
Executive Summary
Survey : “Taking the -eck!- Out of Advisor Tech” 



Table of Contents

•  Survey Purpose & Methodology

•  Respondent Profiles

•  Advisors’ Goals and Challenges

•  Technology Plans for 2013

•  Key Takeaway’s 

** Report with more survey results to be released in March 2013 **



Survey Purpose & Methodology

• Purpose 
• This survey was designed to better understand advisors’: 

•  Business goals and strategies 

•  Technology plans and goals

•  Challenges and opportunities 

•  Growth plans for 2013

• Methodology 
• Blueleaf conducted this national online survey starting 

December 2012 and closing in early February 2013. 
The survey was conducted with the help of Orion and MoneyGuidePro. 



Respondent Profiles



More than 50% 
of Respondents are RIA’s

RIA

Financial Planner

Broker Dealer

Asset Managers

Trust Company

Bank

Other 10.7%

1.8%

2.0%

2.9%

12.3%

19.7%

50.7%

”What best describes your firm?”



The Majority of Respondents 
Service Fewer than 200 Clients

fewer than 50

50-100

101-200

201-300

301-400

401-500

501-1000

1000+ 11.0%

4.8%

2.4%

5.0%

8.6%

15.1%

13.4%

39.7%

”How many clients does your firm serve?” 



Each of the Top 4 Custodians are Used 
by More than 20% of Respondents

Schwab

TD Ameritrade

Fidelity

Pershing

Nation Financial Services

Folio Institutional

Trust Company of America

Scotttrade

State Street

BNY Mellon

Shareholders Service Group

Raymond James

Trade-PMR

National Advisors Trust

Equity Advisor Solutions

Ceros Financial

Don't Custody Assets 15.1%

0.7%

0.7%

1.8%

2.6%

3.3%

3.5%

3.9%

4.4%

4.6%

5.0%

5.9%

10.3%

20.4%

21.7%

23.2%

26.5%

“What custodian(s) does your firm use? (Select all that apply.)”



Advisors’ 
Goals & Challenges



Average AUM Goal for 2013 is 
Between $25-100 Million

5+ billion

1-5 billion

.5-1 billion

101-500 milion

25-100 milion

10-25 million

5-10 million

1-5 million

<1 million

N/A 14.0%

0.4%

8.3%

13.8%

16.9%

21.3%

15.1%

3.5%

3.7%

2.9%

”What’s your AUM goal for 2013?”



“How confident are you in increasing revenues in 2013?”

Extremely Confident Very Confident Somewhat Confident Only a little confident Not confident at all N/A

11.8%

0.2%
2.9%

22.8%

32.9%

29.4%

Advisors are Confident They Will 
Increase Revenues in 2013



“What would you consider your firm's biggest challenge in 2013?”

client acquisition

marketing and differentiation

technology and systems

industry regulations

increasing revenue with existing clients

recruiting staff

client retention

no challenges

other 4.3%

1.4%

4.1%

4.8%

6.3%

8.2%

9.6%

13.2%

48.1%

Firms Expect their Biggest Challenge 
in 2013 to be ‘Client Acquisition’ 



Technology Usage 
& Plans for 2013



Roughly 1 out of 2 Advisors 
Use an iPad or other Tablet

Not Sure
2.6%

No
51.4%

Yes
46.0%

“Do you use an iPad or other tablet technology in your firm?”



Respondents Use a Wide Variety of 
Portfolio Accounting Systems

Portfolio Center

Morningstar Office

Excel

Allbridge Wealth Reporting

Advent AXYS

Morningstar Principia CAMS

Tamarac

Orion

Advent APX

Black Diamond

Schwab Portfolio Services

Asset Book

Interactive Advisory Services (IAS)

Other

N/A 6%

24%

1%

1%

2%

2%

3%

3%

3%

4%

6%

8%

11%

12%

13%

“What portfolio accounting system do you use?”



Also, Respondents Use a 
Wide Variety of CRM Systems

Microsoft Outlook

Salesforce

Redtail

Junxure

Act!

Microsoft CRM

Rolodex, 3x5 index cards, sticky notes

Tamarac

Act4Advisors

Ebix

ProTracker

Upswing

Goldmine

Other 22.5%

0.4%

0.4%

1.4%

1.9%

1.9%

2.1%

2.9%

4.7%

5.8%

7.4%

14.0%

14.1%

20.5%

“What CRM system(s) do you use? (Select all that apply.)”



“What is your greatest technology-related challenge?”

Lack of integration

Lack of automation

Lack of budget

Lack of expertise

We have no technology challenges

Lack of functionality

Lack of training and support 7.8%

8.8%

9.8%

10.9%

14.5%

16.0%

32.3%

Almost 50% Report their Greatest Tech 
Challenge is a Lack of Integration or Automation



“How many hours per month does your firm currently spend producing reports?”

