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WHAT IS CONTINGENCY AND SUCCESSION PLANNING? 

Disability, serious illness, death, regulatory ups and 
downs, and other sudden changes may require 
unanticipated transfers of leadership or business 
ownership. Because no one can predict the future, 
a contingency plan for your business is essential. A 
contingency plan is designed to take into account 
any possible future event or circumstance. 

A succession plan is created for the day you 
retire or leave your business altogether. There 
are different types of plans you can choose from, 
which we will explore in this document, but the 
most successful ones involve staying for a period 
of time to help transition your business to your 
successor. Even if your retirement is years away, it 
is important to have a succession plan.

PLAN YOUR EXIT STRATEGY NOW

As a financial advisor, you have dedicated your 
life to helping people manage, invest, and make 
smart decisions about money. Likely you have 
taken your own advice and have savings and 
investments in place. But, despite your expertise, 
you may be overlooking your most valuable                        

asset: your business. Since most financial advisors 
are sole owners or proprietors of their businesses, 
it’s up to you to execute the steps to ensure your 
financial strength in the years ahead. Now is the 
time to create your contingency and succession 
plans—before it’s too late.

ONLY 30% OF FINANCIAL ADVISORS 

HAVE A SUCCESSION PLAN.
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WHAT IS CONTINGENCY AND SUCCESSION PLANNING? 

Maybe you’re so busy planning for your clients 
that you haven’t considered your own retirement. 
Maybe you think you’ll wait until your last year of 
work to find the fairest value for your business.   

Or, possibly you’re just procrastinating. Whatever 
the reason you have put off planning, it’s time to 
get serious.

start with a contingency plan

Ask yourself: “What if something happened to 
me tomorrow? What happens to my book of 
business and, more importantly, what happens to 
my family’s income stream?” With a contingency 
plan in place, Berthel Fisher as your broker-dealer, 

can pay your heirs ongoing revenue from your 
accounts. Without such a plan, your family’s only 
hope is that someone will pay a flat dollar amount 
for your book of business.

follow up with a succession plan

Imagine going into retirement knowing your 
business—and clients—are in great hands; the 
hands of a successor you selected, mentored and 
guided; someone who shares your values and 

approach to business. With a well thought out 
succession plan, you set the course for a worry-
free retirement.

“Financial advisors spend their entire careers helping 
their clients make good decisions about their money and 
finances. For many advisors, their practice is their most 
valuable asset. Taking just a few hours to develop a plan 
to protect that asset in case of that ‘what if’ moment will 
make a huge difference in their families’ lives. One of the 
biggest mistakes we see advisors make is waiting too long 
to form that succession plan. Like their clients, the thought 
of retirement, whether full or part time, should always be 
in the back of an advisor’s mind.”

ANDY CHRISTOFFERSON  
CHIEF OPERATING OFFICER
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DON’T LET THIS BE YOUR STORY

Consider this: A longtime Berthel Fisher advisor 
(let’s call him Sam) died without grooming a 
successor. He had no contingency plan in place 
and hadn’t even begun to formulate  
a succession plan. With no plans in place, 
Berthel Fisher couldn’t pay Sam’s heirs ongoing 
commissions. The business that Sam had built 
over a lifetime of hard work was sold at a value 
far less than what it would have been worth if he 
had thought ahead and laid out a strategic plan. 
His clients, whose savings and investments he had 
thoughtfully protected and structured, earning 

their trust and respect along the way, were left in 
the lurch, not knowing where to turn for ongoing 
service. While dealing with their grief over losing 
Sam, his family members and business associates 
were faced with complex legal, financial, and 
business decisions that took a great deal of time 
and effort to resolve. 

No more excuses: start planning today so your 
story, unlike Sam’s, has a happy ending.

EXCUSES, EXCUSES
WHY DON’T FINANCIAL ADVISORS MAKE A PLAN FOR THEIR BUSINESS?

I don’t have time. 
I don’t know where to start. 
It’s overwhelming. 
It’s not necessary. 
I’m not going to retire.

DON’T MAKE AN EXCUSE. MAKE A PLAN.
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STRUCTURING THE DEAL

When it comes to succession plans, one size 
definitely doesn’t fit all. Whether you’re selling 
your practice outright or an advisor is taking it 
over in time, make sure to correctly structure 
the deal. Our advice: Do your homework so 
you understand everything—from the timeline 
and price, to your role in the transition. Seek 
information from reliable sources, such as Berthel 
Fisher. Prepare by planning ahead.

TRADITIONAL SALE
Sell your book of business, and then transition the 
business to your buyer over a course of six to 18 
months after the deal—and down payment—has 
been made. 

PARTIAL BOOK SALE
A partial book sale is just that—you’re 
transitioning only a portion of your business 
while you remain active and service the balance 
of your unsold accounts. This gives you time 
to determine the quality of the deal before you 
transition your top clients to your successor.                                     

