
GROWTH SOLUTIONS FOR ADVISORSGROWTH SOLUTIONS FOR ADVISORS
DURING MARKET VOLATILITYDURING MARKET VOLATILITY
Ryan Krystopowicz — Director of Client Solutions

10/13/2022

Never let a good crisis go to waste.

Whether or not you consider the global markets to be in a crisis is subjective.

What I believe to be a fact is that market volatility creates an opportunity for

financial advisors to refine and grow their business. 

Here are five actions to consider taking to capitalize on this opportunity: 

1. Establish a client niche

2. Align your digital presence with that niche

3. Outsource tasks

4. Leverage third-party investment expertise

5) Market your network of experts

Establish a Client NicheEstablish a Client Niche

Use this time of market volatility to establish a niche, or if you already have one,

refine it to be more specific.

Having trouble getting started?

Michael Kitces lays out three key elements to defining and serving a niche successfully:

“You need a target clientele to serve, expertise to serve them, and a business model

that’s viable to work with them.”1

Why is this important?

Defining and serving a niche successfully enables advisors to be intentional with their

prospecting and solidify an ideal client persona and client value proposition. Research

has shown that firms with documented ideal client personas and client value propositions

attracted 28% more new clients and 45% more new client assets than those that did not.2  

Align Your Digital Presence with That NicheAlign Your Digital Presence with That Niche

Let’s say you’ve identified your target clientele as millennials working in startups in

Austin, Texas. How will these specific individuals arrive at the conclusion that you
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might be a good fit for their needs before meeting you?

Your digital presence—specifically what they see on Google, LinkedIn and your website.

Your online presence matters more than you know. It’s often the first thing prospects

see, and nearly 50% of them have eliminated advisors from contention simply because of

what they found, or didn’t find, online!3 

The key is to properly advertise your unique expertise (Kitces’ second element) on the

routes most individuals take when searching for a financial advisor. The risk of not

doing this is losing out on opportunities you never even knew existed.

Outsource TasksOutsource Tasks

It seems straightforward, but how do you choose what aspects of your business to

outsource without impacting the quality and value that you are providing to clients?

Enter the Advisor Value Pyramid. 

This Pyramid is based on Maslow’s hierarchy of needs and illustrates the value clients

put on the products and services that advisors offer. 

See below for an illustration of the Advisor Value Pyramid. For more background, refer

to this blog post.

We believe advisors should leverage software and third-party expertise to meet the

functional needs of their clients. By doing so, they more efficiently address their

client’s basic needs, which gives them more time to focus on their client’s higher needs

—the needs most cherished during market volatility and uncertainty.

Leverage Third-Party Investment ExpertiseLeverage Third-Party Investment Expertise

Examples of commoditized aspects of your business that should be considered for

outsourcing include asset allocation, security selection and rebalancing.

How can you tackle all three with one solution?

Leverage third-party investment expertise through the utilization of model portfolios.

I’ve written extensively about the benefits of third-party ETF model portfolios.

However, it has become increasingly apparent that these benefits have increased during

market volatility and uncertainty.

Consider the following statistics produced by BlackRock in a piece titled “Which

advisors had a smoother ride during Covid-19?”4:

•  92% of model and SMA users said that outsourcing improved their practice during

the COVID-19 volatility

•  85% of wealth outsourcers won new business during volatility versus 69% who do

not use models or SMAs

•  66% of wealth outsourcers were able to spend most or all of their time with

clients during the COVID-19 volatility (more time with clients)
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•  Wealth outsourcers were 17% more likely to help their clients stay the course

Advisors who use models were able to experience a smoother ride for their practice and

their clients during COVID-19. If you were one of these advisors, broadcast it! Clients

are more likely to choose an advisor who uses models.

Market Your Network of ExpertsMarket Your Network of Experts

Our research discovered that clients find comfort in knowing that third-party models

provide the benefit of the collective expertise of an asset management firm’s analysts,

strategists and PhDs. From their perspective, advisors using third-party model

portfolios are combining valuable research and data with their intimate knowledge of the

client’s needs—a welcome approach that will help their portfolios.

