FIDELITY INSTITUTIONAL INSIGHTS

The Five Stages of the Advisor
Movement Journey
Insights from the 2020 Advisor Movement Study

Research Methodology
The 2020 Fidelity Financial Advisor Community—Advisor Movement Study was
commissioned to gain a better understanding of recent advisor movement trends. The
goal was to help firms and recruiters better target advisors in transition and help them to
retain existing advisors. It was an online blind survey (Fidelity not identified) conducted
in two phases.
PHASE 1: It was fielded prior to the pandemic (between February 14, 2020, and March
4, 2020) and is based on data from 540 participants.
Due to the COVID-19 pandemic, Fidelity executed an additional study to see how the
crisis affected (if at all) advisor movement.
PHASE 2: It was fielded between September 10, 2020, and September 18, 2020, to
explore the impact of the COVID-19 pandemic on advisor movement and is based on
data from 388 participants, with 90% of them having participated in Phase 1 of the study.

The surveys were conducted by an independent firm not affiliated with Fidelity
Investments and participants included advisors who manage or advise upon client assets
either individually or as a team, and work primarily with individual investors. Advisor
firm types included a mix of banks, independent broker-dealers, insurance companies,
regional broker-dealers, RIAs, and national brokerage firms (commonly referred to
as wirehouses), with findings weighted to reflect industry composition. Comparisons
among subgroups are tested for statistical significance at 95% confidence level.
The overall results include responses from advisors who switched involuntarily (either
due to M&A, laid off or fired) and from a few who switched from a different industry.
We had 35 and 28 such respondents in Phase 1 and Phase 2, respectively. However,
only those who switched proactively and within the industry in the last 5 years have
been identified herein as “mover.”
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Key Insights from the Five Stages of the Advisor Movement Journey
We developed the advisor movement journey to share the steps of an advisor’s expedition as they move through
several phases, from information gathering all the way to post-move reflections.

1
Information Gathering
Advisors start their journey by
consulting former colleagues
or other advisors.

2
Consideration
Advisors consider a number
of factors when deciding
to move, weighing earning
potential, better technology,
and strong firm culture as
top considerations.

4
3
Making the Move
Advisors are often supported
with legal/compliance
support, transitional, or
operational support.
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Benefits of the Move
Advisors are universally
happy with their
decision to move, citing
both emotional and
economic benefits.

Reflection
Advisors’ initial concerns do
not often come to fruition,
and over a third said they
should have made the move
sooner.
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Advisor Movement Landscape
Movement among advisors continues in the financial services landscape,
motivated by industry consolidation and regulatory shifts. The pandemic
crisis has also brought new considerations to the table when it comes to
advisor movement.

Advisor Movement Landscape: Seeking Support for Advisory-Backed Business
The industry is continuing to undergo a shift from commission-based to fee-based revenue models.
As a result, advisors are looking to move to firms that better support advisory-based business.
Within the RIA channel, scale is starting to matter more. According to Cerulli’s U.S. RIA Marketplace
2019 report, independent RIAs were still attracting advisors at a record pace, but the number of
new firms flattened as more breakaway teams and new advisors tucked themselves into established
entities like independent firms or consolidated RIA platforms as opposed to forming new RIAs.

With all the increased regulations through Reg BI, it will likely be
harder for firms to be compliant. Alongside falling margins, increasing
regulation is another reason that small broker-dealers may be more
likely to drop their B-D registration due to the regulatory cost burden
and join an independent B-D as a hybrid RIA.

With a nearly universal drop in trading commissions and interest-rate-related revenue, operating
margins are strained for many, making it more difficult than ever to operate without scale. A number
of smaller commission-focused firms have closed up shop, moved to join a larger independent firm,
or become a fee-only advisor/RIA, further intensifying competition for advisors moving toward a
fiduciary mode.

