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OVERVIEW

The Equity Management System is designed to give 
financial professionals the common tools they need 
to manage their own largest asset–their business. 
The core benefits of Valuation, Benchmarking, and 
Continuity Planning are offered to provide information 
and protection to your own business; they can also be 
applied to outside practices in order to further your 
acquisition plans. Used strategically, your membership 
can give you a competitive edge compared to other 
buyers. This guide will help you understand how to 
leverage these resources and create opportunities.

Outside of the core benefits, members receive the 
following services at no additional cost:

• One additional valuation per year for acquisition 
or continuity planning

• Limited term sheet and LOI support

• Mutual Non-Disclosure Agreement template

• Financing guidance and resources

• Due diligence checklist 

• Exclusive resource library of white papers, 
webcasts, and more

What does this mean for prospective buyers? You need 
a plan; know your core strengths and weaknesses, 
understand valuation and deal structure, and identify 
targets. Be educated before a deal arises, not as a 
consequence to unintended outcomes. This guide will 
help you lay the foundation.

1. ”Advisor Metrics, Anticipating the Landscape in 2020,” 
   Ceruli Associates, 2015. 
2. FP Transitions Transaction Database, 2016. 
3. Tiberon Strategic Advisors, March 2017.
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When developing your strategy for 
the open market, you must consider 
all of the potential avenues by which 
you may meet sellers. Preparing an 
outreach strategy that emphasizes 

your core strengths is the foundation 
for being successful in this 

competitive market. 

THE BASICS

Finding a suitable match is the key to completing a 
successful transaction, and will lead to greater client 
retention and profitability after a sale. This workbook 
will give you guidance on how to find your ideal match 
and how to begin the conversation. In broad terms, 
there are two significant ways to meet potential buyers: 
locally and in the open market. To be successful, it is 
advised that you create a plan that pursues both paths.

Personal networking, conducted in your own 
community, is the best way to meet sellers in your 
region. Making an appropriate introduction will 
establish a personal relationship with a prospective 
seller and may reduce competition from other buyers. 
Your introductory message should reflect your firm’s 
strengths and position in the community (however you 
define it), and should indicate that you understand the 
transaction process. Preparing an outreach strategy 
that emphasizes your core strengths is the foundation 
for being successful in this competitive market. 

When developing your strategy for the open market, 
you must consider all of the potential avenues by 
which you may meet sellers. Whether you are pursuing 
acquisition opportunities on fptransitions.com or 
following announcements on your broker dealer or 
professional organization’s bulletin board, adapting 
your value proposition to the seller is an excellent way 
to rise above the crowd. 
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To get started, craft a few-sentence 
value proposition  that will be the core 
of your acquisition strategy. 

SEEKING SELLERS: 
BEING YOUR OWN MATCHMAKER

The primary challenge to finding sellers is that most 
advisors do not identify as such until the moment they 
make the decision to sell the business. Prior to this point, 
an advisor is much more likely to consider him or herself 
a competing buyer, and an aggressive solicitation from 
you may not be well received. However, understanding 
the seller’s journey and knowing what you have to offer 
can help you send the right message at the right time.

As with any business strategy, successful acquisition 
takes careful preparation. To begin with, consider the 
seller’s perspective and turn the lens on your own 
business. Common questions sellers ask are:

• Who are your clients? What are their needs and 
how do you meet them?

• How do you interact with your clients? What is 
your office space like?

• Do you have capacity to serve my clients in 
addition to those you already have?

• Do you have the financial ability to pay for my 
business?

• Do you have a contingency plan for your business 
and my clients?

Sellers want to be confident that their clients are in the 
best possible hands (after their own, of course). If you 
cannot answer these questions well, consider improving 
your business model so you can be more focused in 
the future. Determining your ideal client and describing 
your service model are useful exercises, in general. 
Your EquityBuilder Benchmarking report can help you 
answer how your business performs compared to the 
rest of the industry in the areas of client growth, service 
capacity, time spent with each client, and more. As you 
go through this thought process, you will determine 
what kind of acquisition will add the most value to your 
business, as well as which areas of your business you 
can improve to maximize growth.

