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**Navigating the Journey of Financial Advisors Selling Their Practice**

financial advisors selling their practice face a unique crossroads in their
professional lives. After years, sometimes decades, of building client
relationships, managing portfolios, and growing their firms, the decision to
sell is often both practical and emotional. Whether driven by retirement
plans, shifting career goals, or market changes, understanding the process,
challenges, and opportunities involved in selling a financial advisory
practice is crucial for a smooth transition.

Why Financial Advisors Decide to Sell Their
Practice

The motivations behind financial advisors selling their practice are as
varied as the advisors themselves. Common reasons include retirement, health
concerns, burnout, or the desire to pursue other ventures. Some advisors may
see this as an opportunity to capitalize on the value they've built, while
others might want to merge with larger firms to gain resources and support
for their clients.

Additionally, evolving industry regulations and increasing compliance demands
can make running a practice more complex, prompting some advisors to consider
selling. The rise of robo-advisors and fintech solutions also changes the
landscape, influencing how and when advisors decide to exit.

Planning for a Successful Sale

Preparation is key. Advisors thinking about selling should start by assessing
the value of their practice, which depends on factors like assets under
management (AUM), client demographics, annual revenue, and the strength of
client relationships. A well-documented, organized book of business with
recurring revenue streams is highly attractive to buyers.

Engaging a professional valuation expert or a business broker specializing in
financial advisory firms can provide clarity on the practice’s worth.
Moreover, advisors should consider the timing of their sale, aligning it with
market conditions and personal readiness.



Understanding the Value of a Financial Advisory
Practice

Valuation is often the most complex aspect of financial advisors selling
their practice. Unlike traditional businesses, the value here isn’t just
about physical assets or inventory. Instead, it revolves around intangibles
like client loyalty, recurring revenues, and the potential for growth.

Key Factors Affecting Practice Valuation

Assets Under Management (AUM): A significant driver of value, as many
buyers price practices based on a percentage of AUM.

Revenue Streams: Recurring revenue from management fees tends to be more
valuable than one-time commissions.

Client Demographics: Younger clients with long-term potential add value,
while older clients nearing retirement may reduce it.

Client Retention Rate: The likelihood clients will stay after the sale
is a critical consideration for buyers.

Practice Infrastructure: Efficient operations, compliance systems, and
technology platforms enhance attractiveness.

Understanding these elements helps advisors position their practice
effectively and negotiate favorable terms.

The Selling Process: Steps and Considerations

Selling a financial advisory practice isn’t a quick transaction; it requires
strategic planning and careful execution. Here is a broad overview of what to
expect:

1. Self-Assessment and Goal Setting

Before listing the practice, advisors should clarify their personal and
professional goals. Are they seeking a full exit, or do they want to stay
involved in some capacity? Knowing this helps shape the deal structure.



2. Preparing Documentation

Buyers will want comprehensive records, including financial statements,
client contracts, compliance histories, and operational manuals. Transparent,
organized documentation builds trust and speeds up due diligence.

3. Finding Suitable Buyers

Potential buyers range from individual advisors looking to grow their client
base to larger firms interested in expanding market share. Working with a
broker experienced in financial services can open doors to qualified buyers.

4. Negotiating Terms

Beyond price, advisors should negotiate terms around payment structure (lump
sum vs. earn-out), transition period, client retention commitments, and non-
compete clauses.

5. Transition and Client Communication

One of the most delicate phases is communicating the sale to clients.
Advisors must ensure clients feel confident in the new ownership to minimize
attrition.

Common Challenges When Financial Advisors Sell
Their Practice

While the rewards can be significant, selling a financial advisory practice
comes with hurdles:

Client Retention Concerns

Clients often develop strong bonds with their advisors. A change in ownership
can trigger apprehension, leading to potential client loss if not managed
well.



Regulatory and Compliance Issues

Transferring licenses, adhering to SEC or FINRA regulations, and ensuring
compliance throughout the sale process demands careful attention.

Valuation Discrepancies

Buyers and sellers may have different perspectives on the practice’s worth,
necessitating skilled negotiation and sometimes third-party mediation.

Tax Implications

The structure of the sale (asset sale vs. stock sale) can have significant
tax consequences. Advisors should consult tax professionals to optimize
outcomes.

Tips for Financial Advisors Selling Their
Practice

Start Early: Begin planning years in advance to maximize value and
minimize stress.

Build a Strong Team: Engage legal advisors, accountants, and brokers
with experience in financial services.

Focus on Client Experience: Maintain high service levels to ensure
client loyalty remains intact.

