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INVESTED IN <<CITY/AREA>>

Dear fellow advisor,

At Raymond James, it’s no secret that we strive to be a financial 
services firm as a unique as the people we serve. 

The distinct culture of independence, integrity and our core value 
of always putting clients first continues to guide the firm as it 
transforms lives, businesses and communities through the 
power of personal relationships and professional advice.

We’re proud to see that the values-based culture at Raymond 
James increasingly differentiates us among others in the 
industry. By continuing to live our values day to day, by providing 
every client with the highest possible level of service and by 
embracing and leading change across the profession, we’re in 
prime position to achieve that vision.

Raymond James also offers an entire investment ecosystem 
to support each advisor – with market strategies, wealth 
planning and bespoke solutions. It’s a robust, sophisticated 
offering designed to address the needs of every client, from 
foundational solutions for early savers to private wealth 
services that support the complexities of ultra-high-net-worth 
clients with $50 million or more.

Backed by flexible, leading-edge technology that’s designed 
specifically for advisors and built for the future, every Raymond 

James advisor has access to a full suite of tools and resources to 
help run their business effectively. 

We build our technology from the minds of advisors to improve 
client interactions. We offer abundant opportunities for advisor 
customization to support their practices the way they see fit. 
We innovate where it matters most to ensure advisors can 
respond to changing client needs in a meaningful, agile way.

Prudent management and sound business principles have 
positioned the firm to not only weather challenging market 
conditions but to emerge stronger than before. I invite you to 
explore the advantages of life at Raymond James. 

Sincerely,

A firm built with and for advisors

INVESTED IN NORTH CAROLINA

JOHN T. W. PACE, JR., CFA®   
Managing Director,  
Complex Manager

john.pace@raymondjames.com
T 919.784.8345
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<<SEASON>> <<YEAR>>

A history of 
strength and trust

1964 
Robert A. James 

Investments merges  
with Raymond  

and Associates.

2012
Raymond James acquires 

Morgan Keegan and 
celebrates 50 years of 

client-first service.

1973
Raymond James gains 
a seat on the New York 

Stock Exchange.

1983
Raymond James 

completes  
$14 million IPO.

1994
Raymond James 

publishes the first 
Client Bill of Rights.

2004
The firm opens its 

300,000 square foot 
Tower 4.

1962
Bob James founds  
Robert A. James 
Investments.

1970
Tom James is  
named CEO.

1974
Investment Management 
& Research (IM&R), a firm 
subsidiary, reactivates 
as an independent 
contractor broker/dealer. 

1987
Raymond James opens 
in Paris, the first of its 
international offices.

1999
IM&R and Robert 
Thomas Securities 
merge as Raymond 
James Financial 
Services. 

2010
Paul C. Reilly succeeds 
Tom James as CEO.

2013
Raymond James celebrates 
its 100th consecutive 
quarter – 25 years – of 
uninterrupted profitability.

2017
Tom James becomes 
chair emeritus with Paul 
Reilly succeeding as chair.

2016
Raymond James acquires 

Deutsche Bank Wealth 
Management’s US private 

client services unit and 
revives the storied Alex. 

Brown name. 
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A different kind of 
financial services firm

WE PUT CLIENTS FIRST.
If we do what’s right for our clients, the firm will do well and  
we’ll all benefit.

WE ACT WITH INTEGRITY.
We put others above self and what’s right above what’s easy. We 
believe doing well and doing good aren’t mutually exclusive.

WE THINK LONG TERM.
We act responsibly, taking a conservative approach that translates 
into a strong, stable firm for clients, advisors, associates and 
shareholders.

WE VALUE INDEPENDENCE.
We respect autonomy, celebrate individuality and welcome 
diverse perspectives, while encouraging collaboration and 
innovation.

Our core values

When Bob James founded Raymond James in 1962, he did so based 

on the belief that clients deserved more than help with their 

investment decisions – they needed advice that considered their 

entire financial picture. As a result, Raymond James has always 

been a different kind of firm – one that embraces long-term planning 

and methodical decision-making, and remains focused on what 

matters most: your clients. 

That approach has supported our steady growth as a preeminent 

financial firm serving advisors and their clients on an international 

scale. Further, the company has expanded through the years to serve 

corporations, institutions and municipalities through significant capital 

markets, banking and asset management services. Six decades later, 

Raymond James continues to uphold its reputation for strength and 

stability through every kind of market environment. 

2020
Continuing a tradition 

of smart, targeted 
acquisitions, Raymond 

James purchases 
retirement administration 

firm NWPS and boutique 
investment bank Financo.

2022
As the firm marks 60 years, our 
commitment to augmenting 
organic growth with key strategic 
acquisitions continues as we 
welcome fixed income market 
maker, SumRidge Partners; 
banking and investment firm, 
TriState Capital; and UK-
based wealth management 
firm, Charles Stanley.
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A collective team of marketing talent comprising account services, creatives, operations and product management.

