
 

Key publication for private-client audience, one part of master communications deliverables plan for Brown Brothers Harriman  
Wealth Management unit.  Supervised development of tone, look, and editorial presentation;  wrote content (including core text on 
back cover above right), and edited content generated by in-house talent.  
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Ghost-wrote and edited wealth planning,  product, and public relations pieces for Brown Brothers Harriman Wealth Management 
Quarterly, key publication for private-client audience. 
 



 

First in a series of white papers, one part of master communications deliverables plan for 
Brown Brothers Harriman Wealth Management unit, leveraging in-house expertise to brand 
firm as thought leader.  Developed and edited; content generated by in-house talent. 
 



 

Website for Brown Brothers Harriman’s high-net-worth audience (clients/intermediaries/family 
offices), one part of master communications deliverables plan for BBH’s Wealth Management 
unit.  Supervised development of tone, design, navigation, and editorial presentation.  Wrote 
core content (including text and linked pages in center column above) and repurposed tactical 
content (linked pages in left column).  Still in use. 



 

Conceived and wrote core talking points for Brown Brothers Harriman, circulated internally to 
establish and maintain consistent message to clients, prospects, consultants, and business 
partners.   
 

 
 
BBH Investment Management  
2006 Talking Points 
 
 

IM overall 

• AUM rose 9.3%, from $40 billion to $43.7 billion, led by our Institutional business, which 
grew by 10%. 

• We successfully redeveloped and rolled out BBH Online, our client account data service. 
This was one of our largest client-facing Investment Management projects to date.  The new 
version provides vastly greater information to our clients at lower cost to BBH, and is an 
important step in our PWM business plans, with the potential to become the principal channel 
for communication for many clients. 

• Almost $1 billion in equity assets were moved to our central account platform. 

• Marty Levine, with two decades of experience managing institutional real estate portfolios, 
oversaw the creation and rollout of a private real estate fund for our institutional and private 
clients. 

 
Institutional Fixed Income 

• BBH was voted #1 Captive Asset Manager in the Reactions Magazine 2006 Captive Survey, 
as well as cited as Top Three Best Bank/Letter of Credit Providers. 

• The “BBH Fixed Income Quarterly” was created and rolled out as the flagship publication for 
IFI, sent to every client and finding successful use with prospects and consultants. 

• Jeremy Shor, Director of Structured Products, was identified as one of “20 Rising Stars of 
Fixed Income, 2007” by Institutional Investor magazine. 

 
 
Private Wealth Management: 

• We successfully began the redefinition of roles for our Office Heads and Relationship 
Managers.   

• Seth Ward was brought in to become a strong leader of PWM in our Boston office. 

• The “Wealth Management Quarterly” was created and rolled out as the flagship publication 
for PWM, sent to every client and finding successful use with prospects and intermediaries. 

 
 
Trust Companies 

• Our trust companies were converted or merged into a National Trust Company, enabling us 
to provide trust services in all 50 states, while retaining our regional expertise. 

• New Trust professionals came aboard, providing a strong, experienced Trust presence in each 
of our Investment Management offices. 
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