
How to Choose  
a Broker-Dealer



A personalized and responsive relationship

In any service-based business partnership, it is essential 
that the principals establish personal relationships that are 
the basis for open and clear communication. The broker- 
dealer Searles had been with was acquired by a larger 
firm, which put him in a situation where he said he was 
being treated as “just another number.” With Grove Point, 
he speaks directly to the firm’s leadership, knowing that 
they will respond quickly and appropriately. In the 41 years 
he has been an advisor, he said, Grove Point has done 
what no other vendor has: “If they say they’re going to do 
something, they’re going to bust their tail trying to do it.”

Flannery credits the support he has received from  
Michelle Barry, the president of Grove Point. “I have seen 
a number of the changes in their technology, financial pro-
fessional support and even the internal teams they’ve built 
that have been nice additions since Michelle and her team 
became involved. The changes, especially recently, have 
been very, very proactive for financial professionals.”
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Selecting a broker-dealer and an advisory firm is one of 
the most consequential decisions a financial professional  
faces. The wrong choice will lead to poor technology, 
unresponsive compliance departments and insufficient 
investment choices, which combine to prevent financial 
professionals from enabling their clients to reach their 
financial goals. The right broker-dealer will serve the finan-
cial professional and be in perfect alignment with their 
long-term strategy and goals. Only then will the financial 
professional be equipped to deliver the right solutions, 
coupled with accurate reporting, communications, and 
client service.

I spoke with three financial professionals who partner with 
Grove Point Financial (Grove Point), to understand why 
they chose that firm as their independent broker-dealer 
and the factors that have been critical to their operations. 

Mark Flannery is the founder and principal of Wealth 
Guidance, Inc., which is based in Chanhassen, a suburb  
of Minneapolis, Minnesota. It is a wealth management firm 
that specializes in retirement distribution planning. He 
works with his daughter, who is the office manager, and his 
son, who manages their technology. Flannery has been  
using Grove Point and its predecessor firm, H. Beck, for 
more than 30 years.

Dan Searles is the founding partner of Medallion Financial 
Group, a Gaithersburg, Maryland-based practice. He built 
his firm with his wife, sister and brother-in-law, and now 
employs 18 people. Searles switched to Grove Point in 
2020, shortly after the onset of the pandemic. 

Tiffany Volpe is a financial planner with C&C Asset  
Management, a Lehigh Valley, Pennsylvania-based firm 
that provides tax and planning services to its multi- 
generational client base. Volpe began transitioning the 
firm from her dad, Clifford Cardine, about five years ago 
and bought him out in December 2020.
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Flannery is transitioning his practice to his son, who is a 
junior partner, over the next three to five years. He credited 
Grove Point with providing the support in developing the 
transition plan.

Volpe and her dad chose Grove Point after their previous 
broker-dealer was acquired, and they were thrust into 
an organization where they were virtually unknown to its 
leadership team. She knows and regularly talks to Grove 
Point’s senior managers, and she enjoys the increased 
transparency and flexibility it offers.

The cultural fit

Searles recognized that a strong cultural fit would be  
essential to a successful transition to a new broker-dealer.  
As part of his search process, he talked to references 
and had long conversations with several of the people at 
Grove Point, including Barry and Rob Costello, its chief  
operating officer. He spoke with financial professionals 
who had been with Grove Point a long time and asked 
them hard questions, especially about areas such as 
technology and the support his firm would need.

For Searles, Grove Point’s compliance department illus-
trates the value of a strong cultural fit. “You’re dealing 
with people who want to help,” he said, “who want to 
say yes, but are not going to get you or them in trouble.” 
With his previous broker-dealer, he faced an “adversarial 
situation” that degraded over time. “Grove Point hasn’t 
degraded at all,” he said, “They’ve stayed as good as they 
started.”  Flannery also likes the fact that he often speaks 
directly with Jason Albino, Grove Point’s chief compliance 
officer, and credits his common-sense philosophy to  
resolving what are sometimes sensitive issues.

