
One of the �rst things Josh Miles learned at Oregon 
State University was that he didn’t want to be an ac-
countant.

“I took my accounting courses and recognized that I hated 
that,” Miles says. “But then I took a �nance course and it totally 
lit me on �re. I just loved the whole concept of markets and that 
sort of thing.”

During college, at the age of 20, Miles married his high school 
sweetheart. And while the couple both attended school in Ore-
gon, his wife worked at a Starbucks where several brokers from 
a Smith Barney o�ce were frequent customers. 

“�ey ended up loving her and actually hired her into Smith 
Barney over in Corvallis (Oregon),” Miles says. “From there, she 
got me my foot in the door for my internship during my junior 
and senior year.”

Miles interned with Smith Barney in its Portland o�ce. A�er 
two years in a support role, Miles got registered and began 
searching for a job in the industry.

“Smith Barney wouldn’t hire me. �ey thought I was too 
young,” he says. “And so I went to Merrill Lynch. Within two 
years, I graduated from their training program and I got re-
cruited back to Smith Barney. I liked the culture there. It was 
a perfect �t.”

Miles spent 20 years with Smith Barney, but decided it was 
time for a change. �at’s when he found Raymond James, where 
today he is a �nancial adviser and �rst vice president.

“Raymond James have been expanding west, and I �nally 
found a �rm that �t what we were looking for, so we made the 

move in August of 2016,” he says. 
Miles says it’s a phenomenal business to be in and that help-

ing people achieve their goals is what he loves most.
“I love the people,” he says. “I love hearing people’s dreams 

and goals and aspirations, and then helping take them from 
where they are and get them where they want to go. �at whole 
process, that whole goal mapping and understanding people’s 
values, for me, every single client is like a di�erent puzzle. I love 
the challenge in that, and I love the behavioral side of that.” 

Miles and his wife have been married for 27 years and have 
�ve children. �e oldest two have �nished college. He enjoys 
spending time with his family, and his job gives them the op-
portunity to be together o�en.

“We like to travel a ton,” he says. “What’s nice is our three 
youngest are home schooled, so when I go see clients in Las 
Vegas or Portland or on the East Coast, we all go.”

Miles says his job is rewarding too. A�er doing it for over two 
decades, he’s able to see clients reach goals they’ve planned for 
years to achieve.

“One of my favorite clients unfortunately came down with 
stomach cancer and passed,” Miles says. “He has �ve kids and 
a wife, but to see the estate plan that we put in place 20 years 
ago come to fruition today and to see his kids and wife bene�t 
from the fact that everything is taken care of, that, to me, is re-
warding. �at lasting, long-term relationship where you’re part 
of family - those are the kind of things I think about that make 
it so rewarding.”
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