
BUILD A 
GAMEPLAN  

Guide 2



WORKING 
TOGETHER

You’ve found a suitable partner. 

Time for action. 
With expectations in place for a successful handoff, based on 
mutual fit, the next step is for buyers and sellers to engage 
in frank discussions about the day-to-day logistics of working 
together. From deal terms to client contact strategy, a detail-
oriented approach is critical to navigating the transition 
period, retention – and managing the risks of a large financial 
transaction. While the duration of each arrangement may 
vary, open lines of communication with your counterpart are 
crucial to ensure no consideration – big or small – is missed.

In Guide 2, we take a closer look at the mechanics of 
collaboration, including:

	 Thought-starters for enhancing the relationship, 

	 Key questions in the onboarding process, 

	 Tips from experienced professionals; and

	 One Advisor who has acquired three books –  
before turning 30.
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As with any business 
arrangement, it’s the 
details that matter. 

Developing	and	executing	a	gameplan	that	will	ensure	a	consistent	experience	

for	clients,	while	also	satisfying	buyer	and	seller,	can	be	challenging.	To	overcome	

any	potential	obstacles,	Advisors	should	consider	compiling	key	questions	to	help	

clarify	how	the	transition	process	will	work	in	reality.

Here	are	some	thought-starters	to	discuss	with	your	counterpart:
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Honing Your Street 
Intelligence

While I was lucky enough to 
have in-roads with a wide range 
of firms – based on 15 years 
working with Advisors – it’s 
always useful to seek additional 
guidance on market conditions 
and emerging trends. Inform 
yourself on the approximate 
ratio of buyers to sellers, which 
attributes are prized most, and 
how the book compares with 
others in the region, through 
word-of-mouth and the use of 
technology platforms.

SHANNON HOOPER  
Wealth Advisor,  
GEM Financial Group

PRO TIP

CLIENT CONTACT Will	we	make	each	call	together?
How	many	calls	can	we	make	per	week?
At	what	point	will	we	begin	face-to-face	meetings?

SEGMENTATION Is	the	book	divided	by	assets	under	management?	
If	not,	will	we	use	alternative	criteria?	
Which	group	of	clients	will	be	contacted	first?

ACCOUNT  
REVIEWS   

What	is	the	investment	approach?		
What	funds	and	fund	providers	are	clients	familiar	with?	
Are	there	idiosyncrasies	which	are	material	to	the	
client’s	financial	plan?

DOCUMENTATION Is	the	existing	documentation	up-to-date?	
Do	you	enter	notes	into	a	CRM?	
Can	we	streamline	any	procedures	for	compliance	and	
reporting?

TECHNOLOGY Are	our	respective	platforms/portfolio	management/
CRM	tools	compatible?
In	transitioning	the	book,	can	greater	use	be	made	of	
technology?
Are	there	technological	solutions	to	improve	file	sharing?

THOUGHT-STARTER QUESTIONS



MEET 
MATTHIEU 
BOUCHARD
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“Although my first book was skewed to an older 
demographic, I utilized networking opportunities to 
help re-shape the business – lowering the median 
age by several years, while adding $6 million in 
assets under management.” 

MATTHIEU BOUCHARD
Financial Security Advisor,
Mutual Funds Representative, Group 
MCB Private Wealth Management, 
PEAK Investment Services Inc.
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Matthieu Bouchard:  

BOOK AFTER  
BOOK 
While I was fortunate to work 

for my grandfather – a seasoned 

Advisor – right after university, 

learn the business from the ground 

up, and eventually acquire the 

book, I was determined to lever 

that opportunity into continued 

growth. In addition to a more 

traditional route, including 

marketing and referrals, I secured 

a business loan to purchase a 

second practice, determined that 

it could be paid off within five 

years through rigorous personal 

discipline.	
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Trust the Process

Having coached many Advisors through buying and selling before becoming 
one myself, I know the biggest misperception is that you can “flip a switch  
and flip a book” – it is not that easy. A successful handoff requires time, effort 
and collaboration. 

There has to be some understanding that in order for a smooth transfer, the 
seller should work elbow-to-elbow with the buyer to plug gaps that could  
lead to lower levels of retention, and by extension, secure full value for the 
book. To this end, a longer transition period – mapped out by a strategic plan – 
is needed to make clients feel comfortable and well cared for.

SHANNON HOOPER
Wealth Advisor, GEM Financial Group

PRO TIP

To	be	clear,	not	everything	about	the	second	book	was	ideal:	it	was	not	fee-

based,	the	median	age	was	69,	and	there	were	a	significant	number	of	high-	

net-worth	accounts	–	which	may	sound	appealing	at	first,	but	can	contribute		

to	leakage,	given	that	extremely	affluent	clients	often	employ	more	than	one	

Advisor,	which	provides	greater	freedom	to	choose	among	them	at	will.	The		

pros	outweighed	the	cons:	the	price	was	right,	the	Advisor	was	trustworthy		

and	straightforward,	I	could	see	opportunity	gaps,	and	–	most	importantly	–	the		

book	had	sufficient	cash	flow	to	effectively	pay	for	itself,	as	long	as	retention		

was	favourable.	

More	recently,	I	entered	into	an	agreement	to	buy	a	third	book	from	an	Advisor	

at	my	dealer	firm,	with	a	longer	time	horizon.	Over	the	next	four	years	our	

phased-in	approach	includes	gradually	introducing	me	as	his	successor,	in	order	

to	ensure	minimal	client	service	disruption	and	maximum	retention.		

