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No matter where you currently stand, taking time now 
to consider your options can allow you to optimize or 
exit your practice in a position of strength. 

Seller Beware:
The One Question You Haven’t Answered 
Before Selling Your Advisory Practice

 certain factors, both external and internal,

  External   Internal 

Market Changes

Access New Markets

Succession Planning

More Support for  
Internal Function

Stability 

Do I know  
what I want?

To answer this question,  
explore the following 3 key areas: 

  Your Finances

  Your Emotions

  Your Relationships

To start, ask yourself the one question you may not have answered

Have you thought about the future of your advisory business? It’s possible the answer is 
yes, and you have a clear plan for the road ahead. But if not, you’re not alone. The thought 
of selling the practice you or your partners built from the ground up can be daunting. 
However,  may make a merger, acquisition, or 
some combination of the two attractive. 

According to the 2019 U.S. Financial Advisor Satisfaction 
Study by J.D. Power, the average age of financial 
advisors is about 55, and approximately one-fifth of 
advisors are 65 or older.1 This means many practices 
will face a crossroads sooner than later. 

1 J.D. Power, July 2019 - https://www.jdpower.com/business/press-releases/2019-us-financial-advisor-satisfaction-study

Expand Opportunities  
for Growth
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   Look at Your Finances 

You’ve built your practice on helping others manage their finances. But what does 

your business model look like? This is a good jumping off point. Ask yourself:

Is cash flow king? Many smaller advisory practices have relatively low operating 
costs, and it’s common for owners to become accustomed to the resulting cash  
flow. After years of building a solid client base, this is the payoff. However, this  
mindset can make it difficult to consider giving it up.

Can you kick the habit? Whether you plan to merge with a larger firm or sell outright, you’ll have to plan  
on an adjustment to the cash flow you’re used to. By doing your homework now, you have a better shot at  
shifting gears when needed.

Is there an alternative? Although a lucrative business is hard to walk away from, the benefits of a merger or 
acquisition may mean even more money down the road in the form of capital gains. Also, with a RIA option,  
you may be able retain a portion of your cash flow while benefitting from greater stability.

  Don’t Discount Your Feelings

Emotions are a large part of deciding the future of your practice. After all, this is a business you’ve nurtured and 

handled with the utmost care. It’s important to identify your feelings as you consider your options. You may wonder:

What is my why? This may seem like a strange question, but it’s 
a vital one. Why are you interested in a change? Perhaps you’re 
nearing retirement and want to ensure the well-being of your 
clients in the years ahead. Or maybe you’d like a larger organi-
zation to help you navigate a more volatile market. Getting to 
the heart of your reason for the change will help you figure out 
what you actually want. To get to the why, ask yourself:

What will I do? If you were to sell your practice, what would 
you do with your free time? If you’re close to retirement you 
may have plans to travel or buy a vacation home. Or maybe 
you’d like to shift your responsibilities over time in order to 
secure the future management of your clients. 

Who will I be? It’s important to note that regardless of what 
happens to your practice in the future, your role will change. 
Depending on which route you take, are you comfortable with 
the role you’d take on?

Who do I want to be?

  Affiliate Retain all control  
and autonomy

  Merge
Trade your stock for a 
larger company’s stock

  Sell & Stay
Get paid both now and 
ongoing + increase 
support and resources

  Sell & Play
Get paid now + 
relieve yourself of all 
responsibilities

If you are ready to talk about the future of your Advisory Firm, go to: MeritFinancialAdvisors.com/options
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  Focus on Relationships

This may seem obvious, but relationships are truly the backbone of your business. In fact, client satisfaction is 

probably your top priority, one that guides your firm’s culture and values. As you weigh your options, think about:

Who will be affected? A change will affect everyone you work with. Yes, your 
clients, but also your team as well as yourself. Looking at all involved will give 
you a clearer path forward. 

What do I want for my team? Depending on the circumstances, you may prefer 
to keep your team intact. As a Registered Investment Advisor you may have 
the ability to do so, particularly if internal circumstances have you searching 
for a more immediate solution. 

What do I want to provide? Joining a larger organization has the potential to 
enhance your client experience, both now and in the years to come. With ad-
ditional resources and support from a larger practice, you can focus on what 
you do best. 

Do I know  
what I want?

Exploring your finances, your emotions,  

and your relationships should help you 

 get closer to the answer and provide some 

clarity for the road ahead. This way, you can 

make the best decision for you, your team, 

and most importantly, your clients. 

Which leads us back to the original question: 

If you are ready to talk about the future of your Advisory Firm, go to: 
Meritfinancialadvisors.com/services/independent-advisor-partners

https://www.meritfinancialadvisors.com/services/independent-advisor-partners/