Be Transparent: Open communication with clients and potential buyers
fosters trust and smoother transitions.

Consider Transition Support: Offering a transitional period where the
seller stays involved can reassure clients and buyers alike.

Exploring Alternative Exit Strategies

While outright sale is common, financial advisors selling their practice
might also consider alternatives like merging with another firm, bringing on
a partner or successor, or even passing the business to family members. Each



option carries its own set of benefits and challenges and may better align
with an advisor’s long-term vision.

For example, mergers can provide economies of scale and shared resources,
while succession planning ensures the practice’s legacy continues without an
abrupt change.

The Emotional Side of Selling a Practice

It’s easy to overlook the emotional complexity involved in financial advisors
selling their practice. Many have poured their identity, passion, and energy
into building their firm. Letting go can feel like losing a part of oneself.

Acknowledging these feelings and seeking support—from peers, mentors, or
professional counselors—can help advisors navigate the transition with
resilience and clarity.

---

Financial advisors selling their practice embark on a multifaceted journey
that combines business acumen, strategic planning, and personal reflection.
With the right preparation and mindset, this transition can open doors to
exciting new chapters while honoring the legacy built over years of dedicated
service.

Frequently Asked Questions

Why do financial advisors decide to sell their
practice?
Financial advisors may sell their practice for various reasons such as
retirement, pursuing other opportunities, reducing stress, or capitalizing on
the value they have built over time.

What factors influence the value of a financial
advisory practice?
The value of a financial advisory practice is influenced by factors like
client base size and quality, recurring revenue, profitability, advisor's
reputation, and market conditions.

How can a financial advisor prepare their practice



for sale?
Preparation includes organizing financial records, ensuring client retention,
streamlining operations, enhancing profitability, and working with valuation
experts to present the practice attractively to buyers.

What are the common types of buyers for financial
advisory practices?
Common buyers include other financial advisors, larger advisory firms,
private equity groups, and sometimes employees within the practice looking to
take over.

How does selling a financial advisory practice
impact client relationships?
Selling a practice can affect client relationships, so maintaining
transparent communication and ensuring a smooth transition are crucial to
retain client trust and minimize attrition.

What legal and regulatory considerations must be
addressed when selling a financial advisory
practice?
Advisors must comply with regulatory requirements, obtain necessary
approvals, handle client consents, and ensure contracts and licenses are
properly transferred during the sale process.

How long does it typically take to sell a financial
advisor practice?
The sale process can take anywhere from several months to over a year
depending on the complexity of the practice, buyer availability, due
diligence, and negotiation timelines.

Additional Resources
Financial Advisors Selling Their Practice: Navigating the Complex Landscape
of Transition

Financial advisors selling their practice is a significant decision that
carries both emotional and financial implications. As the demographics of
financial advisors shift and industry consolidation accelerates, an
increasing number of advisors are exploring options to exit their business.
Whether motivated by retirement, market pressures, or changing personal
goals, the process of selling a financial advisory practice is nuanced and



requires careful planning, valuation, and strategic execution.

Understanding the Market for Financial Advisory
Practices

The financial advisory industry has experienced notable consolidation in
recent years, driven by regulatory changes, technology advancements, and
evolving client expectations. This environment has created a robust
marketplace where financial advisors selling their practice can find various
types of buyers, ranging from individual advisors seeking growth to large
wealth management firms aiming to expand their footprint. According to
industry reports, mergers and acquisitions (M&A) activity within the
financial advisory sector has grown by over 30% in the past five years,
highlighting the increasing liquidity of advisory practices.

However, the market is far from homogeneous. The value of a practice can vary
widely based on factors such as client demographics, assets under management
(AUM), recurring revenue models, and the advisor’s role post-sale. For many
advisors, the decision to sell is not just about the price but also about
preserving their legacy and ensuring continuity of client service.

Key Drivers Behind Selling a Financial Advisory
Practice

Several factors motivate financial advisors to consider selling their
practice:

Retirement Planning: Many advisors approach retirement and seek an exit
strategy that maximizes the value of their life's work.

Regulatory Burden: Increasing compliance costs and complex regulations
can make independent practice less appealing.

Succession Challenges: Unlike traditional businesses, many financial
advisory firms lack clear succession plans or willing heirs.

Market Pressures: Competition from large firms and robo-advisors can
drive smaller practices to seek acquisition.

Desire for Liquidity: Advisors may need to unlock the equity tied up in
their business for personal reasons.



