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IDEAL CLIENT (explanatory notes)
Client demographics Primary challenges/concerns

- Client demographics (age, gender,
ethnicity, marital status, etc.): Many
financial professionals have basic
client demographics at the center
of their ideal client definition.

Minimum assets/revenue Centers of influence/annual referrals - Minimum assets/revenue: This
number could reflect where you are
or where you aspire to be.

- % of recurring revenue: All
businesses with a higher recurring
revenue stream likely receive a

% recurring revenue Niche market higher multiple.

- % of non-investment revenue:
This is a key indicator that wealth
management strategies are being
implemented.

% non-investment revenue Primary needs - Niche marL;et(s): V\Lie have seen that
a HNW niche market strategy
fosters a higher level of
relationships and recurring
revenue. Is your skill set aligned
with the needs of the niche

market represented in the practice
currently?

- Centers of influence/annual referrals:
Our experience has been that
the #1 driver of new business
development for HNW practices
is formalized strategic alliance
relationships and that the #2 driver
is referrals from delighted clients.

- Primary challenges/concerns: Given
the demographics and niche focus
of the practice, are you equipped
and will you enjoy addressing their
unigue challenges and concerns?

Securities and advisory services offered through Commonwealth Financial Network®, Member FINRA/SIPC, a Registered Investment Advisor.
Fixed insurance products and services are separate from and not offered through Commonwealth Financial Network®.

251 W. Garfield Rd. | Suite 155 | Aurora, Ohio | 44202 | 330-954-3770 | emvisioncapital.com
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