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To the Wealth and Investment Management Industries

R E CO RD A D V ISO R F R IM M&A D EA L S MA D E IN 2010
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Last year, 109 deals representing $156 billion in assets under management were completed, the largest
numbers since Schwab started collecting the industrywide data in 2003. During the difficult markets of 2009,
only 70 deals were completed with $103 billion in assets.

"We saw a significant uptick in M&A deal activity among RIAs (registered investment adviser firms) in 2010,
largely due to advisers putting these discussions back on the front burner after spending the bulk of 2009
helping clients navigate the volatile markets," said David DeVoe, managing director of strategic business
development at Schwab Advisor Services.

The firms had an average of $1.4 billion in client assets, though over half of the firms had under $500 million in
assets. The majority of the firms were bought by other registered investment adviser firms.

Advisers are motivated to sell or merge with another firm as competition for clients continues to grow, said Dan
Seivert, chief executive of Manhattan Beach, California-based Echelon Partners, an investment bank
specializing in advisory firms.

Previously independent advisers mainly had to compete with the large brokerage firms. Now there are also a
growing number of "super RIAs" which oversee more than $1 billion of client assets.
"It's a tougher competition so they are merging to become bigger themselves," said Seivert.
Advisers were also looking to protect themselves against another market downturn.
"I think RIAs felt a bit exposed during the downturn and they don't want to go through that again by
themselves," said Seivert.
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