Advisor Movement Landscape: Before and During COVID-19
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Independent and Hybrid RIA, IBD, and Insurance Are the Top Destination Channels for
Movers, Based on Cerulli Data
Estimated Advisor Movement (Cerulli, 2020)
 Joiners

 Net Switch-Ins

 Leavers

2,666

3,487

1.4%

Independent RIA

1.7%

Insurance

0 1000 2000 3000 4000 5000 6000 7000 8000

Includes intra-channel switching.

• Clients not following them to a new firm given market volatility

3,107

2,821

Bank
6,215

• Unknown client service problems with other firms

2,421

Hybrid RIA

1,922

When advisors were asked about a hypothetical switch in the current environment,
they cited the following as top concerns when considering a move:
• Difficulties transferring some clients/accounts

-0.2%

4,999

IBD

2,777

-1.5%

3,794

RBD
5,174

0.7%
1.5%

3,056

Wirehouse
3,743

 Net Switch-Outs

Fidelity’s research identified new emerging concerns based on the
COVID-19 pandemic

5,786

-3.5%

-6000 -5000 -4000 -3000 -2000 -1000

0

Net percentage is calculated as the difference between movers to and from a channel as a percentage of the total movers across all
of the above channels.
Source: U.S. Broker/Dealer Marketplace 2020: The Increasing Impact of Culture report.

Advisor Movement Landscape: Before and During COVID-19
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The Big Picture: Who’s Moving,
Who’s Not, and Why?
Over half of advisors have moved or considered a move in the
past five years. Three distinct advisor segments have emerged:
movers, fence-sitters, and entrenched.

The Big Picture: Who’s Moving, Who’s Not, and Why?
18%

of advisors have moved in the last five years.

33%

15% seriously considered moving but decided not to.
18% are still considering a move.

44%

of advisors have indicated no desire to move,
citing good work/life balance and the ability
to offer conflict-free advice to clients.

MOVERS

FENCE-SITTERS

ENTRENCHED

• Comprised of movers to RIA (39%), movers to IBDs
(25%), and all other BDs (36%) (includes Banks,
Insurance, Regional BDs, Wirehouses)

• Mostly work in BDs: IBD (20%), Insurance (18%), Wirehouse and
RBD (17% each)

• Mostly work in BDs: Wirehouse (20%), IBD (18%), RBD (17%)

• Average age: 45 years

• 59% of own book of business is fee-based

• 70% of own book of business is fee-based

• Individual/team AUM: $125M

• Individual/team AUM: $75M

• Industry consolidation and regulatory challenges are key reasons
for them to consider a move

• Have a good work/life balance and autonomy in day-today decisions/operations; Able to provide conflict-free
advice to clients

• Growing their practice is a top priority

• Cost of switching and concerns around cultural fit with firm
are the major barriers to switching

• Relatively risk-averse; prefer the safety net a large firm
provides, should something go wrong

• Improved earning potential, better technology, and
strong firm culture would be the key drivers of their
ultimate decision to switch

• Growing their practice is a top priority; Would like to go
independent but only if a larger firm supports certain aspects
of the business

• Fearful that transition would eat into client-servicing
time. Also concerned about the potential need to work
more hours if they move

• Concerned about the potential need to work more hours if they move

• Improved earning potential, better technology, and
strong firm culture would be the key drivers of their
ultimate decision to switch

• Desire to operate autonomously, providing conflictfree advice to clients are major motivations

• Average age: 46 years

• Improved earning potential, better technology, and work/life
balance would be the key drivers of their ultimate decision to switch

• Average age: 49 years
• 65% of own book of business is fee-based
• Individual/team AUM: $125M

The Big Picture: Who's Moving, Who's Not, and Why?

9

What Advisors Are Saying about the Landscape and Its Impact on Their Decision to Move or Stay Put
MOVERS

FENCE-SITTERS

“The industry as a whole was moving toward fee-based
business rather than commission-based, which helped
make my decision to move.”

“Regulatory changes limited my scope of how I could serve clients
with regards to offerings.”

