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the dealer business is booming, 
with financial advisors working within this 
channel reporting strong growth in assets 
and increased productivity. But, even in this 
heady climate, there are signs that financial 
advisors are preparing for choppier waters 
ahead.

According to the 2019 Dealers’ Report 
Card, advisors at Canada’s fund dealers 
generated impressive growth in assets 
and boosted their productivity. For the 
average advisor in our survey, assets under 
management (AUM) were up by more than 
25% compared with last year. Average AUM 
came in at $48.6 million this year, up from 
$38.4 million in 2018.

While some of this growth was due 
to advisors increasing their client bases, 
much of it was likely attributable to robust 
market returns. Advisors added client 
households over the past year, with aver-
age client household numbers rising to 
208.2 from 197.7 in last year’s survey. But 
this increase in rosters was well below the 
growth rate for advisors’ assets. 

Along with this increased number of 
client households, average assets were 
likely boosted by a combination of market 

gains and advisors consolidating their cli-
ents’ assets from other institutions. 

Average advisor productivity (meas-
ured as AUM/client household) also 
ramped up, jumping from just under 
$240,000 in last year’s survey to more than 
$320,000 this year. 

This dramatic increase in average 
advisor productivity is somewhat over-
stated due to a significant outlier in the 
data: an advisor with AUM/client house-
hold of almost $16 million, which was 
more than double the next-most product-
ive advisor in the survey. 

Even excluding t his out l ier, t he 
increase in average AUM/client household 
is still impressive — rising by about 20% 
from last year to almost $290,000.

Again excluding the outlier, average 
productivity for the top 20% of advis-
ors came in at $805,973. Looking at the 
full data set, average productivity was 
substantially higher: slightly less than 
$970,000. 

Similarly, for the other 80% of advisors, 
average AUM/client household rose nota-
bly year-over-year. This year, average pro-
ductivity increased to $160,362, up from 

$146,348 in 2018.
For both segments of the overall advisor 

population, these increases in productiv-
ity were being driven both by higher asset 
bases and client household numbers. 
Asset growth was 
far ahead of the 
rise in client house-
h o l d  n u m b e r s , 
however, enabling 
t he i ncrea se i n 
productivity.

F o r  t h e  t o p 
20%, not only was 
their  average book 
much bigger than 
those of the rest of 
the advisor popula-
tion — the average 
top performer’s book was $101.5 million, 
compared with $34.3 million for the other 
80% of advisors — but the growth rate for 
their books also outpaced the rest of the 
industry. For the top-producing advis-
ors, average book size was up almost 30% 
from the previous year, while the average 
book size for the rest of the industry was 
up more than 21% from last year.  

The industry’s top performers also 
grew their client bases faster than the 
rest of the advisor population. While the 
top 20% of advisors had smaller absolute 
client-household numbers than the other 
80% — typically reflecting a greater focus 
on high net-worth clients — they added 
15 client households, on average, over the 
past year, taking the average book to 166 
client households from 151. The rest of 
the industry added only nine new client 
households on average, taking the average 
book to 221 client households from 212.

The increase in average productivity 
also was reflected in the account distri-
bution data, which points to advisors 
increasing the portion of their books 
devoted to higher net-worth client house-
holds. For the overall advisor popula-
tion,  for example, the share of accounts 
worth less than $500,000 dropped to 
70.9% this year from 73.7% in last year’s 
survey. Conversely, the share for larger 
accounts increased, including accounts 
worth more than $2 million: those con-
stituted 4.9% of the average book, up 
from 3.6% last year.

For top performers, the share of 
accounts worth less than $ 500,000 
dropped from 47.9% last year to 44.7% 
in 2019. For these advisors, the increase 
in higher-value accounts was particu-
larly evident at the top end of the account 
distribution, with the share for accounts 
worth at least $2 million jumping to 15.1% 
from 10.4% in 2018.

The lower 80% of advisors also reported 
that their share of sub-$500,000 accounts 
was declining, albeit from a much higher 
level, dipping to 78.0% from 79.5%. The 
largest accounts weren’t driving the shift 
in share for these advisors; rather, the 
accounts in the $500,000 to $1-million 
range were responsible for the gain in share 
of accounts above the $500,000 mark.

Alongside the shifts in account distri-
bution trends, the asset mix for advisors 
also appeared to fluctuate. Overall, advis-
ors reported making more use of bank-
ing and insurance products, while the 
share of their books in traditional secur-
ities (stocks, bonds and mutual funds) 
declined somewhat. 

Mutual funds remained the domin-
ant product category for advisors in the 
Report Card, but their share was 67.4% 
this year, down from 69.1% last year. 
Yet advisors didn’t turn to ETFs, which 
remained below 2%. Instead, advisors’ 
reported use of insurance products was 
16.7% of the average book this year, up 
from 15.5% in last year’s survey. (See story 

on page 55.) Similarly, their use of bank-
ing products more than doubled to 1.9%, 
from 0.8% in 2018.

Advisors’ reported use of third-party 
managed products also jumped, rising to 

3.7% of the average 
book from 1.8% in 
last year’s survey. 
At the same time, 
advisors’ a l loca-
tions to proprietary 
m a n a ge d prod-
ucts changed only 
slightly, ticking up 
to 4.4% from 4.1% 
in last year’s survey.

