
Firm Outgrows Broker-Dealer Solutions
Affiance Financial LLC has served investors in the Minneapolis-St. Paul area 

for nearly two decades, providing financial services and access to a variety of 

investment products. Long a registered investment advisor (RIA), this growing 

hybrid firm had not taken full advantage of its RIA designation, continuing to run 

some of its advisory business through its broker-dealer, which subjected clients 

to additional fees. And in recent years, partners had become increasingly aware 

that the ongoing broker-dealer relationship brought with it a pinch of operational 

restrictions. In the earlier years, like many smaller firms, Affiance had taken 

advantage of pre-packaged solutions for everything from customer relationship 

management (CRM) and billing software to investment research. 

Having expanded to a staff of 18 with total firm assets more than $500 million 

as of January 2014, the firm now found it required more flexibility to serve 

an increasingly diverse and sophisticated customer base. In short, Affiance 

had outgrown the broker-dealer’s custody services; it needed an adaptable, 

comprehensive solution to provide more back-office flexibility while giving its 

advisors more freedom on behalf of their clients’ investment needs. “We got to 

the point where we weren’t using a lot of the broker-dealer’s tools,” says Andrew 

Fishman, Affiance partner and founder. “You’re talking about multiple hundreds of 

million under management; it just wasn’t the right fit anymore.”

Meanwhile, even though Affiance had prided itself on personalized service, 

clients were increasingly demanding more attention. The use of social media 

had increased and 24-7 financial news had become the norm; investors had the 

resources to do more independent research. Prospects, especially tech-savvy 

millennials, were no longer shopping cold for a financial advisor, but instead 

were coming in armed with readily available financial information gleaned from 

the Internet. A higher degree of preparation and ongoing client communication 

was necessary to win new business and maintain clients’ ongoing trust. To stay 

competitive, Affiance had to find ways to minimize the time advisors spent on 

administration such as day-to-day operational tasks, setting up new accounts, and 

give them more time to respond to clients’ specific needs.
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Selecting A Customized Team Approach
The decision to alter longstanding operational procedures and enhance the 

fee-based business was not entered lightly. To select the appropriate custodial 

relationship and subsequently transition existing accounts to a custodian that 

specializes in fee-based business, Affiance contracted an outside consultant. Along 

with this expert, the firm’s corporate officers undertook extensive due diligence to 

evaluate potential custodians, a process that took more than a year. They sought 

the most competitive solution for the firm’s expanding client base, which included 

more than $300 million assets under management, as well as an additional 

$120 million in assets under administration. Affiance studied a variety of service 

providers, comparing everything from the range of investment product offerings 

and fee structures to training and ease of technology – both administrative and 

client facing – as well as the availability of ongoing strategic guidance.

After careful analysis, the firm chose to turn over its fee-based business to 

TD Ameritrade Institutional, a decision that hinged in large part on the level of 

customized service offered by TD Ameritrade’s Business Transition Services 

(BTS) team. “We had access to their senior executive management – they heard 

our concerns, our questions,” recalls Mr. Fishman. In February 2013, a team of five 

BTS specialists headed up by one dedicated point of contact began liaising with 

Affiance officers to study the firm’s business model in-depth. They subsequently 

developed a customized, multi-pronged plan to shift a large portion of the firm’s 

accounts to the TD Ameritrade platform. During this time, a BTS Sr. Data Specialist 

worked closely with Affiance to ensure that new accounts were established with 

the highest level of efficiency, accuracy, and clarity through out the process.  

Carefully staged communications with Affiance’s clients was integral to the 

transition. Working closely with the firm, the BTS team developed a comprehensive 

client packet containing an explanatory letter and collateral materials that included 

account applications, authorizations and the firm’s privacy policy – all customized 

with Affiance’s logo and brand.  
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The BTS team also spent time on site* at Affiance’s offices during important stages 

of the process; the visits included training for the firm’s staff as well as education 

sessions for its clients to ensure a higher degree of comfort. Within two months, 

nearly all of the firm’s 1,000 fee-based accounts had been moved over seamlessly. 

Simplified Technology
Procedural simplification, lower costs and wider investment choices were among 

the many benefits of the transition to greater independence, according to Affiance 

partners. Affiance, which in recent years had chosen customer relationship 

management (CRM) software and other operational programs individually based 

on the firm’s specific needs, found TD Ameritrade’s systems to be readily adaptive 

to its needs.  Veo®, TD Ameritrade’s account management and trading platform for 

independent advisors, was flexible enough to integrate with Affiance’s previously 

chosen programs, as well as a host of other choices. The end result was time-saving 

efficiency. In addition, the firm’s advisors experienced greater ease in setting up 

and administering client accounts, and processing fund withdrawals; much of the 

paperwork and inefficiencies were eliminated. 

Equally important, clients found TD Ameritrade’s account interface, AdvisorClient.

com, to be robust and user-friendly. All of their accounts were available with just a 

few simple clicks. Clients had access to account balances, positions, and history 

for all of their advisor managed accounts as well as the ability to view and search 

statements, confirmations, and tax forms. Individual retirement accounts (IRAs) 

could easily be opened in the same day, with minimal paperwork. “It’s a lot easier 

with TD Ameritrade, a lot more flexible,” says Affiance partner Seth Meisler. “There 

are minimal custodial fees, a lot more investment options. We’re able to potentially 

generate more revenue.”
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Ongoing Strategic Guidance
Among the greatest benefits of the custodial relationship with TD Ameritrade 

Institutional was the ongoing strategic guidance that can help Affiance’s practice 

experience continued growth. For no additional fees, the firm can now pick and 

choose from a wealth of resources through TD Ameritrade’s practice management 

offering, including consulting, guidebooks, white papers, webcasts and more. The 

firm’s leadership has easy access to hands-on information pertinent to growing the 

practice: everything from how to systematize business and better manage time to 

building high-performing teams, sourcing, interviewing and onboarding, as well as 

providing the appropriate levels of compensation and incentives for key staff. “We 

got a lot of comfort that TD [Ameritrade] was really focused on building up their 

practice management offerings,” Mr. Fishman says. “They’re willing to work with us 

to get answers and to get things done.”

The benefits of the relationship Affiance formed with TD Ameritrade are many. In 

the near term, efficiencies gained from improved operations allowed the firm to 

streamline its business, spend more time with clients and boost the bottom line. 

Further out, Affiance can rely on TD Ameritrade’s customized consulting services 

and wealth of educational resources to strategically position itself for continued 

growth. Its partners have gained peace of mind that TD Ameritrade will stay 

abreast of important practice management trends in everything from research to 

technology and customer service – advancements that will allow the firm to remain 

a leader in its field. These are the benefits of a strong business relationship.
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