None 1–2 hrs 3-5 hrs 6-10 hrs 11-15 hrs 16-20 hrs 20+ hrs I don’t know

16.6%

10.1%

3.7%

5.9%

15.5%

13.5%

15.8%

18.9%

1/3 of Advisors Spend 6-20+ hrs 
Generating Reports Each Month

Click here to learn how Blueleaf can help you automate client reporting.

http://www.blueleaf.com/advisor/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck+-+bubble+CTA
http://www.blueleaf.com/advisor/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck+-+bubble+CTA


“Overall, how much value are you currently getting from technology?”

Excellent

Average

Poor

I'm angry just thinking about this question

Not Sure 7.5%

12.9%

7.5%

50.7%

21.4%

Only 1 in 5 Advisors Gets 
‘Excellent’ Value from Technology



Some advisors laughed, calling “tech success” an oxymoron, but here’s 
one story from a happy Blueleaf user. Forgive us, we can’t help but share... 

We’re prouder than kids with an A+ report card.

“I met a new client for a beer and quick review of his $63k IRA. I asked if he's signed up for 
Blueleaf, the new aggregation service I had emailed him about. He said, “Not yet, but let's take a 
look.” He pulled out his laptop right there in the bar and started adding accounts. He couldn't 
believe how easy it was. I had already shut down my laptop, so I didn't check to see the new 
accounts. We had a great time and he introduced me to some friends there. The IPA's were 
delicious!    

When I logged into Blueleaf the next day I noticed the account total was different. That's when I 
saw my new client had added 19 other accounts for a total of $700,000+. Needless to say, it 
provided an opportunity to discuss consolidating all the assets with me. Since I could see exactly 
what he owned in his other accounts, it was easy to show a cost/complexity comparison. Blueleaf 
rocks!”

Advisors were invited to share 
a “tech success” story.



Information Gathering and Sharing 
Technologies are on the Rise

Account Aggregation

Client Portal

Document Vault 38.2%

44.5%

42.1%

Among respondents with $500 M+ in AUM:

• More than 50% use a client portal, 38% use a document vault, 
and 39% already have account aggregation.

“Which of the following do you use in your firm? (Select all that apply.)”

Click here to find out	  how Blueleaf includes ALL 3 of these technologies in a simple platform that just works.

http://www.blueleaf.com/advisor/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck+-+bubble+CTA
http://www.blueleaf.com/advisor/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck+-+bubble+CTA


Top 3 Account Aggregation Providers 
are BAA, Blueleaf and eMoney

ByAllAccounts

Blueleaf

eMoney

DST Vison

Cash Edge

Porfolio Center

Investigo

Morningstar

Advisor Exchange

Yodlee

Portfolio Pathways

Salesforce

Albridge

other 31.3%

0.1%

0.7%

0.7%

1.3%

2.0%

2.7%

2.7%

3.3%

4.0%

7.3%

12.0%

12.0%

20.7%

“Which account aggregation provider do you use?”



Popular Client Portals 
are eMoney and Blueleaf

eMoney

Blueleaf

Morningstar

Proprietary

Tamarac

Investigo 

LPL

Sharefile

Junxure

Lightport

Orion

AdvisorProducts

Other 11.2%

2.8%

3.7%

3.7%

3.7%

4.7%

4.7%

4.7%

6.5%

12.1%

12.1%

15.0%

24.3%

“Which client portal provider do you use?”



Advisors are Focused on 
Client-Facing Technologies for 2013

Email Marketing

Client Reporting

Website

Account Aggregation

CRM

Client Portal

Financial Planning

Rebalancing

Document Mamagement

Consolidated Data Management

Portfolio Analytics

Portfolio Accounting/ Management

Document Vault

Marketing Analytics

Integration Platform

Document Vault 1.9%

3.6%

4.0%

4.2%

4.3%

4.4%

4.6%

4.8%

5.7%

6.5%

6.8%

8.7%

9.4%

9.5%

10.4%

11.2%

“Which technologies are you planning to add/change in 2013?”



Key Takeaways



Key Takeaways

• #1 Technology Challenge: Lack of Integration

• Advisors are very confident in increasing their revenues in 2013.

• Despite current technology, reporting is still time-consuming, 
taking 6 to 20+ hours every month for 34% of firms.

• More than 50% of firms with $500+M in AUM use a client portal. 

** Report with more survey results to be released in March 2013 **



Get started today.

• Want to acquire more clients? 

Read this Blueleaf whitepaper on acquiring more clients through referral networks.

• Ready to grow your business? 

Follow the firms with $500+M in AUM and start to use a client portal. 
Try Blueleaf’s client portal and aggregation technology FREE for 30 days! 

http://www.blueleaf.com/advisor/free-trial/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://www.blueleaf.com/advisor/free-trial/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://www.blueleaf.com/advisor/free-trial/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://pages.blueleaf.com/referral-marketing-whitepaper-b?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://pages.blueleaf.com/referral-marketing-whitepaper-b?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://www.blueleaf.com/advisor/free-trial/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://www.blueleaf.com/advisor/free-trial/?utm_campaign=Tech+Survey+Results&utm_source=Exec+Summary+Deck
http://www.blueleaf.com/advisor/free-trial/
http://www.blueleaf.com/advisor/free-trial/

