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Goals of Today’s Session
Challenge you to think about 
your business in new ways

Explore opportunities for 
partnering

Identify 10 successful 
partnership characteristics

Review actual partnership 
case studies
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We double the change rate every decade… 
We will witness 1,000 times the rate of progress in the 

21st century as compared to the 20th century…
The exponential growth of information technologies 

is even greater:  
We’re doubling their power about every year… 

- Ray Kurzweil,
author, futurist

The Rate of Change
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Think Differently
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ASPPA TPA Survey: 
RIAs and Partnerships
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Opportunities: 
Open Architecture
Fiduciary Services

TPA + 
Recordkeeper + 

Investment 
Advice

TPA + 
Recordkeeper

TPA only

Fiduciary 
Services

3(38)
3(21)
3(16)
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Top 10 Successful     
Partnership Characteristics
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#1: Look for 
A Good Match

Partners have similar mission, core values, 
and culture.



A Failed Partnership
Culture
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Partnership

Retention

RevenueReferrals

Co-Branded Consulting 
Team

 Geographic Exclusivity
 Beginning Sales Point
 Relationship Partners
 Objective Resource 

Expansion

(at Morgan Stanley Wealth Management)

Park Avenue 
Wealth Management

Sun Retirement Services

Two-Way Referral

Referral 
or Fee 
Based
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#2: Focus on Growth

The partnership strategy is focused primarily 
on growth rather than cost savings. 



Partnership Example: 
TPA/RK/Advisor – TPA/RK
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“On-shoring”
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#3: Exercise Due 
Diligence

Each partner exercises due diligence when reviewing 
the prospective partnering firm.



Advisors Evaluating 
a Service Provider

Advisor‐friendly sales 
assistance

Credentialed staff and 
quantifiable service metrics; 
training and education;  staff 
turnover; succession – depth 

of management

Use of technology

Independent service provider 
certification (ASPPA Service 

Provider Certification,          
SAS 70/SSAE 16), E&O

Intangibles
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TPAs Evaluating an     
Advisor/RIA

Licenses, bonding and E&O,     
financial stability

Compensation 
methodology, transparency,         

conflict safeguards

Use of technology  Scope of services, fiduciary 
services, deliverables

Intangibles
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SWOT Analysis - TPA
Strengths
Boutique-level services
Trained staff
Technology
Attention to detail
Understanding the rules

Weaknesses
Technology
Succession
Fear of change
Lack of sales culture
No business plan or 
documented processes

Opportunities
Control “orphan” plans
New revenue sources
Partner with RIA
Bundled “unbundled”                                                          

approach

Threats
Broker referral source loss
Commoditization of services
Bundled providers
Tax reform
Mandatory IRAs
Economy

TPA
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SWOT Analysis - Recordkeeper
Strengths
Technology
Trained staff
Flexibility
Open architecture
Pricing
Dealing with errors

Weaknesses
Sustainability
Service expectations
Depth of staff
Profit margins

Opportunities
Stop “cannibalizing” each other
New revenue source
Bundled “unbundled” approach

Threats
Competition
Commoditization of services
Bundled providers
Tax reform
Mandatory IRAs
Economy

R/K
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#4: Have Well-
Documented Procedures

Each partner has well-documented procedures, 
beginning to end workflow charts, and up-to-date 
technology PRIOR to implementing a partnership 
model. 
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#5: Ensure Data 
Security

Security, confidentiality, and data integrity issues 
are anticipated and addressed.  Consider remote 
worker security issues also.  
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#6: Clarify Fee 
Structures and Disclosures

Each partner should understand fees to be charged.  
Fees should be transparent and disclosed to each 
client in the appropriate manner.   
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#7: Establish a 
Dedicated Team

A dedicated team, with members from each partner,  
is established.  Team members are involved with the 
process from the beginning and define the partnership 
strategy. 



Partnership Example:  
An “Unbundled Bundled” Solution
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#8: Adopt a Phased 
Implementation Strategy

A phased implement strategy is adopted, with tasks 
and timelines clearly defined for each partner.  
Include a communication plan at all levels.
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#9: Cover All Your Bases

A partnership document is executed and an exit 
strategy is anticipated. 
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Partnership Example:
2 TPAs – 1 RK
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#10: Monitor the 
Relationship

Periodic reviews and “check-in” calls are conducted 
and an evaluation mechanism is established for 
monitoring the partnership arrangement.  



The “99% Rule”

“The measure of success is not whether you 
have a tough problem to deal with, but whether   
it’s the same problem you had last year.”

- John Foster Dulles
former Senator and
Secretary of State
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Opportunity: Cash Balance 
Candidate Criteria

Highly profitable companies with consistent profit levels – principals earning 
$250,000

Owners or partners who want to contribute more than the DC contribution limits

Firms with profit sharing, 401(k) and/or new comparability plans

Firms already contributing 3% - 7% for other employees

Owners or key executives age 40 or older looking to increase retirement 
savings or “catch up”

Medical groups (“ologists”), professional services firms (CPAs, lawyers, 
engineers), family or closely-held businesses with older owners
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Partnership Opportunities

Open 
architecture Advisors/RIA Fiduciary 

services
Outsourcing/ 
On‐shoring

Cash Balance     
DB

403(b)           
457 125/HSAs Benchmarking

Payroll 
company CPAs Attorneys Organizational 

partners
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Partnership Pitfalls

Journal of Pension Benefits, Spring 2012 (VOL. 19, NO. 3)
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The End

“Louis, I think this is the beginning of a beautiful friendship.”
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305-479-3023 
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Continuing Education

Please – before you leave:
1. Sign in

– Verify your attendance
– Check the box if you want your attendance 

reported to IRS (for ERPA reporting and 
those with a PTIN only)

2. Pick up your certificate of attendance
– Certificates will not be emailed after the 

conference


