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A
Ability testing, 91, 93
Accountability, 6, 27, 31–33, 48, 86,

103, 105, 115, 118, 121
Accounting

accrual, 157, 163, 168
cash basis, 157, 163
financial statements. See Financial

statements
importance of, 155, 156
tax accounting, 162, 163

Accounts payable, 159, 182
Accounts receivable, 157, 158, 160,

165, 180–183, 185, 189,
194

Accredited Investors, 25
Accrual basis accounting, 157, 163,

168
Acquisition of practices. See Mergers

and acquisitions
Adams, Scott, 133
Administrative staff. See also Employees

and client satisfaction, 68
job descriptions, 89
overhead expense, 61, 171, 172,

178
and practice models, 55, 56, 61
and productivity, 61, 62, 66,

187
and workflow management, 53

Advisor-centric operating model,
37

Advisor Group, 58

Affiliation models
advantages and disadvantages of, 74,

75
advisors, implications of model

choice, 74, 75
described, 72, 73
and practice management, 75–76
RIA model, 74
types of, 73, 74

Affiliations, leveraging, 72, 73
AIG, 1
Alignment

compensation with behavior, 133,
135, 137, 138

compensation with business strategy,
135–137, 176

human capital strategy, alignment
with business strategy, 83–86

Applied Business Solutions, 17
Aspiriant, 18
Asset Management Finance (AMF),

196
Atlas Shrugged (Rand), 108

B
Bachrach, Bill, 23
Background checks, 91–93
Balance sheet

about, 156, 157
and business growth, 160, 164
current assets, 157, 158
current liabilities, 158, 159
equity, 158–160
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Balance sheet (continued )
financial analysis, 179–184
fixed assets, 157–159
intangible assets, 159
long-term debt, 158, 159
monthly, 156
prepaid expenses, 157
prepaid fees (retainers), 157, 159
relationship with other financial

statements, 165
shareholder loans, 157, 159
short-term debt, 194
and statement of cash flow, 163,

164
work in process (WIP), 157, 158,

160, 165
worksheet, 290

Balasa, Mark, 16
Bank of America, 1, 12
Barber, Judy, 214, 215
Base pay, 131–134, 138–140, 149,

150, 153. See also Compensation
Bear Stearns, 1, 237
Benchmarks

compensation, 130, 131, 134, 138,
149, 150, 170, 179

efficiency, 42
financial ratios, 169, 185, 186
job characteristics, 96–98, 127

Benefits and perquisites, 131, 133, 139,
140, 142

Bonuses, 132–134, 140, 150, 226,
245

“Book of business” syndrome, 169
Boston Private, 23, 24
Break-even analysis, 177, 178
“Broken Windows” (Wilson and

Kelling), 113
Broker-dealers

affiliations with, leveraging, 72–75.
See also Affiliation models

loans from, 193
trends, 58

Bruckenstein, Joel, 61
Bryant, Adam, 93
Bunting, Bob, 114
Business complexity, 40, 41, 45, 190
Business continuity. See Succession

planning
Business development

and career path phases, 102, 103,
223

compensation system, 132, 137,
141, 151, 152. See also
Compensation

80/20 rule, 174, 175
expenses, 161
and growth, 231
job descriptions, 88, 285, 289
and organizational culture, 132,

179
and performance measurement, 90
and practice model, 56, 57
process, 27, 47, 48
responsibility for, 233
sales ability, lack of, 9

Business models. See Practice models
(business models)

Business needs, defining, 86
Business strategy. See also Strategic

planning
affiliation models, 73–75
compensation plan, alignment with,

135–139, 153, 176
and growth management, 190, 191
human capital strategy, alignment

with, 83–86
importance of, 258, 259
management decisions based on,

254
product and services offered, 175,

176
review of, 241
success, personal definition of, 23

Business value, building, 7, 8
Buy-sell agreements, 222, 229–232
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C
Capital, as source of equity, 159, 184,

193, 195
Career paths. See also Professional

development
and employee retention, 59, 66, 68,

101, 248
and growth, 66
human capital management, 251
and leveraged business model, 71
Market Dominator firms, 58
and multidisciplinary business

model, 70
partnership, 101–104, 222, 223.

