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Making Strategic Hires to Lay the 
Foundation for Breakout Growth

Company Profile

Retirement Corporation of 
America (RCA)

An independent retirement, 
financial planning and investment 
management firm with $500 
million in assets under 
management.

Headquartered: Cincinnati, OH

Staff: 13

Need: Strategy to double 
revenue over the next three 
years.

Solution: Recruit and onboard 
key positions to deepen 
management capabilities and 
increase advice team resources.

Results: The addition of 
dedicated management has 
positively impacted vendor 
relationships, employee 
satisfaction, technology 
management, and firm operations 
resulting in more capacity for 
the founder to focus on growth 
opportunities.

CASE STUDY 

Breakout Growth: Adding Key 
Positions to Unlock Growth 
Potential

Laying the Foundation for Future Growth

Dan Kiley founded Retirement Corporation of America (RCA) in 1984 with the mission 
of helping retirees leaving corporate America maintain financial independence during the 
non-working years of their lives. The firm continues to focus on retirees and, over the 
years, has evolved to provide a full range of services. Today, RCA serves 650 families 
and manages 13 company 401(k)/Profit Sharing Plans. Dan and the team are ready to 
make a strong push to grow the firm exponentially over the next three years.

As part of their planning process, Dan Kiley, Founder of RCA, understood that while 
his firm was efficiently run by an experienced and tenured staff, significant changes 
would need to occur to lay the foundation for the future. During his initial assessment, 
he expressed, “however effective our team is today, we need to acknowledge that in 
order to reach our aspirational goals, we will need to invest in expanding the firm’s 
capabilities.” The first challenge to overcome was the firm’s organizational structure—
with the majority of the staff reporting directly or tangentially to him—would challenge 
future growth and would need to be addressed.

A History of Success

As illustrated in Figure 1, RCA has performed strongly relative to industry benchmarks in 
the areas of revenue generation and efficiency of staff.

Figure 1

Source: FA Insight Study, 2013.

Revenue per full time equivalent 

RCA: $400,000 Industry Average: $256,000

Revenue per professional

RCA: $1 million Industry Average: $665,000

RCA vs. Industry Benchmarks

Nonprofessional vs. Professional Ratio

RCA: 1.5 to 1 Industry Average: 1.6 to 1

Professionals are revenue producing, like the Lead and Associate Advisor. All other positions, including dedicated management, 
are in the nonprofessional category.
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The firm’s success over the years was tied to the high-touch service provided to each 
client. Though the initial focus was on retirement needs, over the years Dan and his staff 
were providing multi-generational support as a trusted resource for families.

Despite historically strong performance and a reputation for providing top-tier service, 
the firm’s ability to support growth from a client service delivery perspective was limited 
due to capacity issues. In addition, all responsibility for firm management rested with 
Dan, and with current staff at capacity, new business development was at a virtual 
standstill.

Crafting a Growth Strategy With an Eye Toward 
Doubling Revenue

Working with TD Ameritrade Institutional and leveraging the tools and resources made 
available through the Breakout Growth: Adding Key Positions to Unlock Growth Potential 
program, Dan began to develop a plan for growing RCA’s revenue two-fold by 2016. 
He carefully considered the concept of “highest and best use of time” to focus team 
members in the areas that would grow the business and best align their talents. To 
that end, increasing his own capacity as the firm’s lead advisor became the highest 
priority so that he could focus on what he really enjoyed: managing priority relationships 
and new business development within the firm. He realized, “Since I started the firm, 
management responsibilities have always resided with me and it isn’t something I am 
passionate about. I enjoy managing the assets and working directly with the clients.”

After reviewing the options, Dan recognized that the company would be best served by 
making a strategic hire to relieve him of daily firm management activities, increase his 
capacity to focus on new business development and allow the team to better serve an 
increasing number of clients, maintaining the firm’s commitment to quality client service.

Bringing on a Dedicated Manager—COO or Operations 
Manager?

Taking a methodical approach to the hiring process, Dan’s goal was to ensure that the 
team would benefit from the strategic addition of a dedicated manager immediately. RCA 
has attempted to add dedicated management in the past with little success. To avoid the 
same pitfalls, RCA began by determining what level position would have the greatest 
impact on future growth, while ensuring affordability. 

Questions Considered:

•	 Would the firm need a strategic manager that would contribute to the overall 
firm strategy, build and design firm infrastructure and be responsible for people 
management? 

•	 Would RCA better benefit from a more hands-on manager that would be able to 
actively complete project work? 

•	 What level of management expertise would be most advantageous to the firm in the 
coming 12–18 months?

•	 How much could the firm afford to compensate this individual?

“However effective our team is 

today, we need to acknowledge 

that in order to reach our 

aspirational goals, we will need 

to invest in expanding the firm’s 

capabilities.”

- Dan Kiley 

 CEO 

 Retirement Corporation of America
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Ultimately, RCA decided to move forward with hiring an Operations Manager. Arriving 
at this decision was a collaborative effort involving all team members, who worked to 
craft a complete job description that included a comprehensive list of responsibilities, 
instrumental in recruiting and hiring the right person. This role would manage a range of 
well-defined activities, including organizing schedules, insurance, managing technology 
relationships, overseeing the client experience and process and procedure development. 
Leveraging benchmarking data provided through TD Ameritrade Institutional, RCA was 
able to determine the right level of compensation—balancing the need to get a strong 
player in the door with the firm’s overall compensation philosophy. 

A Successful Hire with Immediate Impact

Through a series of referrals, RCA was able to recruit an Operations Manager who has 
had an immediate positive impact on the firm’s capacity to serve their existing clients 
while simultaneously focusing on building relationships with prospects. By adopting 
a proactive approach from day one, lead advisor capacity was almost immediately 
released and a number of significant operational improvements are already being 
realized including:

•	 More efficient technology 

•	 Implementation of a disaster recovery plan

•	 Active management of outsourced functions to third-party vendors resulting in an 
improved benefits plan, a better banking relationship, and an increased level of 
comfort with how outsourced functions are being handled

•	 A revitalized human resources focus including implementation a formal staff 
recognition program and standardized performance reviews

Perhaps most important: Dan, with his time freed from day-to-day management, was 
able to take his first two week vacation in 28 years and has placed a renewed focus on 
growing the firm’s 401(k) assets—a task critical to the firm’s ability to meet their growth 
targets. RCA is making significant forward progress on the ultimate goal of reaching $1B 
in assets under management. 

“Overall I am able to spend more 

time building new relationships 

and managing growing our 401(k) 

division which is critical to our 

overall growth strategy. Without 

the addition of our Operations 

Manager, I would not have had the 

time nor the energy to focus on 

these areas.”

- Dan Kiley 

 CEO 
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Connect with a Transition Consultant Today. 
CALL 800-934-6124
VISIT tdainstitutional.com


