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Over the next decade, 

106,264 advisors plan to 

retire, comprising 36.8% of 

industry headcount and 

38.9% of total assets. 

Changing the Guard

Of those planning to 

retire, 26.3% are unsure 

of their succession plan.

Source: The Cerulli Report - US Advisor Metrics 2022. Used with permission.
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Cerulli Associates utilizes the term "advisor" instead of 

"financial professional" utilized by Invesco Distributors, Inc.
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To provide guidance in 

planning and delivering

a successful transition 

which minimizes disruption 

and maximizes retention

The Cerulli Report, US Advisor Metrics 2022
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The industry’s largest communication 

and consulting services group with a 

focus on financial professionals1

Who we are

"Changing the Guard" is based on Invesco Global Consulting's proprietary research and on its 

work with Cerulli Associates and Maslansky + Partners. Distributors, Inc. is affiliated with none 

of Cerulli Associates, Cerulli Inc. or Maslansky + Partners. Logos and images are used with 

permission. “It’s not what you say, it’s what they hear.” is a registered trademark of Maslansky 

+ Partners. Used with permission.

1 Source: RA Prince & Associates, Inc. as of 3/31/20. The ranking of “largest” is 

based on number of full-time employees on the Invesco Global Consulting team.

² Source: Invesco Global Consulting database (2011 - 2023). Note: Invesco Global 

Consulting began its coaching program in 2011.
3 As defined by Barron’s and Forbes
4 Source: Invesco Global Consulting database (1998-2023).

• ~2,000 coaching engagements per year 

since 20112

• Actively coached 60% of the top 100 

financial professional teams2,3

Invesco Global Consulting

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

• ~600 keynote presentations per year 

delivered at elite industry events4
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… the retiring professional:

• 34 years in the business

• Manages a team of four

• Intends to retire to Florida and 

pursue his love of deep-sea fishing

Introducing…

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

"Jim" is fictional, and so is the presented scenario. For illustrative purposes only
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How will I maximize the value of my practice? How will I maximize the value of my practice? 

How do I start to communicate to my clients?How do I start to communicate to my clients?

Who can I trust to take care of my clients? 

6FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC
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Who can I trust to take care of my clients? 

7FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Key Success Metrics 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

1. The right values: that are fully aligned regarding 

authenticity, loyalty, integrity, etc.  

2. Right philosophy: that agrees on the approach 

that drives your practice and team

3. Right skills: that will bring complementary skills to 

expand your team’s capability and impact

4. Right personality: that will bond with both your 

team and clients

4 critical considerations:
Does the potential business partner have the…

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.



88

“Maria" is fictional, and so is the presented scenario. For illustrative purposes only

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

• 10 years in the business

• Runs her own successful practice

• Intends to grow through acquisition 

by finding the right fit

Jim has selected
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How will I maximize the value of my practice? 

How do I start to communicate to my clients?How do I start to communicate to my clients?

Who can I trust to take care of my clients? 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC
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How will I maximize the value of my practice? 

10FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Practice

Management

Room

Wealth

Management

Room

New Business 

Development

Room

Client

Service

Room

For illustrative purpose only
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Key Success Metrics 

• 5-year average annual 

revenue growth 

• Number of clientele giving 

HNW referrals each year 

• Establish a professional 

network 

• Number of clients with a 

comprehensive financial 

plan

• Number of clients who have 

completed a WM checklist 

to demonstrate 

implementation of the plan

• Incorporation of banking, 

lending, and risk mitigation 

and insurance solutions

• Manageable number of clients 

per financial professional

• Segmented clientele with a 

stratified service model

• All personal information, 

insights and preferences 

captured on the client 

relationship management 

(CRM) system

• Recurring revenue in the 

practice

• Technology levered to 

manage all processes and 

engagements within the 

practice.

• Clearly defined roles and 

responsibilities

For illustrative purpose only

How will I maximize the value of my practice? 

