value of a financial advisor s book of business

The Value of a Financial Advisor's Book of Business: A

Comprehensive Guide

Introduction:

Understanding the True Worth of a Financial Advisor's Client Base

A financial advisor's book of business is more than just a list of clients; it's a valuable asset representing years
of relationship building, expertise, and accumulated revenue streams. Accurately assessing its value is
crucial for succession planning, mergers and acquisitions, and overall business valuation. This
comprehensive guide delves into the multifaceted factors contributing to the worth of a financial advisor's

client portfolio, providing insights for advisors, buyers, and sellers alike.

Article Outline:

I. Intrinsic Value of Client Relationships:

a. Client Lifetime Value (CLTV) calculations.

b. Client retention rates and their impact.

c. Client demographics and asset under management (AUM).
II. Revenue Generation and Growth Potential:

a. Recurring fees and commission structures.

b. Future revenue projections based on client growth.
c. Potential for upselling and cross-selling services.

III. Intangible Assets and Brand Equity:

a. Reputation and client trust.

b. Established referral networks and client loyalty.

c. Brand recognition within the community.

IV. Operational Efficiency and Infrastructure:

a. Established client management systems and processes.
b. Existing support staff and their expertise.

c. Technology and infrastructure investments.

V. Market Conditions and Economic Factors:

a. Current interest rates and market volatility.

b. Competition within the financial advisory landscape.
c. Regulatory changes and their impact.

VI. Valuation Methods and Approaches:



a. Discounted cash flow (DCF) analysis.
b. Precedent transaction analysis.

c. Market multiple approach.
Explanatory Sentences:

L. Intrinsic Value of Client Relationships:

Calculating Client Lifetime Value (CLTV) for Accurate Assessment

Determining the CLTV of each client is paramount. This involves forecasting future revenue generated

from each client, considering factors like AUM growth, fees, and the client's expected lifespan as a client.

High Client Retention Rates Indicate a Stable and Valuable Book of
Business

A high client retention rate speaks volumes about the quality of service provided and the strength of client

relationships. A consistently high retention rate significantly increases the book's overall value.

Client Demographics and Asset Under Management (AUM) Are Key
Indicators

The demographics of a client base, including age, income, and net worth, directly influence the potential
for future growth and AUM. A diverse client base with significant AUM increases the book's

attractiveness.

II. Revenue Generation and Growth Potential:

Recurring Fee Structures Provide Predictable and Stable Income Streams

Recurring management fees provide a predictable income stream, making the book of business more

attractive to potential buyers. This contrasts with commission-based structures, which can be more variable.

Projecting Future Revenue Based on Client Growth Is Essential for



Valuation

Accurate projections of future revenue based on anticipated client growth and AUM expansion are essential

for realistic valuations. This requires careful analysis of historical growth trends and market conditions.

Opportunities for Upselling and Cross-Selling Services Enhance Revenue
Potential

The potential to upsell or cross-sell additional services to existing clients significantly enhances the book’s

value. This demonstrates the advisor's ability to expand revenue streams within the existing client base.

IIL. Intangible Assets and Brand Equity:

Strong Reputation and Client Trust Are Invaluable Assets

A strong reputation for ethical conduct and excellent client service is an invaluable asset that significantly

contributes to the book's worth.

Established Referral Networks and Client Loyalty Drive Organic Growth

An established network of referrals and high client loyalty translate into organic client growth and reduce

acquisition costs, increasing the book's long-term value.

Brand Recognition within the Community Increases Market Visibility

Local brand recognition within the community adds to the overall value by attracting new clients and

establishing credibility.

IV. Operational Efficiency and Infrastructure:

Efficient Client Management Systems Streamline Operations and Increase
Productivity

Well-established client management systems and processes improve operational efficiency, allowing for

better client service and reduced administrative overhead.



Experienced Support Staff Contribute to the Overall Value of the Business

The expertise and experience of support staff contribute to the overall smooth functioning of the business,

increasing its appeal to buyers.

Technology and Infrastructure Investments Enhance Efficiency and
Scalability

Investments in technology and infrastructure improve operational efficiency and allow for greater

scalability and future growth.

V. Market Conditions and Economic Factors:

Interest Rates and Market Volatility Impact the Valuation of Financial
Assets

Prevailing interest rates and market volatility significantly impact the valuation of assets under

management, influencing the overall book value.

Competition Within the Financial Advisory Industry Shapes Market
Dynamics

The competitive landscape of the financial advisory industry plays a crucial role in determining the pricing

and valuation of a book of business.

Regulatory Changes Can Impact Compliance Costs and Operational
Efficiency

Upcoming regulatory changes can impact compliance costs and operational efficiency, impacting the

valuation and attractiveness of a book of business.

VI. Valuation Methods and Approaches:

Discounted Cash Flow (DCF) Analysis Provides a Future-Oriented



Valuation

DCF analysis provides a future-oriented valuation by discounting projected future cash flows back to their

present value.

Precedent Transaction Analysis Compares to Similar Book of Business
Sales

Analyzing comparable transactions in the industry provides a benchmark for determining the appropriate

valuation multiple.

Market Multiple Approach Uses Industry Averages to Estimate Value

The market multiple approach uses industry averages to estimate the value based on factors like AUM and

revenue.

Conclusion:

The value of a financial advisor's book of business is a complex interplay of tangible and intangible assets. A
thorough assessment considering client relationships, revenue generation, brand equity, operational
efficiency, and market conditions is crucial for accurate valuation. Utilizing various valuation methods
provides a comprehensive understanding of the true worth, enabling informed decisions during succession

planning, mergers and acquisitions, or simply understanding the financial health of the practice.

