








It’s no longer just about figures, techniques,
and numbers. It's about knowing them
beyond their financial goals, recognizing
their values and aspirations, and consistently
working to align their future objectives with
the bigger vision. This not only ensures
customized financial solutions but also
builds lasting trust.

Boris emphasizes effective communication
as essential. He believes that when you
prioritize and commit to open and regular
communication that is when the foundation
you’ve built together starts to extend beyond
immediate business needs. Because the
Ascent commitment goes beyond temporary
solutions, clients and their businesses can
grow and fortify over time.

Perhaps the most important aspect of Boris’s
philosophy is his belief in inclusivity. He
asserts, “We genuinely believe that
everybody we work with becomes an integral
component of the team as a whole.” This
isn’t just about acknowledging that we work
together on behalf of our common clients,
it’s about truly integrating each individual
into the valued whole.

Building Foundations: A Multifaceted
Client Experience:

When asked to describe his typical client,
Boris paints a detailed picture that offers
insight into the multifaceted concerns of
entrepreneurs and business owners. While
tax and monetary considerations tend to be
central to these concerns, there’s a much
broader journey that takes place. Because
every client is unique, and they bring their
own set of psychological and emotional
needs as well as individual aspirations to the
partnership, acknowledging their
perspectives can enhance their team’s
performance in many ways.

Ascent seeks out small-to-medium-sized
businesses that have net revenue ranging
from two-to-ten million dollars. A recurring
theme Boris brings up is these businesses’
tax burdens. He shares that clients often
recognize they are making sometimes,
millions of dollars a year but, “taking home a
fraction of it.” They generally feel that
burden is due to the amount of taxes they pay
and wish there was more they could do. Their
search for legitimate avenues to lessen the
burden is what often leads them to Ascent. In
many cases, there are ways of working
differently and using better strategies that
can change the client’s bottom line for the
better.

Still, Boris points out that Ascent’s journey
with their clients isn't just about tax
reduction. The tapestry of concerns these
business owners hold goes beyond the
immediate issue of taxes and includes
operational structures, business efficiency,
asset protection, legacy planning, and
increasing the value of the businesses, as
well as ultimate exit planning. Most clients
don't merely seek short-term solutions;
they're looking to fortify their business'
future, enhance its sale value, and ensure that
it thrives even after they’ve exited the scene.
The essence of a typical client’s journey
involves both the protection of what they’ve
built as well as the growth of their legacy
which extends far into the future. A legacy
that will remain intact so it can be passed
down in the best possible manner.

Ultimately, this journey is not just about
numbers and financial strategies; it's about
aspirations, growth, sustainability, and
legacy. Boris' understanding of this
multifaceted and critical narrative underlines
the value of genuine client relationships in
the financial world.

The Path Forward with Ascent:

With his enthusiasm and passion for what he
does, Boris has carved a niche for himself
and Ascent Wealth Strategies. In his early
50s, his enthusiasm for his work remains
undaunted and even increasing over time.
His attitude is one of positivity as he says
daily, "I'm having a lot of fun doing what we
do." This joy, combined with a robust and
unique approach, has positioned Ascent as a
capable and admirable firm in the industry.

Although a younger version of himself
envisioned a quieter life in his 50s, his
current enjoyment and commitment to his
work seem on-point. He shares, "I always
thought that by this stage I might have retired
or would be doing other things but this is
such a great industry and I'm still so glad to
be a part of it that my perspective has
shifted.”" One day he’ll need to adjust his
pace, but that won’t be anytime soon.

So, what's Ascent’s roadmap look like? Boris
emphatically states, "We will continue to
grow and expand as we reach more clients,
and teach and mentor more professionals.”
Ascent’s growth has provided for a reach that
spans across the country and the
establishment of offices in four different
states. There are further expansion plans too,
which include adding more qualified
professionals to cater to their growing
clientele.

Although it’s several years down the road,
Boris is optimistic about maybe one day
passing his torch to his daughter but either
way, the firm’s future is in good hands as
Ascent’s other three executives, Evan Keech,
Kristina Kamm, and Oliver Grimard, are
firmly on the right path now and into the
foreseeable future. He speaks highly of them,
"My colleagues are exceptional. I love
working with them."

Boris's long-term goal for Ascent is clear. He
says, “We'll continue on this trajectory of
growth and help as many clients as we can.”
This growth includes potential expansions
throughout the United States and then, at
some point, ensuring that Ascent continues
to serve clients well, even after his departure.
With talented individuals like Evan, Kristina,
and Oliver, he is confident about the
company's future.

As Boris continues to diligently work toward
his clients’ legacies his desire for his legacy
is also key as he states, “I'm hyper-aware
that a goal of mine is to also extend my own
family's legacy.” This deep-rooted goal,
combined with a forward-thinking vision,
ensures that Ascent Wealth Strategies will be
poised to scale greater heights in the decades
to come.

A Commitment to Financial Education
with Ascent Wealth Strategies:

In an era where information is abundant, but
guidance based on wisdom can be scarce,
Ascent has a steadfast commitment to
financial education. At the core of their
philosophy is the belief that financial literacy
isn't just a tick-box exercise. Instead, you
must build it every day on every level.

Boris and his team don't limit their desire to
educate their clients alone. They interact
with a broad circle of advisors who
sometimes might lack experience with
complex cases. Instead of disregarding these
advisors, they take an inclusive approach.
“We try to maintain the working
relationships that are already in place to
ensure we all can continue learning and
progressing.”






