
The Fears Advisors Don’t Talk About And
Why Independence Isn’t One of Them

Fast Facts: Transition
Retention Rates

85–95%+ of clients
typically follow
Higher for planning-
focused advisors
Highest when
communication is
strong

F e a r  i s  h u m a n .
S t a y i n g  s t u c k  d o e s n ’ t  h a v e  t o  b e .

It usually arrives between client
calls or after the third compliance
ticket of the day. That tiny
whisper you try to ignore:
“There has to be a better way to
do this.”
You shake it off.
You tighten your tie or straighten
your blouse.
You send another follow-up email
to a department you’ve never
met.
But the whisper doesn’t go away.
Here’s the thing: every advisor
who has ever gone independent
has felt that whisper right before
they came face-to-face with the
biggest fears the industry never
openly talks about.

Let’s shine some light on them:

This is the advisor’s boogeyman.
The fear that hides under the
desk.
But here’s reality:
Clients follow relationships, not
corporate logos.
Industry retention rates during
advisor transitions consistently
land between 85–95%+.
Why?
Because trust lives in client  
conversations, not in custodial
statements.

tech, managing ACATs, and giving
you a clean runway.
Most advisors describe
transitions as:
“A busy week but not a disaster.”
Chaos is a myth.  
Coordination is real.

The Moment It Hits You FEAR #1: “What if clients
don’t follow me?”

FEAR #2: “The transition will
be chaos.”
Picture stacks of paperwork,
late-night calls, system
lockouts…
Now picture this instead:
An experienced transition team
prepping paperwork, setting up 

ON YOUR OWN BUT NOT ALONE
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Another myth.
Supported independence means
you get:
 • A real team
 • Real humans
 • Real answers
 • Real backup
No tickets. No queues. No
bureaucracy.
Independence ≠ isolation.
Independence = autonomy with
support.

Only if you try to do it alone,  and
you won’t.
Supported independence gives you:
 • Admin support
 • Operational help
 • Marketing tools
 • Transition specialists
Most advisors actually get time
back, not more taken away.

What am I afraid of?
What’s actually true?
What’s possible with
support?

What your transition would
involve (the real version, not the
horror stories)
What kind of support you’d have
behind you
How your clients experience the
change
Whether this path aligns with
the future you're building

No pitches.
No pressure.
No “sales call energy.”
Just clarity. The kind advisors rarely
get inside their current firm.
If you’ve been carrying these fears
alone, you don’t have to anymore.

If you’ve felt even one of the fears
above, the quiet anxiety about
clients following you, the
uncertainty about managing a
transition, the worry that
independence means isolation,  
you’re already asking the right
questions.
The next step isn’t a commitment.
It’s simply a conversation.
A space to explore:

What independence could
actually look like for your
practice
How supported independence
removes the scary parts 

The Invitation

FEAR #3: “I’ll be out there
alone.”

FEAR #4: “Compliance is
scarier on my own.”
Inside large firms, compliance feels
like an obstacle course.
Inside supported independence,
compliance becomes a
conversation.
Where corporate compliance says,
“Submit a ticket,”
independent compliance says, “Let’s
talk this through.”
It’s not scarier.
It’s actually simpler.

FEAR #5: “Running a
business will eat my time
alive.”

Bottom Line
Fear shows up when you’re on the
edge of something meaningful.
But once advisors understand what
independence actually looks like,
fear turns into clarity, and clarity
turns into confidence.

3 Questions to Ask
Yourself

Start Your Path
to Supported

Independence!

Let’s talk about
what’s possible

for you.

717.737.2001|800.784.2266

communications@premiercir.net

Thinking will not
overcome fear,
but action will.

-W. Clement Stone
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