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How to Help Small-Business Owners
Advisers who can guide growth and transition phases for local merchants bring value
Nov. 28, 2016 12:06 p.m. ET
James D. Maher is the founder and chief executive of Archford Capital Strategies in
Swansea, Ill. Voices is an occasional feature of edited excerpts in which wealth managers
address issues of interest to the advisory community. As told to Jacob Meade.

James D. Maher, founder and chief executive of Archford Capital Strategies in Swansea, Ill. … by guiding the growth and
transition of a privately run business, you can deepen your relationship with the client as you become closely involved
with an asset they worked to build and operate over the years PHOTO: GARY LUTTRELL PHOTOGRAPHY

Private company owners approaching retirement age stand to benefit greatly from
advisers who can guide them on the financial implications of a business sale. Yet we
needn’t enter the discussion only right before or during the transaction. Since any seller
must ultimately appeal to a buyer seeking a strong return on their investment, advisers
can help sellers in the preceding years to view their organization from the potential
buyer’s perspective.
At my practice I have created a consulting arm to help local business owners explore
acquisition and transition options. I recommend other advisers focus on this area as
well, as we have found it a rewarding client category and a viable means of enhancing
wealth-management relationships.
Advisers can support business owners in the years ahead of a sale by compelling them to
view their assets within the broader framework of financial planning. For instance, an
owner of a thriving business may decide to invest all of their savings back into the
company, reasoning that it generates a better rate of return than any traditional
investment would. Yet this is tantamount to a normal investor putting their entire
portfolio in just one stock—it carries considerable risk no matter the circumstances. As
advisers, we can impress on them how important it is to diversify and protect against
the unexpected by setting some money aside in other investment vehicles.
Understand that to succeed in this client area, you will often need to operate as one
member of a team of outside experts. Financial advisers can’t typically take a complex
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acquisition or transition to the goal line without the involvement of other professionals.
Plan to partner with attorneys, investment bankers, certified public accountants,
insurance professionals, bankers and others who will come into play in advancing the
transaction.
Working with this type of client offers your practice business-development advantages
that extend beyond simply managing a client with a higher net worth. By guiding the
growth and transition of a privately run business, you can deepen your relationship with
the client as you become closely involved with an asset they worked to build and operate
over the years. And after helping them navigate the sale, you can then advise on their
pursuit of new financial endeavors such as philanthropy and gifting assets to the next
generation.
Retiring business owners are emerging as a potentially major market segment. Many
who would have approached retirement over the past decade were forced by the 2008
financial crisis and recession to take a step back. With markets and the economy
recovering, a number of business owners are again in position to consider retiring,
placing advisers in a good position to expand their practice and enhance their services
by offering support to these individuals.

MORE ADVISER VOICES
Do Your Clients a Favor: Be Contrarian (Nov. 21, 2016)
How to Help Young Business Owners (Nov. 14, 2016)
Estate Planning for SameSex Couples (Nov. 7, 2016)
How to Help the Suddenly Wealthy (Nov. 3, 2016)
How to Advise Clients on the Expat Experience (Oct. 27, 2016)
Beware the Pitfalls of MuniBond Funds (Oct. 20, 2016)
Why Less Affluent Clients Can Be Rewarding (Oct. 17, 2016)
Be on the Lookout for Scams Targeting Elderly Clients (Oct. 13, 2016)
Educated Clients Are Empowered Clients (Oct. 10, 2016)
Be Your Clients’ CFO and Do a CashFlow Analysis (Oct. 5, 2016)
Why to Consider a Team Approach to Wealth Management (Sept. 27, 2016)
Forget Great Expectations on Returns. Think Real Expectations (Sept. 22, 2016)
Wealth and Health: CrossDiscipline Partnerships a Wise Move (Sept. 19, 2016)
Back to School: Lessons for Working With Teachers (Sept. 12, 2016)
Advisers Should Remember Risk Tolerance Is Relative (Sept. 6, 2016)
How to Buy Your Parents a Home (Aug. 30, 2016)
Help Clients Put Savings on AutoPilot (Aug. 24, 2016)

Copyright 2014 Dow Jones & Company, Inc. All Rights Reserved
This copy is for your personal, noncommercial use only. Distribution and use of this material are governed by our Subscriber Agreement and by copyright law.
For nonpersonal use or to order multiple copies, please contact Dow Jones Reprints at 18008430008 or visit www.djreprints.com.

http://www.wsj.com/articles/howtohelpsmallbusinessowners1480352774

2/2

