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About ClientWise LLC

ClientWise is the premier business and executive coaching firm 
working exclusively with financial professionals.  
We specialize in helping clients optimize growth and 
maximize revenue by engaging as a knowledgeable partner 
in accomplishing specific and significant business results. 
Our full-service coaching program empowers financial 
advisors, wholesalers, managers and executives to enhance 
performance through customized, action-oriented solutions 
based on each client’s specific vision and situation. 

Our certified coaches are members of the International 
Coaching Federation (ICF). They adhere to ICF’s strict code  
of ethics and have the experience and insight to work  
with you on the unique challenges and opportunities  
you face each day. 

Drawing from an in-depth knowledge of the financial industry, 
ClientWise’s mission is to professionally develop industry 
leaders and consistently raise the bar for industry service, 
commitment and integrity. Simply put, our singular focus is 
to help you get clear, get focused, and get results.
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About This Assessment
The wealth management industry is in the midst of an 
extraordinary consolidation. Mergers and acquisitions 
are happening at a pace and scale unlike anything this 
profession has seen before. Firms are combining, practices 
are being absorbed, and advisors who once thought M&A 
had nothing to do with them are finding it knocking at their 
door — as a buyer, a seller, or both.

And yet, despite all this activity, most of the people involved 
are underprepared. Not financially. Not legally. Those boxes 
usually get checked. What gets overlooked, consistently, 
almost universally, is everything else. The purpose behind 
the transaction. The leadership dynamics between principals. 
The operational complexity of merging two distinct firms. 
The trust that clients and teams have built over decades, and 
what it truly takes to transfer that trust to something new. 
This assessment was created to address that.

The ClientWise Merger Maximizer™ Readiness Assessment is 
not a coaching program. It is a mirror. It is a structured self-
assessment built to give you honest, clear visibility into where 
you are — right now — in your M&A journey. Not where 
you hope to be. Not where you think you should be. Where 
you actually are. The goal is awareness. The goal is learning. 
And the goal is to guide you from where you are now to more 
deliberate, purposeful action, because in M&A, the quality of 
your preparation always determines the quality of your results. 

What This Assessment Is Not
This assessment is not The ClientWise Merger Maximizer™ 
Coaching Program. It is the starting point for it.

The Merger Maximizer™ is a 12 to 16-week structured 
coaching program that guides the principals of a potential 
merger navigate every dimension of what makes a 
transaction truly succeed — from purpose and impact, 
to leadership alignment, to operational integration, to 
the building and transferring of trust, to final business 
alignment and the decision to move forward. It is intensive, 
guided, and based on twenty years of ClientWise experience 
coaching advisory firms through some of the most complex 
transactions in the industry. This assessment exists to answer 
one question first: 
               

 Where are you — and what do you need?
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Three Profiles, One Destination
Depending on where you are and what you need, the Merger 
Maximizer™ will serve you differently, but it will serve you 
powerfully regardless of where you are in your journey.

Before starting the assessment, choose one of the three 
profiles below that best reflects your current relationship  
with M&A. Each profile has its own version of the assessment 
— same structure, same rigor, written specifically for your 
current situation.

 
❏ THE EXPLORER
You are curious about M&A, and possibly considering M&A for 
the first time, or seriously for the first time. You may not have 
decided whether a merger or acquisition is right for you at all. 
This assessment will help you think it through with clarity and 
honesty, and give you a foundation for the conversations that 
need to happen before any decision is made.

What the complete Merger Maximizer™ Coaching Program 
provides: A structured, coach-guided process that helps you 
and potential partners build true alignment on purpose, 
leadership, operations, and trust before you ever get to legal 
and financial. For first-timers, this alignment work is the 
difference between a merger that transforms your firm and 
one that disrupts it.

 
❏ THE DEALMAKER 
You have engaged in, explored, or completed between one 
and five transactions. You have real experience and real 
lessons. Some of what you’ve done has worked. Some of it 
hasn’t worked as well as you hoped. This assessment will help 
you see clearly what you’ve learned, where your process still 
has gaps, and how to bring more discipline and intention to 
what you do next.

What the complete Merger Maximizer™ Coaching Program 
provides you and others: A sharper, more rigorous process 
for the dimensions of M&A that experience alone doesn’t 
solve — the human, relational, and organizational work that 
separates transactions that close from transactions that thrive. 
For dealmakers, this is where good becomes great.
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❏ THE ARCHITECT 

You have completed five or more transactions. M&A is a 
core part of how you grow your firm. You have a process, 
but you also know that even experienced acquirers 
leave value on the table, especially in the non-valuation 
dimensions of a deal. This assessment will challenge 
you to look honestly at whether your M&A engine is as 
sophisticated as the ambition behind it.

What the complete Merger Maximizer™ Program provides 
you and others: Something most serial acquirers have 
never considered — a structured framework to offer the 
teams you are acquiring. For a seller or merger partner 
engaging in their first or early transaction, working 
through the Merger Maximizer™ Coaching Program 
alongside you is extraordinarily valuable. It creates 
alignment faster, reduces integration friction, and protects 
the trust with clients and teams that makes the combined 
firm worth building. The Architect who brings this to 
the table is not just a better acquirer. They are a more 
compelling one.

Where You Are Now, and  
What You Need Next

Select your profile above and complete only that 
version of the assessment on the following pages.  
Rate each of the 25 statements honestly on a scale 
of 1 to 4. Do not mark 4 unless the statement is 
fully and completely true for you today. 

Every score is an invitation. The only  
wrong answer is the one that stops you  
from doing the work. 
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Version 1:  THE EXPLORER
Is M&A Right for Me?

