
®

©2011 Family Office Exchange

I.	 Business Strategy

	 A. Management and Governance.....................................................................6

	 B. Business Metrics...........................................................................................8

	 C. Pricing for Profitability...................................................................................9

II.	 Business Development

	 A. Marketing and Positioning..........................................................................10

	 B. Sales Process...............................................................................................11

III.	S cope of Services and Service Delivery

	 A. Value-based Service Offering.....................................................................12

	 B. Client Service Experience............................................................................13

	 C. Integrated Planning Process........................................................................14

	 D. Investment Planning Process.......................................................................15

IV.	T alent and Team Structure

	 A. Development of Talent...............................................................................16

	 B. Team Structure...........................................................................................17

	 C. Compensation and Incentives.....................................................................18

V.	P rocess Management and Operations

	 A. Financial Reporting.....................................................................................19

	 B. Operations and Compliance........................................................................20

Best Practices for Leading Wealth Advisors
Table of Contents


