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Challenges for Advisors Today
Profitability and time management concerns on the rise
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Escalating 
fiduciary 

pressures

Competitive 
pressures from new 

fintech entrants

Fee compression
across the 
industry

Rising
labor costs

Increasing 
client demand for

engagement
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Does Anyone Remember Polaroid?

Filed for 
bankruptcy twice

Many 
employees 

and retirees left 
with nothing

Management did not 
anticipate the impact of 

digital cameras

Polaroid
Founded by Edwin Land

“Juggernaut of innovation”1

1. "History of Polaroid and Edwin Land". Boston.com. Boston: The New York Times Company. 2012-10-03
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AMAZON NETFLIX AIRBNB UBER

Adapting to Client Needs is Critical to Success
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For illustrative purposes only. This should not be construed as a recommendation to buy or sell securities of the companies listed.
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“Our research indicates that clients today 
perceive their advisors to be more 
valuable if they can deliver peace of 
mind and fulfilment, rather than simply 
focusing on money management and 
achieving financial goals.” 

David Canter
EVP, Fidelity Institutional
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FULFILLMENT

PEACE OF MIND

ACHIEVING GOALS

MANAGING THE MONEY
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The Advice Value Stack®

Capturing the ways in which investor perceptions of value are changing in the advice industry

Taking care of
loved ones

Organized and
in control

More
discretionary time

Freedom
from worry

Accomplishing life’s purpose Leaving a legacy

College Health Care Retirement Estate Charity

Money manager selection Asset allocation Security selection Insurance

Income generation Taxes Debt Cash flow



What Services Do Investors Value From an Advisor?
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Gen X/Y/Z investors: Did You Know?

58% would like their financial
advisor2 to provide comprehensive 

services (vs. 23% of boomers+) 3

45% would like to consolidate more 
assets with their primary 

advisor (vs. 15% of boomers+)3

They are focused on maximizing savings so 
they can retire early and pursue passions

FULFILLMENT

PEACE OF MIND

ACHIEVING GOALS

MANAGING THE MONEY

Boomers & 
Greatest

Generation

11%

16%

19%

54%

Gen X/Y/Z1

15%

20%

29%

36%

Source: 2019 Fidelity Investor Insights Study.
1 Gen Z includes those born from 1997–2012. This study included only those born from 1997–1998 or those who were at least 21 in 2019. This group was included with millennials 

and Gen X/Y for analysis.
2 Definition of Advisor: When we refer to the term “paid financial advisor," we mean someone who is paid fees and/or commissions for providing financial and investment 

advice (for example, a broker at an investment firm or an advisor in the trust department at your bank). 
3 “Boomers+” includes baby boomers and the greatest generation.
For investment professional use.



2017–2021 2022–2026 2027–2031 2032–2036 2037–2041

By 2027, Gen X and Millennials are Expected to Hold More Assets than Boomers
Estimated percent of wealth inherited during next 25 years

Silent Generation
Age 72–89

1. Cerulli U.S. High-Net-Worth and Ultra-High-Net-Worth Markets 2018: Shifting Demographics of Private Wealth. Ages as of 2018.

Baby Boomers
Age 53–71

Gen X
Age 37–52

Millennials
Age <37

2%

85%

7%
6%

71%

29%
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The Advice Value Stack®

How do you spend your time?

Achieving goals

Peace of mind

Fulfillment

Managing the money
44%

31%

18%

7%

IDEAL ALLOCATION

25%

23%

34%

26%

18%44%

We asked advisors:
“How would you ideally like to allocate your time with a typical client?”

Source: 2017 Fidelity Value of Advice Day Pre-Work Survey
9 For investment professional use only.

CURRENT ALLOCATION



What Do Investors Expect from Their Advisor?
Reasons investors are willing to pay more for advice
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MANAGING THE MONEY

Source: Fidelity Investor Insights Study 2017, 2018.

[Trust in my advisor] started with performance. 
That was kind of the foundation—building trust 

in that business relationship.

Delivers investment returns
above benchmark indices

Helps me take full advantage of the recent tax
reforms and helps reduce taxes I have to pay



What Do Investors Expect from Their Advisor?
Reasons investors are willing to pay more for advice
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Source: Fidelity Investor Insights Study 2017, 2018.

ACHIEVING GOALS

Helps me on an ongoing basis as I try to stick
to my financial plan to reach my goals 

Creates a holistic financial plan for me based
on my long- and short-term goals 

Being able to meld goals with reality and 
provide the long-term road map.



What Do Investors Expect from Their Advisor?
Reasons investors are willing to pay more for advice
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Source: Fidelity Investor Insights Study 2017, 2018.

PEACE OF MIND

Takes the time
to educate me on
all of my financial 

options

Helps me organize 
and simplify my 

financial life

Can help with
end-of-life financial 

decisions and 
ensuring my

loved ones are 
provided for 

Reduces my
anxiety about

money

Makes sure that
all my family

feels included
in important 
decisions

For me, it comes down to a professional signing off, looking at my 
whole financial picture, and making sure I’m not missing anything.



