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Develop a Bias Towards Action
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Step Manager Individual Contributor (IC)

IF YOU NEED TO DO THE TASK…
• How important is it for you yourself to do it? 
• Instead, can you delegate it to one of your 

direct reports?

• Is the task in harmony with what your 
manager’s priorities are? 

• Is it in the company’s best interest?

IS THIS THE BEST THING I CAN BE 
DOING WITH MY TIME RIGHT NOW? 
(See next slide: Actions Towards Goals) 
• What are the company goals?
• Based on those goals, what should 

my work goals be?
• What are the actions I can do to 

achieve those goals/make 
incremental progress?

Your main job is likely following up on actions 
with your immediate team and cross-
functionally with other department heads.

Your main job is likely working on projects you 
and your manager have collectively agreed 
on you owning.

HOW CAN I MAKE THIS ACTION 
HAPPEN IN THE NEXT 30 MINUTES?

Challenge direct reports to act with autonomy. 
Frame your ask: “What do you intend to do?” 

Optimize for getting something in front of an 
audience and iterating from there. Don’t let 
perfection be the enemy of progress.

WHAT CAN I ACCOMPLISH BEFORE 
SOMEONE ASSIGNS ME AN ACTION?

Predict the needs of the organization before 
anyone asks you to do it. 

What is the next action item I can take to 
advance my manager’s goals before they 
even need to think about asking me?

CoachingFounder.com, 2022
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Last quarter Dynasty introduced the energy audit to help leaders analyze capacity and delegate.  That exercise focused on optimizing one’s time and energy by 
eliminating draining activities that aren’t essential. Developing a bias towards action goes a step further to help managers and individual contributors prioritize those 
essential tasks by mapping them to company and individual goals in a sequenced framework. 

START HERE
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Actions Towards Goals Framework
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Look at your 
firm’s goals.

•Mission, vision, 
values

•OKRs/KPIs
•Product road 
map

Look at your 
Areas of 

Responsibility 
(AORs).

•No single point 
of failure

• Implementation

Look at your 
action tracker. 

•Examine the 
agreements 
you’ve made 
with others on 
the tasks you’ve 
agreed to own

WHAT ARE THE ACTIONS I 
CAN DO TO FINISH THOSE 
GOALS OR MAKE 
INCREMENTAL 
PROGRESS?

How to Answer: Is this the best thing I can be doing with my time right now?
The Actions Towards Goals Framework helps you prioritize by giving you a way to connect your output directly to your 
firm’s goals. Mapping back your actions from the company goals and then your own goals ensures incremental progress 
towards a measurable target. 

Step 1. Step 2. Identify:

WHAT ARE THE FIRM GOALS?

BASED ON THOSE GOALS, 
WHAT SHOULD MY WORK 
GOALS BE?

CoachingFounder.com, 2022

D Y N A S T Y  G U I D A N C E :
Wondering what those firm goals are? Or 
what your individual work goals should 
be? Engage your Dynasty Relationship 
Manager for a business planning session 
that produces a project timeline and 
identifies clear firm objectives for the 
year ahead.
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Advertising and Marketing
The new marketing rule has been an area of particular 

interest in recent industry exams and the Dynasty 
Network. While most firms have not yet leveraged 

testimonials and endorsements, third-party ratings have 
been the focus of recent exams. If you are advertising the 

ratings you have won, make sure that you have the 
proper disclosures, including, 1) the date of the award, 2) 

the time period of the consideration of the award, 3) 
whether compensation was provided to be considered 
for the award, and 4) the criteria or methodology of the 

award. Also be aware that the font size of the award 
needs to be the same as the original advertisement itself, 
as this has been pointed out in a recent deficiency letter. 

If you have any questions or concerns, please reach out 
to the Dynasty Compliance team. 

. 

Custody and Crypto 
The SEC proposed new custody rules this past spring 
that would expand the scope of the existing Custody 

Rule beyond “client funds and securities” to include 
any “funds, securities, or other positions held in the 

client’s account.” The SEC’s aim here is to get a handle 
on crypto. This rule has reportedly been dropped, but 

the SEC is still zeroing in on crypto wherever possible. If 
your firm currently advises clients that hold 

cryptocurrency or other alternative assets, please make 
sure that your policies and procedures are tight around 
these practices. The SEC has asked and will investigate 

crypto whenever they see any sign of it within a 
regulatory exam. If you have any questions or concerns, 

please reach out to the Dynasty Compliance team.  

