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Q&A 

 
 
Q. According to Advisor 2020, the number of households with annual incomes between 
$35,000 and $100,000 is more than twice the number earning more than $100,000. How 
are NAIFA members positioning themselves to serve this demographic? 
 
NAIFA members have long realized the need for middle market consumers to have affordable 
access to financial services, and most of our members (60%) have clients with household 
incomes of $100,000 or less. Advisor 2020 not only validates the critical role and mission of our 
members, it also tells members how they can continue to reach this important demographic with 
strategies such as educating consumers about the value of savings vs. simply explaining the 
products and options for purchase.  
 
Q. Advisor 2020 also suggests that smaller businesses will drive the economy in 2020, 
and that many of those businesses are unlikely to offer defined benefit pension plans. Is 
this a role for NAIFA members? 
 
Absolutely. Many agents and brokers act as employee benefits managers for small and mid-
sized-employers that may not be large enough to have a dedicated employee benefits manager. 
NAIFA members serve as benefits consultants, reviewing their plan options, assisting with state 
and federal compliance, administering their benefit plans on a daily basis, and structuring 
affordable programs for their employees. Simply put, they are these businesses’ employee 
benefits and health insurance advocates. Because they may spend substantial time educating 
employers and their employees about their options, this could prompt some advisors to move 
towards fee-based compensation, as Advisor 2020 suggests. However, it’s important for 
advisors to look at their current business model – whether compensated through commissions 
or fees – and determine what’s right for them and their businesses. 
 
Q. The book says that clients in 2020 will expect a much broader range of advisory 
services beyond traditional financial products. Will it be a significant adjustment for 
NAIFA members to provide such services as lifestyle management, wellness counseling 
and financial literacy education? 
 
Providing a range of services is another vital role for NAIFA members. Many have served their 
clients for decades and have established a relationship of trust and knowledge of their long-term 
needs. That said, expanding services into the lifestyle management arena is a natural for NAIFA 
members. Once again, the time it takes to take on additional roles could prompt members to 
consider fee-based compensation. 
 
 



Q. As stated, successful advisors of 2020 will need to increasingly work as part of a team 
and collaborate within their own industry and with other professionals. What can NAIFA 
as a Federation do to help guide and inform members to move toward this team-building 
approach? 
 
As part of the NAIFA community, NAIFA members know a lot about working together as a team. 
We are a strong network of professionals who share and exchange ideas at our state and local 
meetings, at our annual meeting and as a virtual community. NAIFA will leverage the tools that 
we have in real- and virtual scenarios to inform them of best practices and strategies such as 
the shift to this team-building approach. Together, our network of experienced and 
knowledgeable professionals will help lead the way by helping members put this approach to 
practice in the filed so advisors will succeed in 2020.     
 
Q. Advisors of 2020 are likely to confront a highly diversified economy and changing 
family demographics, as well as consumers with shifting needs, many of whom suffered 
during the financial crisis of 2007-2009. How will NAIFA members be able to thrive in 
these conditions? 
 
As Advisor 2020 suggests, advisors will need to reach out and find solutions for the modern 
family by utilizing the market information available for professionals to do their jobs. NAIFA 
members work in communities across the country, and their business model is based on 
building long-term relationships, establishing trust and knowing their clients’ long-term goals and 
expectations so they can help their clients achieve a secure financial future.  
 
Q. How are advances in technology likely to affect the advisor of the future?   
 
NAIFA members will need to stay on top of the latest technology that will help advance their 
sales and service to clients, such as sophisticated modeling and simulation software that will 
help them show their clients how they can reduce risk with products they can afford. Customer 
relationship management software also will be critical for advisors to utilize so they can integrate 
social media and data to provide sales and service to their clients 24/7. Advisor 2020 also 
details how keeping client information secure will need to be a major emphasis moving forward. 
 
Q. What is NAIFA doing to prepare members for the changes described in Advisor 2020? 
 
For starters, NAIFA is collaborating with the GAMA Foundation on a four-hour Advisor 2020 
workshop, which will debut September 6 at the NAIFA 2014 Career Conference and Annual 
Meeting in San Diego. The workshop will help NAIFA members understand the book’s findings 
and explore ways to incorporate them into their practices. NAIFA state and local associations 
will then be able to present the workshop to members in their hometowns around the country. 
An additional series of NAIFA informational and training webinars will drill down on specific 
opportunities revealed in the book, such as “Selling to the Middle Market.” NAIFA will also 
provide its local and state associations with video programs based on the book’s research 
findings and advice.  
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