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Downsizing Your Practice

Given that the past two years
or more have been financially
challenging for most financial
advisors, some have chosen
to downsize in an effort to
regain profitability. Yet,
without a clear plan to down-
size, you could be doing
more harm than good in the
long run.

In a recent conversation with
a financial practice in New
York State, the decision had
been reached to move into a
smaller office space, down-
sizing the office from 1,500
square feet (SF) to 1,200.
And, while the rental area
was less (300 square feet less
to be precise), the costs may
not have been. In the larger
space, the office was rented
for $12 per SF/year. This
amounts to $18,000 per year
of office rental cost (not in-
cluding extras, taxes, etc.).

The new space cost $13.50
per SF/year. While not that
much more per SF, the
apparent cost savings with
the smaller space per year
is $1,800 (again, not in-
cluding extras). Over a 4-
year span, the cost savings
would amount to $7,200.
On the surface, it looks
like a good deal. However,
if we take into account the
cost of the move, roughly
$5,750 in this example
along with the cost associ-
ated with a change of ad-
dress (letterhead, enve-
lopes, business cards, yel-
low page listings, advertis-
ing, and much, much more,
then the cost savings
quickly evaporates. And, if
we factor in the time cost
associated with packing,
moving, setting up the new
office and multiply that

times however many em-
ployees are involved, in-
stead of a cost savings, the
move actually cost more
than if the firm had stayed
where it was.

In the end, the firm in this
example, is faced with addi-
tional expenses, no cost
savings for having made
the move and it now must
function with significantly
smaller office space. Plus,
the aggravation, confusion
and frustration associated
with making a move leads
to employee discontent and
client dissatisfaction. Ulti-
mately, what does such a
move say to your clients,
when you move into a
smaller, cramped space?

Continued on Page 4

Collaboration: A Growing Need Among Financial Advisors

Going it alone these days
is a recipe for trouble. The
fact is, financial advisors
are looked at by clients as
resource providers. The
expectation is that clients
can get whatever they want
or need (financially speak-
ing) from their advisor.
Yet, it is rarely practical,
much less affordable for
the financial advisor to
provide it in-house. There-
fore, more and more advi-
sors are forming collabora-
tions with other profes-
sionals, accountants, attor-
neys, etc. to whom they

can coordinate activities
and information.

The question is, what is the
best way to handle this,
from a technology perspec-
tive. The answer may be
surprisingly simple. Tech-
nology providers have
been working on this issue
for some time now and
there are several viable
options from which to
choose. The first option is
an independent collabora-
tion platform. In this cate-
gory, the clear winner is
Family Office Network

(www.familyofficenetwork.
com). The Family Office
Network (FON) offers a
Virtual File Vault in which
every account can store up
to 5 GB of storage. As FON
is an internet accessed ser-
vice, it is available any-
where in the world. Files
uploaded to FON are also
instantly available to both
clients and advisors making
virtual conferencing a sim-
ple process.

... Continued on Page 2
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You can invite your
clients and their
other advisors to

access your
branded secure web
-portal by signing
in through your
firms’ website,
using your
customized
welcome email.
You have full
control over who
and when they can
access the
information.

Junxure Client-
View™ Live offers
your clients a secure

web portal with

document vault, on-
demand reports and
enhanced
communication
channels.
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Collaboration: A Growing Need Among Financial Advisors

(cont’d from Page One)

Files are stored using State-Of-
The-Art storage facilities
around the world. Backups are
performed nightly to three dif-
ferent locations on two conti-
nents. Rest assured that you can
access your documents any-
time, anyplace, worldwide.

You can also create user ac-
counts using Comma Separated
Values (CSV) files. These are
common in address books and
CRM software programs, mak-
ing the process of adding ac-
counts such as your clients or
collaborators easy and fast. You
can invite your clients and their
other advisors to access your
branded secure web-portal by
signing in through your firms’
website, using your customized
welcome email. You have full
control over who and when they
can access the information.

You also can add as many cli-
ents as you want and control
which of their other advisor
interact with them. There is a
client dashboard that permits
you to view and manage your
clients on one screen. Search
for clients based on any of the
criteria in the system. Most
important, FON allows you to
work with your clients’ other
designated advisors to easily
and securely share information
and documents.