See also Partnership
phases of, 102, 103
for staff, 30, 32, 66

Cash basis accounting, 157, 163
Cash budget worksheet, 295
Cash flow before financing, 164
Cash flow calculator, worksheet, 294
Cash flow management, 194, 195, 295
Cash flow ratios, 184–186
Cash flow statement. See Statement of

cash flow
Cetera, 58
Change

in compensation plans, 134, 135
fear of, 99, 100, 112
need for, 258
and organizational culture, 117, 118
resistance to, 105, 112–114
stages of transformation, 51, 52
workflow management, 49

Characteristics of financial advisory
firms, 4, 5, 60, 61

Charles Schwab, 12, 13, 192
Chief executive officer (CEO),

251–255, 259
Chief operating officer (COO), 53, 54,

252, 259
Christopher Street Financial, 18
Client-centric operating model, 37–39

Client service teams, 69, 70
Clients

asset thresholds, 187
of business versus individual advisor,

71
client mix, 174–176
client ratios, 30, 175
client satisfaction, 67, 68
client-selection ratios, 293
client service teams, 69, 70
financial advisory business, treating

as a client, 4
marketplace for, 22
perspective of on size of firm, 77
retention, 3
standardized services, 52, 53
time spent with, 64–66
top 20 client analysis worksheet,

266–269
volume, increasing, 50, 62, 63, 171,

173, 179, 186, 199
Club Aluminum Company (CAC), 115
Coaching, 59, 82, 103, 104, 106–108,

248. See also Mentoring
Collins, Jim, 259, 260
Commissions, 132, 140, 149, 161
Common sizing, 178
Compensation

accounting, 161
alignment with behavior, 133, 135,

137, 138
alignment with strategy, 135–139,

153, 176
base pay, 131–134, 138–140, 149,

150, 153
benchmarks, 130, 131, 134, 138,

149, 150, 170, 179, 216
benefits and perquisites, 131, 133,

139, 140, 142
bonuses, 132–134, 140, 150, 226,

245
changes in plans, 134, 135
commissions, 132, 140, 149, 161
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Compensation (continued )
components of, 131, 132, 139–143
considerations, 143
costs, 134, 135, 138
deferred, 132, 133, 141
distributions, 153
draw, 149
employee expectations, 135, 138,

139
and employee retention, 109, 110,

118, 119, 247
equity, 131–133, 139, 140, 142–149
ESOPs (employee stock ownership

plans), 132, 141, 218
evaluating, 176
fixed, 140, 149
incentive plans, 150–153. See also

Long-term incentive under this
heading; Short-term incentive
under this heading

leveraged practices, 71
long-term incentive, 131–134,

139–141, 150–153
market rate, 138, 139, 143, 149,

153, 179, 221
mistakes in plans, 129, 130
owners, 153
partners, 153
phantom stock, 132, 139, 141, 142,

145, 146, 218
philosophy, 135–137
planning process, 130, 131,

135–139
profit sharing, 150, 161, 169
retirement plans, 131, 139, 140, 142
return on labor, 179
short-term incentive, 131–134,

139–141, 150–153
and size of firm, 77, 78
variable, 140, 143, 149

Competition
analyzing, 22
differentiating. See Differentiation

from staff, 67, 68, 101
treatment of, 11, 12

Contribution margin, 177, 178
“Corner Office” (New York Times), 93
The Corporate Culture Survival Guide

(Schein), 116
Costs. See also Expenses

administrative, 155
compensation, 134, 135, 138
control, 178, 179
creeper costs, 178
employee turnover, 94
expense ratio, 3, 7, 43, 52, 63–67,

