Top 5 Reasons

Financial Advisors Are Reluctant To Plan For Retirement

Planning for their own retirement is often a daunting task for many financial advisors. Despite the
numerous benefits of preparing for the future, several factors contribute to their hesitation. Through
our work coaching hundreds of advisors through their succession, we have identified the top five
reasons financial advisors are reluctant to plan for retirement.

EMOTIONAL ATTACHMENT TO THE BUSINESS

Many financial advisors have poured their hearts and souls into building their practices
from the ground up. The thouﬁht of stepping away from something they've nurtured
for years can be emotionally challenging. The practice often becomes an integral part of
their identity, making it difficult to imagine life without it.

FEAR OF LOSING CONTROL

Owning a practice means having control over its operations, decisions, and direction.
The idea of relinquishing control to someone else, whether it be an associate advisor
or an external practice, can be unsettlinF. Financial advisors may worry about the
future of the practice and whether it will continue to thrive under new leadership.

FINANCIAL UNCERTAINTY

Planning for retirement requires a thorough assessment of one's financial situation.
Financial advisors might be uncertain about whether they have saved enough to sustain
their desired lifestyle post-retirement. This lack of personal financial planning is often in
stark contrast to the planning done for clients. Concerns about economic fluctuations,
healthcare costs, and unforeseen expenses can further complicate retirement planning.

LACK OF TIME AND EXPERTISE

Running a practice is time-consuming and demands a wide range of skills and
expertise. Financial advisors often prioritize the immediate needs of the practice
over long-term planning. Additionally, they may lack the knowledge or resources to
effectively plan for retirement, leading to procrastination and avoidance.

PERCEIVED INVINCIBILITY

Many advisors adopt an “I'll never retire” mindset, believing they can work indefinitely.
This Iperception of invincibility creates a lack of urgency toward retirement planning,
resulting in declining practice value and client service. Unforeseen circumstances such as
health issues or changes in the market can force advisors to act. In our experience, these
life events are the #2 reason for practice transitions, second only to advisor burnout.
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Take Control Of Your Future [

PRACTICE VALUATION
Our award-winning practice valuation will tell you:

* What your practice is worth today

* How your practice compares to your peers

* When your practice value will start to decline

* What you can do now to improve your value and

PRACTICE EFFICIENCY
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SpeAk TO A COACH
As part of your valuation, you will receive a 45-minute session

with a Valuation and Succession Planning Coach. They will
discuss your options and help you map out the next steps
toward defining and passing on your advisor legacy.

“Working with Advisor Legacy is like having a set of binoculars to see the future and a magnifying
glass to not miss any details.They guided me through each step, advised me on each decision,
and helped me select a trustworthy and knowledgable buyer that gave me the freedom | desired
and gave my clients and team a great advisor and leader. ” - Derrick Kinney

Get Started Now

Purchase Your Valuation Or Schedule A Call
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