Practice

Management

Room

Wealth

Management

Room

New Business 

Development

Room

Client

Service

Room

HNW = high-net-worth = $1 million to $ 5 million 

in liquid financial assets (USD)

WM = wealth management
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The Practice Innovation Index was 

developed in a partnership between 

Invesco and Cerulli Associates with the 

goal of benchmarking your practice 

attributes with the industry’s most 

innovative financial practices.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Benchmark Your Practice

The ”Practice Innovation Index” program is based on Invesco Global Consulting’s work with Cerulli Associates. Invesco 

Distributors, Inc. is affiliated with neither Cerulli Associates nor Cerulli, Inc. The Cerulli Associates logo is used with permission.

For illustrative purpose only

How will I maximize the value of my practice? 
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Review Your Results

Webpage image shown is subject to change without notice and isshown for illustrative purposes only. Any results shown are for illustrative purposes 

only. The ”Practice Innovation Index” program is based on Invesco Global Consulting’s work with Cerulli Associates. Invesco Distributors, Inc. is 

affiliated with neither Cerulli Associates nor Cerulli, Inc. The Cerulli Associates logo is used with permission.

How will I maximize the value of my practice? 
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invesco.com/PracticeInnovationIndex

Benchmarking for High-Performing

Financial Professionals

The "Practice Innovation Index" program is based on Invesco Global Consulting's work with Cerulli Associates.

Invesco Distributors, Inc. is affiliated with neither Cerulli Associates nor Cerulli, Inc. The Cerulli Associates logo is used with permission.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only.

https://www.invesco.com/us/en/financial-professional/practice-innovation-index.html
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Engage Your Staff

How will I maximize the value of my practice? 

• Who is the new financial 

professional/successor?

• What does this mean for me/the team?

• When does all this happen? 

• What should we say to clients?

• Create your FAQs 

Important Communication Topics
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The toolkit (IGC-CTG-BRO-1) brochure image shown is for illustrative purposes only.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

High-RiskLow-Risk

Low-Value 

High-Value

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.

Provide staff with segmented client communication strategy

How will I maximize the value of my practice? 

A
Highest 

Effort

B
High 

Effort

C
Medium 

Effort

D
Low

Effort

For illustrative purposes only
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How do I start to communicate to my clients?

How will I maximize the value of my practice? 

17FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Who can I trust to take care of my clients? 
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Successor:

Practice:

Optimal Communication Timeline:

Announcement
Introducing a new 

member to the team 

Transfer of trust
Multiple meetings integrating the  

successor into client meetings.

Completion
“Passing the torch” 

2 31

024 23 17 16 14 13 12 11 10 9 8 7 6 5 4 3 2 122 21 20 19 18 15

For illustrative purposes only

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.

How do I start to communicate to my clients?

Month
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Announcement
Introducing a new 

member to the team 

1

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Language Matters

How do I start to communicate to my clients?

For illustrative purposes only

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.
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For illustrative purpose only

35DAMAGE 

THRESHOLD

65
SUCCESS 

THRESHOLD

Language Matters

How do I start to communicate to my clients?
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This video (IGC-CTG-PPT-VID-2) is for illustrative, informational and educational purposes. The scenario depicted is fictional. 

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

35DAMAGE 

THRESHOLD

65
SUCCESS 

THRESHOLD

Language Matters

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

How do I start to communicate to my clients?

100

90

80

70

60

50

40

30

20

10

0



22FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

For illustrative purpose only

35DAMAGE 

THRESHOLD

65
SUCCESS 

THRESHOLD

Language Matters

How do I start to communicate to my clients?
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This video (IGC-CTG-PPT-VID-3) is for illustrative, informational and educational purposes. The scenario depicted is fictional. 