Valuation Considerations When Selling a
Practice

Valuing a financial advisory practice is an intricate process that blends
quantitative metrics with qualitative assessments. Buyers typically focus on
several key indicators:

Assets Under Management (AUM)

AUM remains a primary benchmark for valuation. Practices with higher AUM
generally command higher multiples, often ranging between 2.5x to 3.5x of
annual revenues, depending on the stability and composition of assets.
However, a practice heavily reliant on a few large clients may be deemed
riskier and thus valued more conservatively.

Recurring Revenue and Fee Structures

The proportion of recurring revenue—such as asset-based fees or retainer
models—adds predictability to earnings and positively influences valuation.
Practices with a diverse fee structure, including financial planning and
consulting fees, often attract premium offers.

Client Demographics and Retention Rates

The age, wealth level, and retention rates of clients are critical
qualitative factors. A younger, affluent client base with long-term prospects
enhances future revenue potential. Conversely, a practice with clients
nearing retirement or with low engagement may face valuation discounts.

Advisor Involvement Post-Sale

Buyers frequently value the willingness of the selling advisor to remain
involved during a transition period. This continuity can mitigate client
attrition and preserve goodwill, often translating into a higher purchase
price.

Types of Buyers and Sale Structures

Understanding the buyer landscape and potential deal structures is essential
for financial advisors selling their practice.



Buyer Profiles

Independent Advisors: Individual or small teams seeking to grow their
book of business.

RIAs and Wealth Management Firms: Registered Investment Advisors often
acquire smaller practices to increase scale and operational
efficiencies.

Broker-Dealers and Banks: Larger institutions may purchase advisory
firms for market expansion or to diversify service offerings.

Private Equity Investors: Some firms backed by private equity engage in
roll-up strategies, acquiring multiple advisory practices.

Common Sale Structures

The transaction may take several forms, including:

Asset Purchase: Buyer acquires client contracts, goodwill, and tangible
assets, often preferred for tax advantages.

Stock Purchase: Transfer of ownership in the legal entity, which can be
simpler but may carry liabilities.

Merger: The selling practice merges with the buyer, allowing shared
control and integration.

Earnouts and Contingent Payments: Portions of the sale price tied to
future performance, aligning incentives.

Each structure has tax, legal, and operational implications, underscoring the
importance of professional guidance.

Challenges and Risks in Selling a Financial
Advisory Practice

While selling a financial advisory practice offers opportunities, it also
presents several challenges that advisors must navigate.



Client Retention and Transition

One of the most critical risks is losing clients during the ownership
transfer. Clients often develop personal relationships with advisors, and
changes can provoke uncertainty. Effective communication strategies and
involving the selling advisor in the transition are vital to preserving
client loyalty.

Valuation Discrepancies

Disagreements on practice valuation are common. Sellers may overestimate
goodwill or client value, while buyers seek to mitigate risk. Objective
third-party valuations or business brokers can facilitate fair negotiations.

Regulatory and Compliance Issues

The sale must comply with industry regulations, including those from the SEC,
FINRA, and state authorities. Failure to address compliance can delay or
derail transactions.

Emotional Factors

For many financial advisors, their practice represents years of effort and
identity. Emotional attachment can complicate negotiations and decision-
making, making objective advice critical.

Best Practices for Financial Advisors Selling
Their Practice

Advisors contemplating the sale of their practice can benefit from adopting
strategic best practices:

Early Planning: Initiating the sale process well before retirement or
other deadlines allows for better preparation and maximizes value.

Professional Valuation: Engaging experienced business appraisers
familiar with the financial services industry provides credible
benchmarks.

Legal and Tax Advisory: Specialized attorneys and tax professionals help
structure the deal efficiently and mitigate risks.



Client Communication Plan: Transparent and timely communication with
clients reduces attrition and preserves goodwill.

Transition Support: Offering to stay involved post-sale for a defined
period reassures clients and facilitates a smoother handover.

The Role of Technology and Digital Tools

Modern technology platforms have transformed the way financial advisory
practices operate and are valued. Cloud-based CRM systems, digital
onboarding, and automated compliance tools enhance operational efficiency and
client experience. Practices leveraging such technologies may command higher
valuations due to streamlined workflows and scalability.

Emerging Trends Impacting Practice Sales

The landscape of financial advisors selling their practice continues to
evolve, influenced by broader industry trends:

Rise of Hybrid Models: Advisors integrating digital advice platforms
with personal service create new value propositions.

Focus on Niche Markets: Practices specializing in specific client
segments like physicians or tech entrepreneurs attract targeted buyers.

Increased Private Equity Interest: Private equity firms’ growing
involvement introduces new dynamics and capital into the market.

