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7 Strategic Solutions
for Modern Advisory Firms

Leverage Technology
and Automation ]

Firms that invest in digital tools can come out ahead
by doing the following:

« Automate routine tasks

* Integrate systems to reduce double entry and lost data
« Focus on process visibility, accuracy and trackability

RESULT: More time for strategic planning and client
relationships

Modernize the
Client Experience

This isn’t your parents’ advisory firm. To deliver the
most value, lead with the following differentiators:

« Offer hybrid models: digital convenience + human
advice

- Implement client portals for access to plans, updates
and documents

 Tailor communication methods by client preference
- Reward client loyalty
 Build a bonded community amongst your clients

(vJ RESULT: Stronger engagement, higher satisfaction
and stickier clients

Broaden Planning
Services 3

Your mainstay services might not satisfy the modern
investor’s needs and expectations. With that in mind,
you might:

- Package planning into modular, scalable offerings

- Cover estate, tax, healthcare and risk management or
at least know how to work with center of influences

RESULT: Higher revenue per client and more diversified
iIncome

Recruit and
Retain Talent

Your people are the foundation of your firm and can set
it on a course of sustained growth. To invest in talent,
consider the following:

e Use a 1+2 team structure: Lead Advisor + Associate +
Admin/Operations

* Build internship and mentorship programs to attract
and grow talent

- Document workflows to reduce key-person risk

(vJ RESULT: Continuity and productivity even during transitions

_~© Diversify Investment
== Offerings 5

Personalization can make investors feel like you're in
their corner and not rehashing tired investment
advice. With this in mind, make a point to:

- Match investment options to client values and risk
tolerance

« Focus on education, tax-awareness and portfolio
flexibility (do they want to know what time it is or how
the clock works?)

- Avoid overcomplicating while maximizing alignment

RESULT: Clients feel understood — and more invested in
the relationship

Improve Operational
Efficiency

Your practice operations should work like a well-oiled
machine. With that goal in mind, aim to:

- Automate workflows across account opening,
servicing and internal tasks

« Reduce software bloat and vendor complexity
 Build standardized, repeatable processes

(vJ RESULT: Leaner, faster firms that scale with control

‘(*)7) Strengthen Brand
AR
\ ¢ and Purpose 7

Your brand is how clients experience your company.
To craft one that resonates, you might:

 Define what makes your firm different and who you
serve best

- Position as a long-term partner, not just a provider
« Highlight your process, values and impact

RESULT: Loyalty and trust that transcend market fluctuations

Audit your operational readiness.

Schedule a Discovery Call
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