You don’t need to be a marketer;  
you just need to know us
Meet the Raymond James in-house marketing agency, a team of more than 170 
people supporting advisors and business units with strategy and creativity. 

Every marketing journey requires an approach that balances 
strategy with flexibility to meet specific needs, goals and 
aspirations. To deliver that, our in-house agency blends creativity 
with a deep understanding of both an advisors’ business and the 
financial world. 

Marketing works alongside advisors – both pre- and post-transition 
– to grow, build or refresh their brand. They skillfully weave 
together visions and goals to design logos, develop websites, 
create touchpoint materials and support long-term, sustainable 
marketing plans. 

At every juncture, Marketing is equipped to provide a range of 
adaptable, personalized support services:

•	 Advice and consulting: For advisors newer to the firm, this 
support service acts as a fast-track to answers, direction on 
next steps or recommendations on who’s best positioned to 
assist with specific marketing needs. 

•	 Communications and connections: Marketing creates diverse 
content in a variety of forms that advisors can leverage and 
distribute to their clients to help nurture relationships and 
keep lines of communication open. 

•	 Brand building: No matter their affiliation, advisors retain 
the autonomy to establish their own brand and shape 
their business. Marketing helps advisors navigate both the 
fundamental branding questions and refining the intricate 
details that enhance their business’ presence. 

In addition, Supervision is an integral component  
of the daily workflow.

Every piece of marketing collateral or 
content produced by the agency under-
goes a compliance review, ensuring that 
advisors have easy access to approved 
marketing materials. 

FORGING A POWERFUL PRESENCE

In today’s competitive landscape, Marketing 
recognizes the importance of staying up to 
date on social media platforms and trends. 
Not only does social media offer valuable 
opportunities for advisors to connect with 

INVESTED IN  NORTH CAROLINA
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clients and professional contacts in an authentic way, but it 
also enriches an advisor’s brand and strengthens their digital 
footprint. 

With RJ Connect, advisors are in control. This platform 
streamlines social media and email usage, giving advisors 
the flexibility to choose between firm-created content or their 
own content with customizable templates. 

Once advisors connect their social media accounts and RJ 
Connect, an added layer of supervision preserves the advisor’s 
ability to share personal photos with their network – be that 
of their Christmas party or client wine tasting event. Using AI 
technology, this supervision tool helps advisors effectively 
manage social media engagement risks with quick approval 
turnaround times. 

Additionally, advisors can subscribe contacts or existing lists 
to receive automated recurring newsletters via email, staying 
top of mind with timely, popular content. 

INTEGRATION AND TECHNOLOGY

Raymond James Marketing iteratively explores new ways to 
help empower advisors, which is why integration remains a 
core focus, with the goal to seamlessly connect advisors to 
the firm’s various platforms. 

For example, all advisor websites are integrated with the 
Client Access system. No need for separate websites and 
logins. Clients can access their account directly from their 
advisor’s website. 

Financial advisor websites smoothy integrate with RJ 
Connect, alongside the social media and email marketing 
platforms used by Marketing. The tool offers advisors the 
option to leverage corporate content or create custom social 
media and email messages that are seamlessly approved. 
Like social, email marketing content undergoes automatic  
supervision monitoring.

RJ Connect currently includes features for managing 
contacts and lists, allowing for personalized emails to be sent 
to specific clients and prospects. The future integration with 
RJ CRM will seamlessly transfer pre-existing email contacts, 
further streamlining the process of syncing contacts. This 
integration will allow advisors to continue leveraging a valuable 
blend of corporate and personalized content alongside the 
ability to create custom contact lists. 

WINTER 2025
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Succession planning is 
about more than your 
retirement
It’s about nurturing your most important asset – your practice

Rob Goff, Vice President, Succession & Acquisition Planning

Succession planning isn’t just retirement planning. It’s also 
growth, continuity and risk planning – all of which play an 
important role in the value of your business. And, just as 
you tell your clients every day, what you achieve tomorrow 
depends on what steps you take today. 

The Raymond James Succession & Acquisition Planning team 
has guided many advisors in the creation and implementation 
of their succession plans, catastrophic plans and team 
structures. Based on that experience, we offer the following 
points to ponder. 

SUCCESSION PLANNING IS GROWTH PLANNING

In a growing practice, advisors are often constrained by the 
number of hours in a day. This limitation, however, can be 
mitigated by recruiting another advisor or combining forces 
with another established practice – and it’s a decision that can 
be significantly shaped by your succession goals. 

