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“Casual Friday” Commentary

Casual Friday... And Suddenly... + How To Transition A Practice? — August 2", 2024

Dividend Increase Alert: Mondelez Increases Dividend 11%

And suddenly... ... bad news is bad news again for stocks. About a week ago, it seemed “oh
we are going to get a rate cut, buy stocks.” Now, investors’ views of the economy (and what
that means for stocks) has whipsawed from hot to cold. Yesterday, stocks tanked despite the
ten-year dropping below 4% -- Because the news that went with it was weaker ISM

data. Many asked: “What’s the catalyst for value to do better vs. growth.” It's usually not the
same twice... In 2022 growth stocks performed poorly with higher rates, now they seem to
decline on “bad economic” news and potential valuation concerns. Many quant folks are
pointing to the sharpest growth vs value rotation since, you guessed it, 2000. Oh, and just like
that, look at the best performing sector over the past 6 months (Source: Finviz as of 8.1.2024)

HALF YEAR PERFORMANCE

The biggest transaction of your life?

You've grown your book, brought new advisors on board and built your team. Now it’s time to
sign a sunset agreement with the successor advisors and your firm. It sounds straight forward
- introduce old clients to new advisor, the rest of the team takes over, the firm keeps the
assets. You stay on for a period then ride off into the sunset. Everybody’s happy right?

Not so fast. Is the team ready? Are the clients ready? Are YOU ready? Is everything in place?
Operational agreements, client discussions, hand offs are just the start. Can you calm
anxious clients, craft the right communication strategies, streamline the process, train the next
generation for your exit. You want your clients to be taken care of and you want your
successor to be successful!

There’s ALOT to consider when transitioning a practice. So how do you create the best
practice playbook? How do you avoid common pitfalls that leave clients seeking alternatives?


https://www.morningstar.com/news/dow-jones/2024073013676/mondelez-boosts-dividend-by-11
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It's like you’re passing the baton in a relay race—you don't want to drop it, and you definitely
don't want to trip! Here’s a plan to make sure the handoff is a success...

Like it or not, the best transitions happen over time, with the junior advisor heavily involved.

Inform your clients early about the transition. Don’t spring it on them — people need time to

adjust. Provide detailed timelines and expectations. Joint meetings earlier are key. Remind

them you are still involved! Highlight the depth of services and skills the rest of the team can
hone.

In joint meetings, brag about your clients! Share why they’ve been such great clients over the
years, brag about their family, make them feel really good while in the room with their
presumptive new advisor. It will get them in a place to open up and start building trust /
rapport. And while you are at it, brag about your successor advisor — highlight experience,
unique skills they might possess, and their longevity ahead.

“Reset” the Relationship. What was true 10 years ago may not be true today. Advisors and
their clients build strong relationships over time and with the comfort may come assumptions
and complacency. What's cool, is introducing a new person in to the mix is a greenlight start
from the beginning! Allow your successor advisors to start from scratch in the planning
process. A good way to start the dialogue: “| know you’ve had relationship with us for years,
but let’s pretend like we are meeting or the first time.” It will create ownership in the process
and will likely uncover additional assets.

Knowledge Transfer. If It's only in your head, it's worthless information when you’re

gone! The client and successor advisor can’t benefit if you don’t share it. It’s time to go all in
on the CRM system, documenting trading systems and updating any pertinent records. Make
sure that useful information in your head is used in the future. Use the tool to create service
standards and a regular communication cadence.

Training and Mentoring the new advisor can’t be overstated. Equip them with the tools and
knowledge they need. You’re Yoda, and they’re Luke Skywalker! From being in this industry
for decades, you know there’s a million different ways to run a practice... but consistency,
discipline and creating scalability are timeless principles. Pass on the wisdom. At the same
time, be open. There’s tons of new technology and systems that are significantly enhancing
practices. Older advisors may be more sales and stock picking oriented, while younger
advisors tend to be more process and planning oriented. That’s good as they transfer from an
asset-oriented practice to a planning orientated one. And the truth is, you’re not going to get
full buy in if you want to just do it your “old way”. Blend ideas... You'll end up with a better
practice and full buy in.

Other Random Thoughts?

« Seek feedback from clients about their experience with the new advisor. Its opportunity
to ensure the client is being heard and good context to help coach the new advisor.
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« Personalized Financial Journals: Gift clients a high-quality journal with their name
embossed on the cover. Include a welcome note from the new advisor, encouraging
clients to jot down financial goals and thoughts.

« Financial Goal Setting Calendars: Design a calendar that includes motivational quotes,
important financial dates, and space for clients to set and track their financial goals.
Note key milestones that should be accomplished through the transition period!

« Make sure your regulatory ducks are in a row -- update contracts and agreements to
reflect the new advisor's role.

« Celebrate key milestones in the transition process with clients and the new advisor.

« Throw a couple of reverse retirement anniversary parties! “2 Years Until Retirement
Party”. This brings folks together, creating an environment to build rapport!

