
A Partnership that Puts Clients First

When Byron Ellis was a teenager, he religiously read Money Magazine's "Ask the 
Expert" to prepare himself for financial independence in adulthood. Although this 
habit was unusual for someone his age, it didn't take long for others to realize that 
he knew more than most about basic financial planning and investing concepts. 

After college, Byron took a job with an oil company. Though outside the scope of 
his day-to-day responsibilities, Byron quickly became the go-to resource for his 
coworkers' 401(k) and insurance questions. Recognizing that he had chosen the 
wrong line of work, Byron left his job and started building his financial advisory 
practice with a national broker-dealer. 

Success didn't come easy, but Byron embraced the struggle: "Anything that 
challenges me, that's what I'm going to do." 

Having developed a meaningful client base, Byron began focusing on higher-level 
strategic initiatives. While his practice continued to grow through targeted 
marketing efforts and advisor acquisitions, he started to feel uneasy about the 
value proposition he was offering his clients. 

After raising his concerns to upper management, Bryon knew he couldn't stay 
there and do the right thing for his clients. Never afraid of a challenge, he began 
to explore other options. 

An entrepreneur at his core, Byron initially focused on taking his practice 
independent. However, he agreed to speak with United Capital after their 
website caught his attention. He recalls being impressed by the tools and 
technology United Capital provided their partners and the way they described 
the client experience. "After a couple meetings, I realized these people are really 
doing it right. They are more than ten years ahead of me. And rather than trying 
to recreate the same thing, I decided we'd both be better off merging together."

Byron moved his practice to United Capital in 2014. He credits Financial Life 
Management with helping him and his team formalize their financial planning 
and investment management processes and deepen their relationships with 
clients. "MoneyMind® and HonestConversations® have helped us create an 
instant bond with our clients. These programs have helped us learn more about 
clients in 20–30 minutes than what had previously taken 20–30 years." 

United Capital's technology platform, operational infrastructure, and competitive 
investment pricing now allow Byron to focus on managing the business and 
doing right by his clients—and the results have been measurable. Since joining 
United Capital, assets under management have grown to $492 million. More 
impressive is the rise in revenue and EBITDA Byron and his team saw in the first 
three  years. Since the end of 2014, annualized revenue has grown 48%, while 
EBITDA has grown by an astounding 55%.* 

For Byron, the ability to continue running his practice independently has been 
most important. Nevertheless, he contends that United Capital's investment in 
resources and support have been instrumental in getting him where he is today. 
"Sometimes one and one can equal three or four, and that's what's happened in 
this instance."

Byron and his partners realized strong growth after joining United Capital.

Byron Ellis, Vice President | United Capital

A Path to Acquisition
The decision to sell your firm and identify the best strategic partner for 

your clients and employees is among the most critical decisions a firm 

owner can make. Understanding your choices and what differentiates one 

option from the next involves clarifying what’s most important to you. Read 

on to gain the perspective of other advisors that have taken the path to 

acquisition with United Capital.

Location: The Woodlands, TX 

Assets under Management: $542 million**

Goals: Flexible cost structure, technology and operational support, autonomy   
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*Data as of year end 2017. Results not guaranteed and may vary
**Data as of Q2 2019.
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Byron Ellis, Vice President | United Capital
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Helping People Live Richly

It wasn't until I calculated my clients' 
costs that I realized they were paying 

more than people who owned the 
same investments elsewhere. Long 

story short, I couldn't let that happen.