Frequently Asked Questions (FAQs):

Q: How often should a financial advisor re-evaluate their book of business? A: Ideally, a yearly review is
recommended to track performance and adjust projections as needed.

Q: What factors are most crucial in determining the value of a book of business? A: Client retention, AUM,
revenue streams, and brand reputation are key factors.

Q: What are the common methods used to value a financial advisor's practice? A: Discounted cash flow
(DCF), precedent transactions, and market multiples are common methods.

Q: How do regulatory changes affect the value of a book of business? A: Regulatory changes can impact
compliance costs and potentially alter the attractiveness of the practice.

Q: Is it advisable to hire a professional valuation firm? A: Engaging a professional valuation firm is highly

recommended for an accurate and unbiased assessment.
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Financial advisor valuation, book of business value, client lifetime value (CLTV), financial practice
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valuation, practice management, financial advisor business valuation, selling a financial advisory practice.

value of a financial advisor s book of business: How to Value, Buy, or Sell a Financial

Advisory Practice Mark C. Tibergien, Owen Dahl, 2010-05-13 Financial planning is a young
industry. The International Association of Financial Planning—one of the predecessors to the
Financial Planning Association—was formed less than forty years ago. But as the profession's first
tier of advisers reaches maturity, the decisions that may be part of transition planning for their firms
loom large. A sale? A partner buyout? A merger? No matter what the choice, its viability hinges on
one critical issue—the value of the firm. Unfortunately, many advisers--whether veteran or
novice—simply don't know the worth of their practice or how to influence it. That's why How to
Value, Buy, or Sell a Financial-Advisory Practice is such an important book. It takes advisers
carefully through the logic and the legwork of coming to a true assessment of one of their most
important personal assets—their business. Renowned for their years of experience helping advisers
tackle the daunting 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.

value of a financial advisor s book of business: The White Coat Investor James M. Dahle,
2014-01 Written by a practicing emergency physician, The White Coat Investor is a high-yield
manual that specifically deals with the financial issues facing medical students, residents,
physicians, dentists, and similar high-income professionals. Doctors are highly-educated and
extensively trained at making difficult diagnoses and performing life saving procedures. However,
they receive little to no training in business, personal finance, investing, insurance, taxes, estate
planning, and asset protection. This book fills in the gaps and will teach you to use your high income
to escape from your student loans, provide for your family, build wealth, and stop getting ripped off
by unscrupulous financial professionals. Straight talk and clear explanations allow the book to be
easily digested by a novice to the subject matter yet the book also contains advanced concepts
specific to physicians you won't find in other financial books. This book will teach you how to:
Graduate from medical school with as little debt as possible Escape from student loans within two to
five years of residency graduation Purchase the right types and amounts of insurance Decide when
to buy a house and how much to spend on it Learn to invest in a sensible, low-cost and effective
manner with or without the assistance of an advisor Avoid investments which are designed to be
sold, not bought Select advisors who give great service and advice at a fair price Become a
millionaire within five to ten years of residency graduation Use a Backdoor Roth IRA and Stealth IRA
to boost your retirement funds and decrease your taxes Protect your hard-won assets from
professional and personal lawsuits Avoid estate taxes, avoid probate, and ensure your children and
your money go where you want when you die Minimize your tax burden, keeping more of your
hard-earned money Decide between an employee job and an independent contractor job Choose
between sole proprietorship, Limited Liability Company, S Corporation, and C Corporation Take a
look at the first pages of the book by clicking on the Look Inside feature Praise For The White Coat
Investor Much of my financial planning practice is helping doctors to correct mistakes that reading
this book would have avoided in the first place. - Allan S. Roth, MBA, CPA, CFP(R), Author of How a
Second Grader Beats Wall Street Jim Dahle has done a lot of thinking about the peculiar financial
problems facing physicians, and you, lucky reader, are about to reap the bounty of both his
experience and his research. - William J. Bernstein, MD, Author of The Investor's Manifesto and
seven other investing books This book should be in every career counselor's office and delivered
with every medical degree. - Rick Van Ness, Author of Common Sense Investing The White Coat
Investor provides an expert consult for your finances. I now feel confident I can be a millionaire at
40 without feeling like a jerk. - Joe Jones, DO Jim Dahle has done for physician financial illiteracy



what penicillin did for neurosyphilis. - Dennis Bethel, MD An excellent practical personal finance
guide for physicians in training and in practice from a non biased source we can actually trust. -
Greg E Wilde, M.D Scroll up, click the buy button, and get started today!

value of a financial advisor s book of business: Buying, Selling, and Valuing Financial
Practices, + Website David Grau, Sr., 2016-08-22 The Authoritative M&A Guide for Financial
Advisors Buying, Selling, & Valuing Financial Practices shows you how to complete a sale or
acquisition of a financial advisory practice and have both the buyer and seller walk away with the
best possible terms. From the first pages of this unique book, buyers and sellers and merger
partners will find detailed information that separately addresses each of their needs, issues and
concerns. From bestselling 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 space. Complete with valuable tools, worksheets, and
checklists on a companion website, no other resource enables you to: Master the concepts of value
and valuation and take this issue “off the table” early in the negotiation process Utilize advanced
deal structuring techniques including seller 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.

value of a financial advisor s book of business: Succession Planning for Financial Advisors
David Grau, Sr., 2014-06-02 This book is going to challenge you and everything you think you know
about succession planning. For independent advisors, succession planning is quickly becoming the
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
attracts and rewards younger advisors. This makes succession planning one of the most, if not the
most, important practice management tools in this industry today. As an independent financial
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 OS]J’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.

