
Wealth of  Information
A Communication for the Wealth Management Group of LaSalle Bank

A Note from mAry Jo

New opportunities. More growth.
This month’s message is dedicated to our outstanding Wealth Management Group. You should 
be proud of your accomplishments and I admire your professionalism as you go about your daily 
responsibilities. There are many changes occurring around us at this time and despite these 
distractions, you are staying focused on your clients. These efforts are paying dividends. Our 
business is staying strong, we are implementing new revenue initiatives, and our clients are 
receiving excellent service. 

Client retention is a key area where I feel we are making great strides. Consistently putting their 
needs first can be hard given the uncertainty in our work environment.  It is a challenge that each 
of us can meet by making every client feel like 
the most important client to the bank. Continue 
talking to your clients and contacts, spend time 
with them. Make them feel at ease during this 
unique time in our history. Even if you are not in 
a client-facing role, let your colleagues know you 
are here to help should any need arise. 

In the midst of the changes at the bank, each 
of you should take advantage of every possible 
chance to acquire new skills or develop profes-
sionally. A time of change is usually ripe for such opportunities. Doing so will offer lasting results.  
By keeping an open mind to new leadership or learning opportunities, you can grow in ways that will  
benefit you now and stay with you for the long term, regardless of where you are or what you are doing. 

Along with individual development, I see real progress in our group as a whole. Last week I sent 
a note to all of you with just a few of our recent success stories. These briefs provided impressive 
examples of what we can achieve when we work together – whether it’s expanding an existing 
client relationship or turning routine assignments into new business. Everyone involved should be 
congratulated for their initiative, responsiveness and team work. I am inspired by all you have done 
and know that we can continue to reach similar heights as we look for ways to expand our revenue.

This is a time of change for the bank and for each of us personally. The future may not be as 
apparent as we would like it to be, but eventually more clarity will come. In the meantime, I 
encourage you to keep working as a team, celebrate each success, and stay focused on your 
clients. We are all in this together.

Warm regards,

July 2007

WEALTH 
MANAGEMENT 
STRATEGY

•  Deliver Holistic Advisory 

Services

•  Treat Each Client as the 

Most Important Client of 

the Bank

•  Deepen Client 

Relationships

•  Become Known as the 

Provider of Choice for 

the Commercial Banking 

Business Owner

•  Focus on our Target Market 

of Individuals/Families with 

Liquid Wealth of $2 Million  

or More

Our Mission

LaSalle Bank Wealth Management will  

be the trusted advisor to our clients and  

their families who value our consultative,  

objective and customized approach to  

wealth preservation and growth.
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tAke ActioN

Focus on Service Quality

Making each client feel like the most important 
client in the bank takes ongoing commitment. 
Through our actions, we demonstrate our 
dedication to clients every day. 

This renewed emphasis on quality will be key 
to achieving our 2007 target revenue growth 
as we continue to bring value to our clients. 

As a reminder in IL, we have discontinued flex 
time (summer hours) so that all staff can be 
available to ensure the highest level of service 
during client hours, 8:30 a.m.– 5:00 p.m. As 
always, thank you for your commitment and 
hard work!

WM Division Cross Sales Contest 

Our first-ever division sales contest for cross 
sales is in full swing. This event is a fun way 
to recognize the business development efforts 
of our teams. We encourage everyone to pull 
together to uncover opportunities! 

The prize 

The winning team will be awarded two 
adjoining Cubs skyboxes with catering for 
the July 17, 7:05 p.m. game against the San 
Francisco Giants. 

Contest rules 

As you are aware, all closed business from 
June 1 to July 6 is eligible for the contest, such 
as DDA, money market, mortgage, custody 
account, investment management account, or 
brokerage account. The total number of closed 
pieces of business by team will be divided by 
the number of team personnel. 

Full credit for the business goes to the referring 
team and half credit goes to the recipient unit. 

Example: If Custody refers a DDA to Team 
Brown, Custody would get 1 point and Team 
Brown would receive 1/2 point. 

Teams

Each contest leader keeps track of the closed 
business for their team.