A typical situation might arise
like this: Your client is travel-
ling in Europe and loses his/her
passport. If this has ever hap-
pened to you, it can be a frus-
trating and lengthy process (up
to two weeks) to retrieve a new
set of documents to be able to
return to the United States,
unless you have a copy. With
Family Office Network, your
clients could conceivably go to
any internet café in Europe,

download and print the passport
copy and get a replacement in
48 hours. This alone makes
having this such an incredible
tool for both you and your cli-
ents.

But FON offers more than just
this. They also offer account
aggregation services. Total Ag-
gregation  is made possible as
a result of FamilyOfficeNet-
work® building single sign-on
partnerships with industry lead-
ing Account Aggregation pro-
viders. Offering your firm or
your clients’ access to all cur-
rent account details, Total Ag-
gregation” combines the unique
web-based elements of dynamic
Account Aggregation and the
file sharing, communication,
and organizational tools of
FamilyOfficeNetwork®. The
result is up-to-date, one-stop
access to virtually all client
account information.

While the account aggregation
partners and FamilyOfficeNet-
work®’s collaborative solutions
function independently, inte-
grating the two technology so-
lutions creates an inclusive
package that is unrivalled in
cost, efficiency, ease of use,
and compatibility with other
programs currently used in your
office.

There is even a tasking
dashboard in FON. Client tasks
are easily dealt with in one
place in the Tasking
Dashboard. Tasks can be
sorted and printed to Adobe
PDF documents. You can eas-
ily task every client in the event
of an emergency or for regular
notifications. Tasking your cli-
ents with FON will enable you
to give a greater level of service
all with less effort.

The other category might be re-
ferred to as a dependent collabo-
ration platform. In this category,
the clear winner is Junxure’s
ClientView " Live
(www.junxure.com). Junxure
ClientView™ Live offers your
clients a secure web portal with
document vault, on-demand re-
ports and enhanced communica-
tion channels. Because of the
unique relationship with the her-
alded client relationship manage-
ment software offered by
Junxure, there is a high degree of
dependency and sharing between
the two products. In addition to
offering many of the same fea-
tures offered by Family Office
Network, ClientView™ Live
also offers a practice metrics
platform, to measure and com-
pare your practice numbers with
national standards and other
firms. This particular feature is
relatively new, and somewhat
basic. But, it offers a different
twist to the collaboration plat-
form.

One of the major differences
between these two platforms is
the way in which they approach
data. FON accepts data from
many sources and, in fact, re-
cently forged a deal with Trum-
pet, Inc. to offer functionality on
their Worldox document man-
agement platform and Virtuoso
which can integrate data with
your CRM software, including
Junxure, Redtail, ACT, IAS and
ProTracker. ClientView™ Live
is dependent on the information
stored in Junxure, which to be
fair, can be imported from a vari-
ety of other sources.

(Cont’d on next page)
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Collaboration: A Growing Need Among Financial Advisors

(cont’d from Page Two)

There are two other solutions, albeit
cheap, that can possibly work for the
smallest of financial firms. Google
Docs (www.google.com/docs) offers
a platform for the storage and sharing
of documents and information. While
a long way from the functionality of a
FON or ClientView™ Live, the ser-
vice is free, though limited in size of
storage.

You can create basic documents from
scratch or start from a template. You
can easily do all the basics, including
making bulleted lists, sorting by col-
umns, adding tables, images, com-
ments, formulas, changing fonts and
more. And it's free.

You can also upload your existing
files. Google Docs accepts most
popular file formats, including DOC,
XLS, ODT, ODS, RTF, CSV, PPT,
etc. So go ahead and upload your ex-
isting files. Just click the toolbar but-
tons to bold, underline, indent, change
font or number format, change cell
background color and so on.

You can choose who can access your
documents. Just enter the email ad-
dresses of the people with whom you
want to share a given document and
send them an invitation. Anyone
you've invited to either edit or view
your document, spreadsheet or pres-
entation can access it as soon as they
sign in. Multiple people can view and
make changes at the same time.

There's an on-screen chat window for
spreadsheets, and document revisions
show you exactly who changed what,
and when. Viewing a presentation
together is a breeze, as anyone joined
in a presentation can automatically
follow along with the presenter. You
also have full control over who can
access what documents. The big
drawback is size. You are limited in
size to how much you can store and
share.