—IBD to Independent RIA, AUM: $100M-$150M
“DOL regs were about to be passed, making a larger
block of advisors fiduciaries.”
—Insurance to RBD, AUM: $5M-$10M

—RBD, AUM: $50M-$100M
“B/Ds seem to be using the threat of regulatory changes as an
excuse to cut compensation. My company is not good to work for,
has been in repeated trouble in the news media, inspires no loyalty,
and cuts compensation repeatedly.”
—Bank, AUM: $50M-$100M

“The regulatory environment makes it intimidating to
consider going solo or more independent. The economic
environment and the market have been positives in
considering a change.”
—Independent RIA, AUM: $250M-$300M
“I don’t believe that anything going on in terms of the
political or economic environment here and abroad
would affect me in switching firms. So, I can’t say that I
was paying attention to the landscape as much as I was
looking for a firm that would be the right fit for me. I
am glad that I did not make the switch and I am able to
concentrate on my clients and my goals.”
—IBD, AUM: $150M-$200M

The Big Picture: Who's Moving, Who's Not, and Why?
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Mover Profile: Advisors Are Seeing 30% (Median) Asset Growth Post-Switch
Channel switched to

96%
94%

6%

Male

Female

Reporting growth
in AUM in last year

Happy with
decision to move

91%

63%

37%

Moved
alone

Moved with
a team

Wirehouse

11%

Regional B/D

8%

IBD

25%

RIA (Net)*

39%

Bank

6%

Insurance

11%

* Includes independent RIA and hybrid RIA.

Asset growth post
switching (median)

+30%

$37.5M

36%

39%

23%

2%

Gen Y

Gen X

Boomers

Seniors

Inital assets brought over to
new firm self/team (median)

Nearly 2/3

of movers moved to an
independent channel (IBD/RIA).

51%

of movers to independent
channels had a formal
transition plan.

The Big Picture: Who's Moving, Who's Not, and Why?
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The Advisor Movement Journey

1

2

3

Information Gathering

Consideration

Making the Move

Advisors start their journey by
consulting former colleagues
or other advisors.

Advisors consider a number of factors
when deciding to move, weighing
earning potential, better technology and
strong firm culture as top considerations.

Advisors are often supported
with legal/compliance
support, transitional, or
operational support.

5

4

Reflection

Benefits of the Move

Advisors’ initial concerns do not
often come to fruition, and over a
third said they should have made
the move sooner.

Advisors are universally
happy with their decision to
move, citing both emotional
and economic benefits.
The Big Picture: Who's Moving, Who's Not, and Why?
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Stage 1: Information Gathering
Moving to a different business model can be a game changer
for advisors and their teams, but there are many factors to consider
when deciding to move.

1
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3
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Information Gathering
First, advisors must identify their motivations to move. Do they feel inhibited by their
current situation? Are they seeking independence?
According to Phase 1 of our study, advisors are motivated to move mainly by the ability to
offer conflict-free advice to their clients while exercising entrepreneurial spirit to lead and
grow their business.

Top Influencers of Switching
54%
44%

42%

40%

37%

34%

29%

Advisor Motivations
93%

92%

91%

82%

77%

Former
colleagues
who switched

Advisors
who work for
the firm

Advisors on
my team at
the time

Family
members

Clients

Recruiters

Advisors who
don’t work for
the firm

Advisors start their journey by consulting former colleagues, other advisors at the firm,
or colleagues on their current team.
I am able to provide
conflict-free advice
at my current firm

I like the idea of
building and/or
leading a business

Growing my
practice is a top
priority for me

Working
Working as an
independently allows independent advisor
more freedom to focus is appealing to me
on clients' needs

For firms looking to recruit advisors and teams, using current employees as firm
ambassadors may be an effective recruiting tool.

The percentage at the top of each column represents the percentage of advisors who agree with each statement.

Stage 1: Information Gathering
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Information Gathering
While home office visits were listed as one of the top resources for over two-thirds of
switching advisors in our Phase 1 study in 2020, attitudes may have shifted during the
pandemic.

