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 In the past few years, it has become clear that many of the New Mexico state registered 

investment advisors (“RIAs”) approach their clients a number of ways.  Some are hourly fee-only 

advisors, some solicitors for other advisors or managers, some manage passive portfolios, some 

are active managers, and some are employees of broker-dealers and conduct transactional busi-

ness.  Some branch out and offer tax advice and prepare tax returns, some sell insurances and 

annuities. What is it that you do? 

 As the landscape continues to change in the industry, it is import to pay attention to 

your duties to the client.  As an RIA you have a fiduciary duty to do what is in the client’s best 

interest, always.  Advisors typically work for a fee, often a percentage of assets under manage-

ment (“AUM”).   What does that fee “buy” for the client?  What value do you offer? 

 I was recently asked to write a description of my duties in my current position as a Com-

pliance Officer.  The goal was to determine what the specific functions and responsibilities were 

for “my” compliance officer position.  What are the key duties?  What are the underlying duties?  

What skills are needed?  How much and what type of education is desired?  Who are my stake-

holders?  Who do I communicate with, at what frequency and how? 

 This exercise was difficult.  Initially, coming up with the time to do it was tough.  Over 

several days, when my brain was not otherwise engaged, it kept drifting back to this job descrip-

tion exercise.  I considered things I do that are essential and things that are not.  I was able to be 

honest about some of my skills that do offer value and some that need further development.  

Most importantly, I thought about how the individual in a position can really affect those they 

work with and for.   

 I would challenge you to take some time and go beyond your firm’s mission statement 

and write your job description.  Whether you work in a single-person shop or a large office, you 

will benefit from this exercise.  What is necessary to do your job?  What skills are desired?  Who 

do you report to?  What is needed to keep your knowledge current and your skills sharp?  How 

do you impact those around you and how often?  Expect only the very best from yourself and 

deliver that to your clients.  We are going to hold you to a high standard, hold yourselves to a 

higher one. 


