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         January 2014 Newsletter 

Advisors:  

I write this letter on an airplane somewhere over the Pacific Ocean on my way home from a 
family vacation. Tomorrow is the last day of 2013 and it is a good time to reflect on what was a 
very interesting year to me as a recruiter.   
  

The past twelve months have brought noteworthy changes to the wealth management 
landscape and have sparked some compelling observations:  wirehouse transition deals 
remained at an all-time high; regional and boutique firms continued their aggressive recruiting 
of multi-million dollar teams; and new models borne virtually every day are bringing legitimate 
options to quality advisors focused on high net worth clients. Cantor Fitzgerald Wealth Partners 
and Robertson Stephens, iconic brands, for example, launched wealth management units aimed 
at top advisors and teams looking to accrete wealth via equity ownership reminiscent of the 
respected boutique partnerships of past decades. With an ever growing population of 
disenfranchised wirehouse advisors, the independent space continued to be a big winner in the 
recruiting race for top talent.  Firms like HighTower Advisors, Focus Financial Partners and 
Dynasty Financial Partners, to name a few, recruited their fair share of multi-million dollar 
producers, while independent broker dealers like Wells Fargo FiNet, Raymond James and LPL 
bested their previous year recruiting goals by offering handsome transition incentives and high 
payouts.   
  

As for 2014, several factors could impact movement:  
 Wirehouse advisor retention packages continue to forgive- we don't expect a mass 

exodus but many folks have been telling us that unless their firm re-ups their deals, they 
are "outta' here."  Since it is highly unlikely that the mega firms will offer additional 
retention incentives, the greatly expanded landscape and top transition bonuses offer 
discontented advisors a real opportunity to find happiness elsewhere. 
 

 The regulators' decisions re: passage of the Broker Disclosure Rule- this is an interesting 
topic. FINRA approved the rule which would force advisors to disclose bonuses of at 
least $100,000 paid to them for joining a new firm but the proposal will not go into effect 
unless approved by the SEC.  It has been radio silence on the topic since early third 
quarter 2013 but most industry experts expect it will eventually pass, and the large 
brokerage firms have publicly supported its enactment. Should the possibility of having 
to disclose the details of a transition package to clients make you move if you are happy? 
Of course not!  But, it is causing some "on the fence" advisors to accelerate their plans for 
a change of firms. 
 

 The continued expansion of the independent space- those who have been reluctant to 
leave their firms thinking that no exceptional alternative existed may want to take 
another look as the possibility of finding perfection is becoming more of a reality every 
day. The desire for greater control, autonomy, freedom, ownership and superior 
economics are the predominant factors cited for those making the leap to some version 
of independence. 
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Remember that life is about choices. Opting to do nothing is still a choice. If you want 
something different for your clients, for your business, and your professional life, you must 
choose to do something different.  Whether you are simply curious about how the industry 
landscape has changed since you last looked or actively looking to make a change, we would be 
delighted to hear from you. To this end, below you will find a link to a sneak preview of a 
newly launched infographic that helps sophisticated advisors assess where they're at, what they 
want to accomplish, and how they want to get there.   
  
I wish you a very happy, healthy and productive 2014. 

  

All the best, 
  

      

Mindy A. Diamond  
President & CEO  



Page 3         

  

The opinions contained herein are solely those of Diamond Consultants and the information provided is for informational purposes only. We have 

made every effort to provide factual, accurate and complete information.  However, Diamond Consultants, its principals, agents and employees 

make no representations, nor shall be held accountable, as to the accuracy, completeness, correctness, suitability, or validity of any information 

contained herein. © Diamond Consultants 2012          

 

Decision Methodology 

  

Diamond Consultants has helped countless sophisticated advisors through the decision-making 
process when considering a change of firm or model. Whether you are ready to make a change 
or are just exploring options in the ever-evolving industry landscape, we invite you to view our 

newly-released proprietary tool that can help you to achieve your best business life. 
The full-sized version can be found on the Tools & Resources page of our website, 

www.diamond-consultants.com, under Tools & Resources. 
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