value of a financial advisor s book of business: The Million-dollar Financial Advisor
David J. Mullen (Jr.), 2010 The best financial advisors are well equipped to succeed regardless of
market conditions. Based on interviews with fifteen top advisors, each doing several million dollars
worth of business every year, The Million-Dollar Financial Advisor distills their universal success
principles into thirteen distinct lessons. Each is explained step-by step for immediate application by
veteran and new financial professionals alike. The lessons cover: * Building and focusing on client
relationships * Having a top advisor mindset * Developing a long-term approach * Specialization *
Marketing * And much more The book also features two complete case studies. First there is the
best of the best advisor whose incredible success showcases the power of all the book's principles
working together in concert. The second is an account of a remarkable and inspiring career turn
around and demonstrates that it's never too late to reinvent oneself. Brimming with practical advice
from the author and expert insights from his interview subjects, The Million-Dollar Financial Advisor
is a priceless success tool for any and all financial advisors.

value of a financial advisor s book of business: The Million-Dollar Financial Advisor
Team David J. Mullen, Jr., 2018-08-21 Based on interviews with fifteen top financial advisors, this
priceless toolkit contains universal principles to guide both veteran and new financial professionals
to immediate success. This book features two complete case studies, featuring a “best of the best”
advisor whose incredible success showcases the power of all the book's principles working together
in concert, and an account of a remarkable and inspiring career turn around that demonstrates it's
never too late to reinvent yourself. The Million-Dollar Financial Advisor distills these success
principles into thirteen distinct step-by-step lessons that teaches you: how to build and focus on
client relationships, have a top advisor mindset, develop a long-term approach, and much more.
Brimming with practical advice from author David ]J. Mullen and expert insights from his interview
subjects, The Million-Dollar Financial Advisor equips any financial advisor to succeed--regardless of
market conditions.

value of a financial advisor s book of business: Success as a Financial Advisor For
Dummies Ivan M. Illan, 2018-11-13 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.

value of a financial advisor s book of business: The Smart Financial Advisor Bill Martin
CFA, 2017-10-25

value of a financial advisor s book of business: Practice Made Perfect Mark C. Tibergien,
Rebecca Pomering, 2010-06-04 When financial advisers need guidance on running their business,
they turn to Mark Tibergien, the most prominent, most respected authority and hands-on consultant
on the science and practice of managing financial advisory firms. Together with Moss Adams
colleague and principal Rebecca Pomering, they have combined their years of research and analysis



to write the definitive book on the subject. The authors first identify how to assess the business and
evaluate oneself as a manager. They then present strategic-thinking issues—such as practice
models, business plans, and differentiators—in a Socratic style. This is followed by a detailed
overview of critical topics, from financial management and human capital to IT and
marketing—encompassing the management skills, approaches, and mindsets needed for success.
With management tools, worksheets, and industry statistics, Practice Made Perfect is the
authoritative book from the industry's expert.

value of a financial advisor s book of business: The Essential Advisor Bill Crager, Jay
Hummel, 2016-05-02 Leverage the financial services evolution to maximize your firm's value The
Essential Advisor presents an insightful handbook for advisors looking to navigate the changing face
of financial services. The industry is evolving, consumers are evolving, and many advisors are being
left behind as old methods become less and less relevant. This book shows you how to turn this shift
into a positive, by positioning your firm to maximize these new opportunities, and deliver the results
and experience increasingly expected of financial advisors. You'll learn how to provide the
transparency, hands-on interaction, and around-the-clock access today's clients demand, and how to
consistently deliver service that robo-advisors cannot duplicate. Emerging technologies do not have
to be a threat to your practice—they are tools that represent opportunities to provide greater service
to your clients, and smart technology integration will be a hallmark of firms that survive the shift.
This guide provides a clear vision of the future of financial services, and an indispensable
management framework for maximizing your firm's future value. Advisors are increasingly confused
about what clients are seeking, and clients are equally confused about what advisory firms offer that
alternatives cannot. This book helps clear the air on both sides by examining the client's perspective
of financial services, and helping advisors better communicate their strengths. Articulate the value
of your services Leverage new technology to complement your practice Capitalize on opportunities
and maximize your firm's value Position your firm to benefit from the changing consumer population
Financial advisors can only grow their businesses if clients know what they do, know how to hire
them, and can access them affordably. The Essential Advisor shows you to bring your firm into the
future successfully.

value of a financial advisor s book of business: How to Build Your Financial Advisory
Business and Sell It at a Profit Al Depman, 2009-10-21 Too many financial advisors simply close shop
when they decide to exitthe business—squandering untold goodwill and legacy business. Why waste
a great opportunity? By applying the advice of Al Depman, a.k.a. “The Practice Doctor,” you can
transform your financial services practice into a legacy-focused business that will add substantial
wealth to your retirement nest egg. How to Build Your Financial Advisory Business and Sell It at a
Profit walks you through the steps of developing, managing, and growing a profitable practice you
can sell for enhanced value or bequeath to family members. Depman guides you through the process
of forming a sound plan for your financial services business, including how to: Create a team of
advocates in marketing and administration Build a sophisticated referral process Develop sales and
casedevelopment systems Write a best-practices operations manual Maximize new technology to
streamline operations Put a succession plan in place Building a long-term business model is not just
good for your future. It will also make you happier and more profitable today. You’ll be able to spend
more time with clients. You'llput more energy into finding new ones. You’ll focus more on referral
sources. And someone else will do the grunt work. Use How to Build Your Financial Advisory
Business and Sell It at a Profit to build your business into more than a simple means to a
paycheck—and reap the rewards of your hard work long after you choose to leave the firm.

