OPINION SNAPSHOT | SEPTEMBER 2025

The Future of Financial Advising:
Evolution of Business Models

Alvaro Marin Cisco Hernandez
Garcia Northwestern University
Williams College

Abstract

The financial advisory industry stands at

a critical inflection point, fundamentally
reshaping how wealth management services
are delivered, priced, and experienced by
clients. This comprehensive analysis examines
the evolutionary trajectory of financial advising
business models, from traditional commission-
based structures to sophisticated Al-driven,
hybrid advisory platforms. This research identifies
key transformation drivers through extensive
industry analysis, case studies, and forward-
looking projections, including technological
disruption, regulatory evolution, demographic
shifts, and changing investor expectations. The
study provides actionable insights for advisory
firms navigating this new age of complex
transition while highlighting factors critical

to developing and developing a sustainable
competitive advantage in an increasingly
democratized financial services landscape.

Introduction

It was not so long ago that the financial advisor
was someone your parents met once a year. He
wore a tie, carried a briefcase, and likely worked
at Merrill or Morgan Stanley. His job, as everyone
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understood it, was to manage the family’s money—
mostly by putting it into familiar mutual funds and
assuring his clients that everything was on track. The
meetings were formal, the advice standardized, and
the compensation, though rarely discussed, came
from a quiet commission deducted somewhere in
the background.

Today’s advisor looks very different. She might work
remotely, dress casually, and use Zoom to meet with
clients. Rather than selling products, she may be
coaching young professionals through student loan
strategies or helping retirees optimize withdrawals.
She operates with digital dashboards, transparent
fees, and flexible service offerings—all tailored to

an individual’s goals. The office is more likely a
collaborative co-working space than a mahogany-
lined boardroom.

The profession seems to be shedding that old-
school skin altogether. Nowhere is this clearer than
in the rise of advisors like Peter Mallouk, a former
estate planning attorney from Kansas City who took
the unorthodox step of building his own Registered
Investment Advisor (RIA) firm, Creative Planning.
Rather than staying tethered to the old brokerage
model, Mallouk pursued independence. He offered
transparent fees, more personalized advice, and

Sapere Aude Consortium, Inc. was formed to serve first generation college students interested in financial services. Our goal is to provide a forum for students
to research and learn about critical issues impacting wealth and investment management. The authors listed above were asked to express their own ideas in
this Opinion Snapshot, whether or not the founders, board members, mentors or other industry professionals agreed with their opinions or proposals. This
Opinion Snapshot is offered in that spirit — to hear the views of some of the next generation of professionals to enter wealth and investment management.
Neither Sapere Aude Consortium, its board member, mentors, nor any of the authors received any financial support from any firm or person with any interest,
financial or otherwise, in this article. Neither Sapere Aude Consortium nor the authors are currently affiliated with any organization mentioned in this paper.



2 | Sapere Aude Consortium

Opinion Snapshot, September 2025

over time began to expand aggressively. The firm
now oversees nearly $300 billion in assets and has
drawn investments from Goldman Sachs and TPG.
Mallouk, once a local planner, is now estimated to
be worth $11 billion.!

His success, of course, is rare. But it points to
something deeper. The story of Creative Planning
is not just a fluke of entrepreneurial brilliance;

it’s part of a larger shift in how financial advice

is being delivered, monetized, and experienced.
RIAs like Mallouk’s are growing rapidly, pulling
talent from the legacy wirehouses that have long
dominated wealth management, and adapting
more nimbly to what clients increasingly expect:
honesty, clarity, flexibility, and relevance.? In the
shadow of this transition are hundreds of smaller
stories—advisors breaking away from banks,
startups leveraging Al to personalize portfolios,
clients asking harder questions about how their
money is handled.

