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We are a multi-generational team of highly accomplished and experienced wealth 
management professionals who can provide you access to a suite of professional services in 
a boutique environment inside a global financial company.

We work with high-net-worth individuals, families, and businesses on a wide range of 
complex wealth management needs, such as liquidity events, business sales and transitions, 
legacy and estate planning strategies, gifting strategies, investment planning, inheritances, 
and more. 

In particular, we have extensive experience pulling together the people, the plan, and the 
processes to help successful entrepreneurs, founders, and business owners turn their goals 
into reality. 

Selling a business is a complicated and complex process that must be navigated carefully 
to maximize value and minimize losses. There are several common pitfalls to avoid and 
myriad factors to consider that will impact your ability to achieve success. The most common 
mistake: forgoing the opportunity to work with a trusted professional who can help you along 
the way (and beyond).  

With The Boston Harbor Group, your success is our success. 
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How we help our clients looking to sell  
or transition their businesses 

Help balancing overall risk by creating a portfolio – taking into account 
concentrated business and non-business assets before and after a transition – 
such that risk can be adjusted based on individual circumstances over time

Help leaving a legacy and preparing the next generation responsibly

Help allocating liquidity and replacing income after the sale 

Help avoiding unnecessary losses during the process and sale 

Help assembling the necessary team of professionals for exit planning – 
professionals who have specific experience and knowledge about business 
sales, exits, and transitions

THE PEOPLE THE PLAN THE PROCESS
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Bringing the right people to the table on your behalf
For those looking to sell their businesses, success hinges on effective collaboration and trusted relationships.

We plan for and address the complexities of wealth management by drawing on the vast resources within our team and 
as part of Merrill, a Bank of America Company. Additionally, we collaborate with highly talented and knowledgeable 
attorneys, private bankers, trust specialists, CPAs, and other professionals to help guide the implementation of a fully 
integrated plan.

We partner with the best-of-the-best to offer holistic advice specifically for our clients.

We provide comprehensive support for every aspect of your business transition and subsequent wealth planning. Once 
we have a clear understanding of your needs and goals, we help you manage your wealth by leveraging an expansive 
range of services and solutions.

We believe successful client relationships start with open conversation, learning about your goals, and understanding 
your full life picture. We work only with a select group of people – relationships that span multiple generations (clients 
we call family). You’ll feel a deep, personal connection with every member of our team.  

We will be with you before, during, and after this most significant moment of your professional life.

THE PEOPLE THE PLAN THE PROCESS

THE WEALTH TEAM
Preparing the business owner

PREPARING THE OWNER + PREPARING THE BUSINESS = BIG WIN
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ALEXANDER E. NABHAN
Senior Vice President
Senior Financial Advisor

alexander.nabhan@ml.com
(617) 946-4369

Along with a decade of wealth management 
experience, Alex feels privileged to bring 
clients new opportunities and innovative 
strategies – continuing a family legacy 
of creating asset longevity through highly 
personalized strategies and investment 
portfolios.

Alex began his career as an advisor at 
Northwestern Mutual. After moving to 
Morgan Stanley’s institutional equity desk, 
he transitioned to its wealth management 
training program in 2011 –finishing top in 
the country, and earning the title of Senior 
Vice President in only his fourth year at the 
firm. In 2014, Alex joined his father and 
current colleague, Andrew Zimmerman, 
as part of a group recognized among the 
nation’s finest. Since arriving at Merrill 
Lynch Wealth Management with the team 
in 2016, Alex has continued to assist a 

limited number of high-net-worth families, 
and has been featured in Boston Magazine, 
and for three years consecutively in Forbes 
magazine on a list of America’s Top Next-
Generation Wealth Advisors 2017-2019.

Generous with his time and resources, Alex 
raises funds for – and donates to – Dana 
Farber, St. Jude’s Children’s Hospital, and 
Wounded Warriors. He and his wife, Rachel 
Fox, also share a deep love of animals and 
are active donors to the ASPCA. They live 
on the waterfront in Boston, where Alex’s 
interests range from cooking, to CrossFit 
exercise, to golf at Charles River Country 
Club in Newton. Alex graduated from the 
University of Miami with a BBA and a 
double major in Finance and Accounting.

Source: Forbes/SHOOK “America’s Top Next-Generation 
Wealth Advisors” list, July 2018. Forbes is a trademark 
of Forbes Media LLC. All rights reserved. These rankings 
and ratings are not representative nor indicative of 
any one client’s experience, future performance, or 
investment outcome.