value of a financial advisor s book of business: The Financial Advisor's Success Manual
David Leo, Craig Cmiel, 2017-12-07 Do you want to become a million-dollar financial advisor, boost
client satisfaction, and dramatically expand your business? This book provides all the answers and
strategies you need to do just that. Complete with proven techniques, expert insights, and practical
tips to maximize your profitability, The Financial Advisor’s Success Manual will show you how to
break the cycle of moderate growth by teaching you how to: Develop a differentiation strategy



Define and implement your six core client-facing processes Balance the cost of services with the
value delivered Enhance client loyalty Perfect your personal marketing and sales approach You
didn’t start your financial services firm with a goal of modest gains. So don’t settle for that! By
implementing the methodologies and strategies in this manual, you can grow your business beyond
your wildest expectations--all while serving your clients better.

value of a financial advisor s book of business: Rattiner's Financial Planner's Bible Jeffrey
H. Rattiner, 2002-08-29 Jeff Rattiner has found another way to help producers. This book is a
must-have for financial advisors, especially those that aspire to be Million Dollar Producers. -Thomas
B. Gau, CPA, CFP President and CEO of Million Dollar Producer Jeff Rattiner has done it again! His
book displays all the essential tools and techniques necessary for advanced planners to succeed in
this business. Rattiner's easy-to-read style provides the best in marketing and practice management
ideas. This book will help you if you have hit a dead end in your practice. Rattiner tells it like it is by
providing a no-nonsense approach to truly taking your practice to the next level. A must-read for the
serious financial advisor. -Jim Cannon, President, SunAmerica Securities, Sentra Securities
Corporation, and Spelman & Co., Inc. Financial planners provide a variety of services to an array of
clients but lack a uniform system for creating a profitable business. Rattiner's Financial Planner's
Bible: The Advisor's Advisor collects best practices from the nation's leading financial planners,
presenting a prototype turnkey model for achieving financial success for both the client and the
practice. Financial planning expert Jeffrey Rattiner emphasizes an ethical, practical approach to
financial advising, placing paramount importance on doing what's best for the client. Drawing on
extensive interviews and his own experience, Rattiner delivers can't-miss tips on marketing a
financial planning practice, developing an infrastructure, crafting strategic alliances, assessing a
business's profitability, and creating the model twenty-first-century practice. This authoritative
guide also covers: * Forming a planning advisory board * Establishing a realistic chain of command *
Delegating responsibility * Making technology work for you * Charging clients appropriately
Running a financial planning business need not be an exercise in trial and error. Rattiner's Financial
Planner's Bible delivers a compelling model for advising success.

value of a financial advisor s book of business: Values-based Financial Planning Bill
Bachrach, 2000 Whether you're already well-to-do or just beginning to build a nest egg, this book
will help you to make smart financial choices based on what's important to you ...

value of a financial advisor s book of business: The Modern Trusted Advisor Nancy MacKay,
Alan Weiss, 2021-10-15 The best and the brightest use advisors and experts. In fact, one could say
that they are the best and the brightest because they utilized trusted advisors throughout their
careers. Whether in business, sports, entertainment, academia, or politics-expert help is a
fundamental enabler of success. That means that the demand for expert advice will grow and the
competition will increase for such help. This isn’t a matter of “certificates” and “universities,” it’s a
matter of specific skill and behavioral sets that create a trusting bond and reliance. Trusted advisors
are beyond coaches—they are comprehensive resources and supporters. The Modern Trusted
Advisor employs important mastery traits, such as subordinating ego, applying shared experiences,
and managing emotional, mental, and intellectual health. We are entering a world of “no normal”
today and leaders must inspire others daily. This is the book that prepares you to inspire those
leaders.

value of a financial advisor s book of business: The Ultimate Financial Advisor Bryan
Sweet, Brittany Anderson, Draye Redfern, 2021-05-18 Have you dreamt of becoming the Ultimate
Financial Advisor but don't know where to start? This book by Bryan Sweet, Brittany Anderson &
Draye Redfern reveals the 12 pillars that are necessary to set you up for success and help you grow
your financial advisory business exponentially. Not only will you uncover the strategies, marketing,
systems needed to be successful, but you will also learn how to build your dream team along with
the step-by-step path to actually implement all of your best ideas into your practice to reach your
ultimate goals as a financial advisor.

value of a financial advisor s book of business: The Supernova Advisor Robert D. Knapp,



2010-12-17 The Supernova Model is a client service, client acquisition, and practice management
model that drives an explosive acceleration in revenue and client satisfaction by capitalizing upon
the 80/20 Rule. First implemented by financial advisors at Merrill Lynch—under the leadership of
author Rob Knapp—it has grown increasingly popular within the financial services industry. The
Supernova Advisor skillfully outlines this proven model and reveals how it can be used to create an
exceptional experience for your clients, while significantly growing your business.

value of a financial advisor s book of business: Life Centered Financial Planning Mitch
Anthony, Paul Armson, 2020-11-03 Bring your financial planning to life by bringing life to your
financial planning. Life-Centered Financial Planning: How to Deliver Value That Will Never Be
Undervalued shows financial planners and advisors how to radically improve the service they
provide to their clients by tying their decisions and strategies to their clients’ life events, stages, and
goals. Written by distinguished financial professionals Mitch Anthony and Paul Armson,
Life-Centered Financial Planning provides readers with practical advice and concrete strategies to
revolutionize their organization and client service by: - Focusing on what matters most to clients,
rather than maximizing assets under management or pushing products - Understanding that a
strong financial plan means more than simply accumulating as much money as possible - Building a
business model that is good for everyone involved: the financial advisor, clients, and the organization
- Moving from being a commodity to being your client's trusted advisor The book is perfect for any
financial planner or advisor who wishes to adapt to the radical redefinition of financial services
taking place today.