Volume 7, Issue 3

pt

00g e B

The other offering is Microsoft Office
Live www.workspace.officelive.com .
Also offered for free, Office Live is a
similar offering to Google with the
exception of its interactive abilities
with any and all MS Office programs.
With Office Live, you can access files
anywhere, store and share up to 5 GB
without losing control and work with
others on the same files. You can
even open, edit and save MS Office
files directly from within Word, Excel
and PowerPoint.

FAMILYOFFICENETWORK®

With either Google Docs or Microsoft
Office Live, you do not get the finan-
cial practice features such as aggrega-
tion, metrics, reporting functions, etc.
But, for a small practice, it might be
worth a look.

TECHNDLOGY

INTELLIGENT REBALANCER

rmd/ﬂll

i~ BridgePortfolio’

Cure your back office blue

M k MONEYGUIDEPRO

Financial Planning S\ R Tware

as

Interactive Advisory Software

Advisor,
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Downsizing Your Practice
(continued from Page 1)

Having said all this, there are times
when moving into another location does
make sense. There have been financial
advisory firms that were partnerships
where the partners chose to break up. In
this instance, making the move can be
explained to clients in a logical way.
And, with significantly less staff (for
instance) continuing to operate in a
much larger office that is only half-full
can be unsettling to the clients of your
firm. In other words, moving into a
smaller office space is justified for more
than just the cost factors.

Reducing the size of the office is just
one of the many issues that can be ad-
dressed in downsizing. Some firms have
chosen to downsize the number of em-
ployees. And while the cost associated
with payroll is generally one of the high-
est in a firm, this is often mishandled,
resulting in not only the loss of a valued
employee, but the loss of trust of the
remaining employees.

And, yes there are situations in which an
underperforming employee can be iden-
tified and weeded out as in the case re-
cently with a firm in Tennessee where
one of the highest paid employees was
found to be perusing NASCAR websites
on the company computer most of the
day rather than contributing to the suc-
cess of the firm. Or, in another case in
Texas, where a new male employee was
caught viewing porn on a company com-
puter in full view of anyone (including
clients) who might walk by his desk.

These are obvious employee termination
situations that would not necessarily be
isolated to downsizing situations. The
tougher calls are the ones where it is
determined due to the firm’s loss of
revenue from percentage fees for Assets
Under Management or AUM (due to a
down market condition) that one em-
ployee must be let go, when all employ-
ees are hard-working, talented and moti-
vated contributors. It is a tough call be-
cause the reasons for firing the employee

may be unrelated to their job per-
formance, attitude and/or motivation.

To combat this, some firms have
looked at firm-wide salary rollbacks
as an alternative to releasing a valued
employee. As an example, a firm
could introduce a 10% rollback on a
firm with 7 employees that have an
average salary of $40,000 each. This
would free-up $28,000, plus FICA,
Medicare, State and Fed Tax with-
holding, 401k contributions, and
potentially other costs in the budget.
Ultimately, such a rollback could
save the employer close to the cost of
a single employee, while firing no
one. To counter the possible negative
reaction from the employees to a
rollback, it could be presented as a
temporary cost containment proce-
dure that is preferable to letting
someone go. It could also be paired
with a year-end (or quarterly) bonus
program that is directly tied to net-
profit increases, giving the employ-
ees the incentive to assist in making
the firm more profitable as it could
recover their 10% or more in the long
-run.

Yet another target of downsizing is
clients. Yes, some firms actually de-
cide to downsize their clients, espe-
cially those that are viewed as time
and/or labor demanders, while con-
tributing little or no profit to the firm.
Many firms have a list of clients that
were perhaps carried over from ear-
lier years in the business. They may
be substantially below (in assets,
products or other aspects) the ideal
client for the firm. In some cases,
they remain clients in name only, due
to the limited nature of the relation-
ship. Yet, they may be receiving the
same level of support, feedback, re-
porting, access to their advisor, etc.
that the wealthier (or more appropri-
ate) client is receiving.

