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Get Ready for a Transition
The Groundwork That Separates Smooth Moves From Costly Ones

Key Takeaways
« Advisors who prepare early experience fewer surprises and faster recovery
. Clean, well-organized client data directly affects how quickly accounts move

«  Segmenting your book before the move helps you protect your most important relationships

A successful transition rarely starts on resignation day. Advisors who navigate moves most smoothly are the ones
who treat preparation as part of the strategy, not an afterthought.

1. Decide What You Want Your Business to Look like in Two Years

Clarifying what you want your business to become before you
evaluate firms is the single most important step in avoiding a decision
based on the wrong criteria. Without that clarity, headline payouts
and recruiting promises fill the vacuum.

A strong transition strategy also accounts for timing, legal
considerations, growth goals, and personal readiness. Many advisors
benefit from building a 12- to 24-month roadmap with legal counsel,
accounting professionals, and key team members involved early.
Timelines vary, but even advisors with shorter windows benefit from

the same framework, just compressed.

Transitions can feel emotionally intense. A clear “why” keeps decisions

grounded when the process becomes demanding.

2. The Quality of Client Data Does Affect Your Transition

Messy data slows everything down. Cleaning up client records before a transition directly impacts how quickly
accounts move and how smoothly clients experience onboarding, and it's one of the most controllable variables

in the entire process. Start by understanding exactly what information you can legally retain or transfer. Advisors
who mishandle client data can face civil action from their current firm, and in some cases regulatory scrutiny. Then
focus on the quality of what you have. Outdated contact information, duplicate households, inconsistent notes, and

paper-based workflows all create friction during onboarding.

Advisors who digitize records and maintain independent CRM systems are consistently in a stronger operational
position when transition planning begins.




3. Segment Your Book Before You Transition

Not every client relationship will transfer, and not every one should. Segmenting your book helps you protect your
most important relationships, prioritize communication, and make deliberate decisions about the practice you
want to build on the other side.

Before making a move, identify your core relationships, top revenue-driving households, and clients who may need
more personalized outreach during the transition. Experienced advisors recognize that transitions create a natural
opportunity to evaluate long-term fit within the book. The goal isn't simply asset retention. It's building the practice

you ultimately want to run.

4. Decide What Operational Readiness Will Look Like

A transition involves a lot of moving parts simultaneously: account workflows, communication plans, technology
setup, compliance coordination, and ongoing client outreach. The more that's resolved in advance, the smoother
execution tends to be. Advisors who align their team on responsibilities, timelines, and workflows before the move
spend far less time in operational recovery mode afterward.

Prepared advisors typically have these in place before day one:
Defined responsibilities and timelines
A client communication strategy
Organized onboarding materials
Technology and workflow decisions made in advance

A clear understanding of legal and compliance constraints

5. Treat Transition Assistance like a Business Investment

Transition assistance reinvested into the business, rather than treated as income, tends to produce measurably
stronger growth within two to three years. Advisors who decide in advance where the money goes (marketing,
staffing, technology, client service infrastructure) tend to be in a significantly stronger position two to three years

after the move than those who treat it as personal compensation.

“Industry wide we see advisors treat their transition assistance as a bonus check. At Cetera, we have advisors who
invest a portion into their practice, and the growth they experience has them in a completely different situation
eighteen months after affiliation.”

Preparation is what makes that possible. Advisors who do the work before the move transition more confidently,

protect their most important client relationships, and enter their next chapter positioned to grow.

“Industry-wide, we see advisors treat their transition assistance as
a bonus check. At Cetera, we have advisors who invest a portion
into their practice, and the growth they experience has them in a
completely different situation eighteen months after affiliation.”
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—Chris Sorsoleil, Managing Director of Enterprise

Recruiting and Operations, Cetera



Are You Ready for a Transition?

A transition is more than a compensation decision. It's a long-term business decision.

Ready to Have a Transition Conversation?
Connect with our team at cetera.com/join-us.
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