Section A   |    Purpose & Personal Clarity

1
I have a clear vision for what I want my practice and my life to look like five to ten years 
from now. ➀ ➁ ➂ ➃

2
I understand what a merger or acquisition could give me — personally and 
professionally — that I cannot build on my own. ➀ ➁ ➂ ➃

3
I have thought seriously about whether inorganic growth through M&A aligns with 
what I want my practice to become. ➀ ➁ ➂ ➃

4
I know what legacy I want to leave through my work, and I have considered whether 
M&A advances or complicates that legacy. ➀ ➁ ➂ ➃

5
I have considered the key people in my world, such as clients, team, family, and 
thought through what a merger would mean for each of them. ➀ ➁ ➂ ➃

Section B   |    Leadership & Partnership Readiness

1
I understand how my leadership role would need to change if I merged with or acquired 
another team. ➀ ➁ ➂ ➃

2
I have thought about what kind of partner or principal I would need alongside me to 
make a merged team work. ➀ ➁ ➂ ➃

3
I am honest with myself about my strengths and limitations as a leader, and how a merger 
would test both. ➀ ➁ ➂ ➃

4
I have considered what a healthy post-merger working relationship with another principal 
would need to look like for me. ➀ ➁ ➂ ➃

5
I understand how a merger could affect — positively or negatively — my succession 
planning and the long-term future of my practice. ➀ ➁ ➂ ➃

Rate each statement below:      1 = Strongly Disagree      2 = Disagree      3 = Agree      4 = Strongly Agree 

Reminder: Do not mark 4 unless the statement is fully and completely true for you today.
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Section C   |    Operational Readiness

1
I have an honest picture of where my current operations are strong and where they 
are vulnerable going into a potential merger. ➀ ➁ ➂ ➃

2
I understand the complexity involved in combining two firms — teams, systems, 
processes, pricing, and compensation — and I am prepared to engage with that 
complexity.

➀ ➁ ➂ ➃

3
I have thought about what my firm's brand means to my clients, and what it would 
take to merge that brand with another without losing what matters. ➀ ➁ ➂ ➃

4
I am confident my current team is strong enough to absorb the change and 
uncertainty that a merger would bring. ➀ ➁ ➂ ➃

5
I believe my clients would remain with me, and be well-served through the transition 
a merger would require. ➀ ➁ ➂ ➃

Section D   |   Trust — Building It, Transferring It

1
I understand that client trust is tied to me personally, and I have thought about what it 
would take to transfer that trust to a merged firm. ➀ ➁ ➂ ➃

2
I have thought about how I would introduce a merger to my clients in a way that 
strengthens rather than threatens their confidence in me. ➀ ➁ ➂ ➃

3
I understand that my team’s loyalty is tied to me, and I have thought about what it 
would take to earn their trust in a new team and leadership structure. ➀ ➁ ➂ ➃

4
I am prepared to be transparent with clients, team members, and referral sources about 
a merger at the right time and in the right way. ➀ ➁ ➂ ➃

5
I have considered what could go wrong with trust during a merger, and whether I am 
prepared to manage those risks. ➀ ➁ ➂ ➃

Section E   |    Decision Readiness

1
I am exploring M&A from a position of strength, not because I feel pressured, cornered, or 
out of options. ➀ ➁ ➂ ➃

2
I have honestly compared what M&A could give me against what continuing to grow 
organically could give me, and I am open to where that comparison leads. ➀ ➁ ➂ ➃

3
I am willing to do the deep planning work — beyond valuation — that a successful merger 
actually requires. ➀ ➁ ➂ ➃

4
I do not have significant unresolved concerns about M&A that I have not yet been willing 
to examine honestly. ➀ ➁ ➂ ➃

5
I believe that if the right opportunity and the right partner emerged, I would be genuinely 
ready to explore this path seriously. ➀ ➁ ➂ ➃
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THE EXPLORER:  What Your Score Is Telling You

Total Score What it means

85 – 100

Strong Curiosity, Strong Foundation. You have 
done real thinking about M&A and your instincts 
are well-formed. A conversation with a ClientWise 
coach will help you sharpen your criteria and 
determine whether the timing is right to move 
forward.

65 – 84

Real Interest, Some Gaps. You are drawn to the 
idea but there are important questions you haven’t 
fully worked through yet. That’s exactly what the 
exploration process is for, and a compelling reason 
to go deeper with a coach.

40 – 64

Early Exploration. M&A may or may not be right 
for you. What’s clear is that more thinking is needed 
before you can know. A ClientWise coach can help 
you work through the questions that will bring you 
to clarity.

Below 40

Not Yet Ready to Explore. This isn’t a verdict 
— it’s information. Before M&A can be seriously 
considered, there is foundational work to do on 
vision, leadership, and firm readiness. That work is 
worth doing regardless of whether a merger ever 
happens.
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THE EXPLORER:  What Your Score Is Telling You

Total Score What it means

85 – 100

Strong Curiosity, Strong Foundation. You have 
done real thinking about M&A and your instincts 
are well-formed. A conversation with a ClientWise 
coach will help you sharpen your criteria and 
determine whether the timing is right to move 
forward.

65 – 84

Real Interest, Some Gaps. You are drawn to the 
idea but there are important questions you haven’t 
fully worked through yet. That’s exactly what the 
exploration process is for, and a compelling reason 
to go deeper with a coach.

40 – 64

Early Exploration. M&A may or may not be right 
for you. What’s clear is that more thinking is needed 
before you can know. A ClientWise coach can help 
you work through the questions that will bring you 
to clarity.

