Strategic Acquisition Target Report for
InVestra Financial Services

Building a Scalable Female-Led Wealth Advisory Platform

Executive Summary

InVestra Financial Services is uniquely positioned to capitalize on one of the strongest secular
trends in wealth management: the consolidation of small independent advisory firms seeking
scale, operational support, succession planning, and enhanced client service capabilities.

The broader RIA industry is currently experiencing record acquisition activity driven by:

e advisor succession concerns,

operational complexity,

regulatory burden,

rising technology costs,

recruiting pressure,

and demand for integrated planning services. (FA Magazine)

InVestra’s ideal acquisition profile is not large institutional RIAs.
Instead, the firm has an opportunity to dominate a highly underserved market segment:

Female-led boutique advisory firms with strong client loyalty but limited operational
infrastructure.

This strategy aligns directly with InVestra’s:

women-focused branding,

family-office-style positioning,

boutique identity,

and scalable operational platform through Visionary Square / Independent Advisor
Alliance and LPL Financial. (InVestra Financial)

Strategic Acquisition Thesis

Core Hypothesis

Many small independent female-led advisory firms:


https://www.fa-mag.com/news/growth--succession-fuel-record-start-to-2026-ria-m-a-market-86649.html?utm_source=chatgpt.com
https://investra.com/wp-content/uploads/2026/04/InVestra.com-Market-Position-and-Capabilities-Report.pdf?utm_source=chatgpt.com

e are operationally overwhelmed,

e undercapitalized,

e under-supported,

e and increasingly burdened by compliance and technology demands.

These firms often possess:

e exceptional client relationships,

e high retention,

o emotionally loyal client bases,

e and strong planning capabilities,
but lack:

e operational scale,

o integrated expertise,

e recruiting leverage,

e succession planning,

e and growth infrastructure.

InVestra can position itself as:
e a strategic home,

o growth partner,
e and operational relief platform.

Ideal Acquisition Profile

Target Firm Characteristics

1. Female-Led RIAs or Hybrid Practices
Ideal candidates:

o founder-led

o relationship-centric

e planning-heavy

o lifestyle-constrained

e emotionally attached to clients

e hesitant to “sell out” to large consolidators

These firms are often more culturally aligned with InVestra’s branding than traditional
acquisition targets.



2. Assets Under Management Range
Optimal acquisition range:
e $75M-$750M AUM

Sweet spot:

o $150M-$400M AUM

Reasoning:
o Large enough to contribute meaningful growth
e Small enough to integrate culturally
o Often operationally stretched
e Usually lacking internal specialists

3. Geographic Focus
Priority regions:

Florida
Georgia
Carolinas
Tennessee
Texas
Virginia

Secondary targets:

¢ Midwest suburban wealth markets
e Affluent migration markets

These geographies align with:

wealth migration,

affluent retirees,
business-owner populations,
and executive relocation trends.



The InVestra Value Proposition to
Acquisition Targets

1. “Keep Your Relationships, Lose the Operational Burden”

This should become the central recruiting and acquisition message.
Most boutique advisory founders are exhausted by:

o compliance,

HR,

payroll,

operations,

vendor management,
technology stacks,
cybersecurity,

and marketing.

InVestra can offer:

operational relief,

centralized support,

compliance infrastructure,
investment management support,
and integrated specialists.

This is emotionally powerful for founders nearing burnout.

2. Salary + Equity + Upside Structure
Many female-led firms are trapped in:

e variable income,

¢ Dbusiness-owner stress,

e and limited enterprise value realization.
InVestra can differentiate itself by offering:

e guaranteed compensation,

e equity participation,
e enterprise upside,



e succession liquidity,
o growth incentives,
e and reduced personal risk.

This is materially different from many PE-style consolidators.

3. “Professional Team Around the Advisor”

This may become InVestra’s strongest differentiator.
Most small RIAs cannot internally support:

CFPs,

CPAs,

estate attorneys,
insurance specialists,

tax strategists,
investment analysts,

and operations personnel.

InVestra can create:
a true multidisciplinary advisory ecosystem.
This elevates:

e advisor confidence,

¢ client outcomes,
o and referral opportunities.

Strategic Integration Model

Recommended Platform Structure

Phase 1 — Advisory Consolidation
Acquire or affiliate:

o independent RIAs,
e hybrid advisors,



e succession-transition practices,
o and lifestyle firms.

Allow them to:

o retain local branding initially,
o preserve client familiarity,
e and integrate gradually.

Phase 2 — Shared Services Layer

Centralize:

compliance,

operations,

marketing,

HR,

custodial management,
portfolio systems,

planning software,

o and client service operations.

This creates:

e operating leverage,
e margin expansion,
o and advisor relief.

Phase 3 — Integrated Specialist Team

This is where InVestra can become truly differentiated.

CPA Integration Strategy

Why This Matters

Tax planning is rapidly becoming one of the most important competitive differentiators in wealth
management.



Most RIAS:

o discuss taxes conceptually,
e but cannot execute strategically.

Adding in-house CPAs creates:

e stronger retention,
o larger client relationships,
e and more recurring revenue.