During COVID, two-thirds of all advisors view virtual visits as
being less effective than in-person visits

Top Resources for Learning about Options
80
70
60
50
40
30
20
10
0

68%
43%
30%

Home office visit
(at firm(s) of interest)

If a firm is unable to offer in-person home office visits, they may look to connect with
advisors via multiple virtual touchpoints, including:
• Virtual tours of the office
• Virtual meetings with leadership and colleagues
• Inviting advisors to brainstorming sessions or special team meetings
to foster camaraderie and give a sense of firm culture
However, 4 in 10 of those who have recently moved (in the past 5 years)
see virtual visits as being just as or more effective than in-person visits.

Websites of firm(s)
of interest or other
industry providers

General Industry
Publications

29%

Reports on firm(s)
of interest

24%

Events/conferences
by firm or
other providers

“I don't believe it would be a good idea to start a new job virtually without being able to
experience the office culture that awaits when everyone stops working remotely. Training and
communication is somewhat difficult remotely with my current firm, so I anticipate it would
be even more difficult with new people at a new firm.”
—Fence-Sitter, Independent RIA, AUM: $350M-<$400M
“I would prefer face to face interaction with new firm and virtual business leaves out the ability
to really get to know people.”
—Entrenched, Insurance, AUM: $600M-<$700M

Stage 1: Information Gathering
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Information Gathering: Characteristics by Channel

Top influencers
of switching

Top resources
for learning
about options

Top advisor
motivations

MOVERS TO RIA

MOVERS TO IBD

MOVERS TO OTHER B-D

• Former colleagues who switched

• Recruiters

• Former colleagues who switched

• Advisors on my team at the time

• Advisors on my team at the time

• Clients

• Family members

• Other advisors at the firm at the time

• Other advisors at the firm at the time

• Home office visit (at firm(s) of interest)

• Home office visit (at firm(s) of interest)

• Home office visit (at firm(s) of interest)

• Websites of firm(s) of interest or other
industry providers

• Websites of firm(s) of interest or other
industry providers

• Websites of firm(s) of interest or other
industry providers

• Reports on firm(s) of interest

• General industry publications

• General industry publications

• I am able to provide conflict-free advice at
my current firm

• I am able to provide conflict-free advice at
my current firm

• Growing my practice is a top priority for me

• Working as an independent advisor is appealing
to me

• Working as an independent advisor is appealing
to me

• Growing my practice is a top priority for me

• Working independently allows more freedom to
focus on clients’ unique needs

• I am able to provide conflict-free advice at my
current firm

• I like the idea of building and/or leading a business

• I like the idea of building and/or leading a business
All movement includes intra-channel switching.
Stage 1: Information Gathering
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Stage 2: Consideration
After advisors have done their due diligence by gathering information
from colleagues and peers, they advance to the consideration stage.
There are a variety of influencing factors in advisors’ decision to move,
including top considerations such as earning potential, better technology,
and strong firm culture.
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Consideration
There are a variety of influencing factors in advisors’ decision to
move, including greater compensation, better opportunities to
grow a book of business, and better client service infrastructure.
Among movers in the past 5 years, better compensation
has become the topmost priority since the beginning of
the pandemic crisis in March. Interestingly, firm culture
doesn’t feature among the top factors in Fidelity’s latest
survey, probably due to the remote work environment. While
culture is still an important influencing factor (trivia nights
and team-building off-sites will make a return), advisors are
not considering it to be a primary influence. Recruiters and
their firms may need to increase and improve compensation
packages for new recruits in the current uncertain environment.

It takes advisors about 10 months from starting to
think about a switch, to actually making one.