Below 40

Not Yet Ready to Explore. This isn’t a verdict 
— it’s information. Before M&A can be seriously 
considered, there is foundational work to do on 
vision, leadership, and firm readiness. That work is 
worth doing regardless of whether a merger ever 
happens.

THE EXPLORER:  Coaching Questions 
 
Take time to answer these honestly before your next 
conversation with a coach or colleague.

 1  �   �If you fast-forward five years and a merger happened 
— what does the best version of that outcome look like, 
and what does the worst version look like? What does 
the gap between those two outcomes tell you about 
what you need to know before proceeding?

 2  � �  �What would need to be true about a potential partner, 
their values, their leadership, their vision for the firm, for 
you to feel genuinely confident moving forward together?
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 3  � �  �Is your interest in M&A driven by something you are moving 
toward, or something you are moving away from? How does 
your answer shape the kind of transaction you should be 
considering?

 4  � �  ��What is the one conversation you have been avoiding — with 
yourself or with someone else — that would give you the most 
clarity about whether this is the right path for you?
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 5  � �  ��If a ClientWise coach sat across from you today and 
asked “Are you ready?” — what would you say, and what 
would you most need help working through to get there?
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Version 2:  THE DEALMAKER
Am I Doing This Better Than Before?

Section A   |    Purpose & Personal Clarity

1
I am clear about why I am pursuing this transaction, and my reasons go beyond 
financial gain to include what I am building long-term. ➀ ➁ ➂ ➃

2
I have learned from my prior transactions and I am applying those lessons deliberately 
to how I am approaching this one. ➀ ➁ ➂ ➃

3
I have honestly evaluated whether my prior transactions delivered what I expected, 
and I understand why they did or didn’t. ➀ ➁ ➂ ➃

4
I know what I want this merger to give me personally and professionally that my prior 
transactions did not fully deliver. ➀ ➁ ➂ ➃

5
I have considered the impact of this transaction on my key stakeholders, clients, team, 
family, and I have a clear picture of what I want for each of them. ➀ ➁ ➂ ➃

Section B   |    Leadership & Partnership Alignment

1
All principals are aligned on their post-merger roles, responsibilities, and authority, and 
those conversations have happened openly and honestly. ➀ ➁ ➂ ➃

2
I have been honest about how my leadership will need to shift as a result of this merger, 
and I am prepared to make those shifts. ➀ ➁ ➂ ➃

3
The principals have addressed their different leadership styles and philosophies directly, 
not assumed they will work themselves out. ➀ ➁ ➂ ➃

4
I have designed — not just hoped for — the kind of working relationship I want with the 
other principal(s) after this transaction closes. ➀ ➁ ➂ ➃

5
The principals have discussed how this merger affects each of their succession plans, and 
there is alignment on what that looks like. ➀ ➁ ➂ ➃

Rate each statement below:      1 = Strongly Disagree      2 = Disagree      3 = Agree      4 = Strongly Agree 

Reminder: Do not mark 4 unless the statement is fully and completely true for you today.
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Section C   |    Operational Readiness

1
I have a realistic picture of the operational complexity this merger will create, and I 
am not underestimating it based on past experience. ➀ ➁ ➂ ➃

2
There is a concrete plan for integrating teams, systems, processes, pricing, and 
compensation, not just an intention to figure it out. ➀ ➁ ➂ ➃

3
I have learned from past integration challenges and I am doing something specifically 
different this time as a result. ➀ ➁ ➂ ➃

4
The principals are aligned on how the brands will be merged, and the plan respects 
the trust that clients have placed in both. ➀ ➁ ➂ ➃

5
I am confident that clients from both teams will be fully and continuously served 
throughout this transition, not just protected on paper. ➀ ➁ ➂ ➃

Section D   |    Trust — Building It, Transferring It

1
I have a clear and specific plan for transferring client trust from my personal brand to 
the merged practice, not just a general intention to communicate well. ➀ ➁ ➂ ➃

2
I have identified the key messages needed to introduce the merged practice to clients 
and referral sources in a way that deepens rather than disrupts those relationships. ➀ ➁ ➂ ➃

3
I have honestly assessed what my team members are worried about, and I have a plan 
to address those concerns directly rather than hoping they resolve on their own. ➀ ➁ ➂ ➃

4
There is a complete and timed communication plan for the merger, not a list of things 
we plan to figure out as we go. ➀ ➁ ➂ ➃

5
I have learned from how trust broke down — with clients, team, or partners — in prior 
transactions and I am doing something specifically different this time. ➀ ➁ ➂ ➃

Section E   |    Decision Readiness

1
I know this merger will meet the needs of all principals — not just financially but 
personally and professionally — and that belief is based on real conversation, not 
assumption.

➀ ➁ ➂ ➃

2
I am clear about how I want this merger structured and I am prepared to move that 
conversation forward decisively. ➀ ➁ ➂ ➃

3
There are no significant concerns I am holding back that could undermine this merger if 
left unaddressed. ➀ ➁ ➂ ➃

4
I am doing the deep planning work — beyond valuation — that I know from experience 
makes the real difference between a merger that works and one that doesn’t. ➀ ➁ ➂ ➃

5
Looking at my prior transactions honestly, I believe this one has the profile to be my best, 
and I am treating it accordingly. ➀ ➁ ➂ ➃
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THE DEALMAKER:  What Your Score Is Telling You

Total Score What it means

85 – 100

Strong Readiness. Your experience is working 
for you, not against you. The Merger Maximizer™ 
will formalize and deepen the alignment you’ve 
already begun building, and give this transaction 
the strongest possible foundation.

65 – 84

Solid Foundation, Notable Gaps. You know 
enough to know what you don’t know, and that 
self-awareness is valuable. The Merger Maximizer™ 
will surface the areas where past patterns could 
repeat and help you close those gaps before they 
become problems.