T h e s e  b a s i c 
trends are evident 
among both sets of 

advisors, who reported declines in their 
basic holdings of securities, increases in 
their use of banking and insurance prod-
ucts and a two-fold increase in the share 
of third-party managed products.

One key difference is an apparent 
decrease in the use of proprietary man-
aged products for the industry’s top per-
formers. While the top 20% of advisors 
still made greater use of these products 
than the rest of the industry, their alloca-
tions dipped notably year-over-year. This 
year, top performers had 10.0% of their 
books in proprietary managed products, 
down from 12.1% in 2018. (See story on 
page 53.) 

The rest of the industry had a much 
lower allocation to proprietary products, 
at just 2.7%. But unlike the trend for the 
industry’s top performers, this actually 
represents a modest increase, up from 
2.4% in 2018. 

The increased use of banking and 
insurance products indicates that advis-
ors may be looking to further divers-
ify their revenue. At the same time, the 
increase could reflect a desire to take risk 
off the table for clients, with equity mar-
kets at historically high levels and market 
volatility on the rise in recent years. Both 
explanations point to growing caution 
about the market’s prospects after a year 
of strong growth.

Whatever the motivation for the chan-
ges in asset mix, this year’s survey also 
reveals a notable shift in revenue sources 
for advisors, which may also be tied to 
trends in particular products. While 
fee- and/or asset-based compensation 
remained dominant revenue sources, 
the reported share of each was down 
to 71.8% this year, from 78.7% last year. 
Conversely, advisors’ reported reliance on 
transaction-based compensation was up 
notably, jumping to 24.9% from 17.5% in 
our 2018 survey.

These trends are evident in the overall 
advisor population, but the industry’s top 
performers remain more reliant on fee- 
and asset-based revenue sources than 
their counterparts. For top producers, 
78.7% of revenue still came from fee- and 
asset-based sources, down from 81.0% a 
year ago. The rest of the industry was also 
down in fee- and asset-based sources, at 
70.7%, from 78.0% last year.

The lower 80% of advisors led the 
increasing reliance on transactions, with 
transaction-based revenue now gener-
ating 25.9% of these advisors’ revenue, 
up from 18.4% last year. Transactions 
also were increasingly important for 
top producers — their share of trans-
action-based revenue rose to 18.2% from 
13.0% last year — but remained less sig-
nificant for top producers than for the 
rest of the industry.

Overall, the trends in this year’s sur-
vey were largely shared by the dealers’ top 
producers and the rest of the industry — a 
case of a rising tide lifting all boats. IE

Rising tide lifts advisors
Advisors at Canada’s fund dealers are generating impressive 
growth in assets and boosting productivity

n
BY JAMES L ANGTON

Advisors reported that 
they are making more 
use of banking and 
insurance products
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The average advisor
Overall Top 20% Remaining 80%

2019 2018 2019 2018 2019 2018

Average

Age 53.1 54.4 54.4 54.4 52.7 54.3

Years with firm 11.2 12.8 13.7 13.4 10.7 12.8

Years in industry 21.8 22.1 25.3 24.2 21.0 21.1

Size of book ($mil.)  48.6  38.4  101.5  78.2  34.3  28.3 

Number of client households 208.2 197.7 166.1 151.3 221.4 211.9

AUM/client household ($) 322,859 238,771 969,314 608,466 160,362 146,348 

% of client accounts with assets of:

Less than $100,000 24.7 25.7 8.8 7.8 28.8 29.8

$100,000 to $250,000 23.4 23.9 13.5 16.5 26.2 25.7

$250,000 to $500,000 22.8 24.1 22.4 23.6 23.0 24.0

$500,000 to $1 million 17.4 15.2 26.5 22.6 15.0 13.5

$1 million to $2 million 7.1 7.6 13.8 19.1 5.0 4.9

More than $2 million 4.9 3.6 15.1 10.4 2.0 2.0

Average % source of revenue:

Fee/asset-based 71.8 78.7 78.7 81.0 70.7 78.0

Transaction-based 24.9 17.5 18.2 13.0 25.9 18.4

Fee for service 1.8 3.5 1.7 5.7 1.8 3.1

Deal-based 0.2 0.1 0.0 0.0 0.3 0.1

Branch manager override 1.4 0.3 1.6 0.3 1.5 0.3

Average % of gross revenue derived from:

Equities 3.5 5.5 9.8 10.9 1.7 4.2

Bonds 0.5 1.1 1.4 1.9 0.2 0.9

Mutual funds 67.4 69.1 54.4 57.2 70.7 71.8

ETFs 1.9 1.8 4.0 3.8 1.1 1.3

Proprietary managed 4.4 4.1 10.0 12.1 2.7 2.4

Third-party managed 3.7 1.8 7.5 3.6 2.9 1.4

Alternative investments 0.3 0.2 0.2 0.8 0.3 0.0

Income trusts 0.1 0.2 0.3 0.4 0.0 0.1

Insurance products 16.7 15.5 11.5 9.1 18.3 16.9

Banking products 1.9 0.8 1.7 0.4 2.0 0.9

Source: Investment Executive research IE


