
Competition for advisor talent has intensified in recent 
years because of demographic trends and a record $5 
trillion-plus in M&A activity. And even once you hire 
the right advisors, broken and outdated onboarding 
processes can further delay them from doing their 
work. The average age of U.S. financial advisors is 51. 
Unsurprisingly given this aging workforce, nearly 40% 
of the advisor force — more than 103,000 advisors — will 
transition out of the industry into retirement over the 
next 10 years, according to 2020 Cerulli estimates.

Meanwhile, the advisor talent shortage is amplified 
by the increase in M&A activity across the industry, 
particularly among registered investment advisor (RIA) 
firms. In 2020, nearly two-thirds (61%) of RIA firms 
were interested in acquiring another firm, Cerulli found. 

The fact that nearly 103,000 advisors plan to retire in 
the next decade, 26% of whom are unsure of their 
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succession plans, is forcing firms to rethink their talent 
acquisition and recruiting strategies — including advisor 
onboarding. Digital tools and the efficiencies they bring 
are fast becoming the expectation — not a value-add — 
for advisors in the workplace. That expectation makes 
digital onboarding the best way forward for firms seeking 
the highest-performing advisor talent to build their 
business and boost the company’s bottom line. 

In the wealth management landscape, attracting and 
retaining the right team of advisors is core to business 
growth, driving both revenue and scale. As a result, 
competition for the best and brightest advisor talent 
is fierce. One often-overlooked way that firms can 
differentiate themselves from competitors and attract 
top advisor talent is by having a smoother, more efficient 
advisor onboarding process. 

In the words of Cory Haberkorn, Senior Manager and 
Global Industry Advisor, Wealth & Asset Management 
at Salesforce, “Firms put so much time and effort into 
the client onboarding experience, but not enough 
into advisor onboarding. Yet onboarding is the first 
impression that a new advisor will get with your firm. 
If it’s hard to onboard that advisor, they will be 
concerned about how difficult onboarding will be for 
their clients. Plus, the faster a wealth firm can onboard 
an advisor, the faster the firm can see revenue.”
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Despite the need to attract new advisor talent, the 
actual process to onboard them is often complex, 
disjointed, paper-intensive, and fragmented because 
it may span multiple siloed organizational functions 
across the front, middle and back offices. This process 
is time-consuming and cumbersome, which can cause 
friction between a firm and a newly hired advisor. 
No one wants to be buried under a mountain of 
paperwork before they get their first paycheck. 

To help wealth managers onboard new advisors more 
efficiently, Salesforce has partnered with Broadridge, 
a global wealth management fintech leader with 
solutions that span front-, middle-, and back-office 
functions. Broadridge has created the Advisor 
Onboarding App, available on the Salesforce 
AppExchange, which helps firms fulfill advisor licensing, 
onboarding, and checks (including U4 checks, OBA, 
PBA, Prop forms, criminal and financial checks, and 
FINRA/CRD validation). By utilizing the new Advisor 
Onboarding App and Salesforce Financial Services 
Cloud, firms are now able to power an automated 
advisor onboarding process that unlocks data and 
insights, reduces compliance risk, and increases new 
advisor satisfaction and productivity.

As Mike Alexander, President of Broadridge Wealth 
Management and Global Managed Services said, 
“The Advisor Onboarding App enables firms to attract 
and onboard top advisor talent more swiftly in an 
increasingly competitive landscape, helping them to 
generate revenue more quickly.” 

The sooner an advisor is onboarded, the sooner they 
can move their book of business over and get to work. 
Continuity of investment and wealth management 
strategies, cross-selling, new business — none are 
possible without completing the onboarding process. 

Conversely, if advisors experience efficient onboarding, 
their word-of-mouth about their positive experience 
can potentially spread to other advisors in the industry 
— turbo-charging the ongoing recruitment process.

Fortunately, innovations in digital technology have made 
it possible for wealth management firms to modernize 
and integrate their advisor recruiting and onboarding 
processes. Time- and paper-intensive onboarding can 
be a thing of the past, replaced by a digital, frictionless, 
end-to-end process that helps firms stay competitive in 
the advisor recruitment landscape.
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Connected systems and processes 
Onboarding touches distinct, often-siloed 
areas of the firm in the back, middle, and front 
office. Meanwhile, legacy workflows within 
each functional area can result in manual and 
duplicative processes that cause delays in 
onboarding. On the flip side, the right digital 
technology empowers firms to map and 
automate process workflows. This reduces 
bottlenecks and creates a scalable process 
that allows multiple advisors to be onboarded 
simultaneously.

Streamlined and centralized data inputs
A successful onboarding process integrates new 
and existing data, but at many firms, systems 
and functions are not always integrated. As a 
result, advisors may have to submit the same 
information multiple times, whether digitally 
or on paper, leading to delays and frustration. 
A central repository where data is stored and 
continuously updated helps to reduce the need 
for manual forms and redundancy, while also 
ensuring consistency and accuracy.     

Increased, end-to-end transparency
Using a central data repository that feeds into 
a single dashboard, available to all, means that 
everyone can see how far along an advisor is 
within the onboarding process and what remains 
to be done. This is especially helpful when 
multiple advisors are being onboarded following 
an acquisition.
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Turn onboarding from a 
cumbersome process into a 
recruiting tool.

Here’s how:

Wealth management firms need to find a way to 
quickly and seamlessly onboard advisors and get on 
with what they do best: providing investment and 
wealth management services to their clients. A fully 
digital, frictionless, end-to-end onboarding process 
can help a firm attract new advisors via positive word-
of-mouth while getting new advisors up and running 
more quickly — and driving growth. 

“One of the biggest challenges for 
firms is a fragmented user experience 
that requires a swivel-chair approach 
with different platforms to onboard, 
input and share data, navigate 
processes, and  generate useful 
reports. At Salesforce, we embrace 
strategic partnerships to accelerate 
delivering valuable solutions to 
market, automate manual processes, 
and modernize experiences.”

Michelle Feinstein, GM/VP, Global 
Wealth & Asset Management Solutions 
& Strategy, Salesforce

Ready to streamline and modernize financial advisor onboarding? 
Visit the Salesforce AppExchange to download the new 

Advisor Onboarding App today.

https://appexchange.salesforce.com/
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