40 – 64

Experience Without Full Alignment. You’ve 
done deals, but this one has dimensions 
that aren’t yet resolved. Proceeding without 
closing those gaps carries real risk. The Merger 
Maximizer™ is where that work gets done.

Below 40

Pause Before Proceeding. Your experience may 
be creating confidence that the scores don’t yet 
support. This is important information, and exactly 
the kind of honest signal the Merger Maximizer™ 
process is designed to surface and address.
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THE DEALMAKER:  What Your Score Is Telling You

Total Score What it means

85 – 100

Strong Readiness. Your experience is working 
for you, not against you. The Merger Maximizer™ 
will formalize and deepen the alignment you’ve 
already begun building, and give this transaction 
the strongest possible foundation.

65 – 84

Solid Foundation, Notable Gaps. You know 
enough to know what you don’t know, and that 
self-awareness is valuable. The Merger Maximizer™ 
will surface the areas where past patterns could 
repeat and help you close those gaps before they 
become problems.

40 – 64

Experience Without Full Alignment. You’ve 
done deals, but this one has dimensions 
that aren’t yet resolved. Proceeding without 
closing those gaps carries real risk. The Merger 
Maximizer™ is where that work gets done.

Below 40

Pause Before Proceeding. Your experience may 
be creating confidence that the scores don’t yet 
support. This is important information, and exactly 
the kind of honest signal the Merger Maximizer™ 
process is designed to surface and address.

THE DEALMAKER:  Coaching Questions 
 
Take time to answer these honestly before your next 
conversation with a coach or colleague.

 1  � �  �If you look back across every transaction you’ve 
been part of — which one came closest to what you 
actually hoped it would be, and what specifically made 
the difference? What would it take to engineer that 
outcome deliberately this time?

 2  � �  �Where in your prior transactions did the non-valuation 
work — leadership alignment, cultural integration, trust 
transfer — get shortchanged, and what did that cost you? 
Are you at risk of shortchanging it again?
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 3  � �  �Has the juice been worth the squeeze? Be honest about  
what your transactions have actually delivered — for you,  
for your clients, and for your team — and whether this  
one is positioned to deliver more?

 4  � �  ��What is the one thing you know you should do differently  
in this transaction that you haven’t fully committed to yet, 
and what is getting in the way?
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 5  � �  ��If you engaged the Merger Maximizer™ for this 
transaction and it worked exactly as designed, what 
would be different about the outcome, and what would 
that be worth to you?
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Version 3:  THE ARCHITECT
Is My M&A Engine As Good As I Think It Is?

Section A   |    Purpose & Strategic Clarity

1
My M&A strategy is clearly defined — I know exactly what I am looking for in a target, 
why, and how each transaction advances my firm’s long-term vision. ➀ ➁ ➂ ➃

2
I can distinguish between my best transactions and my weakest ones, and I know 
specifically what made the difference. ➀ ➁ ➂ ➃

3
My M&A criteria have evolved meaningfully since my first transaction, and that 
evolution reflects real learning, not just accumulated experience. ➀ ➁ ➂ ➃

4
I am pursuing this transaction because it fits my strategic profile, not because it was 
available, convenient, or good enough. ➀ ➁ ➂ ➃

5
I have a clear picture of what I want my practice to look like in five to ten years, and 
my M&A activity is deliberately engineered to produce that outcome. ➀ ➁ ➂ ➃

Section B   |    Leadership & Cultural Alignment

1
I have a rigorous process for evaluating leadership alignment, not just capability, before a 
transaction closes. ➀ ➁ ➂ ➃

2
I have a clear and honest picture of how my own leadership style affects the success of 
my integrations, and I am actively working on what needs to improve. ➀ ➁ ➂ ➃

3
The principals in this transaction have gone beyond surface-level alignment and have 
addressed the harder conversations about roles, authority, and operating philosophy. ➀ ➁ ➂ ➃

4
I evaluate cultural fit with the same rigor I apply to financial fit, and I have walked away 
from deals that didn’t pass that test. ➀ ➁ ➂ ➃

5
My track record on post-merger succession planning, for myself and for the teams I 
acquire, is something I am genuinely proud of. ➀ ➁ ➂ ➃

Rate each statement below:      1 = Strongly Disagree      2 = Disagree      3 = Agree      4 = Strongly Agree 

Reminder: Do not mark 4 unless the statement is fully and completely true for you today.
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Section C   |    Integration Excellence

1
I have a documented, repeatable integration process — not a general approach that I 
reconstruct from memory each time. ➀ ➁ ➂ ➃

2
I know exactly where in the integration process my deals most often break down, 
and I have built specific solutions to address those pressure points. ➀ ➁ ➂ ➃

3
My approach to integrating teams, not just systems and operations, has become 
more sophisticated with each transaction. ➀ ➁ ➂ ➃

4
The brand integration work in my transactions has been handled strategically, not just 
cosmetically — and clients have experienced the difference. ➀ ➁ ➂ ➃

5
I measure integration success with specific outcomes — not just the absence of  
visible problems. ➀ ➁ ➂ ➃

Section D   |    Trust at Scale

1
I have a proven methodology for transferring client trust at scale, one that protects 
relationships and reduces attrition during the transition. ➀ ➁ ➂ ➃

2
My communication strategy for mergers is sophisticated, timed, and tailored, not a 
generic announcement followed by a hope that clients will stay. ➀ ➁ ➂ ➃

3
I have cracked the challenge of earning team trust quickly in newly merged practice,  
and I can describe specifically how I do it. ➀ ➁ ➂ ➃