In fact, the research identified that 58% of investors would consider switching advisors

if the new advisor properly promoted a models-based practice. Perhaps even more eye-

opening—this number increased to 84% when only considering the millennial age group.5

Given that our research found that investors were far more likely to switch advisors if

they were aware that another advisor was using third-party models in their portfolios—

it’s vital for you to promote that in your marketing efforts.

How to Get Started on These Five Actions:How to Get Started on These Five Actions:

It can sound daunting to rethink the clients you serve, the marketing approaches you

take and the functions of your practice that are candidates for outsourcing.

But WisdomTree is here to help.

We recently introduced an exciting program for RIAs and Independent Advisory Firms, Wisd

omTree Portfolio and Growth Solutions. This program was built to assist advisors in

delivering customized portfolios and provide rebalancing and trading services and access

to practice management expertise focused on business growth—such as digital presence and

client segmentation.

No matter what the markets bring us for the remainder of 2022 and onward—WisdomTree is

well-positioned to serve growth-oriented advisors through our resources and expertise.

We welcome you to try it out!

 

1 Michael Kitces, “How To Find Your Niche As A Financial Advisor,” Nerd’s Eye View,

5/5/14. https://www.kitces.com/blog/how-to-find-your-niche-as-a-financial-advisor/

2 Source: Charles Schwab. 2020 RIA Benchmarking Study. (Median results for all firms with

$250 million or more in AUM.)

3 Source: Kredible, Wealth Management Research, 11/15.

4 Source: BlackRock. In response to the COVID-19-induced volatility, during the week of

May 4, 2020, BlackRock collected responses to a 15-question survey about wealth

outsourcing (SMA & Models usage) experience and intentions from approximately 305

financial advisors across more than 10 independent and wire channel firms. The results

above are a snapshot of the data collected as of May 11, 2020.

5 WisdomTree Model Portfolio Research Study 2020. WisdomTree’s Models Research Initiative

maintained a +/-2.3% margin of error among consumer investors across generations and a

+/-6.2% error rate among financial advisors.

 

Important Risks Related to this ArticleImportant Risks Related to this Article

For financial advisors:For financial advisors: WisdomTree Model Portfolio information is designed to be used

by financial advisors solely as an educational resource, along with other potential

resources advisors may consider, in providing services to their end clients.

WisdomTree’s Model Portfolios and related content are for information only and are not

intended to provide, and should not be relied on for, tax, legal, accounting, investment

or financial planning advice by WisdomTree, nor should any WisdomTree Model Portfolio

information be considered or relied upon as investment advice or as a recommendation
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from WisdomTree, including regarding the use or suitability of any WisdomTree Model

Portfolio, any particular security or any particular strategy.

For retail investors:For retail investors: WisdomTree’s Model Portfolios are not intended to constitute

investment advice or investment recommendations from WisdomTree. Your investment advisor

may or may not implement WisdomTree’s Model Portfolios in your account. The performance

of your account may differ from the performance shown for a variety of reasons,

including but not limited to: your investment advisor, and not WisdomTree, is

responsible for implementing trades in the accounts; differences in market conditions;

client-imposed investment restrictions; the timing of client investments and

withdrawals; fees payable; and/or other factors. WisdomTree is not responsible for

determining the suitability or appropriateness of a strategy based on WisdomTree’s Model

Portfolios. WisdomTree does not have investment discretion and does not place trade

orders for your account. This material has been created by WisdomTree, and the

information included herein has not been verified by your investment advisor and may

differ from information provided by your investment advisor. WisdomTree does not

undertake to provide impartial investment advice or give advice in a fiduciary capacity.

Further, WisdomTree receives revenue in the form of advisory fees for our exchange-

traded Funds and management fees for our collective investment trusts.

