PREMIER@
NETWORK

OF FINANCIAL ADVISORS ®

How to Prepare Your Clients for a Transition
(Without Saying a Word About It)

The art of getting ready without

crossing a single compliance line.
"Get closer

The Unspoken Challenge
than ever to

Every advisor who's ever contemplated a move faces the same

your impossible-feeling puzzle:
customers How do | make sure my clients are ready without actually telling them
. anything?
SO CIose that You want them to feel:
tell them  connected
youte €  supported I
what they V confident @/\
need well é/steadT o Q
ut you also can't say:
before they X "Big changes are coming.” @/\
realize it X "Hang tight."

X “I'm leaving.”

It feels like walking a tightrope in dress shoes.

— Steve Jobs But here's the truth:

You can prepare clients without saying a single non-compliant word.
You just have to shift from “hinting” to “strengthening.”

Here's how:

themselves."

ON YOUR OWN BUT NOT ALONE
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STEP 1: Reinforce the Relationship, Now!

You don't need to say a thing about your future to deepen your
relationship today.

Call. Meet. Check in. Reconnect.

Touch base not because something's changing but because this is
what great advisors do.

The result? Compliant Actions
When the transition happens, your voice is already familiar and You Can Take Today

present. .
Update contact info

Strengthen
relationships
Reinforce your long-

STEP 2: Clean Up Client Records (Completely Compliant)

This is the pre-transition move every advisor wishes they had done
earlier.

Update: )
e Email addresses term commitment to
e Phone numbers clients
e Mailing addresses Increase review
e Household structures cadence

e Preferred contact methods
This isn't preparation for a move. It's good practice
that happens to make your transition frictionless.

Clean up internal files
Conduct normal
business as usual

STEP 3: Increase the Value Clients Feel Right Now Improve your own
If you're providing more: organization behind
o clarity the scenes
e planning
o follow-up
® care

...clients feel anchored.
Not because of where you are, but because of who you are. '
Your presence today becomes their confidence tomorrow. \ /

STEP 4: Do a “Service Reset” (Without Telling Them Why)

Re-engage your service rhythm.
o Offer reviews.
e Refresh financial plans.
e Discuss upcoming life events.
e Reconfirm goals and timelines.
Why?
Because stable clients transition smoothly.
Not because you warned them but because their advisory
relationship is already strong and active.

“It is not your customer’s job to remember you, it is your obligation and
responsibility to make sure they don’t have the chance to forget you.”
— Patricia Fripp
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STEP 5: Organize the Business Behind the
Scenes

All internal. All private. All compliant.
e Understand your book composition
e Note special client situations
e List recurring service obligations
e Check upcoming renewals
e Organize your workflow systems
This is your prep; not shared prep.

The more you do now, the smoother it feels later.

STEP 6: Encourage Clients to Stay Engaged

With Their Accounts
Ask clients to:

e login more often

e review statements

e confirm settings

e check their online access
You're not prepping them for a platform change.
You're simply improving their current financial
engagement.
But later?
It absolutely helps.

STEP 7: Avoid Every Hint, Breadcrumb, and
Wink

This part matters.

Even accidental language can cross the line.
Avoid:

“I'm exploring options.”

“Things may look different soon.”

“I'm planning something.”

“Maybe hold off on paperwork until next month.”
“lwon't always be here.”

Compliance violations happen in the gray zones.
Stay clean. Stay neutral. Stay present.
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STEP 8: Keep Your Messaging About Stability,
Not Change

Your clients want reassurance - always!

Say things like:

“I'm here for you.”

“I'm focused on your long-term goals.”

“We're in a good place.”

“Let’s stay on track.”

“Call anytime. I'm always available.”

This keeps the emotional foundation strong
without implying anything is shifting.

STEP 9: Prepare YOURSELF, Not Your Clients
Most of the real pre-transition work happens
inside your head, not out loud.

Get clear on:

e what you want

e what you need

¢ what your ideal practice looks like

e what kind of support you deserve

e how you want your clients to experience the

change

This clarity makes everything easier once the
transition begins.

STEP 10: Know That You'll Never Feel 100%
Ready. That's Normal!

No advisor ever says,

“I was perfectly ready on the day I transitioned.”
What they do say is:

“I wish | had trusted my gut sooner.”

Preparation isn't about perfection.

It's about stability, clarity, and intention, the
ingredients of a smooth transition.
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THE BOTTOM LINE

You can prepare your clients beautifully without
announcing, hinting, or implying anything.

THE INVITATION
If this stage feels heavy, that's normal. It

means you care about doing this the right way.

The formula is simple: You don't have to navigate the unknown alone,
e Strengthen the relationship. and you don't need all the answers before you
e Clean the data. start asking questions. Even one conversation
e Stay engaged. can bring clarity, calm, and a better sense of
e Stay compliant. what your path could look like.

e Stay human.

Let's explore your options at your pace, with

When the time comes, your clients will feel steady zero pressure.

because you already made sure of it.

Start Your Path to Supported Independence!

X <

717.737.2001] 800.784.2266 communication@premiercir.net

ON YOUR OWN BUT NOT ALONE
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