“Financial advising may

have once depended on how
convincing a man in a suit
could be across a mahogany
table. But increasingly, it
depends on how well a firm can
serve a generation that expects
more—and is quietly moving
their money to prove it”

This paper examines the changing nature of
financial advising, focusing on how business
models have evolved in response to shifting
technology, regulations, and client expectations.
Beginning with the traditional models that long
dominated the industry, the paper will trace the
rise of digital platforms and hybrid approaches,
explore the future possibilities Al and
blockchain technology technology might
unlock, and identify the traits that will determine
which firms endure. Financial advising may have
once depended on how convincing a man in

a suit could be across a mahogany table. But
increasingly, it depends on how well a firm can
serve a generation that expects more—and is
quietly moving their money to prove it.

Current Trends in Financial Advising

Overview of Wirehouses

Not long ago, most financial advisors were
tethered to a wirehouse—a traditional Wall Street
firm that once relied on literal telegraph wires to
communicate and execute trades.® These firms—
think Merrill Lynch, Morgan Stanley, and Goldman
Sachs—offered advisors instant credibility,
institutional infrastructure, and a broad suite of
financial products.

Though originally focused on brokerage services,
wirehouses gradually expanded into retirement
planning, wealth management, and beyond.

For many advisors and clients, these firms

still represent a stronghold of brand trust and
operational support.* But the financial advisory
world is shifting. More advisors are walking

away from wirehouses and embracing the
independence, flexibility, and transparency offered
by Registered Investment Advisor (RIA) firms. In
turn, even the most entrenched wirehouses are
being forced to evolve.

Attractive Business Models with the
Emergence of RIAs

The 2008 financial crisis didn’t just erode investor
trust in Wall Street—it sparked a quiet migration.
Advisors disillusioned by the culture and
constraints of traditional firms began launching
their own RIAs, drawing clients who craved
personalized service, fee clarity, and advice
untainted by product incentives.®

Wirehouses took notice. Many began updating
their offerings and compensation models

to compete with the growing appeal of
independence. The result is a more dynamic and
diverse financial services ecosystem—one where
both legacy and independent models are adapting
in real time.
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Fee-Based Compensation

At the heart of this shift is how advisors are paid.
Wirehouses have long relied on commissions—
compensation tied to the sale of investment
products. This model, while lucrative for high
performers, can blur the line between advice and
sales, especially if recommendations are shaped
by incentives.®

RIAs introduced an alternative: fee-based
compensation. Whether it’s a flat rate, an hourly
fee, or most commonly a percentage of assets
under management (AUM), this structure aligns
the advisor’s success with the client’s. Under

this compensation structure, RIAs abide by the
fiduciary standard that strengthens this alignment
as advisors are required to act and offer their
clients products that benefit them and their
portfolios. Fees scale with portfolio performance,
creating natural alignment and reinforcing the
fiduciary standard. However, this model can
unintentionally deprioritize smaller accounts, since
compensation is tied to AUM.”

Still, the transparency and advisor/client alignment
of RIAs matter. As clients become savvier, RIAs
have gained ground. And many wirehouses

are now incorporating fee-based options into
their platforms,® signaling not a passing trend
but a broader realignment around client-first
compensation models.

Changes in Payouts

The RIA revolution has also challenged how
advisor earnings are structured. Wirehouses
typically pay advisors through a grid system:

the more revenue you bring in, the higher your
payout percentage. Although this setup provides
structure and rewards volume, it can feel rigid—
especially when additional effort doesn’t always
translate into additional compensation.®

RIAs operate without grids. Advisors can set their
own pricing, control their cost structures, and
build equity in their firms. They can scale services,
reduce overhead, and ultimately create a business
that reflects their values and goals.' As Figure 1
shows, AUM-based compensation is on the rise,
and with it, greater advisor autonomy.

Wirehouses aren’t standing still. Many have
begun loosening grid thresholds, exploring hybrid
payout structures, and offering more autonomy to
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Figure 1: Asset-based fees are projected to increase at the expense of commissions.
Source: BlackRock Advisor Center, Cerulli, “U.S. Retail Advisor Metrics 2023.”"!
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advisors who value entrepreneurial flexibility —but
still want the safety net of institutional support.

“What used to be two
opposing worlds are now
overlapping, as both sides
borrow from the other”

Autonomy and Firm Culture

Culture matters. Wirehouses typically provide
structured environments with clear expectations
and centralized control—an appealing setup for
advisors who prefer stability, mentorship, and
shared infrastructure.’? These firms also tend to
favor in-office work, encouraging collaboration
through face-to-face interaction.