EDWARD G. NABHAN
Managing Director 
Senior Financial Advisor

edward.nabhan@ml.com
(617) 946-4365

B e g i n n i n g  i n  1 9 8 0 , E d ’ s  w e a l t h 
management career has afforded him 
the opportunity to work with many of 
the industry’s leading investment firms 
and serve generations of client families. 
In 2013, Ed was named one of Barron’s 
“Top 1,000 Financial Advisors: State by 
State.” He was also named to The Financial 
Times’ list of “America’s Top 400 Financial 
Advisors” in 2013, 2015 and 2016. In 
2018 and 2019, Ed was named in Forbes 
Magazine’s as a “Best-in-State Wealth 
Advisors” list.

Ed is proud of the strong and enduring 
relationships he continues to enjoy with 
clients he’s known for decades. On their 
behalf, he has long constructed tailored, 
risk-managed portfolios – typically 
selecting individual securities and 
managers whose size and style align with 

THE PEOPLE THE PLAN THE PROCESS

Meet the team
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each client’s specific goals, risk tolerance, 
time horizon, and need for liquidity.

After making their home in Wellesley for 28 
years, Ed and his wife, Sandy, now reside in 
downtown Boston. Their son, Alex, is also 
Ed’s colleague. Away from the office, Ed 
enjoys time spent with family and friends, 
playing golf, and supporting worthy causes. 
Ed is a graduate of Boston College’s Carroll 
School of Management.

Source: Barron’s magazine, Feb. 18, 2013, Top 1,000 
Advisors list. Advisors considered for the “America’s 
Top 1,000 Advisors: State-by-State” ranking have a 
minimum of seven years financial services experience 
and have been employed at their current firm for at 
least one year. Quantitative and qualitative measures 
used to determine the Advisor rankings include: client 
assets, return on assets, client satisfaction/retention, 
compliance records, and community involvement, 
among others. Barron’s does not receive compensation 
from Advisors, participating firms and their affiliates, 
or the media in exchange for rankings. Barron’s is a 
trademark of Dow Jones & Company, Inc. All rights 
reserved.

Source: The Financial Times Top 400 Financial 
Advisors (FT 400) is an independent listing produced 
by the Financial Times (March, 2016). The ranking or 
ratings shown here may not be representative of all 
client experiences because they reflect an average or 
sampling of the client experiences. These rankings or 
ratings are not indicative of any future performance or 
investment outcome. 

Source: Forbes “Best-in-State Wealth Advisors” list, 
February 2019. Forbes is a trademark of Forbes 
Media LLC. All rights reserved. These rankings and 
ratings are not representative nor indicative of any one 
client’s experience, future performance, or investment 
outcome.

CINDY J. VALENTINO, CRPC®, CFP®
Senior Wealth Planner

cindy.valentino@ml.com
(617) 946-4364

Cindy has more than 35 years of experience 
in the financial industry and continues to 
enjoy helping clients understand their 
financial picture and how thoughtful, fact-
based decisions can impact their future 
retirement assets. Cindy holds degrees 
from Bentley College, Kaplan University, 
and The American College. While not in the 
office, Cindy enjoys traveling and exploring 
new places with her husband John.

CRPC® and Chartered Retirement Planning CounselorSM 
are registered service marks of the College for Financial 
Planning.

Certified Financial Planner Board of Standards Inc. 
owns the certification marks CFP® and CERTIFIED 
FINANCIAL PLANNERTM in the U.S.

SHELLEA A. EWIG
BD Registered Client Associate

shellea.dion@ml.com
(617) 946-4362

Shellea’s financial services career has 
spanned 25 years and client-facing roles 
at some of the nation’s leading wealth 
management firms. Today, she provides 
high-level administrative support and 
guidance to client families and a personal 
commitment to surpass their expectations 
with each interaction. Shellea holds a 
bachelor’s degree in History from Elon 
University. She resides in Charlestown with 
her husband, Noel, and their daughter. 
Shellea’s passions include traveling with 
her family and capturing those memories 
as an amateur photographer.

ERIN E. CONSIDINE
Registered Senior Client Associate

erin.considine@ml.com
(617) 946-4360

Since 2000, Erin has made it her business 
to treat clients like family members – 
delivering the measure of friendly, attentive 
service she would expect from an elite 
wealth management team. Erin arrived 
at Merrill Lynch Wealth Management 
with the group in 2016 and began her 
career at UBS. Today, she continues to 
assist clients with their transactions, 
account maintenance, and administrative 
requests – in addition to serving as their 
“point person” with team members and 
specialists throughout the firm. Erin lives in 
Tyngsboro with her husband, William, and 
their two children. She is passionate about 
family time and is a “loud and proud” fan 
of local sports teams.

CINDY VALENTINO
Senior Wealth Planner

cindy.valentino@ml.com
(617) 946-4364

Cindy has more than 35 years of experience 
in the financial industry and continues to 
enjoy helping clients understand their 
financial picture and how thoughtful, fact-
based decisions can impact their future 
retirement assets. While not in the office, 
Cindy enjoys traveling and exploring new 
places with her husband John. 