SELL AND STAY
This model, often referred to as a “merger,” 
involves selling your entire business but with an 
ongoing contract for part-time client servicing. 

INTERNAL SUCCESSION
If you have a family member or other existing 
team member you want to transition your 
business to, this allows your successor to pay 
little or no down payment and enjoy longer term 
financing while providing you with a fixed income 
over 10 to 20 years.

Berthel Fisher can provide you with guidance and expertise 

to ensure your succession plan doesn’t run afoul of any 

rules in the heavily regulated financial services industry.

Apply the appropriate approach, documentation, 
and deal terms to your unique transition. Your 
assets are both tangible (equipment, buildings, 
furniture) and intangible (your reputation, 
established contacts). Each category will 
determine tax consequences according to the 
value allocated in your contract. Your options for 
structuring the deal include:
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HOW TO PREPARE: STEP-BY-STEP

Contingency and succession plans offer more than 
just peace of mind. They put structures in place 
to provide for you and your family. Why limit your 
options by putting off planning? 

Our best advice: Begin to draft your contingency 
plan today and set a short timeline for completion. 
Discuss it with your intended successor(s) and 

your trusted advisors at Berthel Fisher. File the 
appropriate paperwork. Periodically revisit your 
plan to revise and update as circumstances 
change. 
When it comes to creating a succession plan, we 
recommend you start 24 to 36 months before you 
hand your business over. Make the most of those 
three years by following these tips:

Make a list of the qualities and attributes of the type of person you want 
to take over your business. Your successor—or team of successors—should 
be practicing in your area, have similar client demographics, and have an 
established reputation as a trusted financial advisor. You’ll want to consider 
their entrepreneurial and risk assessment expertise, their marketing skills and 
leadership style, their current financial assets, education and licenses, and 
compatibility with your experience. Evaluate your own business practices to 
streamline systems and increase your value to a potential buyer.

Once you’re clear on your ideal type of candidate, begin the search for your 
successor. Berthel Fisher can assist in trying to pair you with a similar advisor in 
your geographic area for ease of transition once the merger begins. Conduct 
due diligence to determine if the candidate’s values and business philosophy 
are a good match for yours. Drill down into their long-term plans and compare 
them against your financial goals. Clarify any financial or professional liabilities 
and determine if plans are in place to address them. Identify your successor and 
enter into negotiations. 

STEP 1

Have an independent third-party valuation performed so you receive a fair 
price for your business. Valuations conducted by business appraisers, attorneys, 
and tax professionals assess areas such as cost structure, salary and cash 
flow, projected growth, market analysis, and client relationship management 
(current, transitional, and future). Button up your negotiations and agree on the 
succession terms. Begin the process of merging your practices. 

STEP 2

This is when the transition heats up. Issue a joint letter to your clients to 
introduce them to their new advisor. Berthel Fisher can assist with brochures 
and advertising to help with this communication. Spend the rest of the year 
transitioning clients from one business to the other. Answer any questions or 
concerns your clients might have. Serve as a true mentor for your successor. By 
year’s end, you’ll exit entirely and start your next adventure. 

STEP 3
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STRETCH YOUR RETIREMENT ASSETS

Relying entirely on the sale of your book of 
business to fund your retirement? Don’t. Take the 
same advice you give to your clients: Plan early 
for your retirement. When it comes to selling 
your book, choose the deal structure that brings 
you the most tax advantages. For instance, you 
may reduce your tax burden, and designate a 
capital gain, by including part of your salary in the 
purchase price of your business. Or, if you plan 
to bequeath your business to family members 
or other individuals, you may be able to gift it to 
them and bestow the business, tax-free. 

Tax consequences—for both you and your buyer—
will impact the valuation of your business and its 

ongoing strength, so tax considerations must 
be part of your multifaceted, decision-making 
process. While, as seller, you’ll likely want to 
achieve long-term capital gains, your buyer may 
prefer more immediate deductions. Having a 
good balance is key to striking a good deal.

Bottom line? Rely upon your broker-dealer and a 
trusted tax attorney to help you design the best 
deal structure to meet your goals. Once you have 
successfully sold your business, immediately put 
that money to work for you. Choose investment 
products that can help you stretch your 
retirement assets.



WE’RE HERE FOR YOU

When you’re ready to proceed with your 
succession plan, Berthel Fisher can help. We can 
connect you with specialized lenders and third-
party valuation firms, and provide important 
documents. Because we have financial advisors 

in 42 states, we can help match you to the ideal 
successor to your business. Contact us today 
and let us know how we can help you with your 
succession planning.

BERTHEL FISHER COMPANIES

CORPORATE HEADQUARTERS
4201 42nd Street NE, Suite 100   
Cedar Rapids IA  52402-0609 
Phone: 319.447.5700 
Toll Free: 800.356.5234 
Fax: 319.447.4250
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