RIAs, meanwhile, offer the freedom to choose.
Advisors can adopt their own tech, design
personalized workflows, and select their clients

and team members. This autonomy fosters an
entrepreneurial spirit and a more collaborative,
startup-like culture. It also comes with the pressure
of building the business from the ground up—
branding, operations, compliance, and more.®

In response, wirehouses have become more
flexible—introducing hybrid work models, loosening
internal controls, and supporting custom technology
platforms.™ What used to be two opposing worlds
are now overlapping, as each side borrows from the
other to meet advisor preferences.

Differences in Regulatory Standards

Trust is the currency of financial advising. And one of
the most significant distinctions between RIAs and
wirehouses lies in the regulatory standards they follow.
Advisors at wirehouses operate under the suitability
standard, which requires that recommendations

be appropriate for the client’s situation—but not
necessarily the best possible option.*®

On the other hand, RIAs as mentioned earlier, are

As Fiduciary Advisors Rise, Those Only Under the Suitability

Standard Decline

Financial advisors have been migrating over to falling under more stringent ethical standards
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Figure 2: The Rise of Fiduciary Advisors and Decline of Suitability Advisors.
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Younger and, to a lesser extent, wealthier consumers increasingly prefer

to consolidate banking and investing.

Agreement with the statement ‘| prefer to place investments with a
firm where | also have a banking relationship, % of consumers
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Figure 3: Banking consolidation and investment among younger investors.
Source: 2023 McKinsey Affluent and High-Net-Worth Consumer Insights Survey (n= ~7,000)."

bound by the fiduciary standard—a higher bar
that demands advisors act in their clients’ best
interests, with full transparency and no conflicts of

interest.'® For many clients, that distinction matters.

And it’s one reason why fiduciary RIAs continue to
grow in number as depicted in Figure 2.

Recognizing this shift in expectations, wirehouses
have responded with Regulation Best Interest
(Reg Bl)—a Securities and Exchange Commission
(SEC) rule introduced in 2020 that raises the
standard for financial advisors in wirehouses.

Reg Bl requires clearer disclosures and limits on
recommendations that pose conflicts, moving
wirehouses closer to fiduciary territory.'”

Although RIAs still offer the clearest fiduciary
alignment, the gap is narrowing. Clients today
expect transparency and objectivity —regardless
of platform. And firms across the spectrum are
evolving to meet those expectations.

Cultural Shifts Driving Change

A generational wave is reshaping the advisory
landscape. Gen X and millennial investors—digital
natives who value personalization and tech-savvy
service—are driving many of today’s industry shifts.
RIAs, with their flexibility, are often first to adopt
the tools these clients demand. Holistic planning,
financial coaching, digital onboarding—these are
now table stakes for attracting younger investors.'®

Wirehouses are responding. They’re launching
digital platforms and rolling out hybrid service
models to remain competitive.2® These efforts
show that traditional firms are serious about
serving the next generation.

There’s also a growing recognition of women as
a driving financial force. By 2030, women are
expected to control a significant portion of baby
boomer wealth.?! Additionally, women in general,
especially younger women, are investing more—
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and differently. They often value long-term security,
relationship-based advising, and collaborative
planning. RIAs are leaning into these values with
personalized service and flexible models.

Wirehouses are catching up—recruiting more female
advisors, building gender-specific campaigns, and
embracing relationship-driven wealth strategies.??
Both models are competing to win over this
increasingly influential group.

And it’s not just clients who are changing. Many of
the next-generation advisors—particularly women—
are choosing RIAs for the autonomy, flexibility,

and ownership opportunities. These firms offer a
pathway that aligns with personal goals as much as
with professional ones.??

Ultimately, the rise of RIAs reflects deeper cultural shifts.
But wirehouses are evolving, too. As both models
adapt, the financial advising industry is moving toward a
more diverse and dynamic future—one where advisors
and clients alike have more choice, more flexibility, and
higher expectations than ever before.

