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1. Hold meetings in your office: Practices that hold the majority of 
their meetings in their own office generate 20+% greater revenue
than practices where the adviser travels to most client meetings.

2. Renegotiate all long-term agreements: That goes for bank loans, 
overdrafts, office rent and equipment leases. Lock in longer-term 
agreements at today’s lower rates.

3. Reduce staff hours; don’t terminate: To trim employee costs, 
introduce a four-day work week – a 20% cost reduction. Or, reduce 
everyone’s salary by a flat 10%. This retains employees and service 
levels.

4. Reduce/modify bonus and incentive programs: Consider non-cash rewards instead, such as 
more time off.

5. Consider subletting office space or sharing space: Making do with less space in novel ways 
can cut overhead.

6. Ask your staff for ideas: Challenge your staff t come up with suggestions to reduce your 
expenses – they may well know better than the owner where the dollars can be saved.
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More from… 7. Increase frequency of contacts among top clients: Incorporate 
simple “how’s things” calls. Practices that contact their best clients 12 
or more times per year show significantly more revenue than those 
that make relatively minimal contact - over 70% difference.

8. Incorporate referral-seeking into your practice: Make it a standing 
item on the meeting agenda your client sees. Include a simple 
statement on the bottom of e-mails. Based on 10,000+ U.S. clients 
surveyed over the past two years, almost 90% are willing to refer 
their adviser to a friend or colleague.

9. Offer a no-cost financial plan review: Offer to review the financial plan of key referral 
sources at no cost. If they like your work, they may be happy to transfer their assets to you

10. Expand your services: Consider adding new products and services, such as insurance. If
you’re not suitably qualified to sell the product, set up a referral arrangement with an 
experienced colleague. 

11. Charge for financial planning and advice: Instead of bundling these services into your 
offering, charge for them individually. The value of a plan is well worth the typical $1,500 to 
$5,000 charged.

12. Market to the adult children of your top clients: Offer to review their current financial plan 
at no cost. If they don’t have one, offer to design one at no cost in appreciation of their 
parents’ relationship with you.
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1. Use free compliance information resources: While there are 
compliance conferences (average price, $845) and other information 
sources advisers should pay for, seek out free sources as well. The 
best bang for the buck comes from the free SEC CCOutreach
meetings — one for RIAs and one for broker-dealers.

2. Preparing for an SEC audit can save up to $2,400: The SEC 
estimates it spends one to three weeks on an office audit - if the firm is 
organized. If not, the audit can drag on for weeks. To help auditors get 
in and out quickly, set up your file folders to match the books & 
records rules by rule name and number (e.g., RIA Record #15 = 
Solicitor Documents; BD Rule 3030 = Outside Business Activities 
Forms). This helps you put your hands on the requested records fast 
when asked by the auditor and shows you are organized.

Estimated cost of a week’s wasted time:

• Hourly staff person @ $15/hr = $600

• Compliance officer @ $50,000/yr = $962

• Compliance officer @ $125,000 = $2,404
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More from… 3. Write a meaningful, reader-friendly Compliance Manual or 
Written Supervisory Procedures: Having documents customized 
for your operations - a concise, easy-to-understand detailing of your 
policies and procedures and not a wish list - will give you a handy 
reference for what you can and can’t do, and how to do it. Having the 
document can save considerable sums: Finra’s Sanctions Guideline 
suggests fines of $1,000 to $25,000 for deficient WSP.

4. Involve compliance in marketing decisions early: Advisers hate to go to compliance 
because they are afraid to hear the big “NO!” But get compliance involved early in any new 
idea and you can save substantially on costly reworking, re-editing and reprinting of marketing 
materials, let alone legal costs or fines.

