E MVISIO GETTING ACQUAINTED

CAPITAL ADVISORS

Use the following questions to get to know your prospective partner both personally and professionally.

These questions are designed to be answered individually by both of you prior to the meeting, and then you are
encouraged to sit down and share the answers with each other. You're looking for philosophical congruence and
tactical complements.

1. Why did you choose this profession?

2. Why did you decide to form a team, who are working team members, and what critical roles do they fulfill?

3. What is your succession timeline? Do you want to retire or move into senior emeritus status’ for some
period of time?

4. What is the plan to integrate you into the practice and with the clientele?

5. What are the 3-5 things that you do in the practice that have the greatest impact on productivity and growth?

6. What will be (have been) your greatest challenges in working within a team structure?

7. How are decisions made on the team on issues such as guiding the evolution of the practice and dealing with
short-term and long-term business challenges?

8. What is the current team meeting structure (e.g., daily huddles, weekly strategy and semiannual developmental
meetings)?

9. Are there any particular niche markets that have contributed to your success and productivity?

10. Is there anything else you need to know?

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®.
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