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buyAUM Launches Advisor Transition
Framework for RIAs Considering Succession
and Liquidity
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More often, the question arrives

gradually.

Perhaps the firm has become more complex than it used to be. Perhaps the owner wants to
reduce hours but does not want to retire. Maybe the next generation is not ready, or the firm has

reached a point where additional scale requires outside
“ capital and infrastructure.

The goal of a transition is
not simply to sell. It is to
make an intentional
decision while you still have
the time, leverage, and
optionality to make it on
your terms.”

Sometimes the concern is more personal: too much wealth
is tied up in the practice, and the advisor is beginning to
think about taking chips off the table.

These are all forms of transition planning. None
necessarily means a full sale.

Andrew Mirolli , o , _
Yet advisors often begin with transactional questions:

What is my practice worth?
What RIA valuation multiple might | receive?
Who would buy my firm?
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How much cash would | receive at closing?

Should | sell to a strategic buyer or join a larger platform?

Those questions matter. But they are downstream questions.

The better place to begin is more fundamental:

What am | actually trying to accomplish?

A financial advisor transition may be designed to create retirement liquidity, reduce operating
burdens, support growth, protect employees, preserve client relationships, or create a path
toward eventual succession. The right structure depends on the problem being solved.

That perspective comes from thousands of conversations with financial advisors, hundreds of
hours spent one-on-one with owners weighing transition options, and hundreds of introductions
between prospective buyers and sellers. In 2026 alone, buyAUM is actively facilitating more than
$1.3 billion in advisor AUM transactions.

We did not invent these patterns. We observed them.

Over time, they began to look less like rules and more like laws.

Rules can be negotiated or broken. Laws cannot. They continue to shape the outcome whether
or not the parties acknowledge them.

These are The Laws of Advisor Transition.

Law 1: Your Practice Is Worth What the Market Will Pay, Not What Someone Told You It Is Worth

Financial advisor practice valuation is contextual. A revenue multiple or previous valuation may
provide a reference point, but neither necessarily represents an executable transaction.

When evaluating an advisory firm acquisition, buyers consider the quality and durability of
revenue, client demographics, client concentration, advisor dependence, organic growth,
profitability, staff depth, custodian relationships, geography, compliance history, transition risk,

client retention, investment philosophy, and proposed deal structure.

Two firms with similar assets under management can receive materially different offers because
their future cash flows may carry different levels of risk.

A theoretical valuation and an executable transaction are not the same thing.

The economic outcome of a transition can be expressed as:
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Price x Probability x Terms x Taxes x Time = Economic Outcome
A higher headline valuation may not produce the better result if more of the consideration is
contingent, the buyer is a poor fit, the transition period is unusually demanding, or the

probability of receiving the full amount is low.

The market does not pay for your history. It pays for the future cash flows it believes can
successfully transfer.

Law 2: Optionality Decreases as Urgency Increases

An advisor exploring succession options while healthy, profitable, engaged, and not under
pressure has more choices and negotiating leverage than an advisor who must transition
because of a health event, burnout, family circumstances, employee departure, client attrition, or

another unexpected disruption.

This does not mean every advisor should sell early. It means advisors benefit from
understanding their options before they need to use them.

Exploring a transition does not commit an advisor to a sale. It means understanding the
chessboard.

An owner who begins financial advisor succession planning several years in advance may have
time to develop internal successors, improve operating systems, evaluate a strategic partnership,

consider a minority investment, or simply decide that no transaction is necessary yet.

The best time to explore a transition is before you need one.

Law 3: You Are Not Selling Revenue. You Are Transferring Trust.

An advisory practice may be represented in a transaction by AUM, revenue, EBITDA, households,
and retention rates. But those figures do not fully describe what has been built.

Many advisors have spent 20, 30, or 40 years earning the trust of clients through retirements,
deaths, marriages, divorces, bear markets, business sales, college planning, inheritances, family
introductions, and other major life decisions.

The true asset being transferred is not only revenue. It is trust.

That is why the highest bidder is not automatically the best steward of an advisor’s life's work.



Client experience, cultural fit, investment philosophy, service model, communication style,
employee treatment, and continuity all matter.

A buyer may offer an attractive financial package but lack the service approach or relationship
model that clients value. Another buyer may offer a different structure that better preserves the

client experience and increases the likelihood of a successful transition.

The transaction may happen at closing. The transfer of trust happens over time.

Law 4: Every Transition Trades Between Three Currencies—Money, Time, and Control
Every transition involves tradeoffs among three currencies: money, time, and control.
Money represents liquidity and economic value.

Time represents freedom from day-to-day responsibilities.

Control represents authority over clients, employees, investment decisions, branding,
operations, and the future direction of the firm.

Different transition structures optimize different currencies.
A full sale may provide more liquidity and time, while generally reducing the seller’s control.

A partial sale or recapitalization may allow an owner to take chips off the table while remaining
involved and retaining future upside.

A strategic partnership may provide greater scale, infrastructure, and operating support while
requiring the advisor to give up some independence.