Estimated cost of late changes/rework and marketing mistakes:

• Text corrections after proof is produced: $35-$85/hr

• Graphic design changes: $85-$125/hr

• Finra Sanctions Guidelines for inadvertent failure to comply or misleading 
communications: $1,000-$20,000

• Finra Sanctions Guidelines for intentional or reckless failure to comply or misleading 
communications: $10,000-$100,000



5. Save by investing in compliance: Doing things right the first 
time can avoid a $200,000 investor claim or $1 million 
regulatory fine. Hire a competent compliance officer, provide 
them with training and support, and listen to their advice.

Compliance officer salaries (from 2008 National Association of  
Compliance Professionals survey):

• Under $50,000 – 4 %
• $50,000-$99,000 – 32%
• $100,000 - $199,000 - 45%
• $200,000+ - 18%
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Compliance Information Resources
A. Websites to do own research

• SEC – www.sec.gov

• Finra – sign up for free blast e-mails – http://www.finra.org/Industry/index.htm

• Finra – Sanction Guidelines -
http://www.finra.org/Industry/Enforcement/SanctionGuidelines/SG/P011498

• NASAA – sign up for free blast e-mails – www.nasaa.org

• FinCEN – sign up for free blast e-mails – www.fincen.gov

• The Consortium – free resources page – www.liftburden.com/free_resources.htm
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More from… B. Conference/meetings that are free/well worth the money

• SEC - SEC RIA CCOutreach (free) -
http://www.sec.gov/info/cco/ccorsgeninfo2009.htm

• SEC BD CCOutreach (free) - http://www.sec.gov/info/bdccoutreach.htm

• Finra ($935) -
http://www.finra.org/Industry/Education/ConferencesEvents/index.htm

• NASAA ($850) - http://www.nasaa.org/About_NASAA/Conferences/

• NSCP ($750 early bird member rate) – www.nscp.org

• FPA (nominal local chapter meetings) – www.fpanet.org

• FSI – www.financialservices.org
• NAIBD – www.naibd.com
• SIFMA – www.sifma.org

C. Publications that are free
• InvestmentNews (free to qualified subscribers) – http://www.investmentnews.com
• The Consortium’s CompliancE-Post (free) – http://www.liftburden.com/EPostSignup.htm

D. Associations/Membership
• NSCP – www.nscp.org
• FPA – www.fpanet.org
• NAPFA – www.napfa.org

E. Marketing resources
• Ictus Initiative – www.ictusinitiative.com
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1. Use free phone services: Cut communications costs by using free 
VOIP (Voice over Internet protocol) services like Skype to 
talk/videoconference with out-of-state and snowbird clients.

2. Look for free alternatives to expensive applications: If you want 
to provide your clients with access to account aggregation, for 
example, consider a free alternative to e-Money: Mint.

3. Use voice-recognition software: When compiling meeting notes 
and other records, use voice recognition software rather than 
spending money on transcription services like Copy Talk.

4. Hone your elevator speech: Now more than ever, your clients need to understand exactly what
you do, how you do it, and what to expect from your firm. The stronger and more succinct your 
value proposition, the more referrals you are likely to get.

5. Systemize your center-of-influence marketing: Create a structure for your efforts to build 
alliances with centers of influence (attorneys, CPAs, insurance experts). Do that by providing 
training and education about each other’s services.

6. Use behavioral analysis to enhance your services: Noting the behavioral profiles of your 
clients helps you predict their reactions to events and customize your communications. This 
leads to more referrals and the ability to support new services.
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1. Use rebalancing software: Offerings including Tamarac, iRebal
and TRX vary in cost from $5,000 to $30,000. Decreases trading 
time, increases efficiency, reduces trading errors, consolidates
trading to one employee

2. Use account aggregation software: ByAllAccounts and CashEdge
are examples. Cost varies from $600 and up. Reduces manual data 
reconciliation time and cost, speeds up monthly and quarterly 
processing, reduces data entry errors.

3. Use desktop search technology: Add free Google Desktop or 
Yahoo X1. Enter a search string and software will point you to files 
on your server and computer that are best matches (e.g., finding a 
QTIP report prepared for a client two years ago).

