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If you strive to be the best, then Wells Fargo Advisors Financial 
Network (FiNet) may be the destination you’re seeking. After all, 
FiNet is the choice for premier financial advisors seeking inde-
pendence. Imagine an opportunity where you can build your own 
client-service model, control day-to-day operations, and design 
a legacy fit for your business, your family, and yourself. Because 
that is what FiNet offers. 

Last year marked a major milestone for FiNet: It was the 15th 
year of simplifying independence for successful financial 

advisors. As the independent brokerage channel of Wells Fargo & Company, we provide access to the scope 
and stability of a major financial institution coupled with the freedom and flexibility of business ownership. In 
essence, you get the best of both worlds. That reputation earned FiNet the #1 spot on independent broker/dealer 
rankings for three years in a row, according to REP. magazine.1

At the end of 2016, FiNet was affiliated with more than 1,400 Financial Advisors; 2,700 support associates; 
and 660 practices across the nation. The $95.9 billion in client assets that our top-tier advisors manage show a 
growth momentum that indicates no sign of slowing down.

But the move to independence is not for everyone. It requires thoughtful planning, a desire to run and grow your 
business, and unwavering dedication to do what is right for your clients. With those principles in place, you can 
begin the transition to independence. Here at FiNet, you will work with a transition consultant who will guide 
you in establishing your business, moving your client accounts, and retaining your clients via a tried-and-true 
process. Thereafter, you can opt to leverage the products and resources of Wells Fargo to strengthen client 
service and loyalty. And for the long haul, you will benefit from FiNet’s commitment to help you grow and build 
equity in your practice.

But don’t take my word for it. Read on to see what current business owners have to say about their affiliation 
with FiNet. If their stories resonate with where you are and where you want to be, I invite you to further explore 
Wells Fargo Advisors Financial Network.

1. REP. Top 30 Independent Broker/Dealers is based upon assets under management for producing advisors who operate as 
independent contractors (2014-2016).   

C. Kent Christian 
President, Wells Fargo Advisors Financial Network
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The Wells Fargo Advisors  
Financial Network Story
Wells Fargo Advisors Financial Network (FiNet) simplifies independence for successful Financial Advisors through relationships 
in order to help create an extraordinary business, life, and legacy.

As the independent brokerage channel of Wells Fargo & Company, FiNet provides an option for advisors who are looking for the  
best of both worlds: individual business ownership and access to the resources of one of the largest and most admired financial  
services firms in the country.

Advisors who choose to affiliate with FiNet have a variety of resources available to them, including transition support, business  
valuation services, access to industry research, technology, and quality products.

FiNet facts at a glance

Number of Financial Advisors  1,404

Number of practices  663

Total client assets under advisement  $95.9 billion

Advisors’ average length of industry service  16.6 years

Home Office staff dedicated to Wells Fargo Advisors Financial Network business owners 95*

As of January 1, 2017.

*  These 95 are supported by nearly 6,000 Home Office and back office staff dedicated to serving the clients of Wells Fargo Advisors Financial Network as well as Wells Fargo Advisors and First Clearing. 

FiNet practice locations
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Move your clients

FiNet helps every practice transition to independence by  
letting advisors focus on what’s most important – their clients.

André Cantareira manages a team of experienced transition 
consultants, commonly referred to as practice liaisons,  
whose responsibilities include guiding advisors through a  
successful transition to independence, introducing them to  
the Wells Fargo Advisors Financial Network culture, and  
providing ongoing, relationship-based, Home Office advocacy 
and support. When an advisor makes the decision to move  
to FiNet, the transition process begins immediately to help  
ensure a successful replication of that practice’s book of  
business. André explains, “Our team accepts shared ownership 
of each practice’s transition process, which ultimately leads  
up to, and includes, the transfer of their clients.”

