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A SMOOTH 
HANDOFF

You’re in the home stretch. 

Make sure to be in sync. 
While you may be prepared for the transaction to close, it’s 
important for clients – and their families – to be adequately 
informed about the impact of your deal on their financial 
future. Open lines of communication are critical to a successful 
game plan, and team members, branch managers and head 
office may also need to be kept in the loop. 

To this end, Guide 3 offers useful tips on everything from 
the logistics of contacting clients to the conversation itself, 
including: 

sample phrases, 

final steps, and 

benefits you should underscore to put their minds at ease. 
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Endorsement Letter 
As part of the handoff, outgoing Advisors should compose a note containing:

  a reminder of the upcoming transfer, including the effective date,

  a bio of the incoming Advisor (e.g., credentials, experience, niche expertise),

  an expression of confidence in their client service standards, and

  gratitude for years spent in a successful partnership. 

Onboarding Letter
Whether in the same mailer as the seller’s endorsement letter, or soon after, 

incoming Advisors should write an introduction to clients, including:

  a timeline for transfer of ownership,

  assurances of continuity of service,

  a summary of their investing style, and

  a process overview, including next steps (e.g., review meeting or  

follow-up call).
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Start Talking Early

For Advisors looking to sell a business, client communication starts long 
before the announcement. Initiate the conversation at a regular quarterly 
review meeting, by saying: I’m thinking about my future; I’ve been  
meeting with successful younger colleagues who approach the client 
relationship and management as we do, and here are some of the  
advantages (list them)… what do you think? Including clients in the  
process can provide them with the best possible transition experience, 
thereby increasing the value of your business to your successor.

LLOYD WILLIAMS, Speaker, Consultant and Coach

PRO TIPLATER STAGES 
OF THE 
PROCESS



Candid about what he calls “the big, looming 

issue of aging representatives in our industry,” 

Dave Gorveatte walks the talk, taking the very 

advice he gives his clients, and his colleagues: 

start planning EARLY.
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The right fit

In 2010, a mortgage broker came to my office to discuss 

possible synergies. Colin’s career was in the early stages, 

and I thought I could help, so I offered an office, and the use 

of the photocopier, phones, and admin assistance – for the 

price of my morning coffee. He was 15 years younger, in a 

complementary field, intelligent and had an innate  

service ethic. 

When I’d ask for assistance on a client-related task that was 

challenging, complex or involved extra work, without obvious 

personal gain, I could see his commitment to helping people. 

Over the next few years we had an open and ongoing 

dialogue about him becoming an Advisor, and despite 

considerable success in the mortgage field, he took the plunge 

in 2017. We became a team with a plan of action.

MEET DAVID 

 DAVID  
GORVEATTE
Investia Financial  

Services Inc.



Avoid Easy Fumbles

Although acquiring Advisors often pass a slice of the book – usually  
15% to 20% – to a less experienced associate, it can be grating for clients to 
undergo two onboarding processes. Reduce the friction by planning ahead – 
introducing clients to their primary Advisor at the outset, in order to forestall 
a sense of rejection that may come from two consecutive transitions.

LLOYD WILLIAMS, Speaker, Consultant and Coach
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A long, client-centric 
transition

Rather than assigning Colin the 

smaller accounts while maintaining 

a close handle on the “important” 

clients, I’m slowly converting my 

individual files to joint codes in blocks 

– from smaller to larger clients. I’m 

not turning over control, but rather 

phasing Colin in, while I remain senior, 

and ultimately responsible. So, I’ll stay 

involved with every client right up to 

the day I retire. 

In terms of a formal succession 

agreement, we discussed logistics 

for about a six-month period. We 

crunched numbers to determine 

what made sense for him and for 

me; worked through financing; 

valuation; and every possible scenario 

and outcome. We now have a legal 

contract that ensures no grey areas for 

us, or our spouses, should one of us 

fall ill or pass away prior to the baton 

pass.

An explosion of referrals

By articulating our ability to provide 

a more comprehensive offering as a 

team – and our capacity to take on 

business – we have seen an explosion 

of referrals. In fact, if this continues, 

we’ll be on track to double our book 

over the next five years.  

If everything goes as 

planned, within three 

to five years, we’ll hire 

another person who will 

be entrenched by the time 

I retire, and we’ll have put 

a repeatable transition 

process in place for the 

mutual benefit of clients 

and Advisors. 