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

35DAMAGE 

THRESHOLD

65
SUCCESS 

THRESHOLD

Language Matters

How do I start to communicate to my clients?
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“I have announced my

decision to retire…”

All about the financial 

professional

“I am most thankful for

the trust my clients have 

placed in me…”

Nothing about the client

“I have asked Maria, a financial 

professional with the firm, to

take over your account…”

Nothing about Maria

For illustrative purpose only

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Language Matters

How do I start to communicate to my clients?
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I want to let you know that after 25 years of working in the financial services industry, I have announced my decision to 

retire. My wife and I have decided to move so that we can be closer to our grandchildren. Hopefully, there will be more time 

for golf and fishing as well. This marks a new stage in my life’s journey and is certainly something I have been looking 

forward to for a long time now. 

As I look back on my 25-year career, I am most thankful for the trust my clients placed in the firm and in me.

I have asked Maria, a financial professional with our firm, to take over your accounts. Maria has more than 10 years of 

experience, and I’m sure you will find her knowledgeable and beneficial in planning and implementing the investment 

strategies in your portfolio. Maria’s assistant, Jenn, will assist her in handling your new relationship.

Maria and Jenn will contact you in the near future to introduce themselves and make sure our records and your information 

are up-to-date. Again, thank you for your business. It was a pleasure working with you, and I wish you all the best!

41

28

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

This scenario is fictional and is shown for illustrative purposes only.

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

50

41

35

28

How do I start to communicate to my clients?
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This video (IGC-CTG-PPT-VID-4-TRIM) is for illustrative, informational and educational purposes. The scenario depicted is fictional. It is not a 

recommendation. Any product, program or service referenced is not intended to represent any specific Invesco offering. Invesco Distributors, Inc. 

does not offer the referenced products/services. Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

35DAMAGE 

THRESHOLD

65
SUCCESS 

THRESHOLD

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement

How do I start to communicate to my clients?
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For illustrative purpose only

Stage 1: Announcement

How do I start to communicate to my clients?
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I spent a lot of time talking to potential partners and thinking about what

they would bring to the team. Maria’s experience and expertise really stood

out to me. She’s served several clients whose portfolios are similar to yours

and has helped them work toward their financial goals. 

With Maria working alongside me, we’ll be able to greatly expand the

services we can offer. She has a lot of experience in areas that will be

a strong addition to the firm, like generational planning, social security,

and long-term care needs. 

65

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

This scenario is fictional and is shown for illustrative purposes only. It is not a recommendation. Any product, program or service referenced 

is not intended to represent any specific Invesco offering. Invesco Distributors, Inc. does not offer the referenced products/services. 

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.

50

65

78

Stage 1: Announcement

How do I start to communicate to my clients?
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I want to

better serve

your needs

86% 14%

my firm has

been growing

so rapidly lately

Which of these

would you rather hear

from your financial 

professional?

I’m adding someone to 

my team because…

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement

How do I start to communicate to my clients?
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team member

68% 32%

partner

Which of these would

you rather hear from 

your financial 

professional?

I’m bringing on a…

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement

How do I start to communicate to my clients?
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new investment 

strategies to

our team

27% 73%

complementary 

investment 

strategies to

our team

Which of these

would you rather hear

from your financial 

professional?

The new financial 

professional

will bring…

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement

How do I start to communicate to my clients?
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Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Maria will be 

contacting you 

shortly to 

introduce herself.

17% 83%

I’d like Maria to 

join our next 

meeting.

Which of these

would you rather hear

from your financial 

professional?

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement

How do I start to communicate to my clients?
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As your financial professional, over the many years we have worked together, I have truly enjoyed helping                          

you plan and prepare for your future. As you have prepared for your future, I too have been preparing for                            

my future and retirement. So, while this will not be an issue for many years to come, I do think that it is                  

important we discuss it early so we can make sure you and your family feel secure for the long-term. 

With that said, I have gone through a very thoughtful process in determining who might bring complementary skills to 

the group. We will be adding a new team member, her name is Maria Smith. Maria’s experience and expertise have 

really stood out to me. I have seen that Maria has a proven track record of success over the years she has been in the 

business. We believe that Maria will not only be a great fit for our team but will bring a complementary skillset such as 

generational planning, social security and tax-smart strategies.