An internal succession plan may provide continuity and preserve greater control, but it can
involve less immediate liquidity and more execution risk.

Advisors usually cannot maximize money, time, and control at the same time. The first step is
deciding which currency matters most at this stage of life and the practice’s development.
Law 5: Structure Matters More Than Headline Price

Advisors naturally compare valuation multiples. That comparison can be misleading.

The structure of a transaction may include cash at closing, seller financing, earnouts, retention



contingencies, employment agreements, equity consideration, promissory notes, tax treatment,
financing contingencies, client retention thresholds, transition obligations, restrictive covenants,
and the length of the transition period.

An offer with a lower headline valuation can produce a superior risk-adjusted economic outcome
if it provides greater certainty, better tax treatment, fewer contingencies, or a more workable
transition.

For example, a $6 million offer is not necessarily better than a $5.5 million offer if the additional
$500,000 is heavily contingent, dependent on client retention that the seller cannot control, or

payable over a period that creates significant financial and operational risk.

Never compare multiples. Compare outcomes.

Law 6: The Buyer Is Underwriting You—But You Should Be Underwriting Them
Many advisors approach a potential transaction as though they are applying to be acquired. They
focus on preparing their own financial statements, client data, compliance records, and

operating information while overlooking the importance of evaluating the buyer.

The buyer may become responsible for the advisor’s clients, employees, brand, and professional
legacy. The seller therefore has a responsibility to conduct meaningful diligence on the buyer.

Important questions include:

What percentage of acquired clients historically remain with the buyer?
Who will actually service the clients after closing?

What happens to existing employees?

How are investment decisions made?

What technology will clients use?

Will clients be required to change custodians?

What does the integration process involve?

What happens to the advisor’s brand?

Which commitments are contractual and which are merely verbal?



How is contingent consideration funded?

Have previous sellers received their earnouts?

What happens if the buyer is acquired?

Where does the buyer’s capital come from?

How long is that capital expected to remain invested?

A buyer gets to diligence your business. You get to diligence their promises.

Law 7: The First Question Is Not “Who Should | Sell To?” It Is “What Am | Trying to Solve?”
Advisors sometimes move directly from a problem to a transaction.

“l am tired” becomes “Maybe | should sell.”

“I need better technology” becomes “Maybe | should join a platform.”

“I cannot recruit enough people” becomes “Maybe | should merge.”

But different problems require different solutions.

An advisor seeking retirement may need a full sale or an internal succession plan. An owner
seeking liquidity may consider a minority recapitalization. A firm struggling with operations may
benefit from professional management, outsourcing, or a strategic partnership. An advisor
seeking growth may need recruiting support or access to capital rather than an immediate sale.
Possible paths include a full sale, minority recapitalization, majority recapitalization, merger,
internal succession, strategic partnership, tuck-in, supported independence, recruiting additional
advisors, hiring professional management, outsourcing operations, or doing nothing for now.
Do not choose the transaction before you diagnose the problem.

The objective is not to persuade every advisor to sell. It is to help advisors understand their

options and select the structure that best accomplishes their goals.

Law 8: Doing Nothing Is Still a Succession Strategy



Doing nothing can feel like preserving optionality. Over time, it may have the opposite effect.
As time passes, the advisor ages, clients age, key employees become uncertain, successor
development becomes harder, transition runway shrinks, and personal wealth may remain
concentrated in the practice. Unexpected events can also become more consequential.

This is not an argument for fear-based decision-making. It is an argument for intentionality.
An advisor may ultimately decide to remain independent, continue operating the firm, or
postpone a transaction. That can be a sound decision if it is deliberate and supported by a
realistic plan.

But avoiding the question does not eliminate the need for a succession strategy.

Doing nothing is still a succession strategy. It is simply an unplanned one.

The greatest transition risk is often allowing circumstance to make the decision for you.

A More Intentional Approach to Advisor Transitions

The Laws of Advisor Transition is not a recommendation that every financial advisor sell, merge,
or partner with a larger firm. It is a framework for thinking about the decisions that precede
those outcomes.

The objective is not necessarily to sell.

The objective is not necessarily to achieve the highest multiple.

The objective is to make an intentional decision about the practice, clients, employees, family,
wealth, and professional life an advisor has spent decades building.

For advisors beginning to consider a transition—even if that transition may be several years
away—the first step is not choosing a buyer. It is understanding the available paths and the
tradeoffs associated with each one.

buyAUM helps advisors understand the transition landscape, evaluate potential paths, and
connect with appropriate counterparties when and if a transaction makes sense. Its process is
designed to help advisors clarify their goals, understand how buyers may evaluate their practice,
and assess potential fit before introductions are made.

The goal is to make a decision while there is still enough time, leverage, and optionality to make
it on the advisor's terms.
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Advisors interested in exploring their options can learn more at buyAUM or request a TruValue
Report at no cost.

*The TruValue Report is an educational framework for helping advisors understand how
sophisticated buyers may evaluate a practice. It is not an appraisal, valuation guarantee, or offer
to purchase.
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