4
I have data — not just impressions — on client retention and satisfaction following  
my transactions. ➀ ➁ ➂ ➃

5
The referral sources of the practices I acquire remain engaged and productive after the 
merger closes, and I have a specific strategy for making that happen. ➀ ➁ ➂ ➃

Section E   |    Strategic Decision Readiness

1
I am honest with myself about which of my transactions truly exceeded expectations,  
not just closed successfully. ➀ ➁ ➂ ➃

2
My current M&A process is the most disciplined and thorough it has ever been, and I  
can point to specific improvements I’ve made over time. ➀ ➁ ➂ ➃

3
I do not have blind spots in my M&A approach that experienced advisors or coaches 
would identify — or if I do, I am actively working to surface and address them. ➀ ➁ ➂ ➃

4
I invest as much energy in the non-valuation work of a merger as I do in the financial  
and legal dimensions — because I know that’s where deals ultimately succeed or fail. ➀ ➁ ➂ ➃

5
I am building a practice through M&A that will outlast me, and every transaction I do is 
making that practice stronger, not just bigger. ➀ ➁ ➂ ➃
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THE ARCHITECT:  What Your Score Is Telling You

Total Score What it means

85 – 100

High Sophistication. Your M&A engine is  
well-developed. The Merger Maximizer™ will 
sharpen your process further, and give you a 
powerful framework to bring to the firms you 
are acquiring, creating alignment and reducing 
integration risk from the start.

65 – 84

Strong Experience, Selective Gaps. You’ve 
built real capability, and there are specific areas 
where your process has room to grow. The Merger 
Maximizer™ will help you identify and close 
those gaps before they compound across future 
transactions.

40 – 64

Volume Without Full Mastery. You’ve done the 
deals. The question is whether the outcomes have 
matched the ambition. The Merger Maximizer™ is 
designed to close the gap between activity and 
excellence, and to make each future transaction 
measurably better.

Below 40

Time to Rebuild the Engine. Doing more deals 
with an underperforming process produces more 
of the same outcomes. The Merger Maximizer™ 
offers a structured reset, and the opportunity to 
make every future transaction significantly more 
powerful.
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THE ARCHITECT:  What Your Score Is Telling You

Total Score What it means

85 – 100

High Sophistication. Your M&A engine is  
well-developed. The Merger Maximizer™ will 
sharpen your process further, and give you a 
powerful framework to bring to the firms you 
are acquiring, creating alignment and reducing 
integration risk from the start.

65 – 84

Strong Experience, Selective Gaps. You’ve 
built real capability, and there are specific areas 
where your process has room to grow. The Merger 
Maximizer™ will help you identify and close 
those gaps before they compound across future 
transactions.

40 – 64

Volume Without Full Mastery. You’ve done the 
deals. The question is whether the outcomes have 
matched the ambition. The Merger Maximizer™ is 
designed to close the gap between activity and 
excellence, and to make each future transaction 
measurably better.

Below 40

Time to Rebuild the Engine. Doing more deals 
with an underperforming process produces more 
of the same outcomes. The Merger Maximizer™ 
offers a structured reset, and the opportunity to 
make every future transaction significantly more 
powerful.

THE ARCHITECT:  Coaching Questions 
 
Take time to answer these honestly before your next 
conversation with a coach or colleague.

 1  � �  �If you held every transaction you’ve completed to a 
genuinely high standard — not just “it closed” but “it 
delivered what I envisioned” — how many would pass 
that test, and what does your answer tell you about 
where your process most needs to evolve?

 2  � �  �What would it mean for the teams you are acquiring if you 
brought a structured alignment framework like the Merger 
Maximizer™ to them as part of the deal? How would it 
change what they experience, and how would it change 
what you get on the other side of integration?
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 3  � �  �Where in your M&A process are you still relying on instinct when 
you should be relying on a system, and what is that costing you in 
time, energy, and outcomes? 
 

 4  � �  ��How do you currently evaluate the non-valuation dimensions 
of a potential acquisition — leadership character, cultural 
alignment, client trust dynamics — and how rigorous is that 
evaluation compared to your financial due diligence?
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 5  � �  ��What would your most successful transaction look like if 
you could do it again with everything you know now, and 
how the readiness assessment you just completed shows 
you where you stand.
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Coaching Questions for All
Legacy Is Built in the Decisions That Compound

The questions below ask you to look ahead, at the role inorganic 
growth will play in the future you’re shaping, and whether you’re 
approaching that future with the respect it deserves. These 
questions are for everyone: Explorer, Dealmaker, and Architect 
alike. Set aside time to reflect on them. Write your answers 
down. Bring them to your next coaching conversation with your 
ClientWise Certified Coach. If you are not engaged in working 
directly with a ClientWise Certified Coach, consider reaching out 
to a member of the ClientWise team. 
 

 4  � �  ��What role do you want inorganic growth to play in the 
future of your practice, and have you made that a conscious 
strategic decision, or has it simply been happening around 
you? The most successful practices in this industry don’t 
stumble into M&A. They build toward it. The question 
isn’t whether consolidation is happening. The question is 
whether you are leading your response to it, or reacting to it.

1



Notes:

    www.clientwise.com              www.clientwise.com/blog           (800) 732-0876                                            www.clientwise.com              www.clientwise.com/blog           (800) 732-0876                         23© 2026 ClientWise LLC  

2     �Five years from now, what do you want to be able 
to say about the M&A decisions you made, and what 
would you need to do differently starting today to 
be able to say it? Legacy is built in the decisions that 
compound. The transactions you do, or don’t do, over 
the next five years will shape what your practice is, 
what it’s worth, and who leads it. Are you making 
those decisions with that kind of intentionality?

