
 You work hard every day to build your practice and serve your clients. Just keeping up with 
day-to-day tasks is challenging enough, but to maximize your ability to grow requires even 
more: planning, strategic thinking, and time. 

To help you get started, we did some research to see what successful advisors are doing to 
manage and grow the value of their practice.

There’s no silver bullet for business growth, but there are common threads. For instance, 
research shows that advisor/brokers who look at their businesses strategically, outsource 
non-core office tasks, and focus their attention on revenue-generating activities tend to come 
out ahead of those who don’t. Below are more tips based on our research:

1. Balance Your Assets
Having a disproportionately large share 
of assets with your top clients can 
affect your growth. If the top 10% of 
your clients account for less than 45% 
of your assets, which is the industry 
average, you’re building a foundation 
for a reliable revenue stream for your 
business. When more assets are 
concentrated with fewer clients, even 
if your base is growing, the loss of a 

single client can cause your earnings 
to plummet. Keep an eye on your asset 
balance and make adjustments when 
needed to maintain steady growth. 

2. Manage Your Expenses 
Keeping a close eye on your expenses 
can have a significant impact on your 
bottom line. Advisors who keep their 
costs relatively low while still investing 
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in their business and growing their 
clientele have been shown to realize 
greater value for their practices. This 
is where scalability and efficiency 
come in; by carefully choosing how to 
spend your efforts and resources in 
serving your clients, you’ll often find 
you can do more with less. This may 
require an investment in upgrading 
your technology or other time-saving 
measures, but when you think of 
the long-term gains, these types of 
investments can be worth it. 

3. Outsource when It Makes Sense 
By letting other professionals take care 
of routine business tasks, you’ll be freed 
up to focus more time on cultivating 
your client base and, consequently, 
you could see your business grow. 
Advisors who focus on their core 
competencies—such as new client 
engagement, retention, and relationship 
management—show higher value and 
greater growth in their practices. The 
more you can outsource, the more you 
can focus on the activities that drive 
revenue. Practices that outsourced 
operations, human resources, and 
technology saw dramatic increases  
in growth.

4. Market Your Business 
Start with your website and make sure 
it reflects a professional, knowledgeable 
tone that clearly differentiates you 
from your competition. Don’t be afraid 
to show your personality, especially in 
emails and newsletters where a warm 
approach can make you more relatable. 
If you’re not already on social media 
sites like LinkedIn, Facebook, and 
Twitter, your clients and prospects likely 
are. Take time to learn how you can use 
these tools to grow your business. 

5. Acquire Other Practices 
A straightforward way to grow your 
business is to acquire other practices. 
Research shows that the acquisition of 
other successful practices—whether 
they are well established or in promising 
early stages—is the fastest, most 
reliable way to achieve rapid growth. 
Many financial planners who are just 
entering the field do this as a way to 
quickly build a foundation and as a tool 
to rapidly scale up their business. The 
key to success in acquisitions is to 
ensure a close cultural alignment so that 
both staff and clients are comfortable 
making the change.

6. Focus on Growth 
Don’t wait for growth to happen—take 
action to make it happen. Research 
shows that the more time advisors 
spend on activities that will help grow 
their practice, the greater growth 
they could experience. In fact, adding 
clients and increasing your service to 
existing clients can help boost NNA 
and revenue. Besides the potential for 
increased revenue, a welcome side 
effect of growing your business is the 
increase in its value, which will become 
more important as time goes by and you 
begin thinking of your exit plan.

7. Use Technology to Help You Scale 
Advisors who embrace technology—
such as wealth planning software, client 
relationship management (CRM) tools, 
paperless processes, or marketing 
automation tools—find they can do 
more with less. Although these systems 
require an initial investment of time and 
training, they can automate processes 
in a way that provides your clients 
greater information and accessibility, 
even as your time is freed to go after 
new business. If you’re concerned that 



your clients will balk at the perceived 
lack of a personal touch, consider that 
most are already embracing technology 
in many other aspects of their lives, 
such as online shopping and banking. 

8. Grow Your Business by Increasing  
Your Own Value 
Training and education can help you 
deepen your expertise, and those that 
lead to certifications may be more 
enticing to potential clients than if all 
your advisors are not credentialed. 
Plus, advisors with certifications often 
have strong business acumen, which 
is crucial in creating a successful and 
growing practice. By increasing your 
personal value or adding CPAs and 
advisors with MBAs to your staff, doors 
will open to a larger group of clientele.

9. Mind the Business Lifecycle 
There is a circle of life in any financial 
advisor’s business, with some degree 
of change destined to occur over time. 
Retaining key employees helps to keep 
your growth steady, as you realize 
greater revenue per existing client 

and household. Always look at the 
whole family; as your clients mature 
and approach retirement, remember 
that their children may be just reaching 
the age where they are looking for 
solid financial advice. By broadening 
your practice to include all ages of 
investors, you’ll be setting yourself up 
for sustained growth. 

10. Mix It Up a Bit 
Recurring revenue—especially from 
an advisory business—is another way 
to grow your business. Advisors who 
transition appropriate business to 
advisory from brokerage see increased 
growth, and this can also work as a 
win-win for you and your clients. The 
industry is already seeing a shift toward 
a fee-based model. Some advantages 
include more transparency, more 
holistic wealth management, a stronger 
relationship, ongoing investment 
management, and institutional access. 
This helps translate to a steady revenue 
stream and greater efficiency, which 
allow you to accomplish more with less 
effort and fewer resources.

Summary

It’s likely you’re already following some of these strategies, and perhaps considered 
some of the others. In any case, every practice is unique, and no matter where you are 
in your business, small changes can make a big difference over time. Try something 
new and let us know how it works out. Don’t just dream about greater success—
make it happen. LPL Financial can help.

Learn more at www.JoinLPL.com/womenadvisors,  
or to find out how LPL can help take your practice  
to a new level, call (858) 283-5077.
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Advisors should recommend an advisory account only if it is suitable for the client. Advisory accounts  
may not be appropriate for every client. Advisors need to understand that advisory relationships  
involve a higher standard of care than brokerage and typically require an ongoing duty to provide  
advice and monitoring.
 
To the extent you are receiving investment advice from a separately registered independent investment 
advisor, please note that LPL Financial LLC is not an affiliate of and makes no representation with respect 
to such entity.
 
You should consult your compliance department for more information on marketing and social media use. 
This is not an endorsement of any social media networking service.


