
 

 
 

“Investors don’t have to be in every asset class especially when certain classes 
are at bubble valuations…At times diversification can actually hurt you 
particularly when you are in an asset class you shouldn’t have been in the first 
place.” 
 
That approach (passive asset allocation) doesn’t sit well with Alan Lancz, an 
independent registered investment adviser in Toledo, Ohio, who says eight 
former clients of LPL advisers have joined his practice since 2007. 
According to Lancz, several said they had asked their advisers to change 
their model portfolios as the market's crash began, but wound up being 
stonewalled. The firm’s model portfolios are “great from a marketing point 
of view,” Lancz says, but they can go sour on clients who want flexibility. A 
person familiar with the company confirms that the model portfolios don’t 
allow midstream tweaks; but the person adds that advisers have the option to 
use “open architecture platforms” that offer more choice in managing 
clients’ investments. 

 
 

 

 
As a veteran financial adviser, Alan B. Lancz tackles a range of tricky issues, from taxes to retirement planning. But 
in the case of a particular group of well-heeled clients he serves, matters are made especially complex by the fact that 
these individuals tend to retire no later than age 40 and often spend half the year in Russia, Finland or Canada. 
 
Oh, and they're also known for having exceptionally high dental bills. 
 
In case you haven't already guessed, Mr. Lancz concentrates a part of his 
practice on professional hockey players. And, he says, they take their money 
no less seriously than the traditional high net-worth crowd of corporate 
executives and blue-blooded family scions. 
 
"They're texting us right before a game in the locker room," says Mr. Lancz, 
whose self-named firm is based in Toledo, Ohio. 
 
Mr. Lancz is pursuing a strategy familiar to many advisers: Target a 
professional group as a way to establish and grow your practice. The adviser 
obviously benefits monetarily, but so can the clients, who get an adviser 
attuned to their common needs and goals. 
 
Investors looking for advisers can find a wide range of specialists, ranging 
from those who target a broad base—say, the medical or legal communities—to those who set their sights on a more-
selective group of investors—say, prep-school teachers in New England. 
 
Most advisers come upon such target clientele naturally. They might have a friend or relative in the field, or they 
might be situated in an area where such professionals are based. The latter was true in the case of Mr. Lancz, whose 
office is located 20 miles north of Bowling Green State University, home to a national championship-winning hockey 
team. "Initially, it was just a matter of working with a few people we knew from the school," says Mr. Lancz, adding 
that the practice grew thereafter largely from referrals. 
 

ALAN LANCZ says some LPL 
customers defected to his firm 
during the crash because they felt 
their LPL advisers balked at 
adjusting their portfolios 



 
 
 
 