Heightened Regulatory Scrutiny: Ongoing changes in fiduciary standards
and compliance requirements influence deal structures and valuations.

These trends suggest that financial advisors who remain adaptable and
forward-thinking will be better positioned to optimize their exit strategies.

Financial advisors selling their practice face a multifaceted journey that
combines financial analysis, strategic negotiation, and emotional
considerations. In a marketplace marked by increasing activity and
complexity, those who approach the sale with thorough preparation and
professional support stand to maximize the value of their practice while
ensuring a seamless transition for their clients.
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and the legwork of coming to a true assessment of one of their most important personal
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challenges related to the valuation, sale, and purchase of advisory firms, Mark C. Tibergien and
Owen Dahl offer guidance that's essential and solutions that work.
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author and industry influencer David Grau Sr. JD, this masterful guide takes you from the important
basics of valuation to the finer points of deal structuring, due diligence, and legal matters, with a
depth of coverage and strategic guidance that puts you in another league when you enter the M&A
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table” early in the negotiation process Utilize advanced deal structuring techniques including seller

https://lxc.avoiceformen.com/archive-th-5k-008/Book?ID=fOK96-9426&title=financial-advisors-selling-their-practice.pdf
https://lxc.avoiceformen.com/archive-top3-26/pdf?trackid=NmL09-0045&title=semiconductor-device-fundamentals-pdf.pdf
https://lxc.avoiceformen.com/archive-top3-26/pdf?trackid=NmL09-0045&title=semiconductor-device-fundamentals-pdf.pdf


and bank financing strategies Understand how to acquire a book, practice or business based on how
it was built, and what it is capable of delivering in the years to come Navigate the complexities of
this highly-regulated profession to achieve consistently great results whether buying, selling, or
merging Buying, Selling, & Valuing Financial Practices will ensure that you manage your M&A
transaction properly and professionally, aided with the most powerful set of tools available anywhere
in the industry, all designed to create a transaction where everyone wins—buyer, seller, and clients.
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David Grau, Sr., 2014-06-02 This book is going to challenge you and everything you think you know
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cornerstone to a strategic growth strategy designed to perpetuate their business and their income
streams beyond their own lifetime, while providing a multi-generational service platform that
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advisor, now is the time to address the question of what will happen to your practice and your
clients after you “exit the building.” In most cases, the answers are right in front of you. Thankfully,
Succession Planning for Financial Advisors: Building an Enduring Business has arrived to transform
today’s practices into businesses designed to endure and prosper and serve generations of clients.
Learn how to create a “Lifestyle Succession Plan” that can provide a lifetime of income and benefits
to the founder even as he/she gradually retires on the job Unlock the power of equity management –
the best planning and building tool an independent advisor owns Learn how to attract and retain the
best of the next generation to help you build a great business and to support your succession plans
and care for your clients and their families Determine precisely when to start a formal succession
plan and related continuity plan so that your business can work for you when you need it most
Understand why succession planning and selling your business are completely different strategies,
but how they can complement each other when used correctly 95% of independent financial service
professionals are one owner practices. To the positive, these practices are among the most valuable
professional service models in America. But almost all advisors are assembling their practices using
the wrong tools – tools borrowed from historically successful, but vastly different models including
wirehouses, broker-dealers, and even OSJ’s and branch managers. Revenue sharing, commission
splitting and other eat-what-you-kill compensation methods dominate the independent sector and
virtually ensure that today’s independent practices, if left unchanged, will not survive the end of
their founder’s career. It is time to change course and this book provides the map and the details to
help you do just that. For independent practice owners and staff members, advisors who want to
transition to independence, as well as accountants, attorneys, coaches and others involved in the
financial services space, there are invaluable lessons to be learned from Succession Planning for
Financial Advisors. Written by the leading succession planning expert in the financial services
industry, former securities regulator, M&A specialist, and founder of the nationally recognized
consulting and equity management firm, FP Transitions, David Grau Sr., JD, has created an
unmatched resource that will have an enduring and resounding impact on an entire industry.
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Step-By-Step Workbook Emily Chiang, 2017-10-17 Are you looking to sell your financial advisory
business because you are approaching retirement or another life change?Author Emily Mei Chiang,
CFP�, MBA guides you through the process as only someone who has done this successfully
can.Selling Your Financial Advisory Practice: A Step-By-Step Workbook answers questions you may
not even know to ask about* How to prepare to search for an ideal buyer* The interviewing process
and the materials you will need* Common deal structures* What to do during the post-sale
transition* Major practice differences that could derail the transitionWith this paperback workbook,
you have plenty of space to make notes and start preparing your exit strategy immediately.Practice
may make perfect, but not when it comes to selling your financial advisory business. You generally
only get one chance to get it right to realize the full value of your professional investment. This is not
a time for learning from your mistakes.But it is the time for learning from a wise, thoughtful, and



