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Succession Planning Opportunities 
Executive Summary 
 
 
This document describes the details of our interest in creating Advisor Opportunities as a means to monetize your 
practice and grow our advisory firm. We are in search of opportunities that potentially exist between our company 
and other advisor practices. These include, but are not limited to, the following: 
 
(1) Full Practice Acquisition: For advisors who are planning to retire or exit the industry within the next 5 years. 
(2) Partial Practice Acquisition: For advisors who want to pare down their practice, have a segment of clients that 

are outside of their geographical area or have a segment of clients they no longer can or want to service. 
(3) Succession Planning: For those advisors who are looking for an emergency successor candidate in case of 

death, disability or retirement. 
 
The Process 
We understand that practice valuation is the top concern for most advisors. The industry’s standard general rule of 
thumb for valuating advisory-based practices is: 
 
 
 
 
 
 
 
From our previous eleven acquisitions, we have also defined a six-step process for purchasing all or part of a 
practice. This process can take between one and six months to complete. 
 
(1) Discussion: After interest is expressed, we have a conversation with the purpose of discovering more about the 

advisor’s practice and giving the advisor more detail about our history and practice structure. 
(2) Clarification: If there is interest on both sides to move to the next step, we have a second conversation to clarify 

any points of interest or answer any questions stemming from the initial conversation. 
(3) Evaluation: When the advisor is comfortable moving forward, we will need to evaluate client data in detail. The 

purpose is to verify assets, analyze placement of assets and determine cost effectiveness of purchasing the 
assets. 

(4) Valuation: Once we are comfortable with the evaluation results, we will do a detailed valuation of the assets and 
revenue from those assets and provide an initial offer.  

 
Factors that can enhance a practice’s value: Income mix, client base, market niche, geography, documented 
systems, standards and processes, business structure, cash flow, cost structure, referral relationships, good 
will and the economy.  

 
Factors that detract from value: Limited potential in the client base, no clear position in the market, principal 
dependence and no systematic marketing strategy. 
 

(5) Negotiation: Other variables could raise or lower the value of a practice as well. The final price of a practice can 
be affected by the strength of the advisor-client relationship, how long the clients have worked with the advisor, 
how the advisor plans to transition clients, how the assets are positioned, location of client base, outstanding 
compliance issues, lease issues or retention of current staff. 

(6) Payment: After the final price is agreed upon, both parties will need to finalize the terms of payment. Typical 
payment terms include having a 15-35% down payment, with the remainder paid out over the next 18-36 
months as taxable income to the selling advisor, although each buy/sell is different and terms are negotiable. 

 
Next Steps 
Please contact Alexis Cole at 818.766.0660 x 214 or acole@calcapmgt.com to arrange a conversation, over the 
phone or in person. All inquiries are held in the strictest of confidence. 

General Rule of Thumb = 2X Gross Recurring Revenue + 1X Gross Non-Recurring Revenue 
 

 
$100,000 Recurring Revenue (2X) + $100,000 Transaction-Based Commissions (1X) = $300,000 Approx. Value 
 
*Revenue based on 12-month period. Recurring revenue includes Advisory Fees and Trails. 


