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Exit Strategy?

External

Closed

Internal

Chien, C.-L. (2010). Show Me The Money. Bloomington: iUniverse.
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Agenda
Succession Planning1

Rule of Thumbs2

Deals3

Practice Structure4

Next Step5
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PollEv.com/chialichien388

Text CHIALICHIEN388 to 37607
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Practice Type & Transfer Channels

Characteristics Sole 
Practitioner

Silo 
Practitioners Ensembles

Industry Population 70% 25% 5%

Practitioner(s) 1 Ideal up to 4 > 4

Team / Staff Shared Staff Shared & 
Process Driven

Practice Tenure Limited to 1 
generation

Multi-
generations

Succession Plan

Entity Structure

Exit Plan

Chien, C. (2017). Selling a planning practice: The relationship between revenue multiple and revenue size. Journal of 
Financial Planning, 30(3), 52-61.
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Business Model Canvas

Business Strategies?

Key 
Partners

Key 
Activities

Value 
Propositions

Customer 
Relationships

Customer 
Segments

Key 
Resources

Channels

Cost Structure Revenue Streams

http://www.businessmodelgeneration.com Designed by: Business M odel Foundry AG . The makers of Business M odel Generation and Strategyze.

11

Business Model Canvas

• Commissions
• One-time
• Recurring

• Fee-Based
• Fee-Only
• Fee-Offset
• Fee (hourly, project, etc.)

• One-time
• Recurring

REVENUE STREAMS

Revenue Streams

http://www.businessmodelgeneration.com Designed by: Business M odel Foundry AG . The makers of Business M odel Generation and Strategyze.
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http://www.businessmodelgeneration.com/
http://www.businessmodelgeneration.com/
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Compensation vs. Selling?
14
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2.21x
1.05x 2.1%

2.23x

30%20% 20%12%08%

Chien, C. (2017). Selling a planning practice: The relationship between revenue multiple and revenue size. Journal of 
Financial Planning, 30(3), 52-61.
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What makes real estate valuable?
Location . Location . Location

Chien, C.-L. (2012). Work Toward Reward: Building Business Value Today for a Well-Deserved. Bloomington: iUniverse.
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What makes a business valuable?

Personal:
The readiness of the 
owner to move on to 

something else.

Business:
A substantial key 

management team 
able to operate with or 
without the owner or 

founder.

Economics:
Where the economic 

cycle is and is it a 
buyer’s market?
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Chien, C.-L. (2012). Work Toward Reward: Building Business Value Today for a Well-Deserved. Bloomington: iUniverse.
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Actions that Affect Business Value

Reduce Risk Employ 
additional 

high yielding 
capital

Increase 
Recast 
EBITDA

Chien, C.-L. (2012). Work Toward Reward: Building Business Value Today for a Well-Deserved. Bloomington: iUniverse.
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Actions that Affect Business Value

• Business
• Cost of Capital
• Customer concentration
• Form Management 

Structure

Reduce Risk

• Improve investment 
decisions

• Decrease capital base

Employ additional high yielding 
capital

• Increase Sales
• Lower COGS
• Control Operating Expenses

Increase recast EBITDATime

Va
lu

e

Chien, C.-L. (2012). Work Toward Reward: Building Business Value Today for a Well-Deserved. Bloomington: iUniverse.
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During Due Diligence

Key person 
dependency

Technology 
Platform

Type of deals 
or financing

Client 
Retention 
Risk

Sales or Gross 
Revenue

Market demand

Location or 
geographic

Chien, C. (2017). Selling a planning practice: The relationship between revenue multiple and revenue size. Journal of 
Financial Planning, 30(3), 52-61.
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0.0

0.5

1.0

1.5

2.0

2.5

3.0

Generalist Specialist

1.11

1.68

1.23

1.861.76

2.68

<$500K GDC $501K-999K GDC 1M+ GDC

Chien, C. (2017). Selling a planning practice: The relationship between revenue multiple and revenue size. Journal of 
Financial Planning, 30(3), 52-61.
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Solo Silo Ensemble Enterprise 
Ensemble Super Ensemble

Professionals Single Multi Multi Multi Multi

Sharing Operations
Clients

Revenue
Operations

Clients
Revenue

Operations

Clients
Revenue

Operations

Annual Revenue Up to $5M $5-$10M >$10M

Types of Practice

InvestmentNews Research. (2019, Feb 11). 2018 InvestmentNews Compensation & Staffing Study. Retrieved from InvestmentNews: 
https://www.pershing.com/_global-assets/pdf/2018-adviser-compensation-and-staffing-study-update-summary.pdf
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CFP. (2019). Financial Planning Career Paths Guide. Retrieved from CFP Board Center for Financial Planning: 
https://centerforfinancialplanning.org/wp-content/uploads/2019/04/Financial-Planning-Career-Paths-Guide.pdf
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CFP. (2019). Financial Planning Career Paths Guide. Retrieved from CFP Board Center for Financial Planning: 
https://centerforfinancialplanning.org/wp-content/uploads/2019/04/Financial-Planning-Career-Paths-Guide.pdf
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CFP. (2019). Financial Planning Career Paths Guide. Retrieved from CFP Board Center for Financial Planning: 
https://centerforfinancialplanning.org/wp-content/uploads/2019/04/Financial-Planning-Career-Paths-Guide.pdf
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CFP. (2019). Financial Planning Career Paths Guide. Retrieved from CFP Board Center for Financial Planning: 
https://centerforfinancialplanning.org/wp-content/uploads/2019/04/Financial-Planning-Career-Paths-Guide.pdf
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Los Angles, California 
CFP, Service Advisor

$102,744 
Base Salary

CFP
Service Advisor
5+ experience

Bas
e

$16,502 
Incentive/Bonus

• Supported revenue 
range (250K, 500K, 
etc.)

• Age 35-45 client %

$10,210 
Benefits

• Health Care
• Vacation Days / PTO
• Matching profit-

sharing
• Education, travel

InvestmentNews Research. (2019, Feb 11). 2018 InvestmentNews Compensation & Staffing Study. Retrieved from InvestmentNews: 
https://www.pershing.com/_global-assets/pdf/2018-adviser-compensation-and-staffing-study-update-summary.pdf

31

01 02

04
03

Re-entry
• Return-to-work
• Career Changer

Equity Track
• Sr. Partner
• Partner
• Jr. Partner

Management 
Track
• VP
• Director
• Manager

Internships
• Undergrad
• Graduate

Chien, C.-L. (2019). A case study of Succession process in Financial Planning Practice (multiple owners). Working Paper IRB#20181233, 
California Lutheran University School of Management, Thousand Oaks, CA.
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01

02

03

04

Business 
Model

Annual 
Valuation

Team 
Structure

Succession 
or Exit Plan

To do list:
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T h a n k  Yo u !
h t t p s : / / b i t . l y / N A I FA _ L A

Chia-Li Chien, PhD, CFP®, PMP®
Assistant Professor &

Director of Financial Planning Program
California Lutheran University

Phone: (704) 268-9378 
jolly@chialichien.com
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