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DTThe increasing visibility of brokerage services as an alternative 
has not diminished the fundamental value of bank custody as a 
proven platform for meeting the needs of financial advisors and 
their high-net-worth clients. What’s actually called for, more than 
anything these days, is a solution that promises efficiency for high-
net-worth investors, cost savings for the advisors that serve them, 
and an overall more comprehensive, better all-around experience 
for both parties. Indeed, in increasing volume, there are calls for a 
bank and brokerage offering that combines all the above.

“Having multiple custodians is not efficient, it is a distraction,” 
says Mark Tibergien, CEO of Pershing Advisor Solutions, a BNY 
Mellon company. “We have the elegance of offering access to both 
a brokerage platform and a bank platform through one technology 
service that allows people to move assets from one to the other.”

The genuine value of this combined banking and brokerage  
solution for advisors and investors is having access to a 
unified, productive and fully harmonized experience across 
two seemingly different worlds. “The resources at BNY Mellon, 
N.A. and Pershing give us the ability to provide this solution,” 
says Ben Harrison, Head of Business Development at Pershing 

Advisor Solutions. “We are able to deliver two distinct platforms 
and bring them together with technology in order to deliver an 
optimal client experience.” 

There has been a huge technology investment in the last 10 
to 15 years that has driven the marketplace, and the constant 
evolution of technology is crucial to Pershing’s strategy. To 
better service their clients, independent advisors need adaptive, 
responsive capabilities from two very different custody options, 
and the capacity to manage them seamlessly through a unified 
technology. “We maintain a commitment to investing in tech-
nology,” says Tibergien. “Our mobile solutions continue to get 
recognized consistently by industry groups as standing out in the 
marketplace. We view our technology as creating an ecosystem 
that provides the controls, the stability and the architecture for 
the ways people do things.”

Although the industry continues to move closer to consoli-
dating a set of offerings, the gap between a unified experience 
that bridges brokerage and bank custody has largely remained 
an unmet need. “What we observe with our own clients is how 
their more sophisticated clients are using both forms of custody,” 
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says Harrison. “There are distinct advantages to each, and our 
clients can optimize the integrated technology platform in a way 
that makes the most sense to meet their clients’ demands. That 
can change from household to household, so it’s about providing 
choice through one provider.”

Harrison points out that a crucial part of the strategy is to 
not water down either solution. “Our approach has been to offer 
access to the best of both solutions,” says Harrison. “These are 
two separate and distinct platforms. What we’re building, from an 
integrated standpoint, is the technology to be able to deliver these 
solutions seamlessly, as well as the service and client experience 
component.”

To meet the challenge of creating a truly unified experience 
and to realize the potential economic rewards, Pershing tries to 
think strategically about their clients’ relevant positions in the 
marketplace. “What sets us apart is the fact that we are innovating 

to a specific target market, and have identified who our clients 
are: professionally managed, growth-oriented advisory firms 
serving clients with complex financial lives,” says Gabriel 
Garcia, Head of Relationship Management at Pershing Advisor 
Solutions. “That informs how we build our business—how  
we set up our service structure, our technology platforms, our 
investment for the future. The consistency of the needs that 
they are asking us to fill really helps us be more effective in 
attracting and servicing those clients.” 

Pershing is, in essence, a business solutions provider, with  
custody at its core. “We are focused on building relationships,  
and through those relationships our teams are personally 
invested and accountable in the success and the experience of 
our clients,” says Garcia. “We know that what we do each and 
every day impacts the experience that they are providing to their 
clients.”  — Ilana Stone
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