
The wealth management industry is facing a succession crisis. Without a plan, advisors risk 
losing clients, business value, and control of their firm’s future. But with the right approach, 
advisors can protect what they’ve dedicated their careers to building.

Your legacy as a financial advisor is too valuable to leave to chance. Yet that’s exactly what is 
happening across the financial services industry as advisors continue to put off creating a 
succession plan that can help protect their firms’ future. 

Over the next decade, more than one-third of U.S. financial advisors — representing roughly 
$10 trillion in assets under management — plan to retire.1 As these advisors retire, their 
businesses will enter some kind of transition phase, yet 40% of this group lacks a formal 
succession plan. Even among independent advisors, just 42% have a written plan according 
to DeVoe & Co., the lowest rate since the firm began tracking the data in 2019.2 The 
conclusion is clear: far too many advisors are unprepared.

Why? In one Cerulli study, practice management professionals cited a bevy of obstacles, with 
the emotions of transferring clients topping the list.3

Top Challenges in Succession Planning
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Common Concerns

These concerns are real, but they shouldn’t prevent you from protecting what you’ve worked 
so hard to build. You deserve to control what happens next.

“I don’t know
where to start.”

“I’m too busy running
my business.”

“I don’t want my clients
to feel abandoned.” 



How Cambridge Helps

As many advisors have experienced, managing everything that goes into succession 
planning while running a business can be difficult and exhausting. You don’t have to do 
this alone, and you shouldn’t. Joining a partner firm with the resources to help you build 
and execute a plan can save time, money, and headache. At Cambridge, our in-house 
Succession and Acquisition Solutions (SAS) Team can support you through every stage of 
your succession planning journey.

Business Valuation — Market-based, risk-adjusted valuation analysis to determine 
fair market value based on geography, client demographics, and asset concentration

Consulting — Personalized, one-on-one guidance through every stage of a practice 
acquisition, merger, or sale

Customized Lending — Flexible financing solutions to fit your needs. Since inception, 
SAS has provided more than $50 million in financing to help advisors successfully 
complete transactions

Alternatively, if it’s the right fit for your objectives and vision, Cambridge can also serve as a 
direct buyer of your business.

The Cost of Doing Nothing
In the end, doing nothing is the riskiest move of all. By not establishing a succession plan 
before it’s too late, advisors put themselves in jeopardy of losing clients, watching the value 
of their business decrease, and having their business end up in the wrong hands.

The earlier you can start assembling the foundation of your succession plan, the better off 
you’ll be. The Financial Planning Association (FPA) recommends starting succession 
planning at least 5-10 years before retirement, and research from Pershing Advisor 
Solutions shows that advisors who have executed a succession plan typically manage to 
retain 80% or more of their clients.4

You Control the Journey
The time to begin your succession plan is now. Read our Six Steps to Succession Planning 
whitepaper to learn how to define your plan, value your business, and identify a successor 
that’s right for you.
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Download the Whitepaper

https://www.joincambridge.com/content/dam/gated-assets/Six_Steps_to_Succession_Planning.pdf