Top 10 Influencing Factors in March 2020
Better firm culture

Top 10 Influencing Factors in September 2020
47%
p

Greater compensation/better payout/better
compensation structure

37%

Better opportunities to grow my book of business

37%

Better account servicing capabilities/better client
service infrastructure

33%

Excellent client service during the pandemic

32%

Better digital tools to help me work remotely

32%

Greater compensation/better payout/better
compensation structure

36%

Greater opportunity for professional growth

36%

Better opportunities to grow my book of business

33%

The ability to better act in the clients’ best interest
as a fiduciary

33%

The ability to provide a higher level of client service

32%

q

The ability to provide a higher level of client service

29%

Better work/life balance

31%

q

Better work/life balance

29%

The ability to offer a broader array of services and
investment solutions

28%

Innovative ways to engage with clients and
prospects during the pandemic

24%

The opportunity to have greater autonomy for
making decisions

28%

Access to better integrated technology

24%

A strategic direction I was better aligned with

27%

Significant technology and/or integration upgrades
to date in response to the pandemic

23%

p

Due to the presence of additional attributes in September, the proportions are not directly comparable.

Stage 2: Consideration
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Consideration
During COVID, advisors are more focused on compensation as a deciding factor in
making a move than earlier in the year.
Weight of Factors in Ultimate Decision
March 2020

78% advisors overall agree that it would take a higher financial incentive for them to
move, due to the uncertainty caused by the pandemic

Top Compensation Package Inclusions
September 2020

23%

Compensation/earning potential/equity

27%

10%

Better technology

14%

19%

Quality of firm culture/the people

13%

10%

Ability to focus more of my time on clients

13%

8%

Better marketing/business dev. support structure

13%

14%

Better work/life balance

11%

11%

Access to broader product/service offering

7%

5%

Other

2%

40%

63%

Median bonus
of trailing 12 GDC

31%

Better payout
ratio

Subscriptions
to technology

30%

Sign-on bonus
based on
Broker GDC

22%

20%

Higher salary

Upfront
working
capital loan

This data is among movers in the past 5 years only.

This data is among movers in the past 5 years only.

During COVID, 2/3 of all advisors think digitally innovative firms have become more
attractive during the pandemic, and 1\2 think working remotely makes going independent
seem more feasible.

Stage 2: Consideration

19

1

2

3

4

5

What Advisors are Saying about the Importance of Compensation When Considering
a Move during the Pandemic
“Compensation is the only factor that would make me consider switching firms.”
—Entrenched, IBD, AUM: $300M-<$350M
“Higher compensation and knowing that they would be flexible during these uncertain times with starting, training, etc.”
—Entrenched, Wirehouse, AUM: $25M-<$50M
“Better compensation package and longer transition support in the current environment.”
—Fence-Sitter, Wirehouse, AUM: $50M-<$100M
“A big enough financial incentive - enough that would off-set the possibility of clients not moving with me. A superb technology package that made it easy to work remotely.
moreover, the firm would need to demonstrate systems in place where I could easily manage my business 100% virtually—client acquisition, account opening, electronic
documentation and e-signature capabilities, remote check deposit, etc.”
—Mover, Hybrid RIA, AUM: $150M-<$200M

Stage 2: Consideration
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Majority of Advisors Agree that Switching During the Pandemic Would Be Distressing for Clients

If they had to switch currently, all advisors would be most concerned about distressing
their clients, as well as transferring some clients and accounts during the pandemic.
Unknowns about possible client service issues at the new firm and the chance that clients
might not follow them are also concerns, as is technology support.
Firms will have to showcase how well their firm has adapted to the current
environment in terms of its technology capabilities in order to offer peace
of mind to advisors.

