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DRIVE Confidently: 
Capturing 
opportunity during 
times of transition



CHANGE BRINGS OPPORTUNITY
CLIENT CONVERSATIONS
TRANSITION PARTNERS
Q&A SESSION

AGENDA
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MANAGING THROUGH 
CHANGE
OPPORTUNITY TO 
DEEPEN CLIENT LOYALTY
ACCELERATE AUM
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1  TARGET
Segment your 
clients using the 
80/20 rule. 
Communicate with 
the top 20% 
account AUM first, 
the next 20%, etc. 
until you contact 
each client.

2  SYNC
Craft a consistent 
communication strategy to 
deliver the same information 
to every client. Convey details 
about each firm involved in 
the asset transition.

3  REACH
Proactively use digital tactics including emails 
and phone calls to alert clients of upcoming 
changes. You want to ensure their transition is 
seamless and without surprises.

4  REINFORCE
Get deeply familiar with the asset transition 
process and be the client’s subject matter 
expert on-call. Reinforce the benefits and 
explain the timelines for execution.

5  REVIEW
Follow up at each stage 
of the process. Call 
when the DocuSign is 
completed. Call with 
updates on the 
platform and tech 
access, upon asset 
transfer, and when 
account info is 
displayed on the new 
platform. Schedule 
reviews in advance.

CLIENT CONVERSATION GUIDE
DRIVE Confidently: Capturing Opportunity Amid Transition
Clients appreciate consistent communications during times of transition. Your personal outreach is 
sure to be viewed as a value-add to the development and retention of your relationship.
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Client Conversations During Change
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5 Steps to Optimizing Account Transition Opportunity

1
TARGET

2
SYNC

3
REACH

4
RE-
INFORCE

5
REVIEW



1. TARGET
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• Advisors should segment clients in order of importance 
based on investment assets and account size.

• A good rule of thumb is to follow the 80/20 Rule.
• Eighty percent of the investment assets are with 20 

percent of the clients.
• Communication with the top 20 percent first is 

paramount.
• Then, communicate the transition strategy with the 

next 20 percent of the clients until all are contacted.



2. SYNC
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• Communication is key during times of 
transition and will be seen as a “value add” 
to the development of the relationship. 
Schedule time for reviews in advance 
where possible.



3. REACH
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• Each communication should be 
uniform and provide the same core 
information for each client.

• Advisors should include information 
about each company involved in 
the transition. 



4. REINFORCE
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Use email or phone 
calls to alert them of 
upcoming changes, to 
avoid any surprises.



5. REVIEW
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Provide consistent follow-up during 
each stage of the process.  
Examples are: 

• When DocuSign information has been completed 

• When updates on the new platform occur

• When client accounts become accessible 

• When assets have been transferred

• When new information is available on their investment strategy 



Asset Transfer Partners

ADVISORY 
SERVICES

BROKERAGE 
SERVICES

ASSET 
MANAGEMENT
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Meeder Firm Overview
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NEARLY 

50 YEARS 
OF EXPERIENCE

OVER 

$45 BILLION 
IN ASSETS UNDER 

ADVISEMENT
(As of 12/31/2022)

OVER 

125 
PROFESSIONALS



Why is Tactical important in a 
diversified portfolio?
Average Investor – Past 13 Years, 2009 – 2022 Annualized Returns