Whether an advisor or practice is joining FiNet from a  
wire house, regional firm, or a different independent model,  
inherent in the transition is a wide range of details, tasks,  
and regulatory requirements — the most critical and  
emotionally charged of which is the way the book of business 
is transitioned. André says, “We understand the significance  
of creating an early emotional connection with the advisor 
based on a mutual understanding and appreciation for what 
he or she is undertaking. We take time to fully understand the 
business owner’s book of business, and we anticipate needs 
and potential obstacles. Also, we ask questions — lots of them. 
Fewer surprises on the front end equates to fewer surprises  
on the back end.”

André and his transition team educate and coach advisors 
throughout the transition process by connecting them to the 
appropriate resources and information to help ensure success 
on day one. This includes product, platform, operations, 
practice management, branding, supervision, and technology 
conversations. By the time the advisor’s registrations move to 
FiNet, he or she is fully prepared to focus solely on clients.

André emphasizes another key factor that contributes  
to FiNet’s successful client transition formula. He says,  
“The average FiNet business owner has 16 years of industry 
service. FiNet is composed of a very tenured, distinguished, 
and successful group of advisors, and we’ve seen time and 
time again that after all those years, their clients are truly 
their clients. The loyalty and relationships are firmly with 
the advisors.” André continues, “We keep in close contact with 
each new practice. We want to know how things are going; 
if our business owners are happy, we are thrilled. If there 
are frustrations, we are there helping to put them to rest. 
In the background, we monitor replication rates compared 
to what experience has shown us to be healthy progress, 
so we maintain a proactive presence in the critical post-
transition weeks.”

So why FiNet? 
FiNet is a destination that provides freedom and flexibility in 
how advisors establish, market, and run their businesses. That 
flexibility, combined with the strength of the Wells Fargo brand 
and platform, creates an environment that allows advisors to 
serve their clients with a purposeful and intimate approach. In 
addition, each FiNet practice has the opportunity to create its 
own culture, serve their clients as they see fit, and determine 
what their legacy will look like.

“By the time the advisor’s  
registrations move to FiNet, 
he or she is fully prepared to 

focus solely on clients.”

André Cantareira, First Vice President, 
Practice Services Manager
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Moving to FiNet was a clear connection for this husband 
and wife team 

When Jay and Brooke Moore met at the home office of a 
large regional firm in 2010, they had more in common than 
being talented financial advisors; they had a shared vision 
of owning their own business. That vision became a reality 
when the duo got married and opened Moore Private Wealth 
Group in Cleburne, Texas, in January 2016. “It’s funny 
because working at a traditional wire house firm is what 
brought us together, but is ultimately one of the reasons 
we left to start our own firm,” recalls Jay. 

Before going independent, Jay and Brooke wanted to make 
sure the decision was right by their family and their business. 
Looking ahead at where they wanted to end their careers, 
Jay and Brooke began their due diligence process. While 
FiNet wasn’t originally on the couple’s radar, a friend referred 
them to FiNet. They knew instantly it was the best approach 
for their move to independence. “Our daughter is a junior 
in high school so we’re in the process of looking at colleges. 
We told her we can look at as many schools as she wants but, 
ultimately, you’ll just know. You won’t be able to describe 
exactly why it’s the right spot for you, you’ll just feel it. That’s 
exactly the way we felt with FiNet,” says Jay. 

Diving off into the unknown was scary for Jay and Brooke 
because there was always the question of whether or not 
their clients would follow. “When other financial advisors 
tell you the transition is hard, they are not lying. Even when 
a client agreed to come with us, we still had to work through 
the logistics to make it possible,” says Jay. But the ease of 
the transition to FiNet and the support that is established 
from the beginning made it feel like the team wasn’t alone in 
their move. 

What Jay and Brooke focus on as they grow their practice 
is flexibility, and FiNet provides just that. Moore Private 
Wealth Group currently has two full-time and one part-time 
staff members with a goal to expand and purchase multiple 
practices. FiNet continues to offer Jay and Brooke a rich 
source of information, investment options, and tools as they 
learn more about business ownership. “We love working 
together. It makes us a more powerful team because we’re 
on the same side, not just two independent households 
coming together to make it work,” says Brooke. 