70%

Overall, 70% advisors agree that it would be distressing for clients if they
decided to switch firms during the pandemic

Potential Outcomes of Switching in the Current Environment That Advisors Would
be Concerned about

54%

Difficulties transferring some clients and
their accounts to the new firm
in a virtual environment

23%

Not being well supported with technology to
enable working remotely

41%

Unanticipated client service problems
with the new firm

23%

Opportunities to grow my book of business would
not be well supported when working remotely

39%

That my clients would not follow me given
the volatility and uncertainty in the market

37%

Promises made when accepting the offer
were not being kept

36%

Time spent on learning new platforms and
new technology in a virtual environment
would take away time from my clients

27%

Bad cultural fit

8%

7%

4%

Not properly aligned with senior leadership's
vision given that I could only get to know the
firm online
Opportunities for professional growth would
not be available for those working remotely

Lack of firm focus on employee and
client safety

Stage 2: Consideration
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Consideration: Characteristics by Channel

Top influencing
factors in choosing
destination firm
Average time
to switch

MOVERS TO RIA

MOVERS TO IBD

MOVERS TO OTHER B-D

• Better work/life balance

• Greater compensation

• Better opportunities to grow my book of business

• Better account servicing/client service infrastructure

• Better digital tools for remote working

• Greater compensation

• Better opportunities to grow my book of business

• Technology/integration upgrades in response
to the pandemic

• Excellent client service during the pandemic

Time from starting to think to actually switching:
10 months

Time from starting to think to actually switching:
10 months

Time from starting to think to actually switching:
10 months

All movement includes intra-channel switching.
Stage 2: Consideration
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Stage 3: Making the Move
For the actual move itself, advisors are often supported with
legal/compliance support, transitional, or operational support.
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Making the Move
Advisors most often switched to an Independent B-D, followed by a Hybrid RIA
or Independent RIA. They are often supported with legal/compliance support,
transitional, or operational support from clearing firms/custodians or other third parties.

Support Received

% received support

Top Destinations
Of those that moved firms, 39% moved to RIA
(Independent + Hybrid), and 25% were new independents

25% Independent
Broker-Dealer

51% of movers to
independent channels had
a formal transition plan

Top Five Items in Plan

Among them:

From Strategic
Acquirer/
OSJ/Other
Third Party

From
Clearing/
Custody

From
Destination
Firm

72%

83%

91%

Ranked Top Three Most Valuable Types of Support

Transitional Support

54%

49%

50%

Operational, Technology, and/or Back-Office Support

48%

46%

46%

Repapering

80%

Legal and Compliance Support

46%

18%

36%

22% Hybrid RIA

Account Transitions

79%

18% Independent
RIA

An Established Brand

20%

35%

28%

Compliance

73%

Marketing/Business Development Support

29%

6%

13%

Technology

70%

Fee Model/Structure

60%

11% Insurance
11% Wirehouse
8% RBD
6% Bank

Stage 3: Making the Move
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Making the Move: Characteristics by Channel

Formal
transition plan
Most valuable types
of support received

MOVERS TO RIA

MOVERS TO IBD

MOVERS TO OTHER B-D

47% had a formal transition plan

57% had a formal transition plan

Not Applicable

Functional outsourcer/OSJ/Strategic acquirer/roll-up/aggregator/third-party vendor or consultant
• Legal and compliance support

• Transitional support

• Marketing/business development support

• Transitional support

• Operational/technology/back office

• Operational/technology/back office

• Operational/technology/back office

• Upfront capital to get up and running

• Transitional support

• Transitional support

• Transitional support

• Investment management support

• Operational/technology/back office

• Operational/technology/back office

• An established brand

• An established brand

• An established brand

• Operational/technology/back office

• Operational/technology/back office

• Transitional support

• An established brand

• Transitional support

• Operational/technology/back office

• Investment management support

• Legal and compliance support

• Upfront capital to get up and running

• Transitional support

Custodian/Clearing Firm

Destination Firm

All movement includes intra-channel switching.
Stage 3: Making the Move
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Stage 4: Benefits of the Move
Advisors are universally happy with their decision to move, citing both
emotional and economic benefits.
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Benefits of the Move
Advisors are universally happy with their decision to move, citing both emotional and
economic benefits. When asked during the pandemic if they were happy with their
decision to move, advisors nearly overwhelmingly agreed it was still the right decision,
despite the current climate.