With Maria joining the team we’ll not only be able to continue the services that we have always offered, but also expand 

our services. We share the same beliefs on investing and financial planning, and I feel confident that we will continue the 

mutual beneficial relationship that we have had over the years. 

It’s important to me that at some point in the near future that you meet Maria. I will be reaching out to find a convenient 

time that will allow for an introduction. 

Client

Continuity

Complementary

If this illustration is used outside of the designated audience, it is the respective user's responsibility to ensure that such material complies with all applicable regulations 

and is filed with the appropriate regulatory bodies if so required. Words and phrases utilized should always be appropriate, applicable and provable. This scenario is 

fictional and is shown for illustrative purposes only. "Jim" and "Maria" are fictional professionals and are shown for illustrative purposes only.                                           

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.

The referenced "conversation guide" is included in the toolkit brochure.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 1: Announcement: Conversation Guide

How do I start to communicate to my clients?
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Client Name

Segment    

A, B, C, or D Announce

Transition 

Meeting 1

Transition 

Meeting 2

Transition 

Meeting 3

Transition 

Meeting 4

Retirement 

Announcement

Farewell 

Tour

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Communication & Transition Grid

Alan Anderson Quarterly Quarterly Quarterly Quarterly
3 months before 

retirement✓ ✓A

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. This grid is available in the toolkit brochure. The brochure is 

available from your Invesco representative. The client information included in the chart is fictional and is included for illustrative purposes only.
FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

How do I start to communicate to my clients?
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clients of a 

new team member

clients being moved 

to a call center

clients of a 

new team approach

clients of a 

contingency plan

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

In the toolkit:
Additional research-based messaging on how to inform your… 

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.
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Announcement
Introducing a new 

member to the team 

Transfer of trust
Multiple meetings integrating the  

successor into client meetings.

Completion
“Passing the torch” 

2 31

024 23 17 16 14 13 12 11 10 9 8 7 6 5 4 3 2 122 21 20 19 18 15

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

The Transition Process

How do I start to communicate to my clients?

For illustrative purposes only

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners

Month
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Announcement

member to the team Transfer of trust
Multiple meetings integrating the  

successor into client meetings.

2

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

The Transition Process

How do I start to communicate to my clients?

For illustrative purposes only
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“Transition”

not

“transaction”

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors. Percentages might not add up to 300% (because three answers were to be chosen) due to rounding.

Stage 2: Transfer of Trust

Which of these is the best name for the scenario we’ve been discussing? (top 3)

4%Sale

5%Merger

12%Reorganization

27%Handoff

30%Partnership

61%Retirement

76%Succession

84%Transition

Best name for the scenario

How do I start to communicate to my clients?
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13%

5%

Which of these is the best statement from your financial professional? 

82%
providing additional support 

on your account

responsible for the day-to-day 

management of your account

your new point of contact

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Going forward, Maria will be…

Stage 2: Transfer of Trust
How do I start to communicate to my clients?
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Source: March 2020 study by Invesco Global Consulting 

of 1,037 North American investors.

Percentages might not add up to 300% (because three 

answers were to be chosen) due to rounding.

19%

81%

I think this is a good time to              

rethink parts of your portfolio

I am excited to continue the 

good work that you've done 

with your financial 

professional

Which would you rather hear from Maria? 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC 40

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Stage 2: Transfer of Trust
How do I start to communicate to my clients?

40
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28%

72%

Your financial professional and I 

share the same beliefs on 

investing and financial planning. 

We will do our best to minimize 

any changes in how we work with 

you.

I have experience with newer and 

more comprehensive approaches 

to investing and financial planning. 

I believe the changes will                   

better serve you.

Which would you rather hear from Maria? 

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Stage 2: Transfer of Trust
How do I start to communicate to my clients?
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I believe the changes 

will better serve you.

Who should communicate change, if any?

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 2: Transfer of Trust
How do I start to communicate to my clients?