There are three succession strategies to consider:

•	 A long-term succession, which can take from five to 10 years

•	 A merger, which can take from three to five years

•	 An outright sale with a limited transition period, generally 
under three years 

Setting yourself up for long-term succession can benefit your 
clients as well as your practice, as it enables continued growth 

and increasing the value of your book of business. It also can 
provide an up-and-comer with support and guidance as they 
grow into their role and develop their own book. 

A less-experienced partner can help you continue to build your 
client base, keeping your less-intensive client relationships in-
house while providing you with the time to personally serve 
your more demanding clients’ needs. This enables you to 
stay growth-focused at a career stage when many established 
advisors are less interested in pursuing new business. 

In time, your partner will be able to take on the responsibilities 
of your core clients while developing the next generation  
of talent. 

SUCCESSION PLANNING IS CONTINUITY PLANNING

Your clients are going to ask. 

In conversations about lifelong financial planning, it makes 
sense your clients will ask about their lifelong financial 
planner. Having a succession plan in place lets you speak 
to this topic with confidence, which will in turn inspire 
confidence in your clients. 

A solid continuity plan helps keep your book intact when you 
decide to sell – meaning it will have more value. Clients may 
be more likely to stick with your successor if they’ve already 
gotten comfortable with their counsel, which can impact your 
post-succession earnings. 

INVESTED IN  NORTH CAROLINA



SUCCESSION PLANNING IS RISK PLANNING

You may be years away from retirement, but we don’t always get 
to choose when we leave. We encourage every advisor to have a 
catastrophic plan in place to protect the interests of their clients 
and their loved ones. 

Because of rigid regulatory limitations on beneficiary payments 
derived from a book of business without a prior agreement in 
place, it’s critical you have a catastrophic plan ready. This will 
give you peace of mind, and you can always change your plans 
as your practice matures. 

SUCCESSION PLANNING IS BUSINESS PLANNING

Don’t let the perfect plan of tomorrow get in the way of a good 
plan today – it’s as true for your financial well-being as it is for 
your clients’. And like your clients, each stage of your career has 
different opportunities and challenges that can benefit from  
a plan. 

Make sure you’re taking the steps necessary to ensure you 
receive fair value for your book of business while protecting 
your clients’ interest. If you’re a Raymond James advisor, 
I encourage you to reach out to Succession & Acquisition 
Planning to explore some of the possibilities – we provide our 
services at no cost. 

If you’re not a Raymond James advisor, you can learn more 
about our Succession & Acquisition Planning offerings at 
raymondjames.com/advisor-opportunities.

TURNKEY AND CUSTOM SUPPORT 

The Succession & Acquisition Planning team 
offers expertise in four core areas: 

•	 Consulting on succession and  

acquisition strategies 

•	 Catastrophic planning 

•	 Team planning (sharing revenue versus 

sharing ownership) 

•	 Exit strategy (valuation assistance and 

guidance on sharing succession plans with 

clients, as well as help with operational and 

regulatory aspects)

WINTER 2025

7



As a financial advisor in today’s world, we recognize you can’t 
always be at your desk. As a Raymond James advisor, you have 
access to a suite of secure digital tools that are designed to help 
you maintain your business and client relationships – no matter 
where you are. To ensure every advisor can offer the level of 
service their clients have come to expect, there’s Advisor Mobile.

THE BENEFITS OF ADVISOR MOBILE

The Raymond James Advisor Mobile app offers seamless access 
to key client, market and business data, putting the resources 
and information you rely on most at your fingertips, from 
wherever, whenever. That means from the comfort of your office 
or on the go.

•	 Key client information: Quickly access client and account 
information, including account balances, holdings, 
performance, recent trades and even upcoming birthdays.

•	 CRM integration: Seamlessly track email conversations, 
view/add notes and assign tasks to teammates.

•	 Real-time dictation: Voice recognition is built in to the app 
to dictate notes from the conversations you have with clients 
and store them seamlessly in CRM.

•	 Customizable reports: Run and view customizable client 
reports and report packages on the go with your mobile 
device – and print them with Apple AirPrint. You can also 
securely email reports to clients from Advisor Mobile with 
smart data-masking capabilities.

•	 Advisor Texting: You have the option to text your clients 
directly from Advisor Mobile. Fully compliant with industry 
regulations, Advisor Texting automatically saves all incoming 
and outgoing messages. Clients receive texts as they would 
any SMS message.

A SUITE OF MOBILE TECHNOLOGIES

Additional tech tools Raymond James advisors can access from 
anywhere include:

•	 Mobile email and calendar: You can use a personal mobile 
device to receive and send Raymond James email, access work 
contacts, view and modify your work calendar and more. We 
use a separate system to protect data on mobile devices, so 
there is no need to log in to the Raymond James network again 
– with one easy setup, you’re always connected.