Recommended CPA Targets

Ideal acquisition or hiring targets:

e boutique tax firms

e high-net-worth CPAs

e business-owner tax specialists

e retirement-distribution planners

e equity-compensation tax specialists

Ideal structure:
o centralized tax department

e advisor-facing support model
o integrated planning meetings

Benefits

Client Benefits

e coordinated tax strategy
e proactive planning

e reduced fragmentation
e easier communication

Advisor Benefits
e stronger credibility

o reduced liability concerns
e better client retention



o larger wallet share
Enterprise Benefits
recurring revenue
higher valuation multiples

cross-selling opportunities
deeper client entrenchment

Estate Attorney Integration Strategy

Strategic Importance

Estate planning is becoming increasingly central to affluent-family wealth management.
Most advisory firms rely on:

o external referral relationships,

o fragmented coordination,

e and disconnected planning.
Directly integrating estate attorneys creates:

e major competitive differentiation,

o significantly stronger client retention,
o and family-office positioning.

Recommended Attorney Targets

Ideal candidates:

e boutique estate attorneys

e trust & estate specialists

o elder law firms

e high-net-worth probate attorneys

o family governance specialists
Avoid:

o litigation-heavy firms



o commodity legal shops
e broad general-practice firms

The “Family Office Lite” Opportunity

This may become InVestra’s highest-value positioning.
Rather than competing as:
e atraditional wealth manager,
InVestra can evolve into:
an integrated affluent-family advisory platform.
Core integrated service lines:

wealth management

tax planning

estate planning

insurance

business-owner advisory

divorce planning

family governance

philanthropy

e executive compensation planning

This model creates:

stickier relationships,

higher revenue per household,
stronger referrals,

and premium valuation multiples.

Ideal Cultural Characteristics of Targets

InVestra should prioritize firms that are:

o relationship-driven
o emotionally intelligent



e planning-focused

e service-oriented

o female-led or female-forward
o family-centric

¢ collaborative

o fiduciary-oriented

Avoid firms that are:

transaction-oriented

sales-heavy

ego-driven
investment-performance obsessed
culturally incompatible

Competitive Differentiation

Most consolidators today are:
e private-equity-driven,
o financially engineered,
o and operationally impersonal.
InVestra has the opportunity to become:
the premium “human-centered” consolidator.
That positioning could become extremely attractive to:
female advisors,
younger advisors,

succession-minded founders,

[ ]
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e and burnout-prone boutique firms.

Recommended Acquisition Pipeline
Categories

Tier 1 — Immediate Priority



Female-Led Lifestyle RIAs

Characteristics:
o founder fatigue
e strong relationships
o weak operations
e 1o succession plan

Tier 2 — Strategic Capability Additions
Boutique CPA Firms
Purpose:
e tax int.egration
e recurring revenue
e planning enhancement
Estate Planning Practices
Purpose:
o family-office positioning

o affluent client retention
e deeper planning capabilities

Tier 3 — Long-Term Strategic Expansion

Specialized Planning Niches
Potential areas:

divorce planning

executive compensation
business succession
physician advisory

women executives

family governance consulting



Potential Risks

1. Cultural Integration Failure

Boutique firms often resist:
e bureaucracy,
e centralized control,
e and identity loss.
InVestra must preserve:
e advisor autonomy,

o local trust,
e and boutique feel.

2. Operational Complexity

Integrating:
o advisors,
o CPAs,
e attorneys,
e and operations teams

requires sophisticated infrastructure.

Strong COO-level leadership becomes critical.

3. Compliance & Regulatory Complexity
Adding legal and tax professionals creates:

e licensing,

o compliance,
e Insurance,

and supervisory complexity.

Careful entity structuring is essential.



Strategic Recommendations

Immediate Actions (0—12 Months)

1. Build an Acquisition Playbook
Standardize:

¢ valuation framework
compensation structure
integration process
cultural evaluation
transition timelines

2. Launch Female Advisor Partnership Initiative
Brand positioning:
“A better future for independent women advisors.”

This could become a major recruiting differentiator.

3. Build Centralized Shared Services Team

Critical hires:

COO

Director of Integration
Tax Director

Estate Strategy Director
Advisor Recruiting Lead

4. Acquire First CPA Team
Begin building integrated tax capability immediately.

This materially increases enterprise value.



5. Create Internal Equity Participation Program
This is critical for:
e retention,

e recruiting,
e and enterprise growth alignment.

Long-Term Vision

If executed effectively, InVestra could evolve into:

A nationally recognized female-forward integrated wealth platform combining advisory, tax,
estate, and family-office-style services under one scalable infrastructure.

This would position the company at the intersection of:

e RIA consolidation,

e women-led wealth growth,

o affluent-family advisory,

o and multidisciplinary financial planning.

Given current industry trends, this positioning could become highly differentiated and extremely
valuable over the next decade. (FA Magazine)


https://www.fa-mag.com/news/growth--succession-fuel-record-start-to-2026-ria-m-a-market-86649.html?utm_source=chatgpt.com
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