3     ���What is the single biggest obstacle standing between 
where your practice is today and the inorganic growth 
future you envision, and is that obstacle external, or 
is it you? The most honest answer to this question 
is rarely about market conditions, valuations, or 
deal flow. It is usually about clarity, courage, and 
preparation. What does your honest answer reveal?



Notes:

     www.clientwise.com              www.clientwise.com/blog           (800) 732-0876                                24 © 2026 ClientWise LLC  

4     ���Who in your world, a potential partner, a key team member, a 
successor, needs to be part of your inorganic growth thinking, 
and have you brought them into that conversation yet? M&A 
doesn’t happen in isolation. The decisions you make ripple 
outward, through your team, your clients, your partners, and 
your successors. The leaders who do this well bring the right 
people into the conversation early. Have you? 
 
 
 
 
 
 
 

5     � ��If you engaged a ClientWise coach today and committed to  
the Merger Maximizer™ Coaching Program, what is the best 
possible outcome you can imagine for your practice twelve 
months from now, and what is that outcome worth to you?  
This is the question that matters most. Not where you are. 
Where you could be, if you decided to do the work.
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MY KEY LEARNINGS
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Your Next Step

No matter where you landed on this assessment: Explorer, 
Dealmaker, or Architect, the next step is the same. 

The ClientWise Merger Maximizer™  
Coaching Program

 
This is a 12 to 16-week structured coaching initiative designed 
specifically for where you are now. It helps you develop the 
alignment, clarity, and confidence needed for every successful 
transaction, covering purpose and impact, leadership, operations, 
trust, and final business alignment. 

For the EXPLORER
Creates the foundation that makes  

a first merger possible.

For the DEALMAKER
Sharpens what experience 

alone hasn’t solved.

For the ARCHITECT
Gives you something extraordinary  

to offer the firms you acquire.

The ClientWise Merger Maximizer™ doesn’t help  
you do a deal. It helps you do the right deal,  

the right way, and build something that lasts.
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 ACCESS CLIENTWISE RESOURCES 

Podcast, Blog, Content, Team Tips  
and Community eXchange™

 

 

 BEST in the
Business

THE CLIENTWISE BLOG
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About ClientWise

ClientWise is the premier business and executive coaching firm 
working exclusively with financial professionals. Through the 
growth of individuals at all production levels, our mission is to 
develop leaders who raise the industry standards of professionalism, 
service, commitment and integrity. Financial professionals become 
resourceful problem solvers, more adept practice managers, and 
better business owners through the ClientWise coaching process. In 
turn, they bring these sustainable skills to benefit their clients, their 
businesses, their institutions, and ultimately the industry overall. 

As members of the International Coaching Federation (ICF), 
our coaches adhere to a strict code of ethics and are provided 
with unique experiences that allow them access to the 
challenges and opportunities faced by financial professionals 
on a daily basis. Each coaching program is distinctively 
tailored to match the professionals’ objectives, through 
services ranging from individual and team coaching, workshop 
facilitation, team facilitation, and coaching skills training. 

This coaching process is coupled with our original ClientWise practice 
management content, which is developed from in-depth research 
by industry experts in both coaching and financial services. These 
proprietary tools and databases, including  The ClientWise Benchmark 
Assessment Report TM and The ClientWise Coach Insights DatabaseTM,  
contain best practices from leading professionals and access to 
the most significant financial trends and influences worldwide. 

Our ability to provide sound industry knowledge through 
the powerful lens of a coaching partnership is unmatched, 
and this combination solidifies the ClientWise advantage. 

Our Philosophy

The Coaching Partnership

The coaching relationship, unlike that of consulting or advising, 
is a partnership formed between the financial professional and 
the coach. The relationship between the two evolves as the 
professional’s business evolves, and as the financial services 
industry in which it resides evolves. Throughout this partnership, 
financial professionals work through their initial goals so that 
they can later attain successively larger goals independently, 
having achieved the intellectual and emotional mechanisms to 
self-coach and self-guide through their coaching program. 

While each coaching program is defined by a specific timeframe,  
the relationship between coach and professional, and the tools and 
to take advantage of the lasting relationship with their coaches by 
continuing to model the journey learning initiated by their partnership.
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As our overarching mission is to generate consistent industry 
improvement through the growth of individual professionals, 
we continually tap into our resources to generate the best 
practice management tools and content with which to fuel 
that improvement. When the financial services industry shifts 
and changes the environment, we have clarity around how to 
evolve with it. Our proprietary content and coaching tune up 
programs allow financial professionals the ability to evolve 
alongside ClientWise throughout the life of their businesses, 
providing even more opportunities for success moving forward.

The Axis of Coaching & Content
Content alone, delivered en masse, will not help financial 
professionals achieve the level of success they desire. Nor will 
content alone increase the productivity of a given firm or the 
financial services industry on the whole. Proof of this lies 
in a marketplace laden with content that is accessible to all 
financial professionals, the majority of whom continually fall 
short of their goals. Instead, it is the unique axis at which great 
content meets a powerful coaching partnership that success 
is achieved. And it is from here that our founder, Ray Sclafani, 
launched ClientWise. Ray’s understanding of advisor behavior, 
especially as related to the acquisition programs he created 
at Alliance Bernstein, motivated him to launch ClientWise 
in 2006, and develop the distinctive relationship between 
coaching and content that is now a ClientWise signature. 

Our clients’ success stories continue to prove that strong content 
supported by our scalable ClientWise coaching programs achieves 
far better and more sustainable business results than content alone. 