72, 177–179
increase in, 2, 3
leveraged practices, 72

Covey, Stephen, 259
Credit Suisse, 73
Crisis management style, 245
Critical mass, 52, 62–64, 72
Current assets, 157, 158, 164,

181–183, 194
Current liabilities, 158, 159, 164,

181–183
Customer relationship management

(CRM), 37, 48

D
Dashboards, 39, 40, 48
De Gaulle, Charles, 128
Debt

growth, funding, 184
loans, 192, 193
long-term, 158, 159, 182, 183, 193,

195
personal guarantees, 196
short-term, 181, 182, 193, 194, 196
solvency, measuring, 181–183
use of, 180–183

Debt-to-equity ratio, 183
Deferred compensation, 132–133, 141.

See also Compensation
Depreciation, 164
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DESCO model, 127
Deutsche Bank, 73
Differentiation

and future of financial advisory
firms, 8, 9

and strategic planning, 11–15,
17–22, 24, 25, 28, 31

Dilbert, 133, 134
Dinverno, Armond, 16
Direct expenses, 160, 161, 169–171,

177, 179, 180, 198
Disability insurance, 142
Distributions, 153, 179, 196, 220–222
Document management, 43, 44
Draw, 149. See also Compensation
Drucker, David, 61

E
The E-Myth Revisited: Why Most Small

Businesses Don’t Work and What to
Do About It (Gerber), 82

Early Ensemble practice models,
55–57

Early Solo practice models, 55, 56, 58,
59

Economic downturn and financial
services sector, 1, 2

Efficiency, 6, 7, 39–45, 61–64
80/20 rule, 174, 175
Elliott, Jane, 124, 125
Employees. See also Human capital

adding staff, 187, 188
administrative staff. See

Administrative staff
applicants, evaluating, 90–98
as asset versus expense, 109
attitudes, 122–126
background checks, 91–93
benchmarks, 96–98
business needs, 86
case study (Hutch Group), 84, 85
compensation expectations, 135,

138, 139. See also Compensation

culture of entitlement, 242
departures, 118–120
development of, 41, 245, 246, 251.

See also Professional development
difficult employees, 121, 122,

126–128
diversity and differences, 122–126
experience gap, 40, 41
five Bs (buy, build, borrow, bounce,

and bind), 127
generational differences, 242–244
hiring process, 90–98, 100–101
inefficiency, 36, 37
interview process, 91, 93–96
job applicants, evaluating, 90–98
job descriptions, 86–90
loyalty, 101
management, 81, 82, 107. See

Human capital
negative positioning, 124, 125
people management skills, 246–247,

251
performance evaluation for

professional staff, worksheet,
272–280

performance expectations, 87,
89–90

performance measurement, 40
poor hiring decisions, reasons for,

91
professional development. See

Professional development
restrictive covenants, 68, 71, 101
retention, 3, 109–111, 118–120
satisfaction, 109–111
“staff rot,” 122
talent shortage, 9
turnover, 41, 51, 53, 90, 118–120
underperformers, 123, 124

Employee stock ownership plans
(ESOPs), 132, 141, 218

Ensemble practice model. See
Leveraged practice models
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Equity
balance sheet component, 158–160
compensation. See Equity

compensation plans
new capital, 159, 184, 193, 195
operating cash flow to equity ratio,

184, 185
retained earnings, 159, 160, 184,

195
risk, 196
sources of, 159, 184, 195, 196

Equity compensation plans, 131–133,
139–149

ESOPs (employee stock ownership
plans), 132, 141, 218

Expenses. See also Costs
business development, 161
direct expenses, 160, 161, 169–171,

177, 179, 180, 198
expense ratio, 3, 7, 43, 52, 63–67,

72, 177–179
other income/expense (income

statement), 161, 162
overhead. See Overhead expense
prepaid, 157
top-performing firms, survey results,