Mission = Ego aside and realize everybody wins when everybody is involved and has
the same incentive. Keep clients, do better for them every day and leave a legacy
behind :)

Forbes Finance Council discussed the issue and provides tips on the topic:
12 Pro Tips For Smoothly Transitioning A Financial Client To A New Advisor

Kick Back and Enjoy the Summer Weekend!
The Aperol Spritz Just Won't Quit. Here’s How to Make It Right

Gerry

Gerard Mihalick, CFA
Dividend Strategy Portfolio Manager/Partner
Berkshire Asset Management, LLC

Berkshire Dividend Growth SMA is available through various custodians, broker-dealers and UMA providers. This commentary is Intended
for Institutional and advisor use only. This commentary may make information of third parties available via website links. The Third-Party
Content is not created or endorsed by Berkshire nor any business offering products or services through it. The delivery of Third-Party Content is
for general informational purposes only and does not constitute a recommendation or solicitation to purchase or sell any security or make any
other type of investment or investment decision. In addition, the Third-Party Content is not intended to provide tax, legal or investment advice.
the Third-Party Content provided to is obtained from sources believed to be reliable and that no guarantees are made by Berkshire or the
providers of the Third-Party Content as to its accuracy, completeness, timeliness.

Any companies referenced, have been done so, solely for illustrative purposes and not based on investment performance or attribution to the
overall performance of the strategy. The companies identified herein do not represent all the securities purchased, sold or recommended for
client accounts, and you should not assume that an investment in the companies identified was or will be profitable. Berkshire retains the right
to revise or modify portfolios and strategies if it believes such modifications would be in the best interests of its clients. Model portfolios may or
may not contain any specific security at any time, and decisions to invest should not be made based on the presumed or current composition of
any model portfolio - A complete list of holdings in the Berkshire Dividend Growth Strategy.

Berkshire Asset Management, LLC claims compliance with the Global Investment Performance Standards (GIPS®). GIPS® is a registered
trademark of CFA Institute. CFA Institute does not endorse or promote this organization, nor does it warrant the accuracy or quality of the content
contained herein. To receive GIPS-compliant performance information for the firm’s strategies and products, contact Jason Reilly, CFP® Tel:
570-825-2600 or info@berkshiream.com.
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Definitions: The S & P 500 Index is a market capitalization weighted index of the largest 500 U.S. stocks. It is a market-value weighted index
(stock price times # of shares outstanding), with each stock’s weight in the index proportionate to its market value. The index is designed to
measure changes in the economy and is representative of most major industries. Russell 1000 Growth Index measures the performance of those
Russell 1000 companies with higher price-to-book ratios and higher forecasted growth values. The index was developed with a base value of
200 as of August 31, 1992. Russell 1000 Value Index measures the performance of those Russell 1000 companies with lower price -to-book ratios
and lower forecasted growth values. The index was developed with a base value of 200 as of August 31, 1992. You cannot invest directly in an
index. BEst (Bloomberg Estimates) Earnings Per Share (EPS Adjusted) estimate returns Earnings Per Share from Continuing Operations, which
may exclude the effects of one-time and extraordinary gains/losses. Beta is a measure of volatility vs. an index. Upside/Downside capture ratios
refer to a portfolios performance as a percentage of either positive returns (upside) or negative returns (downside) vs. an index. Standard Deviation
is a measure of total risk. Alpha, Beta and capture ratios are represented as calculated by Morningstar.

Risks: Past performance does not guarantee future results. Different types of investments involve varying degrees of risk, and there can be no
assurance that any specific investment will either be suitable or profitable for an individual’s investment portfolio. Dividends are subject to change,
are not guaranteed, and may be cut. Investing based on dividends alone may not be favorable as it does not include all material risks. There is
no guarantee any stated (or implied) portfolio or performance objective mentioned by Berkshire can be met. Berkshire’s equity style may focus
its investments in certain sectors or industries, thereby increasing potential volatility relative to other strategies or indices. The dividend strategy
may include bundled services also known as a “wrap fee program”. Because there is typically a low turnover in the strategy, this may be more
costly for some investors. No one should assume that any information presented serves as the receipt of, or a substitute for, personalized
individual advice from a qualified advisor or any other investment professional.

Market Commentary, Aggregate Holdings, Securities, Sectors, Portfolio Characteristics Mentioned: No statement made in this presentation shall
construe investment advice. This presentation is for informational purposes only. Views, comments or research mentioned is not intended to be
a forecast of future events. The mention of any security or sector is not deemed as a recommendation to buy or sell. Any reference to any security
or sector is used to explain the portfolio manager’s rationale for portfolio decisions or philosophy. Research or financial statistics cited regarding
securities or sectors do not contain all material information about them. Any securities mentioned represent a partial list of holdings whereas
Berkshire portfolios typically contain approximately 30-40 securities in percentage weightings ranging from 1-5%. A complete list of holdings from
a representative account is available upon request. Overall portfolio characteristics mentioned are from a representative account deemed
representative of the strategy; data may be compiled from Bloomberg, Baseline or Berkshire estimates. Individual holdings, performance and
aggregate characteristics of actual portfolios may vary based on a variety of factors including market conditions, timing of client cash flows and
manager discretion. This presentation contains Berkshire opinions and use of Berkshire estimates which are subject to change at any time.
Berkshire employees may have personal positions in any securities or sectors mentioned. Charts, presentations or articles may be obtained from
third parties and Berkshire does not guarantee their accuracy. *Platform restrictions may apply. Preliminary returns are based on composite
estimates only. Individual accounts will vary. Copyright © 2021 Berkshire Asset Management, LLC, All rights reserved.



