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OneVoice General Session Recap: 
Women Leaders Panel Overview
As part of FSI’s ongoing mission to support the 
advancement of women in the independent financial 
advice industry, this year’s OneVoice featured our 
first-ever all-women general session leadership 
panel on the second day of the event. The panelists 
discussed an assortment of pressing topics, such as 
recruiting top talent and increasing industry diversity.

The Jan. 29 session gave attendees the opportunity 
to hear insights from Advisor Group Executive 
Chairman Valerie Brown, Northwestern Mutual 
Investment Services President Evamarie Schoenborn, 
Raymond James Financial Services President Jodi 
Perry and panel moderator Mimi Bock, President of 
Cetera Advisors and First Allied Securities.

COVEREDADVISOR AFFINITY 
BENEFITS — OVERVIEW

Many of our members have experienced, first 
hand, the difference-making impact of FSI’s 
CoveredAdvisor Affinity Benefits program. Through 
CoveredAdvisor, members can gain access to a wide 
range of support services related to marketing 
and communications; technology and operations; 
research, analysis and financial planning; education, 
training and consultation; hotels and entertainment; 
and payroll — all at a fraction of the cost of solutions 
that are available on the open market.

At the same time, many FSI members — and even 
some who currently use CoveredAdvisor — do 
not realize that their staff is also eligible to take 
advantage of the program. For practices large 
and small, this includes marketing coordinators, 
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Pivotal Moments

The panel kicked off with a discussion of what each 
panelist saw as the pivotal moment or catalyst in 
their careers.

For Brown, this moment occurred when she received 
some honest negative feedback from an executive 
coach, which allowed her to reassess and adopt 
different tactics. Bock’s catalyst came when a male 
leader chose her as his successor by appointing her 
as his proxy at key meetings. Schoenborn seized 
her moment by emailing a senior woman leader at 
Ameriprise with unsolicited tips on how to give better 
presentations. And Perry said the change occurred 
when she was given the opportunity to tackle fee-
based business.

“It gave me an opportunity to work with advisors 
to create solutions for really complex issues,” Perry 
said. “I realized at that time how much I loved that 
side of the business. It’s been a point throughout 
my entire career to make sure that every position 
I’m in, it’s one that’s advisor facing and it’s one 
that’s tackling tough issues to help them succeed 
with their clients.”

Reputation

In the panelists’ view, improving the industry’s 
reputation with the public would help with both 
recruiting top talent and diversity initiatives.

Brown said one issue at universities with financial 
planning courses is that many instructors there believe 
commissions and hybrid models are inherently worse 
than fee-only business models. She sees moving to 
a universal standard of fiduciary care as something 
that would alleviate that obstacle.

Schoenborn said clients care about their advisors 
being there for them more than clients care 
about portfolio performance, which indicates 
that communication skills and trust are essential 
to enhancing the industry’s reputation. She also 
envisions future financial planning software 
as enabling advisors to curate content that’s 
meaningful and customized for clients. Schoenborn 
views another area for reputational improvement 
as empowering support staff to better meet client 
needs, since those team members often interact with 
clients as much as advisors do.

Top Talent

The panelists agreed that recruiting top talent now 
can alleviate the shortage of advisors ready to take 
over as older practitioners exit the business.

Brown encouraged firms to begin reaching out to 
universities, especially those with programs that 
result in Certified Financial Planner designations 
for students. She also suggested firms work with 
organizations such as Advisors Ahead, which 
sources and screens candidates, as a way to build 
out succession planning initiatives at independent 
broker-dealers.

Perry shared her view that high schools would benefit 
from adding finance courses to their curricula. This 
could introduce the concept of professional advice to 
students at an early age, and serve as a gateway to 
finance classes in college.

Bolstering Diversity

Increasing diversity, particularly greater gender 
representation, requires executive action at 
independent broker-dealers and RIAs, according to 
the panelists.

Schoenborn said leaders who engage in active 
listening and commit time to finding people who 
are different than them will be able to create more 
diverse offices. One approach to recruiting more 
women could be to emphasize the central role of 
empathy in helping advisors succeed, she said, 
reinforcing her point by mentioning that proper 
risk management and financial planning involve an 
understanding of each client’s personal concerns.

Bock explained that diversity is the outcome of 
inclusive processes. Having more women at executive 
levels of firms is key to getting more women advisors, 
which in turn will lead to more women employees 
in general, she said. Bock suggested an interesting 
exercise would be to cover or remove the names of 
applicants from their resumes, which could reduce 
unconscious biases that recruiters sometimes hold 
regarding gender and ethnicity.

Bock summed up these ideas by saying, “The women 
on this panel, and many of you in the audience, and 
certainly FSI, believe that the whole idea of inclusion 
and diversity is simply good business. And I think our 
clients would agree.”

WOMEN LEADERS PANEL  continued from page 1 }

operations managers, executive assistants or even 
chief financial officers. Importantly, having a 
securities license is not a pre-requisite to participate.

