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Presenter Notes
Presentation Notes
Thank you for inviting me to ….(name of event)

Financial professionals consistently asked Capital Group two questions:
First, how do I compare to other financial advisors that you meet?
Second, how can I get better?
 
We set out to answer those two questions through this study.


Research-based knowledge on the
skills that drive organic business
growth.
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With our Pathways to Growth study, we set out to answer those questions. 
To do that, we structured it differently than many of the surveys found across our industry. 
Many of those surveys focus on advisor metrics – AUM, head count, client profile, etc.
But those are data points that speak to where an advisor or a practice is, not how they got there.
And that is the question that interested us and that has made this survey a foundation of our practice management effort.
At Capital Group everything we do starts with research and analysis. From the investments we make on behalf of your clients, new investment vehicles and our practice management consulting.
This makes our survey different in three distinct ways.
We are focused on skills. In particular, those skills that top advisors use to drive growth.
Second, our survey is highly personal. It’s not about practices, its about individuals and how their behavior drives practice success. And focusing on individual skills enables our third differentiator.
And that is, we drive for action: We are not simply making observations, we are providing guidance that helps you take action on the insights the study uncovered.


Six years of insights from
thousands of advisors

Launched Pathways to Growth
study in 2020

* Source: Corporate Insight, Annual Asset Management Monitor — Advisor, Competitive Research Report, June
2025, rated "Excellent." Annual Asset Management Monitor — Advisor Awards, December 2022 and December
2023, "Gold" award winner. Corporate Insight used its proprietary benchmarking software and ratings criteria to
evaluate and compare 17 firms' practice management resources in 2025 and recognized our focus on business
growth, client-facing materials and advisor benchmarking study and personalized tool. Evaluated eight firms in
2023 and 11 in 2022 based on the quality and features of various website resources. Research not conducted in
2024. Capital Group did not compensate Corporate Insight for the ratings and comments in this material.
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More than

7,500 advisors

surveyed and 1.7M+ data points gathered
since inception

Capital Group’s

#1 most requested

Practice Management topic

Powering our

award-winning

Practice Management program*
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I noted that the study has become a foundation of our practice management effort. And its adoption and impact have grown over the five years since we launched it. 
This is the fifth iteration of the survey. Over its lifetime, we have surveyed more than 7,500 advisors – including 1,000 for this year’s edition. 
Over time, our data set has grown more and more formidable, and our insights deeper and richer. 
The research has been shared with audiences around the world including in Italy, Japan and Australia.
It’s become our most requested practice management topic and helps power our award-winning Practice Management site.


90% with 10+ years of
industry experience

The advisors WE Widespread channel
SU rveyed representation

Significant representation of
high AUM practices and HNW
clientele
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To give you a sense of what a given year’s respondents look like, here are some stats from the group we surveyed for the 2025 edition of the report.
In 2025 alone, we surveyed over 1,000 advisors.
Roughly two thirds have practice AUM of more than $100 million, with 36% of overall respondents having $250 million or more in their book. That last figure is important because it represents a significant sample size of advisors (nearly 360) with very sizable practices featuring significant numbers of high net worth clients.
In terms of age, about 75% of those surveyed were between 40 and 75. But importantly, a meaningful share (14% or more than 130 advisors) were 39 and younger.
Just over 90% had 10-plus years of industry experience, and more than 60% of respondents were 20+ year industry veterans.
Last, it has broad channel representation with sizable numbers of wirehouse advisors, independents, RIAs and those from the insurance and banking channels. 
We think it’s important to spend a little time here because an unspoken question or pushback we often pick up on is: Is this really relevant to me? Are these folks operating on the same plane I am? 
And the answer, we believe, is yes. They are successful, experienced and diverse. They do business in a range of ways and have significant numbers of high net worth clients.


A high growth advisor s in
the top 20% of growth in

assets, revenue and number
of clients

For financial professionals only. Not for use with the public.


Presenter Notes
Presentation Notes
We define a high growth advisor as being in the top 20% as measured by a composite of assets, revenue and number of clients.
And that highest growth cohort of advisors saw 32% more growth from new clients.


Year-over-year data affirms that high growth advisors ...