Get Started

Learn more about The ClientWise Coaching Partnership  
and begin to create sustainable business results.

Sophia Harbas

Director of Coaching Services

914.269.0051  

sharbas@clientwise.com

	      sophiaharbas 

      @clientwise

Ray Sclafani

Founder and CEO

914.269.0050 

ray@clientwise.com

	      raysclafani 

      @raysclafani
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Notes:



 
 

 

Speak with us directly:

      (800) 732-0876

Check out our website:

      clientwise.com

Read our blog:

      clientwise.com/blog

Join us on LinkedIn: 

      clientwise

Follow us on X:

      @clientwise

       

Connect with ClientWise

ClientWise Coaching and Consulting Services
	u Executive Coaching

	u Research Services

	u Curriculum Design and Program Development

	u Presentation Delivery and Workshop Facilitation

	u Professional Development and Coaching Services

ClientWise Financial Services Clients
	u Industry Executives

	u Wealth Advisors

	u Financial Advisors 

	u Broker Dealer & Registered Investment Advisors

	u Asset-Management and Insurance Companies

 

Contact ClientWise 
Ray Sclafani

Founder and CEO

914.269.0050 

ray@clientwise.com

	      raysclafani 

      @raysclafani

       

Sophia Harbas

Director of Coaching

914.269.0051 

sharbas@clientwise.com

	      sophia-harbas 

      @clientwise

       


	Text Field 11088: 
	Text Field 227: 
	Text Field 228: 
	Text Field 230: 
	Text Field 260: 
	Text Field 261: 
	Text Field 229: 
	Check Box 300: Off
	Check Box 301: Off
	Check Box 302: Off
	Check Box 303: Off
	Check Box 304: Off
	Check Box 305: Off
	Check Box 306: Off
	Check Box 307: Off
	Check Box 308: Off
	Check Box 309: Off
	Check Box 310: Off
	Check Box 311: Off
	Check Box 312: Off
	Check Box 313: Off
	Check Box 314: Off
	Check Box 315: Off
	Check Box 316: Off
	Check Box 317: Off
	Check Box 318: Off
	Check Box 319: Off
	Check Box 320: Off
	Check Box 2080: Off
	Check Box 321: Off
	Check Box 2081: Off
	Check Box 322: Off
	Check Box 2082: Off
	Check Box 323: Off
	Check Box 2083: Off
	Check Box 324: Off
	Check Box 2084: Off
	Check Box 325: Off
	Check Box 2085: Off
	Check Box 326: Off
	Check Box 2086: Off
	Check Box 327: Off
	Check Box 2087: Off
	Check Box 328: Off
	Check Box 2088: Off
	Check Box 329: Off
	Check Box 2089: Off
	Check Box 330: Off
	Check Box 331: Off
	Check Box 332: Off
	Check Box 333: Off
	Check Box 334: Off
	Check Box 335: Off
	Check Box 336: Off
	Check Box 337: Off
	Check Box 338: Off
	Check Box 339: Off
	Check Box 340: Off
	Check Box 341: Off
	Check Box 342: Off
	Check Box 343: Off
	Check Box 344: Off
	Check Box 345: Off
	Check Box 346: Off
	Check Box 347: Off
	Check Box 348: Off
	Check Box 349: Off
	Check Box 350: Off
	Check Box 351: Off
	Check Box 352: Off
	Check Box 353: Off
	Check Box 354: Off
	Check Box 355: Off
	Check Box 356: Off
	Check Box 357: Off
	Check Box 358: Off
	Check Box 359: Off
	Check Box 2090: Off
	Check Box 2091: Off
	Check Box 2092: Off
	Check Box 2093: Off
	Check Box 2094: Off
	Check Box 2095: Off
	Check Box 2096: Off
	Check Box 2097: Off
	Check Box 2098: Off
	Check Box 2099: Off
	Check Box 20100: Off
	Check Box 20101: Off
	Check Box 20102: Off
	Check Box 20103: Off
	Check Box 20104: Off
	Check Box 20105: Off
	Check Box 20106: Off
	Check Box 20107: Off
	Check Box 20108: Off
	Check Box 20109: Off
	Check Box 20110: Off
	Check Box 20111: Off
	Check Box 20112: Off
	Check Box 20113: Off
	Check Box 20114: Off
	Check Box 20115: Off
	Check Box 20116: Off
	Check Box 20117: Off
	Check Box 20118: Off
	Check Box 20119: Off
	Text Field 231: 
	Text Field 232: 
	Text Field 233: 
	Text Field 234: 
	Text Field 123: 
	Page 10: 
	Page 14: 
	Page 16: 
	Page 20: 
	Page 22: 
	Page 24: 
	Page 26: 
	Page 28: 
	Page 30: 

	Text Field 235: 
	Text Field 236: 
	Text Field 122: 
	Page 11: 
	Page 15: 
	Page 17: 
	Page 21: 
	Page 23: 
	Page 25: 
	Page 27: 
	Page 31: 