For standardized performance and the most recent month-end performance click here NOTE,

this material is intended for electronic use only. Individuals who intend to print and

physically deliver to an investor must print the monthly performance report to accompany

this blog.

Related BlogsRelated Blogs

+ Not All Advisors Wear Capes…but Many Wear Too Many Hats

+ Introducing WisdomTree Portfolio and Growth Solutions

View the online version of this article here.
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IMPORTANT INFORMATIONIMPORTANT INFORMATION

U.S. investors only: Click U.S. investors only: Click herehere to obtain a WisdomTree ETF prospectus which to obtain a WisdomTree ETF prospectus which

contains investment objectives, risks, charges, expenses, and other information;contains investment objectives, risks, charges, expenses, and other information;

read and consider carefully before investing.read and consider carefully before investing.

There are risks involved with investing, including possible loss of principal. Foreign

investing involves currency, political and economic risk. Funds focusing on a single

country, sector and/or funds that emphasize investments in smaller companies may

experience greater price volatility. Investments in emerging markets, currency, fixed

income and alternative investments include additional risks. Please see prospectus for

discussion of risks.

 

Past performance is not indicative of future results. This material contains the

opinions of the author, which are subject to change, and should not to be considered or

interpreted as a recommendation to participate in any particular trading strategy, or

deemed to be an offer or sale of any investment product and it should not be relied on

as such. There is no guarantee that any strategies discussed will work under all market

conditions. This material represents an assessment of the market environment at a

specific time and is not intended to be a forecast of future events or a guarantee of

future results. This material should not be relied upon as research or investment advice

regarding any security in particular. The user of this information assumes the entire

risk of any use made of the information provided herein. Neither WisdomTree nor its

affiliates, nor Foreside Fund Services, LLC, or its affiliates provide tax or legal

advice. Investors seeking tax or legal advice should consult their tax or legal advisor.

Unless expressly stated otherwise the opinions, interpretations or findings expressed

herein do not necessarily represent the views of WisdomTree or any of its affiliates.

 

The MSCI information may only be used for your internal use, may not be reproduced or

re-disseminated in any form and may not be used as a basis for or component of any

financial instruments or products or indexes. None of the MSCI information is intended

to constitute investment advice or a recommendation to make (or refrain from making) any

kind of investment decision and may not be relied on as such. Historical data and

analysis should not be taken as an indication or guarantee of any future performance

analysis, forecast or prediction. The MSCI information is provided on an “as is” basis

and the user of this information assumes the entire risk of any use made of this

information. MSCI, each of its affiliates and each entity involved in compiling,

computing or creating any MSCI information (collectively, the “MSCI Parties”) expressly

disclaims all warranties. With respect to this information, in no event shall any MSCI

Party have any liability for any direct, indirect, special, incidental, punitive,

consequential (including loss profits) or any other damages (www.msci.com)

 

Jonathan Steinberg, Jeremy Schwartz, Rick Harper, Christopher Gannatti, Bradley Krom,

Tripp Zimmerman, Michael Barrer, Anita Rausch, Kevin Flanagan, Brendan Loftus, Joseph

Tenaglia, Jeff Weniger, Matt Wagner, Alejandro Saltiel, Ryan Krystopowicz, Jianing Wu,

and Brian Manby are registered representatives of Foreside Fund Services, LLC.

 WisdomTree Funds are distributed by Foreside Fund Services, LLC, in the U.S. only.

You cannot invest directly in an index.
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DEFINITIONSDEFINITIONS

VolatilityVolatility  : A measure of the dispersion of actual returns around a particular average

level.&nbsp.

Maslow's hierarchy of needsMaslow's hierarchy of needs  : A motivational theory in psychology comprising a five-

tier model of human needs, often depicted as hierarchical levels within a pyramid.

CommoditizeCommoditize  : The process by which goods that have economic value and are

distinguishable in terms of attributes end up becoming simple commodities in the eyes of

the market or consumers.
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