
Advisor Case Study: 

FRAN HOEY  
HOEY INVESTMENTS
AMIT STAVINSKY  
TAMAR SECURITIES
RIAs Choose the Hybrid Model 

“ The transition from  
   a small broker-dealer  
   to Schwab’s platform  
   was the easiest by far.” 
                  —Fran Hoey, Hoey Investments

For institutional use only.

Experiences expressed are no guarantee of future performance or success and may not be representative of your experience.

Third-party firms and advisors are not affiliated with or employed by Charles Schwab & Co., Inc. The mention of these firms and their 
employees is not, and should not be construed as, a recommendation, endorsement, or sponsorship by Schwab. 

© 2011 Charles Schwab & Co., Inc. (Schwab). Member SIPC. All rights reserved. Schwab Advisor ServicesTM includes the custody, 
trading, and support services of Schwab.

Independent investment advisors are not owned by, affiliated with, or supervised by Schwab. Schwab does not provide investment 
planning, legal, regulatory, tax, or compliance advice. Consult professionals in these fields to address your specific circumstance. 
You must decide whether to hire any firm and the appropriateness of their services for you or your firm. Schwab does not supervise 
third-party firms and takes no responsibility to monitor the services they provide to you.

AHA (1111-7433) MKT65364 (12/11)



Building more opportunity for advisors 
and clients
Hoey: [The RIA model] is the best possible 
model to service clients’ needs. Now I can 
actually control the outcome of my business 
and my clients’ performance. 

Stavinsky: We became an RIA because this is 
the future. The value being created is fi rst and 
foremost for our clients. We are able to execute 
better, and have better inventory and better 
access to different markets. Economically, we 
are also creating value for ourselves.

Freedom from compliance restrictions 
Hoey: One of the biggest reasons I didn’t 
make this transition earlier is because I was 
very concerned about how I was going to 
handle compliance. Compliance is just another 
component of the business that you can 
outsource in a very cost-effi cient way.  

Firm: Hoey Investments
Location: West Chester, PA
Assets: $65MM
History: Founded in 2008 
Staff: 3

Firm: Tamar Securities
Location: Woodland Hills, CA
Assets: $160MM
History: Founded in 2010
Staff: 4

Many advisors, including those 
at independent broker-dealers 
(IBDs), need more freedom to 
run their business the way they 
want—and serve their clients 
better. Over 50% of advisors we 
have helped move to the registered 
investment advisor (RIA) model 
have established a hybrid practice.*   

Hybrid advisors can keep their 
traditional brokerage business 
alongside their fee-based services. 
By custodying assets with Schwab, 
they have access to fl exible tools 
and resources that give them the 
best of both worlds.

*Source: Charles Schwab & Co., Inc. 2009–June 2010.

Technology that meets the needs of 
advisors—and clients
Hoey: One of the great things about the RIA model 
is that you get to pick and choose the different 
technology packages that you want to use for your 
clients, that best fi ts your clients’ needs. Their 
technology has been fantastic. It’s far exceeded 
my expectations.

Stavinsky: Technology was absolutely a leading 
factor in our decision to go with Schwab. We were 
looking for a company that can accommodate 
our business decisions. Schwab understood our 
needs, fulfi lled them completely. 

After 12 years at a wirehouse, Fran Hoey transitioned to a small broker-
dealer. In 2008, Hoey chose the hybrid practice model and moved clients to 
his new fi rm, Hoey Investments in West Chester, Pennsylvania.
 
In 2010, industry veteran Amit Stavinsky left his position as executive 
director of investments at Oppenheimer & Co. Stavinsky moved clients to 
his new hybrid RIA fi rm, Tamar Securities in Woodland Hills, California.

TWO ADVISORS WHO CHOSE THE HYBRID RIA MODEL

BENEFITS OF THE RIA MODEL:

• Flexibility to choose powerful technology

• Increased value and potential economic 
opportunity

• Helpful compliance tools and resources

• Fewer restrictions on how they serve 
clients

Visit schwabadvisorcenter.com/freedom to 
watch Hoey and Stavinsky tell their story.

Schwab can help make the transition 
seamless
Hoey: We were able to convert 100 percent 
of our clients in less than three-and-a-half 
weeks. It was absolutely fantastic. I chose 
Schwab because they had the best service 
to help me make the transition. After the 
initial business transition, I found that their 
services were also fantastic.

Stavinsky: We decided to outsource the 
business that we needed help with, and that 
includes compliance, technology, reporting. 
Schwab was extremely helpful in providing its 
services but also in putting us in touch with 
all the different outsourcing vendors available 
in the industry.

My advice to individuals that are thinking of 
becoming an RIA is, don’t be afraid. Clients 
will understand and will follow you. That was 
my experience. Being where I’m at today, I do 
think that the best years are yet to come. 

“Freedom and 
technology came 
together with Schwab.”
  —Amit Stavinsky, Tamar Securities

“The only thing I’m upset 
about is that I didn’t do 
it sooner.” 

              — Fran Hoey, Hoey Investments

“With each additional 
account that we open, 
the value of our fi rm is 
increasing.” 

    —Amit Stavinsky, Tamar Securities        

Amit StavinskyFrancis Hoey

Find out how to get 
more freedom as an RIA
Visit schwabadvisorcenter.com/you 
or call 1-877-707-1959.
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