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The financial industry has always been 
characterized by swift change, but growth in the 
RIA space has been astronomical. In fact, the 
median RIA firm more than doubled its assets 
under management over the past five years, 
according to a recent RIA Compensation Report. 

The savviest firms see the opportunity to 
capitalize. And the number one growth driver1 
they’re focusing on? Client experience.

RIA Industry Growth Metrics
RIA firms saw tremendous growth, despite a challenging environment.

Source: 2022 RIA Benchmarking Study from Charles Schwab

Assets under management
In Millions

2016 2021 2026

$215

$545

+19.5%
in 2021

+14.1% CAGR

Revenue
In Thousands

2016 2021 2026

$1,907

$3,211

+23.2%
in 2021

+11.3% CAGR

Clients

2016 2021 2026

239

397

+6.2%
in 2021

+5.1% CAGR
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RIA Industry Growth Drivers
Five Strategic Initiatives Future-minded RIA Must Pursue

Source: Exploring Innovation and Disruption in Financial Services
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RIA Firm Differentiators and Enterprise Value Drivers
RIA firms saw tremendous growth, despite a challenging environment

“The ability to provide a high 
quality digital experience 
for clients is an important 
competitive differentiator for 
RIA firms.”

“RIA firms are likely to have 
increasing difficulty complying 
with regulatory and reporting 
requirements without digital 
infrastructure.”

“An RIA firm’s digital infrastructure 
is an increasingly important 
consideration in when valuing firms 
during mergers and acquisitions.”

Source: Fintech for RIAs: Elevating Client Experience Making the Most of Technology to Acquire and Serve Advisory Clients (Institutional Investor)
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What is the ideal RIA investor experience?
Today’s RIA investor is looking for an experience 
that’s efficient. They want their interactions with the 
firm to be highly automated, frictionless, integrated, 
and collaborative. Everything should feel easy and 
intuitive, and like every interaction moves them 
closer to their goals. They want to experience their 
financial team (people, algorithms, and tools) as a 
single engine working effectively on their behalf. 

They’re also looking for an advisor team that’s 
smart. They want to feel understood - logistically 
and emotionally. They’re looking for a firm that 
anticipates their unique, individual, and shifting 
needs and that reaches out with insight and 
opportunities proactively. They imagine working  
with a team that’s clued in, responsive, and adept  
at individualized client care. 

Perhaps most essentially, today’s RIA client is looking 
for a firm that’s trustworthy. This includes acting in 
their best interest, maintaining gleaming compliance 
with all the necessary regulations, and providing 
transparency into pricing models that are always 
value-based. The relationship matters in today’s 
financial partnerships, and modern investors are 
looking for their trust to be earned and rewarded.  

What is the ideal RIA advisor experience?
Likewise, today’s RIA advisor is also looking for an 
experience that’s efficient, smart, and trustworthy. 

For an advisor, efficiency means their work can 
happen easily and quickly, on their own time, and 
from whatever devices they please (e.g., phones, 
tablets, desktops). They want tools that guide them 
through their work without having to search for what 
they need and that enable the advisor and their team 
to move together as one.

Today’s RIA professionals are also looking for  
tools that are smart with systems, processes,  
and automation that augment their thoughts and 
intuition, that arm them with the best possible 
insights and ideas. They want to engage their clients 
and prospects on a continuous but low-effort basis. 
They want to work with their clients in a collaborative 
manner, delivering strategies that are truly  
co-created. 

RIA advisors want to be set up on systems, tools,  
and processes that are trustworthy - that support 
their unique needs while allowing them to customize 
their workflows and experiences. They want to 
feel like documentation and automation creates 
transparency in a way that helps them, not manages 
them or slows them down. Long story short? They 
want the foundation to grow their business the way 
they want to.
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Instead, there’s the real world
The utopia described above is difficult for most RIA firms to achieve—for 
advisors and their clients. When asked about their barriers? Technology 
and process problems were front and center. 

The three top contenders for largest tech pain points were2:

•  Lack of automated process

•  Poor tech adoption / lack of training for staff

•  Absence of integrations between core software applications

Streamlining back office operations is another significant area of 
opportunity; a staggering number of firms still rely significantly on paper. 
Even though a full 65% of firms surveyed would prefer a completely 
digital operation, only 40% of firms actually achieve that goal today. 

