
Peak Wealth Solutions:
An Investment Advisory Acquisition Case Study

David Kocsis and Greg Gromak started Peak Wealth Solutions in 2013. They saw the perfect opportunity to offer a 
variety of financial services and solutions to their customers. The two advisors work as equal partners, running the 
business operations while they oversee their respective divisions; David focuses on qualified retirement plans and 
Greg on individual financial planning.

Greg graduated from the University of Akron with a Bachelor of Science in Corporate Finance and has worked in 
the financial services industry since 2000. He obtained the Chartered Retirement Planning Counselor designation 
in 2006. In his early career, he trained and supported novice advisors entering the business and helped to enhance 
the business of more experienced advisors. He now helps lead Peak Wealth Solutions by supporting the firm’s 
mission of educating clients and offering an unbiased and objective approach to retirement and investment advice.

David Kocsis has been working in the financial services industry since graduating from Bowling Green State 
University in 1999. His first job after graduation was with New England Financial. He found that he preferred the 
benefits business versus acting as an investment advisor. David’s focus at Peak is on the institutional side of the 
business, providing corporate clients with professional retirement plan consulting. His primary goal is to help 
retirement plan sponsors minimize their fiduciary liability and improve retirement outcomes for plan participants. 
He has a passion for helping employees identify and obtain their long-term financial and lifestyle goals.

THE ACQUISITION
After three years in business together, David and Greg agreed that they were ready to acquire another business to 
accelerate the growth of Peak. Hill Financial happened to be in same building so David and Greg walked over and 
asked to speak to Jim Hill, the owner, about the possibility of an acquisition. Eight to nine months of negotiating 
followed and now David and Greg are the proud owners of Hill Financial.

Both firms had a very similar client base: mid-50s to late 60s baby boomers approaching retirement or in early 
retirement. “Hill Financial’s clients were great people who needed help with retirement planning, so they fit in 
perfectly with our existing business,” said Greg.

MITGATING ATTRITION RISKS
There were several aspects of the transition that helped mitigate risks. First, Hill Financial was the larger of the two 
firms so it was easier to move Peak’s clients and book of business over to Hill Financial. This made the transition 
simple because Greg and David’s relationships were the ones that moved—but since they were the owners and 
actively engaged in the business, their clients experienced little to no change. Also, David and Greg kept all the Hill 
Financial employees so clients continued to interact with the same office personnel, which kept clients comfortable 
and made attrition less of a concern. Previously Peak had had 3 employees, and the combined firm has 8, increasing 
its power to create a seamless and positive customer experience.
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In the consent letter David and Greg sent out to the clients of both companies to introduce the change of 
ownership, they included a picture of the new team. They also held a big client event right after the deal closed. 
At the event, Greg and David got to meet a lot of Hill’s clients. “We went with the strategy that nothing is really 
changing, and it has worked out great,” said Greg, when asked about mitigating attrition risks.

Jim Hill is still involved as an employee, working on a client-by-client transition. A CFP on his staff had already 
managed most of Jim’s relationships so there has been a smooth transition there as well. Although there is no 
specific timeline, the partners are currently working on transitioning Jim’s remaining clients over to Greg.

Since the transition, David and Greg have experienced a mix of organic and inorganic growth. Before the 
acquisition, Peak had around $100 million AUM and now the combined firms have $300-350 million AUM. David and 
Greg feel that the acquisition was a wonderful step in growing their firm, and will consider additional acquisitions in 
the future.

LESSONS LEARNED
Although David and Greg had a mostly positive acquisition experience, no transition is easy. They advise that before 
closing a deal, buyers and sellers make sure it’s clear who is going to be running the firm going forward, and who 
will be making final decisions. “Egos can get involved and be very difficult,” said David.

Communication with staff is also very important, both before and after the purchase. David and Greg suggest 
talking to as many staff at the acquired firm as possible before finalizing the deal. This will help uncover any hidden 
items and help you to better understand their money management and investment philosophy.

THE RIGHT PARTNER
As with all transitions, having the right partners is essential. David and Greg quickly discovered that Live Oak Bank 
could be a supportive and knowledgeable source of financing. Live Oak specializes in investment advisor financing 
and, since 2013, has lent more than $425 million to investment advisors for a variety of business purposes including 
acquisitions, succession, working capital, commercial real estate and more.

“Live Oak Bank was very familiar with our business and they understand cash flow lending,” said David. “We were 
tired of talking to traditional banks about conventional loans—it was too difficult to get them to understand our 
business. Live Oak gave us comfort and peace of mind that it was a good deal. They were a great resource and 
it was great to work with a niche player in the industry. I have recommended Live Oak to other associates and 
businesses that are cash-flow based. We’ve had only positive experiences and no issues with them!”

liveoakbank.com/advisor
©2017 Live Oak Banking Company. All rights reserved. Member FDIC.

If you are interested in acquiring another firm, we can help. Call us today to learn how Live Oak’s financing 
for investment advisors could be the answer to your future growth.
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