3

F
FA Insight, 72, 169, 221
Fadl, Khaled Abou El, 99
Family members and succession

planning, 211–217
Fee-based advisors, 74, 132, 191
Fidelity Institutional Wealth Services,

74
Fiduciary duties, 192, 193
Fiduciary Network LLC, 24, 196
Financial advisory business

assumptions about, 258
change, 258
characteristics of firms, 4, 5, 60, 61
evolution of profession, 76, 77

future of. See Future of financial
advisory firms

successful practices, characteristics
of, 258, 259

Financial analysis. See also Financial
ratios

about, 167, 168
balance sheet, 179–184
financial impact analysis, 185–188
financial statements required, 168
importance of, 155, 156, 165
income statement, 169–179
process, 168
statement of cash flow, 184, 185

Financial impact analysis, 185–188
Financial leverage, 192–194
Financial performance survey, 3
Financial ratios

benchmarks, 169, 185, 186
cash flow ratios, 184–186
debt, 181–183
expense ratio, 3, 7, 43, 52, 63–67,

72, 177–179
productivity, 47, 187, 188, 292
profitability, 292
worksheet, 292, 293

Financial statements
balance sheets, 156–160
and financial analysis, 155, 156, 165,

168. See also Financial analysis
income statement (profit and loss

statement), 156, 160–162
relationship among, 156, 163–165
statement of cash flow, 156,

163–165
Financing cash flow, 164, 165
Fisher, Ken, 18
Fisher Investment, 18
Five Bs (buy, build, borrow, bounce,

and bind), 127
Fixed assets, 157–159
Fixed compensation, 140, 149. See also

Compensation
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Fixed costs, 177, 178
Focus Financial, 24, 196
Ford Motor Company, 111
Forecasting cash flow, 194, 195
Four-Way Test, 115, 116
Free cash flow, 185, 199, 201. See also

Operating cash flow
Future of financial advisory firms

assumptions, 4, 5
differentiation, 8, 9
growth management, 5
operating efficiency, 6, 7
pricing strategy, 10
professional management, 5, 6
profitability, 9, 10
sales process, 9
service offerings, 10
talent shortage, 9
value, building, 7, 8

G
Gap analysis, 36, 250, 251
Generational differences, 98, 100, 225,

242–244, 246
Gerber, Michael E., 82
Giuliani, Rudy, 113
Goals

strategic planning, 16, 23, 28, 30–34
for succession planning, 210, 211

Good to Great: Why Some Companies
Make the Leap . . . and Others
Don’t (Collins), 259, 260

Gross profit margin, 10, 67, 71, 134,
169–177, 186, 292

Growth
advantages and disadvantages of, 59,

60
assumptions, 2
balance sheet, impact on, 160, 164
benefits of, 42
big firms, advantages of, 79
business development. See Business

development

business value, building, 7, 8
and career paths, 66. See also Career

paths
challenges of, 58–60, 76
concerns, 66–68
Early Ensemble practices, 56, 57
Early Solo practices, 56, 58, 59
and efficiency, 61–64
ensemble practices, 60, 61
funding for, 159, 160, 184, 193,

194. See also Debt; Equity
leveraged practice models, 69–72
management. See Growth

management
Market Dominator practices, 57, 58
Mature Ensemble practices, 56, 57
multidisciplinary practice model,

69–71
perspectives on firm size, 77–79
planning for, 55, 56
and productivity, 61
and professional management, 247,

248
risk, 42
successful firms, characteristics of,

60, 61
and succession planning, 59–60,

232, 233. See also Succession
planning

and workflow management, 42, 43.
See also Workflow management

Growth management
about, 5, 189, 190
and business strategy, 190, 191
cash flow management, 194, 195
equity, 195, 196
financial leverage, 192–194
joint ventures, 196–199
mergers and acquisitions, 100, 189,

199–202
new initiatives, 203
new products or services, adding,

190–192
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Growth management (continued )
quality control, 190, 191. See also