LOCATION

OFFER

FIT
SIMILAR 

STRUCTURE
(RIA, RR, etc.)

SIMILAR 
PHILOSOPHIES

SAME 
BD/CUSTODIAN

BUYER’S 
REVENUE
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What are some professional groups 
or organizations where YOU could 
network with potential sellers?

LOOKING LOCALLY

If meeting sellers in your community was as simple 
as announcing yourself as an interested buyer, you 
wouldn’t be reading this guide. It’s a proposition that 
must be approached delicately. Coming on strong and 
leading with “I want to buy” may not give the best first 
impression, and it may hinder your position when a 
colleague is looking to sell. 

You can still lay the foundation for future acquisition 
by making yourself known to the right prospects and 
establishing a relationship with them as a potential 
future successor.

First, determine your spheres of influence and 
cultivate a rapport with advisors whose businesses fit 
yours. Take them to coffee. Share your interest in being 
their successor. If there is synergy, suggest a continuity 
partnership. Nearly two-thirds of advisors indicate they 
do not have a viable continuity plan to transition their 
business in the event of their death or disability4. This 
core benefit of the Equity Management System can 
plant the seed for future acquisition—not when your 
colleague has an unfortunate accident, but when your 
colleague stops being satisfied by the day to day work 
and begins to think seriously about retirement. You will 
already be established as a qualified and interested 
buyer. 

Advisors who quibble over the value of a business 
never make it to the finish line. As you develop and 
execute your acquisition strategy you will be able to 
hone your skills through multiple acquisitions, but a 
seller only has one chance to do it right. Take price off 
the table by suggesting an impartial, certified business 
valuation—a second valuation per year is included in 
your EMS membership at no additional expense to 
you or your seller. 

The Equity Management System offers resources, 
data, and industry updates to be knowledgeable and 
competitive, and your coaches are available to speak 
with you and your prospective seller. Our non-advocacy 
approach means that we respect the relationship of any 
buyer and seller who are already working together on 
a deal. When you’re ready for hands-on support and 
contracts, our Comprehensive Transaction Support will 
help you get the deal done.

4. “Acquisition and Succession: Shift Your Focus from Retirement to Growth,” 
John Anderson, Raef Lee, & David Grau Sr., J.D., SEI / FP Transitions Advisor 
poll on succession planning, April 2014.

Comprehensive Transaction 
Support (CTS)

For full CTS details, see page 10. For full Listings 
Services, including buyer search, transaction 
support, and documentation, see page 7.

SELLER BUYER+

Consulting 
Documentation 

Non-Advocacy Support
Deal Closing
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1. Identifying the seller’s needs 

2. Defining how your core strengths align 
with those needs

3. Crafting a personal and professional 
response that explains how your core 
strengths make you the best match

When sending messages to sellers, you 
should focus on: 

OPEN MARKET

The open market is robust and competitive; a typical 
seller will receive interest from 50 or more potential 
buyers. However, when the buyers who are not qualified, 
not serious, or simply not suitable are removed from the 
noise, a seller can focus on the 4 or 5 candidates who 
present the best match. As a buyer, your challenge is 
to rise up above the noise and stand out as the best 
fit for the seller’s clients. 

Our team can help you stand out. As your equity 
management coaches, we build a relationship with 
you, we learn about your business and its goals; once 
you’ve completed a valuation, we know more about 
your strengths, resources, and capacity. Whenever 
possible, we will reach out to you prior to a listing going 
live on fptransitions.com to let you know you might be 
a match. However, if we don’t know much about you—if 
you’ve not spoken with your EMS coach or completed 
your annual valuation—we may not be able to identify 
you as a potential match and an ideal opportunity may 
slip by. 

Whether or not you’ve completed a valuation, as a 
member of the Equity Management System, you receive 
advanced notice on acquisition opportunities in the 
open marketplace. You have the opportunity to reach 
out to our sellers seven days prior to basic subscribers. 
At a minimum, this puts you ahead of over 20,000 
potential buyers.
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DEAL STRUCTURING AND FINANCING

The next step is to learn about the transaction process 
and be informed about common deal structures and 
trends in the marketplace.

