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ADVISORS (Partners) - Receive salary & dividends from the firm entity. Manage firms largest clients.

SENIOR/JUNIOR/ASSOCIATE ADVISORS - Receive salary & bonus. Bonuses can be tied to 
net revenue of the firm or specific qualitative measurements such as revenue or asset growth.  Some also 
bonus staff based on contribution rather than pure revenue generation.  Advisors are primarily responsible 
for financial planning, relationship management, bringing on new relationships, conducting group events, 
implements models managed by the firm.

ASSET MANAGEMENT -  Done at the firm level, could be outsourced, or an employee or partner that is 
dedicated to managing client models.  Provides a consistent client experience.

STAFF/MANAGEMENT – Clearly defined roles, provide support for entire firm.  As the business 
complexity grows, there may be a need for dedicated firm management.

REVENUE - Revenue goes to the firm.  After expenses and salaries, partners receive dividends based on 
ownership percentages.   Generally, all advisors use a firm fee schedule providing consistency among all clients 
within the firm.  All partners share in the top line and bottom line of the business.  Partners maintain one profit 
& loss statement of the business and share both revenue and growth of equity in the practice.

SUCCESSION PLANNING – Clients are less likely to leave a firm when an advisor retires because the 
value proposition is around what the entire firm does, not just around what one advisor provides.    Clients 
have less fear as an advisor ages because the firms value proposition (same investment philosophy and 
financial planning process) provides continuity to clients, staff and employees during a transition.   There is less 
disruption to revenue due to increased client retention.  

All Members of the Firm use the same DBA and 
operate as a Firm rather than independently of 
each other.   

All Advisors & Employees are assigned specific 
roles & responsibilities.  Roles are much less 
scattered; each person knows what others are 
responsible for and advisors work to complement 
each other.   The client experience is more 
consistent, especially during succession planning 
events (retirement, death, disability) and the 
practice is easily scalable.  

Ensemble Practice (Team Approach)
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ADVISORS (Partners) - Receive compensation primarily via their own clients, and each own their individual 
practices. They also potentially earn revenue from split business with other advisors or manager overrides. 

SENIOR/JUNIOR/ASSOCIATE ADVISORS - These advisors primarily receive compensation via their own 
production less firm overrides/splits or they can be an employee and receive salary and bonus. 

ASSET MANAGEMENT -  Generally each advisor manages their own assets, but they could use a centralized 
solution either managed by the firm or outsource to a turnkey asset management program (TAMP).  If each advisor 
manages their own client assets, it has less consistency from a client experience point of view, has scale limitations, 
and presents challenges during succession planning.  Is the value the advisor is providing in their ability to build a 
portfolio or in other areas of wealth management such as Financial Planning?  If Advisors use a centralized asset 
management approach and focus on financial planning, the transition for clients during a succession event 
(retirement, death, disability) is more seamless.  

STAFF/MANAGEMENT – Roles may not be clearly defined and there may be challenges in regard to how 
administrative staff fairly split their time among the advisors they support.   Since each advisor generally operate 
from their own revenue, it can create conflict if they feel that they are paying a larger share of the compensation of 
the staff but not receiving equivalent time in allocated resources.   

REVENUE - Revenue goes to each advisor.  Advisors may then have splits and/or manager overrides deducted.
From a client perspective, there may not be consistency among clients since each advisor is determining their own 
fee schedules.  Internally advisors could be competing against themselves if one of the advisors is undercutting 
what the others charge.  This also creates disparity if two different advisors of comparable size are receiving similar 
services but are not paying the same towards administrative/support staff.  The advisor with higher fees would be 
subsidizing the cost of administrative/support staff if they both had similar composition books under management.    

SUCCESSION PLANNING – Since advisors primarily act independently of each other, the value proposition 
in the client’s view is mainly what their advisor provides and is less so about the value proposition of the firm since 
their relationship/interaction is primarily with their advisor.  During at succession event, clients not only have to get 
comfortable with a new advisor but their experience from an investment philosophy and financial planning may be 
quite different. Some clients may leave because of the disruption.  Client’s fears surrounding the age of their advisor 
may also be higher because of lack of comfort around what the new investment philosophy/planning process might 
look like with a new advisor.  Disparate account and servicing pricing between the departing and succeeding advisors 
will need to be resolved. This may cause perception, or even regulatory concerns. 

All Members of the Firm use the same DBA 
and operate in Silos or independently from one 
another.  

Advisors typically are not assigned specific 
roles & responsibilities and there may be some 
duplication of activities. Each advisor is primarily 
responsible for their own production and growth. 
Advisors mainly benefit from some efficiencies 
of shared services such as shared DBA & shared 
Administrative Staff. Each Advisor maintains their 
own profit & loss statements.

Group Practice (Silo Approach)
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info@financialadvocates.com

PHONE       (360) 866.2345
FAX (360) 866.6920

www.FinancialAdvocates.com

Securities offered through LPL Financial, Member FINRA/SIPC. Investment advice and financial planning 
offered through Financial Advocates Investment Management, a registered investment advisor. Financial 
Advocates Investment Management, Financial Advocates and LPL Financial are separate entities.


