
First Impressions
That Drive Growth
How Frictionless Onboarding Increases
Trust, Retention and Revenue



First impressions define relationships.

In wealth management, that first impression is not your website or your pitch. It is how you 
gather information.

From the very first interaction, clients form opinions about your firm. They are deciding 
whether you feel organized, thoughtful and trustworthy. They notice how much you ask 
for, when you ask for it and whether they are being asked the same questions more than 
once.

You can feel it when onboarding is working. Clients know what to do. Your team knows 
what comes next. Nothing gets stuck because someone missed a field or forgot to follow 
up.

More often, onboarding does not feel like that. It feels like it is back and forth. It feels like 
repeated requests. It feels like tracking details across emails, attachments and portals. And 
it often happens at the worst possible moment, when a new client is deciding whether they 
made the right choice.

That is why onboarding is not just administrative. It is the first real test of trust.
Done right with digital tools, onboarding feels clear, fast and professional. Clients share 
information once. They review what is already known. They only update what has changed. 
The process respects their time and builds confidence before advice ever begins.

Done wrong, onboarding turns into friction. Clients receive multiple forms. Data gets 
rekeyed. Errors surface late. Delays stack up. Confidence erodes quietly. Clients start 
wondering if this is what the relationship will feel like long term.

A friction-filled onboarding extends beyond the client experience. It impacts efficiency, firm 
growth, retention and profitability. It can also become a competitive advantage. Firms that 
design onboarding as a system, not a scramble, create consistency for clients, advisors and 
operations teams alike.
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Paper-based and disconnected onboarding creates drag across the entire firm. Advisors 
spend hours managing forms, entering data and following up. Operations teams chase 
missing information and correct errors caused by unverified or duplicated data. Clients 
wait, often unsure why the process is taking so long.

Behavioral research consistently shows that when onboarding feels fast and transparent, 
clients are more likely to stay with their advisor, refer others and consolidate assets over 
time. 

Ease signals competence. Clarity builds confidence.

PreciseFP was built to deliver that experience.

Rather than treating onboarding as a one-time event, PreciseFP supports the complete 
client data lifecycle. It helps firms gather information gradually, intelligently and 
consistently across every stage of the relationship. AI-assisted form creation, prefilled 
fields and structured data collection reduce friction while giving advisors cleaner, more 
usable data.

The result is a stronger first impression and a better relationship long after onboarding is 
complete.

In this guide, we will explore why onboarding shapes client confidence, retention and 
growth and how using PreciseFP can transform the experience from day one.
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Onboarding 
Sets the Tone
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Onboarding can make or break the 
client experience. When choosing a 
financial advisor, clients likely start with 
the facts: the advisor’s track record, 
product offerings and specialties. But 
there’s no denying that there is also an 
emotional and behavioral connection 
that has to happen for a client to click 
with an advisor. 

That connection often happens during 
the first impression or onboarding. 

First impressions are formed on speed, 
clarity and communication. How a new 
client views their advisor begins with 
the first communication. And it’s hard 
to erase or correct a poor first 
impression. One survey found that 
clients believe 40% of their advisor’s 
value comes from the emotional 
support they provide. That support 
comes from a strong, trusting 
relationship.
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BUT THERE’S NO DENYING
THAT THERE IS ALSO AN
EMOTIONAL AND
BEHAVIORAL
CONNECTION THAT
HAS TO HAPPEN
FOR A CLIENT TO
CLICK WITH AN
ADVISOR.

Onboarding is more than just an 
opportunity to gather client data and 
prepare to open a new account. It’s also 
the time for advisors to foster the 
beginnings of a positive relationship. 
Nearly two-thirds of customers 
consider the onboarding period when 
deciding on a service. A process that’s 
too long or fragmented could drive away 
potential clients. But unfortunately, 
nearly 30% of firms take three months 
or more to onboard high-value clients. 
That’s nearly 100 days of clients 
essentially waiting in limbo to move 
forward with their financial goals, and 
time when the firm isn’t bringing in fee 
revenue. That slow onboarding hurts 
the relationships with new clients and 
can also drive away potential clients. 

https://investor.vanguard.com/investor-resources-education/article/the-science-behind-money-and-emotion
https://wyzowl.com/customer-onboarding-statistics/
https://www.capgemini.com/wp-content/uploads/2025/01/Capgemini_Top-Trends-2025_Wealth-Management-1.pdf


Onboarding matters to clients and 
potential clients, and it should matter 
to firms as well. The onboarding 
process shows clients what the firm 
values and how it operates, including 
whether the advisors are organized, 
capable and efficient. It’s a key driver of 
trust and retention. More than 
experience or expertise, clients 
value trustworthiness in their 
financial advisor. 