Quality control
referral agreements, 196–199
strategic alliances, 190, 191
workflow. See Workflow

management

H
Hatch, Jennifer, 18
Health insurance, 142
Herbers, Angie, 243
Heupel, Will, 25
Hightower, 24, 196
Housing bubble, 1
Human capital. See also Employees

as asset versus expense, 109
five Bs (buy, build, borrow, bounce,

and bind), 127
management, 81, 82, 107
people management skills, 246–247,

251
strategy, alignment with business

strategy, 83–86
Hutch Group (case study), 84, 85

I
Incentive plans, 150–153. See also

Compensation
Incentive stock options (ISOs), 144,

145
Income statement (profit and loss

statement)
about, 160
direct expenses, 160, 161
financial analysis, 169–179
gross profit, 160–162
gross profit margin, 169–172.

See also Gross profit margin
monthly, 156
net income, 161
operating profit, 160–162
other income/expense, 161, 162

overhead expenses, 160–162
relationship with other financial

statements, 165
revenue, 160, 161
and statement of cash flow, 163, 164
taxes, 162
worksheet, 291

Independent broker-dealers (IBDs), 58,
73–75

Independent financial advisors (IFAs),
2, 3, 13, 55, 56, 58, 59, 212,
223–225

Inefficiency, 36–43, 51, 52. See also
Efficiency

Insurance
commissions, 200
disability, health, and life insurance

benefits, 142
products, selling, 190, 191

Intangible assets, 159
“Integrating Technology Best Practices

in Your Business,” 46
Interest testing, 91, 93
Interview process, 91, 93–96
Introducing Broker/Dealers (IBDs), 2
Investing cash flow, 164
InvestmentNews/Moss Adams

Compensation and Staffing Study,
72, 87, 170, 221, 285–289

compensation data, 221
Financial Performance Study of

Advisory Firms, 3, 4, 208
industry benchmarks, 169, 170

J
Job descriptions, 86–90, 285–289
Job matching, 91–93, 96–98, 110
Joint ventures, 196–199
JPMorgan, 1, 12, 13, 95

K
Kelling, George, 113
Kochis Fitz, 18
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Kohn, Alfie, 110
KolbeTM, 127, 128

L
Leadership

about, 235
characteristics of leaders, 236–239
chief executive officer, 251–255.

See also Chief executive officer
(CEO)

and decision to manage or advise,
241, 242

importance of, 259
lack of, 53
management distinguished, 259
need for, 239, 240

Leased assets, 159
Legacy considerations, succession

planning, 78, 206, 210
Legal advice, 230, 231
Lehman Brothers, 1, 237
Leveraged practice models, 69–72
Levin, Ross, 25
Life cycle operating models, 37–39
Life insurance, 142
Line of credit, 180–182
Littlechild, Julie, 64
Long-term debt, 158–159, 182, 183,

193, 195, 196
Long-term incentive compensation,

131–134, 139–141, 150–153.
See also Compensation

LPL, 58

M
Madoff, Bernie, 1, 237
Management

chief executive officer, 251–255, 259
chief operating officer, 53, 54, 252,

259
control, loss of, 66, 67, 249, 250
crisis management style, 245
gap analysis, 250, 251

and generational differences,
242–244

human capital, development of, 245,
246, 251

job descriptions, 87, 88
lack of, 41
leadership distinguished, 259
management practices, tips for

improving, 249–251
past, reliance on, 257, 258
people management skills, 246, 247,

251
practice-management assessment,

worksheet, 262–265
professional management, 5, 6, 41,

53, 54, 240, 241, 244, 247–248,
259

self-evaluation of management
versus advisor role, 241, 242

tips for improvement, 249–251
trust issues, 245
unmanageable stage of business, 249,

