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An Advisor Shows Neurosurgeons How to Lower 
Their Risk Without Sacrificing Their Gains 
Annuities can be a polarizing topic for investors, which is why this advisor uses Nitrogen to facilitate data-driven conver- 
sations with his niche client base.

Financial advisor Jeremy A. Cooley isn’t one to shy away from technical topics; especially while working with his niche 
client-base, comprised mostly of orthopedic and neurosurgeons. At his firm Surgeons Capital Management, Jeremy 
uses Nitrogen to help put even the most nuanced investment vehicles into perspective, break down pre-conceived 
notions, and save precious time for his very busy clients.

“With the Risk Number, it’s easy to address issues our clients are having, make 
adjustments, and put everything into terms they’re comfortable with. Many of our 
current clients missed out on opportunities over the years because their previous 
advisors didn’t know how to best work with them – Nitrogen helps give us the 
competitive advantage.”

Enter Nitrogen

Before Jeremy A. Cooley was a wealth advisor at 
Philadelphia-based Surgeons Capital Management, he 
was working at a large broker- dealer when he first came 
across a colleague of his using Nitrogen.

“At the time, Nitrogen wasn’t yet fully approved by 
the firm, but we were using it to supplement our risk 
questionnaire and in meetings with clients all the time,” 
said Jeremy.

A few years later, when he finally joined Surgeons Capital 
Management – a wealth management firm that works 
primarily with orthopedic and neurosurgeons, as well as 
medical device professionals – Jeremy said it was a no-
brainer to introduce Nitrogen to his two partners.

“Compared to other tech platforms that require a lot of 
time to learn and adopt across the firm, learning to use 
Nitrogen came really easily to me and my partners. We 
quickly brought it into every client conversation,” said 
Jeremy.

And at a firm with many moving parts, transparency 
is key. Since adopting the software, Jeremy and his 
team have seen an overall improvement in peer-to-peer 
communication, as well as transparency during client 
meetings.

“Nitrogen gives us enough information 
to share with clients and show 
them what we’re doing without 
overwhelming them in the process. It 
definitely helps us establish trust up 
front and maintain good relationships 
with them over time.”

Simplifying Annuities

Part of Surgeon Capital Management’s institutional 
client-base includes hospital networks and independent 
hospitals – so naturally, the topic of annuities is a 
frequent one for Jeremy’s clients.

“There’s a strong polarization when it comes to 
annuities,” said Jeremy. ”Clients either want them, or 
they’ve researched on their own and have convinced 
themselves they’re a bad investment.”

This is where Retirement Maps makes a significant 
impact. Retirement Maps gives clients an intuitive 
glimpse into their risk capacity and probability of 
achieving the plan in the long term. With Retirement 
Maps, Jeremy can plug in various retirement strategies 
– like purchasing annuities – and model to his clients 
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how income products can help reduce the risk in their 
portfolio, right before their eyes. Building annuities into 
a client’s portfolio can quickly invert an unfavorable 
retirement map.

When markets are at an all-time high and the concern 
of long-term losses is top of mind, Jeremy said that 
showing the impact of annuity payouts over time is 
extremely helpful to paint the client a picture they can 
understand.

“By using Nitrogen, we’re able to put 
annuities into perspective across 
all accounts and position it as an 
asset class. We can instantly show 
clients how to lower their risk without 
sacrificing their gains.”

Serving a Niche Market

For the past 11 years, Jeremy’s firm has been working 
almost exclusively with surgeons or those in the 
field – a niche market that comes with a lot of unique 
considerations.

“The clients we work with have one thing in common – 
they have very little time. Usually, they’re in and out of 
the operating room and don’t have time for long phone 
calls or sit-down meetings. It’s our job to work around 
their schedules.”

By framing conversations around each client’s Risk 
Number®, Jeremy said clients are much more engaged 
during the limited time they have. He also uses Check-
ins to capture data points on his clients’ psychology. 
Periodic emails to his clients ask them two simple 
questions: “How are you feeling about the markets?” and 

“How do you feel about your financial future?” As busy as 
a surgeon can be, just a couple taps on their smartphone 
can give Jeremy an early warning sign when a client 
relationship needs care.

On-The-Go Prospecting

One unique way Jeremy and his team deploy Nitrogen 
is for on-the-go prospecting at surgeon-focused 
conferences. With just a tablet or computer screen, 
Jeremy is able to walk through the risk questionnaire and 
establish a basic sense of trust in no time.

“We’ll schedule a time to meet the prospect, sit down 
with them in a conference room, and by the end of the 
meeting, they’re already clients.”

Jeremy said Nitrogen even helps get the spouses on 
board during the prospecting process, stating that 
oftentimes the couple will fill out a questionnaire and be 
surprised at one another’s Risk Numbers.

“It’s a nice, objective ice breaker and a good way to kick 
off an investment conversation,” said Jeremy.

“Overall, Nitrogen allows us to be very 
open with our clients and with each 
other and gives us the data we need 
to stay synched across the firm at all 
times.”

Nitrogen has Positively Affected These 3 Areas of 
Surgeons Capital Management:

Retirement Planning

Niche Client Service

Prospecting
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READY TO JOIN THE FEARLESS INVESTING MOVEMENT?

Sign up for a product demo at Nitrogenwealth.com/advisors 
and get to know the power of the Risk Number.

Sign up

Nitrogen 

470 Nevada Street 

Auburn, CA 95603

530-748-1660 

Fax 530-748-1661

Follow @NitrogenWealth

Special thanks to Jeremy A. Cooley for his candor and commitment to empowering the world to invest fearlessly. 

Nitrogen is the company that invented the Risk Number®, which powers the world’s first Risk Alignment Platform and was built on top of a Nobel Prize-winning 

academic framework. Advisors, broker-dealers, RIAs and asset managers use the Nitrogen platform to create alignment between clients and portfolios, leverage 

sophisticated analytics to increase the quality of their advice, automate trading and client account management, and access world-class models and research 

in the Nitrogen Partner Store — all with the mission of empowering the world to invest fearlessly. To learn more, visit Nitrogenwealth.com.