	Text Field 237: 
	Check Box 168: Off
	Check Box 190: Off
	Check Box 174: Off
	Check Box 191: Off
	Check Box 178: Off
	Check Box 192: Off
	Check Box 182: Off
	Check Box 193: Off
	Check Box 186: Off
	Check Box 194: Off
	Check Box 171: Off
	Check Box 195: Off
	Check Box 175: Off
	Check Box 196: Off
	Check Box 179: Off
	Check Box 197: Off
	Check Box 183: Off
	Check Box 198: Off
	Check Box 187: Off
	Check Box 199: Off
	Check Box 172: Off
	Check Box 200: Off
	Check Box 176: Off
	Check Box 201: Off
	Check Box 180: Off
	Check Box 202: Off
	Check Box 184: Off
	Check Box 203: Off
	Check Box 188: Off
	Check Box 204: Off
	Check Box 173: Off
	Check Box 205: Off
	Check Box 177: Off
	Check Box 206: Off
	Check Box 181: Off
	Check Box 207: Off
	Check Box 185: Off
	Check Box 208: Off
	Check Box 189: Off
	Check Box 209: Off
	Check Box 210: Off
	Check Box 220: Off
	Check Box 230: Off
	Check Box 212: Off
	Check Box 221: Off
	Check Box 231: Off
	Check Box 214: Off
	Check Box 222: Off
	Check Box 232: Off
	Check Box 216: Off
	Check Box 223: Off
	Check Box 233: Off
	Check Box 218: Off
	Check Box 224: Off
	Check Box 234: Off
	Check Box 211: Off
	Check Box 225: Off
	Check Box 235: Off
	Check Box 213: Off
	Check Box 226: Off
	Check Box 236: Off
	Check Box 215: Off
	Check Box 227: Off
	Check Box 237: Off
	Check Box 217: Off
	Check Box 228: Off
	Check Box 238: Off
	Check Box 219: Off
	Check Box 229: Off
	Check Box 239: Off
	Check Box 2010: Off
	Check Box 2020: Off
	Check Box 2030: Off
	Check Box 2012: Off
	Check Box 2021: Off
	Check Box 2031: Off
	Check Box 2014: Off
	Check Box 2022: Off
	Check Box 2032: Off
	Check Box 2016: Off
	Check Box 2023: Off
	Check Box 2033: Off
	Check Box 2018: Off
	Check Box 2024: Off
	Check Box 2034: Off
	Check Box 2011: Off
	Check Box 2025: Off
	Check Box 2035: Off
	Check Box 2013: Off
	Check Box 2026: Off
	Check Box 2036: Off
	Check Box 2015: Off
	Check Box 2027: Off
	Check Box 2037: Off
	Check Box 2017: Off
	Check Box 2028: Off
	Check Box 2038: Off
	Check Box 2019: Off
	Check Box 2029: Off
	Check Box 2039: Off
	Text Field 238: 
	Text Field 239: 
	Text Field 240: 
	Text Field 241: 
	Text Field 242: 
	Check Box 240: Off
	Check Box 241: Off
	Check Box 242: Off
	Check Box 243: Off
	Check Box 244: Off
	Check Box 245: Off
	Check Box 246: Off
	Check Box 247: Off
	Check Box 248: Off
	Check Box 249: Off
	Check Box 250: Off
	Check Box 251: Off
	Check Box 252: Off
	Check Box 253: Off
	Check Box 254: Off
	Check Box 255: Off
	Check Box 256: Off
	Check Box 257: Off
	Check Box 258: Off
	Check Box 259: Off
	Check Box 260: Off
	Check Box 2040: Off
	Check Box 261: Off
	Check Box 2041: Off
	Check Box 262: Off
	Check Box 2042: Off
	Check Box 263: Off
	Check Box 2043: Off
	Check Box 264: Off
	Check Box 2044: Off
	Check Box 265: Off
	Check Box 2045: Off
	Check Box 266: Off
	Check Box 2046: Off
	Check Box 267: Off
	Check Box 2047: Off
	Check Box 268: Off
	Check Box 2048: Off
	Check Box 269: Off
	Check Box 2049: Off
	Check Box 270: Off
	Check Box 271: Off
	Check Box 272: Off
	Check Box 273: Off
	Check Box 274: Off
	Check Box 275: Off
	Check Box 276: Off
	Check Box 277: Off
	Check Box 278: Off
	Check Box 279: Off
	Check Box 280: Off
	Check Box 281: Off
	Check Box 282: Off
	Check Box 283: Off
	Check Box 284: Off
	Check Box 285: Off
	Check Box 286: Off
	Check Box 287: Off
	Check Box 288: Off
	Check Box 289: Off
	Check Box 290: Off
	Check Box 291: Off
	Check Box 292: Off
	Check Box 293: Off
	Check Box 294: Off
	Check Box 295: Off
	Check Box 296: Off
	Check Box 297: Off
	Check Box 298: Off
	Check Box 299: Off
	Check Box 2050: Off
	Check Box 2051: Off
	Check Box 2052: Off
	Check Box 2053: Off
	Check Box 2054: Off
	Check Box 2055: Off
	Check Box 2056: Off
	Check Box 2057: Off
	Check Box 2058: Off
	Check Box 2059: Off
	Check Box 2060: Off
	Check Box 2061: Off
	Check Box 2062: Off
	Check Box 2063: Off
	Check Box 2064: Off
	Check Box 2065: Off
	Check Box 2066: Off
	Check Box 2067: Off
	Check Box 2068: Off
	Check Box 2069: Off
	Check Box 2070: Off
	Check Box 2071: Off
	Check Box 2072: Off
	Check Box 2073: Off
	Check Box 2074: Off
	Check Box 2075: Off
	Check Box 2076: Off
	Check Box 2077: Off
	Check Box 2078: Off
	Check Box 2079: Off
	Text Field 243: 
	Text Field 244: 
	Text Field 245: 
	Text Field 246: 
	Text Field 247: 
	Text Field 250: 
	Text Field 249: 
	Text Field 251: 
	Text Field 253: 
	Text Field 254: 
	Text Field 255: 
	Text Field 256: 
	Text Field 257: 
	Text Field 258: 
	Text Field 259: 
	Text Field 120: 
	Page 32: 
	Page 34: 

	Text Field 121: 
	Page 33: 
	Page 35: 