experienced CFP� professional who sold her practice and now lives happily ever after to share her
tale of success. For the tens of thousands of baby boomer advisors looking to do the same over the
next decade, Emily Chiang's practical, no-nonsense guide to selling an advisory business comes not a
moment too soon.There are many things for a busy business owner to like about this workbook. It's
practical and efficient, wasting no time getting to the nuts and bolts of finding an ideal buyer and
getting your financial and client metrics in apple-pie order, ready for a sale. For an audience who no
doubt lives by its calendars and flow-charts, there are helpful bulleted checklists a-plenty to walk
them through every step of the transaction.But for all its brisk, no-nonsense approach to selling a
financial advisory practice, Chiang's guide is remarkable for its compassionate insight into the
mental and emotional preparation that must be undertaken by a prospective seller. Chiang's own
story quietly informs this book, and so transforms what might otherwise be a simple transactional
recipe into the sharing of a powerful personal experience. Chiang's purpose in selling her practice
was to secure her personal and professional legacy, and with this timely guidebook, she inspires
other sellers to do the same.Eleanor Blayney, CFP� and author of Women's Worth: Finding Your
Financial ConfidenceEmily Chiang has done an outstanding job of breaking down the steps of
succession planning and providing a clear decision-making framework in her book. Transitioning,
whether a partnership or the standard sale of a business, is an emotional experience, perhaps the
most difficult one a financial advisor will make. Her style provides practical guidance on this
industry-wide quandary and accomplishes this without intimidating or overwhelming advisors.
Emily's workbook is very well designed and I particularly enjoyed how she encourages advisors to
become more introspective to prepare for their next act.Marguerita Cheng, CFP�, Chief Executive
Officer of Blue Ocean Global WealthEmily Chiang has solved the retirement mystery for all
sole-proprietor practitioners. The thoughtful, detailed, step-by-step process she sets forth in her
workbook, born from her own extensive professional experience, is the best I have seen. Her
practice management suggestions can also be used long before retirement to give sole-proprietors
valuable real-time insights into the strengths and weaknesses of their business so they can build an
even stronger business.Clyde (Hoppy) Hohenstein, former CFP�, now retiredPurchase your
workbook now and find out how to choose the right buyer for your financial advisory practice.
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  financial advisors selling their practice: The Ensemble Practice P. Palaveev, 2012-10-02 A
detailed road map for wealth managers who want to build an ensemble firm or team and achieve
sustained growth, profitability and high valuations Why do ten percent of wealth management firms
grow faster than the rest of the industry, often despite the turbulence of the markets? The answer,
according to industry consultant and researcher, P. Palaveev, is that the most successful firms are
those which, create and promote a team-based service model that serves as the foundation of their
enterprise. Find out how and why a team-based service model can play a decisive role in the future
growth and sustained success of your wealth management firm Discover the key factors for building
a successful ensemble firm and profit from the best practices top team-based firms employ Profit
from the author's years of experience working with the world's top wealth management firms and
the data he has compiled as a pre-eminent industry researcher Learn about the various
organizational structures, partnership models and career path options and how to put them to work
building an ensemble practice Get the lowdown on how the savviest traditional broker-dealer firms
have formed dynamic ensemble teams within their organizations and learn of the results they've
achieved
  financial advisors selling their practice: Success as a Financial Advisor For Dummies Ivan
M. Illan, 2018-11-09 A must-have reference for financial advisors In step-by-step detail, Success as a
Financial Advisor For Dummies covers how a current or would-be financial advisor can maximize
their professional success through a series of behaviors, activities, and specific client-centric value
propositions. In a time when federal regulators are changing the landscape on the standard of care



