UBS research. One source is written by UBS Wealth Management Research (“WMR"). WMR is part of UBS Global Wealth
Management & Business Banking (the UBS business group that includes, among others, UBS Financial Services Inc. and UBS International Inc.), whose
primary business focus is individual investors. The second source is written by UBS Investment Research. UBS Investment Research is part of UBS
Securities LLC, whose primary business focus is institutional investors. The Individual report style, length and content are designed to be more
easily used by individual investors.

The research reports may include estimates and forecasts. A forecast is just one element of an overall report. Differences may sometimes occur between
the individual and institutional reports with respect to interest rate or exchange rate forecasts due to differences of opinions. The analysts preparing
individual and institutional research use their own methodologies and assumptions to make their own independent forecasts. Neither the institutional
forecast nor the individual forecast is necessarily more reliable than the other. The various research content provided does not take into account the
unique investment objectives, financial situation or particular needs of any specific individual investor. If you have any questions, please consult
your Financial Advisor.

As a firm providing wealth management services to clients, UBS Financial Services Inc. offers investment advisory services in its capacity as an SEC-
registered investment adviser and brokerage services in its capacity as an SEC-registered broker-dealer. Investment advisory services and brokerage
services are separate and distinct, differ in material ways and are governed by different laws and separate arrangements. It is important that you
understand the ways in which we conduct business, and that you carefully read the agreements and disclosures that we provide to you about
the products or services we offer. For more information, please review the client relationship summary provided at ubs.com/relationshipsummary,
or ask your UBS Financial Advisor for a copy.

CIMA® is a registered certification mark of the Investment Management Consultants Association, Inc. in the United States of America and worldwide.

© UBS 2023. All rights reserved. UBS Financial Services Inc. is a subsidiary of UBS AG. Member FINRA/SIPC. ci-uss-767555393.v2  Exp.: 04/30/2024
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