
Page 1         

  

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          

September 2013 

 

Two Case Studies 

Taking Control of Your Business Life 
 

We have chosen these case studies to provide snapshot of "moves" that for many reasons are 
particularly instructive. We work with a broad spectrum of advisors, and these case studies are 
two of their stories. 
 
Wirehouse to Wirehouse 

Van and Tom were top producers of a billion-dollar team at a wirehouse on the east coast. 

There for a decade, in 2011 the team began wondering if their current platform was robust 

enough to allow them to continue to service their existing high net worth clients and prospects. 

They also were feeling increasingly frustrated by their bank owned firm's heavy-handed culture 

and their lack of ability to control and customize their client services. We had been in dialogue 

with Van and Tom for many years and suggested that, with such significant concerns, it might 

be an appropriate time for them to explore their options elsewhere. The team had only a tepid 

interest in exploring life beyond their firm, but decided to take some meetings with competing 

firms on an exploratory basis.  

After much discussion about Van and Tom's business model, style, growth and objectives, we 
came up with a short list of options for them to consider. But, given the partners' strong desire 
to monetize the business and work within an "all-in-one-place" environment, we agreed that the 
wirehouse channel would be the best fit. The due diligence process would clarify IF, indeed, 
they would be better off elsewhere.  
 

In short order, it became apparent to Van and Tom that moving to another wirehouse would 
not only help them achieve many of the goals they originally articulated, but they also 
discovered "game changers" such as specialized and unique platform capabilities and enhanced 
administrative support that could power their business to the next level. They were quickly 
disabused of their original assumption that all wirehouses were created equal, and 
acknowledged that while the differences seemed subtle, the ultimate impact on their business 
would be anything but that. They would be able to monetize the business in a meaningful way, 
yet also be assured that their clients would be the ultimate beneficiaries of the move by having  
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access to enhanced services including investment banking. And finally, they would gain the 
ability to operate more independently under their own brand. 
 

In November of 2012, Van and Tom changed firms and, within 90 days, more than 90% of their 
client base moved with them. The team has significantly accelerated their growth and feels 
comfortable in their ability to sustain that momentum with the depth of resources now available 
to them and a greater sense of control over the client experience. 
 

Wirehouse Advisor Creates an RIA 
 
Charles and Jack built their careers as partners at a wirehouse. But after more than 30 years in 
the same place, these veterans began to question if the firm that they came to know so well was 
still the best place for themselves and their clients. Charles and Jack felt intellectually stifled by 
the firm's bureaucratic infrastructure, one which created unnecessary roadblocks for those 
advisors who were successful and had spotless compliance records. Additionally, they wanted 
to offer their clients a more diverse range of products better suited to their needs. John also had 
an accounting background and wanted to provide tax services in addition to investment 
advisory work to clients. 
 

Not ready to retire, the partners recognized they needed to make a strategic change in order to 
better pursue growth and to create a viable succession plan - one built around clients, not 
around a set of pre-determined, inflexible rules and regulations. They envisioned a business 
that would build equity for the next generation and ensure that assets would ultimately be 
distributed the way they wished. We recommended that Charles and Jack explore all options 
ranging from other wirehouses to various forms of independence to help them clarify what was 
most important to them so they could ultimately narrow their focus.  
 

The lure of complete independence became more intriguing and appealing as the due diligence 
process progressed, and the team could now visualize forming their own wealth management 
firm. Like all advisors who seek the highest form of independence, becoming an RIA, their 
foremost concern was to have a safe, secure and transparent clearing firm to custody client 
assets. After rigorous meetings with Pershing, they felt confident that they would be a partner 
with them in the long run - offering support for transition and onboarding as well as strategies 
for growth, while giving them more control and their clients access to best in class products, 
services and asset security. 
 

Charles and Jack left their wirehouse to form their own RIA about 18 months from the time they 
began the due diligence process. Within 60 days of their launch, more than 90% of the team's 
assets moved to their new firm. In nearly two years, they have grown beyond what they 
anticipated, and attracted clients who previously did not want to do business with a Wall Street 
firm. Today, Charles and Jack have gained the control they sought in making the move, and the 
ultimate freedom to select the best and most appropriate products and services for their clients. 
And, they know they are building equity in something for themselves and their families. Both of 
Charles' sons have recently joined the firm and they have opened a second office in New York.  
According to Charles, future growth will likely come from adding other breakaway advisors to 
their enterprise. 


