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INTRODUCTION
The Essentials Of Succession Planning
Finding the right successor and creating an actionable plan is no easy task. Selling or 
transitioning a practice can be a difficult, tenuous, and sometimes very emotional situation. 
As the saying goes: when something comes easy, you usually let it go the same way. Building 
a successful advisory business is likely one of the most challenging things you have ever 
done, and likewise, planning for the next chapter of your business beyond you is also difficult.

But the difficulty of the task only underscores its importance. You have to make planning for 
the continued success and legacy of all you’ve built a priority. This Succession Planning Guide 
provides some simple tips as you begin creating your own succession plan.
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Dig In and Start

STEP 1

Read as much as you can about succession and continuity planning for advisors. Learn best practices 
that may succeed within your business, and will help you to grow until the point of monetization.

The thought of a tragic event can be unsettling. Similarly, if you’re considering leaving your practice in 
the next few years, it can be difficult to let go. These emotions make planning difficult. Take the time to 
prepare yourself to make logical, smart decisions and understand that it may be more challenging than 
you anticipate.

What do you need from succession? What are the main drivers of your succession plan? Knowing what 
you want to achieve through succession of your business sets the stage for developing your plan. Utilize 
tools such as a Succession Planning Checklist to help you get started. make logical, smart decisions and 
understand that it may be more challenging than you anticipate.

In advising clients how to plan for their wealth, any 
good advisor emphasizes the importance of thinking 
ahead and living by design, not by default. 

The same applies when you consider your own 
advisory business: Plan for the future by design, not 
by default – strategize now before circumstances 
make the decision urgent and rushed. 

Live The Advice You Give

Educate Yourself

Prepare Yourself Emotionally 

Analyze Your Needs and Goals
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Evaluate Cultural Alignment

Consider A Strategic Partner

Assess Skills
Have you identified someone internally as your successor? One 
important step is to objectively assess the entrepreneurial skills of the 
identified successor(s). According to the Clifton Strengths Finder, only 
5 out of every 1,000 individuals have what it takes to successfully run a 
business. As you begin the succession planning process, assess the skills 
of your team and potential successors to determine if they have what it 
takes to run your business for continued growth.

Partnering with another wealth management business as your successor 
can provide scalability for your business. The systems and processes 
in place with a larger firm allow you to generate scale & better internal 
operational efficiency, and to provide a more robust value proposition. 
This frees you up to attract more clients, grow the business and create 
more enterprise value along the way. When you do decide to implement 
your succession and sell, you’ll be well-aligned with the buyer and your 
firm will likely be worth more: good for both the buyer and seller.

Your business represents your legacy, so you will want your successor 
to be culturally aligned to how you run your business. Your successor, 
whether an internal individual or a partner firm, should have comparable 
values and a similar approach to client service. 

So many advisors enter the succession planning process – or even 
implement a succession plan – without even knowing the true value 
of their practice. As many recent studies have pointed out, advisor 
expectations and actual purchase prices can have quite a gap between 
them. Use tools such as business valuation calculators or valuation 
consultants to crunch the numbers and put an accurate current value on 
your practice. 

Plant Seeds For Your Future

Know The True Value Of Your Practice

STEP 2
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Nourish Relationships 
Throughout The
Process

STEP 3

Your partners, employees, mentors, and other stakeholders will have valuable input for your planning. 
Ask for their insight early in the process; their fresh perspectives may prove invaluable and help you 
consider things you may not have otherwise thought of.

The thought of a tragic event can be unsettling. Similarly, if you’re considering leaving your practice in 
the next few years, it can be difficult to let go. These emotions make planning difficult. Take the time to 
prepare yourself to make logical, smart decisions and understand that it may be more challenging than 
you anticipate.

You’ll want to involve your spouse or other important 
loved ones, such as grown children, and your own 
trusted advisors (attorney, tax advisor, etc.) during 
the succession planning process. Whether or not your 
family is active in your business, you should make 
them aware of your plans for the business in your 
absence. Including your own family advisors early 
and often can help you consider the impacts of your 
decisions within the broader context of your family 
life. 

Include Family And
Trusted Advisors

Engage Stakeholders

Communicate Your Plans

Engage Stakeholders
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Create A Continuity Plan

Evaluate and Adjust

Revisit your succession plan on an annual basis. If your business has 
fundamentally changed over time, you may want to reconsider your 
options and adjust your plan. Similarly, your firm may have encountered 
significant growth since the initial plan was created and you’ll want to 
consider that additional value for your business. 

Beyond just considering your business succession down the road, you 
need to prepare a continuity plan in the case that a sudden event – such 
as a sudden death, national security issue or natural catastrophe would 
impact your business. A continuity plan addresses who will lead and 
how your practice will run in the event of disability, death, or some other 
sudden unplanned event.

Ask any advisor who impacted an unexpected death of a business part-
ner or faced a disability, a continuity plan is important. If you haven’t 
been affected yet, you’ve probably been lucky. 

Selling your business may be an element of your plan, but it doesn’t have 
to be the main driver. A succession plan outlines how your business will 
be run as you scale back or exit into retirement. However, the final sale of 
your business may be the very last step of a well-orchestrated transition. 
A good plan will cover all the transition steps before sale as well and 
ensure that you can adjust for changes in your business model.

Account For Growth
And Change

Succession Planning Isn’t Just
Selling Your Business

STEP 4
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Harvest The RewardsSTEP 5

If you’ve put in the effort to complete an executable succession plan, when the time comes—by choice 
or by fate—you can rest assured that your business will be handled as you wish, because you took the 
time to create a plan before you needed it.

You, your family, your stakeholders and your clients can have confidence and clarity about what comes 
next.

Congratulations!
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Want to take the next

step in starting your 

succession planning? 
Connect with a Member of Our Team

P 204 515-3450   TF 855 315-3450

info@endeavourwealth.ca

www.endeavourwealth.ca

This information has been prepared by Grant White who is an Investment Advisor & Portfolio Manager for iA Private Wealth 

Inc. and does not necessarily reflect the opinion of iA Private Wealth. The information contained in this presentation comes 

from sources we believe reliable, but we cannot guarantee its accuracy or reliability. The opinions expressed are based on 

an analysis and interpretation dating from the date of publication and are subject to change without notice. Furthermore, 

they do not constitute an offer or solicitation to buy or sell any of the securities mentioned. The information contained 

herein may not apply to all types of investors. iA Private Wealth Inc. is a member of the Canadian Investor Protection Fund 

and the Investment Industry Regulatory Organization of Canada. iA Private Wealth is a trademark and a business name 

under which iA Private Wealth Inc. operates
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