


Wealthy clients turn to professionals with
whom they have established, trusted
financial relationships for guidance when

seeking a financial advisor.




How the $1M-$10M net worth segment source advisors
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The Ultra-Affluent Client Perspective

How the $20M+ net worth segment found their advisors
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Advisors consistently receive their best
wealthy clients from professionals, such
as accountants, that provide a

complementary service to their own.




The Advisor Perspective
Sources of best wealthy clients in past 12 months
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The average net worth of clients
referred to advisors by centers-of-
influence is significantly greater than
those referred by other sources...

...and high-net-worth practitioners are
more likely to get new business from
professionals than clients.




New Business Sources by Client Net Worth




New Business Sources by Business Model
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Advisors know that centers-of-influence
can be an important source of new business,
but most can't realize the opportunity.




COils report significant attention in just a 6-month period










Most advisors value their client relationships
more highly than their referral sources, a fact that is
reflected in how they interact with and service
centers-of-influence...

...but COls are relationships that need to be
cultivated and managed like clients in order to
flourish and be productive.







Knowledge decreases with income and business complexity







Both parties have certain baseline
expectations and needs. Know what they
are in advance and don’t compromise.










The right professional partner must be
selected through careful screening to
ensure a fit with your business goals,

capabilities and personal style.













Perhaps most importantly, both
professionals must get value from the
partnership for it to sustain and evolve.
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