Flannery said that Grove Point is a size where its team 
“listens to financial professionals. They support 500 finan-
cial professionals and that is a good size.” It is important 
to Flannery that Grove Point isn’t owned by an insurance 
company, which means more independence in what it 
offers and how it supports financial professionals in the 
practices that they have built.

He credited Barry with refining Grove Point’s top- 
producer meetings. “When we go to those,” he said, “you 
can just feel that the management’s listening to you. 

They’re listening to the concerns and things that are  
happening on the ground with their people.” 

Volpe said that Grove Point has run several meetings and  
programs to support its female financial professionals,  
including podcasts and interviews that have highlighted 
issues faced by women in leadership roles. Volpe likes 
working with a female-led organization, although she said 
that Barry’s leadership skills are more important to her 
than her gender.

Investment and financial planning support

Nothing matters if a firm cannot deliver the financial  
planning and investment products to achieve the best 
results for their clients.

When Volpe took over the practice from her dad, she  
leveraged Grove Point’s technology suite to upgrade 
her CRM, e-document, and phone systems. Grove Point 
helped her build a client portal, and she said that their 
support made her practice more efficient than she ever 
“dreamed possible.”

Flannery said that Grove Point has incorporated the  
“standard bearers,” like Redtail, Albridge, Money Guide 
and Riskalyze. “They have a nice technology package 
that they offer their financial professionals, which they’re 
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constantly tweaking.” Most of the technology that  financial 
professionals need is provided by Grove Point for a con-
venient, monthly fee.

Under Barry’s leadership, Flannery said “changes happen 
much quicker, and decisions are made that are more  
proactive for the business and the advisor group  
going forward.”

Searles said that he uses Grove Point’s comprehensive 
portfolio of products and its Portfolio Builder platform, 
and credited its new, simplified fee structure. He uses 
third-party money management, and Grove Point provides 
the support he needs.

In the past, Flannery said, Grove Point had a strong focus 
on insurance products like variable annuities, but over the 
last five years it has pivoted to an advisor-oriented prod-
uct suite. “It has made a conscious effort to pivot away 
from insurance, and in the last year it has introduced 
some new internal investment products.”

The long-term outlook

A great firm doesn’t just support the ongoing needs of  
a financial professional’s operations. Advisors need the 
confidence that their goals are aligned with that of the 
firm and its management team.

Barry has Grove Point “on the right track,” Flannery said. 

Changes that were made over the last two to three years 

are now firmly in place, he said, and the firm did a nice 

job getting through COVID. “I am excited about the new 

Grove Point Financial. I see a real bright future for them. 

They are the right size and have the right people to  

support a dynamic growth pattern.”

Volpe emphasized the importance of long-term planning 
at her own firm as well as at Grove Point. “I am confident 
that Michelle and her team understand the trends that 
are driving consumer needs and the wealth management 
profession,” she said. “I know that C&C will have the tools 
we need to serve our clients.”

At almost any firm, you can find a couple of people you 
enjoy working with, according to Searles. But with Grove 
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Point, he said, he can’t think of anybody he doesn’t like, 
isn’t on his team or has a bad attitude. 

Grove Point is an independent broker-dealer and reg-
istered investment advisor platform that specializes in 
personalized advisor-focused service. Led by accessible 
leadership and driven by a diverse community of finan-
cial professionals, it provides the technology and financial 
solutions that help advisors grow.  

Grove Point cultivates meaningful relationships with en-
trepreneurs who want to control their own destiny while 
using the supportive alliance of its team and other talented 
financial advisors. It combines a boutique experience with 
the tools and resources of a large firm, bringing value to 
every aspect of its relationships. 

For more information, visit www.grovepointfinancial.com  
or contact them at (866) 586-0218 or  
recruiting@grovepointfinancial.com. 

For Financial Professional Use Only. Securities offered through 
Grove Point Investments, LLC, member FINRA/SIPC. Investment 
Advisory Services offered through Grove Point Advisors, LLC. 
Both are subsidiaries of Grove Point Financial, LLC.

Advisor Perspectives is not affiliated with Grove Point  
Financial, LLC and its subsidiaries.
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