Perhaps the biggest perk is that staff members can 
enroll in a robust but affordable bundled package 
of long-term disability, short-term disability and 
term-life insurance. FSI is able to win favorable 
rates — the likes of which do not exist for individuals 
who to try to secure this sort of coverage on their 
own — because we pool together tens of thousands 
of financial advisors and their staff members, 
creating efficiencies and driving down costs.

The plan provider for this bundle of insurance 
coverage is Guardian, a trusted industry leader 
with a long history of providing these types of 
benefits, which are guaranteed issue — there are 
no medical questions or exams. In other words, 
the only thing your staff needs to do to enroll is 
to become an FSI member, if they aren’t already. 
They can do that for just $49 a year (or about 13 
cents a day).

As mentioned, FSI financial advisor members are 
eligible for product and service discounts through 
FSI CoveredAdvisor Affinity Benefits as well, 
yet another perk of being an FSI member and 
underscoring our ongoing effort to deliver value in 
other ways that transcend advocacy, though that 
will always be FSI’s core offering.

Some highlights of the current CoveredAdvisor 
Affinity Benefits menu include:

FA Match, a recently launched career management 
platform for financial advisors, is offering a 15% 
discount on recruiting placement fees;

10% off services offered by Hardin Compliance 
Consulting, a full-service, third-party compliance 
consulting firm led by a former SEC enforcement 
attorney that focused on the securities industry;

Discounted rates on errors and omissions liability 
insurance, as well as risk and claims consulting 
services, from Hub Insurance Brokers & Consultants;

$350 off an annual AdvisorRoadmap membership. 
Delivered by Bachrach & Associates, AdvisorRoadmap 
is a web-based, virtual training platform that 
helps advisors master the communication skills and 
repeatable processes necessary to acquire and 
serve their ideal clients.

FSI is excited to team with these valuable partners to 
offer discounted access to top products and services 
that will benefit you, your business and your staff. 
We encourage all our members to not only consider 
taking advantage of these exciting offerings but 
to educate your staff members about the options 
that are available to them. For more details, please 
visit https://financialservices org/membership/
coveredadvisor/coveredadvisor-affinity/  

COVEREDADVISOR AFFINITY BENEFITS  continued from page 1 }

“The only thing your staff needs to do to enroll  
is to become an FSI member, if they aren’t already ” 
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LETTER  
TO MEMBERS
In many ways, one of our 
greatest strengths is that we 
never slow down — much 
less stop — in our efforts 
to fight for our members’ 
interests. We know that the 
threats to our members’ 
businesses can come from 
anywhere and at any time, 
so we never want to be 
caught taking our eye off 
the ball.

With that said, the start 
of 2019 has given us an 

occasion to reflect on where we stand today, 
and on how far we’ve come. We celebrate our 
15th year as the voice of independent financial 
services firms and advisors this year, and we know 
we would never have made it this far without 
the steadfast support and engagement of our 
members.

In this issue of FSIVoice, you’ll read a retrospective 
article that revisits some of the challenges that 
stood before us when we first got off the ground, 
using borrowed furniture in our first office 
location in Atlanta. At the time, few regulators or 
legislators knew what the independent financial 
services industry was — much less who we were as 
its representatives.

Despite the fact that many people unfairly 
conflated us with Wall Street at the time, we 
knew that we had the support of an extremely 
determined, resilient and far-sighted community of 
firm executives and advisors, and your confidence 
in us helped us continue to make headway toward 
our strategic goals.

In many ways, your vision for your businesses 
became our vision for the future of the industry, 
and as we steadily worked to educate lawmakers 
and regulators on the benefits of the independent 
model and the profoundly important role our 
members play in the lives of Main Street Americans, 
these leaders came to see us and our community 
as important allies in the effort to help investors 
achieve their financial goals.

Fast forward to today, and we are in the enviable 
position of being able to help independent firms 
and advisors look toward the future.

At our latest OneVoice conference in New 
Orleans, we were extremely pleased to invite four 
exceptionally accomplished female executives to 
the stage for our first all-women general session 
leadership panel. As you’ll read in this issue, these 
insightful leaders shared their thoughts on the role 
diversity plays in the future of our industry, and 
how home office executives and advisors can work 
together to make that goal a reality.

In a wide array of breakout sessions, attendees 
at OneVoice benefitted from similar thought 
leadership on key topics such as the evolution of 
the hybrid RIA business model and the innovations 
that are changing the way advisors and firms 
market themselves to prospective clients while also 
strengthening relationships with existing clients. 
Key takeaways from those discussions are also 
presented here.

As we have known from FSI’s beginnings, 
though — and as our relentless focus on advocacy 
demonstrates — the core reason FSI exists is to 
move the needle on the issues that matter to our 
members.