]
—

bl kiSe =

Have better client Offer the services their clients Run their businesses like CEOs,
acquisition skills with strategic want and provide customized, focusing on defining and measuring
decision-making grounded in enhanced experiences to top goals and progress and seeking
intentionality, measurement and clients. efficiencies.

efficiency.
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So with four full surveys under our belt, three things really stand out when it comes to what sets highest growth advisors apart from their average peers.
These findings have shone through in study after study, and have been resoundingly confirmed in our latest edition.
So what are the three big ideas we learned in 2025?
Number one, they have better client acquisition skills with strategic decision-making grounded in intentionality, measurement and efficiency. 
Number two, they offer the services clients want and, importantly, differentiate themselves by providing customized, enhanced experiences to top clients.
Number three, they run their businesses like CEOs, focusing on defining and measuring goals and progress, and seeking efficiencies.





Three focus areas consistent among highest growth advisors”

1 2 3

Client Client Strategic
acquisition experience scale

* High growth, highest growth or fastest growing advisors = Top quintile in terms of growth as measured by a composite of assets, revenue and number of clients.
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Now, a key finding of our initial survey, and something that has remained consistent over the years, are the three pathways to growth that we identified in our first survey.
They are client acquisition, or the skills involved in areas like marketing, prospecting, branding and referrals. The skills that help you find, land and retain clients.
Second is client experience. This is the service offering you provide clients. How robust is it? Is it meeting client needs? More importantly, is it delivering on the expectations that clients – in particular high-net-worth clients – have of advisors? And is it differentiated for the clients you value most.
Last is strategic scale. Simply put, this is the professionalization of your business practices. Do you run your business like a CEO? Do you have processes and standard operating procedures that promote efficiency and ensure consistency? Are you optimizing team performance and ensuring performance, and are you providing feedback and opportunity? This is increasingly important because becoming more efficient frees up time and resources for the activities closely connected to growth like acquiring new clients and providing an enhanced client experience.
We’ll touch on each of these as we move through this presentation.



Since 2021, the highest growth
advisors in our study have been
spending approximately 27% less
time on investment
management.
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High growth advisors are paying close attention to how they allocate their time, seeking to allocate it to the activities that drive practice growth and present their clients and prospects with a better experience.
So how do advisors find time to excel in these other skills shown to drive growth? 
Interestingly, one distinct trend that we’ve observed is a reduction in the amount of time they’re spending on investment management. Our study shows that they are spending 10% less of their time on investment management. 
Not surprisingly, our study shows that highest growth advisors use model portfolios at significantly higher than average rates.


Client
acquisition

For top advisors, the primary
path to organic growth
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First, let’s touch on client acquisition.


For high growth advisors, new clients remained the
biggest AUM driver in 2025

New clients Existing clients
Intentional focus Significant contribution
. Other advisors % B Highest growth %
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Investment results

A tailwind for all

10
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Results from our most recent study reinforce a truth that has held over the life of the study.
Namely that, as you can see, new clients were the biggest growth driver for highest growth advisors. This reflects intentionality and a focus on this area. For highest growth advisors, the lowest growth driver among the three key categories is the one least within their control: investment performance which, in the year just passed, that was a tailwind for all advisors.


High growth

advisors rely on new
clients significantly more

than the average advisor to
grow their practices

ial professionals only. Not for use with the public.

Client acquisition

Exhibit higher levels of skill in the key client
acquisition disciplines

Have more intentional strategies for
ensuring a consistent supply of referrals

Employ digital channels at higher rates
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So what are some of the key findings in the area of client acquisition?
For one, highest growth advisors have higher levels of skill in areas vital to acquiring clients. 
Things like branding: defining the values and priorities you wish to project to prospects and clients, and building that into your visual identity, content and physical space.
Or marketing: the channels and messages you use to project your brand.
And prospecting: your strategic approach to acquiring new clients.
They also have more intentional referral strategies that increase the volume of prospects they engage with.
They also are more digitally engaged, employing digital channels at higher rates.


Client acquisition

Percentage of advisors who rated

- . o o N themselves as skilled in these areas

Client acquisition 43

Prospecting
skills: Significantly 26 ® m sl
stronger among ) Branding
high growth advisors 24 25 W 47

Marketing

200 W 40
Referrals
2@ W 34
Overall skill level 0 10 20 30 40 50 60
. Other advisors % B Highest growth %
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So let’s dig into differences in the skills within each of the pathways.
I’ve already shared that those in the high growth segment are more likely to focus on client acquisition and have higher levels of skill in areas like branding and prospecting. And they are much more intentional about applying these skills strategically. 
Yet despite the fact that higher growth advisors have these skills in greater measure, as a group, they still fall short on an absolute basis. This makes client acquisition a significant opportunity for all advisors looking to grow organically. 




