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KEY FINDINGS 

The Advisor Practice: 
Building For The Future

The 2024 Advisor Pulse Survey explored issues, such 
as communication, critical to client retention, as well 
as the importance of innovative investment solutions 
as the key to Advisors differentiating themselves in a 
competitive marketplace. Respondents also 
identified how growth opportunities are changing 
and where those opportunities for expanding their 
client base may lie in the future. We are highlighting 
these and many other vital issues impacting Advisors 
and their practices in this year’s Pulse Survey Report.
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The Advisor Practice 2024
61% of Advisors have primarily lost a client due to death, yet conversely 82% say they won business because the 
previous Advisor did not communicate with their clients.

Outside of client relationships how do they differentiate themselves?

33% stated that the top challenge they have with their current clients is that they are listening to bad ideas from their adult 
kids or others.

Where do they get innovative ideas? The top source? 59% from wholesalers.

Top Advisors ($601 million to over $1 billion AUM) are more likely to expand beyond their local area than others. 
Advisors said they have expanded their business over the past 3 years to include:

50% expanded more new clients 
outside of their local area 49% more referrals to clients 

outside of their local area 31% is only local

31% with financial 
planning strategies 21% with customized

solutions 3% with portfolio 
performance
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“As advisors look to their 
next generation of clients, 
it’s important to 
understand how 
technology has changed 
how younger investors 
engage with financial 
education and advice. 
Instead of resisting 
generational differences, 
embrace them and drive 
your growth.”  

CHRIS MEE
INSPEREX HEAD OF 
DISTRIBUTION 

Looking at the Next Generation of Investor
41% of their existing client base is now in their 50s or younger. 

Where is the great transfer of wealth?  19% of the assets for their clients under 
50 came from family money or an inheritance.  81% of their assets come from a 
business they own or their job.

What surprised Advisors about this demographic?

60%
Younger generation is 
being influenced to go 
elsewhere for advice

66%
of Advisors have a plan to 

focus on the next 
generation

87%
of Advisors agree pursuing 
younger investors is time 

well spent

64%
Reliance on social media 

for their investment advice

34%
They don’t admit to 

needing investment help

32%
How low their 

investment IQ is
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Differentiating Your Business With Structured Products
Structured products were identified as a great way to differentiate an Advisor’s 
business. Results showed that in addition to providing downside protection (83%), 
protecting principal (75%), generating income (49%), keeping clients invested in the 
market (44%), replacing fixed income (42%), and customizing potential outcomes 
and risk exposure (35%), structured products also helped Advisors:

“Advisors are 
increasingly using 
structured products 
as their competitive 
advantage. They’re 
flexible, customizable, 
and help advisors 
deliver exceptional 
value to their clients.” 

CHRIS MEE
INSPEREX HEAD OF 
DISTRIBUTION 

73%
Differentiate their business

53%
Create stronger client relationships

49%
Create better client experiences

46%
Gain a competitive advantage
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Each year we ask Advisors for their thoughts on the markets and this year they provided a clear direction. The majority (78%) of 
advisors are bullish about the S&P 500 performance by year end and expect :

The majority (56%) of advisors said the Magnificent 7 stocks (APPL, AMZN, GOOG, META, MSFT, NVDA, TSLA ) will outperform the 
S&P 500 from mid-July to the end of 2024.

The concerns of financial advisors and their clients are not entirely aligned, according to the advisors surveyed. 

43%
5% 

increase

30%
10% 

increase

5%
20% or more 

increase

12%
remain flat 
from here

9%
10% 

correction

1%
20% correction

0%
A ”crash”

Clients most worried about:    Advisors most worried about: 

Just 9% of advisors are worried about the US Presidential election.

31%
Market volatility 

29%
US Presidential 

election

28%
Inflation 

31%
Market volatility

21%
Inflation

20%
Interest rates

Where is the Market Going and What are the Headwinds?

6



Survey Methodology 
and Findings

The 2024 InspereX Pulse Survey was conducted 
between July 8-15, 2024 by Red Zone Marketing on 
behalf of InspereX. The 487 financial advisors 
responding work at independent broker/dealers, RIAs, 
banks, regional firms and wirehouses. 
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July Survey Methodology

July 8 – 15, 2024 487 Financial Advisors

GENDER

14%86%

Survey research, design and analysis completed by Red Zone Marketing, July 2024. 