value of a financial advisor s book of business: Client Psychology CFP Board, 2018-02-19 A
Client-Centered approach to Financial Planning Practice built by Research for Practitioners The
second in the CFP Board Center for Financial Planning Series, Client Psychology explores the biases,
behaviors, and perceptions that impact client decision-making and overall financial well-being. This
book, written for practitioners, researchers, and educators, outlines the theory behind many of these
areas while also explicitly stating how these related areas directly impact financial planning
practice. Additionally, some chapters build an argument based solely upon theory while others will
have exclusively practical applications. Defines an entirely new area of focus within financial
planning practice and research: Client Psychology Serves as the essential reference for financial
planners on client psychology Builds upon and expands the body of knowledge for financial planning
Provides insight regarding the factors that impact client financial decision-making from a
multidisciplinary approach If you're a CFP® professional, researcher, financial advisor, or student
pursuing a career in financial planning or financial services, this book deserves a prominent spot on
your professional bookshelf.

value of a financial advisor s book of business: What Your Financial Advisor Isn't Telling
You Liz Davidson, 2016-01-05 Protect your money with this “accessible and practical” guide to hiring
and working with financial advisors (Publishers Weekly, starred review). Hiring a trained expert to
safeguard and grow your wealth seems like a foolproof decision, but it can go awry for many people.
You should never blindly trust that your advisor has your best interests at heart—and while there are
many benefits to working with a financial pro, there are some things you should know first. Drawing
on her insider’s knowledge of how the financial advice profession really works, Liz Davidson shows
how to judge whether an advisor is going to help or harm your savings. This no-nonsense guide
covers questions such as: How should you decide if you really need an advisor? What financial moves
can you make without their help? What important questions should you ask before trusting them
with your money? What are the red flags you should run from? What does all their jargon really
mean? Learn how to take control of your financial well-being—either with a financial advisor or
without one. “This book is mandatory reading for anyone who wants a better understanding of how
to manage their money.” —Mary Beth Franklin, InvestmentNews “Valuable tools for managing one’s
personal finances for maximum results.” —Publishers Weekly, starred review

value of a financial advisor s book of business: 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

value of a financial advisor s book of business: Delivering Massive Value Matthew Jarvis,
2022-11-10 If all the practice consultants and marketing experts have such great ideas to share, why
aren't they using them to run their own successful practices? Finally, a book that offers not just
ideas but proven strategies for transforming any financial practice into a highly effective
value-delivering machine. Practicing financial advisor Matthew Jarvis uses these exact strategies to
run his own wildly successful investment firm. Delivering Massive Value outlines a system you can
actually replicate to increase your business's efficiency, attract more A-level clients, and build the
practice of your dreams. You'll find: Client scripts your team can use today The trials and
tribulations of Jarvis' rise to success Simple but powerful ways to consistently offer your clients more
value (while taking more vacations) Everything the investment gurus won't tell you about what really
works Running a top-class investment practice doesn't mean playing the stock market, it means
working with a winning system. Say goodbye to underwhelming accounts, after-hours appointments,
and endless frustration-with Delivering Massive Value, you'll learn a reliable system that will help
you deliver more value to your clients than you ever thought possible.

value of a financial advisor s book of business: The Million-dollar Financial Services
Practice David J. Mullen (Jr.), David J. Mullen, Jr., 2013 Using the proven method author David ].
Mullen Jr. has taught at Merrill Lynch and is famous for in the industry, The Million-Dollar Financial
Services Practice guides aspiring brokers on their journey toward building a lucrative financial
services practice. Templates, scripts, letters, and tried-and-true market action plans work together
to give you the skills you need to get the appointment, convert prospects to clients, build
relationships, retain clients, use niche marketing successfully, and increase the products and
services each client uses. You'll also gain insight into practical areas often overlooked by other
industry guides, including how to work in teams, how to train sales associates, and how to handle
and overcome rejection. Updated with new strategies for acquiring affluent clients, the second
edition of The Million-Dollar Financial Services Practice includes tips on offering wealth
management services, using social media, leveraging alumni marketing, and targeting successful
relators as clients to help today's financial service professionals become top producers.

value of a financial advisor s book of business: Financial Advisor's Guide to Excellence
Daniel Collison, 2013

value of a financial advisor s book of business: A Wealth of Common Sense Ben Carlson,
2015-06-22 A simple guide to a smarter strategy for the individual investor A Wealth of Common
Sense sheds a refreshing light on investing, and shows you how a simplicity-based framework can
lead to better investment decisions. The financial market is a complex system, but that doesn't mean
it requires a complex strategy; in fact, this false premise is the driving force behind many investors'
market mistakes. Information is important, but understanding and perspective are the keys to better
decision-making. This book describes the proper way to view the markets and your portfolio, and
show you the simple strategies that make investing more profitable, less confusing, and less
time-consuming. Without the burden of short-term performance benchmarks, individual investors



have the advantage of focusing on the long view, and the freedom to construct the kind of portfolio
that will serve their investment goals best. This book proves how complex strategies essentially
waste these advantages, and provides an alternative game plan for those ready to simplify.
Complexity is often used as a mechanism for talking investors into unnecessary purchases, when all
most need is a deeper understanding of conventional options. This book explains which issues you
actually should pay attention to, and which ones are simply used for an illusion of intelligence and
control. Keep up with—or beat—professional money managers Exploit stock market volatility to your
utmost advantage Learn where advisors and consultants fit into smart strategy Build a portfolio that
makes sense for your particular situation You don't have to outsmart the market if you can simply
outperform it. Cut through the confusion and noise and focus on what actually matters. A Wealth of
Common Sense clears the air, and gives you the insight you need to become a smarter, more
successful investor.