that financial services clients should expect from their advisors, this book affords professionals
insight on how they can be evolving their practices to align with the regulatory and technological
trends currently underway. Inside, you’ll find out how a financial advisor can be a true fiduciary,
how to compete against the growing field of robo-advisors, and how the passive investing trend is
actually all about being an active investor. Additionally, you’ll discover time-tested advice on
building and focusing on client relationships, having a top advisor mindset, and much more. Master
the seven core competencies Attract and win new business Pick the right clients Benchmark your
performance Start your own firm Brimming with practical expert advice, Success as a Financial
Advisor For Dummies is a priceless success tool for any wannabe or experienced financial advisor.
  financial advisors selling their practice: The Complete Idiot's Guide to Success as a
Personal Financial Planner John P. Napolitano CPA, PFS, CFP, 2007-12-04 Building a successful
career in a red-hot field. Financial planning is one of the fastest growing careers in America today.
Written by a veteran certified financial planning expert, this invaluable book tells aspiring and new
CFPs everything you need to know about the certification process, setting up private practice,
self-marketing techniques, client management and expansion, and much more. —Includes a
comprehensive resource section
  financial advisors selling their practice: The Power of Practice Management Matt
Matrisian, 2013-01-17 How do you build a financial advisory business in today’s competitive and
often-saturated markets? How can you break through the clutter, and develop strong and lasting
client relationships? We believe it can be done by harnessing the power of practice management!
The Power of Practice Management shows you the “how,” “why” and “what” of taking your business
to the next level, introducing you to best practices and the thinking behind actions of some of the
industry’s top-quartile firms. Author Matt Matrisian leads you on a journey filled with intriguing
ideas and bottom-line lessons that teach you how to work on your business, not just in it. Whether
you’re the head of a large advisory firm, part of a small practice or just starting out, you will
discover a roadmap for turning your good business into a better one. The author also addresses:
Making business strategy and planning part of your defined game plan; Transforming your firm’s
vision and goals to build your business Capitalizing on referral sources and centers of influence Your
personal brand as a product of intuitive thinking And much more. The Power of Practice
Management teaches you how to channel the strength of your business and connect it to your
clients’ experiences. The results unlock the secrets to driving customer loyalty, referral revenue, and
business prosperity. In the process, you’ll also enhance your personal brand – allowing you the
opportunity for business prosperity.
  financial advisors selling their practice: The Supernova Multiplier Robert D. Knapp,
2019-02-01 Take your Supernova practice to even greater heights of performance and profitability
The Supernova Multiplier provides expert guidance to the revolutionary wealth management model
that has transformed the lives and businesses of financial professionals worldwide. The innovative
Supernova method enables financial advisors to rapidly grow their business, efficiently manage time,
and maximize client satisfaction. The Five Stars of the Supernova model—Segmentation,
Organization, Planning, Acquisition, and Leadership—provide financial advisors with the tools and
knowledge to propel their practices to new heights of performance. The acknowledged pioneer of
the Supernova model, author Rob Knapp offers in-depth examination of every aspect of the
Supernova model, from client experience to leadership development. This invaluable resource
addresses significant issues facing disciples of the model, including areas of chronic
underperformance, and delivers proven solutions that financial advisors can integrate into their
practices. Detailed coverage of core elements, such as the Rule of Reciprocity, Gap Analysis and the
Five Star Model, promotes critical analysis of advisor performance and builds the foundation for
precise alignment to the essential Supernova principles. This indispensable book empowers current
and prospective Supernova practitioners to: Build and optimize an efficient and profitable Supernova
advisory practice Structure your practice around high-value activities that increase revenue and
grow your business Maintain a predictable schedule of meaningful client contact Develop and



