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When Frank Palumbo assumed the role of president of the newly formed 
wealth management division of American Capital Partners, LLC, 15 years 
ago, his first mission was to establish a team of financial advisors who 
shared his mission to “always put clients first.” With 30 years of experience 
in finance and a thorough understanding of the asset management 
realm, he now leads this group of brilliant financial and legal minds with 
expertise across a universe of specialties, from retirement planning to 
insurance to estate planning—all with the singular mission to serve their 
clients’ best interests. “We have a team approach when working with 
our clients, so my clients are not just working with me; they’re working 
with the entire team, including attorneys and advisors who specialize in 
complicated insurance products,” he explains.

While Frank is responsible for compliance and managing the wealth 
management division, he wears a variety of hats to serve both the firm 
and its clients. He works with outside money managers and serves 
as compliance officer, with keen focus on the firm’s best interest and 
Insurance Regulation 187 rules, and also leads the annuity business. As 
an asset manager, he works directly with individuals, corporations, family 
trusts, and others. With the philosophy that their goals are his goals, 
he brings to bear not only decades of experience, but also a cache of 
professional licenses that reflect his uniquely broad expertise and his 
commitment to his profession. He is a general securities principal (Series 
24), allowing him to supervise and manage other sales representatives. 
He holds Series 55, 63, 65, and 7 as well as life, health, and insurance 
licenses, and he holds an insurance license in a host of states.

Throughout his career, from his time at Bank of America to his role with 
Quicken Riley, and in every position in between, Frank’s approach to his 
clients has been a personal one, with an understanding that the more 
he knows about the client and their goals, the better he can serve them. 
“I truly have their interests at heart. I do less talking and more listening 
when I work with my clients so that I know how I can best serve them,” 
he shares. To help clients achieve their goals, Frank shuns the cookie-
cutter approach used by most brokerage firms and thinks outside of the 
box of generic investment strategies.

American Capital Partners was launched as a boutique wealth 
management firm in 2001—the brainchild of a group of investment 
experts who grew tired of the limitations that curtailed their ability to 
serve their clients’ best interests in their previous roles. They put their 
minds together to start a company that would allow them to break the 
barriers and put clients at the center. The company houses several 
divisions, including wealth management, brokerage, and investment 
banking, where it serves a vast amount of institutional clientele. Through 
its relationship with Royal Bank of Canada, a highly rated global bank 
with $1 trillion in assets, American Capital Partners has access to all RBC 
research and wealth management products. 

Outside of the office, Frank is committed to the cause of education, for 
both others and himself. He works in the area of scholarships for college 
students and raises money for his alma mater, New York Institute of 
Technology, where he played soccer. To keep abreast of industry trends, 
he attends industry workshops and participates in continuing education 
courses.
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