DAVID GORVEATTE
CFP®, CPCA, Certified Financial 
Planner, Investia Financial Services Inc.
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A JOINT 
APPROACH

Sellers should reiterate that the incoming Advisor:

  Enriches the current relationship with clients,

  Enhances the practice through differentiation, and

  Ensures continuity of service, while adding new ideas.

Buyers could consider assigning temporary codes to each account, in order  

to catalogue client reactions and decide which one to follow-up with first: 

  “A” – Clients who are comfortable 

  “B” – Clients with minor concerns

  “C” – Clients with major concerns

How to Insulate 
the Client 
Relationship

Even when clients have been included in the planning stages, as the 

transition date grows nearer, they may begin to feel anxious about moving 

from an Advisor they know and trust to a largely unknown quantity. Taking 

a joint approach – well in advance – can alleviate these concerns, leading to 

greater loyalty and better overall security for the book. 
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Simple phrases work best to communicate the message: 

E.g.,  As you know from previous conversations, I’ve been thinking hard about 

the next stage of my life. My decision is to retire by [insert timeline], 

which is difficult because I find working with clients such as yourself 

deeply rewarding. But rest assured I have a plan in place that will make 

the transition seamless, and that I’m letting you know now, well in 

advance, so that we can address any concerns you may have.

E.g.,  Per our recent conversation, I have some bittersweet news to share with 

you – I’m putting my retirement plan in place. Luckily, [insert name] will 

be joining my team as a partner, and as my eventual successor. Given how 

well you responded to him/her at our previous meeting, I have no doubt 

about this being the right fit, and that our transition plan will be smooth.

E.g.,  Though I know [insert name] has already told you about his/her 

retirement plan, allow me to tell you how thrilled I am to be your new 

investment advisor. As [insert name] and I share a core philosophy, I’m 

confident you will find very little difference in the quality and consistency 

of our service.

In addition to reading obvious 

body language, gather instant 

feedback, by asking:

   Do you have any concerns  

or reservations?

   What do you think about  

the plan?

   What can we do to make 

sure you’re comfortable?

How to  
Jump-Start the 
Conversation

Initial phone call to clients (Together)

Endorsement letter (Seller) 

Onboarding letter (Buyer)

Formal introduction and bio (Together)

Process overview for clients (Buyer)

Assess or draft financial plans (Buyer)

Second phone call to clients (Buyer)

In-person meeting with clients (Together) 

Get Started
For more information on 
buying and selling a book of 
business, and other actionable 
ideas to grow your practice, 
contact us today.

bmo.com/gam/ca/advisor

Mutual Funds: 1-800-669-7327

ETFs: 1-800-361-1392

FINAL STEPS



Featured in This Guide:

David Gorveatte, CFP®, CPCA, Certified Financial Planner, Investia Financial Services Inc.

Since 1983, David has specialized in retirement planning and tax planning for both individuals and businesses.  

This passion for doing full service financial planning led to his transition to Investia Financial Services Inc in 2011,  

where he enjoys access to a wide spectrum of investment products and services. 

Lloyd Williams, Speaker, Consultant and Coach

Lloyd Williams is an international speaker, executive coach, creator of the Exponential Business Model and the 

Relationship Conversation and the author of Attract Clients: A Financial Advisors’ Guide to Building and Running a 

Practice. He has conducted workshops for Advisors in more than 50 top financial service firms, and coaches a select 

group of executives and entrepreneurs, guiding them towards positive, exponential results in both their personal  

and professional lives.

The testimonials in this brochure may not be representative of the experience of other people/advisors. The testimonials are no guarantee of future 
performance or success. These are solicited testimonials.

BMO Global Asset Management Disclosure:

This brochure is for information purposes. The information contained herein is not, and should not be construed as, investment advice to any party. 
Investments should be evaluated relative to the individual’s investment objectives and professional advice should be obtained with respect to  
any circumstance.

BMO Global Asset Management is a brand name that comprises BMO Asset Management Inc., BMO Investments Inc., BMO Asset Management Corp., 
BMO Asset Management Limited and BMO’s specialized investment management firms.

®/™Registered trade-marks/trade-mark of Bank of Montreal, used under licence.

Investia Financial Services Inc. Disclosure:

Commissions, trailing commissions, management fees and expenses all may be associated with mutual fund investments. Mutual funds are not 
guaranteed, their values change frequently and past performance may not be repeated. Please read the prospectus of the mutual funds in which you 
invest. The information in this article is general information only and is not intended to constitute specific legal, accounting, financial or tax advice for 
any individual.