More high growth advisors have referral strategies
resulting in more new clients

45% B 2.8X § 39%

more referrals
received

have a referral generation
strategy in place

more successful at converting
referrals into clients
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High growth advisors are intentional about referrals and our study shows that significantly more high growth advisors have well-defined prospecting and referral strategies.
45% of them have a referral generation strategy in place.
Not surprisingly, they get more referrals – 2.8 times as many as the average advisor. That’s 15 referrals annually for the average advisor and 42 for the high growth cohort!
And they also close the deal; they’re 39% more successful at converting referrals into clients.


High growth advisors market through digital channels at
higher rates

69% 84%

use digital marketing and
social media to attract and
engage potential clients

more high growth
advisors make digital
marketing a priority

For financial professionals only. Not for use with the public.
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High growth advisors’ better marketing skills extend into the digital realm.
Nearly 7 in 10 make digital marketing a priority and 84% use digital marketing and social media to attract and engage potential clients.



Client experienc

Delivering more than a “table stakes”
offering is a hallmark of high growth
practices
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The next pathway is ”Client experience” which we formerly called Relationship Alpha. 
And while the name has changed, the underlying idea has not.
This has everything to do with how you engage with and serve your existing base of clients.


High growth

advisors seamlessly
deliver what their clients

are seeking

ial professionals only. Not for use with the public.

Client experience

Provide the breadth of services clients
need and expect

Deliver more and enhanced experiences
for high-value clients

Are more likely to have retirement plan
clients and turn plan participants into
clients

16
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When it comes to client experience, highest growth advisors seamlessly deliver what their clients need.
They provide a breadth of services that clients need and expect. Importantly, they also take care to show how the services they provide translate into better outcomes for clients.
Importantly, they go beyond just providing services and increasingly deliver experiences for their high-value clients.
And connected to this, highest growth advisors are more likely to have retirement plan clients and are more apt to turn those plan participants into wealth management clients.


The gap in the number of services has narrowed

Many services are now “table stakes” for advisors ... ... but meaningful gaps exist in select areas

More than 95% of all advisors More than 85% of all Tax planning ,,
offer: advisors offer: 76@ W83
* Financial planning * Charitable planning Banking services
* Retirement planning * Annuity products 650 MW 76
* |nvestment management e Life insurance Lending

* Estate planning 640 W 73

e Family education
and generational wealth

transfer 0 20 40 60 80 100

e Educational planning @ Other advisors % Bl Highest growth %
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Over the years, we’ve observed something interesting. Whereas early in our research there was a pronounced gap in the number and variety of services offered by high growth advisors compared with the average. But over time the gap has narrowed.
There are still some gaps/opportunity areas, but this trend potentially speaks to elevated expectations on the part of clients who increasingly see these services as ”table stakes” and naturally expect advisors to meet their full range of needs. 
We want to acknowledge that not every financial advisor has access to tax planning, lending or banking departments. These services do not need to live with in your organization. As the coordinator of your client's financial life, you can align your practice with strategic partners that you trust to help provide access to these services.


More enhanced

experiences
High growth advisors are

finding other ways to
stand out.

For financial professionals only. Not for use with the public.

Percentage of clients offered the following experiences:

Gifting during life events

Client outings

In-person
educational seminars

Online education

20

@ Other advisors %

40 60 80 100

B Highest growth %
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Where highest growth advisors are differentiating themselves is in the experiences they are offering clients. 
They are setting themselves apart through things like client outings, educational seminars and giving gifts to clients during their life events.


.

More high growth advisors make retirement plans a priority

For financial pro

29%

more advisors
prioritize acquiring
new retirement plans

fessionals only. Not for use with the public.

36%

more have a strategy to
transition plan participants
into wealth management clients
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When it comes to services, one area where high growth advisors distinguish themselves is with retirement plans as 29% more advisors prioritize acquiring new retirement plans.
In addition to expanding their service offering, retirement plans provide a ready source of potential clients. A fact not lost on high growth advisors as 36% more of them have a strategy to transition plan participants into wealth management clients.


Strategic
scale

Creating efficiencies and building
scale unlocks growth
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Over time, the importance of running your business like a CEO – a pathway we’ve dubbed “Strategic scale” – has become increasingly correlated to high growth practices.
That means a drive to create efficiency and build scale.
Those skills and behaviors are the ones that ultimately enable advisors to focus more of their time and energy on higher value activities such as acquiring clients and delivering an elevated client experience.