With that in mind, we also present our 2019 
advocacy priorities and an in-depth look at our 
efforts to protect investors by minimizing unpaid 
arbitration awards and expelling bad actors from 
the financial services industry completely.

Taking this opportunity to reflect on how far 
we have come, I am even more grateful for our 
members, their determination and vision, and their 
unwavering support of FSI and our mission. We 
look forward to continuing to serve you in the year 
ahead.

 
Dale E. Brown 
President and CEO 
Financial Services Institute

When you work with Fidelity, you get innovative technology 
and dedicated service and support—so you can focus on 
taking your business further. As an Ambassador Sponsor of 
the Financial Services Institute, we take pride in advancing 
our capabilities to help ensure that your fi rm is equipped, 
prepared, and evolving for the future. 

To learn how Fidelity is the change agent helping innovative 
advisors and fi rms build a future-ready business, 
visit go.fi delity.com/transformnow or call 877-262-5950.

Start your journey today.

Fidelity Clearing & Custody Solutions® provides clearing, custody, or other brokerage 
services through National Financial Services LLC or Fidelity Brokerage Services LLC, 
Members NYSE, SIPC.  © 2019 FMR LLC.  All rights reserved.  878059.1.0 

& CUSTODY SOLUTIONSFIDELITY CLEARING 

for the future
TRANSFORM
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Issues of Significant Concern to the 
Financial Services Industry

1  High-Risk Brokers  It is crucial for our industry to 
support measures that will comprehensively ban 
advisors and firms with a demonstrated h istory 
of harming investors or failing to pay arbitration 
awards from having continued access to investors, 
whether in a securities or insurance capacity.

Our efforts in this area will include encouraging 
coordination among state and federal regulators 
to permanently ban such bad actors from serving 
the investing public in any financial capacity 
whatsoever.

2  Federal Cybersecurity Requirements  FSI 
supports efforts to create a national data breach 
notification requirement, and we will work to 
ensure that emerging cybersecurity requirements 
take into account the unique aspects of the 
independent broker-dealer model in order to 
avoid a “one size fits all” approach.

Issues of Significant Concern to Clients

1  Workable Best Interest Standard of Care  FSI 
has been a vocal proponent of a workable 
standard of care that would apply to all advisors, 
regardless of their business model.

This means that we will continue to support the 
SEC’s efforts to finalize its Regulation Best 
Interest (Reg BI) proposal, in order to establish a 
universal standard of care that improves investor 
protections without raising costs or reducing access 
to financial advice.

At the same time, we will continue to oppose 
efforts to create separate fiduciary standards 
or require fiduciary disclosures in various states 
across the country, which would create a confusing 
patchwork of requirements.

2  Retirement Security Solutions Provided by the 
Private Sector  One of our most important missions 
is to improve the ability of Main Street Americans 
to save for a secure retirement in response to the 
looming retirement crisis. Our efforts here will 
include working to restore the deductibility of 
advisory fees, as well as supporting state Multiple 
Employer Plans and voluntary state-run retirement 
plans.

3  Prevention of Financial Exploitation of 
Vulnerable Adults  Helping financial services 
firms and advisors protect elderly clients from 
financial abuse will continue to be one of our 
top priorities throughout 2019. With this in mind, 
we will continue to advocate for the adoption of 
the NASAA model rule protecting seniors from 
financial exploitation.

FSI’S TOP ADVOCACY PRIORITIES FOR 2019
As we celebrate 15 years of advocating on behalf of independent firms and advisors 
across the country, we are very pleased that our voice in Washington, D C  and the 
states has continued to grow in influence — and with the significant victories we have 
achieved on the issues that matter for our members, such as our successful lawsuit 
opposing the Department of Labor’s fiduciary rule 

Looking at the current regulatory and legislative 
landscape, however, it’s clear that there’s still far 
too much to do to spend time reflecting on past 
accomplishments. With that in mind, we would like to 
share with you our top advocacy priorities for 2019.

Throughout the balance of this year, FSI will be 
concentrating our efforts on the following issues:

Issues of Significant Concern to Independent 
Financial Services Firms & Advisors

1  Independent Contractor Classification  In 
addition to our ongoing work with the “I’m 
Independent” coalition in California, we will 
continue to provide our members with best 
practices on worker classification challenges. 
We will also move forward in our ongoing 
efforts to educate states on the independent 
broker-dealer model as more of our members 
receive independent contractor inquiries from 
various states.

2  Reducing Burdens on Business Entities Operated 
by Financial Advisors  Modern advisory business 
models have evolved, and the SEC’s adoption of a 
“single factor test” prohibits broker-dealers from 
paying commissions or other forms of transaction-
based compensation to an unregistered entity 

operated by a financial advisor. That test poses 
an unnecessary challenge to advisors’ ability to 
serve their clients. We will continue to advocate in 
favor of modernizing these rules.

We will also continue to support Association 
Health Plans and other measures that can provide 
small businesses with better solutions for health 
insurance and reduce other operating burdens.