The concern here isn’t just one of preference or process ease, RIA firms 
are guaranteed to struggle with regulatory and reporting requirements 
without a fully integrated digital infrastructure on which to rely.
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Considerations of modern-day RIA firms
Given the level of opportunity in the industry and the nature of the challenges faced by the average 
RIA firm today, it’s no surprise that all eyes are on technology and process improvement to help better 
position those RIA firms for success. In fact, improving client relations and communications, streamlining 
front-office business processes and streamlining back-office business processes were all identified high 
priorities among surveyed firms.  Naturally, technology that would support those efforts is a leading 
investment consideration for those firms. 

HIGHEST PRIORITIES FOR IMPROVEMENT

Which of the following objectives are especially high priorities for your firm over the next 3–5 years? Which 
are less so?

Source: Fintech for RIAs: Elevating Client Experience Making the Most of Technology to Acquire and Serve Advisory Clients (Institutional Investor)
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Improve investment decision making
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Source: 2022 RIA Benchmarking Study from Charles Schwab

TECHNOLOGY A LEADING INVESTMENT CONSIDERATION

Top Changes Advisors are Considering

Operations/Workflow Client Acquisition 
Model

Technology

36% 24%32%
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Optimize Resource 
Allocation

Cut Costs Boost Speeds

Improve 
Productivity

Increase 
Transparency

Increase Employee 
Retention

Improve the Customer 
Experience

Enhance Employee 
Productivity

Profi
tability & Performance

Human Capital

Digital utopia doesn’t have to be 
hard to reach

INCREASING OPERATIONAL EFFICIENCIES

Top Benefits of Streamlining Firm Operations

Source: 2020 FINANCIAL SERVICES DIGITAL TRANSFORMATION SURVEY (BDO

DIFFERENTIATE YOUR RIA OFFERINGS BY TRANSFORMING THE CLIENT + ADVISOR EXPERIENCE PreciseFP.com 7

https://precisefp.com


Further, the tool integrates with all of today’s most popular advisor tools including Redtail CRM, Salesforce 
(Enterprise and Financial Services Cloud), Practifi, and Wealthbox. That means advisors can say goodbye to  
re-keyed entries and client trust will soar as a result of diminished mistakes. 

PreciseFP is a cutting-edge technology solution that allows advisory teams to streamline their day-to-day 
workflows. Hours they used to spend collecting data, checking for errors, and transferring information between 
systems manually can now be spent more strategically on client meetings, financial planning, and business growth. 

PRECISEFP PRODUCTIVITY SUITE

Advisory Firm’s Toolkit to Digitizing, Streamlining and Automating Operations

Digital Organizer ™

Digital Client Data 
Gathering ( PreciseFP )

Simplified New 
Account Opening 

Advisor Transition 
Accelerator ™

Compliance and 
Surveillance Console

Deep Integrations 
with Tech 

Ecosystem

Digital Back Office Xpress ™

Compliance 
TRACKR ™

Advisors using PreciseFP enjoy:

•	 Simple account opening 

•	 Digital client data gathering

•	 Fast client onboarding 

•	 Seamless advisor transitions

•	 Easy risk tolerance assessment

•	 Custom digital engagement templates

•	 Lead generation tools

PreciseFP is a tool designed especially for RIAs and advisory firms. It empowers them to digitize, 
streamline, and automate operations with ease. The out-of-the-box capabilities and integrations 
provide the flexibility today’s advisor-client relationships seek and streamline delivery requirements of 
the RIA market. The platform reduces operational costs, improves efficiency, and enhances the client 
experience an RIA firm can deliver.
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Bottom line
Today’s RIA firms are facing an unprecedented level of opportunity 
in the market yet most are hindered by a lack of access to 
empowering, capable, designed-for-them tools. Today’s challenges 
are solvable by investing in smart solutions that are designed for 
the exact problems RIA advisors and their clients. 

PreciseFP provides savvy firms with the exact resources they need, 
creating a foundation upon which to provide an elevated, modern 
investor experience, that - thanks to these tools - becomes a joy 
for advisors to provide. 

Ready to learn more about PreciseFP?  
Start your 14-day free trial today!

https://app.precisefp.com/signup