The husband-and-wife team knows the decision to go 
independent with FiNet is not only the best approach for 
the couple themselves, but also for their children. “We have 
three kids and a couple of them are expressing very serious 
interest in being in this industry,” says Jay. “Eventually, it 
would be nice to create a family legacy they can continue and 
be able to work with multiple generations of our family.” And, 
fortunately for Jay and Brooke, FiNet has a program that will 
help them continue to move towards their goal.

Investment products and services are offered through Wells Fargo Advisors Financial Network, LLC (WFAFN). 
Moore Private Wealth Group is a separate entity from WFAFN.

Jay Moore, Senior Financial Advisor, Brooke Moore, Senior 
Financial Advisor – Moore Private Wealth Group – Cleburne, Texas
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Serve your clients

Ric McGough doesn’t mince words in describing his role 
or the seriousness of the service his team provides to FiNet 
business owners. “I lead a group responsible for helping 
business owners minimize risk to their practices,” he says. 
“We are their bodyguard, their advocate, and their liaison to 
compliance and regulatory authorities. FiNet often espouses 
the motto Run. Grow. Protect. Our responsibility is to protect 
our business owners. If we don’t help them mitigate risk, they 
could end up with no practice to run or grow.”

He says, “As a business owner, your largest holding is your 
practice. It’s your earning power, your retirement, and your 
legacy. We’re here to help protect your future so that in the 
meantime, you can focus on serving your clients and growing 
your business.”

Ric oversees two teams of highly trained professionals.  
The Regional Sales Supervision team is made up of 26 team 
members who assume, on behalf of business owners, many of 
the oversight responsibilities of a traditional branch manager. 
Each practice has a dedicated team that helps it navigate 
day-to-day compliance and regulatory affairs. They provide 
practices alerts, education, and training in addition to helping 
them get approvals on marketing materials and seminars. 

Central to managing regulatory risk is being prepared 
for audits and keeping good records. Ric’s team created a 
robust system for standardizing what he calls “red files.” He 
explains, “We know what compliance and regulatory officials 
are looking for. They can walk into any FiNet practice in the 
country and find the same system, the same model, and the 
same organization and standardization of files.”

Ric oversees a second team of 14 professionals on his 
Regional Risk team. These specialists assume on owners’ 
behalf many of the responsibilities of a traditional operations 
manager and focus on protection of asset movement. 

All of Ric’s team members are fully registered principals who 
are highly experienced professionals. Their industry length 
of service averages 16 years, and many have been branch 
managers, complex managers, auditors, and examiners 
themselves. Ric says of both teams, “We are relationship 
managers for all of our business owners in finding their way. 
We want them to grow, to be bold, to explore. We don’t want 
to give too many mandates, yet it is incumbent upon us to 
help keep them free from too much risk.”

So why FiNet?
“It’s our unique model,” Ric says. “We are the only firm in the 
independent space with a supervision model built this way.” 
It is proven and has been commended by state regulators 
and replicated as an industry benchmark. Our supervision 
model makes the regulators’ jobs easier which in turn makes 
the entire supervision process smoother for everyone. Happy 
regulators make for happy business owners.”

Ric McGough, Managing Director of Supervision,  
Risk & Controls

“We’re here to help protect your 
future so that in the meantime, 
you can focus on serving your 

clients and growing your business.”
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California advisor creates niche helping clients and the 
environment through ESG investments

Roberta “Birdie” Hunter, of Capitola, California, is celebrating 
her first year with Wells Fargo Advisors FiNet and the 
success she has experienced since her move to the firm. 
Birdie has been in the financial services industry since 1999. 
Back in 2015, she knew she wanted to leave her old financial 
services firm and go somewhere conducive to running her 
business independently and with integrity. 

