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Introduction

s professionals, financial advisors have been very well educated on how
Ato be a financial advisor, but the profession has done a poor job of prepar-
ing financial advisors to be great business owners. This is due in part to the
industry’s focus on licensing and certification, not to mention compliance-
related issues.

Financial practices often grow from a single-person firm to a larger firm
with challenges in several key areas of operations. Some firms reach a point
that might be termed a revenue ceiling. This is a level of net profit above
which the firm cannot seem to grow. Adding more employees, purchasing
additional equipment, or even increasing marketing to new prospective cli-
ents does not solve the problem as the firm is constrained by its operational
construct and management. Firm owners frequently do not recognize the
issue because most often they are the problem themselves.

The solution is to take a holistic approach to all areas of financial prac-
tice operations and use efficient management techniques to create systems
that can greatly extend net profitability, productivity, and efficiency.

[ developed a concept many years ago that I call Profit-Driven Architec-
ture, which is a visual way of viewing the operational structure of a finan-
cial practice. Regardless of whether it is a small or large firm, the structure
provides a concrete way of understanding and improving the interrelationship
of different parts of the operations of a financial practice firm. (See Figure I.1.)

AGURE I.1  Profit-Driven Architecture



