
T homas J. Henske, CFP, ChFC, 
and his partners have found 
success targeting a group of 

clients who are an unlikely market for 
�nancial advice.   

As a partner of Lenox Advisors Inc., 
Henske, an eight-year MDRT member 
from New York, New York, targets the 
people who work in the center of the 
U.S. �nancial industry: Wall Street 
executives, hedge fund managers, law 
�rm partners and entrepreneurs ages 
30�50. �One would think these people 
already have their �nances taken care 
of, but they don�t because they�re so 
busy. �ey�re a classic example of the 
shoemaker�s kids not having the right 
shoes. �ey just don�t have the time,� 
Henske explained. Many also know 
little about estate or insurance planning 
because they specialize in one narrow 

area of the �nancial industry, he said, or 
they prefer to keep their personal �nan-
cial lives separate from their jobs.

Lenox, a full-service �nancial services 
�rm, is managed by �ve partners. Hen-
ske and two of the partners are MDRT 
members: Both from New York, Mi-
chael A. Book, CLU, ChFC, is a 16-year 
member and Gregory K. Large, CLU, 
ChFC, is an 18-year member. Marketing 
themselves as �Personal CFOs,� Lenox 
advisors are able to coordinate all aspects 
of their clients� �nancial lives, includ-
ing retirement planning, asset and risk 
management, estate planning, insurance 
and education planning. Lenox opened 
its doors in 2000, and Henske merged 
his business with the �rm in early 2003. 
A sta� of about 150 � one-third of 
those are producers � serve clients out 
of four o�ces: New York; San Francisco, 

California; Stamford, Connecticut; and 
Chicago, Illinois.

Unique concerns
Henske said the majority of the �rm�s 
clients are �rst-generation wealth who 
have found success working in Wall Street 
�rms and hedge funds. �Our clients grew 
up in modest backgrounds, rolled up 
their sleeves, got to work and ended up in 
well-compensated �elds,� he said. 

Working long hours in high-stress 
environments, he said, this group 
pays a high price for success. Henske 
said most want to know the soonest 
date they can retire from their current 
profession.

�Our clients� goal is to stop doing 
what they�re doing, not because they 
don�t like their work, but because of 
the frantic pace and lack of family 
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Big Apple Business
Henske has carved out a niche in the center of the U.S. �nancial industry.
By Tammy B. Johnson