4. Use an OCR scanner: Once a document is scanned by an optical character reader, you can 
search inside the documents. Cost varies from $99 and up. Used in conjunction with Google 
Desktop, this is a rapid way to find documents and reduce search time.

5. Replace USB thumb drives: Use Dropbox (www.getdropbox.com) instead for free 2GB of file 
storage. No more searching for USB drives plus no more worrying about security if a USB drive 
is lost. All the files saved in the Dropbox are synchronized across computers with small 
Dropbox software installed.
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More from… 6. Use Google Analytics to improve your website: Add free Google 
Analytics to a website to track the search keywords used to get to the 
website and see which content gets the most hits. That will quickly 
identify the top content on your website and the top keywords visitors 
are using to find your website. Use that knowledge to market your 
business and get new clients.

7. Add an internal wiki: A wiki is a website that uses wiki software, allowing the easy creation 
and editing of interlinked Web pages — like Wikipedia. Add an internal wiki for financial 
planning information or internal instructions. Free and pay applications available. Store your 
best work in wikis, such as tax planning strategies, insurance coverage calculations and so 
forth. Also document internal processes and procedures to create an operations manual or 
disaster recovery manual, all in a wiki.

8. Use two flat-screen monitors for every computer: This will increase productivity from 10% to 
30%. Monitors from $199, video cards from $40, external video heads from $150.

9. Limit e-mail: Save time and eliminate distractions by turning off e-mail programs. Check e-
mails only three to four times a day. Implement “Inbox Zero” to address e-mail communication 
quickly and efficiently.

10. Use free/low-cost e-meeting software: Learn to use GoToWebinar or GoToMeeting to set up 
live round-table meetings that clients can attend for free from anywhere. Record and archive 
the meetings to your website (like InvestmentNews webinars). Free to $50/month. Great 
marketing tool when used properly to convey valuable and timely information to clients and 
prospects. Replays made available can prove to be popular and simple registration by viewers 
can be used to grow a list of prospects.
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1. Save money on press release distribution: Use PRweb (about 
$80) to distribute press releases instead of more expensive 
services, such as PRNewswire (up to $800), to reach the same 
media outlets.

2. Create electronic press kits: Go paperless in PR and save a 
substantial sum in printing costs plus be able to deliver your 
information to reporters in “real time” via e-mail or on your Web site.

3. Make your own videos: To save money on video production, invest 
in a $230 Flip Video camcorder — a stripped-down device smaller 
than an Altoids tin that has a 2X zoom, holds an hour of high-
definition video and produces professional-quality videos. It has a 
pop-out USB plug for uploading to a computer and recharging. 

4. Use WordPress for blogs: Totally free WordPress (www.wordpress.org) is the largest self-
hosted blogging tool in the world, used on hundreds of thousands of sites and seen by tens of 
millions of people every day. A tutorial available on the site allows advisers to set up their blogs in 
a matter of seconds versus having to pay fees to a Web developer to set up the Blog architecture.

5. Host your own radio show: Use BlogTalkRadio.com and host your own radio program for free. 
While not delivering the same audience as a terrestrial radio station, the format enables an 
adviser to host a live call-in show on his/her own schedule and host multiple presentations for 
different target audiences (clients, prospects, centers of influence). The shows are recorded so 
they can be archived in podcast format for future use.



6. Use a conference center for meetings: For a meeting/event of fewer 
than 50 people, consider an all-inclusive package (rooms, meals, AV) 
from a conference center that provides special conference packages.

7. Print in bulk: Assess how much collateral material you will need for 
the coming year, and print in bulk to save thousand of dollars. If you’re 
hosting consecutive meetings/events, ship the unused collateral to 
your next destination instead of back to your office. Seek to negotiate 
free storage at the next facility if they’re willing to secure items for 
fewer than three days.
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More from…

8. Use re-filled ink cartridges: These are available from online retailers and can save 50% to 
75% off the price of new cartridges.

