
RETIREMENT PLAN ADVISOR
BUSINESS PLANNING CONSIDERATIONS



WHAT.

• Historical Precedent

• Emerging Pressures

OVERVIEW

- NOT FOR REDISTRIBUTION - CONFIDENTIAL WISE RHINO GROUP 2021 -

WHY.

• Changing Market 
Dynamics

• Evolving Advisory Firm 
Service Proposition

HOW.

• Prioritize Business Plan

• Drive Enterprise Value



CONSIDER DOING THESE THINGS NOW

 Become a Student of the Retirement Advisory Firm Industry.

 Prioritize Business Management. Develop a Plan. Benchmark Periodically.

 Understand and Improve Your Firm Value Drivers

 Learn To Think Like A Buyer As You Build Your Business

 Seek Assistance From Experienced Advisors



EVOLUTIONARY SURVIVAL TO SURVIVE AND THRIVE

- NOT FOR REDISTRIBUTION - CONFIDENTIAL WISE RHINO GROUP 2021 -
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UNDER PRESSURE

- NOT FOR REDISTRIBUTION - CONFIDENTIAL WISE RHINO GROUP 2021 -

What Keeps Retirement Advisors Up At Night



STEADILY INCREASING TRANSACTION VOLUME

- NOT FOR REDISTRIBUTION - CONFIDENTIAL WISE RHINO GROUP 2021 -
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DRIVERS OF INCREASING RETIREMENT ADVISORY M&A

 More and Larger, Well Capitalized, Well Managed Buyers

 Larger Retirement Advisory Targets

 Validated Value

 Participant Engagement/Monetization 

 Demographics

 Firm Pressures

 Opportunities



FIRM TYPE DESCRIPTION MULTIPLE

SCALED RETIREMENT & WEALTH FIRM -VALIDATED MODEL HIGH 
GROWTH CAPTRUST PE DEAL WITH GTCR IN 2020 AT 20X 18.00 – 20.00X

INSURANCE BROKERAGE - MEGA TOP 5 LARGEST FIRMS: AON, WILLIS, MARSH, BROWN & 
BROWN, GALLAGHER 16.00 – 18.00X

INSURANCE BROKERAGE – MID/LARGE TOP 6 – 20 FIRMS: ONEDIGITAL RECAP (JUNE 2020) 14.00 – 16.00X

FULLY INTEGRATED RETIREMENT & WEALTH ADVISORY PLATFORM 
WITH AFFILIATES ($15M REV +)

INDEPENDENT CENTRALIZED PLATFORM AND AFFILIATE 
FIRM NETWORK FOCUSED ON RETIREMENT AND WEALTH 
ADVISORY.

12.00 - 14.00X

RETIREMENT & WEALTH ADVISORY FIRM - REGIONAL ELITE ($8M 
REV +)

REGIONALLY SCALED ENSEMBLE BUSINESS TYPICALLY 
WITH MULTIPLE OFFICES.

10.00 – 12.00X

RETIREMENT & WEALTH ADVISORY FIRM - ELITE ($ 2 - $8M REV) ELITE SINGLE OFFICE BUSINESS 8.5 – 10.00X

RETIREMENT ADVISORY FIRM - $ 750 - $2M REV) EMERGING SINGLE OFFICE BUSINESS 6.00 - 8.50X

RETIREMENT ADVISORY PRACTICE/BOOK - < $ 750 REV PRACTICE/BOOK OF BUSINESS 4.00 - 6.00X

RETIREMENT ADVISORY FIRM MULTIPLES Q1 2021



2017 2018 2019 2020 Proj. 2021 Proj. 2022 Proj. 2023 Proj. 2024 Proj. 2025

RETIREMENT REVENUE  (MILLIONS)

Aggregator 1 Aggregator 2 Aggregator 3 Aggregator 4 Aggregator 5 Aggregator 6

AGGREGATORS GROWTH CREATING SEPARATION



RETIREMENT ADVISORY FIRM TABLE STAKES
Retirement Advisory Firms Are Beginning Understand What They Need For 2.0



THE BRIDGE



THINK LIKE A BUYER
How to Drive Enterprise Value in Your Business

Service Model Drivers

• Plan Investment 
Solutions/Managed Accounts

• Participant Advice

• Wealth Advisory

• Employee Benefits+

Variable Drivers

• Client Demographics and 
Tenure

• Team Capabilities, G2, 
Recognition and Brand

• Breadth of Services

• Organic Growth Strategies 
and Results

• Cost Structure, Platform &
Technology

Fundamental Drivers

• Revenue Size

• Predictable and Recurring 
Revenue and Trend Line

• Margin/EBITDA and Trend 
Line

• Client Concentration Risk

• Leadership Capabilities and 
Brand

• Geography



BUSINESS PLAN CONSIDERATIONS

Business Analysis Considerations

1. Understand the Current Market Valuation of your Firm.

2. Benchmark and outline the Strengths, Weaknesses, Opportunities and Threats of your business relative to the 

broader marketplace.

3. Identify the Gaps & Liabilities facing your firm, as well as where to focus today to drive greater Enterprise Value. 

Improve on specific value drivers.

4. Outline the potential options for you, your firm and your employees which may include acquiring, merging, or 

selling.

Understanding Where You Are Now Is The First Step



CONSIDER DOING THESE THINGS NOW

 Become a Student of the Retirement Advisory Firm Industry.

 Prioritize Business Management. Develop a Plan. Benchmark Periodically.

 Understand and Improve Your Firm Value Drivers

 Learn To Think Like A Buyer As You Build Your Business

 Seek Assistance From Experienced Advisors
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