In	five	years,	I	project	I’ll	have	nearly	500	households	under	management,	and	

will	need	to	grow	my	team.	I	have	a	unique	long-term	plan	in	place	for	this	as	

well:	recruit,	mentor	and	eventually	groom	someone	to	be	wholly	responsible	for	

a	book	–	to be acquired and financed by me	–	which	will	be	incrementally	sold	to	

that	Advisor	over	five	years	with	proceeds	from	the	business.	A	win-win	scenario,	

my	revenues	continue	to	grow	without	taking	on	additional	work,	the	associate	

helps	to	support	my	current	client	base,	and	gains	ownership	of	a	book	without	

spending	a	dollar.		



4 • Your	Guide	to	Buying,	Selling	or	Transitioning	a	Book	of	Business

HOW TO IMPROVE 
THE WORKING 
RELATIONSHIP

1  Be aligned about  
the future.  

When	buyer	and	seller	team	up,	you	

need	consensus:	Identify	a	set	of	core	

operating	principles	for	the	coming	

months,	or	years.

2 Get third-party  
 advice. 	

Learn	from	other	Advisors’	

experiences,	talk	to	your	branch	

manager,	and/or	hire	a	consultant	

to	help	plan	for	the	road	ahead,	

provide	guidance	on	goal-setting,	

operational	support,	team	building,	

communications	discipline	and		

conflict	resolution.	

3  Determine the price of your 
advice (buyer-focused). 

Given	recent	trends	in	compensation,	

it’s	important	to	be	transparent,	

disciplined	and	proactive	about	fees	

with	your	counterpart,	before	you	can	

talk	to	clients.	For	example,	will	the	

business	model	remain	the	same?	

If	not,	you	may	need	to	articulate	

those	changes	during	the	onboarding	

process.

4  Document your  
processes. 

Advisors	that	make	diligent	notes	

during	the	transition	period	can	

benefit	down	the	road,	by	having	

a	detailed	manual	on	how	core	

operational	and	communications	

responsibilities	are	assigned	and	

performed.	Creating	this	institutional	

memory	is	critical	when	adding	new	

members	to	your	team,	as	it	can	

lead	to	a	better	and	more	organized	

practice.

5  Treat all clients like  
joint clients.

Given	that	seamless	integration	is	

key	to	client	retention,	it’s	important	

to	present	a	unified	front	which	

spotlights	the	common	traits	between	

the	seller	and	buyer,	and	the	

additional	value	a	new	Advisor	will	

bring	to	the	table.

6  Grow the team  
(buyer-focused).

As	the	business	continues	to	grow,		

it	may	become	necessary	to	expand	

the	roster	of	investment	professionals	

on	your	team,	in	order	to	maintain	a	

consistently	high	level	of	client	service.	
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Guide 3

A look ahead…

PASS THE BATON
How do you prepare clients for the transition – and 
ensure retention? Guide 3 covers a range of tips and best 
practices for initiating these conversations as a team, to 
answer questions and put clients’ minds at ease about the 
upcoming shift. 
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7 Over-communicate.

Although	you	may	not	see	your	

counterpart	every	day,	keeping	

each	other	in	the	loop	about	all	

client	service	issues	is	a	must.	As	an	

example,	both	teams	can	log	all	client	

communications	into	a	common	CRM	

software,	and	share	meeting	notes		

via	a	joint	network	drive.

8  Use your depth to  
build your brand  
(buyer-focused).

Beyond	marketing	materials,	thought	

leadership	(e.g.,	market	commentary,	

investment	strategy	and	special	

interest	articles)	is	an	excellent	way	for	

clients	to	become	familiar	your	style.

Get Started
For more information on 
buying and selling a book of 
business, and other actionable 
ideas to grow your practice, 
contact us today.

bmo.com/gam/ca/advisor

Mutual Funds: 1-800-669-7327

ETFs: 1-800-361-1392



Featured in This Guide:

Mattieu Bouchard, Financial Security Advisor, Mutual Funds Representative, Group MCB Private Wealth Management, 

PEAK Investment Services Inc.

While Matthieu’s growth trajectory has been propelled through the strategic acquisition of successive books of business, 

he’s also changing the shape of those books through social media, thought leadership, and inclusive family meetings to 

appeal to – and better service – the next generation of clients. 

Shannon Hooper, Wealth Advisor, GEM Financial Group

In her roles as a Wealth Advisor and Insurance Specialist, Shannon brings more than 15 years of experience in  

the financial services industry. Her commitment to a heightened level of service allows her to deliver advanced  

risk management planning and common sense solutions for successful Canadians and their families throughout  

western Ontario. 

The testimonials in this brochure may not be representative of the experience of other people/advisors. The testimonials are no guarantee of future 
performance or success. These are solicited testimonials.

BMO Global Asset Management Disclosure:

This brochure is for information purposes. The information contained herein is not, and should not be construed as, investment advice to any party.
Investments should be evaluated relative to the individual’s investment objectives and professional advice should be obtained with respect to  
any circumstance.

BMO Global Asset Management is a brand name that comprises BMO Asset Management Inc., BMO Investments Inc., BMO Asset Management Corp., 
BMO Asset Management Limited and BMO’s specialized investment management firms. 

®/™Registered trade-marks/trade-mark of Bank of Montreal, used under licence.

Group MCB Private Wealth Management Disclosure:
Managed investment products such as Mutual Funds, ETFs, GICs are offered through our Mutual Fund Dealer, PEAK Investment Services Inc. Financial 
Advisory, Risk Management, Investment Management, Due Diligence and other related services are separate from PEAK Investment Services Inc and 
are solely provided by Group MCB Private Wealth Management.


