
Top 10 Transition 
Mistakes to Avoid    

TOP TEN LIST



ORLANDO, FLORIDA
2420 S. Lakemont Ave, Suite 120 
Orlando, FL 32814
(407) 740-6553

VIERA, FLORIDA
5466 Village Drive, Suite C1 
Viera, FL 32955
(321) 383-8815

Our goal at SFM is to provide a forward-thinking, collaborative, full service firm 
in which management is fully vested in the success of our Advisors and their 
clients.



Failing to Allow 
Yourself Enough Time

Preparation prevents poor performance. The ear-
lier you start planning your transition, the more 
likely you’ll be prepared to complete the numerous 
tasks on your transition checklist. We recommend, 
at the very least, planning three months ahead of 
time. In developing a plan, be sure to consider 
your goals and objectives, business assessment, 
terms of your transition, communication plan for 
clients, and schedule of tasks necessary to com-
plete the transition.

Failing to Seek Legal Counsel

Transitions can be intimidating because there’s a 
“no holds barred” approach to maintaining assets 
within a firm. If there’s a chance that you’ve violat-
ed your contract with the firm your leaving, then it’s 
likely you’ll receive a cease and desist letter and 
follow up correspondence to intimate you from 
carrying any assets with you. A skilled attorney 
can review existing contracts with your firm and 
broker/dealer to be able to determine boundaries 
in carrying your clients with you. You’ll also want a 
legal professional to examine contracts, compen-
sation, and proposed ownership structure from the 
firm you’ll be joining. By being proactive with le-

gal matters, you’ll be less likely to jeopardize your 
transition and the promise it holds.

Failing to Conduct Due Diligence

Transitioning should only be on the table if you 
know with great certainty that your move will ben-
efit you and your clients. However, such a con-
clusion is not easily derived at first. You’ll want 
to consider what your client base will look like as 
you transition and whether your clients will receive 
better service than what they were receiving prior 
to your move. Here are some decision points to 
consider:
• Will my new firm have a proven track record of 

providing resources and best practices to allow 
your practice to grow and evolve?

• What’s the most ideal business model for your 
practice and does it line up with the model be-
ing presented by your prospective new firm?

• In light of the current regulatory environment, 
will my new firm have the expertise need-
ed to protect my clients and my business? 

Failing to Understand 
the Direct Impact on Clients
Transitions often revolve around the advisor’s ca-
reer advancement but it’s also important to con-



sider how your move will add value to your clients, 
and whether you’re able to articulate the result-
ing value. Many advisors are naturally concerned 
about client retention when transitioning to new 
firms. According to a 2013 study conducted by 
Schwab, advisors in their “sophomore” year with 
Schwab said that not only did their clients agree to 
make the transition with them, but 60% were im-
mediately on board when told about the change.1

Failing to Identify Practice 
Management Support

Ideally, your new firm will provide support from se-
nior advisors and leadership who are actively im-
plementing best practices. Once your transition is 
complete, the first full year of operation is absolute-
ly critical for gaining momentum. You’ll need to be 
able to grow your client base and build the right ad-
ministrative, operational, and strategic foundations 
to create a steady stream of new business. Having 
access to case-specific, advance-level collabora-
tion from seasoned veteran advisors is extreme-
ly beneficial for younger advisors transitioning to 
a new firm. Meanwhile, seasoned 
advisors will want to make sure the 
new firm’s business operations are 
consistent with how they have been 
serving their clients in years past. 

Failing to Retain 
Talented Employees

Your staff are your backbone - you 
need to be aware of how the key em-
ployees you’ve relied on for years will 
be affected by your transition, even 
if they’re staying on your team. New 
broker/dealer requirements, pro-
cesses, and procedures will not be 
easy to implement during the first 
few months of the transition. It’s important the key 
employees are made aware of the transition, feel 
comfortable with the challenges that will be faced, 
and understand the added benefits that will result. 
These key people are crucial to client retention, 
employee retention, and overall succession plan, 
which was created to protect your practice. 

Failing to Ensure a 
Marketing Solution is in Place

You’ll need marketing resources when you join 
a new firm. Determining whether those resourc-
es are already in place or will need to be devel-
oped will better prepare you to bring in new pros-
pects, regardless of the circumstances. Ideally, 
you would gain marketing resources but no firm is 
perfect and some of the new firm’s attributes will 
require a tradeoff in one aspect or another. In pre-
paring, you’ll want to understand your new firm’s 
competitive landscape to be able to differentiate 
your new brand and tailor your offerings to bring in 
new prospects.

Failing to Enlist the help 
of a Transition Coordinator

Navigating the nuances and requirements for ad-
visor transitions are too complex to go it alone. 
There are teams of professionals who execute ad-
visor transitions on a regular basis who can guide 

you through the process, the considerations in-
volved, and bring in additional resources to help 
make your transition go smoothly. Ensure you 
have a transitions professional whom you can rely 
on to manage necessary paperwork and bring up 
key decisions in a timely manner.



Failing to Develop a 
Communications Plan

As soon as you pull the trigger on your transition, 
you’ll want to have a sequence of communica-
tions scheduled. Once your firm has been notified 
of your resignation, schedule a meeting with your 
staff to discuss how you plan to carry out the sec-
ond phase of your transition. If your contractual 
agreements allow, have an email or letter drafted 
to your clients informing them of the transition and 
assuring them that they’ll be able to continue to 
rely on you for financial advice. Follow up with a 
phone call to inform each client about your move 
and offer to address any questions or concerns 
they may have regarding their investments.  

Failing to Keep Your 
Transition to Yourself

Your career move is exciting, and you’ll natural-
ly want to share your plans with your friends and 
family. However, it’s important to keep your plans 
between your transition coordinator and yourself 
for the transition process to be carried out suc-
cessfully. If it’s discussed openly, the chances of 
colleagues and clients finding out will greatly in-
crease and you risk maintaining control of your 
own transition. If it’s discovered by your broker/
dealer that your leaving, they may find grounds 
to terminate you, or if it’s discovered by your cli-
ents that your leaving, they may share your news 
amongst themselves before your communications 
plan is ever able to be put in action.  

SFM Advisor Group: Your 
Transition and Succession Resource 

Charlie Allen serves as Security 
Financial Management’s Direc-
tor of Recruitment and Advisor 
Support. Security Financial Man-
agement was recently named by 
the Orlando Business Journal as 
being among the top 5 financial 
planning firms in Central Florida. Charlie invites 
you to work together as partners. He would love to 
have you join the SFM family.

Charlie can be reached at (321) 383-8815 or char-
lie@SFMadvisorgroup.com.
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