value of a financial advisor s book of business: Ernst & Young's Personal Financial Planning
Guide Ernst & Young LLP, Martin Nissenbaum, Barbara J. Raasch, Charles L. Ratner, 2004-10-06 If
you want to take control of your financial future and unlock thedoors to financial success, you must
have a plan that will allowyou to find good investments, reduce taxes, beat inflation, andproperly
manage money. Whether you're new to financial planning or a seasoned veteran,this updated edition
of Ernst & Young's Personal FinancialPlanning Guide provides valuable information and techniques
you canuse to create and implement a consistent personalized financialplan. It also takes into
consideration the new tax rules thataffect home ownership, saving for college, estate planning,
andmany other aspects of your financial life. Filled with in-depth insight and financial planning
advice, thisunique guide can help you: * Set goals * Build wealth * Manage your finances * Protect
your assets * Plan your estate and investments It will also show you how to maintain a financial plan
inconjunction with life events such as: * Getting married * Raising a family * Starting your own
business * Aging parents * Planning for retirement Financial planning is a never-ending process, and
with Ernst &Young's Personal Financial Planning Guide, you'll learn how totailor a plan to help you
improve all aspects of your financiallife.

value of a financial advisor s book of business: The Family Office William 1. Woodson,
Edward V. Marshall, 2021-08-10 Family offices are private organizations that assume the daily
administration and management of a wealthy family’s personal and financial affairs. Historically,
these repositories of great wealth were shrouded in secrecy, their activities conducted behind closed
doors. Recently, family offices have acquired a considerably higher public profile: they represent a
mere 7 percent of the world’s ultra-high-net-worth population—yet control a staggering 50 percent
of the wealth. As only a select few families now hold a disproportionate amount of global wealth,
there are significant social implications to how such assets are managed and used. This book
provides an insider’s view for anyone looking to understand family offices and how to best serve and
advise them. The veteran practitioners William I. Woodson and Edward V. Marshall offer a thorough
guide to family offices: why wealthy families create them, what they do, and how to manage them
effectively. They present these insights through a series of problem-based learning cases that follow
a single family’s journey from the time of a significant liquidity event; through the creation, staffing,
and management of their family office; and on to its succession. Each case study is supported by
detailed background reference material. The cases and background materials are drawn from the
authors’ practical knowledge, network of industry experts, and experience advising family offices
large and small. They shed light on the unique issues that ultrawealthy families face and the
solutions they adopt to address them throughout the life cycle of a family office. This book is the
definitive resource for practitioners and students, as well as family principals, advisers, service
providers, and all others who engage with the world of family offices.

value of a financial advisor s book of business: The New Wealth Management Harold
Evensky, Stephen M. Horan, Thomas R. Robinson, 2011-05-03 Mainstay reference guide for wealth
management, newly updated for today's investment landscape For over a decade, The New Wealth
Management: The Financial Advisor's Guide to Managing and Investing Client Assets has provided




financial planners with detailed, step-by-step guidance on developing an optimal asset allocation
policy for their clients. And, it did so without resorting to simplistic model portfolios, such as
lifecycle models or black box solutions. Today, while The New Wealth Management still provides a
thorough background on investment theories, and includes many ready to use client presentations
and questionnaires, the guide is newly updated to meet twenty-first century investment challenges.
The book Includes expert updates from Chartered Financial Analyst (CFA) Institute, in addition to
the core text of 1997's first edition endorsed by investment luminaries Charles Schwab and John
Bogle Presents an approach that places achieving client objectives ahead of investment vehicles
Applicable for self-study or classroom use Now, as in 1997, The New Wealth Management effectively
blends investment theory and real world applications. And in today's new investment landscaped,
this update to the classic reference is more important than ever.

value of a financial advisor s book of business: The Scribe Method Tucker Max, Zach
Obront, 2021-04-15 Ready to write your book? So why haven’t you done it yet? If you're like most
nonfiction authors, fears are holding you back. Sound familiar? Is my idea good enough? How do I
structure a book? What exactly are the steps to write it? How do I stay motivated? What if I actually
finish it, and it’s bad? Worst of all: what if I publish it, and no one cares? How do I know if I'm even
doing the right things? The truth is, writing a book can be scary and overwhelming—but it doesn’t
have to be. There’s a way to know you’re on the right path and taking the right steps. How? By using
a method that’s been validated with thousands of other Authors just like you. In fact, it’s the same
exact process used to produce dozens of big bestsellers-including David Goggins’s Can’t Hurt Me,
Tiffany Haddish’s The Last Black Unicorn, and Joey Coleman’s Never Lose a Customer Again. The
Scribe Method is the tested and proven process that will help you navigate the entire book-writing
process from start to finish-the right way. Written by 4x New York Times Bestselling Author Tucker
Max and publishing expert Zach Obront, you'll learn the step-by-step method that has helped over
1,500 authors write and publish their books. Now a Wall Street Journal Bestseller itself, The Scribe
Method is specifically designed for business leaders, personal development gurus, entrepreneurs,
and any expert in their field who has accumulated years of hard-won knowledge and wants to put it
out into the world. Forget the rest of the books written by pretenders. This is the ultimate resource
for anyone who wants to professionally write a great nonfiction book.