“When I began looking around at firms, FiNet was the 
obvious choice,” says Birdie. “FiNet values integrity, and I 
am able to offer my clients all of the investment choices 
they need along with the backing and resources of a large 
financial firm.”

Since moving her practice to FiNet, Birdie has focused on an 
investment category not many financial advisors think about: 
Environmental, Social, and Governance (ESG or “green”) 
investing. This movement started as Socially Responsible 
Investing (SRI), which eliminates industries or companies 
like coal and tobacco, or others with large carbon footprints, 
from an investor’s portfolio. 

Birdie has a background in sustainable economics, and 
promoted ESG values in previous work environments. She 
helps her clients understand the impact ESG investing makes 
and the high rate of return the investments can fetch. “There 
has been a major shift over the last six years,” Birdie explains. 
“Prior to this, ESG investments were underperforming the 
rest of my traditional portfolios, but now they are performing 
as well as or better than my traditional models.” This is an 
industry-wide trend.

Birdie is passionate about educating clients on money 
management, and ESG investing in particular. She’s done 
exceptionally well. “When I show my clients the performance 
of the highest-rated ESG investment companies, they are 
always astonished to see how well the investments are 
doing,” Birdie says. “By helping my clients understand 
the importance of ESG investing, I feel as though I’m 
helping them see that even financial services can help 
impact change.”

FiNet has allowed Birdie to craft her business around this 
burgeoning investment niche in her own style. In fact, Birdie 
got the name of her business – WaveCrest – from one of her 
favorite hobbies, surfing, and a lifelong love for the ocean. 
The wave crest, the very top portion of a wave, is a bright 
translucent blue. It’s a fitting symbol for the growing power of 
investing in companies committed to ESG values. 

Birdie says that if it were not for FiNet’s transition team and 
the opportunity to go independent, WaveCrest would likely 
not be where it is today. “FiNet does an excellent job in 
preparing you and your clients for the move,” explains 
Birdie. “Moving was a scary event, but with the help of 
the individuals at FiNet, I have been allowed to not only 
continue my business, but grow it as well.”

Investment products and services are offered through Wells Fargo Advisors Financial Network, LLC (WFAFN). 
WaveCrest Wealth Management is a separate entity from WFAFN.

Roberta “Birdie” Hunter, President – WaveCrest Wealth 
Management — Capitola, California
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Grow your practice

As Director of Marketing, Kevin Kozuszek works with FiNet 
business owners to develop comprehensive marketing 
programs. “My team and I work directly with the more 
than 1,300 FiNet business owners to help grow their 
practices through insightful and effective marketing and 
communication,” says Kevin. “Our goal is to help advisors 
make smart marketing decisions that will provide a return 
on their investment in growth.”

FiNet’s marketing group serves as the direct marketing 
support for financial advisors and helps grow Wells Fargo’s 
independent broker dealer through the strategic marketing 
and branding of FiNet. As Kevin explains, “We believe a 
successful marketing strategy begins with three simple 
questions: Who do you serve? How do you serve them? 
What makes your practice unique?” By initially focusing on 
these three questions, advisors are able to think about their 
practices in a way that is relevant to both their current clients 
and prospects. Then, Kevin and his team help FiNet business 
owners create sustainable marketing programs they can use 
to build their businesses and enhance their personal brand. 
“We want to help advisors learn to use marketing tools in 
ways that will add value to the advisors and their clients,” 
says Kevin.

While many advisors can successfully implement standalone 
marketing executions, Kevin says he often finds that these 
projects are not tied into the practice’s business objectives. 
“Our team acknowledges that these marketing executions 
are important, but they tend to be more impactful and 
sustainable when tied into a practice’s objectives. We 
work to help business owners turn these ‘orphan projects’ 
into an inclusive marketing strategy.” 

Kevin feels the most rewarding aspect of marketing is 
working with business owners and seeing their custom-
tailored programs come to life.

