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KNOWLEDGE BANK: PRACTICE MANAGEMENT

A business plan is like a road map—it helps you find the way to your goal. And as with a 
road map, you may feel like you don’t really need one, but it sure makes life easier.

Taking the time to define your goals and how you will achieve them is the heart of a
business plan. Adding in a timeline, benchmarks and metrics will make you and your 
team accountable for its success. 

If you are seeking financing or business partners, your business plan will require some 
additional elements. A mission statement, SWOT analysis (see the Knowledge Bank 
SWOT Analysis Worksheet), marketing plan and financial plan will give people the 
context they need for evaluating your firm and their potential relationship with you.

Your business plan should contain the following elements, some of which you’ll want to 
keep confidential:

EXECUTIVE SUMMARY

This should include the name of your company, the products or services you provide, your audience and 
ideal customer, and why you believe that the business has a future (including your firm’s position in the 
industry). Your mission and vision statements belong here as well.

COMPANY DESCRIPTION

A brief description of how your company will be structured, where it will be located, how it will deliver and 
monitor its services, and what kind of staff and equipment you’ll need to succeed. This is the beginning of 
your understanding of how much capital you’ll need to maintain your practice until it becomes profitable.

BUSINESS ENVIRONMENT ANALYSIS

Why do you believe that the market needs your firm? What size is the market in your area? How intense 
is your competition? What are the economic winds at your back? What barriers to entry do you face? 
Answering these questions is crucial to understanding your potential for success.

SWOT ANALYSIS

Listing your strengths, weaknesses, opportunities and threats will help you define a strategy and recruit 
the right team and, if needed, financial backers. If you need help doing this analysis, download our SWOT 
Analysis Worksheet.



liveoakbank.com/advisor | © 2017 Live Oak Banking Company. All Rights Reserved. Member FDIC.

INDUSTRY BACKGROUND

How long have you been a financial advisor? Where have you worked? What certifications do you have? 
Since the advisory relationship is based on trust, establishing your credibility is essential.

COMPETITOR ANALYSIS

This one is obvious. The financial services arena is highly competitive. You will need to plan how to stand 
out, based on your reputation, high-quality services and marketing.

MARKET ANALYSIS

Most advisors believe that all their clients will join them from the moment they hang out an independent 
shingle. But it is not that simple. What do you need to do to retain the clients you have and attract new 
ones? Do you provide special services for a particular type of client, such as attorneys, corporate executives or 
divorced women? If so, investigate the size of the local population to learn what your growth potential is in 
your area. You may decide to add new specialties to your offering.

MARKETING PLAN
Here’s where you fill in the details of how you will reach your target market, including writing for the 
local press, delivering workshops, hosting client events, and more. You also need to develop a logo, 
website, brochures and other marketing material. Your custodian or broker-dealer should be helpful here. 
Nevertheless, don’t underestimate what it takes to attract and retain clients—that is most advisors’ greatest 
business concern.

BENCHMARKS AND MILESTONES

Keep yourself and your team accountable by setting specific goals. Where do you want the business to be in 
3, 6 and 12 months? What about 3 years and 5 years? Think about clients, prospects, centers of influence that 
you need to sign up; staff to be hired; new software to be installed and learned; procedures to develop. 

By taking the time to develop a business plan, you will clarify your strategy and gain 
a deeper understanding of what you will need to do to succeed.  The Small Business 
Administration has an online tool that will help you craft your plan. You can try it  

at https://www.sba.gov/tools/business-plan/1. 