3  Level Playing Field for Firms and Financial 
Advisors (Harmonization)  We support the 
harmonization of regulatory requirements for 
investment advisors and broker-dealers who 
provide similar services to the investing public 
and oppose any efforts to create additional 
requirements on broker-dealers.

One of our most important 
missions is to improve the ability 
of Main Street Americans to save 

for a secure retirement in response 
to the looming retirement crisis ”

We are very pleased that  
our voice in Washington, D C   
and the states has continued  

to grow in influence ”
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PROFILE OF FSI’S NEW BOARD MEMBERS
Promoting a healthier regulatory environment for independent financial services firms 
and their affiliated advisors requires a continual infusion of fresh ideas  One way 
FSI works to advance this goal is by bringing on new Board members each year  On 
Jan  29, during our OneVoice event in New Orleans, we were proud to announce the 
elections of six new Directors to the Board for 2019 

“We must have a diversity of perspectives and 
backgrounds on our Board as we work on behalf 
of our members,” FSI President and CEO Dale 
Brown said. “The executives and financial advisors 
who lead our Board have a deep understanding 
of our profession and the needs of Main Street 
investors — and how our mission of advocacy makes 
a difference.”

VALUABLE EXPERIENCE

All six new Board members bring valuable experience 
to FSI that will help advance our advocacy efforts at 
both the national and state levels.

Denise Barrows, financial advisor and CPA with 
Barrows Trostle Advisors, has been in the accounting 
profession for more than 35 years and earned her 
Certified Financial Planner designation in 1988. 

She is licensed through 1st Global and is based in 
Chambersburg, PA. In addition to FSI, Denise is a 
member of the American Institute of Certified Public 
Accountants (AICPA) and the Pennsylvania Institute of 
Certified Public Accountants (PICPA).

Carolyn Clancy, EVP and Head of the Broker-
Dealer Segment at Fidelity Clearing & Custody 
Solutions, has been with Fidelity for 18 years. During 
that time she has held an assortment of executive 
positions, including serving with Fidelity’s Personal 
Investing and Workplace Investing businesses. Prior 
to joining Fidelity, she served in sales, marketing, 
and business development positions for technology 
and manufacturing firms. Carolyn holds Series 7 
and 24 licenses.

New regulations. New technology. A new generation of customers. The 
financial services landscape—and how you connect to and grow customer 
relationships—is evolving faster than ever.

A must-attend event for retirement and wealth services advisors, 
GetConnected 2019 will focus on Navigating to Next—providing these 
financial solutions professionals the opportunity to learn, network and lead. 
Understand today’s industry changes, and leverage these into real business 
opportunities. Transform your business and be ready to meet the challenges 
of what’s next, both today and tomorrow.

Carly Fiorina Prof. Jeremy 
Siegel

Jerry Rice

Go to broadridge.com/getconnected2019 to register. 
Use code FSI100 for $100 off registration.

Don’t miss one of the industry’s top networking/
educational events of the year! 

GetConnected to insights in:

•  Retirement and Wealth Management 
 Business Development

•  Entrepreneurship and leadership

•  Building a more effective practice

•  Understanding today's industry 
 challenges

•  Sales and marketing techniques

•  Distribution and business building 
 methods 

•  Growing your businessFeatured Speakers

© 2019 Broadridge Financial Solutions, Inc., Broadridge and the Broadridge logo are registered trademarks of Broadridge Financial Solutions, Inc.

broadridge.com

Join Broadridge for our 19th Annual
GetConnected Conference 

Learn. Network. Lead.

AUGUST 18-21, 2019 • KEYSTONE, COLORADO

Ready for Next

Communications

Technology

Data and Analytics

continued on page 10 }
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ONEVOICE RECAP
As we gathered in New Orleans earlier this year 
with our members for OneVoice 2019, it marked the 
unofficial 15-year anniversary of the launch of FSI. 
While our annual conference for the independent 
financial services firm community has emerged as 
one of the few can’t-miss, must-attend events on the 
industry calendar each year, it wasn’t always clear 
that would be the case.

Or, for that matter, where FSI itself would be 15 years 
after we started. Thankfully, with the support of our 
members, OneVoice and our other events each year 
now serve as focal points for a strong and growing 
community of independent advisors and firms who 
are making their voices heard on the regulatory and 
legislative issues that matter for their clients.

“Today, we remain focused on getting results for 
Main Street Americans who need quality, affordable 
financial advice, for independent financial advisors 
who are on the front lines every day and for the 
leaders of independent financial services firms 
serving advisors,” said FSI President & CEO Dale 
Brown during his opening remarks kicking off 
OneVoice 2019.

“We were able to deliver on that promise,” he 
continued, “even in our first year, and while still very 
much in the ‘are we going to make it?’ mode.”