value of a financial advisor s book of business: The Dumb Things Smart People Do with
Their Money Jill Schlesinger, 2020-02-04 You're smart. So don’t be dumb about money. Pinpoint
your biggest money blind spots and take control of your finances with these tools from CBS News
Business Analyst and host of the nationally syndicated radio show Jill on Money, Jill Schlesinger. “A
must-read . . . This straightforward and pleasingly opinionated book may persuade more of us to
think about financial planning.”—Financial Times Hey you . . . you saw the title. You get the deal.
You're smart. You've made a few dollars. You’ve done what the financial books and websites tell you
to do. So why isn’t it working? Maybe emotions and expectations are getting in the way of good
sense—or you're paying attention to the wrong people. If you've started counting your lattes, for
god’s sake, just stop. Read this book instead. After decades of working as a Wall Street trader,
investment adviser, and money expert for CBS News, Jill Schlesinger reveals thirteen costly
mistakes you may be making right now with your money. Drawing on personal stories and a hefty
dose of humor, Schlesinger argues that even the brightest people can behave like financial
dumb-asses because of emotional blind spots. So if you've saved for college for your kids before
saving for retirement, or you've avoided drafting a will, this is the book for you. By following
Schlesinger’s rules about retirement, college financing, insurance, real estate, and more, you can
save money and avoid countless sleepless nights. It could be the smartest investment you make all
year. Praise for The Dumb Things Smart People Do with Their Money “Common sense is not always
common, especially when it comes to managing your money. Consider Jill Schlesinger’s book your
guide to all the things you should know about money but were never taught. After reading it, you'll
be smarter, wiser, and maybe even wealthier.”—Chris Guillebeau, author of Side Hustle and The
$100 Startup “A must-read, whether you're digging yourself out of a financial hole or stacking up



savings for the future, The Dumb Things Smart People Do with Their Money is a personal finance
gold mine loaded with smart financial nuggets delivered in Schlesinger’s straight-talking,
judgment-free style.”—Beth Kobliner, author of Make Your Kid a Money Genius (Even If You're Not)
and Get a Financial Life

value of a financial advisor s book of business: Berkshire Beyond Buffett Lawrence A.
Cunningham, 2014-10-21 Berkshire Hathaway, the $300 billion conglomerate that Warren Buffett
built, is among the worldOs largest and most famous corporations. Yet, for all its power and
celebrity, few people understand Berkshire, and many assume it cannot survive without Buffett. This
book proves that assumption wrong. In a comprehensive portrait of the distinct corporate culture
that unites and sustains BerkshireOs fifty direct subsidiaries, Lawrence A. Cunningham unearths the
traits that assure the conglomerateOs perpetual prosperity. Riveting stories recount each
subsidiaryOs origins, triumphs, and journey to Berkshire and reveal the strategies managers use to
generate economic value from intangible values, such as thrift, integrity, entrepreneurship,
autonomy, and a sense of permanence. Rich with lessons for those wishing to profit from the
Berkshire model, this engaging book is a valuable read for entrepreneurs, business owners,
managers, and investors, and it makes an important resource for scholars of corporate stewardship.
General readers will enjoy learning how an iconoclastic businessman transformed a struggling shirt
company into a corporate fortress destined to be his lasting legacy.

value of a financial advisor s book of business: The One-Page Financial Plan Carl Richards,
2015-03-31 A simple, effective way to transform your finances and your life from leading financial
advisor and New York Times columnist Carl Richards Creating a financial plan can seem
overwhelming, but the best plans aren't long or complicated. A great plan has nothing to do with the
details of how to save and invest your money and everything to do with why you're doing it in the
first place. Knowing what's important to you, you will be able to make better decisions in any market
conditions. The One-Page Financial Plan will help you identify your values and goals. Carl Richard's
simple steps will show you how to prioritize what you really want in life and figure out how to get
there. 'In a world where financial advice is (often purposely) complicated and filled with jargon, Carl
Richards distils what matters most into something that is easy and fun to read' Wall Street Journal
'Feeling tormented by your finances? Read this book. Now. The One-Page Financial Plan helps you
identify what you truly want from life, get crystal clear about the financial position you are starting
from today, and develop a simple, actionable plan to narrow the gap between the two' Manisha
Thakor, CEO at MoneyZen Wealth Management Carl Richards is a certified financial planner and a
columnist for the New York Times, where his weekly Sketch Guy column has run every Monday for
over five years. He is also a columnist for Morningstar magazine and a contributor to Yahoo Finance.
His first book, The Behavior Gap, was very well received, and his weekly newsletter has readers
around the world. Richards is a popular keynote speaker and is the director of investor education for
the BAM ALLIANCE.

value of a financial advisor s book of business: Why Should I Choose You (in Seven Words
Or Less)? Ian Chamandy, Ken Aber, 2015-04-07 How to answer the single most important question
in business and life Why should I choose you? That’s the question every customer asks every single
time he buys a car, picks a shampoo, or chooses a distributor, a brokerage house, an animal hospital
or a hairbrush. Sometimes the question is spoken out loud; other times it’s subliminal. But the fact is
that every product, service or decision is a choice. And often it’s a choice we make within seconds.
Ian Chamandy and Ken Aber understand just how essential that choice is. Their Toronto-based
consulting firm, Blueprint, helps businesses define their specific promise--the one thing that sets
them apart from every other organization that does more or less the same thing--in seven words or
less. Their blueprinting process has produced extraordinary results for organizations big and small,
in all sorts of industries, in both the for profit and not-for-profit sectors, including construction firms,
marketing/communications consultancies, boutique investment banks, and hospitals. Combining
combines practical steps with case examples, Why Should I Choose You (in Seven Words or Less)
will: give you confidence you never had before to lead into a bold new future make your employees



more innovative and creative reveal revenue streams you never knew existed give your employees a
newfound sense of purpose that motivates them to contribute at a higher level and help you sell
faster and more easily because you will inspire, rather than try to convince, customers to buy

value of a financial advisor s book of business: Storyselling for Financial Advisors Scott
West, Mitch Anthony, 2000-01-12 Learn what makes a client trust you to be their financial advisor.
Put the power of story telling into selling financial products. The authors explain the process of
making these intuitive connections, then translate their findings into understandable and practical
strategies that any financial professional can use. They present actual stories, including many by
Warren Buffet, one of the greatest storysellers of all time. These actual stories can help financial
pros tap into the gut reaction of different types of clients. the book also includes special topics on
communicating to women, the 50+ market, and the affluent.