Wealth Specialty Units  
Includes Custody, Guardianship, Estate, Tax, IRA 
Contest Leader – Gail Levine 

Wealth Suburbs  
Includes Wheaton, Hinsdale, Highland Park and 
Lake Forest 
Contest Leader – Paul Becker 

Wealth Team Merlin 
Wealth Team Taylor 
Wealth Team Center 
Wealth Team Griffin 
Wealth Team Brown 

Important: The BDOs and the Wealth 
Management Mortgage Group should 
be considered partners in this effort and 
hopefully they can join the winning team on 
the 17th. Also, depending on which team wins 
and resulting ticket availability, you may be 
able to bring a guest. 

The winning team 
will be awarded 
two adjoining 
Cubs skyboxes 
with catering for 
the July 17 game 
against the San 
Francisco Giants
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Provide insight to 
the customer by 
using your industry 
experience and 
business acumen 
to reveal an 
unrecognized problem, 
an unforeseen 
opportunity or 
an unanticipated 
solution. 

A recurring theme in recent SPIN articles has been value creation. We’ve stressed that through 
insight — as opposed to information — sellers create value. But perhaps you’ve wondered where 
true insight comes from and how you can keep providing it to your customers.

Think about the last few times you’ve won business, but your offering wasn’t the cheapest. Why 
did your customers choose you over your lower-cost competitors? What did you provide these 
customers beyond product and service for which they were willing to pay a premium? What did 
you know about the competitive landscape that was valuable to your customers? That knowledge 
you shared was insight — important information to your customer that differentiated you from 
your competition. And that knowledge allowed you to develop a solution for which your customer 
was willing to pay a higher price.

So, how do you keep gaining insight to share with your customers? Approach every customer 
interaction with the intention of exchanging insight for learning. Provide insight to the customer 
by using your industry experience and business acumen to reveal an unrecognized problem, an 
unforeseen opportunity or an unanticipated solution. In return, you will receive new information 
about your customer’s business and industry that you can later trade as insight with other 
customers. This value exchange loop will allow you to build an ever-stronger arsenal of insight.

But you must be constantly aware of new opportunities for learning. Otherwise, you will run out 
of insights as inevitable changes in the marketplace pass you by.

What are you learning from your customers that keeps you competitive in the marketplace? 

SPiN – HutHwAite® tiP of tHe moNtH 
The Exchange of Insight for Learning 

weAltH mANAgemeNt mArketiNg timely NewS

Family Office Forum Update

Online Solution Highlighted  
at Annual Event 

LaSalle Wealth Management showcased 
CashPro® Family Office at the 14th Annual 
Family Office Forum, held June 5–7 at the 
Marriott in downtown Chicago. More than 350 
people attended this year’s event, including 
75 families representing a total aggregate net 
worth of over $2 billion. Our innovative online 
tool was well received by the marketplace as a 
unique banking solution for family offices.

Learn More

CashPro Family Office was featured in last 
month’s Wealth of Information newsletter. 
This online solution greatly simplifies daily 
workflow for small and large family offices. 
Brochures are available through Resources, use 
inventory number 000-BR22859, and through 
eMarketing Central (browse by Transaction 
Banking/Treasury Management - Domestic 
and then select CashPro Family Office). The 
brochure presents brief testimonials from family 
office managers who are currently using the 
service — which is a great selling tool. For more 
information on CashPro Family Office, please 
contact Gabrielle Griffin. 
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PeoPle oN tHe move
Warm Welcome 

Karen Collingsworth-Crusse joins the WM team as a trust administrator in Troy, MI. Karen is a 
practicing attorney with over ten years experience in estate planning and trust administration. She 
has spent the last six years associated with the firm Talpos & Arnold, P.C. We are thrilled to have 
Karen join our group.

Office Consolidation

In view of recent staff departures, the WM Hinsdale and Wheaton offices are being consolidated 
and relocated to the new West Suburban Hub office in Elmhurst effective late July. Team 
members include: Paul Becker, Group Senior Vice President; David Valenti, Senior Vice President; 
John K. Lowry, First Vice President; Michael T. Gustafson, Vice President; David C. Schmidt,  
Vice President; and Robert Finley, Officer; Sandra Gibney, Betty Harrell, and Gabriela Szabo.