BRIAN CARNEY
Senior Financial Advisor

brian.carney@ml.com
(617) 946-4231

As a dedicated Financial Advisor with 
Merrill Lynch Wealth Management, Brian 
works with a team of specialists to guide 
families, individuals, and businesses in 
simplifying the complexity of their financial 
lives. Through BofA Global Research clients 
have access to world-class research, 
market analysis and risk management 
strategies.

Brian is a native of Massachusetts and 
grew up on the South Shore. He has been 
in the financial services industry since 
2007. Prior to joining Merrill Lynch Wealth 
Management he worked at State Street 
Global Advisors as a financial analyst. 
In his free time, he enjoys weight lifting, 
snowboarding, and running.

Brian earned his B.S. in Finance from 
the University of New Hampshire. Brian 
holds his FINRA Series 7 and Series 66 
registrations, as well as his Life, Health, 
and Annuity Insurance Licenses. 

JULIAN TUROSIENSKI
Financial Advisor

julian.turosiesnki@bofa.com
(617) 946-4364

Julian joins Boston Harbor Group as the 
newest team member and Financial 
Advisor. Julian holds a degree in Finance 
and has his FINRA Series 7 and Series 66 
registrations. As an advisor, Julian brings a 
unique perspective by finding opportunities 
and uncovering the needs of each of the 
team’s clients. He believes in a long-term 
and holistic approach to managing wealth.  

Prior to joining Merrill Lynch and the Boston 
Harbor Group in 2020, Julian competed 
on the ATP Tour as a professional tennis 
player and was an All-American at Keiser 
University. Currently, Julian resides in 
Downtown Boston with his wife Samantha 
and enjoys playing tennis, exercising and 
uncovering the city’s rich history. 
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Additional resources
Backed by the strength of Merrill, a Bank of America Company
From its size and strength to its sophisticated lending capabilities, our clients gain access to expertise and specialist in 
every discipline of financial services.* 

A FEW OF OUR KEY PARTNERS:

THE PEOPLE THE PLAN THE PROCESS

Facts-at-a-glance
Bank of America is one of the world’s leading financial institutions, 
serving individual consumers, small and middle-market businesses 
and large corporations with a full range of banking, investing, asset 
management and other financial and risk management products and 
services. Bank of America is a global leader in wealth management, 
corporate and investment banking and trading across a broad range 
of asset classes, serving corporations, governments, institutions and 
individuals around the world. The company serves clients through 
operations across the United States, its territories and approximately 
35 countries. Bank of America Corporation stock (NYSE: BAC) is listed 
on the New York Stock Exchange.

*The above specialists do not make securities recommendations. Please contact your Merrill Lynch Wealth Management Advisor if you have 
questions about how a specialist might be able to assist you.

VIC DIUNE
Trust Specialist

Bank of America, N.A.

GUIDO GRAFF
Markets Specialist

Merrill Lynch

JULIE SHEA
Senior Wealth Management  

Lending Officer
Bank of America, N.A. 

NMLS #484187

1 Institutional Investor magazine announced BofA Merrill Lynch Global Research as the Top Global Research Firmin 2019 based on surveys held throughout the year. The 
magazine creates rankings of the top research analysts in a wide variety of specializations, drawn from the choices of portfolio managers and other investment professionals 
at more than 1,000 firms. Rankings and recognition from Institutional Investor are no guarantee of future investment success and do not ensure that a current or prospective 
client will experience a higher level of performance results and such rankings should not be construed as an endorsement.
2 Bank of America was the top financial services firm on Fortune magazine’s  “Change the World” list (2019) and was recognized for its work to address the affordable housing 
shortage across the United States. Fortune writers and editors evaluate and rank the companies by four factors: measurable social impact, business results, degree of 
innovation and corporate integration. 
3 Wall Street Journal 2020 list of Top 40 wealth management firms based on assets under management (AUM).

AWARD-WINNING  
RESEARCH1

FORTUNE’S  
“CHANGE THE WORLD”  

LIST2

LARGEST WEALTH 
MANAGEMENT FIRM IN THE 
UNITED STATES WITH $1.35 

TRILLION IN AUM3
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Helping you avoid mistakes  
(and protect value) with proper planning

For many business owners, selling their business is one of the biggest financial transactions they’ll ever deal with. It’s an 
important decision that has significant ramifications for retirement, estate, legacy (and other) planning. Which means 
it’s important to develop a plan before the sale of the business.

THE PEOPLE THE PLAN THE PROCESS

When you’re at the beginning of the planning process 
for selling your business, it’s important, for example, to 
consider different sale scenarios that take the variables 
inherent in the sale into effect. Perhaps one type of sale 
is better than the other because it allows you to retire on 
your timeline. Maybe a different type of sale means you’d 
have to work longer than you’d prefer. Different types 
of sales have different tax implications, risk factors, and 
much more. 