Thoughtful

scaling creates
efficiencies, and frees up

time for higher value
activities

ial professionals only. Not for use with the public.

Strategic scale

Operate in larger teams, providing the
resources to drive growth

Formalize and rely on standard operating
procedures (SOPs) at higher than average
rates

Utilize technology — including Al — at
greater rates to drive efficiency

Are more likely to look to outside specialists
for support and resources

21
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This pathway cuts across multiple disciplines and can be practiced by advisors of all types.
For many it means operating in larger teams that provide the resources to drive growth.
It means formalizing and following standard operating procedures.
High growth advisors use technology – including AI – at greater rates.
They also are more likely to look to outside specialists to broaden their offering or fill gaps in their capabilities.



High growth advisors team up to drive growth

2X 38%

greater use of defined
strategies for recruitment
and retention

more employees
than average

For financial professionals only. Not for use with the public.

50%+

provide continual
training and
professional development

22
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Simply put, higher growth advisors are, on average, part of bigger teams.
Their practices have twice as many employees as the average practice.
More of them employ strategies to recruit and retain team members.
And they provide greater career growth support for their teams, offering continual training and professional development.


.

High growth advisors pay attention to planning and process

29% 50%

more likely to have highly
documented SOPs

more time spent on business planning
and strategy

For financial professionals only. Not for use with the public.
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High growth advisors also pay more attention to planning and process.
They spend 29% more time on business planning.
And 50% more high growth advisors have highly documented standard operating procedures or SOPs.



Greater investment in artificial intelligence

High growth advisors:

2 X 3X

greater use of autonomous agents
like virtual assistants and customer
service bots

as likely to use Al reasoning systems
like ChatGPT, Copilot
and Gemini

For financial professionals only. Not for use with the public.

60%

more budget spent on
Al tools

24
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Our study also revealed that high growth advisors are more on the cutting edge when it comes to technology, specifically AI.
Of course AI adoption patterns change quickly, but our most recent survey shows that high growth advisors were twice as likely as the average advisor to use AI reasoning systems like ChatGPT, Copilot and Gemini.
They were three times more likely to use autonomous agents like virtual assistants and customer service bots.
And that added up to 60% greater budget spent on AI tools.


High growth

advisors tap outside
specialists

For financial professionals only. Not for use with the public.

Percentage of advisors who use outside specialists for the following areas

Estate planning

Tax planning

Investment research

Marketing your firm

Alternative investments

Wealth management for
high-net-worth clients

College planning

Retirement planning

77@ ﬁ89

71@ mg7
720 W37
640 W78
61@ m77
600 W74
49@ W69
53@ W66
20 40 60 80 100
@ Other advisors % B Highest growth %
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High growth advisors know there are numerous ways to expand their team and their capability. Increasingly, this includes tapping outside specialists.
And they seek this support at higher-than-average levels across a number of practice areas, including estate and tax planning, marketing, college planning and investment research.



Greater skills across all three pathways

Client acquisition Client experience Strategic scale
82 ’
® 77
75 ¢
71
A
L 4 ® 65
61 60 A A
® L 57 56
| >> 53 A
| 51 52
47 ® 4A6 : ot
| [ ® ® 45
40 41 42 41 41 ° A
36 37
[

25 i

L 23

I | I
Branding Marketing  Prospecting Referrals Service Client Financial Tax Business SOPs Team Team Retirement Strategic Tech

design communication  planning management planning building scale and plan partnerships
efficiency advising
@ Other advisors % B @ A Highest growth %
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Our research revealed numerous above-average skills that high growth advisors have across virtually all practice areas.
CLICK: Average bars populate
First we see the self-reported levels of skill for all advisors, with the number standing for the percentage who rated themselves as skilled.
CLICK: Highest growth bars populate
Then you look at the marks for highest growth advisors. 
And as you can see, in every skill area, they rated higher.
Sometimes the gaps are small but they are gaps nonetheless. And collectively, they translate into the thing advisors want most: Organic growth.


Want to create your path
to growth?

Focus on client acquisition
Differentiate your client experiences
Run your practice like a CEO
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We know advisors want to grow their practices. We see and hear it every day. But taking action is not easy. 
We want to help, which is why we’ve included within our report some concrete steps you can take to continue down your pathway to growth.
Each section provides incremental ways to get started. 
Step one would be to download our report.
Step two would be to visit us online to check out the courses and content we have that can upskill you in these key areas, particularly client acquisition.
Next, you can reach out to our practice management consultants who have experience across a range of subjects, from branding to creating a “referral story” to creating a more welcoming physical environment. 
Thank you for your time today. 
We are excited for you to join the ranks of advisors who have taken action on the insights produced by our study. We know it’s greatly benefited their practices and, above all, their clients.