New Responsibilities

Effective with Marty McGinn’s departure, all AASU (IL & MI) organizational process and 
procedures will become the responsibility of Rosanne Ficaro. Reporting to Rosanne will be Illinois 
Team Leader Samantha Chavers. The AASU teams in MI and IL continue to develop their core 
competencies, which allows for the opportunity to promote from within. 

As you know, the Wealth Management 
businesses are highly regulated. Last 
month, we experienced three regulatory 
examinations. It was a huge task to 
gather all the documentation requested 
by the examiners. Thank you to all Wealth 
Management personnel who helped prepare 
for these examinations:

•  The Office of the Comptroller of the 
Currency (OCC) began an examination of 
the Trust and Fiduciary business on June 
18, and a comprehensive anti-money 
laundering examination on June 20.

•   The National Association of Securities 
Dealers (NASD) has already completed 
their routine examination of Wealth 
Management Security Services.  

As a reminder, if an examiner should contact 
you directly, please call Dave Jonke or Sandy 
Kuta. They can help answer any questions and 
gather the appropriate documents, freeing 
you to spend more time with your clients.

comPliANce corNer
Regulatory Examinations
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The ability of your investment portfolio 
to withstand severe volatility will be an 
important consideration in evaluating your 
long-term financial security. A Monte Carlo 
analysis is a set of iterations that randomly 
tests historical volatility patterns against 
an investment portfolio to determine the 
likelihood or probability of achieving an 
expected return.

Typically, when long-term capital sufficiency 
projections are developed, a single capital 
appreciation rate is selected for evaluation 
purposes. When a single rate of return is 
used, the results are “linear” in that the 
single rate is uniformly applied to provide 
an expected return. As a result, the 
equity portion of your capital is constantly 
appreciating, so that there is no opportunity 
to test the impact of negative performance on 
investment capital.

While not a flawed approach, the use of a 
single expected rate of return can provide 
a false sense of security. To overcome 
the drawbacks of this linear approach, an 
alternative method of capital sufficiency 
evaluation, known as a Monte Carlo analysis, 

is available. This type of volatility analysis 
can be extremely helpful and informative, 
although the term “Monte Carlo” is 
unfortunate in that the analysis is anything 
but a gamble.

It is a commonly applied analytical technique 
among financial planning and investment 
professionals, and it is a useful measure 
of the impact of volatility. The Monte 
Carlo analysis is based upon a series of 
iterations, most often ranging between 250 
and 1,000, to develop a trend. The series 
of iterations will demonstrate the “best 
case” scenario (the highest attained level 
of capital sufficiency) and the “worst case” 
scenario (the lowest attained level of capital 
sufficiency). Ideally, the worst case scenario 
will not result in a negative capital shortfall.

The Monte Carlo analysis can be a helpful 
tool to determine the likelihood or probability 
of achieving an expected return. Essentially, 
this type of analysis is used to predict the 
impact of volatility on an investment portfolio 
and the resulting impact on one’s long-term 
financial security. 

HoliStic Advice
Monte Carlo Analysis

Wealth of  Information

Please continue to email your questions, comments and suggestions to our 
lotus notes mailbox: Wealth Management Suggestion Box.

This type of analysis 
is used to predict the 
impact of volatility 
on an investment 
portfolio and the 
resulting impact 
on one’s long-term 
financial security.
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Sylvia Rodriguez more than rose to the occasion when she was called with a rush request 
for an important customer in our division. The client needed to get his son Euros for a trip the 
son was taking the next day. Sylvia was able to get the currency and had it messengered to 
the customer the next morning. She was extremely helpful and made the bank look great! Her 
willingness to step in and get the job done is very much appreciated.

Service Quality Award Winners Week 4 

Meredith Edwards 
Nicole Gilmore 
Samantha Chavers, Alexis Zemaitis and Gil Pizarro 
Kim James

Honorable Mention

Samona Bridges  
Sandy Ufen 

Above ANd beyoNd

Illinois 
July 11  
Take Your Children to Work Day

July 13  
Day at the Races for Commercial Customers

July 25  
Access Chicago Tradeshow

Employee Day at Ravinia

Quarterly Business Continuity Awareness 
Session

July 30  
Employee Day at Ravinia

Michigan
July 11  
Take Your Children to Work Day

dAteS to remember