•	 eSignature: This efficient and secure mobile-friendly 
application obtains electronic signatures for eligible Raymond 
James forms. E-delivery of new account paperwork allows 
you to open new account relationships quickly and securely 
without the need to fax, print or mail a single document.

•	 Video conferencing: Connect with clients easily and from 
anywhere through Zoom’s mobile capabilities. 

•	 Vault: Vault allows quick, easy and secure storage for 
a variety of file types. You and your clients can use this 
collaboration tool to build stronger relationships by 
organizing important documents and using the comment 
feature to initiate conversations.

CLIENT ACCESS

We know your clients also appreciate accessibility, which is why 
we provide them with robust, flexible digital tools as well. Our 
user-friendly apps and mobile-optimized sites allow clients 
to take advantage of complimentary, secure access to their 
Raymond James accounts whenever and wherever they want.

Client Access connects your clients to their accounts from any 
device so they can monitor goals and view statements and 
documents, among many options.

•	 Mobile check deposit: Conveniently deposit checks using the 
camera on a smartphone or tablet.

•	 Secure file sharing: You and your clients can easily share 
documents securely, take notes and view updates to the 
document in real time.

•	 Paperless delivery: Important documents such as statements 
can be sent via e-delivery to guard against identity theft and 
reduce paper waste.

•	 Funds transfer: Clients can easily move funds between 
Raymond James brokerage accounts or send funds to and 
from accounts at other financial institutions.

•	 Bill pay: Clients with certain account types can securely 
manage their bills from anywhere.

•	 Goal planning software: Clients can access their financial 
plans, review their goals, track progress for achieving those 
goals or even dream a little.

Tech that connects (even when you’re unplugged)
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https://rjnet.rjf.com/resourcesandsupport/corporateservices/technology/advisoraccess/advisor-texting
https://www.raymondjames.com/advisor-opportunities/resources-and-support/technology/advisor/mobility
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Branch happenings
 �We’re pleased to welcome Eric Campbell to the 

Raleigh branch through Hiring Our Heroes, a 
nationwide program that helps veterans and military 
spouses transition into civilian careers. Raymond 
James is proud to support initiatives like this, 
reflecting our deep commitment to supporting 
veterans and helping them build successful careers 
in financial services.

 �Our Complex proudly participated in RJ Cares Month, a firmwide 
initiative that encourages volunteerism and community engagement. 
The two photos shown – Wilmington’s beach cleanup and a group 
volunteering at Urban Ministries of Wake County – are just a glimpse of 
the many organizations supported across our six branches.

WINTER 2025
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 �The 2025 Triangle East Complex retreat was held at 
the Carolina Inn in Chapel Hill. Financial advisors came 
together for a day of connection and strategic planning.

 �Associates from across our complex attended the 
2025 Branch Associate Regional Conference, 
joined by Tash Elwyn, president & CEO of Raymond 
James & Associates, and John Reiser, southeast 
regional director.

 �Our female advisors attended the Women’s Symposium in Tampa, 
Florida, reflecting Raymond James’s commitment to advancing 
women in financial services. Through initiatives like the Women 
Financial Advisors Network – supporting over 1,300 women since 
1994 – along with the Advisor Mastery Program and Women’s 
Inclusion Network, the firm provides mentorship, leadership 
development and networking opportunities.

INVESTED IN  NORTH CAROLINA
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PAVING THE WAY BY  
PUTTING PEOPLE FIRST

When we first opened our doors in 1962, Raymond James revolutionized the financial world by putting people over 
products and doing what’s right over what’s convenient. While we’ve since grown into a leading firm, our unwavering 

commitment to our people – to advisors and their clients – continues paving our way forward.

Find out more about how invested 
we are in North Carolina – and in advisors like you.

If you’d like to learn more about Raymond James and the multiple affiliation models we can offer 
advisors, or if you’d simply like to get a better feel for the unique atmosphere we’ve created here in 

North Carolina, we invite you to reach out. We look forward to hearing from you.

qq

JOHN T. W. PACE JR., CFA®   
Complex Manager, Triangle East

T 919.784.8345
john.pace@raymondjames.com

3515 Glenwood Ave., Suite 200

Raleigh, NC 27612

JAKE HAAS,  CIMA®, CEPA®, CPFA®   
Branch Manager, Cary  

T 984.465.3923 
jake.haas@raymondjames.com
175 Regency Woods Place, Suite 450

Cary, NC 27518

BYNUM SATTERWHITE   
Branch Manager, Greenville  

T 252.439.1100
bynum.satterwhite@raymondjames.com

2635 Charles Blvd.
Greenville,  NC 27858

J. DAVID THOMAS JR.   
Branch Manager, Wilmington  

T 910.509.1210
david.thomas@raymondjames.com

101 Autumn Hall Dr., Suite 220
Wilmington, NC 28403