RESPONDENTSSURVEY COLLECTION
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Age Breakdown

12%

26%

42%

19%

1%
22-35 36-49 50-63 64-77 78+

AGE HIGHER

9



Advisor Affiliation

61%

25% 23% 6% 1%
Ind Broker

Dealer
RIA Bank Regional

Firm
Wirehouse

(Select All That Apply)
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49%
39%

7%
2% 3%

< $100M $100
- $350M

$351
-$600M

$601M
-$1B

>$1B

Assets Under Management 
(AUM) at end of 2023
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31%
26%

21%
10%

4%
3%
3%

2%

Financial planning strategies

Client relationships are my only differentiator

My use of customized investment solutions

Experience in Market Downturns

My use of alternative investments

Portfolio performance

Broker Dealer/RIA affiliation

Advanced technology

Outside of your client relationships, what 
do you believe differentiates your practice?
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18%
23%

33%
26%

Younger than 50 In their 50s In their 60s 70 years old +

Based on the number of clients 
in your practice, what % are:
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73%

12% 8% 7%

Job Inheritance Business they own Family

For your under 50-year-old clients, 
where do a majority of their assets 
come from?
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Agree or Disagree with 
the following statements

13%

21%

34%

60%

87%

79%

66%

40%

Pursuing younger prospects is a waste of my time

The apathy of the younger generation is a threat to my business

I don't have a plan right now to focus on advising the next
generation

The younger generation is being influenced to go elsewhere for
advice

DISAGREEAGREE

The younger generation is being 
influenced to go elsewhere for advice

I don't have a plan right now to 
focus on advising the next generation

The apathy of the younger generation 
is a threat to my business

Pursuing younger prospects 
is a waste of my time
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64%
34%

32%
23%

20%
16%
5%

How much they rely on social media for investment education

How they won't admit they need help investing

How low their investment IQ is

How risk-averse they are

How open they are to advice

How willing they are to try alternative investments

How high their investment IQ is

What surprises you about younger 
investors today… (Select all that apply)
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61%

14%
7% 6% 6% 4% 2%

Death Lack of time to
nurture the
relationship

Competition Performance I switched firms Other Fees

When you have lost a client it 
has been primarily because…
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82%

25% 24% 20% 3%
Did not communicate

with them
Failed to meet the

client's performance
expectations

Didn't offer enough
new or innovative

ideas

Gave bad advice Other

I have won business from other advisors 
because they… (Select all that apply)
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33%
27%

26%
25%

19%
16%

15%
11%

8%
6%

They listen to bad ideas from their adult kids or others

They don't understand risk

I don't have client problems

Their expectations are unreasonable

They are uneducated about the financial world

They are too passive

They are impatient

They don't listen to my advice

They won't introduce me to their adult kids

They are quick to blame me for their mistakes

Challenges I have with my current clients 
include… (Select all that apply)
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72%

28%

Do you build customized 
(not model) portfolios for 
your clients?

Yes

No
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93%
89%

69%
69%

67%
64%

46%
44%

13%
4%
3%

ETFs

Mutual funds

Individual stocks

Cash or cash equivalents

Annuities

Structured products/Market-linked notes

Individual bonds

Market-linked CDs

Commodities

Other

Cryptocurrency

My customized portfolios may include 
(Select all that apply):
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50%50%

Do you own structured notes 
and/or market-linked notes in 
your personal portfolio?

YesNo

Only 36% of advisors aged 
22-35 own structured notes 
in their own portfolio
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75%

25%

I use structured notes and/or 
market-linked notes in my 
business.

Yes

No
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54%
40%

26%
24%

21%
18%

13%
4%

2%
1%

A need for new investment solutions

Seeing convincing performance stats

A request from a client

A need to become more competitive

Seeing my colleagues succeed with structured products

Clients who are unhappy with portfolio performance

A major market correction

The suggestion of my boss

Nothing would convince me to use structured products

Peer pressure

What would prompt you to use 
structured products in your business?
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50% 45%

5%

Less than 10% 11-30% More than 30%

I typically allocate ____% in a 
portfolio to structured products
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83%
75%

49%
44%

42%
35%

25%
22%
21%
21%

14%

Provide downside protection

Protect principal

Generate income

Keep clients in the market

Replace fixed income

Customize potential outcomes and risk exposure

Enhance equity exposure

Replace cash in portfolios

Replace equities

Enhance defined outcome potential

Provide exposure to alts

I use structured notes and/or market-linked 
notes to… (Check all that apply)
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73%
53%

49%
46%

42%
40%

38%
27%

19%
18%

2%

Differentiate my business

Create stronger client relationships

Create better client experiences

Gain a competitive advantage

Increase my AUM

Grow my business

Attract more affluent clients

Attract older clients

Attract younger clilents

Increase referrals

Other

The use of structured notes and/or market-
linked notes help me (Select all that apply)
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50% 49%

31%

More new clients outside
of my local area

More referals to clients outside
of my local area

My business is really
only local

My business has expanded in 
the past 3 years to include 
(Select all that apply)

Top Advisors ($601 million to over $1 billion AUM) are 
more likely to expand beyond their local area than others.
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79%
39%
38%

