
1 
 

 
 
 
 

Advisor 2020: The Forces and Opportunities  
Shaping the Financial Services Advisor of the Future 

 
BACKGROUNDER 

 
 
New book presents “futures research” on industry trends, forecasts and opportunities 
for advisors seeking success in a changing marketplace 
 
NASHVILLE (March 17, 2014) – The success of financial advisors of the future will lie in their 
ability to redefine and reinvent the value they bring to their clients in the face of changing market 
and financial forces over the next six years, according to a new book published by the GAMA 
Foundation and sponsored by NAIFA.   
 
The book, “Advisor 2020: The Forces and Opportunities Shaping the Financial Services Advisor 
of the Future,” was released today at GAMA International’s Leadership and Management 
Program (LAMP) conference in Nashville. The book presents two research studies conducted 
independently and simultaneously “to help advisors evolve into the faster, more flexible and 
more value-laden profession that the world of 2020 will require,” according to Advisor 2020. 
 
Among the factors that will redefine the role of agents and advisors are the retirement of baby 
boomers, the growth of the middle market, the changing face of the American family, and the 
use of technology, all of which will significantly affect who their clients are and what products 
they will need to achieve a secure financial future.  
 
The first study, “The Market of the Future” identifies economic, demographic and sociological 
factors that will transform what clients expect and what types of products and services they will 
need. The second study, “The Advisor of the Future,” examined emerging challenges and 
opportunities from a cultural and environmental perspective, with a look at major trends driving 
change and impacting the industry and management of advisors’ practices.  
 
Study One: The Market of the Future  
The study presents four future business scenarios for advisors to determine where they see 
opportunity and potential. The scenarios are: increased competition for the affluent market; 
lifestyle management for the retiree market; financial planning for the middle market; and 
portable benefits for the professional market. After readers have reviewed the scenarios, the 
authors advise them to “drill into the major trends,” (or market drivers) that will help them 
anticipate evolving client markets, the products and services that will provide value, and the 
types of partners who can increase advisors’ professional success. 
 
 
 
 

http://gamaweb.com/lampconf/
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The three primary market drivers that will shape advisors’ practice in 2020 are: 
 
1. Baby Boomers. Baby Boomers control more than half the country’s wealth, so advisors 

who choose to ignore this generation will do so at their own risk. How this wealth is 
managed will play a significant role in shaping the industry. 

 
Among the opportunities for advisors: Lifestyle management 
Advisors will be required to understand their clients’ behaviors and manage their living 
environments (in addition to their financial assets). The barriers that separate financial 
management from health and property management are beginning to blur, and advisors 
would be compensated for such value-added services. Fee-based compensation models 
would then make more sense as lifestyle management and managing the decumulation of 
assets will become more time intensive as clients age and their available assets shrink. 

 
2. New Generations and the Underserved Middle Market. The wealth of the middle market 

is not as substantial as that of baby boomers, but growth of this sector makes them a force 
too large to ignore. But as middle market households participate in pre-tax savings 
incentives such as 401(k)s, less money is left in their paychecks, posing challenges for 
advisors. 

 
Opportunities: Reposition the Value Proposition, Build Your Team, Grow the Workforce 
Advisors will need to play a more significant role in educating middle-market consumers 
about the value they bring to the savings process, as opposed to explaining the features of 
investment products and other tools. Advisors also will need to work in a collaborative 
environment with a team of professionals, each bringing unique skills and knowledge. 
Among the groups of nontraditional candidates for advisors team: retirees with the expertise 
(or “encore career retirees”) and non-degreed paraprofessionals. Traditional agents and 
advisors who cling to a “lone-wolf” mentality will have a difficult time competing with these 
specialized teams. 
 
In addition, the Bureau of Labor Statistics forecasts that to meet the nation’s financial needs, 
the financial services profession will need to grow more than twice as fast as the overall 
workforce by 2020. If the BLS forecast is accurate and the industry fails to staff 
appropriately, then other professions such as bankers and attorneys might step in to fill the 
financial services functions.  

 
3. Changing Business Environment. Smaller businesses will drive the economy in 2020. 

Emerging businesses are less likely to offer defined-benefit plans and other financial 
benefits, and this business shift will create a growing underserved market for people who 
need insurance and financial products.  

 
Opportunities: Fee-based compensation 
The need to provide more customized and comprehensive services to meet individual and 
small-group needs, including retirees, mobile professionals and the middle market, and the 
need to spend more time educating the middle market are among the reasons advisors may 
need to switch to fee-based compensation.  
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Study Two: The Advisor of the Future  
The study presents four future business models:  
1) Connected entrepreneurs – a team of professionals providing value for demanding clients 
2) Middle market mavens – expanding the client base 
3) Consumer-centric advisor – capitalizing on niche relationships such as same-sex couples 
4) Shared-value business – growing and changing with communities through customer 
relationship management (CRM) and data analysis. 
 