Cybersecurity
Although the SEC’s cyber rules have never been 
finalized, it is still within an advisor’s fiduciary duty to 
vet vendors and protect client data. On an initial and 
ongoing basis, you should, 1) perform due diligence 
on your firm’s vendors to see what their data sharing 
policies and procedures are, 2) perform cyber related 
testing such as penetration testing and phishing 
simulations, and 3) review your privacy policy to 
ensure that your firms practices align with your 
stated privacy policy. Fortunately, Dynasty 
Technology and Cybersecurity Services can assist 
you with all the above. 

Electronic Communications 
This is related to enforcement actions against 
firms not archiving business text messages to 
clients. Compliance in this area is currently a top 
concern.  Over the past year or so, the SEC has 
proposed and is in the process of adopting 
several new rules and regulations and there 
seems to be no end in sight. This has alarmed 
RIA firms, as these new rules are time 
consuming, the money spent to comply is 
significant, and may be hindering company 
growth.

Dynasty Insights Coming Out of Recent Compliance Exams
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• In their recent survey, Envestnet found that 64% of advisors work with more than one custodian. That percentage increases for advisors with 
larger AUM figures: 74% of advisors with $500mm or more in assets work with at least two custodians.

• Additionally, 24% of RIAs surveyed are exploring adding a new custodian within the next twelve months across all asset levels.  

¹Envestnet Advisor Perspectives: ENV Market Intelligence Survey, Spring 2023. 6

S U R V E Y  F I N D I N G S  
• RIAs most often commented on “Service/Relationship Support” and “Technology/User Interfaces” – with varied responses. 
• Most responses agreed that the biggest benefits include “Overall simplicity/Good value” and “Brand/Reputation/Scale.”
• Most responses agreed that some of the main drawbacks are the perceived channel conflicts, i.e., “Competing with me” and 

“Bureaucracy/Red tape” associated with these larger custodial entities. 

Pros and Cons of Custodians
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Sources: HBS, SCORE, Deloitte, Congressional Budget Office, US 
Chamber of Commerce, and Bureau of Economic Analysis.  7

63% of the US 
GDP comes 
from family-
owned 
businesses 
representing 
5.5 million 
firms

63%

Of family-
owned firms 
comprise 
about 30% of 
wages and 
about 35% of 
employment 
across the US.

35%

Number of 
new business 
applications 
filed since 
March 2020, 
totaling more 
than the 
combined past 
five years 
leading up to 
the pandemic.   

$16.6

Plan on 
increased 
revenues in the 
next 12 months 
and 42% are 
planning to 
increase 
investments.  

71%

State that 
rising interest 
rates are 
limiting their 
ability to raise 
capital. 

76%

Talking to Family Businesses about Succession Planning
According to Deloitte’s report on “Business Succession Planning, Cultivating Enduring Value,” the next 10-15 years may bring about substantial 
transfers of wealth through the business ownership transfers across generations and new ownership structures.   

SUCCESSION PLANNING BY THE NUMBERS: 

D Y N A S T Y  
G U I D A N C E :

Position your firm as a leader in 
this space by engaging your 

business-owning families, being 
more connected to local business 

organizations, reaching out to 
professionals for collaboration 

opportunities, and working with 
Dynasty’s Marketing and 

Investment Banking teams for 
advice on branding and capital 
raising options. Clients will not 

know you have this capability 
unless you are proactively talking 

to them about it. 

THE OPPORTUNITY:

Of family-owned 
firms remain in 
the family over 
60 years.

Of family-owned 
firms include the 
younger family 
members on 
their boards to 
nurture them 
into 
management 
positions.

Of family-owned 
business owners 
expect to retire 
in five years and 
do not have a 
successor.

Of family-owned 
firms survive the 
transition from 1st 
to 2nd generation 
ownership. 

Million family-
owned businesses 
are run by a 
married or 
committed couple.

13%
40%

47%

1.2mm
30%
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✓ Although referrals by friends, family members, and colleagues 
remain the primary way investors find a new advisor, wealthier 
investors ($5mm+) rely less on referrals when compared to 
other wealth segments.
✓ Does your firm have a strategy to move upmarket? 

✓ 21-26% of investors across all wealth segments are referred by 
a professional advisor (e.g., accountant or lawyer). 
✓ Does your firm have a comprehensive COI strategy?

✓ There is evidence that younger investors (<35 and 35-44) are 
leveraging social media, blogs, or other online sources to find 
a new advisor, more so than older generations (45+).
✓ Does your firm have a digital client acquisition strategy?

