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•	 Nearly two-thirds of clients (61%) are increasing their budget allocation to health care. One-third of advisors 
	 don’t have discussions with clients regarding health care costs.

•	 Virtually all advisors (80%) rely on email to communicate with clients

 

•	 Most advisors (45%) describe themselves as “investment advisors.” Thirty-nine percent of advisors surveyed 
	 call themselves wealth managers and only 9% describe themselves as “financial planners.”

•	 Time management is an area advisors want to improve upon, with 57% of respondents saying so. Advisors 
	 don’t spend enough time on client-facing activities: Most spend an equal amount of time handling office 
	 administration (10%) and client meetings (10%).
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Communication Methods with Clients (2007)
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•	 Outsourcing has become a popular time-freeing solution. The top three functions outsourced are tax filing 
	 (47%), bookkeeping (20%) and HR functions (14%).

•	 About a third (34%) of advisors have no timeline in place for exiting their business and nearly a quarter 
	 (22%) of advisors don’t have a succession plan.

•	 Almost half (47%) of advisors are preparing for a potential sale by standardizing practices for an easier 
	 transition, while 39% are focusing on increased profitability.

•	 Staff development and retention was named as an area that needs improvement by one third (33%) of 
	 advisors. More than half of advisors (52%) surveyed are planning to hire at least one additional staff 
	 member in 2008.

•	 More advisors focused on providing employees with the training and tools they need to ensure a 
	 stimulating career path. Only about a fifth (21%) of advisors did nothing to advance employee career 
	 growth.

•	 Half of advisors surveyed don’t have an employee incentive plan, but 17% are planning to add one.

•	 Most advisors (81%) use formal performance reviews and conduct employee performance evaluations at 
	 least once a year.

About Rydex AdvisorBenchmarking, Inc., an affiliate of Rydex Investments

AdvisorBenchmarking is a free practice management program designed to help RIAs better manage and grow 
their firms. The most recent survey of 1,020 advisors was conducted in May 2008.

This information is intended to be general, and these overviews are no substitute for professional, legal or 
consulting advice. This information should not be construed as advice from Rydex Investments or any of its 
affiliates.

Rydex AdvisorBenchmarking, 9601 Blackwell Road, Suite 500, Rockville, MD 20850  
www.advisorbenchmarking.com 800.258.4332
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