250
Manji, Irshad, 99
Market Dominator practice models,

55–58, 240
Mature ensemble practice models,

55–57, 240, 249, 250
Mentoring, 100, 105, 107, 125, 126,

238, 248, 251. See also Coaching
Mergers and acquisitions, 2, 16, 18, 26,

35–37, 100, 189, 199–202,
226–230

Merrill Lynch, 1, 12, 13, 73
Metrics. See Performance measurement
“Mission Possible I—Define the Future

of Your Operations,” 6, 38, 39
“Mission Possible II: The Link between

Operational Efficiency and
Human Capital,” 6, 40

Morgan Stanley, 73
Moss Adams, 114, 115. See also

InvestmentNews/Moss Adams
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Multi-family offices (MFAs), 2
Multidisciplinary practice model,

69–71
Multiple owners, 3, 4
Multiple practice locations, 58

N
National Financial Partners, 24,

196
Niche markets, 14, 17–21, 84
Nonqualified stock options (NQSOs),

143, 144
Northwestern Mutual, 73
Novations Group, 122

O
Objectives, strategic planning, 28, 31,

32, 47
Office space, 117
Operating cash flow

defined, 164
free cash flow, 185, 199, 201
ratios, 184–186

Operating cash flow to total assets
ratio, 184, 185

Operating leverage, 192, 193
Operating performance, measuring, 39,

40
Operating profit margin, 170, 171,

176, 177, 292
Organizational culture

and change, 112–114
and communication, 113, 118
diversity and differences, 122–126
evaluating, 116, 117
family environment, 109, 110, 121
and leadership, 235
managing, 111–113
and office space, 117
and PILLAR concept, 105. See also

PILLAR concept
and values, 103. See also

Organizational values

Organizational values
Four-Way Test, 115, 116
PILLAR concept, 103–105, 114,

115, 270, 272, 281
values statement, 104, 114, 115

Other people’s labor (OPL), 192
Other people’s money (OPM), 192,

193
Outsourcing, 56, 58
Overhead expense

administrative staff, 61, 171, 172,
178

breakeven analysis, 178
Early Ensemble firms, 56
and efficiency, 61–63
and growth, 59, 61–63
income statement, 160–162,

169–171
increase in, 5, 9, 38, 42, 43, 52, 54,

56, 61, 62, 67, 134
managing, 53
and productivity, 67
ratio, 3, 7, 43, 52, 63–66, 72, 292
and referral fees, 198

Owners. See also Partnership
compensation, 153
distributions, 153, 179, 196,

220–222
practice models. See Practice models

(business models)
succession planning. See Succession

planning

P
Pareto principle (80/20 rule), 174, 175
Partnership

alternatives to, 218
career path, 101–104, 222, 223
compensation of partners, 153,

221
and dilution of income, 218, 219
employees’ perspective on, 25, 223,

224, 226
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and equity compensation plans, 142,
143. See also Equity compensation
plans

evaluating for, 218–220
obligations, 221
policy statement, 222, 223
rights and benefits of ownership,

220, 221
succession planning, 217–226
timing of, 226
transaction, structuring for new

partners, 221, 222
Performance measurement

business strategy, 33, 34
family members, 216
formal appraisals, 104, 105
and job descriptions, 89, 90
need for, 127
operating performance, 39, 40
and organizational values, 115
peer evaluations, 106
process, 106, 107
for professional staff, worksheet,

272–280
self-evaluation, value system and

performance evaluation criteria,
270, 271

subordinates, 106
supervisors. See Upstream evaluation

under this heading
upstream evaluation, 106, 107, 115,

216, 220, 251, 281–284
Performance shares, 148
Pershing Advisor Solutions (PAS), 3, 6,

9, 38–40, 46, 74, 122
Personality testing, 91, 93
Phantom stock, 132, 139, 141–142,