In most cases, performing a cost/

benefit analysis of your client base is
an excellent way of determining the
characteristics of your clients that
provide the firm with the most effi-
cient net profitability. And, while
there are always exceptions (for ex-
ample, a relative of a client), focusing
on those clients that match up best
with what you do and how you do it
can improve the overall profit pic-
ture.

The question is, what do you do with
the others? Do you simply fire the
clients that don’t fit the ideal? Do
you charge them more or reduce ser-
vices to them? Do you assign them to
the new advisor in the office for
‘practice’? These are the questions
that must be answered. And, what-
ever you decide to do, it must be ex-
plained to those clients in a way that
is both positive and affirming.

Finally, there is one other aspect of
downsizing to be considered, decid-
ing what to do or not do in your prac-
tice. Trying to be all things to all peo-
ple rarely works well. The old phrase,
‘Jack of all trade, Master of none’
applies here. Beyond being impracti-
cal to present yourself as a an expert
in all areas of financial services, it is
hugely inefficient to attempt to be
that expert. Therefore, many firms
have studied what they do well and
what they do not do as well. Choices
in this area are to either eliminate
certain services or outsource those
services that the advisor either does
not like to do, want to do or do well.
Some of the outsource areas to con-
sider are financial planning, invest-
ment management and reporting, tax
preparation, marketing and advertis-
ing.

If handled prudently, thoughtfully
and efficiently, downsizing can right-
size your practice and your profits.
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Exploring Compromise (cont'd)

With all the attention lately on the lack of willingness on the
part of Congress to compromise, it would seem to be hot topic
of debate. However, compromise extends way beyond Congres-
sional posturing. Compromise through negotiation is part of
every business owner’s life. Whether a financial practice, ac-
counting practice, etc., at one point or another you are likely to
be confronted with a negotiation. It could be focused on fees or
services or both. So, a quick review on the elements of compro-
mise might be helpful for all of us.

The definition of compromise is a settlement in which each side
gives up some demands or makes concessions; an adjustment
of opposing principles, systems, etc. by modifying some aspects
of each. In the financial services world, a common discussion
involving compromise might be the unreasonable demands of a
client wishing to retire early confronted by the reality of a finan-
cial picture that cannot sustain such a retirement.

The chart below illustrates that salient positions and attitudes
that confront compromise. Knowing these can better prepare
you for a negotiation. In divorce, for example, compromise is a
common technique in reaching an amicable settlement. In fact,
divorce proceedings have taken on new meaning with the em-
phasis on collaborative divorce—that is, divorce arrived at
through common understanding and compromise.
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The definition of
compromise is a
settlement in
which each side
gives up some
demands or
makes
concessions...

Many times, decisions in-

volving great expense, or A
risk may seem to over-
whelming to attempt. Cglnpetj_ng
Compromise is a way in
which a part of the deci-
sion may be possible now
permitting a revisit to the
rest later. Often, compro-
mise is simply the process
of discovering one’s com-
fort level. Often, the basis
of that comfort level or
threshold of compromise
may be something other
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Collaborating

Accommodating

<

than money. As the nego-
tiator, it is your job to find
out what it is to make the

process go smoothly. <UIICD DpEI‘ﬂﬁVE
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Tools for Efficient Business: DropBox b L Dropbox

With all the emphasis on high-priced, fancy, gadget-heavy services designed to allow the safe storage and retrieval of documents and
information online, it is hard to imagine that a low-priced, simple concept could gain much traction. However, DropBox
(wwwdropbox.com) is such a program. Offered in three sizes, it just might be what you need, assuming what you need is simple and
easy to use.

DropBox allows you to sync your files online and across your computers automatically.

2GB of online storage for free, with up to 100GB available to paying customers.

Sync files of any size or type.

Sync Windows, Mac and Linux computers.

Automatically syncs when new files or changes are detected.

Work on files in your DropBox even if you're offline. Your changes sync once your computer has an Internet connection again.

DropBox transfers will correctly resume where they left off if the connection drops.

Efficient sync - only the pieces of a file that changed (not the whole file) are synced. This saves you time.
Doesn't hog your Internet connection. You can manually set bandwidth limits.

Sharing files is simple and can be done with only a few clicks.

Shared folders allow several people to collaborate on a set of files.
You can see other people's changes instantly.

