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Key Questions Advisors Should Ask a Potential Buyer of
Their Practice

By Ethan Cramer, President, Elite Wealth Strategies

Selling a financial advisory practice is more than a financial transaction. It is a transition of relationships,
trust, and professional legacy. While buyers evaluate sellers carefully, advisors should be equally
thoughtful in evaluating who they choose to partner with. The right buyer should align with your
philosophy, support your clients, and provide stability for your team. Asking the right questions early can
reveal whether a potential partner is the right fit financially, culturally, and operationally.

Philosophy & Culture

» How would you describe your planning philosophy and client service model?
» What types of clients do you serve best?
* How do you define fiduciary responsibility in your practice?

Client Experience

» How will my clients experience the transition?
» What changes will clients notice in service, technology, or investment approach?
* How have you handled client relationships in previous transitions?

Team & Staffing

» What happens to my existing staff?
* How are advisors and support staff integrated?
» Who will be the primary contact for my clients after the transition?

Deal Structure
* How is retention measured in earn-out structures?

» What percentage of compensation is upfront versus performance-based?
* How flexible are deal structures based on timeline and involvement?

Operations
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» What technology platforms do you use?
» How are client data and systems migrated?
* What compliance support is provided during transition?

Stability & Vision

» How is the firm capitalized?
» What are your growth plans over the next five years?
» Have you completed other transitions? What were the outcomes?

Ongoing Role

» What expectations do you have for my involvement post-transaction?
» How do you support advisors seeking phased retirement?

The right buyer should feel like a partner, not just a purchaser. Thoughtful questions help ensure your
clients, team, and professional legacy remain protected throughout the transition.
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