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T he independent advisory industry has spent a lot of time discussing a shortage of talent. 
When we look at industry activities related to the acquisition, development and retention 
of professional talent, a picture emerges that goes a long way in helping to explain this 

shortage. Across the industry, we see little recruiting activity, slow promotions and stagnant 
compensation.

While 2019 was a year of rapid growth in assets under management, the majority of this AUM 
growth came from market performance rather than new client relationships. Consequently, firms 
made only small increases to their staffing and only about one in 10 made a promotion within 
their advisory departments. 

ANOTHER YEAR OF FLAT COMP…  
This combination of slow growth in staffing and relatively little career activity produced another 
year of flat compensation, with the industry seeing very little change across the most common 
positions. The average total compensation for the most common advisory and operations 
positions remains practically unchanged since 2017. In fact, the median total compensation for 
the Lead Adviser position has declined since the previous year of this study. 

Total Compensation for Advisory Positions since 2017

2020                      2019                      2017

$99k

Service Adviser

$100k $97k

Support Adviser

$70K $66k $68k

Lead Adviser

$159k

$178k
$163k

IS THERE A WAR ON TALENT?   
The results of this year’s study paint an overall picture of slow — perhaps stagnant — 
organizational growth. While the industry frequently discusses a “war for talent,” there is 
little evidence that firms are aggressively competing for talented professionals. Consequently, 
compensation continues to change very slowly, with large firms offering better compensation 
packages and accounting for most of the staffing activity in the industry.
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GOING DEEPER…
The InvestmentNews Compensation & Staffing Study, the 
longest-running benchmarking of the advisory workforce, 
breaks out these trends in detail and highlights differences 
that emerge along four key stages of a firm’s evolution:

300+
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2,400+
Advisers 

5,800+
Employees 

©2020 InvestmentNews Adviser Compensation & Staffing Study

To purchase the full study,  
visit investmentnews.com/benchmarking

Information on how independent advisories are:

HIRING Where firms are adding staff,  
where they find candidates and how  
long they search

RETAINING Rates of promotion and turnover 
by department and position

COMPENSATING Salary ranges and 
structures for the 30 most common  
advisory firm roles, including executives, 
advisers, specialists and operations and 
administrative staff

Based on data covering:
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INVESTMENTNEWS ADVISER COMPENSATION & STAFFING STUDY – 2020 UPDATE

At this time last year, we released the 2019 InvestmentNews Adviser Compensation & Staffing Study, a 
comprehensive biennial analysis of staffing, development and rewards approaches employed by the nation’s 
advisory firms during 2018. You are about to read our concise update to this study, which offers new insights 
and contrasts based on advisory firms’ talent-related strategies during 2019. 

This mini-study sheds light on several developments during 2019:

•  Talent churn is motivating new hires to fill gaps. The majority of new hires were made merely to 
replace departing team members.  The good news, hiring searches were relatively short which leads us 
to believe the talent pool for advisory firms is strong.  The bad news, less than 3 % of firms said they had 
made a promotion within their advisory teams.

•  Steady state when it comes to compensation. Total median compensation for lead advisor, service 
advisor and support advisor positions has remained very stable since 2017; over the same period, key 
operational positions have even seen a trend downward in comp.

•  Slow growth of client relationships keeps overall staff numbers consistent – The number of 
client relationships grew only 4.9%, resulting in only small increases to total staffing.

It’s difficult to tell if 2019’s study findings signify a cooling in the battle for talent, or whether firms simply 
paused organizational growth in response to the year’s market boom. Either way, the coronavirus pandemic 
is certain to reshape how firms find, hire, pay and retain talented people in the years and decades ahead. 
We hope that this kind of straightforward information will see you through these difficult times to emerge 
stronger and poised for even greater business success.

Christina Townsend
Head of Relationship Management, Business Consulting 
and Platform Strategy, Advisor Solutions, 
BNY Mellon’s Pershing
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ABOUT INVESTMENTNEWS 

InvestmentNews is the premier provider of news, data, research and events to the financial 
advisory industry. Through our weekly newspaper, website, data centers, benchmarking 
reports, conferences and events, we provide industry-leading tools and resources that allow 
financial advisers to learn more about their businesses, clients and competition.

ABOUT INVESTMENTNEWS RESEARCH 

This report, along with similar in-depth reports on Compensation & Staffing and Pricing & 
Profitability, are the work of InvestmentNews Research, which provides financial advisers with 
the industry’s most informative practice management studies and benchmarking reports. The 
reports are a prime source of market intelligence for advisory firms and industry partners, 
including custodians, broker-dealers, service providers and professional organizations. 

For more information about InvestmentNews Research and its custom research solutions, 
please contact Devin McGinley at 646-437-7960 and dmcginley@investmentnews.com. 

DISCLAIMER AND COPYRIGHT
The data reported in this study was provided directly to InvestmentNews Research by 
participants. InvestmentNews Research was not asked to engage with and did not audit or 
review this information and, accordingly, does not express an opinion or any other form of 
assurance on it. The data contained in this report may not be a statistically valid representation 
of the entire market of financial advisory firms. Rather, it is representative of the firms that 
elected to participate in this survey.

The material in this report is copyrighted by InvestmentNews LLC, whose express written 
consent is required for the reproduction or distribution of any portion of this report.

ABOUT BNY MELLON’S PERSHING

BNY Mellon’s Pershing and its affiliates provide a comprehensive network of global 
financial business solutions to advisors, broker-dealers, family offices, hedge fund and 
’40 Act fund managers, registered investment advisor firms and wealth managers. 
Many of the world’s most sophisticated and successful financial services firms rely 
on Pershing for clearing and custody; investment, wealth and retirement solutions; 
technology and enterprise data management; trading services; prime brokerage and 
business consulting. Pershing helps clients improve profitability and drive growth, create 
capacity and efficiency, attract and retain talent, and manage risk and regulation. With a 
network of offices worldwide, Pershing provides business-to-business solutions to clients 
representing approximately 7 million investor accounts globally. Pershing LLC (member 
FINRA, NYSE, SIPC) is a BNY Mellon company.

ABOUT ENSEMBLE PRACTICE

The Ensemble Practice LLC is the premier business consulting firm for the financial 
advisory industry. It is committed to helping independent financial advisers create multi-
professional ensemble firms with strong organic growth and sustainable profitability. The 
Ensemble Practice works with the top wealth management firms in the country. The firm 
also hosts the “G2 Leadership Institute”—a training program for the future leaders of 
advisory firms. The firm is founded and led by Philip Palaveev, a highly regarded industry 
expert, thought leader and author of the book “The Ensemble Practice.”

For more information visit www.ensemblepractice.com.