145–146, 218. See also
Compensation

PILLAR concept
described, 103, 104
as part of appraisal process, 104,

105, 115

professional staff performance
evaluation, worksheet, 272–280

self-evaluation, value system and
performance evaluation criteria,
270, 271

upstream evaluation worksheet,
281–284

use of, 105, 114, 115
Pink, Daniel H., 236
Practice models (business models)

affiliation models, 73–76
described, 55, 56
Early Ensemble, 55–57
Early Solo, 55, 56
entrepreneurial model, 169
leveraged model, 69–72
Market Dominator, 55–58, 240
Mature ensemble, 55–57, 240, 249,

250
multidisciplinary model, 69–71
sales model, 169

Prepaid expenses, 157
Prepaid fees (retainers), 157, 159
Pricing, 10, 172–174, 176, 186
Principle-Centered Leadership (Covey),

259
Process-centric operating model,

37–39, 50
Productivity

and compensation, 134
evaluating, 174
ratios, 47, 187–188, 292

Products and services offered, 10, 175,
176, 190–192, 203

Professional development
attitudes, 123, 124
career path, 101–104. See also Career

paths
coaching, 107, 108. See also

Coaching; Mentoring
continuing education, 108
diversity and difference issues,

122–124
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Professional development (continued )
fear of developing employees, 100,

101
and hiring practices, 100, 101.

See also Human capital
organizational culture, 109–118
and organizational values, 114–116
performance appraisals, 104–107
and positioning, 124–128

Professional management, 5, 6, 240,
241, 244, 247, 248. See also
Management

ProfileTM, 127, 128
Profile XTTM, 97
Profit

distributions, 153, 179, 196,
220–222

gross profit, 67, 160–162
gross profit margin, 10, 67, 71, 134,

169–177, 186, 292
operating profit, 67
and size of firm, 77, 78

Profit and loss statement (P&L). See
Income statement (profit and loss
statement)

Profit sharing, 150, 161, 169
Profitability

efficiency, 61–64
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185–187
improving, 186, 187
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ratios, 292
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Push/pull processes, 36, 45
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Rand, Ayn, 108
Ratios
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185, 186

cash flow ratios, 184–186
client ratios, 30, 175
debt, 181–183
debt-to-equity ratio, 183
expense ratio, 3, 7, 43, 52, 63–66,

72, 177–179
productivity, 47, 187, 188, 292
profitability, 292

Raymond James, 58
Referral agreements, 196–199
Referral fees, 161, 198, 199
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(RIAs), 2, 9, 18, 49, 58, 74, 174,
190–191, 193, 196

Regulated local autonomy affiliation
model, 74, 75

Regulatory compliance, 46, 78
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Relationship managers, 69, 70
Restricted stock, 147
Restrictive covenants, 68, 71, 101
Resumes, 91, 92, 94, 253, 254, 257
Retained earnings, 159, 160, 184, 195
Retainers, 157, 159
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employees. See Employees
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planning, 207, 208
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196
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See also Compensation

Simonson, Lisa, 242
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practice models
ensemble practices compared,

60–64, 66
growth challenges, 58, 59
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181–183

Spain, Caryn, 17, 21

Staff. See Employees
Staff rot, 122
Statement of cash flow

about, 163, 164
cash flow before financing, 164
depreciation, 164
financial analysis, 184, 185
financing cash flow, 164, 165
investing cash flow, 164
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statements, 165
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Strategic alliances, 190, 191
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goals, 16, 23, 28, 30–34
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indecision, consequences of, 206,

207
legacy considerations, 78, 206, 210
mergers, 226–232
need for, 2
options for, 205
partnership, 217–226
potential successors, perspective of,

223–226
sale planning distinguished, 207,

208
timing for, 209, 233

Sullenberger, Chesley, 237
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Wishnoff, Ron, 17
Work in process (WIP), 157, 158, 160,

165
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about, 35, 36
advisor-centric operating model,

37
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37–39
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efficiency, threats to, 40–42
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measurement, 46–49
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37–39

risk management, 45–54
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Workplace
culture. See Organizational culture
employee satisfaction, 109
office space, 117
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cash budget, 295
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