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Is Your Advisory Business

Growth reveals what a business is built on. As advisory businesses add advisors, partners, or acquired
books, the gaps that didn't matter at a smaller size start to surface:
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%@% " WHY GROWTH CREATES FRICTION

e Advisors serving clients in different ways e Critical knowledge held by a handful of people
o Workflows that vary by team or individual e Processes that live in people's heads, not
o Systems that don't talk to each other documented systems

o Difficulty integrating new advisors, partners,
or acquired firms

Before tackling operational change, ask:
Do | have the bandwidth to work on the business?
Do | have team members who can own execution?
Do | treat operations as a strategic investment?

THE THREE PHASES OF OPERATIONAL ALIGNMENT

3 TEAM ADOPTION

Train the team.

Manage the change.

Reinforce it consistently.

Hold leadership accountable.
Expect, and plan for, resistance.

Define the client experience you want.
Set service standards.

Clarify roles and accountability.
Determine technology requirements.
Align leadership around one vision.

Build repeatable workflows.
Document key processes.

Put supporting technology in place.
Set operational standards.



THE OPERATIONAL ALIGNMENT FLYWHEEL

Operational
Alignment

Stronger
Organic Growth

——> Each stage builds on the one before it. Skip a stage, and the flywheel stalls.

Ready to See Where Your Business Stands?

Strong, scalable businesses are built on consistent workflows, connected systems,
repeatable service, and a structure that doesn't depend on any one person. Instead of
operating in silos, learn what it takes to improve profitability and support long-term value.
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