Keeping affluent investors satisfied and earning a greater share of wallet isn’t a matter of luck. Run the
numbers to see what makes affluent clients stick around—and how you can up your game.

CURRENT SATISFACTION

of affluent clients consider
their financial advisor as their
primary financial professional

of affluent clients are “very
satisfied” with their advisors

of affluent clients have entrusted
their advisor with 3/4 or more of
their investable assets

THE FUNDAMENTALS
of affluent clients meet with their
advisor two times a year or less

Most advisors are
not even executing on
the fundamentals.

never met with their advisor in the
past year at all!

THE IMPORTANCE OF A SOCIAL RELATIONSHIP
Social interaction with your clients leads to higher satisfaction and loyalty: the stats say it all. Additionally, social contact with your affluent
clients can uncover prospects from within their spheres of influence.
were introduced to their advisor by a
friend, family member or professional
of affluent clients report
only a purely business
relationship with their
financial advisor

of business-only clients would be willing
to make a personal introduction
of affluent clients who have a business and
social relationship would do the same
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All financial advisors are challenged in meeting affluent expectations. However, there is a significant gap between advisors who have both
business and social interactions and those who only have business relationships.
Business & Social Interactions
with Advisor

61

61

61

Truly understands the Has the client’s best
client’s family needs
interests at heart

61

59
45

42

38

37

Purely Business Relationships

47

45

46
31

30

Provides timely
communication

Possesses a breadth
and depth of
knowledge

Meets investment
performance
expectations

Is a problem solver

Protects the client
family’s investments

63

58
42

50
32

41

50

47
37

40

41
28

29
16

Focuses on the clients’
investments rather
than marketing

Creates a financial
plan and keeps it
current

Delivers high-level
personal service

Makes sure clients are
fully aware of fees

Uses current
technology

Coordinates clients’
financial documents

Provides insurance
solutions

Now that you know the score, remember that your social skillset can be as important as your business
acumen when it comes to keeping affluent clients satisfied and growing your business.

get all the details in the white paper at ceterafinancialspecialists.com/affluent
All data is from Understanding Today’s Affluent Investor: Managing Affluent Relationships, The Oechsli Institute, May 2013.
For use with financial professionals only.
© 2015 Cetera Financial Group, Inc. 15-0922 10/15