Innovations Transforming
Financial Advising

Digital and Robo-Adyvising Platforms

Financial advising is no longer confined to a client
across a well-dressed broker. In place of this
model, digital platforms have emerged, offering
streamlined, automated, and algorithm-driven
financial advice. Known as robo-advisors, these
platforms deliver portfolio management with little
or no human interaction. Clients typically begin
with a brief questionnaire, allowing the algorithm
to generate a tailored investment plan. Most robo-
advisors rely on passive indexing strategies guided
by modern portfolio theory (MPT), using balancing
bands to maintain optimal asset allocations. The
result is accessible, affordable financial planning
that runs efficiently in the background.

The rise of robo-advising can be traced back to
2008, when Betterment and Wealthfront launched
platforms that reimagined how investors accessed
guidance. Wealthfront focused on broadening

access to advice through software, whereas
Betterment emphasized passive investing via an
intuitive online interface.?* Before these launches,
automation software was largely restricted to human
wealth managers. Robo-advisors democratized
investment by giving clients direct access—cutting
out the middleman.

What began as a niche quickly evolved. Betterment
and Wealthfront still operate as pure robo-advisors,
but traditional institutions like Vanguard and Schwab
have built hybrid platforms that pair automation with
real advisors, offering the best of both worlds.

Robo-advisors appeal to cost-conscious investors.
With fees as low as 0.4% of AUM and minimal
account requirements, they undercut the traditional
1% fee charged by human advisors.?® Their value
extends beyond affordability. These platforms

offer automated tax-loss harvesting, seamless
rebalancing, and easy onboarding through user-
friendly digital interfaces.?®

They also broaden access. By eliminating high
minimum balances and offering 24/7 digital service,
robo-advisors open the door to young investors,
underserved communities, and those previously
overlooked by traditional firms. Al-powered chatbots
and intuitive dashboards help guide users through
decisions without the pressure of a sales pitch.

Still, robo-advisors aren’t a cure-all. They fall short
in areas like estate planning, trust management,
and nuanced tax strategies. These platforms excel
at managing traditional investment portfolios but
struggle when goals become more complex. In
short, they lack empathy. For many, robo-advisors
are an entry point; more sophisticated planning still
requires human insight.

A survey by Investopedia and the Financial Planning
Association found that 40% of users were uneasy
relying solely on automated platforms during market
downturns.?” The message was clear: people value
automation, but they want human reassurance when
things get turbulent.

That’s why hybrid models are gaining traction.
These approaches blend algorithmic efficiency with
the strategic insight, emotional intelligence, and
personal guidance that human advisors provide.
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Traditional banks and fintech startups alike are
building tools that segment clients by needs.?®
High-net-worth clients may receive more hands-
on attention, while others are steered toward
digital-first models.

In this blended world, automation handles the
routine; humans step in for the nuances. The future
of advice lies not in choosing one over the other,
but in offering both where they’re needed most.

Product Innovations

Digital delivery has reshaped expectations—
not just for service, but also for the products
themselves. Investors today want solutions that
are tax-efficient, customizable, and aligned with
personal values. The industry is responding with
tools that match these demands.

One of these tools, the exchange-traded fund
(ETF), has redefined portfolio construction. Like
mutual funds, ETFs bundle assets like stocks or
bonds; unlike mutual funds, they trade like stocks,
offering real-time pricing and liquidity. Their low
fees and broad exposure make them ideal for
diversified investing. Thematic ETFs, such as
those focusing on environmental, social, and
governance (ESG) concerns or specific industries,
offer added customization without requiring
complex portfolio design.

“This level of tailoring was
once the hallmark of a seasoned
financial planner. Now, it’s
increasingly powered by code.”

Another innovation, direct indexing, takes
personalization further by allowing clients to own
the individual securities within an index. This
opens the door to targeted tax-loss harvesting
and customized screens—whether based on risk,
sectors, or personal values. It’s a leap beyond
one-size-fits-all investing.