For illustrative purposes only

42
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Client

Continuity

Complementary

“As I am sure you know, Maria joined our team last year to help you and clients like 

yourself to better plan and prepare for the future.” 

“She has provided valuable resources and complementary skills to the team, mostly in 

specialized areas like tax-smart investing and social security distributions. Going 

forward, Maria will be working more closely with myself and clients like you. She will 

continue to be a valuable resource for us.”

“To be clear, you and I will continue working together as we are now. Since Maria has 

joined us, I have been very excited to have her as part of our group. If you have any 

questions going forward regarding Maria’s role, please feel free to let me know.” 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

If this illustration is used outside of the designated audience, it is the respective user's responsibility to ensure that such material complies with all applicable regulations 

and is filed with the appropriate regulatory bodies if so required. Words and phrases utilized should always be appropriate, applicable and provable. This scenario is 

fictional and is shown for illustrative purposes only. "Jim" and "Maria" are fictional professionals and are shown for illustrative purposes only.                                           

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.

The referenced "conversation guide" is included in the toolkit brochure.

Jim elevates the role of Maria

Stage 2: Transfer of Trust: Conversation Guide
How do I start to communicate to my clients?
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Announcement
Introducing a new 

member to the team 

Transfer of trust
Multiple meetings integrating the  

successor into client meetings.

Completion
“Passing the torch” 

2 31

024 23 17 16 14 13 12 11 10 9 8 7 6 5 4 3 2 122 21 20 19 18 15

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

The Transition Process
How do I start to communicate to my clients?

Month

For illustrative purposes only

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.
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3Announcement

member to the team 
Completion
“Passing the torch” 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

The Transition Process
How do I start to communicate to my clients?

For illustrative purposes only
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• How to open?

• What to say?

• How to thank them?

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 3: Completion
How do I start to communicate to my clients?
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26%

17%

57%
I write to you today 

with important 

news…

I am pleased

to announce…

I have some

exciting news…

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investorsSource: March 2020 study by Invesco Global Consulting of 1,037 North American investors.

Which opening do you prefer?

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 3: Completion
How do I start to communicate to my clients?
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9%

48%

35%
I want to spend more 

time with my family.

I’m ready to find

new opportunities.

I’m approaching a 

new stage in my life.

7%
I have earned the 

right to retire.

Percentages might not add up to 100% due to rounding.

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Which of these is the best reason for your financial 

professional to announce their retirement? 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

Stage 3: Completion
How do I start to communicate to my clients?
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38%

62%

I’m honored that your financial 

professional entrusted me with 

your account, and I’m looking 

forward to working with you.

I know you have a choice in 

who you work with, and I want 

to earn your trust to make that 

choice easy for you.

Source: March 2020 study by Invesco Global Consulting of 1,037 North American investors

Which of these would you rather hear from Maria? 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC 49

Stage 3: Completion
How do I start to communicate to my clients?

49
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Client

Continuity

Complementary

I wanted to contact you regarding some important news. As we have talked, I’m approaching a new 

stage in my life and after 25 years in the business, I will be retiring in the coming months. I am only taking 

this step because of the confidence I have in the hard work that you, Maria and I have done during our time 

together, and I firmly believe that you and your family are well-positioned for the future.

Going forward, we have all experienced the complementary skills that Maria has brought to our practice. 

Although Maria will be your primary contact, I will also be available if there are any questions I can answer. 

You will be in capable hands with Maria. 

We have taken every step possible to make sure this is a smooth and seamless  transition for you.          

On a personal level, I want to thank you for the privilege of serving  as your financial professional.                 

I hope that you and your family have felt cared for during our years of working together and wish               

you the very best.

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

If this illustration is used outside of the designated audience, it is the respective user's responsibility to ensure that such material complies with all applicable regulations 

and is filed with the appropriate regulatory bodies if so required. Words and phrases utilized should always be appropriate, applicable and provable. This scenario is 

fictional and is shown for illustrative purposes only. "Jim" and "Maria" are fictional professionals and are shown for illustrative purposes only.                                           

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. The brochure is available from your Invesco representative.

