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Your Transition Readiness Checklist

What Financial Advisors Should Evaluate Before a Transition

Key Takeaways
+ Areyou reacting to short-term frustration, or building toward a long-term strategic vision?

»  Does your financial model account for the full cost of a transition, including hidden operational

expenses and realistic attrition?

- Have you reviewed your legal obligations, including non-solicits, client data rights, and compliance

framework requirements?

« Isyour technology, data, and team operationally ready before the move begins, not after?

This checklist is designed to help advisors assess whether they are strategically, financially, and operationally
prepared for a broker-dealer transition, RIA launch, or hybrid model move.

The most successful transitions are rarely reactive. They are carefully planned long before the affiliation
paperwork begins.

Why Are You Considering Moving Broker-Dealers?

The single most important question to answer before evaluating any firm
or offer is why you are considering a move. Advisors who can’t clearly
articulate their motivation are at risk of making a transition based on

the wrong criteria.

Ask yourself:

[0 Are policies at your current firm limiting how you serve clients
or grow your practice?

O Do you want more control over pricing, branding, and your
investment process?

O Areyou prepared to trade some institutional support for

increased ownership and autonomy?

O Areyou reacting to short-term frustration, or pursuing a long-term strategic vision?

Which Business Model Best Fits Your Practice?

The right affiliation model depends on how you want to operate, what you're willing to manage, and what you want
your practice to look like in five years. Independent advisor, RIA, and hybrid structures each create different economic,
compliance, and ownership realities.

Evaluate:

[0 Have you assessed whether an independent advisor, RIA, or hybrid model best fits your business?

O Do you understand the differences in payout, overhead, compliance responsibility, and equity ownership?
O Areyou clear on what you want your practice to look like in five years?
O

Does the model support your long-term growth strategy and client experience goals?



How Should Advisors Evaluate Practice Economics Before Moving?

Transition economics are more complex than the headline payout. Revenue portability, operational investment, and
the first 12-24 months of profitability all deserve careful modeling before you commit.

Review:

O Do you know your current revenue breakdown and how it translates under a new model?

O Have you modeled transition costs, including technology, staffing, office space, and compliance?
[0 Do you understand the portability of your book of business?
O

Have you stress-tested your financial projections for possible client attrition or slower asset movement?

What Legal and Compliance Issues Should Advisors Review Before Transitioning?

Legal preparation is non-negotiable. Advisors who misunderstand their contractual obligations or client data rights
can face serious consequences, from civil action to regulatory scrutiny. Get counsel involved early.

Review carefully:

O Have you reviewed employment agreements, non-solicits, confidentiality clauses, and protocol considerations?
O Do you understand what client data you can legally retain or communicate?

O Have you spoken with legal counsel about transition timing and communication strategy?

O

Is your compliance framework (or plan to build one) in place before launch?

What Technology and Operational Readiness Should Advisors Have Before Transitioning?

Operational readiness is one of the most commonly underestimated parts of a transition. Clean data, integrated
systems, and well-mapped workflows directly affect how quickly you can onboard clients and resume normal
business.

Evaluate your readiness:
O Do you know which custodian, technology, and infrastructure partners you'll need?
Have you mapped your operational workflow from onboarding through ongoing service?

Is your technology stack selected, integrated, and client-ready before launch?

Is your CRM data organized, accurate, and portable?
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Have you digitized key processes and documentation where possible?



How Should Advisors Prepare for Client Transition and Communication?

Your clients are the business. A well-sequenced, compliant communication plan protects the relationships you've
spent years building — and a disorganized one can undo them quickly.

Assess your transition plan:

O Isyour client communication strategy clear, sequenced, and compliant?

Are transition materials prepared and aligned with your timeline?

Have you segmented clients by relationship value, complexity, or service model?

Have you built realistic attrition assumptions into your projections?
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Are you prepared to explain how the move improves the client experience?

How Does Independence Affect Succession and Enterprise Value?

Independence isn't just a change in affiliation. It's a business structure decision that affects what your practice
is worth, how it scales, and how you eventually exit. Those implications deserve as much attention as day-one
economics.

Consider:

O Do you have a continuity or succession plan or a path for building one?

[0 Have you evaluated how your structure affects practice valuation and equity growth?
[0 Does your model support future recruiting, acquisition, or partnership opportunities?
O

Do you know how you eventually want to monetize the business you're building?

How Important Are Culture and Autonomy in an Advisor Transition?

Culture shapes every part of your day-to-day experience after a transition. A firm that looks right on paper but
operates in ways that conflict with how you want to run your practice will create friction that no payout can offset.

Ask:
Is your current firm’s culture limiting how you want to operate?
Are you compromising on branding, client experience, or investment philosophy?

Does the destination firm support advisor independence while still providing infrastructure and guidance?
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Can existing advisors speak credibly about the day-to-day experience after transition?

What Do Advisors Most Commonly Overlook Before a Transition?
Many advisors underestimate:

Operational complexity

Data organization requirements

Legal limitations

Client communication planning

Staffing demands during transition
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The importance of long-term growth support after affiliation

The smoothest transitions are usually the most thoroughly planned. Advisors who prepare early often experience
stronger asset retention, faster onboarding, and greater long-term business growth.



What’s the Next Step for Advisors Considering a Transition?

Every advisor's transition is different depending on business structure, client makeup, legal
considerations, and long-term goals. Speaking with one of our team members can help you evaluate
affiliation models, operational requirements, and long-term fit before making a move.

Whether you're actively exploring a move or simply pressure-testing what comes next, an informed
conversation is a good place to start.

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