Personalization Through Technology
Advances in Al, data analytics, and digital

platforms make deep personalization scalable.
Today’s platforms can adapt portfolios to each
client’s risk tolerance, goals, and tax situation.
Real-time adjustments, dynamic rebalancing,
and tax optimization—all once reserved for elite
clients—are now broadly available.

This level of tailoring was once the hallmark of a
seasoned financial planner. Now, it’s increasingly
powered by code. The wealth management
industry is shifting toward a future where fully
customized, technology-enabled portfolios
become the norm. And that shift is already well
underway.

Future Directions and Emerging
Technologies

Artificial Intelligence and Machine
Learning Integration

The next frontier in financial advising is already
unfolding, shaped by rapid developments in
artificial intelligence and machine learning.

While robo-advisors handle basic automation,
advanced Al platforms now dive deeper; they
parse economic indicators, market conditions,
behavioral data, and personal financial histories to
generate highly customized insights.

Tools like Salesforce Einstein, IBM Watson,

and emerging fintech solutions offer predictive
analytics that go beyond surface-level planning.
These systems help advisors anticipate client
needs, detect changes in risk appetite, and
identify timely opportunities for outreach. From
automating research to generating tailored
content, Al doesn’t just streamline processes—it
expands the advisor’s reach.

Natural language processing (NLP) allows Al to
interpret tone, sentiment, and context in client
communications. This helps advisors respond
with empathy and precision, especially during
volatile markets or major life events. Al-powered
chatbots handle routine questions at any hour and
escalate complex concerns to human advisors
without delay.
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Machine learning enables firms to analyze
patterns across historical client data, market
activity, and macroeconomic shifts. These models
forecast portfolio behavior, flag clients at risk of
churn, and suggest proactive interventions. With
this foresight, advisors can adjust risk exposures,
personalize outreach, and deliver value before a
client even asks.

Yet, with this power comes responsibility.
Algorithmic bias, data privacy, and transparency
are core concerns that regulators are still working
to address. Advisors must remain vigilant,
reviewing algorithmic outputs with a critical eye
and maintaining human oversight. Clients may
embrace Al, but they still expect a real person

to explain their options, ensure fairness, and be
accountable for the advice they receive.

Blockchain Technology and Asset
Tokenization

Blockchain is beginning to reshape how
ownership is defined and transferred. Through
asset tokenization, this technology allows
fractional ownership of traditionally illiquid assets
like real estate, private equity, and intellectual
property. Smart contracts simplify operations
like dividend payments and voting rights while
creating permanent transaction records.

Firms such as AlphaPoint, Polymath, and Harbor
are building blockchain infrastructure that lets
investors buy slices of art or office buildings

the same way they would purchase shares of a
company. These platforms unlock liquidity and
reduce barriers to entry by creating secondary
markets for assets once reserved for institutions.

Tokenization opens the door to investments that
were previously off-limits for the average investor.
With lower minimums and broader availability,
retail clients can now access private markets,
diversify across asset classes, and build portfolios
that were once only accessible through high-net-
worth channels.

Despite its promise, blockchain’s path forward
depends on regulatory clarity. The SEC and global
regulators are actively shaping frameworks to

address token classification, investor protection,
and market integrity. As tokenized markets evolve,
advisors will play a crucial role in helping clients
understand new risks—security vulnerabilities,
limited liquidity, and unclear legal protections
among them.

The advisor’s job won’t just be to explain
blockchain—it will also be to help clients tell the
difference between opportunity and hype.

“In a world shaped by

Al blockchain, and ESG
frameworks, the advisor’s role is
evolving but far from obsolete.
Technology may help ... but it
cannot replace judgment, trust,
or ethical clarity.”

ESG Integration and Sustainable
Investing Evolution

The shift toward environmental, social, and
governance (ESG) integration is not just a trend;
it’s becoming a structural pillar of modern
investing. As regulations evolve and clients
become more values-driven, advisors must stay
informed and adaptive, and clients should be able
to see that commitment in action.

Sustainable investing has surged, with ESG
assets reaching $35.3 trillion globally in 2024,
accounting for more than one-third of total assets
under management.?® This growth reflects more
than marketing—it’s a reflection of changing
investor priorities and regulatory momentum.