In 2004, FSI generated less than $900,000 in 
revenue from membership fees and sponsorship 
agreements. Last year, by contrast, our revenues 
exceeded $10 million, a stunning rise over such a 
relatively short period of time. Meanwhile, FSI 
now has approximately 33,000 financial advisor 
members nationwide and 100 member firms, and 
over 20 highly qualified, professional staff members 
working on your behalf. 

These numbers underscore not only the strong support 
that exists for our important advocacy mission but the 
commitment our members have to making sure that 

their clients get the financial advice they deserve. 
Maintaining this level of support and keeping our 
members engaged will be key as we look forward 
to the rest of 2019 and beyond.

During OneVoice 2019, attendees had the 
opportunity to come together with their peers to 
network, share best practices and hear from a range 
of top industry thought leaders and other well-known 
personalities. These included:

• An all-woman Firm Leadership Panel featuring 
Valerie G. Brown, Advisor Group’s Executive 
Chairman of the Board; Jodi Perry, the 
President of Raymond James Financial Services, 
Inc.; Evamarie Schoenborn, the President of 
Northwestern Mutual Investment Services; and 
Mimi Bock, the President of Cetera Advisors and 
First Allied Securities.

• Award-winning host, filmmaker and entrepreneur 
Jay Shetty discussing how in today’s fast-paced 
and ever-changing world, it’s not enough just to 
learn new things — we must learn things faster 
and even unlearn them if necessary.

• Ben Casnocha, one of BusinessWeek’s top young 
entrepreneurs in America, talking about the 
best ways for leaders to manage talent in the 
‘Networked Age.’

As always, the conference also included breakout 
sessions covering a wide range of topics related 
to the industry, including in-depth examinations 
of the SEC’s Regulation Best Interest proposal, the 
challenges related to regulating outside business 
activities and the latest trends in the RIA space.

We would like to thank everyone who helped make 
OneVoice 2019 a success, and we look forward to 
seeing everyone next year at OneVoice 2020, which 
is slated for January 27 – 29 in San Diego.

Jim Crowley, Chief Operating Officer at BNY 
Mellon I Pershing, has oversight along with the Chief 
Executive Officer for all Pershing affiliates worldwide 
and serves on Pershing’s Executive Committee. 
Jim worked his way up from Pershing’s Corporate 
Trainee Program, at one point serving on the floor of 
the New York Stock Exchange, and later becoming 
the firm’s Chief Relationship Officer. In addition to 
FSI, he is on the Board of Directors for the Insured 
Retirement Institute (IRI).

Chris Flint, President and CEO of ProEquities, joined 
the Birmingham, Alabama-based firm in 2015. He 
previously served as President of Lincoln Financial 
Securities, head of Lincoln Financial Network’s advisor 
recruitment and acquisition strategies, and Senior 
Vice President of branch office development at 
Securities America. Chris holds the CRPC designation 
and Series 4, 7, 24, 53, 63, and 66 licenses.

Steve Horn, President of Prosperity Financial Group, 
has been working as a financial advisor since 2004. 
He is based in Fort Mitchell, KY, and is licensed 
through Cetera Advisors. Prosperity Financial 
Group provides financial planning, investment 
management and insurance services for families 
with a specialization on retirement strategies. Steve 
holds an MBA in Finance from the University of North 
Carolina at Chapel Hill.

Chris Perry, President of Global Sales and Marketing 
& Client Solutions at Broadridge Financial Solutions, 
joined the firm in 2014. He has over 25 years in 
banking, brokerage and financial information 
services, including as Global Managing Director of 
Risk at Thomson Reuters. Chris holds the Series 7, 24 
and 63 licenses. He also sits on the boards of several 
nonprofits, and is a sponsor of the Women on Wall 
Street Association.

EXECUTIVE COMMITTEE

FSI’s Jan. 29 announcement also included the election 
of five Board Directors to the 2019 Executive 
Committee.

David Knoch, President of 1st Global, was elected 
Chair of the Board. John Rooney, Managing 
Principal of Commonwealth Financial Network, was 
elected Vice Chair and is in line to become Chair in 
2020. Dean Harman, financial advisor, founder and 
CEO of Harman Wealth Management, was elected 
Immediate Past Chair. Scott Curtis, President of the 
Private Client Group at Raymond James Financial, 
was elected Finance Chair. And James Poer, President 
and CEO of Kestra Financial, was elected PAC Chair.

ADVOCACY EFFORTS

Together, the new Board and Executive Committee 
members will work to provide value to FSI members 
by achieving results on issues of vital importance to 
firms and independent advisors.

At the top of this list will be advocating in favor 
of the SEC’s proposal for a uniform best interest 
standard of care that will apply to advisors across 
the industry. FSI’s Board will also continue looking for 
new ways to work with FINRA on its self-evaluation 
and organizational improvement initiative to ensure 
better transparency and cooperation with firms, 
among the Board’s many other responsibilities.