24%
18%

11%
8%
7%

5%
4%
3%
2%
2%

Referrals without asking

Asking for referrals from clients and/or CIOs

Networking

Client appreciation events

Educational seminars or workshops

Email marketing

Webinars

LinkedIn

Facebook

Social media advertisements

Direct mail

Google Ad Words

Search Engine Optimization (SEO)

Which marketing strategies have 
resulted in new clients so far in 
2024? (Check all that apply)

Top Producers have more 
marketing strategies resulting in 

new clients than others.
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59% 57%

40%

9%
3%

Wholesalers Research I
subscribe to

Other financial
advisors

The Media Social media/
influencers

Aside from what your firm provides, where 
do you get your most innovative ideas? 
(Select all that apply)
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88%

7% 5%

Yes No Virtual Only

Do you meet with wholesalers?
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64%

50%

49%

19%

4%

The reputation of the wholesaler's firm and product lineup

An introduction from another advisor I trust

The reputation of the wholesaler to deliver valuable ideas

Endorsement from my firm

Nothing - I do not meet with wholesalers

What would convince you to 
meet with a new wholesaler? 
(Select all that apply)
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66%

48%

33%

28%

14%

11%

8%

7%

Investment strategies

Practice Management

Market color (specific to industry or markets)

Sales Skills

Leadership Skills

Product Specific

Other

I don't ever participate in webinars

What types of webinars would 
interest you? (Select all that apply)
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43%

30%

2% 3%
12%

9% 1% 0%
Up 5% Up 10% Up 20% Up >20% Flat from here Drop 10%

(correction)
Drop 20%

(bear market)
Crash

What do you expect to happen 
to the stock market over the remainder 
of 2024?
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56%

22% 8%
14%

Bullish and I think the
Mag 7 will outperform

Bullish but I don't think
the Mag 7 will

outperform

Bearish I have no idea

Do you expect the Magnificent 
7 to outperform the S&P 500 
for the remainder of 2024?
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82%

5%

3%

3%

3%

2%

2%

0%

0%

0%

Equities

Alternative assets

Bonds

Commodities

Cryptocurrencies

Cash/equivalents

Precious metals

Derivatives

Real assets

Currency

Which of these do you believe will be 
the top performing asset class in 2024?
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31%

29%

28%

7%

3%

2%

Market volatility

The U.S. Presidential election

Inflation

Interest rates

Rising taxes

Geopolitics

My clients are most 
worried about…
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31%

21%

20%

12%

9%

7%

Market volatility

Inflation

Interest rates

Geopolitics

The U.S. Presidential election

Rising taxes

As a financial advisor, 
I am most worried about…
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1 10
On a scale of 1-10 with 10 being the highest

Anxiety Level of Your Clients 
Towards Investing Right Now

6.0
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Important 
Information
Questions? Contact InspereX at 888.849.5732 or AdvisorSupport@insperex.com

This presentation has been prepared by InspereX LLC or an affiliate thereof (“InspereX”). This material is for financial institutional or financial advisor use 
only and may not be distributed to any retail investor or other third-party. This presentation is for general information purposes only and should not be 
construed as specific tax, legal or investment advice. The information in this presentation is subject to change without notice. InspereX does not warrant 
the accuracy or completeness of any information contained herein and provides no assurance that this information is, in fact, accurate.  Data provided by 
third-party sources is believed to be reliable and there is no representation or warranty as to the current accuracy of, or liability for, decisions made 
based on this material.  Neither InspereX LLC, its affiliates nor its partners make any representations or guarantees as to the accuracy or completeness of 
data from third-party sources.
InspereX LLC and its affiliates explicitly disclaim any responsibility for product suitability or suitability determinations related to individual investors. This 
information should not be regarded by recipients as a substitute for the exercise of their own independent judgment and the information provided 
herein is not an offer, solicitation or a recommendation to buy, sell or hold any security or investment strategy. There can be no assurance that the 
investments shown herein were or will be profitable and this material does not take into account any investor’s particular investment objectives, financial 
situation, particular needs, strategies, tax status or time horizon.
The information contained herein does not constitute an offer to sell or a solicitation of an offer to buy securities. Investment products 
described herein may not be offered for sale in any state or jurisdiction in which such an offer, solicitation or sale would be unlawful or 
prohibited by the specific offering documentation.  
The survey was conducted by Red Zone Marketing, a full-service marketing research consultancy. InspereX LLC and Red Zone Marketing are not 
affiliated. 

©2024 InspereXSM. All rights reserved. Securities offered through InspereX LLC, Member FINRA/SIPC. Technology services provided by InspereX 
Technologies LLC. InspereX LLC and InspereX Technologies LLC are affiliates. InspereX and insperex.com are trademarks of InspereX Holdings LLC.
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