FRACTIONAL COO - CASE STUDY

Documenting Business Processes and Preparing for a Partner
Transition in a Financial Advisor Firm

ABOUT

A financial advisor firm was preparing for a partner transition, with one partner planning to retire and sell their
book of business to another partner. Before the sale, the partners recognized the need to clearly document
their business processes to manage training, ensure scalability, and increase the value of the business. They
engaged a Fractional COO to facilitate the process.

CHALLENGE

The financial advisor firm faced the challenge of transitioning ownership
smoothly while maintaining operational efficiency and scalability. They
needed to update their strategic plan, document key business
processes, and prepare for the sale of the retiring partner's book of
business. Clear documentation was crucial to ensure a seamless
transition, retain knowledge, and maximize the value of the firm.

SOLUTION

Thrive Business Operations and our Fractional COO services
collaborated closely with the partners to address these challenges and
prepare the firm for the partner transition. They facilitated the updating
of the firm's strategic plan to align with the changing ownership
structure and future goals.

Next, the Fractional COO team worked with the partners and key
employees to document the firm's critical business processes. This
involved mapping out workflows, standardizing procedures, and
capturing best practices. The documentation provided a comprehensive
guide for training new employees and ensuring consistency in service
delivery.

RESULT

The implementation of the Fractional COQO's solution had a positive impact on the financial advisor firm.
The updated strategic plan provided a clear roadmap for the transition and future growth of the firm. The
documented business processes improved operational efficiency, scalability, and knowledge retention.

By preparing the retiring partner's book of business for sale, the firm maximized its value. The Fractional
COO0's guidance and valuation expertise ensured a fair and successful sale transaction. The smooth
transition of ownership allowed for continuity of service and client relationships.

Overall, the firm experienced increased organizational value, improved operational effectiveness, and a
seamless partner transition. The clear documentation of processes and strategic planning provided a solid
foundation for the firm's ongoing success and growth.