“The Board and Executive Committee are dedicated 
to helping FSI cultivate constructive working 
relationships with regulators and legislators,” Brown 
said. “Looking ahead, the focus is on leveraging that 
momentum for our members.”

We must have a diversity  
of perspectives and backgrounds 

on our Board as we work on 
behalf of our members ”— FSI President and CEO Dale Brown 

NEW BOARD MEMBERS continued from page 9 }
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“What we’re seeing is, there’s going to be 
this ‘pendulum shift’ back toward the need for 
infrastructure and support,” said Roosevelt. “RIAs are 
realizing that it’s difficult to do it on your own as this 
market has matured.”

Stephen Smith, Chief Compliance Officer of 1st 
Global, concurs. “Most of what we see among mid-
size to smaller firms is going from having their own 
independent RIAs to the corporate RIA. It doesn’t 
make a whole lot of sense for some of these firms 
to maintain their own RIA as costs continue to go 
up — they don’t want to pass those costs through to 
their customers.”

Smith notes that most firms choosing the fully-
independent route are larger firms that have 
the means to deploy their own robust technology 
platforms and compliance infrastructure.

Support Offerings Built for the  
Advisory Model

Triad Hybrid Solutions CEO Michael Bryan, however, 
notes that hastily-assembled hybrid RIA infrastructure 
offerings — or those that amount to a slightly-modified 
version of existing broker-dealer offerings — will no 
longer cut it in this segment of the market.

“The days of being an independent broker-dealer 
who also has the red-headed stepchild of an 
advisory business are long gone — and we have to 
decide as an industry if we’re ready to embrace 
that,” he said.

Bryan noted that broker-dealers who seek to stay 
competitive in serving hybrid RIAs need to understand 
the advisory business on a granular level.

“For an advice-focused business, do your operations 
people understand what it’s like to be in an advisor’s 
office and execute paperwork on a daily basis?” 
Bryan asked. “Are your systems built to support that 
experience? Or are they primarily built to support 
your broker-dealer experience?”

Establishing an Open Dialogue to Meet 
Hybrid Advisors’ Needs

The panelists agreed that the most important 
development they have seen among firms seeking 
to effectively serve hybrid RIAs is a move toward 
establishing sincere and open dialogue with advisors 
about the needs of their firms and clients.

“The number one thing we’re seeing,” said Roosevelt, 
“is that firms are sitting down and asking themselves 
and advisors, ‘What is the problem we’re trying to 
solve?’ And there are a lot of ways that we can work 
together to try to fix those problems.”

As evidence of this newfound flexibility, Roosevelt 
cited broker-dealers that have established new RIAs 
to provide services to hybrid practices on an a la 
carte basis; other firms that have outsourced their 
RIA operations to RIA custodians to drive efficiencies 
around middle office support; and others that have 
decided to significantly boost investment in their 
existing corporate RIAs.

As Bryan emphasized, the challenge is in making sure 
that firms’ large-scale structural changes translate 
into the value-added service offerings hybrid 
advisors want.

“Value is in the eye of the hybrid,” said Bryan. 
“You’re going to want to find out what they want to 
accomplish, and then go give it to them. If they want 
third party managers, give it to them. If they want 
access to financial planning platforms — maybe 
even more than one — you’re going to need to find 
a way, potentially, to give that to them and supervise 
those offerings.”

TRENDS AND OPTIONS IN HYBRID RIA STRUCTURES
As fee-based approaches have become more 
central to advisor / client relationships over the past 
decade, the hybrid RIA model has grown vastly 
more diverse — and a steadily climbing number 
of advisors have shifted to the growing hybrid RIA 
channel.

Cerulli data demonstrates that the hybrid RIA 
model — far from serving as a ‘transitional’ step for 
broker-dealer-affiliated advisors who eventually 
want to establish their own independent RIAs — has 
become the fastest-growing and most vital model in 
the RIA channel overall.

As one example: For RIAs managing over $1 billion 
in assets, hybrid RIAs experienced a compound 
annual growth rate (CAGR) of 14% between 2012 
and 2017, while independent RIAs saw a CAGR of 
10% during the same time frame.

Moreover, among advisors who joined the hybrid 
RIA channel in the last five years, 70% say they 
intend to maintain some form of hybrid business 

model — versus only 23% who intend to go the fully 
independent route.

With the hybrid model becoming increasingly 
crucial for the future of our industry, OneVoice 2019 
provided a perfect opportunity for several thought 
leaders who are on the front lines of the model’s 
continued development to come together to offer 
their thoughts for firms that seek to stay in front of 
this trend in order to maximize flexibility for the 
advisors they serve.

‘Pendulum Shift’ Toward Partners with 
Established Infrastructure

As panelist Adam Roosevelt, Director of Advisor 
Solutions at BNY Mellon / Pershing noted, the 
maturation of and increased competition within 
the RIA market is leading to a renewed awareness 
among hybrid advisors of the value of third-party 
partners that can provide capable, established RIA 
infrastructure.