96% are happy with their decision to move

82%

78%

Average percent of clients
that advisor wanted to
move to their new firm

Average percent of
clients that actually made
the move to the new firm

Emotional Benefits
89%

Nearly all advisors said their clients were
supportive in the end, with over half
saying they were immediately supportive.
Which of the following best characterizes how
your clients felt about your decision to switch?
Immediately Supportive

52%
86%

86%

85%

80%

83%

Percent of advisors who
reported an increase in
AUM since switching firms

36%
Feel more confident
about my future
success

Have greater job
satisfaction

Have more control
over my future/
destiny

Have the ability to
realize my vision for
my business

Achieved significant
personal growth

+30%

Median increase in AUM
since switching firms

11%

Initially Surprised,
Ultimately Supportive
Initially Concerned,
Ultimately Supportive

The percentage at the top of each column represents the percentage of advisors who agree with each statement.

Stage 4: Benefits of the Move
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Benefits of the Move: Characteristics by Channel
MOVERS TO RIA

MOVERS TO IBD

MOVERS TO OTHER B-D

Happy with switch

96%

96%

96%

Average time taken to
be fully up to speed

6 months

4 months

7 months

• Ability to realize my vision for my business

• Ability to realize my vision for my business

• Feel more confident about my future success

• Have more control over my future/ destiny

• Feel more confident about my future success

• Greater job satisfaction

• Feel more confident about my future success

• Greater job satisfaction

• Achieve significant personal growth

Advisors reporting an
increase in AUM since switch

80%

90%

82%

Average % of clients
that advisors:

Wanted to move with them: 80%

Wanted to move with them: 84%

Wanted to move with them: 81%

Actually made the move: 78%

Actually made the move: 83%

Actually made the move: 73%

Percentage of advisors
who felt their clients
were feeling a certain
way about the switch

Immediately supportive: 61%

Immediately supportive: 52%

Immediately supportive: 44%

Initially surprised, then supportive: 35%

Initially surprised, then supportive: 28%

Initially surprised, then supportive: 43%

Initially concerned, then supportive: 4%

Initially concerned, then supportive: 19%

Initially concerned, then supportive: 12%

Top emotional benefits

All movement includes intra-channel switching.
Stage 4: Benefits of the Move
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Stage 5: Reflections
Advisors’ initial concerns about moving are not often realized,
and over a third said they should have made the move sooner.
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Reflections
According to our study, advisors’ initial concerns about moving are not often realized,
and over a third said they should have made the move sooner than they did.
Concerns vs. Reality
Concerned Initially

64%

28% said none of their initial concerns
ended up being a significant issue

Ended Up Being an Issue

56%

51%

49%

43%

Things advisors wish they knew
before switching

36%

Should have made the
move sooner

46%

Do what’s best
for your clients

32%

How much better things
would be

37%

Be organized/prepared

32%

Amount of paperwork
involved

29%

Do research

28%

Know what you want/
make sure it’s a good fit

27%

Be ready for a lot of work

30%
12%

The amount of time
I would need to
spend on the
transition instead of
managing my practice

Fear of the
unknown, not
knowing what I am
getting into

15%

Not knowing
whether my clients
would follow me

11%

Transition cost
concerns/risks

Advice to those thinking of
switching

13%

Dealing with
compliance and
regulation

27%

How long transition takes

25%

Difficulty in transferring
some investments

Transition Time

87%

of advisors have not taken an extended time
off (more than a month) between jobs

It takes advisors about 6 months
to fully transition to their new firm

Stage 5: Reflections
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Reflections: Characteristics by Channel

