
What was the turning point for you in deciding to change 
careers?
I loved my previous career in medical sales—it was exciting, ever-
changing, and challenging, and financially supported my family 
goals. The one glaring issue was that my job controlled me and left 
my family at home on holidays and weekends without me. I wanted 
so badly to be in a job where I would feel that I was helping others 
and making a real difference, but I saw the toll it was taking on my 
wife and how it would interfere with our goal of having a family. 
Wealth management, especially in the independent space, and 
especially at Morton Capital, provided me with the opportunities I 
had been wishing for from an altruistic standpoint, an autonomy 
standpoint, and a challenge standpoint. At Morton, I can really have 
it all and not be in a position where I have to choose between my 
career or my family.

What lessons have you learned from your past work life that 
you’ve brought to MC?

I spent every working day in the operating room with people way 
smarter than I was. Some had more years of education and more 
years of experience in orthopedics than I had on this earth. Yet 
these brilliant individuals turned to me for guidance, strategy, 
and understanding of the current medical situation they were 

facing in order to work together as a team and provide the best 
solution with the highest probability of success for the patient 
on the operating table. What I quickly realized about medicine, 
that I now find true with finance, is that no one person, no 
matter how trained or well-studied, can know everything. Both 
fields change daily with new information or breakthroughs that 

can turn each industry upside down. The orthopedic surgeons, 
clearly experts, realized that the biggest value I could bring them 
was my ability to get them answers, not know all the answers. 
I would see 10+ ankle surgeries per month, yet some surgeons 
would perform five all year long. I saw what they were doing at 
different hospitals (e.g., the VA vs. the university), their different 
approaches or ways of thinking. I could call on colleagues or 
experts within my company or even at competing companies to 
see if their product was better suited for the procedure at hand. 
The most important part of my relationship with my surgeon 
customers was that I truly understood them, could explain what 
they were trying to accomplish, and could find them a solution 
or a partner that could provide them with the solution. This is 
exactly what I am doing today, only we aren’t providing strategies 
and solutions to surgical procedures, we are providing strategies 
and solutions to financial concerns. The goal is for the client to 
get the most life out of their wealth. If I can truly understand my 
clients’ needs and goals, I can provide a strategy and solutions 
to help them get there. And if I can’t or if I don’t have the answer, 
I have colleagues, preferred strategic partners, and relationships 
with expert professionals to build a team that can and will. 

Has there been a common thread in the work experience 
you’ve had so far in life?
I have to be working with people, preferably in teams, and I have to 
be solving problems to make a real difference in the lives of those 
I am serving. When I made the shift into wealth management, I 
often got comments about what a big change it was from the 
medical field to finance. It is crazy how similar the two professions 
can be. I love building long, trust-filled relationships with people 
who will depend on me to support them and to provide creative 
strategies to help them reach a goal. The goals are different, but 
the processes and skills utilized are pretty spot on. 
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