“The number one thing we’re seeing is that firms are sitting down  
and asking themselves and advisors, ‘What is the problem we’re trying  

to solve?’ And there are a lot of ways that we can work together to  
try to fix those problems ” 

— Adam Roosevelt, Director of Advisor Solutions at BNY Mellon / Pershing 

The challenge is in making  
sure that firms’ large-scale 

structural changes translate into 
the value-added service offerings 

hybrid advisors want ”
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intended, Traxler explained, Warren’s proposal 
would have two unintended consequences.

The first is that the proposal would lead to potential 
bad actors in the industry becoming even more 
reckless with investors, since a relief fund would 
compensate clients when bad actors do not pay. 
Secondly, it would lead to arbitration panelists 
awarding damages to investors whether or not those 
awards are justified, since the firm or advisor would 
not have to pay the award themselves.

E&O Insurance: Traxler also addressed a second 
proposal, which would require advisors to carry 
Errors and Omissions insurance to cover arbitration 
award payments, based on the argument that 
insurance is a relatively inexpensive way to ensure 
that investors are made whole. Traxler pointed out 
several flaws in this logic, as well.

First, such insurance would in fact be too expensive 
for many small firms and independent advisors 
running their own businesses. Furthermore, insurance 
companies do not cover fraudulent acts, and would be 
highly unlikely to underwrite policies that encourage 
reckless behavior among policyholders. The end 
result would be an unfair financial burden on good 
advisors that would not accomplish its stated goal.

Increased Capital: A third proposal under 
consideration is to hike net capital requirements for 
small firms that now have a $5,000 requirement. 
Supporters say putting more money aside would 
prevent firms from claiming that paying a large 
arbitration award would put them out of business, 
and instead the capital cushion would obligate firms 
to pay the arbitration award. Traxler refuted this 
view with simple math.

FINRA data shows that the median unpaid arbitration 
award is nearly $200,000, which implies that an 
effective net capital requirement would have to 
increase to at least that level. Many small firms do 
not have an extra $200,000 in cash to set aside. 
Such a net capital requirement would effectively 
force those firms to shut down.

As Traxler rightly emphasized, a viable proposal 
should not involve putting good advisors out of 
business because they do not have enough money to 
pay for the misdeeds of bad actors.

Effectively Targeting Bad Actors

As Traxler points out, the real issue is the bad actors 
whose reckless and at times intentional behavior 
causes unpaid arbitration awards. As an alternative 
to the approaches above, she points to an existing 
FINRA proposal that would expand the definition of 
“statutory disqualification” under the Exchange Act 
to include individuals who have unpaid arbitration 
awards against them as well as firms and individuals 
who fail to pay awards — even if the award was 
discharged through bankruptcy.

Traxler says that, rather than stopping with FINRA, 
such disqualification should extend to the SEC and 
to state-level securities and insurance regulators. This 
would prevent bad actors who fail to pay arbitration 
awards from closing their current businesses, then 
re-opening as investment advisory or insurance 
practitioners — and would permanently disqualify 
them from the entire financial services industry.

The prospect of total, industry-wide disqualification 
for anyone with unpaid arbitration awards would 
dissuade many potential bad actors from doing harm 
to begin with — potentially negating the need for 
arbitration in those instances, without forcing honest 
advisors and firms to pay burdensome additional 
costs.

FSI strongly believes that this solution would be 
a major step toward solving the problem of bad 
actors and unpaid arbitration awards, while also 
protecting investors and bolstering the reputation of 
the independent financial advice industry.

We will continue to work with regulators and 
legislators to address this crucial problem, and 
we look forward to keeping you informed of our 
progress.

REMOVING BAD ACTORS 
AND PREVENTING UNPAID 
ARBITRATION AWARDS
As advisors know, one of the fundamental 
requirements for success in our industry is the ability 
to earn and maintain the trust of clients, who rely on 
firms and advisors to help them achieve their financial 
goals. That trust is something that can only be built 
over time as advisors show a consistent dedication to 
putting clients’ needs first and helping them progress 
toward their objectives.

Bad actors in our industry damage honest advisors’ 
ability to build that vital trust with clients. Just as bad, 
the persistent problem of unpaid arbitration awards 
causes a black eye for all firms and advisors by 
undermining the system that has been established to 
help clients recover when a bad actor has caused 
them financial harm.

The result is that hard-working Main Street Americans 
lose out on unbiased, professional financial advice, 
while trustworthy advisors must work that much harder 
to prove their integrity to wary clients. Removing 
bad actors from the industry and preventing unpaid 
arbitration awards would uphold the industry’s 
reputation and protect advisory firm clients.

FSI is firmly focused on this issue as we work to 
advance the interests of honest firms and advisors 
across the country.