Major firms like BlackRock, Vanguard, and

State Street have fully integrated ESG into their
investment processes, proxy voting policies, and
corporate engagement. What was once a niche
product line is now a baseline expectation.

To support this shift, data providers such as
MSCI and Sustainalytics offer ESG scoring and
impact assessments that help align portfolios
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with client values. Al-driven tools identify trends,
flag regulatory changes, and assist in optimizing
portfolios across dozens of ESG metrics. These
platforms bring rigor and scalability to a space

that used to rely heavily on qualitative judgment.

A growing body of research suggests ESG isn’t
just good ethics; it’s good economics. Meta-
analyses of thousands of studies show that
integrating ESG criteria can improve long-term
returns while reducing downside risk. Far from a
trade-off, sustainability is increasingly viewed as a
driver of performance.

In a world shaped by Al, blockchain, and ESG
frameworks, the advisor’s role is evolving but far
from obsolete. Technology may help build better
portfolios and streamline compliance, but it cannot
replace judgment, trust, or ethical clarity. The
future will demand both digital fluency and human
wisdom—often in the same conversation.

Critical Success Factors

Innovation

Firms that succeed in today’s financial landscape
tend to have one trait in common: a culture of
innovation. Advisors and firms that embrace new
technologies—from advanced planning tools to
machine-learning platforms—are better equipped
to meet evolving client expectations, improve
efficiency, and stay ahead of the curve.

One standout example is the partnership between
Schwab Advisor Services and Addepar, an asset
management platform. Through this collaboration,
advisors have gained access to tools that
enhanced both operational precision and client
personalization. The result wasn’t just better
service delivery; it was a stronger market position,
setting aside 5% to 10% of revenue specifically for
technology development and piloting new ideas.*

Yet innovation is not just about being first.
Execution matters. Successful firms evaluate
technologies not just by novelty but by how well
they serve clients. The most impactful solutions
tend to be those that balance advanced features

with usability, long-term strategic alignment, and
regulatory readiness.

Agility and Adaptability

Financial advising today moves quickly. Whether
due to market shifts, regulatory changes, or new
tech tools, firms that stay nimble outperform those
that don’t. Many are adapting by flattening their
org charts, fostering collaboration, and speeding
up decision-making.®' These modern team models
enable firms to keep their focus on the client, not
internal bureaucracy.

Tech helps too. Advisors now rely on Al to analyze
behavior, build portfolios, and customize service.
Automating tasks like onboarding or document
processing opens the door to serving a broader
range of clients—including those with smaller
accounts—without sacrificing quality. These
efficiencies also give advisors more time for
relationship-building and strategic planning.

But as virtual communication becomes the norm,
security matters more than ever. Firms are investing
heavily in data encryption, secure messaging,

and digital document sharing to protect sensitive
information. Meanwhile, video calls, once rare, are
now preferred by many advisors; roughly 33% of
advisors now prefer the usage of video calls when
meeting with their clients, compared to just 2%
before the COVID-19 pandemic.? To keep up,
advisors must continuously update both their tech
and their skills.

Customer-Centricity

The modern client expects more than just returns.
Especially for younger generations, ease of

use and transparency are must-haves. Mobile
platforms, seamless onboarding, and intuitive
dashboards are now table stakes.

Communication expectations have also shifted.
Clients want regular check-ins and updates
every few weeks —not quarterly statements with
jargon. Education is equally important. Sharing
resources builds trust and empowers clients to
take ownership of their decisions.
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Personalization ties it all together. According to a
Consumer Report by Accenture, 90% of high-net-
worth investors find the advice they receive too
generic.® Today, 77% of clients say their financial
goals are directly tied to personal milestones—buying
a home, supporting family, launching a business.?*
Especially for Millennials and Gen Z, advisors who
combine personalization with clear education are
better positioned to build lasting relationships.

Competitive Advantage

To stay competitive, firms need to do more

with less. That’s where technology and smart
outsourcing come in. Wealth tech tools like
Orion, Addepar, and Envestnet streamline billing,
reporting, and communication. This lowers
overhead and frees advisors to focus on clients.

