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WHAT TO EXPECT WHEN YOU'RE EXPECTING TO CHANGE BROKER/DEALERS

Switching Broker/Dealers—An Overview of the Process

The process of moving a financial advisor from his or her current broker/dealer to a new one
is substantially similar from one broker/dealer to the next. However, where the new broker/
dealer truly distinguishes itself is in the commitment, resources and human talent it makes
available to a financial advisor to ensure a smooth transition and the ongoing support it
provides post-arrival.

ion process generally consists of four distinct steps.

Onboarding

Before the onboarding can begin, advisors will need to create a
final master client list from which the client paperwork can be
generated for the client to review and sign when the time comes.
And yes, substantially all the client paperwork is completed by
machine, not the advisor.

The advisor will also set his or her onboarding date—the date on
which the advisor resigns from his or her current firm and starts
with the new broker/dealer. That date will also trigger the mailing
of relevant client paperwork to the advisor’s clients.

Once the advisor has started with his or her new firm, advisors
can commence client outreach to explain the move to the new
broker/dealer, the benefits it has for the client and what the client
““'" needs to do to effect the transfer of his or her accounts.
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WHAT TO EXPECT WHEN YOU'RE EXPECTING TO CHANGE BROKER/DEALERS

Switching Broker/Dealers—An Overview of the Process (continued)

STEP 4

Ongoing Support

Support for the advisor doesn’t end with the successful transfer of
client assets. A good broker/dealer will provide continued access
to, and assistance with, the programs and tools that can help an
advisor reach new heights in practice growth and client
satisfaction. These support services generally include practice
management programs, marketing and communications expertise
and tools, networking opportunities among peers, robust
education and training, and day-to-day operational support.
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Questions to Ask Before Changing Broker/Dealers

One important ingredient to reducing the uncertainty of a broker/dealer change and ease the
fears surrounding such a move is to ask a lot of questions before making the decision to switch.
Here are some questions to ask of a prospective new broker/dealer:

What support services
are provided, pre- and
post-transition?

How does
your transition
process work?
How long will
transition assistance
be offered?

‘ Do | receive a dedicated
conversion specialist?

How are updates
communicated
and how often?

Do you have a list of all the
responsibilities associated with
changing to your broker/dealer
(e.g., paperwork) and which

party is responsible for each?

What are the top things
What is your broker/ that go can go wrong with a
dealer’s experience with transition, and what can be

the percentage of clients done beforehand to prevent

and client assets that them from happening?
come over?

An advisor should expect clear-cut answers to each of these questions. Transparency is an important condition to developing trust in a prospective broker/
dealer. If an advisor finds that answers are couched in generalizations and evasions, then he or she may want to re-evaluate that broker/dealer candidate.
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Switching broker/dealers is a big decision, but if an advisor has done his or her due diligence
it represents the beginning of a new chapter of opportunities. Here are seven tips that may

make for a positive and rewarding transition.
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Seven Tips for Advisors on the Move

Changing broker/dealers will
unavoidably create some disruption in
an advisor’s practice. That’s why it’s
important to stay focused on the end
goal throughout the process. Knowing
the transition is the start of something
better will help advisors to better cope
with any minor frustrations that may
occur during the changeover.
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WHAT TO EXPECT WHEN YOU'RE EXPECTING TO CHANGE BROKER/DEALERS

Seven Tips for Advisors on the Move

Choosing a new path is almost always a difficult decision because it involves abandoning the known for
the unknown. Making that leap, however, is often the key that unlocks the door to new and exciting
possibilities in any part of an individual’s life.

For the advisor who believes a change of broker/dealer would open the door to the sort of practice and
lifestyle he or she wishes to have, the best way of overcoming the natural hesitation to making a
change requires three simple ingredients: a written vision of what an ideal broker/dealer looks like,
extensive due diligence of prospective candidates and a clear understanding of the transition process.

With those three ingredients, advisors can melt away the uncertainty and confidently step into the
future of their choosing.
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About American Portfolios

Headquartered in Holbrook, N.Y., American Portfolios Financial Services, Mellon firm, the securities of w/?zc/y are kela' on a fully a'mla:ea' bzm: The * Based on a poll of registered rep i d:
Inc. (APFS) is a full-service, independent broker/dealer and member firm of mmpﬂny currmtly :upppm 841 i de P ine. Broker/deale
FINRA and SIPC, offering a mmplete range of financial services, including of

personal financial and securities trading, mutual funds,

d by I Advisor
rated highest by their representatives are awarded
Bmker/Dmler (B/D) of the Year.”

i more than 375 non-registered associates,
located in 395 branch locations throughout the nation. It was named

access to investment research, lang term care planning, insurance products
and tax-free investing. Fee-based asset management is offered through its sister
subsidiary, American Portfolios Advisors, Inc., (APA), an SEC Registered
Investment Advisor. Both entities, along with technology entity American
Portfolios Advisory Solutions, LLC, collectively reside under the legal entity
American Portfolios Holdings, Inc. (APH). Full-service securities brokerage

is available through a clearing firm relationship with Pershing, LLC, a BNY
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Broker-Dealer of the Year* (Division I11) by Investment Advisor magazine for
five consecutive years (2015-2019); a wealthmanagement.com 2019 Industry
Award Finalist in the category of Enhanced Customer Service Support™; one
of the Best Companies to Work for in the state of New York for four consecutive
years (2016-2019) by the New York State Society for Human Resources
Management (NYS-SHRM) and the Best Companies Group (BCG); and one
of the Top Long Island Workplaces for 2018 by Newsday.

** Wealthmanagement.com Industry Award finalists are selected by a panel of
independent judges made up of subject matter experts in the industry. Award
is based on support provided to AP5 affiliated people and does not reflect

public customers nor their account performance.

RMERICAHN
PORTFOLIOS