SOURCE: MORNINGSTAR DIRECT; BLOOMBERG; INFORMA INVESTMENT SOLUTIONS; DALBAR. PAST PERFORMANCE IS NO GUARANTEE OF FUTURE RESULTS. IT IS NOT POSSIBLE TO DIRECTLY INVEST 
IN AN INDEX. U.S. EQUITIES ARE REPRESENTED BY THE S&P 500 INDEX TR.  GLOBAL EQUITIES ARE REPRESENTED BY THE MSCI ACWI INDEX.  BONDS ARE REPRESENTED BY THE BLOOMBERG 
BARCLAYS AGGREGATE BOND INDEX.  HOMES IS REPRESENTED BY S&P CORELOGIC CASE-SHILLER US NATIONAL HOME PRICE INDEX. AVERAGE INVESTOR IS REPRESENTED BY DALBAR’S AVERAGE 
ASSET ALLOCATION INVESTOR RETURN, WHICH UTILIZES THE NET OF AGGREGATE MUTUAL FUND SALES, REDEMPTIONS AND EXCHANGES EACH MONTH AS A MEASURE OF INVESTOR BEHAVIOR. 
RETURNS ARE ANNUALIZED (AND TOTAL RETURN WHERE APPLICABLE) AND REPRESENT THE 14-YEAR PERIOD ENDING 12/31/22 TO MATCH DALBAR’S MOST RECENT ANALYSIS. INFLATION IS 
REPRESENTED BY THE CONSUMER PRICE INDEX NSA. 
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Meeder Tactical Portfolios
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PRIMERICA ADVISORS 
LIFETIME INVESTMENT 
PROGRAM



Drive 
with 
Meeder

meederinvestment.com/drive



Meeder Tax Managed Strategy
The optimal solution for investors

CUSTOMIZATION TAX EFFICIENCY RISK MANAGEMENT INVESTMENT 
MANAGEMENT
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Benefits of Meeder Tax Managed Strategy

CUSTOMIZATION AND RISK MANAGEMENT
MEEDER TAX 

MANAGED STRATEGY

Portfolio is customized to the individual client

Direct ownership of individual stocks

Transfer existing positions in-kind

Manage portfolio around concentrated positions

Ability to include/exclude specific securities and/or sectors

Flexibility to account for all risks – a holistic approach 
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HELP DRIVE YOUR          
CLIENTS’ JOURNEYS

Our Primary Objective

TO THEIR ULTIMATE 
INVESTMENT DESTINATION
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Summary
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5 Steps to Optimizing Account Transition Opportunity

1
TARGET

2
SYNC

3
REACH

4
RE-
INFORCE

5
REVIEW





Regional 
Consultant 
Coverage
(866) 633-3371
advisorconsulting@meederinvestment.com
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Meeder Investment 
Management

6125 Memorial Drive
Dublin, OH 43017

866.633.3371

Disclosures
The views expressed herein are exclusively those of Meeder Investment Management, Inc., are not offered as 
investment advice, and should not be construed as a recommendation regarding the suitability of any 
investment product or strategy for an individual’s particular needs. Investment in securities entails risk, 
including loss of principal. Asset allocation and diversification do not assure a profit or protect against loss. 
There can be no assurance that any investment strategy will achieve its objectives, generate positive returns, or 
avoid losses.

Commentary offered for informational and educational purposes only. Opinions and forecasts regarding 
markets, securities, products, portfolios, or holdings are given as of the date provided and are subject to change 
at any time. No offer to sell, solicitation, or recommendation of any security or investment product is intended. 
Certain information and data has been supplied by unaffiliated third parties as indicated. Although Meeder 
believes the information is reliable, it cannot warrant the accuracy, timeliness or suitability of the information or 
materials offered by third parties.

The portfolios may not be suitable for all investors. Asset allocation and diversification do not assure a profit or 
protect against loss. All investments carry a certain amount of risk and there is no guarantee that any strategy will its 
objectives, generate positive returns, or avoid losses. Meeder does not provide tax advice and does not represent 
that any portfolio design will result in a particular tax consequence. This material is provided for informational and 
educational purposes only and does not constitute a recommendation or investment advice regarding the suitability 
of any portfolio for any circumstances. Investment advisory services offered by Meeder Advisory Services, Inc.

Meeder Investment Management provides products by contractual relationship with PFS Investments, Inc. (PFSI), a 
subsidiary of Primerica Inc. PFSI's advisory business operates under the trade name Primerica Advisors and offers 
the wrap fee program, Primerica Advisors Lifetime Investment Program™. Meeder Investment Management is not 
affiliated with Primerica Inc. or PFSI.

Investment advisory services provided by Meeder Asset Management, Inc.

©2023 Meeder Investment Management, Inc.



MeederInvestment.com
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