Initial concerns

Concerns
ending up as
significant
issues

Things advisors
wish you knew
before switching

MOVERS TO RIA

MOVERS TO IBD

MOVERS TO OTHER B-D

• Time spent on transition instead of managing practice

• Time spent on transition instead of managing practice

• Fear of the unknown

• Transition cost

• Transition cost

• Time spent on transition instead of managing practice

• Fear of the unknown

• Fear of the unknown

• Not knowing whether clients would follow

None ended up as significant issues: 26%

None ended up as significant issues: 36%

None ended up as significant issues: 25%

Time spent on transition instead of managing practice: 41%

Time spent on transition instead of managing practice: 18%

Not knowing whether clients would follow: 28%

Dealing with compliance and regulation: 18%

Transition cost: 15%

Having to market myself and develop new business: 25%

Pleasant Surprises

Pleasant Surprises

Pleasant Surprises

• Should have made the move sooner

• Should have made the move sooner

• Should have made the move sooner

• How much better things would be

• How much better things would be

• How much better things would be

Pain Points

Pain Points

Pain Points

• Amount of paperwork involved

• Amount of paperwork involved

• How long transition takes

• Difficulty in transferring some investments

• How to prepare clients

• Amount of paperwork involved

• Do what’s best for your clients

• Check whether there is a cultural fit

• Know what you want/make sure it’s a good fit

• Know what you want/make sure it’s a good fit

• Do what’s best for your clients
Advice to those
thinking of switching • Be organized/prepared
All movement includes intra-channel switching.
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Switching in the Wake of the Pandemic
While advisor movement continues, advisors and recruiters may have
new considerations in light of the pandemic.

In Summary: Switching in the Wake of the Pandemic | What Advisors Said
Top concerns related to switching in the current environment are
client-focused:

Advisors are more focused on compensation as a deciding factor in
making a move than earlier in the year

•
•
•

•

Difficulties transferring some clients/accounts
Unanticipated client service problems with other firms
Clients not following them to a new firm given market volatility

A firm’s performance during the pandemic has become a critical factor
for advisors considering moving:
•
•
•

Whether or not a firm provided excellent client service as well as support to its
employees during pandemic
Whether or not it has better digital tools for working remotely and has made
significant tech upgrades in response to the pandemic
Whether or not it employed innovative ways to engage with clients/prospects
during this time

•
•

•

Nearly 8 in 10 advisors seeking higher financial incentives to move given
pandemic uncertainty
Even among those who moved in the past 5 years, compensation is now
the topmost factor.
Compensation, along with technology, have increased in weight in terms
of factors advisors would ultimately consider in making a move in September
versus in March
Firm culture is less top of mind during the remote working environment
of the pandemic, but still would carry some weight in an ultimate decision
to switch firms

Advisors are less comfortable with joining a new firm based on
a virtual home office visit
•
•

Two-thirds of advisors view virtual visits as being less effective compared
to in-person visits
However, 4 in 10 of those who have moved (in the past 5 years) see them as
being at least just as effective, suggesting directionally that advisors are more
likely to accept virtual but still would prefer in-person interaction, if available.
Switching in the Wake of the Pandemic
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In Summary: Switching in the Wake of the Pandemic | What It Means for Recruiters
Recruiters need to showcase how well their firm has adapted to the
current environment in terms of its tech capabilities by:
•
•
•

Emphasizing their firm’s ability to fully digitize processes such as account
opening and transfer of assets
Demonstrating how various technology and integration upgrades would
enhance the advisor’s remote working experience
Sharing client and advisor testimonials about satisfaction with service levels
during the pandemic

Showcasing a strong technology stack and offering may help advisors consider
a move and make a stronger case for easily moving client accounts to a new firm

Emphasizing firm size and stability will resonate with some advisors
during these uncertain times

Recruiters and their firms may need to increase and improve
compensation packages for new recruits in the current uncertain
environment
•

This may mean offering higher payout/higher earning potential, and
including add-ons such as sign-on bonus and working capital loans to aid in
transitions, if applicable, and potentially even part ownership

Recruiters not able to offer in-person home office visits, should
consider multiple virtual touchpoints to entice advisors:
•

Besides virtual meetings with leadership and colleagues, this could include
virtual tours of the office, and inviting advisors to brainstorming sessions or
special team meetings to foster camaraderie and give a sense of firm culture

Switching in the Wake of the Pandemic
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