✓ Additionally, younger investors (<35 and 35-44) are more likely 
than older age groups (45+) to leverage advisor matching 
services.
✓ Does your firm leverage a service to bring leads to your 
door?

1Dynasty Connect Survey 2023. 8

Finding a New Advisor by Age1

Finding a New Advisor by Wealth1

The Rise in Lead-Gen Interest
Dynasty Connect recently conducted an investor survey and discovered the following 1 
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1Envestnet Market Intelligence Survey 2023.
9

The Rise in Lead-Gen Interest
Sustaining organic growth rates becomes increasingly difficult as RIAs reach certain AUM levels, begging the question: 
Should an RIA continue to build out their internal business development capabilities and tech stack, or should it 
outsource lead-gen to continue to drive organic growth? 

D Y N A S T Y  G U I D A N C E :
As the filtering and matching process becomes more informed, especially with advancements in AI, Dynasty believes that adoption and satisfaction of lead-gen 
tools will improve. Although there is continued interest in digital marketing and lead-gen tools, it’s important to point out that 26% of investors with $5mm+ are 
referred by a professional advisor (e.g., accountant or lawyer)2.  This highlights the importance of cultivating relationships with Centers of Influence (COIs). If you 
are interested in developing a formal COI strategy, talk to your Dynasty Relationship Manager about best practices and actionable tactics.

Only 18% of 
advisors 
surveyed by 
Envestnet 
have used 
lead-gen 
services (e.g., 
SmartAsset 
and Zoe 
Financial).

18%
Of those 
advisors, 78% 
were not 
satisfied with 
the results1. 

78% 
Of advisors 
surveyed that 
haven’t 
leveraged lead-
gen tools at all 
report that 
they’re not 
interested in 
exploring them.

30%

• However, digital marketing/lead-gen was identified as a top three capability that a 
firm needs to add or improve to their business1.

CURRENT CHALLENGES WITH LEAD-
GEN INCLUDE: 

• A LACK OF LEAD QUALITY

• TIMING TO RECEIVE LEADS IS LENGTHY

• LOW RETURN ON INVESTMENT (ROI)

• INEPTITUDE IN IDENTIFYING INVESTOR 

NEEDS

2Dynasty Connect Survey 2023.
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Important Disclosures
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Dynasty Financial Partners is a U.S. registered trademark of Dynasty Financial Partners, LLC (“Dynasty”). Dynasty is a brand name, and functions 
through Dynasty’s wholly owned subsidiary, Dynasty Wealth Management, LLC, (“DWM”) a registered investment adviser with the Securities and 
Exchange Commission, when providing investment services. Any reference to the terms “registered investment adviser” or “registered” does not imply 
that Dynasty or any person associated with Dynasty has achieved a certain level of skill or training. A copy of DWM’s current written disclosure 
statement discussing our advisory services and fees is available for your review upon request.

This document is for private and confidential use only, and not intended for broad usage or dissemination. Its message is intended for the exclusive use 
of members or prospective members considering joining the Dynasty Network of registered investment advisers. It should not be construed as an 
attempt to sell or solicit any products or services of DWM or any investment strategy, nor should it be construed as legal, accounting, tax or other 
professional advice. This material is proprietary and may not be reproduced, transferred, modified or distributed in any form without prior written 
permission from Dynasty. Dynasty reserves the right, at any time and without notice, to amend, or cease publication of the information contained 
herein.

Certain of the information contained herein has been obtained from third-party sources and has not been independently verified. It is made available 
on an "as is" basis without warranty. Any strategies or investment programs described in this presentation are provided for educational purposes only 
and are not necessarily indicative of securities offered for sale or private placement offerings available to any investor. The views expressed in the 
referenced materials are subject to change based on market and other conditions. This document contains certain statements that may be deemed 
forward-looking statements. Please note that any such statements are not guarantees of any future performance; actual results or developments may 
differ materially from those projected. Any projections, market outlooks, or estimates are based upon certain assumptions and should not be construed 
as indicative of actual events that will occur.

Dynasty Securities Disclosure

Dynasty’s wholly owned subsidiary Dynasty Securities LLC (“Dynasty Securities”) is a U.S. registered broker-dealer and member FINRA/SIPC. The 
products or services referenced herein may be available through other broker-dealers, or bank and non-bank affiliates of major investment firms that 
Dynasty through its affiliate Dynasty Securities has entered into revenue sharing arrangements with. Dynasty Securities may receive fees in relation to 
Dynasty Select platform transactions, however,  it does not hold customer securities or customer funds. 
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