9. Use the Postal Service: Shipping via UPS, FedEx and other carriers can be expensive. The 
U.S. Postal Service offers flat-rate shipping to everywhere in the U.S. if you use their flat-rate 
envelopes or flat-rate boxes.

10. Shut off the lights: Upon leaving the office at night make sure all lights and electronic devices 
- especially power converters used by computers - are turned off. This will lower your monthly 
energy bill.
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1. Commit to 4-6 top-client communications before year-end: With 
investors considering changes, now is the time to increase 
communications and set your practice apart. Ideas: send holiday 
cards, host a summer event, support a charity, send out a newsletter 
and conduct client reviews to update beneficiaries. 

2. Communicate unexpectedly and inexpensively: Mail Fourth of 
July and Thanksgiving cards to your top 50 clients. Use an outside 
company such as Corporate Greetings 
(www.corporategreetingsinc.com) to send the cards. They use 
quality cards, handwrite the card and envelope, and mail the card all 
for about $2.50 per card. Just supply the names.

3. Plan a top-client summer event: Consider a simple and fun event centered on your top clients’
interests. Is it motorcycles? Host a Harley Fest at a local dealership to test drive new models. 
Gardening? Host an educational event at a local garden center and have each guest bring home 
an herb plant. Health? Plan a healthy eating seminar or cooking event at a local community or 
senior center.

4. Support a local charity event: Ask clients for a local charity event they support and become a
co-sponsor. The spectacular Cantigy Gardens in the Chicago area hosts a July concert with 
Gary Sinese’s band (yes of CSI NY fame) to raise money for our troops (www.ltdanband.com). 
One top adviser invites top clients to the event, arrives early to reserve an area for his guests to 
sit and brings simple snacks. It proves to be a memorable evening and the group feels good 
raising money for an important cause. Admission is $25 per person.
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More from…

updated and correct. Clients appreciate the attention and advisers usually uncover new investment or financial 
planning opportunities

7. Offer client beneficiary audits to referrals: After a client beneficiary update is completed, be specific and ask 
clients if they know of a friend or family member who would benefit from the same type of review. Clients are 
reluctant to share names if they don’t know the benefit. If you do reviews with 40 top clients and 20 give you a 
referral; you now have 20 warm prospects.

8. Automate referrals: Have clients bring guests to client-appreciation events. Let them know you will follow up 
with the. The key is having a follow-up letter or e-mail ready to go the morning after the event asking to 
schedule a follow-up call or meeting. 

9. Hire a summer intern: College students need jobs and you need their help. Assign one or two specific 
projects. Select from the suggested communication opportunities above and use an intern to execute them. 
Have an intern update your top 50 clients’ addresses, birthdays and current interest or hobby. They can set up 
the card delivery service and newsletter e-mailing. Once these projects are automated, update your database
for the next 100 clients.

10. Plan a low-cost team outing: To build your team’s spirit, take them out to the ballpark — a minor league 
ballpark. Seats, food, parking and everything else are all less expensive than at a major league stadium. But it’s 
just as much fun

5. E-mail a newsletter, market update or white paper: Contact your favorite 
wholesaler and ask them supply a free compliance-approved white paper or 
other research on an important issue that you can e-mail to clients.

6. Conduct client beneficiary audits: Identify your top clients and then set up 
meetings with them over the summer. Have them bring in all their financial 
documents, insurance policies and retirement in all their financial documents, 
insurance policies and retirement plans to be sure all the beneficiaries are



Thank you for joining us.

Want to continue the discussion?  
Check out the InvestmentNews discussion board at 
investmentnews.com/advisercommunity.  
Click on Webcasts to get answers to your questions!

Don’t miss the next Webcast:
Looking for Yield

Date: Tuesday, June 16
Time: 4-5 p.m. EST

Please view our archived Webcasts at:
investmentnews.com/webcasts