For example, inexperienced or aggressive buyers often 
try to limit their risk by offering a deal funded via revenue 
split. This results in favorable terms for the buyer, as they 
need only pay for the business they keep and have no 
tax on the payments made to the seller; for the seller, 
however, this is the worst deal—their realized value relies 
on the skill and effort of the buyer, not on the goodwill 
they built over their career, and the entire sale may be 
taxed at ordinary income rates. 

As an EMS member, the FP Transitions’ Transaction Team 
will help you write a detailed, compliant Letter of Intent to 
facilitate the negotiation.

Since the financing scene is continually evolving, EMS 
provides a number of white papers and resources to 
keep you up to date. A review of the latest version of our 
white paper, “Structuring the Deal,” is a quick reference to 
latest trends. 

In general, there are many ways to structure a deal 
successfully and with positive results for both the buyer 
and seller, but be prepared to offer some degree of 
down payment. Some sellers will agree to as little as 10% 
down, but most deals rely on one-third to one-fourth of 
the purchase price paid up front. Bank financing has had 
a big effect on the acquisition marketplace, but not all 
deals require a bank’s involvement. If you’re interested 
in bank financing, be prepared for a somewhat longer 
purchase process—bank-financed deals require more 
complexity and paperwork, as you may expect, but can 
be well worth it for the extra leverage they can provide 
on your acquisition. 

The worksheet at the back of this book will help you 
consider your down payment and financing capacity.

Whenever you are talking with a seller and need 
some guidance or mediation, call your EMS coach. We 
will coordinate with our transaction team to help you 
through the first tentative steps, and when you and your 
seller decide to complete the deal, our Comprehensive 
Transaction Support will be discounted to you as an 
existing member.

75+25+U70+30
BANK FINANCED DEAL

TRADITIONAL SELLER
FINANCED DEAL

75%

70%

25%

30%

Seller Note Bank Financing

Down Payment Seller Note
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confidentiality screen

SELLER BUYER

Sign Listing Agreement

Draft Deal Terms

Establish Value

Develop ‘Short List’

Interview ‘Short List’

Filter Inquiries

Establish Buyer Criteria

Pick Finalists

Set Listing Timeline

Marketing Materials

List on Website

Market to Members

Wire Down Payment

Payment Released to Seller

Draft LOI

Buyer Background Check

Closed

Sign NonDisclosure Agreement

Final Edit of Documents 

CPA / Attorney Review of Documents

Sign Documents

Submit InquiryGather Inquiries

Open Escrow

Deposit Earnest $Begin Drafting Docs

Deliver Documents

Order UCC Search

Sign Letter of Intent (LOI)

Verify Seller Information

Escrow Issues / Closing Docs

Contract Review / Edits 

THE PROCESS: LISTING TO CLOSING

FP Transitions’ Open Market offers sellers a fully-supported 
platform to find the best possible match for their business. 
We get to know each of our sellers, and take the time to 
understand the criteria and qualifications they need and 
want in a potential buyer. When the seller is ready, our 
Transactions Team follows a customized marketing plan, 
reaching out to our subscribers and cultivating a circle of 
qualified buyers from both our basic website members 
and from our engaged clients. As the buyers’ inquiries 
come in, we protect the seller’s confidentiality and help 
limit disruptions to their daily business, which keeps the 
seller in control and preserves client confidence leading 
up to the sale.

For most of our sellers, their business is more than their 
most valuable asset: it’s their pet project, their seat in the 
community—their baby. To stand out as a buyer, submit 
an inquiry that speaks to their needs. Be sure to highlight 
parallels between the seller’s preferences and your 
approach to business.

Buying on the Open Market is competitive. While you 
pursue acquisition opportunities, get to know your FP 
Transitions team. The consulting relationship will help 
us understand what you are looking for in an acquisition 
target. Additionally, completing a valuation for your own 
business lets us know if you are a match for a potential 
seller based on your practice information and their criteria.