Also, while many of our long-standing client relationships 
begin with our support with selling a business, just as 

important is the value we bring to those clients and 
their families after the sale is complete. Will you need 
to replace income? Can you ensure the liquidity event 
aligns with your life goals and estate plans? Is your 
family prepared for the transition? Do you have gifting 
objectives?

Together, we’ll engage in a thorough discovery process 
aimed at understanding your goals, time horizon, and 
unique needs so that we can develop a plan to help you 
realize the future you’ve earned.
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Success depends not just on  
what we do, but on how and when 
we do it
No two clients’ needs are the same. So the people, the plan, and the process 
should all be tailored to the unique circumstances and needs of each client. 
One constant, however, is our commitment to serving your needs from start  
to finish. 

When it comes to 
our clients – our 
work never ends
With a constant focus on 
PERFORMANCE, we can 
ensure you’re always on the 
right path no matter what 
changes in your life or the 
markets.

Quarterly meetings to 
discuss the plan, client 
service satisfaction, life 
changes, and anything else 
relevant to meeting goals 

Portfolio rebalancing 
when necessary based 
on progress toward goals 
reviewed regularly

Insights and proactive 
ideas regarding market 
fluctuations, tax 
considerations, financial 
impacted by other 
professionals (CPAs, 
attorneys, bankers, etc.)

THE PEOPLE THE PLAN THE PROCESS

By staying in frequent contact, we can respond to clients’ urgent needs as well 
as shifts in what they would like to accomplish long-term. We also aim to bring 
both spouses to the table, to agree on goals and concerns. Being proactive 
also reflects our commitment – to educate clients on where they stand, what 
they own, and the impact of decisions on intergenerational wealth.

Over decades and numerous clients who we’ve helped with all of these 
considerations, The Boston Harbor Group has developed a powerful process 
for achieving success before, during, and after a business sale. Needless to 
say, it’s important to work with a trusted advisor who can help you from start 
to finish.

01
BEFORE A 
SALE OR 
TRANSITION

• Identify needs and 
goals

• Assemble the right 
team

• Build a plan aimed at 
success

• Follow a meticulous 
process or transition

• Implement the plan

• Adjust accordingly
02
SALE OR 
TRANSITION

• Replace income

• Leave a legacy

• Build an investment 
plan03

AFTER A 
SALE OR 
TRANSITION
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Let’s get started!
You’ve done the hard work. Now let’s get started planning 
for the future you’ve earned.
We welcome the opportunity to meet with you to learn more about your needs and goals. Call 
or visit us for a confidential, no-obligation review and consultation. Let’s talk about where you 
currently stand and where you want to be.

   (617) 946-4360

 alexander.nabhan@ml.com

 100 Federal Street, Floor 17, Boston, MA 02110



This material is not intended as a recommendation, offer or solicitation for the purchase or sale of any security or investment strategy. Merrill offers a broad range of brokerage, 
investment advisory (including financial planning) and other services. 

This material does not take into account a client’s particular investment objectives, financial situations, or needs and is not intended as a recommendation, offer or solicitation for 
the purchase or sale of any security or investment strategy. Merrill offers a broad range of brokerage, investment advisory (including financial planning) and other services. There are 
important differences between brokerage and investment advisory services, including  the type of advice and assistance provided, the fees charged, and the rights and obligations 
of the parties. It is important to understand the differences, particularly when determining which service or services to select.  For more information about these services and their 
differences, speak with your Merrill Lynch Wealth Management Advisor. 

Merrill, its affiliates, and financial advisors do not provide legal, tax, or accounting advice. You should consult your legal and/or tax advisors before making any financial decisions.

Merrill Lynch, Pierce, Fenner & Smith Incorporated (also referred to as “MLPF&S” or “Merrill”) makes available certain investment products sponsored, managed, distributed, or 
provided by companies that are affiliates of Bank of America Corporation (“BofA Corp.”). MLPF&S is a registered broker-dealer, registered investment adviser, Member SIPC, and a 
wholly owned subsidiary of BofA Corp.

Insurance and annuity products are offered through Merrill Lynch Life Agency Inc., a licensed insurance agency and wholly owned subsidiary of Bank of America Corporation.

Trust and fiduciary services are provided by Bank of America Private Bank, a division of Bank of America, N.A., Member FDIC, or U.S. Trust Company of Delaware. Both are wholly 
owned subsidiaries of Bank of America Corporation.

Banking products are provided by Bank of America, N.A. and affiliated banks, Members FDIC and wholly owned subsidiaries of Bank of America Corporation.

Investment products, insurance and annuity products:

Are Not FDIC Insured Are Not Bank Guaranteed May Lose Value

Are Not Deposits Are Not Insured by  
Any Governmental Agency

Are Not a Condition to Any  
Banking Service or Activity

© 2020 Bank of America Corporation. All rights reserved.


