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WHAT ARE KPIs ‘ 6%
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REVENUE STRENGTH (@
KPlIs

Recurring vs. non-recurring revenue %
Average revenue growth rate
Average fee charged

AUM per client

Revenue per client

@® Profit per client



ENTERPRISE STRENGTH ‘
KPlIs

Pay per employee

Occupancy cost

Marketing dollars per new client
Number of owners

Number of employees

Number of professionals

Profit per professional

Profit per owner

Clients per professional

@ Clients per owner
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MONITOR & MASTER KPIs



SCAN TO VIEW
CURATE

D #FPINSIGHTS