Simplifying the process and leaning into 
digital workflows shows clients that 
advisors value their time and can easily 
work through complex issues. It’s the 
foundation of a strong and lasting client 
relationship. 
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MORE THAN EXPERIENCE OR 
EXPERTISE, CLIENTS VALUE

TRUSTWORTHINESS IN THEIR
FINANCIAL ADVISOR.

https://www.businesswire.com/news/home/20250121976392/en/CapIntel-Survey-Reveals-That-Trust-Not-Portfolio-Performance-is-Top-Priority-for-Investors-in-Advisor-Relationships
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Onboarding Drives 
Revenue and Growth

Some people may view onboarding and 
client relationships as the “soft” side of 
being a financial advisor. But 
relationships are the cornerstone of 
business success. In a people-driven 
business that’s only getting more 
competitive, advisors stand out 
through the connections and 
relationships they have with their 
clients. And that pays off with 
visible business benchmarks. 

Firms that prioritize smooth 
onboarding see ripple effects across 
the firm far beyond just how a client 
interacts with their advisor in the 
first few weeks. Consider the business 
case for strategic and smooth 
onboarding.

Close Rate Stick Rate
Efficiency &
Productivity Profitability



Potential clients care about the 
onboarding process. When firms have 
a reputation for smooth onboarding 
and can showcase that process to 
potential clients, it pays off. Firms 
with structured sales management 
and onboarding convert 30–40% 
more prospects into clients.

Close Rate

A smooth onboarding experience 
improves first-year retention by up to 
25%, underscoring that a frictionless 
start sets the tone for better client 
retention. 

Stick Rate

Streamlined onboarding frees staff 
to have more time for higher-value, 
client-facing work. Relationship 
managers and advisors often 
spend up to 70% of their time on 
non-revenue-generating activities like 
managing data and sorting through 
manual forms. Digitized onboarding 
improves productivity for advisors and 
the back office. 

Efficiency and Productivity
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Automating the workflow can improve 
onboarding time by up to 40%. That 
means clients can open accounts 
sooner and firms can start generating 
fee revenue more quickly. Lengthy 
onboarding erodes profitability, while 
smoother, faster onboarding can 
provide more revenue. 

Clearly, a smooth onboarding process 
yields numerous significant impacts. 
And that return continues to grow as 
onboarding compounds over time — 
improving satisfaction, referrals and 
profitability.

Profitability

https://martal.ca/sales-process-optimization
https://podcasts.apple.com/us/podcast/the-advisor-summit-podcast/id1785957160?l=es-MX
https://www.mckinsey.com/industries/financial-services/our-insights/analytics-transformation-in-wealth-management
https://www.researchgate.net/publication/392238438_Optimizing_Client_Onboarding_Efficiency_Using_Document_Automation_and_Data-Driven_Risk_Profiling_Models
https://www.capgemini.com/wp-content/uploads/2025/01/Capgemini_Top-Trends-2025_Wealth-Management-1.pdf
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The Hidden Cost
of Manual Onboarding

Many firms have a “don’t fix what isn’t 
broken” mentality around onboarding. 
In their eyes, the process works as well 
as it ever has, so there’s no need to 
invest time and resources in moving to 
streamlined digital workflows.

That couldn’t be further from the truth.

Simply put, manual onboarding is 
outdated and costly. Just because it 
worked in past decades doesn’t mean 
that’s how firms need to continue doing 
business.

With manual onboarding, advisors 
often spend six to ten hours per client
managing forms, gathering signatures 
and entering data. New clients likely 
must enter the same information on 
multiple forms, which is then moved 
into a digital system. If anything 
changes or is entered incorrectly, the 
entire process must start over again. 
The result is days (or weeks) of 
back-and-forth, a mountain of 
paperwork and the chase to gather 
physical signatures.

These fragmented systems cause 
bottlenecks, rework and compliance 
delays. Operations teams spend hours 
chasing down missing information or 
correcting errors, either from poor data 
entry or unverified data. These 
inefficiencies limit scalability and drag 
down morale. Eventually, the new client is
fully onboarded, but they’ve likely spent 
weeks jumping through hoops and lost 
much of their initial excitement about 
working with a new advisor.

WITH MANUAL 
ONBOARDING, 
ADVISORS OFTEN 
SPEND SIX TO TEN 
HOURS PER CLIENT
MANAGING FORMS, 
GATHERING
SIGNATURES AND 
ENTERING DATA.
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In a complicated and busy world, clients 
want their financial services to be as 
easy as possible. Clients equate ease 
with competence. Advisors don’t have 
to prove themselves with numerous 
forms and steps. In fact, that complexity
negatively impacts clients (even
subconsciously) as they start to connect 
their advisor with red tape and 
confusion.

On the flip side, a fast, clear onboarding 
process signals professionalism and 
security. It shows clients that the firm 
knows exactly what it’s doing and won’t
let anything fall through the cracks.