implement proactive planning strategies with your team and client base. The Supernova model is not
complex, but requires sustained and disciplined effort to achieve best results. The Supernova
Multiplier: 7 Strategies for Financial Advisors to Grow Their Practices is the key to unlocking
remarkable results and sustained achievement in advisory practices across the financial
management industry that will differentiate you and your practice from the ordinary into the
extraordinary.
  financial advisors selling their practice: The New Managed Account Solutions
Handbook Stephen D. Gresham, Arlen S. Oransky, 2008-01-18 Industry experts share their insight
and tell you why: Unified managed accounts represent the future of the managed money industry.
No other platform offers so many options and can be customized to meet the needs of so many
different types of investors, says one of the nation's most prominent money managers. We are able
to address a wide variety of investment needs with a single product. (Chapter Mutual fund wrap
accounts are enjoying a resurgence in popularity. With mutual fund advisory accounts, advisors can
develop a consolidated strategy for their clients utilizing mutual funds, explains one top executive at
a leading investment bank. Investors know that proper asset allocation produces better results.
(Chapter 3) Exchange-traded funds have exploded in popularity with clients and advisors. ETFs have
changed the landscape by offering financial advisors a new way to diversify their clients' portfolios,
says the national sales manager of one of the world's largest ETF providers. Advisors can fully
diversify across all asset classes. (Chapter 4) Client demand is fueling the growth of alternative
investments. Larger clients are asking for these types of investments, says one director of
investment consulting solutions at one of America's largest banks. Diversification to minimize risk is
the key incentive for adding alternative investments to a portfolio. (Chapter 4) They'll also teach you
how to: * Determine if managed account solutions are right for you, your practice, and your clients *
Transform your financial advisory practice into a wealth management business * Differentiate
yourself from other advisors * Develop a recurring revenue stream that will enable you to grow your
business * Attract new clients and capture additional assets from existing clients * Conduct
successful client meetings and host seminars that get results * Position yourself as a provider of
managed account solutions and partner effectively with other advisors, allied professionals, and the
media
  financial advisors selling their practice: Seminars for the Financial Advisor Adri
Miller-Heckman, 2009-06 Seminar industry veteran Miller-Heckman reveals her step-by-step process
for creating events that produce results and convert attendees into satisfied clients.
  financial advisors selling their practice: The New Advisor for Life Stephen D. Gresham,
2011-09-19 Expert advice on building an unshakable foundation as a financial advisor to the elite
The revised and updated edition of the definitive guide to growing and maintaining a financial advice
firm, The New Advisor for Life explores the fallout of the market crash on up-and-coming advisors.
With a particular focus on the generation X and Y concern with debt management and long-term
investment, this new edition examines what young investors look for in an advisor. Today, more than
ever, insight, analysis, and validation are valued, but to be truly successful, an advisor needs to walk
the line between being well-informed but not appearing condescending. What today's investors want
in a financial advisor is someone who can cut through the noise and clutter of the financial services
industry and the mainstream media Covers the basics, from setting a client's investment goals,
selecting complementary investments, and monitoring portfolio balance, to the
advanced—developing a personal finance plan for your clients based on their specific needs Steve
Gresham presents a 19-point checklist for financial advisors to offer their clients life advice Keeping
clients engaged is more important than ever, and The New Advisor for Life gives the aspiring
financial advisor the secrets to success normally reserved for the country's top firms.
  financial advisors selling their practice: Valuing Professional Practices and Licenses Ronald
L. Brown, 2013-12-19 For anyone representing lawyers, doctors, and other professionals or their
spouses, one of the thorniest problems in divorce cases continues to be assessing the worth of the
professional practice. Valuing Professional Practices and Licenses has been used nationwide as the



essential practice guide in this area of matrimonial law. Over 45 chapters newly revised by a team of
savvy matrimonial practitioners offer complete and current information on the valuation of
professional practices, degrees, and licenses. There is also coverage of difficult topics such as
merger, double dipping, celebrity goodwill, and how to best represent clients in these complex
cases. Plus, the updated Fourth Edition has been expanded and revised, with new chapters on key
topics such as the difficulties of representing lawyers in divorces, the various factors included in the
sale of a law practice relevant to valuation for divorce litigation, the effective use of financial
experts, and the bankruptcy aspects of awards of professional assets. With Valuing Professional
Practices and Licenses' legal analysis and expert commentary, valuation Examples & Explanations,
sample reports, checklists and forms to use for discovery, and sample question-and-answer
sequences, you'll be fully prepared to represent your professional clients efficiently and successfully.
  financial advisors selling their practice: Comprehensive Financial Planning Strategies
for Doctors and Advisors David Edward Marcinko, Hope Rachel Hetico, 2014-12-09 Drawing on
the expertise of multi-degreed doctors, and multi-certified financial advisors, Comprehensive
Financial Planning Strategies for Doctors and Advisors: Best Practices from Leading Consultants and
Certified Medical Planners will shape the industry landscape for the next generation as the current
ecosystem strives to keep pace.Traditional g
  financial advisors selling their practice: Blackwell's Five-Minute Veterinary Practice
Management Consult Lowell Ackerman, 2013-08-13 Blackwell’s Five-Minute Veterinary Practice
Management Consult, Second Edition has been extensively updated and expanded, with 55 new
topics covering subjects such as online technologies, hospice care, mobile practices, compassion
fatigue, practice profitability, and more. Carefully formatted using the popular Five-Minute
Veterinary Consult style, the book offers fast access to authoritative information on all aspects of
practice management. This Second Edition is an essential tool for running a practice, increasing
revenue, and managing staff in today’s veterinary practice. Addressing topics ranging from client
communication and management to legal issues, financial management, and human resources, the
book is an invaluable resource for business management advice applicable to veterinary practice.
Sample forms and further resources are now available on a companion website. Veterinarians and
practice managers alike will find this book a comprehensive yet user-friendly guide for success in
today’s challenging business environment.
  financial advisors selling their practice: The Smart Financial Advisor Bill Martin CFA,
2017-10-25
  financial advisors selling their practice: Economic Psychology Rob Ranyard, 2017-08-14 A
comprehensive overview of contemporary economic psychology Economic Psychology presents an
accessible overview of contemporary economic psychology. The science of economic mental life and
behavior is increasingly relevant as people are expected to take more responsibility for their
household and personal economic decisions. The text will, in addition to reviewing current
knowledge on each topic presented, consider the practical and policy implications for supporting
economic decision making. Economic Psychology examines the central aspects of adult decision
making in everyday life and includes the theories of economic decision making based on risk, value
and affect, and theories of intertemporal choice. The text reviews the nature and behavioral
consequences of economic mental representations about such things as material possessions, money
and the economy. The editor Robert Ranyard—a noted expert on economic psychology—presents a
life-span developmental approach, from childhood to old age. He also reviews the important societal
issues such as charitable giving and economic sustainability. This vital resource: Reviews the
economic psychology in everyday life including financial behaviour such as saving and tax-paying
and matters such as entrepreneurial activity Offers an introduction to the field and traces the
emergence of the discipline, from Adam Smith to George Katona and Herbert Simon Includes
information on societal issues such as charitable giving and pro-environmental behaviour Considers
broader perspectives on economic psychology: life-span psychological development from childhood
to old age Written for students of psychology, Economic Psychology reviews the most important