What Do Investors Expect from Their Advisor?
Reasons investors are willing to pay more for advice
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Source: Fidelity Investor Insights Study 2017, 2018.

FULFILLMENT
Provides a clearly defined roadmap 
of how I can financially achieve all 

of my lifetime goals/dreams

Helps me think through the
type of legacy I’d like to leave 

behind in the world 

Helps motivate me to reach
my life goals, not just my

financial goals 

Sometimes the decisions you make that
impact your financial future the most have 

nothing to do with picking stocks.



Job loss/
Job change

Get married

Buy a home

Have children

8% 
consulted a financial advisor

9% 
consulted a financial advisor

8% 
consulted a financial advisor

8% 
consulted a financial advisor

78% 
of overall investors

73% 
of overall investors

46% 
of overall investors

45% 
of overall investors

Life Events Have a Profound Effect on Well-Being
Clients are looking to advisors now more than ever to address more than just finances

For investment professional use only.14
Source: Fidelity Investments, Investor Insights 2019.



Live with 
parents

Get an 
education

Start a 
career

Get 
married

Buy a 
home

Have 
children

Work at one 
company

Raise 
children

Retire

Move in with 
friends

Travel 
abroad

Cohabit with 
a partner

Get 
divorced

Get 
married Change 

career

Care for 
elderly 

relatives

Kids go to 
college

Change 
jobs

Move back 
with parents

Work part-
time

Multigenerational 
living

Sell home

Life Events Are No Longer Linear
What happened generations ago is no longer the norm

For investment professional use only.15
Inspired by The Futures Company, Millennials Monitor Download, 2015.



Market Insights   Portfolio Construction
Model Portfolios  Manager Selection  Behavioral Finance

How Fidelity Can Help You and Your Firm
Tools and resources

For investment professional use only.16

Total Well Being   Charitable Planning

Estate Planning   Family Engagement  Cybersecurity

Life Event Planning   Target Date   Retirement Income   Plan Design and 
Investment Solutions   Health Care   Social Security   Education Planning

FULFILLMENT

PEACE OF MIND

ACHIEVING GOALS

MANAGING THE MONEY



Actions to Consider
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ALIGN
your skills and
resources with 

revenue-driving services

COMMUNICATE
your value proposition

and available
services clearly 

DEVELOP
a plan to improve

your Growth
Engine skills 

ENGAGE
with partners that can
help take care of the

non-revenue-generating 
parts of the value stack 



Important Information 
For investment professional use only. Not for distribution to the public as sales material in any form.
Information provided in this document is for informational and educational purposes only. To the extent any investment information in this material is deemed to be a 
recommendation, it is not meant to be impartial investment advice or advice in a fiduciary capacity and is not intended to be used as a primary basis for you or your 
client’s investment decisions. Fidelity and its representatives may have a conflict of interest in the products or services mentioned in this material because they have a 
financial interest in them, and receive compensation, directly or indirectly, in connection with the management, distribution, and/or servicing of these products or services, 
including Fidelity funds, certain third-party funds and products, and certain investment services.
Views expressed are as of date indicated, based on the information available at that time, and may change based on market and other conditions. Unless otherwise 
noted, the opinions provided are those of the authors and not necessarily those of Fidelity Investments or its affiliates. Fidelity does not assume any duty to update any of 
the information. 
Third-party marks are the property of their respective owners; all other marks are the property of FMR LLC. Third parties referenced herein are independent companies 
and are not affiliated with Fidelity Investments. Listing them does not suggest a recommendation or endorsement by Fidelity Investments.
The 2018 Millionaire Outlook Study (aka the Fidelity Investor Insights Study) was an online, blind study conducted during the period March 22 through May 8, 2018. It 
involved a total of 1,429 25-minute (on average) online interviews, with the sample provided by Kantar, a third-party research firm not affiliated with Fidelity. The study was 
focused on understanding affluent investors’ attitudes, goals, behaviors, and preferences related to investing, wealth management, and advice. Target sample included 
respondents across affluence levels, from $50,000 to more than $10 million in total investable assets, excluding any real estate or investments in 401(k), 403(b), pensions, 
or other employer-sponsored retirement plans. 
The 2019 Fidelity Investor Insights Study was an online, blind study conducted from August 6 through August 26, 2019. It involved a total of 2,026 25-minute (on average) 
online interviews, with the sample provided by Brookmark, a third-party research firm not affiliated with Fidelity. The study was focused on understanding affluent 
investors’ attitudes, goals, behaviors, and preferences related to investing, wealth management, and advice. Target sample included respondents across affluence levels, 
from $50,000 to more than $10 million in total investable assets, excluding any real estate or investments in 401(k), 403(b), pensions, or other employer-sponsored 
retirement plans. 
Fidelity Institutional® provides investment products through Fidelity Distributors Company LLC; clearing, custody, or other brokerage services through National Financial 
Services LLC or Fidelity Brokerage Services LLC (Members NYSE, SIPC); and institutional advisory services through Fidelity Institutional Wealth Adviser LLC. 
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