The Psychology of
Simplicity

Behavioral science confirms that people 
trust systems that feel organized, even 
when they don't understand the 
technology behind them. Clients don’t 
need to know every detail of the digital 
onboarding experience. They just need to 
know that the process is smooth and
accurate and that their personal data and 
money are in good hands.

Clarity builds confidence. The psychology 
of simplicity in financial advising shows 
that clients primarily seek clarity, which in 
turn increases trust and confidence in a 
firm. Wealth management and investing
are complex, but a clear process from the 
start demonstrates an advisor's expertise 
and value.

A FAST, CLEAR
ONBOARDING PROCESS

SIGNALS PROFESSIONALISM
AND SECURITY.

https://partners.wsj.com/edward-jones/future-of-financial-advice/how-financial-advisors-can-redefine-the-client-experience/?gaa_at=eafs&gaa_n=AWEtsqf2UKrevJ-KPKG2n1RDnCxhgOhXB9woMmg9adRq79gaAjDD6jzFG6qm1dQnMhU%3D&gaa_ts=69097902&gaa_sig=EhXt7oypUk-x-rvaIfOIJHRa-HIBOxu0vVdWXkd5hP7dFH4p3W8r6u6t1H87tMdqVYGpVnoyEAs1Iz0Qev4LYw%3D%3D
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The Complete Client Data
Lifecycle, Powered by PreciseFP

Engagement and 
Maintenance
(Stages 5–7)
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Data Collection and 
Accuracy (Stages 0–4)

Modern advisory firms do not collect 
data all at once. They collect it when it 
matters.

Clients do not want to fill out long, 
repetitive forms. Advisors do not want 
to chase missing details. And firms 
cannot scale when data is scattered 
across systems and spreadsheets.

The solution is not more data. It is 
better timing.

PreciseFP’s client data lifecycle provides 
a structured framework for gathering, 
maintaining and using client 
information throughout the 
relationship. Each stage builds on the 
one before it, creating cleaner data, 
clearer insights and stronger trust.

At this stage, accuracy matters. 
AI-assisted forms reduce errors by 
pre-populating known information and 
guiding clients through required fields. 
Early verification helps prevent 
downstream issues and reduces NIGO 
risk before paperwork is submitted.

Clients experience a smoother start. 
Teams avoid rework. Accounts move 
forward faster.

Firms that automate onboarding 
workflows can reduce onboarding time 
by up to 40%, accelerating account 
opening and revenue recognition.

Stages 0–4 focus on qualifying leads, 
building rapport, capturing the client 
story and gathering required details for 
planning and onboarding.

Stages 5–7 focus on keeping client data 
current through lightweight check-ins 
and structured annual review 
preparation.
Rather than asking clients to re-enter 
information, firms ask them to confirm 
what is already on file and update only 
what has changed. This approach saves 
time and reinforces a sense of continuity.



Stages 5–7 focus on keeping client data 
current through lightweight check-ins 
and structured annual review 
preparation.

Rather than asking clients to re-enter 
information, firms ask them to confirm 
what is already on file and update only 
what has changed. This approach saves 
time and reinforces a sense of 
continuity.

Advisors prepare more efficiently. 
Meetings focus on advice instead of 
fact-finding. Data stays accurate 
without placing unnecessary burden on 
clients.
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TOGETHER, THESE STAGES FORM A REPEATABLE 
SYSTEM THAT IMPROVES ACCURACY, REDUCES 
FRICTION AND SUPPORTS GROWTH WITHOUT 

SACRIFICING THE CLIENT EXPERIENCE.

Stages 8–10 turn data into opportunity.

Client feedback strengthens 
relationships. Age-based milestones 
create timely, relevant outreach.

Growth and Longevity 
(Stages 8–10)

Many onboarding challenges are not 
caused by lack of effort. They are 
caused by blind spots in how data is 
collected and maintained.

PreciseFP helps firms avoid the most 
common pitfalls, from over-collecting 
too early to missing compliance 
requirements that surface late and 
create rework.

Avoiding Common 
Advisor Blind Spots

Life-event updates trigger proactive 
planning conversations. Each 
interaction feels personal because it is 
built on information the firm already 
has.

Together, these stages form a 
repeatable system that improves 
accuracy, reduces friction and supports 
growth without sacrificing the client 
experience.



Your Firm’s Client Data System, 
Built for the Long Term

Onboarding is not the finish line. It is the first chapter.

When onboarding is treated as the beginning of a connected client data system, every 
interaction that follows becomes easier and more effective.

PreciseFP helps firms gather and maintain client data with less friction and more 
consistency, replacing reactive data gathering with intentional relationship management.

start your 14-day free trial.
Click here to learn more about PreciseFP and

https://precisefp.com/free-trial/