information on contemporary economic psychology with a focus on individual and household
economic decision making, ranging widely across financial matters such as borrowing and saving,
and economic activities such as buying, trading, and working.
  financial advisors selling their practice: Fundamentals of Buy/Sell Investment Trading
Programs Sir Patrick Bijou, 2023-02-27 At long last, it is here. This book will attempt to provide a
concise understanding of the Financial Market, Stock Investment Algorithm, and other basic
economics of the Financial Market. I dіѕсuѕѕ thе vаrіоuѕ рrоs аnd cons оf Buy/Sell Investment
Trading and ѕhоw you how уоu саn put this knоwlеdgе in a self-help guide to trading. Thе ѕtосk
mаrkеt іѕ a bаttlеfіеld among traders wіth dіffеrеnt bеlіеfѕ, and іt is thе wіnnеr’ѕ bеlіеf that
determines thе destiny оf the market. Thеrеfоrе, my bаѕіс trading philosophy is tо fоllоw the
wіnnеrѕ. In thіѕ bооk, I соnсеntrаtе оn the type of trаdеrѕ whо I bеlіеvе аrе very lіkеlу tо bе
wіnnеrѕ: the big buуеrѕ аnd the big ѕеllеrѕ, thе іnѕtіtutіоnаl іnvеѕtоrѕ (pension fundѕ, mutual fundѕ,
hеdgе funds, mоnеу mаnаgеrѕ, іnvеѕtmеnt bаnkѕ, etc.) who mаnаgе lаrgе sums оf mоnеу and оftеn
buy оr sell ѕtосk in lаrgе ԛuаntіtу — I dеѕсrіbе еxtеnѕіvеlу the discoveries about the Capital Markets
and their hidden gems uncovering the know-how so that you can make vast fortunes, millions just
like traders and investment bankers do. I reveal the secret strategy and formula that has taken me
over 30 years to understand and discover. I am about to give away my secrets in just one book to
make you a fortune and become a billionaire. Read this book; I promise you, it will be worth it, and
you will not be disappointed! -Sir Patrick Bijou As уоu rеаd thіѕ book, you’ll discover: 1. Instruments
Trаdеd in the Mоnеу Market 2. Value Investing аnd Growth Invеѕtіng 3. Trаdіng the Fоrеx Market 4.
Forex Plауеrѕ – Banks, Governments, Cоmраnіеѕ, аnd Trаdеrѕ. 5. ENTERING AND EXITING A
MARKET 6. Adорtіоn Аnd Еvоlutіоn Оf FX Еxесutіоn Аlgоrіthmѕ 7. Thе Behavior Of Indіvіduаl
Invеѕtоrѕ 8. Hоw tо Read thе Annuаl Report оf a Cоmраnу 9. Guide Tо Mutual Fund Іnvеѕtіng 10.
Fundаmеntаl And Tесhnісаl Anаlуѕіѕ. Note: Onсе you hаvе a clear undеrѕtаndіng of Investment
Algorithm, Trading The Financial Market, Stock and Other Basic Economics of the Markets, then
your step into this world has only just begun. Get your copy Now and Discover all about BUY/SELL
INVESTMENT TRADING!
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