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Sunit Bhalla of OakTree Financial Planning
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financial planning 
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Setting goals and sticking to them
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Giving back to the community

Like many NAPFA members, Sunit Bhalla focuses less on expanding his business and 
more on having a positive impact on his clients’ lives. In addition, Bhalla enjoys giving back to 
his community, schools, and charitable organizations. He volunteers in his children’s class-
rooms, chaperones field trips, and even taught a couple of computer programming classes 
for fifth graders. 

“I’m definitely busy with running my business and raising my family, but I still make a 
point of volunteering at my children’s schools,” says Bhalla, who also donates five percent of 
his company’s profits to the Food Bank for Larimer County every year. “I love being able to 
give back to the community, which wouldn’t be possible if I didn’t have very defined business 
and life priorities.”

Bhalla says the Food Bank holds a particularly dear place in his family’s heart. The 
organization provides food to families who can’t afford it. “My wife and I have been very for-
tunate, but there are many people in our local community who aren’t as fortunate,” Bhalla 
says. “Food is a very great need, and we can make a difference by donating a percentage of 
the firm’s profits to a great organization such as the Food Bank for Larimer County.”
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Sunit Bhalla of OakTree Financial Planning
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Staying small by design
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Leveraging technology 
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Practice Profile

OakTree Financial Planning, at a glance

Location: Fort Collins, CO 
Website: OakTreeFP.com 
Year founded: 2008
Number of staff: 0
Number of clients: 16
Amount of money managed: $34 million   
Description of typical clients: Engineers and other technology professionals
Typical client needs: Comprehensive financial planning and   
portfolio management  
Favorite financial planning website: Kitces.com
Favorite non-financial website: TheWireCutter.com
Piece of advice to fellow NAPFA members: “Be very clear about how you 
define success, both professionally and personally. Then focus your time 
and energy on making your vision of success a reality.”

NAPFA ADVISOR SEPTEMBER 2017 31


