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FROM A JOB YOU HATE TO A BUSINESS YOU’LL LOVE

There’s a good reason why well-meaning, hard-

working advisors and planners find themselves with an 

all-consuming job and very little or no equity in their 

practices. Most have copied the methods and 

structures of their seemingly successful mentors rather 

than creating a written, detailed strategic business 

plan designed specifically to meet their own 

objectives. Following the way things have been done in 

the past will result in the same outcome. 

Are You Playing the Loser’s Game? 
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Are You Playing the Loser’s Game?

Question 1

Do you channel all of your client’s service and advice through one person? 

Yes No

If you answered yes, write down ways you can train your employees and equip them to handle more 
business matters. 

Are you focusing on recurring revenue?

Yes No

If you answered no, write down revenue streams which you believe can provide you with more 
predictable cash flow and profitability.

Question 2

Question 3

On average, what payout percentage do you take?

100% 80-90% 60-70% 50-60% 40–50% 30–40%

20-30% other
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Most successful service companies have a direct sales cost of between 20 and 50 percent. Most 
planners take 60 to 80 percent of each sales dollar out of the practice as compensation. To build 
equity, you need to pour income back into your business.

Are You Playing the Loser’s Game? cont…

How does your personal vision match your corporate objective?

Question 4

Have you diversified your asset bases away from your business?

Yes No

If you answered no, list ways you can diversify your asset base so that you don’t have to take money 
out of your own pocket should the business need capital.

Question 5

Question 6

Can you confidently identify one of the following as your target market?

65 or older Baby boomers Generation Xers
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Question 7

Do you believe you’re offering the right product or service? If so, explain your reasoning. 

Are You Playing the Loser’s Game? cont…

Yes No

Question 8

Have you put your business plan in writing?

Yes No

Have you clarified your partnering relationships?

Yes No

Question 9

If you answered no, think of ways you can define the value you provide to those relationships and 
why you should formalize the relationship in writing.
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Have you institutionalized your management practices?

Yes No

Question 10

If you answered no, think of ways you can put systems into place so that when clients call, they feel 
they can work with anyone in the organization and get the same satisfaction as working with you.

Are You Playing the Loser’s Game? cont…

Question 11

Explain your formal cash flow management system. 

Question 12

Do you have an exit strategy?

Yes No
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IMPORTANT INFORMATION 

This is not an offer to buy or sell any security.  You should not assume that any discussion or information provided here serves as a substitute for 

personalized investment advice from WBI or any other investment professional. WBI’s advisory operations, services, and fees are in the Form ADV, 

available upon request. 

Mr. Schreiber started his career as a successful Financial Planner, 
since then, Mr. Don Schreiber, Jr. has led WBI since founding the firm 
in 1984. Fiduciary responsibility and global business building strategy 
are at the forefront of his leadership. 

Mr. Schreiber has developed time-tested strategies for turning a 
financial advisory sales practice into an institutional-quality business 
that offers planning and investment advice with high-quality service—
and in the process, building equity in the business where there was 
none.  

Considered an expert in his field, Mr. Schreiber is often called upon by 
the press to provide his perspective on investments, markets, 
economics, and financial planning. Mr. Schreiber makes recurring 
appearances on Bloomberg, CNBC, and Fox Business. His views are 
also frequently published in print. In addition, Mr. Schreiber is also the 
co-host of a weekly podcast to provide wealth-building insights in a 
fun and entertaining way. You can listen to Bull|Bear Radio wherever 
you listen to podcasts.