Review the chart on the right to see the seller’s process 
on our Open Market platform.
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YOUR VALUE PROPOSITION

What are two things that make your practice exceptional?

Your buyer’s statement (2-3 sentences):

YOUR STRATEGY

Target Acquisition Value (no larger than your business value)

Describe your ideal client

Briefly describe your ideal acquisition

How will your ideal acquisition compliment your existing business

Based on the above questions, identify 5 prospects or potential continuity partners: 

 

INQUIRY WORKSHEET
On the following pages, you’ll use the ideas of this guide to draft your value proposition and develop your 
buyer’s strategy.

What is the value of your business?



9

CONTINUITY PLANNING

Your continuity partner:

What are your spheres of influence for meeting continuity partners or sellers: 

VALUATION & FINANCING

Cash available for down payment (Should be 25-33% of your target acquisition value. If 
you do not have sufficient resources available, consider revising your target acquisition 
value, or ask FP Transitions to introduce you to some of our financing partners):

List your current financing resources :

SUBMITTING AN INQUIRY

1. Log in to your account on fptransitions.com

2. Find your acquisition target.

If your target doesn’t appear in the top of the Listings 
page, you may need to adjust your filters or select 
View More

3. Review the Listing information, including the 
Seller’s profile.

Confirm your match by reading details like sources 
and types of income, client demographics, preferred 
qualifications and professional designations.

4. Click “Submit Inquiry.”

5. Complete the Inquiry Form.

Your inquiry automatically populates with data from 
your Buyer’s Profile, but you can review and update all 
entries before submitting it to the Seller.

Indicate your financing and source of down payment.

Write your personal message to the seller, reflecting 
your suitability for the practice based on the above 
criteria.

6. Accept the Buyer’s Terms and Conditions and 
submit the inquiry to the seller.

Outside of the core benefits, EMS  
members receive the following services 
at no additional cost:

• One additional valuation per year for 
acquisition or continuity planning

• Limited term sheet and LOI support

• Mutual Non-Disclosure Agreement 
template

• Financing guidance and resources

• Due diligence checklist 

• Exclusive resource library of white 
papers, webcasts, and more
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NOTES

FP Transitions’ extensive experience and unique, non-advocacy approach can help you 
successfully complete your own deal. CTS includes:

Discounts available for Equity Management System (EMS) Members.

COMPREHENSIVE TRANSACTION SERVICES (CTS)

• Industry specific customized contracts to fit 
the deal

• Personal assignment to a transaction 
consultant

• Experienced guidance on deal structuring

• Financing information and instructions

• 5 hours of transaction consulting

• Due Diligence Checklist

• A non-advocacy system that serves the 
interest of the deal

• 3 sets of document revisions based on 
client comments and review from attorneys, 
CPAs, etc.

• Comprehensive Valuation Report

• Post-closing transition resources

• Integration and communication with third-
party lenders

• Post-closing support for financing 
adjustments.
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Copyright 2018 by FP Transitions, LLC. All rights reserved. Printed in the United States of America. Except as 
permitted under the United States Copyright Act of 1976, no part of this publication may be reproduced or distributed 
in any form or by any means, or stored in a database or retrieval system, without the prior written permission of the 
publisher. Contact FP Transitions, LLC at 1-800-934-3303 for distribution requests.

Buying or selling the result of your lifetime of work requires years of 
experience to master. This book gives you the benefit of high-level 
expertise, across multiple disciplines, that contributes to a successful sale 
or acquisition. From valuations to mergers to bank financing, this book 
provides valuable perspective and skills needed to work through your 
deal professionally and efficiently.

Learn how exit planning differs from succession planning, sell what 
you’ve built for maximum profit and minimal tax, and avoid the common 
and critical mistakes in the M&A space.

THE NEWEST BOOK FROM FP TRANSITIONS

AVAILABLE NOW ON AMAZON
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NOTES
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4900 Meadows, Suite 300
Lake Oswego, OR 97035
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