A "Public" folder that lets you link directly to files in your DropBox.

Control who is able to access shared folders (including ability to kick people out and remove the shared files from their com-
puters).

® Automatically create shareable online photo galleries from folders of photos in your DropBox.

A copy of your files are stored on DropBox's secure servers. This lets you access them from any computer or mobile device.

Manipulate files as you would on your desktop - add, edit, delete, rename etc.
Search your entire DropBox for files.

A "Recent Events" feed that shows you a summary of activity in your DropBox.
Create shared folders and invite people to them.

Recover previous versions of any file or undelete deleted files.

View photo galleries created automatically from photos in your DropBox.

DropBox takes the security and privacy of your files very seriously.

Shared folders are viewable only by people you invite.

All transmission of file data and metadata occurs over an encrypted channel (SSL).

All files stored on DropBox servers are encrypted (AES-256) and are inaccessible without your account password.
DropBox website and client software have been hardened against attacks from hackers.

DropBox employees are not able to view any user's files.

Online access to your files requires your username and password. Basic Version 2 GB= FREE

Public files are only viewable by people who have a link to the file(s). Public folders | Pro 50 GB = $9.99 month
are not brows able or searchable. Pro 100 GB = $19.99 month
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Commentary: Technology and The Future

At the most recent Technology Tools for Today Conference held
at Torrey Pines, near San Diego, emphasis was placed on the
need for integration. That is, software integration was stressed.
Many firms pointed to their efforts in this area, such as Interac-
tive Advisory Software recently adding MoneyGuidePro as an
integration partner, even though they already have a financial
planning module as part of their own suite of softwares. Or,
family Office Network, that has successfully added Trumpet,
Inc. as their new integration partner.

But, the reality is that software and, yes also technology inte-
gration is still spotty at best. Take a look at the heralded web-
site YourSilverBullet.net and see all the companies that have
agreed that integration is a great idea. Then look at the incon-
sistency of their integration lists on that site. It is because the
site is voluntary. There are no hard and fast rules that if a com-
pany is a member, that they must integrate with all other mem-
bers. While the concept that software companies should play
nice together is a good one, the reality is that many do not
want to play at all. There are a host of reasons why; competi-
tion, fear of loss of proprietary software code, dilution of reve-
nue, risk of linking up to an unstable partner, etc.

This makes decisions for financial advisors that much more diffi-
cult and/or expensive. Trying to find the best selection of soft-
ware products/services that fit your practice and at the same
time interact efficiently adding profit to the practice could take
you months to uncover. And worse, it could cost thousands of
dollars in the process. And, even worse, you might end up with
the wrong choices.

So, one direction to take is to work with a trusted and knowl-
edgeable independent consultant, who can help sift through the
hundreds of choices and make the process of integration, adop-
tion and training of employees and you that much easier.

-Dacid L. Lawwverce
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best.



We're on the web! We assist our clients in re- The Efficient Practice
- . alizing additional profits
RSN TR TN 10 gh & thorough analy-
sis of your business opera-
tions from a variety of tactical perspectives that stress Consulting and Resources for
the efficient use of resources. We have identified four
broad areas of operational efficiency which form
the basis of our evaluative process. We do this by tak-
ing the time to learn everything we can about your
business and then offer recommendations based on
where you want to take it. And we offer on-going sup-
port and coaching to ensure that your path to in-
creased profit continues unabated.
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mentioned in this newsletter paid for such men- Fax: 813-649-8755
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We remain a ‘GREEN’ publication because it is good for the environment (No trees
cut down to print material) and we can continue to offer our newsletter at a low
annual cost.

The Efficient Practice Newsletter and Archives
($99.95/yr)
Features include:
e In-depth coverage on current issues
e Software reviews
e Tips and tricks
e Links to additional resources, files, programs, tem-
plates, spreadsheets, PowerPoint presentations and
much, much more!

The Efficient Practice Advisor Network ($199.95/yr )
Features include:
e Access to our heralded coaching services
Access to our Efficient Practice Resource Directory David L Lawrence, President

» Access to our library of ‘Touching Base’ Letters Questions or comments?
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letter and Archives (includes all of the above) info@efficientpractice.com

For details and to sign up

Visit www.efficientpractice.com/advisor network.htm
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