
 

2021 SURVEY RESULTS TO INDEPENDENT FINANCIAL ADVISORS

Financial Advisors are facing many challenges, in multiple areas of their business. The 
pandemic has brought about new uncertainties and has caused a dramatic shift in the way 
Advisors communicate with their clients and prospects. Advisors are seeking ways to navigate 
these obstacles, as well as plan ahead for the future.  

Ninety-Five practicing financial advisors were surveyed on the challenges heading into this 
year.  Of those advisors, 86% had at least 11 years or more experience and 62% had 20 years 
or more experience. 

This survey research reveals specific challenges in areas such as lead-generation, branding, 
marketing, prospecting, and technology.  

Summary of Results:

The following are the top priorities and most pressing challenges affecting financial advisors in 
2021:  

1. Building a repetitive, ongoing delivery system of qualified prospects 
2. Developing a unique and powerful advisor brand for the market 
3. Operating businesses during and after the pandemic 

The least important challenges: 

1. Training staff 
2. Conversing with worried clients and reassuring them 

Bottom Line: 

In the past, the financial services industry was all about commission-based sales. Financial 
Advisors would begin each new month with a zero on the production sheet. They would either 
live or die based on their ability to tell stories that would convince prospects or clients to agree 
to move money from one investment to another. The old way was a difficult approach to make a 
living, and one that did not always lead to a win/win transaction between the advisor and the 
client.



 

Today, Financial Advisors have access to new technologies and innovative investment 
products that would have been unimaginable at the turn of the millennium. We also have better 
access to fee-based asset management services, as well as many more choices than ever 
before. More choices create more possibilities, but also more complexities. The reality is that 
even with all the new advancements, advisors and investors alike, are not doing any better 
than before.  

The truth is that the financial services industry has been stuck in conventional wisdom, 
old assumptions and old training methods that have become obsolete. 

The COVID pandemic has exposed many weaknesses in the old ways of doing business. On 
the other hand, the pandemic has helped speed up the adoption of a few new technologies by 
Advisors. That said, the financial services industry and Advisors have barely scratched the 
surface on ways to leverage these new tools to revolutionize how new clients are acquired and 
services are provided. 

The challenges facing Financial Advisors in the areas of practice management, client 
prospecting, and business development will continue to grow. Regulatory issues will continue 
to persist, and the ability to compete and operate in an ever-changing business landscape will 
require new methods and a whole new mindset for many advisors. The path to the evolution 
of the financial services business and the future success of Financial Advisors will 
revolve around a whole new approach to Advisor training.
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From your own perspective and understanding that no one really knows, what is 
your best guess about the challenges your industry segment will face, and 
which of those challenges will affect your practice specifically?

Open Ended Question





 