Last December, FSI Senior Vice President and Deputy 
General Counsel Robin Traxler spoke on this issue 
before the Securities and Exchange Commission’s 
Investor Advisory Committee.

She discussed the potential unintended consequences 
of three proposals — given that FINRA data 
indicates only 2% of all claims filed in the FINRA 
Dispute Resolution forum go unpaid — and suggested 
solutions to rectify the problem without inadvertently 
causing harm.

Unintended Consequences

Relief Fund: The first proposal Traxler addressed 
was Senator Elizabeth Warren’s bill S. 2499, which 
would require FINRA to establish a relief fund 
“to provide investors with the full value of unpaid 
arbitration awards issued against brokerage firms 
or brokers regulated by the Authority.” While well 

Bad actors in our industry 
damage honest advisors’  
ability to build that vital  

trust with clients ”

FSI is firmly focused on this issue as we work to advance  
the interests of honest firms and advisors across the country ”



17

www.facebook.com/FSIinDC www.financialservices.org@FSIWashington

ONEVOICE BREAKOUT SESSION RECAP:  
LEVERAGING APPS AND SOFTWARE FOR MARKETING EFFICIENCY
As digital marketing tools have continued to proliferate in recent years, advisors and 
firms have more options than ever for building relationships with potential customers 
and existing clients alike 

This flood of emerging options has, however, 
brought with it a significant increase in complexity, 
both in terms of managing the technology involved 
and using these tools to efficiently drive revenue 
and profitability.

We were pleased to bring together a panel of 
experts to share best practices and other insights 
on this topic at our latest OneVoice conference.

The Evolution of Content and the Client 
‘Journey’

As panelist Dave Christensen, Chief Product and 
Technology Officer of digital marketing firm 
FMG Suite, noted, independent financial services 
firms and advisors have become more adept at 

understanding the need to create content that is 
relevant to specific audiences.

“We all know that not everyone wants to wade 
through a 30-page white paper the first time they 
meet you,” he said.

Christensen also noted, however, that the industry 
can still do a better job at developing and 
delivering content that meets each prospect at 
their own individual level of understanding, in 
order to help them progress from interest to active 
engagement as a client.

“One ‘gotcha’ we see with both firms and advisors 
is not thinking about who the ultimate audience is 
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and the journey that each customer is on through 
the content they provide,” said Christensen. “That 
journey of understanding has to build over time.”

To that end, Christensen advises firms and advisors to 
think of their content as a pyramid.

“There’s foundational-level content, which is aimed 
toward an audience that is already interested in 
your business as a customer or a prospect. That 
content needs to be high-quality, accurate and easily 
available,” he said.

This foundational content — which may take the form 
of a teaser or short video — can then build toward 
what Christensen calls the top of the pyramid: 
branded, individualized content that conveys the 
unique aspects of an advisor or firm’s business and 
sets them apart from the crowd.

Several panelists noted that emerging options in the 
field of dynamic content — which tailors what the 
prospective customer sees of a given piece of content 
based on the device it’s delivered to, or may let the 
viewer play a more active role in the experience, 
rather than simply reading or watching — may help 
firms and advisors guide prospective clients up the 
engagement pyramid more effectively.

Efficiency and Integration:  
An Ongoing Challenge

Jeffrey Ball, Vice President for Technology Planning 
at ProEquities parent company Protective Life, 
noted that, as firms and advisors seek to structure 
this content-driven journey for clients and prospects, 
it’s imperative not to get lost in the vast array of 
marketing applications and systems that are 
available today.

Ball said that he and his team are laser-focused 
instead on supporting applications that drive the 
greatest gains in revenue and profitability.

“We want our marketing team to be focused on 
value-added activities — not on supporting and 
integrating ten different systems and multiple 
apps,” he said. “Many times when I do a consulting 
engagement with one of our business areas, it turns 
out they actually have too much technology, without 
having a strategic direction or process in place.”

As several of the panelists noted, a key part of that 
strategic process for any firm or advisor needs to 
include a solid approach to integration.

Nick Graham, Chief Technology Officer of 
Cambridge Investment Research, emphasized that 
integration of various marketing systems needs to 
be a core consideration before a solution is ever 
purchased or developed.

“If you don’t consider these elements until after 
you’ve made your purchases, you’re probably going 
to relive history, and that can be a huge problem,” 
said Graham.

Moreover, effective integration does not only mean 
that various systems work well together on the front 
end.

“The question of how you will handle data 
governance can be a major challenge if you allow 
yourself to dilute your data into multiple product 
control ‘fiefdoms,’ and not think about how you can 
leverage it all together,” Graham said.

“That’s also true when it comes to building your 
analytics to be able to measure and support the value 
of the program or campaign you’re deploying.”

“There’s foundational-level content, which is aimed toward an audience 
that is already interested in your business as a customer or a prospect  
That content needs to be high-quality, accurate and easily available ” 

— Dave Christensen, Chief Product and Technology Officer FMG Suite 
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