
This is my first edition of Dan’s Digest, but my 38th year-end close. Having sat where you sit, 
I will never forget. It is a focused, fun, and challenging time of year. Industry statistics say 
approximately 40% of business is done from Labor Day until the end of the year. As you 
might have heard: “It does not take a year to do a year’s worth of work.” 
 
Here is a checklist of ideas to consider. Nothing fancy here, just pick and choose what 
works for you. Hopefully, this is easily digestible (yes, pun intended)! Let us know what you 
commit to so we can support your efforts.        

Client Engagement & Retention 

 Year-End Client Reviews: Do a portfolio/insurance/financial plan check. 
 RMD Check: Confirm clients over age 73 have taken their required minimum 

distributions. 
 Beneficiary Designation Review: Make sure retirement accounts, annuities, and 

insurance are updated. 
 Charitable Giving Conversations: There may be tax benefits to be had.  
 Insurance Needs Review: Confirm life, disability, or LTC coverage is still adequate. 
 Policy Audit: Identify old policies that may be underperforming or ready for 

replacement/1035 exchange. 

New Business Development 

 Top 20 Client Outreach: Call or meet your best clients to reinforce relationships. 
 Center of Influence Partnerships: Connect with CPAs/attorneys before tax season. 
 Social Media Year-End Message: Share financial tips and appreciation. 
 Holiday Appreciation Event: Host a client gratitude lunch, webinar, or gathering. 
 Client Referral Campaign: Encourage introductions before the new year. 

Tax & Retirement Planning 

 IRA Contributions: Review options for 2025 tax-year contributions. 
 Roth Conversions: Evaluate before year-end for tax efficiency. 
 Max Retirement Plans: Confirm any maxed-out 401(k)/403(b)/profit-sharing 

contributions. 
 Small Business Owners: Remind them about SEP IRAs, SIMPLEs, or defined benefit 

plans. 

Advisor Business & Productivity 

 Pipeline Cleanup: Move stalled prospects forward or clear them out. 
 Targeted Year-End Campaign: e.g., “Are you prepared for 2026 tax changes?” 



 Update CRM & Client Notes: Start January with clean, updated data. 
 Personal Goal Review: Evaluate 2025 production and set 2026 goals. 
 Staff Appreciation & Training: Recognize team achievements and set expectations. 

Mindset & Momentum 

 Gratitude Calls: Thank clients without selling. 
 Year-End Market/Economic Update: Share via webinar, video, or letter. 
 Plan January Client Engagement: Schedule meetings now to start strong. 

 

I have met and spoken with many of you, but I would love to hear from more of you. Feel 
free to reach out and connect with me via email at dsheehan@soundincomegroup.com 
or call (954) 487-1857.  
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