The authors refer to the “six change drivers for 2020” as “the heart” of the study. They are: 
 
1) Practice development in a diverse economy. Advisors will need to develop skills to serve 
growing diverse and niche markets including second-generation immigrants, socially mobile 
women, baby boomers exiting the workplace and millennials.  
 
Opportunities to get started: Learn from other generations 
Advisors should look for ways to share knowledge and skills with older or younger advisors to 
create a professional network of colleagues from different generations as a guide to 
understanding clients’ needs.  
 
2) The Shifting needs of consumers and advisors. Advisors will need to find solutions that 
address the new risks to modern families, including single-parent families, unmarried couples, 
same-sex marriages and families formed by divorce and remarriage. Trust and consumer 
expectations also pose challenges in the wake of the global financial crisis of 2007-09. 
 
Opportunities: Understand client goals and values; build trust 
Advisors need to serve the modern family by assembling quality statistics and market 
information on alternative families, building a brand around trust and service and exploring 
social media for networking opportunities to younger clients. 
  
3) Technology for powerful sales and service. Advisors will have powerful customer 
relationship management systems that integrate social media and data to provide sales and 
service insights anytime, anywhere. Successful advisors will combine excellent communications 
skills with the right technologies to stay connected with their clients. They will possess 
sophisticated modeling and simulation software to dynamically price and reduce risk. 
 
Opportunities: Embrace new technologies, leverage tools, use social media 
Advisors need to develop and improve their technology skills to reach clients in real- and virtual 
scenarios, embrace and experiment with customer relationship management (CRM) functions 
and set aside time to connect with clients via social media. 
 
4) Managing privacy and security in the networked age: Advisors will be increasingly 
networked and will have access to a wide variety of personal data on their customers. Advisors 
will be expected to ensure that client and corporate data are used appropriately and protected 
from increasing threats such as cybercrime. 
 
Opportunities: Understand shifting attitudes toward digital privacy, data security.  
Advisors should work with younger team members as guides on how to strike a balance 
between innovative use of social media and privacy. Following industry best practices for 
securing client data and communicating regularly with technical departments about securing 
mission-critical systems also will be key. 
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5) Advanced tools and insights for advisors and consumers: Successful advisors will be 
more skilled in working with big data and translating it into practical information that they can 
use for their practices. They also will have better tools for gathering market intelligence and 
analyzing data. 
 
 
Opportunities: Use tools to find and connect with niche markets; build models and simulations 
Advisors should understand how modeling and simulation software can add value by helping 
their clients envision different possibilities. 
 
6) Shifting business models redefine the industry: A combination of market, technology and 
regulatory changes will force greater competition and consolidation in the industry. The middle 
market will grow based on new products and many smaller firms will thrive by embracing a 
culture of shared values.  
 
Opportunities: Educate clients on effects of industry changes; explore new business models  
Advisors need to continue to update their knowledge and skills to match changing business 
patterns, Successful advisors will be flexible and optimistic, building their practices and 
managing their careers within these shifting business models and adjusting to the new 
challenges and opportunities presented to the middle market. 
 
About Advisor 20/20: Advisor 20/20 was published by the support by the GAMA Foundation’s 
contributors and the exclusive sponsorship of NAIFA. The first study, “The Market of the Future,” was 
conducted by Change Management Solutions. The second study, “The Advisor of the Future,” was 
conducted jointly by Signature I, LLC, and Trend Spotting Consulting.  

 
About NAIFA: Founded in 1890 as The National Association of Life Underwriters (NALU), NAIFA is one 
of the nation’s oldest and largest associations representing the interests of insurance professionals from 
every Congressional district in the United States. NAIFA members assist consumers by focusing their 
practices on one or more of the following: life insurance and annuities, health insurance and employee 
benefits, multiline, and financial advising and investments. NAIFA’s mission is to advocate for a positive 
legislative and regulatory environment, enhance business and professional skills, and promote the ethical 
conduct of its members. 

About the GAMA Foundation: The GAMA Foundation for Education and Research is a 501(c)3 non-
profit association dedicated to conducting and promoting research and education to enhance the 
profitability and productivity of field leaders in the insurance and financial services industry. Since its 
creation in 1990, the GAMA Foundation has funded major studies on topics including recruiting and 
selecting new associates; launching new associates, retaining successful associates; mentoring and 
coaching practices, effective local marketing; building successful adviser teams; developing high-
performing leadership teams; and launching new frontline (sales) managers.  
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