The referenced "conversation guide" is included in the toolkit brochure.

Jim informs his clients about his retirement

Stage 3: Completion: Conversation Guide
How do I start to communicate to my clients?
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Successor:

Practice:

Optimal Communication Timeline

Announcement
Introducing a new 

member to the team 

Transfer of trust
Multiple meetings integrating the  

successor into client meetings.

Completion
“Passing the torch” 

2 31

024 23 17 16 14 13 12 11 10 9 8 7 6 5 4 3 2 122 21 20 19 18 15

How do I start to communicate to my clients?

Month

For illustrative purposes only

Source: 2020 dial session by Invesco Global Consulting and Maslansky + Partners.



52

In the toolkit:
Additional research-based messaging on how to inform your… 

clients of the 

incoming successor

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC

clients of your 

retirement

clients of a 

sudden retirement

The toolkit (IGC-CTG-BRO-1-E-FF) brochure image shown is for illustrative purposes only. 

The brochure is available from your Invesco representative.
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How will I maximize the value of my practice? 

How do I start to communicate to my clients?

Who can I trust to take care of my clients? 

FOR INSTITUTIONAL INVESTOR USE ONLY  - NOT FOR USE WITH THE PUBLIC
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Changing the Guard

If you like

what you

heard here

today…

Toolkit

Available from your

Invesco consultant 

1. The Person: Multi-point 

assessment with ideas

meant to identify the

right person/ people  

2. The Practice: 

Diagnostics and ideas on 

what likely needs to be 

done to get

the house in order

3. The Language:

Research-based 

language and 

conversation scripts

for each stage of

the transition. 

Practice Innovation Index

Cultural alignment worksheet

Language research

Communication timeline

The images from the toolkit (IGC-CTG-BRO-1-E-FF) brochure shown are for illustrative purposes only. The brochure is available from your Invesco representative.
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Enhance

Your business

Optimize

your portfolios

Connect with

your clients

Products and expert guidance 

designed to help strengthen 

your investment process

and outcomes

Time-tested client

management strategies,

insights and resources

Tools designed to help grow 

your practice and  drive your

team’s performance
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Not a Deposit | Not FDIC Insured | Not Guaranteed by the Bank | May Lose Value | Not Insured by any Federal Government Agency

FOR INSTITUTIONAL INVESTOR USE ONLY — NOT FOR USE WITH THE PUBLIC

"Changing the Guard" is based on Invesco Global Consulting's proprietary research and on its work with Cerulli Associates and Maslansky + Partners. Invesco Distributors, Inc. is affiliated with none of 

Cerulli Associates, Cerulli Inc. or Maslansky + Partners.

Invesco Global Consulting programs are for illustrative, informational and educational purposes. If the illustrations herein are used outside of the designated audience, it is the respective user’s 

responsibility to ensure that such material complies with all applicable regulations and is filed with the appropriate regulatory bodies if so required. Phrases and words utilized should always be applicable, 

appropriate and provable. We make no guarantee that participation in this program or utilization of its content will result in increased business.

This does not constitute a recommendation of any investment strategy or product for a particular investor.  Investors should consult a financial professional before making any investment decisions.

It is important to remember that any outside business activity including referral networks be conducted in accordance with your firm's policies and procedures.  Should you have any questions on these 

programs, please consult your branch manager and/or compliance representative for additional information.

Invesco Distributors, Inc.. does not offer all referenced products/services.

Cerulli Associates utilizes the term "advisor" instead of "financial professional" utilized by Invesco Distributors, Inc.

The opinions expressed are those of the author and are subject to change without notice. These opinions may differ from those of other Invesco investment professionals.

All data created by Invesco Global Consulting unless otherwise noted.

Note: Not all products, materials or services available at all firms. Financial professionals should contact their home offices.

invesco.com/ic    ©2024 Invesco Ltd. All rights reserved.     IGC-CTG-PPT-1I    10/24     Invesco Distributors, Inc. NA3927739