Download the
Pathways to
Growth report

&
CAPITAL
GROUP*

Pathways
to Growth

2026 Advisor

Benchmark Study
Fifth Edition
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Please take out your phones and point your cameras at the QR code appearing on this slide. Hover on it and click when an orange box appears. That will take you to our Pathways to Growth page, where you can download your copy of the report.


Simple straightforward questions

QUESTION 1/5

Do you have a defined prospecting strategy in place for your

practice?

Not at all

No strategy in place

Very much so

Have a defined strategy in
place

Curious how your
practice stacks up?

For financial professionals only. Not for use with the public.

Clear, instant results

Questions

Do you have & defined prospecting strategy in place for

your practice?

Do you have relationships with strategic partners (=.g.,
lawryers, accountants or ather professionals) who

contribute as referral sources for prospects?

Da you track key performance indicators related to your
prospacting efforts (e.g., conversion rates or lead

generation metrics)?

Did you effectively convert prospects inte clients over the

last quarter?

Do you use digital marketing and social media to sttract

and engage potential clients?

You

Advisors in

your channe

High

growth

Great Start!

Nice work! f you heve 2 prospecting
plan in place and & clear method for
converting clients into prosp

good next step is targeting your
prospecting to your idea clisnt nicha.
Consider an advigory board or study
groups as an opportunity to expand

your network.

Next steps

Scroll down to explore prospacting
rezources designed to help you grow.
Or explors resourcees in all zreas of

potential growth.

VIEW ALL GROWTH AREAS



Presenter Notes
Presentation Notes
Following the completion of your survey, you can download your personalized growth plan that gives you a picture of how you compare, along with your strengths and areas of opportunity. There’s even a worksheet for you to work on with your team or Capital Group sales contact to develop  your own action plan.
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Advisor Benchmark Survey

Referrals resources

AWARDS

Use these ideas, tactics and tools to boost referrals and explore potential new sources of client acquisition.

Client Accounts W

#1 in practice management resources, two
years in a row”

Create a center-of-influence
strategy that works for you

@ 8 MIN ARTICLE

Includes:

= Cultivating brand smbassadors
* Building business bonds
the referral relationship

* Getting

right
+ Become yourclient'steam leader or

‘quarterback”

Talking “phantom referrals,”
with Abby Spaulding

Spaulding’s Nashville-based RIA,
Continuum Planner Partners, gets 70%
of her new clients through phantom

/hat does this mean? “We get

referrals without asking,” Spaulding
says. She credits & focus on her ides
client and & high-touch service model
Find out more - plus how she gets the

other 30% of new business

& [A 25 MIN PODCAST + ARTICLE

Build a multigenerational
growth strategy

@ & MIN ARTICLE

READ ARTICLE

*American Funds named gold award winner in Corporate Insight Asset
Management Monitor — Advisor Awards, December 2022 and 2023.
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To support you, we have curated our award-winning practice management content to align to each of the pathways and levers I shared before. You can find the links to the content on the site and within your report.


.

Important information and disclosures

Capital Group, partnering with behavior and analytics firm Escalent, conducted a multiyear advisor benchmarking study among a
representative total of approximately 6,000 financial advisors in the U.S. This study established a benchmark for behaviors and assessed the
relationship between those behaviors and practice growth. The online study was first fielded in 2020. Capital Group was not revealed as the
sponsor. The data in this presentation reflects the latest wave of data collected in 2025 among more than 1,000 financial advisors and
reflects 2024 growth. Participants ranged in career tenure, firm types, practice size (AUM, revenue, number of employees) and client
specialty, including those who worked with high net worth clients or provided advisor-sold retirement plans. We analyzed results based on
dozens of factors, including things like model portfolio usage, AUM, retirement plan assets, efficiency models, technology adoption and
practice management behaviors. Decision tree analysis and regression models were used to understand success linkages.

All Capital Group trademarks mentioned are owned by The Capital Group Companies, Inc., an affiliated company or fund. All other company
and product names mentioned are the property of their respective companies.
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Thank you. I’m happy to take any questions you may have.


Thank you

For financial professionals only. Not for use with the public.
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Thank you so much for your time today.
We hope you find the study insightful, and that it helps you identify opportunity areas to help you along your pathway to growth.
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