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WHAT IF?
Dave Reynolds
20th March
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Setting the scene 

Workshop conversation

Feedback to the room
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Level 1 intro text

• Level 2 bullet point

‒ Level 3 Sub-bullet point 

- Level 4 Sub-bullet point 

THE BACKDROP



6

Level 1 intro text

• Level 2 bullet point

‒ Level 3 Sub-bullet point 

- Level 4 Sub-bullet point 

Level 1 intro text

• Level 2 bullet point

‒ Level 3 Sub-bullet point 

- Level 4 Sub-bullet point 
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IS THIS YOU?
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1. Decrease in adviser numbers continuing

2. Need for advice will continue to increase

3. The traditional advice shops (Big 4 and AMP) are gone

Feedback from Peer groups are telling us 

1. Practices have good opportunities for growth, albeit against increasing operating costs and complexity

2. Firms are having difficulty sourcing roles due to low unemployment and changed employee working patterns

3. The need for good technology has never been stronger

SO WHAT DOES THIS MEAN
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The activity;

A table discussion on how you are navigating the following the challenges, focussing on what you have learnt, what you would 

do differently and where you have had a win.

The topics;

Growth

Resourcing vs. Outsourcing

Technology

Please select a scribe and a spokesperson, discuss on your tables and prepare to feedback to the room your top three 

takeouts.

WORKSHOP ACTIVITY 
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What are you doing to manage growth in your practice?

What opportunities do you see?

How are you managing new business versus servicing?

With increasing running costs, what alternative revenue sources have you considered, such as lending?

What tools/technology/process improvements have you need to make?

Have you bought a business recently , what have you learnt? How have you integrated this?

Is your business clear on the clients they want, the value proposition and the fee structure?

How far do you need to refine your client base?

What changes have you seen in the product space and what benefit have you felt in your business?

GROWTH
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Are you recruiting, and if so what challenges have you faced, and have you overcome them?

What are the key ingredients to retaining staff?

How have you managed resourcing post covid?

If you outsource, what are your experiences and what have you learned?

How have you integrated your VA into your firm?

What happens if your VA changes?

RESOURCING VS OUTSOURCING
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What is working for you?

How are you using Xplan/Compass/CWT- top tips

What Xplan plug ins are you using, considering and what is the benefit?

How are you running your CRM?

What if you don’t use xplan?

How are products platform supporting efficiency through technology?

TECHNOLOGY



THANK YOU
Questions



10 STEPS IN MERGERS & 

ACQUISITIONS FOR BUYERS 

AND SELLER
By David Reynolds & Peter Truong 
March Masterclass
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CONTENTS

1. What is your strategy?

2. Your capability & capacity.

3. Network

4. Filtering

5. Due Diligences

6. The Offer

7. Completing the Deal

8. Integration

9. Servicing & Opportunities

10. Next Deal



10 STEPS OF MERGERS & ACQUISITION
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1. Strategy
2. Capability 
& Capacity

3. 
Networking

4. Filtering
5. Due 

Diligence
6. The Offer

7. 
Completing 

the Deal

8. 
Integration

9. Servicing 
& 

Opportunity
10.Next Deal

Buyer Strategy

Seller Strategy



1. WHAT IS YOUR STRATEGY
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• Aggressive Growth Strategy

• Repositioning Strategy

• Access to Client Base

• Scale

• Efficiency & Technology

• Consolidation of Book

• Succession Planning

• Scale & Cost Saving

• Retirement

• Changing Roles – Salary AR

Buyer Strategy Seller Strategy



2. CAPABILITY & CAPACITY
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Client 
Engagement

Advice 
Generation

Implementation Ongoing Service

Buyer Capability & Capacity

Processes & Bottlenecks

Service Offering

Capability

Demographic Advice Type

Products Pricing

Staffing

Skill SetSpecialisation

Systems
Resource List

Resource 

Needed

Task to 

Fulfilled

Tools 

Needed

When 

Capacity 

is at X

Estimate

d Cost

Ideal Book Purchase



2. CAPABILITY & CAPACITY
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Seller Preparation

Goal & Objective

List Ideal Buyer

Buyer Cultural 
Fit

Buyer 
Resource 
Capable

Pros/Con of 
your Book

Timeline

Client 
Focus

Buyer 
Opportunities

Seller Consideration

Maximising Sale Price

Preparing a Data Pack

1. Summary Information

2. Detailed Data Pack

3. Licensee off-boarding Requirements.

4. Time is the essence.

Quality 
Compliance

Digitisation Processes

Intergenerati
onal 

Transfer

These Things 

maximises your sale 

price.



3. NETWORKING
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Buyer Seller
Practice Manager

Accountants

BDMs

Trusted Contact

Other Planners & Colleagues

Social Media



4. FILTERING THE NOISE
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Buyer Seller

Have your Buyer 

criteria's ready.

Have your Seller 

criteria's ready.

For every 100 

opportunities there 

maybe less than 5% that 

is suitable for a buyer or 

seller

90% Match
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5. DUE DILIGENCE

BOOKARCARAFSL

Buyer

Seller

Things to Consider
❑ List of all clients & active 

revenue.

❑ Past Audit Reports

❑ Random Audits 5-6 files

❑ Verifying Raw Data

❑ Demographics of Book

❑ Geographical Location

❑ Product Provider

❑ No. of ongoing clients

❑ Service Package

❑ Pricing Structure

❑ OGS commitments

❑ Last updated 

ROA/SOA/Fact find 

❑ Investment Philosophy

❑ Where are the 

opportunities?
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6. THE OFFER – STRUCTURING THE OFFER

Win Win Scenario for both Parties

What multiples

Structure of the Offer

Duration of the Term

The claw back

Financing Cost

Run off-Cover

Salary

Payback Period

Transition 

Period/Service

Salary - KPIs

Settlement Date

Migration Process



28

7. COMPLETING THE DEAL

1. 
Negotiate 
the terms

2. Prepare 
the 

contract

3. Seek 
legal 

Advice

4. Sign 
the 

Contract

5. Notify 
your 

Licensee

6. 
Migration 

begins

Get Your Staff involved
Begin migration 

preparation

Lock in IRESS migration date
Client List Ready
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8. INTEGRATION OF BUSINESS

Off-boarding Data Migration Client Contact

Off-Boarding Procedures Client Integration
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9. SERVICING & OPPORTUNITIES

❑Have a process in place to service the 

clients. 

❑Have a monitoring system in place to 

manage review and transition.

❑Separate and Isolate the clients to give 

you accurate revenue management 

and conversion rate.

❑Opportunities – Can you bring services in house 

instead of outsourcing, such as mortgages.

❑Opportunities to referrals from new clients.

❑Opportunities – centralise back offices to lower cost 

and improve bottom line.

❑Opportunities – Increase fees, services and 

network.
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10. NEXT DEAL

❑ Manage and monitor the execution

❑ Learn and obtain feedback from staff on what worked and not worked.

❑ How can you do things differently next time.

❑ Always look for continues improvement.

❑ Standardise and cement the process.

❑ Ensure that your cashflow and client retention remains high.

❑ Look for the next opportunity.

❑ Seller can relax and take a vacation.



THANK YOU
Questions
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