value of a financial advisor s book of business: Financial Peace Dave Ramsey, 2002-01-01
Dave Ramsey explains those scriptural guidelines for handling money.

value of a financial advisor s book of business: The Marketing Guide For Financial Advisors
Claire Akin, 2019-11-06 The Marketing Guide for Financial Advisors uncovers the truth about how
independent advisors really get new clients in a digital world. Learn what no one wants you to know
about marketing, how to avoid wasting money on your marketing, and the secret to unlocking your
marketing potential, including: Why digital marketing is so challenging in financial services How to
create a website that converts Email marketing strategies for financial advisors Using social media
to get in front of your ideal prospects Search engine optimization to get more traffic to your website
Content strategy to start the conversation Embracing a specialty to command higher fees Using
webinars to warm up prospects In this exclusive guide, you'll learn proven strategies from top
advisors to grow your firm and uncover a step-by-step process to build your marketing engine. About
the Author Claire Akin, MBA grew up in the financial services industry working with her father, an
independent financial advisor of over 35 years. She holds a bachelor's degree in economics and a
master's of business administration. Claire founded Indigo Marketing Agency to help independent
financial advisors reach more of their ideal clients. It's her mission to help financial advisors grow
their firms through digital marketing.

value of a financial advisor s book of business: The Value of Simple 2nd Ed. John Robertson,
2018-02-02

value of a financial advisor s book of business: The 10X Financial Advisor Scott Winters,
2020-02-04 Most Financial Advisors fail to run their practice like a business and consequently never
live up to their full potential. Even worse they find themselves trapped by the demands of their
clients and unable to lift the proverbial ceiling on their income. This book will take you on a journey
through the proprietary Quantum Leap Success Model built to help financial advisors achieve
massive and sustainable growth. So, you want to be a million-dollar producer or dare I say it, a
multimillion-dollar producer. How do you get there? The simple answer is that you need a recipe.
Many financial advisors toil in mediocrity for years haphazardly trying different ways to jump-start
their business. They forge their path forward by feeling, or even worse by trial and error. They waste
time, effort, and money, chasing every new idea, thinking that this time will be different. This time
they will become the success that they always dreamed that they could be. Unfortunately, time and
time again, they find themselves stuck in the cohort of the average. The good news is that you do not
have to be average anymore. There is a model to build just about everything. If you want to build a
house, you would be out of your mind to proceed without a blueprint. If you want to build a business,
you can build a plan emulating the world's most successful companies. There is absolutely no
difference in our business. If you want to be a financial advisor superstar, The 10X Financial Advisor
provides you with a blueprint for success.In almost every profession, there is a cohort of people that
make up the best of the best, la creme de la creme. The rest of the surrounding people are left
looking in with wonder. How did they achieve such fantastic success? How did they get to such an
extraordinary level of talent? You could very well be talking about the computer scientist that can
code ten times faster and more proficient than their peers or the salesperson that earns 10x more



than the others. Almost everywhere you look, there are people who have broken out of the mold of
mediocrity and go on to do something truly great within their respective spheres. How about your
company? At most financial firms, there is one, or perhaps a few individuals who are ten times more
successful than all the other advisors. What are they doing differently than you? Has it ever felt like
you work just as hard, but do not even come close to the same output? The 10X Financial Advisor
will provide you with a clear, simple to follow, formulaic approach to massively growing and scaling
your financial services business. By the time you finish this book you will possess the blueprint that
will allow you to transform your practice and turn it into a thriving and sustainable business. You
can be the one in your company that everyone else is envious of and looks up to. You will possess the
knowledge to accomplish the very pinnacle of success within financial services. You can become a
card-carrying member of the 10X club.

value of a financial advisor s book of business: Accounting for Value Stephen Penman,
2010-12-30 Accounting for Value teaches investors and analysts how to handle accounting in
evaluating equity investments. The book's novel approach shows that valuation and accounting are
much the same: valuation is actually a matter of accounting for value. Laying aside many of the tools
of modern finance the cost-of-capital, the CAPM, and discounted cash flow analysis Stephen Penman
returns to the common-sense principles that have long guided fundamental investing: price is what
you pay but value is what you get; the risk in investing is the risk of paying too much; anchor on
what you know rather than speculation; and beware of paying too much for speculative growth.
Penman puts these ideas in touch with the quantification supplied by accounting, producing
practical tools for the intelligent investor. Accounting for value provides protection from paying too
much for a stock and clues the investor in to the likely return from buying growth. Strikingly, the
analysis finesses the need to calculate a cost-of-capital, which often frustrates the application of
modern valuation techniques. Accounting for value recasts value versus growth investing and
explains such curiosities as why earnings-to-price and book-to-price ratios predict stock returns. By
the end of the book, Penman has the intelligent investor thinking like an intelligent accountant,
better equipped to handle the bubbles and crashes of our time. For accounting regulators, Penman
also prescribes a formula for intelligent accounting reform, engaging with such controversial issues
as fair value accounting.

value of a financial advisor s book of business: Rich Dad's Cashflow Quadrant Robert T.
Kiyosaki, 2014 This work will reveal why some people work less, earn more, pay less in taxes, and
feel more financially secure than others.
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