So why FiNet?
“FiNet is all about people. FiNet is individualized to provide 
outstanding resources for both the people in the home office 
and the people who run their own practices,” says Kevin. “It’s 
fulfilling to work with financial advisors who have worked 
their entire careers to build successful businesses. And it’s 
exciting to think that with the integration of a successful 
marketing campaign, we can see their practices grow into 
something larger than they ever thought they could be.”

Kevin Kozuszek, First Vice President, Director of Marketing

“We believe a successful marketing strategy 
begins with three simple questions: Who do 

you serve? How do you serve 
them? What makes your 
practice unique?” 
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Pelorus Capital Management sees continued growth both 
professionally and personally after move to independence

Joseph (Joe) Volz, William (Bill) Hargrove, and Anne 
Norris are all members that make up the Pelorus Capital 
Management group in Irvine, California. The group joined 
FiNet in May 2016 and has seen a tremendous amount 
of success since their decision to make the move to 
independence. “At our previous firm, we felt the business 
model wanted us to focus on the bottom line first and the 
client last,” says Joe. “That’s when we knew that we needed to 
go independent to better serve our clients.” 

Joe had been in the finance business for nine years when 
he crossed paths with Bill. They decided it would be a good 
idea to join forces. Today, they celebrate 12 years of working 
together in the industry. After joining FiNet and opening 
Pelorus, the group immediately felt it was a good move and 
the right fit. “From the research that I did,” says Bill, “FiNet 
provided an excellent opportunity to go independent while 
having the backing of a large institution. I feel our clients 
truly appreciate that today.”

Anne joined the group in a rather nontraditional way; in 
1996 she was one of Joe’s first clients. He helped her sell her 
business, and in 2007 she retired. But Anne knew retirement 
was not for her; she wanted to get back to work. When Joe 
asked her if she’d ever thought about coming to work with 
the Pelorus team, she didn’t miss a beat. Anne became an FA 
and joined the team in 2012. “Joe and Bill really supported 
me through my training program and all of the steps that 
I took to become a financial advisor,” explains Anne. “I felt 
supported the whole way. I could tell that Joe and Bill truly 
cared about their clients and about the work that they 
were doing.”

Today, the independence aspect of FiNet resonates most with 
Joe, Bill, and Anne. Owning their own business while having 
access to resources helps them better serve their clients and 
grow their practice at the same time. “When we made the 
move to FiNet, we found that our clients congratulated us 
and went so far as to even refer others to us,” says Joe. “Our 
practice has already grown from referrals and moving 
the majority of our clients to FiNet. The support has been 
truly overwhelming.” The Pelorus team has even been able 
to enjoy the freedom and flexibility of business ownership 

in the office. Once they realized they could create their own 
culture for the office, they added a pool table. And they 
sometimes invite clients over for a friendly game. 

The group at Pelorus is far from done when it comes to 
growth. Bill says they’re looking to double the amount 
of business over the next five years. Not only is the team 
looking to expand its client base, but it’s projecting it will hire 
more advisors, thanks to the new business structure. “With 
the resources offered by FiNet, our client referrals and the 
outreach that we have here at Pelorus, we are looking to 
expand our business as a whole over the next five years.” 
The Pelorus team is thrilled how business has developed 
in just under a year and excited about the independence it 
enjoys as part of FiNet.

Investment products and services are offered through Wells Fargo Advisors Financial Network, LLC (WFAFN). 
Pelorus Capital Management is a separate entity from WFAFN.

Joseph (Joe) Volz,  Director, William (Bill) Hargrove, 
Director, Anne Norris, Director and Summer Miller, Client 
Relationship Manager – Pelorus Capital Management, 
Irvine, California
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FAQs
Q How long does it take to open up my own office?

A FiNet will work closely with you to set a target date for 
your opening. During the transition period, we’ll work 
with you to develop a plan, finalize arrangements for your 
office space and furnishings, prepare signage, stationery, 
and marketing materials, obtain and test your technology, 
complete all required registration documents, finalize 
your exit strategy, and prepare to transfer client accounts 
after your resignation. Depending upon the size of your 
practice, this time period may range from 30 to 90 days.

