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Introduction

InspereX has partnered with Red Zone 
Marketing to conduct research on how financial 
professionals are adapting and changing in 
response to crisis conditions.  This is a follow up 
to the first survey conducted in May 2020, the 
second conducted in June 2020, the third 
conducted in September 2020 and the fourth in 
December 2020.

Survey Respondents:
346 financial professionals from 50+ broker-dealers 
and banks as well as RIAs were surveyed from April 19-
25, 2021. The respondents came from 41 states across 
urban, suburban and rural locations. The gender 
breakdown of 19% female, 81% male. 

Survey Objective: 
To collect insights designed to help financial 
professionals navigate through this time of great 
uncertainty and move their business forward.
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Key Findings

This research found that confidence in the economy and in the financial 
services industry is relatively high for financial professionals. And their clients 
are not anxious about investing right now.

Advisors and their teams have returned to the office with top producers 
($800,000+ in revenue) back in the office at a higher pace then their 
counterparts. However, although back in the office, there is uncertainty as to 
when they will be meeting face-to-face again with clients and when they will 
hold in-person events. More than ever, advisors are meeting virtually vs on the 
phone with their clients and only a quarter are meeting with clients in-person.

More than half of financial professionals feel mostly supported by their broker 
dealer and are unlikely to change affiliations in 2021. They also feel mostly 
supported by their wholesaling partners with the top mentioned firms bringing 
value are First Trust, InspereX and American Funds.

As it relates to vaccination status, more than half of financial professionals are 
fully vaccinated, and a third will require their staff to get vaccinated. They will 
inform clients about their team’s vaccination status and many consider being 
fully vaccinated a competitive advantage.

With the rise in interest in cryptocurrencies, Meme-Stocks, and/or Hot ETFs 
clients are beginning to ask their financial professionals about these 
investment types, have interest in investing in these and nearly half of their 
clients have opened up electronic trading accounts outside of their firm’s 
options. Financial professionals overwhelming feel that clients do not 
understand the volatility of these types of investment vehicles.

Financial professionals see the greatest risks over the next six months  in 
cryptocurrencies and bonds and the greatest opportunities in equities and 
large cap value.

Referrals remain the main way that financial professionals acquire new clients, 
but virtual prospecting, virtual educational seminars and LinkedIn prospecting 
are also driving new business.
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Confidence Level in the Economy

Confidence Level in the State of the Financial Services Industry
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Anxiety Level of Your Clients Towards Investing Right Now

6
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Returning to the Office
When do you plan on returning to a normal, in-office 
schedule for you and a majority of your team members?

Office Operations
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Comparison by Survey Date

Office Operations
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Office Operations

Comparison by Survey Date
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Top 10 Wholesaling Firms That Provide the Most Value

10

Office Operations

First Trust JP Morgan

InspereX Allianz

American Funds Nationwide

AIG Lincoln Financial 
Group

MFS Brighthouse
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Mostly In-Person Meetings with Clients …

Client Meetings and Communications
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What is the Main Way You Are Meeting with 
Clients Now?

Client Meetings and Communications
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When Will You Begin Hosting Live, In-Person 
Educational Events?

Current Vaccination Status

Client Meetings and Communications
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Vaccine Information



15

Vaccine Information
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Approximately What Percent of Your Clients 
Have Asked If You Can Invest in 
Cryptocurrencies for Them?

Risks and Opportunities
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Have Cryptocurrency, Meme-Stocks, and/or Hot 
ETFs Influenced Your Clients?

Risks and Opportunities
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Have Cryptocurrency, Meme-Stocks, and/or Hot 
ETFs Influenced Your Clients?

Risks and Opportunities
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Where Do You See the Greatest Risk in the Next 
6 Months

Risks and Opportunities
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Where Do You See the Greatest Opportunity for 
Growth in the Next 6 Months

Risks and Opportunities

41%
25%

20%
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Equities
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Cryptocurrencies
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Top Marketing Strategies Being Conducted in 2021

Marketing and Prospecting
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Which Marketing Strategy Has Resulted in the 
Most New Clients?

Marketing and Prospecting
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In 2021, the #1 Reason I Expect to See an 
Increase in New Business

Marketing and Prospecting
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Do You Believe Prospecting and Selling Can be 
Done Effectively via Virtual Meetings?

Marketing and Prospecting



25

How many virtual prospecting meetings 
have you conducted in 2021?

Virtual Prospecting

Marketing and Prospecting
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How Many Virtual Prospect Meetings 
Resulted in New Clients in 2021?

Virtual Prospecting

Marketing and Prospecting
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Repeated shutdowns due to 
resurgence of COVID-19

Unemployment

Volatile markets Social/physical distancing

Changing legislation

Robo advisors The presidential administration

Shrinking margins

Barriers to Success for Financial Advisors
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Survey research, design and analysis completed by 
Red Zone Marketing, April 2021. 

April Survey Methodology



29

41
STATES

Geography of Participants
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Financial Professionals at Each Production Level

Individual Gross Revenue in 2020
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This presentation has been prepared by InspereX LLC or an affiliate thereof (“InspereX”). This material is for financial 
institutional or financial advisor use only and may not be distributed to any retail investor or other third-party. This 
presentation is for general information purposes only and should not be construed as specific tax, legal or 
investment advice. The information in this presentation is subject to change without notice. InspereX does not 
warrant the accuracy or completeness of any information contained herein and provides no assurance that this 
information is, in fact, accurate.  Data provided by third-party sources is believed to be reliable and there is no 
representation or warranty as to the current accuracy of, or liability for, decisions made based on this material.  
Neither InspereX, its affiliates nor its partners make any representations or guarantees as to the accuracy or 
completeness of data from third-party sources.

InspereX and its affiliates explicitly disclaim any responsibility for product suitability or suitability determinations 
related to individual investors. This information should not be regarded by recipients as a substitute for the exercise 
of their own independent judgment and the information provided herein is not an offer, solicitation or a 
recommendation to buy, sell or hold any security or investment strategy. There can be no assurance that the 
investments shown herein were or will be profitable and this material does not take into account any investor’s 
particular investment objectives, financial situation, particular needs, strategies, tax status or time horizon.

The information contained herein does not constitute an offer to sell or a solicitation of an offer to buy 
securities. Investment products described herein may not be offered for sale in any state or jurisdiction in 
which such an offer, solicitation or sale would be unlawful or prohibited by the specific offering 
documentation. 

The survey was conducted by Red Zone Marketing, a full-service marketing research consultancy. InspereX LLC and 
Red Zone Marketing are not affiliated. InspereX LLC and LPL Financial are not affiliates of each other and make no 
representation with respect to each other.

©2021 InspereXSM. All rights reserved. Securities offered through InspereX LLC, Member FINRA/SIPC. Technology 
services provided by InspereX Technologies LLC. InspereX LLC and InspereX Technologies LLC are affiliates. 

InspereX unites the more than two decades of success in fixed income 
and market-linked products origination, underwriting, distribution, 

and education of Incapital with the innovation of Silicon Valley’s 280 
CapMarkets and its revolutionary fixed income tech platform, 

BondNav.® We represent more than 400 issuing entities and have 
underwritten more than $670 billion in securities. InspereX stands for 

people, products, and technology you can trust.

About InspereX

Questions? Contact InspereX at 888.849.5732 or 
advisorsupport@insperex.com
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