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ADVISOR AUTHORITY: 
The Innovation and Issues that RIAs and Fee-Based Advisors Care About Most

The industry evolves as innovation disrupts the status-quo, driving a move to greater simplicity, 
transparency and choice, fostering new business models, and ultimately creating greater value. RIAs and 
fee-based advisors are driving this change—and creating the future of our industry. Commissioned by 
Jefferson National and conducted online by Harris Poll in April, 2015, this study surveys more than 500 
financial advisors nationwide.

Advisors are Overwhelmingly Positive about the Future of 
their Business 
81% believe profitability will increase over the next 12 months: 
just 3% expect it to decrease

Optimism about profitability increases as we move up the food 
chain—
• 90% of Owners believe profitability will increase
• 89% of High Earning Advisors (income more than $500K) think 

the same 

When asked to rank the single most important thing they 
will do to enhance the profitability: 
31% said adding new clients—ahead of adding new technology  
(17%) and new hires (11%)

But to increase profitability, advisors may need rethink their   
approach to technology 

Advisors are Overwhelmingly Positive about M&A/
Industry Consolidation
Two-thirds (65%) expect an increase in M&A activity      
consolidation in the next 12 months
• More than half (53%) say this will have a positive impact on their 

business. 

Optimism about M&A increases up the food chain: 
• 77% of High Earning Advisors believe this will have a positive 

impact 
• 88% of tech innovators believe this will have a positive impact 

Technology is Top of Mind for Advisors—while Integration 
and Cost Remain Top Concerns
Vital to Achieve Scale: Advisors who manage more AUM spend 
more on technology—and use more technology—to make their job 
more seamless.

On average, advisors use 7.8 different software applications 
stimulating a desire for better integration 
• 61% of All Advisors evaluate existing technology at least monthly 
• 72% of High Earning Advisors evaluate existing technology at 

least weekly

Successful Advisors, such as High Earning Advisors, are 
setting trends that are driving growth:
Investing in an “Emerging Market” of New Client

• Focusing on Generation X: 56% of High Earning Advisors vs 43% 
of All Advisors  

• Strategy to retain heirs of current clients: 87% of High Earning 
Advisors vs  72% of All Advisors 

Marketing Innovators 

• Changing marketing strategies: 80% of High Earning Advisors  
vs 60% of All Advisors 

Forward-Thinkers about Technology 

• Adding new tech over next 12 months: 90% of High Earning 
Advisors vs 75% of All Advisors

• Strategy to enhance tech integration:  82% of High Earning 
Advisors vs 61% of All Advisors 

• Adding more mobile apps: 59% of High Earning Advisors vs 52% 
of All Advisors

Robo-Advice: Awareness Low, Adoption Slow, Jury Still 
Out, Misperceptions Common
Less than 20% of advisors currently use robo-advice in their 
practice

• Only 25% say they are extremely or very familiar with the model. 
• 9% have never heard of robo-advisors 

Advisors are evenly divided on the benefits and threats of robo-
advice.

Advisors who use robo-advice are employing the tools for 
wealthier and older clients—contrary to popular belief. 

Market Volatility, Funding Retirement Top Concerns
Market volatility tops advisors’ concerns—ahead of rising 
interest rates, reducing risk 

Clients’ top concerns are retirement planning, protecting assets, 
outliving savings—ahead of financing children’s education, 
transferring wealth to heirs or caring for aging parents
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