Q In addition to the Series 7 and Series 63, what 
securities registrations are required to open an 
independent office?

A An independent broker-dealer’s office is considered to  
be an Office of Supervisory Jurisdiction (OSJ), which 
requires daily supervision by an individual with Series 9 
and 10 licenses or a Series 24 license. In addition, you 
will need any registrations applicable to the type of 
business you or any of your registered representatives 
transact on behalf of their clients — for example, Series 
31 for managed futures and Series 65/66 for investment 
advisory business.

Q How do I set up my business?

A There are several ways to establish your new business.  
You may want to create a sole proprietorship, a limited  
liability company, an “S” Corporation, or a partnership.  
Our strategic system partners can guide you toward  
the right legal entity. You will decide on the location  
for your office and determine your employees’ salaries  
and benefits. We recommend that you work closely  
with your accountant and FiNet’s strategic partners to  
determine the most favorable setup for your business.

Q Do you offer any start-up capital?

A Start-up assistance is available through our various  
non-equity capitalization programs. Your regional  
director will give you details on these competitive,  
innovative loans and start-up financing options.

Q  Am I taking on additional risk through  
business ownership?

A  There is a misperception in the industry that going  
independent is risky. Although you will own your own  
business, WFAFN is still responsible for supervising  
your securities brokerage and advisory business. You will  
work closely with your regional supervisor to make sure  
your business is compliant with industry rules and  
regulations. In addition, you will participate in annual  
compliance audits. You will also be covered by an errors 
and omissions insurance policy.

Q How much time and paperwork will be involved in  
supervising my practice?

A  It varies depending on the business mix of your practice. 
Significant resources have helped reduce the time  
required to provide proper supervision.

Q Can I add more Financial Advisors to my practice?

A Yes, with WFAFN approval.

Q How will I access client accounts, get information,  
and place orders?

A All account transactions and maintenance are executed  
through the Wells Fargo Advisors’ SmartStation®  
desktop solution.

Q How do I get paid, and how do I pay for business  
overhead expenses?

A  FiNet distributes 1099 income to Licensees and any  
 registered Financial Advisors. All employee and  
 overhead expenses are administered by the Licensee  
 through his or her choice of business entity.

Q How do you compare with other independent firms?

A We leverage the size and scale of one of the nation’s  
 largest financial services firms. Our platform is designed  
 for professional, successful advisors who want to own  
 their own practices without giving up the products,  
 services, resources, and support that both they and their  
 clients are used to receiving. Our minimum for affiliation  
 consideration is $300,000 in production.

Q What name will be on my business cards, stationery,  
 and signage?

A This choice is yours. You decide whether to leverage the 
Wells Fargo Advisors Financial Network name and brand,  
create your own brand, or a combination of the two.
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For more information about becoming  
an independent Financial Advisor with 
FiNet, contact us: call 1-866-485-5383 
or visit wfafinet.com.

Meet the Regional Heads

Ken Jubert, Northwest 

Charlie Cornett, Southeast

Kent Whitaker, Northeast

Ryan Thompson, PacSouth

Jason McLaughlin, Great Lakes

Margo Vuicich, Gulf CoastJoe Line, Midwest

The experiences discussed by the Financial Advisors in this brochure may not be representative of the experiences of other Financial Advisors.

Investment products and services are offered through Wells Fargo Advisors Financial Network, LLC (WFAFN), Member SIPC, a registered broker dealer and non-bank affiliate of Wells Fargo and Company. WFAFN uses the trade name Wells Fargo 
Advisors. Any other referenced entity is a separate entity from Wells Fargo Advisors Financial Network, LLC. 
© 2017 Wells Fargo Advisors Financial Network, LLC. All rights reserved. 0417-XXXX  
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