“Financial advisors today
offer more than just managing
investments or recommending
financial products—they
support every dimension of a
client’s financial life.”

Al has become a critical component of the
finance industry’s technological landscape. In
fact, 77% of companies find value in leveraging
Al to maintain a competitive advantage, and 83%
of companies consider it a priority. Al-driven
analytics and automation enhance decision-
making, personalize client experience, and further
reduce operational costs, giving firms a critical
edge in a crowded market.%®

Many firms also outsource specialized functions
like compliance, portfolio rebalancing, and tax
prep. A 2023 Investment News study found

that more than 60% of RIAs use outsourced
investment management, and nearly 40%
outsource compliance.®® The goal: scale faster,
serve more clients, and stay lean in a fee-
compressed environment.

Betterment is a case in point. By consistently
adding features —from tax-coordinated portfolios to

behavioral finance tools—the platform remains ahead
despite growing competition.®” Robinhood’s move

to zero-commission trading is another example; one
innovation can reshape an entire industry.®

Services Beyond Product and
Portfolio

Financial advisors today offer far more than just
managing investments or recommending financial
products—they support every dimension of a
client’s financial life. As planners, educators, and
confidants, they assist with retirement, budgeting,
debt, college planning, insurance, and even life
transitions such as marriage or inheritance. Often,
they coordinate across disciplines, working with
estate attorneys, tax professionals, and insurance
providers to deliver holistic, seamless planning.®®

Peace of mind is another key service. In volatile
markets or periods of personal upheaval, effective
advisors help clients stay focused on long-term
goals. Serving as behavioral coaches, they guide
clients through emotionally charged decisions and
help avoid costly mistakes driven by fear or short-
term thinking.*

As technology assumes more transactional tasks,
the value of distinctly human qualities—empathy,
sound judgment, and trust—continues to grow.
These traits form the foundation of the advisor-
client relationship, offering clarity and reassurance
that algorithms alone cannot replicate.

Trust remains a cornerstone of financial advising.
Clients want to know that their data is secure
and their advisor is working in their best interest.
Transparency helps build that trust, especially
when it comes to fees.

According to Asset Mark, one of the top reasons
clients leave an advisor is a lack of fee clarity.*'
Acting as a true fiduciary —communicating openly,
explaining decisions, and keeping clients in the
loop—isn’t just good ethics. It’s also good business.

Conclusion

The financial advisor of yesterday, clad in a tie
and tethered to a brokerage, offered a service
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shaped by convention and cloaked in complexity.
But the stories traced in this paper suggest that

the industry has begun to write itself a new script.

What we are witnessing is not just a gradual shift
from legacy models but a significant realignment
in who gives advice, how it is delivered, and
what clients expect from the experience. The
rise of RIAs, empowered by fiduciary standards
and transparent fee structures, reflects a

deeper transformation in the architecture of trust.
Meanwhile, technology, once viewed as a threat
to human advisors, has become their most
powerful partner. Together, these forces are
dismantling the rigid hierarchies of the past and
replacing them with flexible, client-centric
ecosystems capable of meeting modern needs.

At its core, this transformation is cultural. A
generation of investors—diverse, digital-native,
and skeptical of opaque financial practices—
demands engagement that is values-aligned,
data-informed, and deeply personal. Advisors are
responding to this call by integrating advanced

tools like Al, blockchain, and ESG analytics into
their practices, not to replace human insight,

but to amplify it. Whether through automated
rebalancing, hyper-personalized portfolios, or
more inclusive access to investment vehicles via
asset tokenization, firms that treat technology as
a way to enhance empathy and understanding will
lead the next chapter of wealth management.

This journey will not proceed without friction.
Economic volatility will test new business models,
but the signal is unmistakable: the financial
advisor’s role is no longer to sell products but

to build enduring relationships tailored to each
client’s unique goals and values. As the industry
unbundles itself from outdated norms, success
will belong to those who realize that trust and
relevance are earned not only through expertise,
but also through listening, adaptability, and ethical
clarity. The mahogany conference table is gone.
What replaces it is a more fluid, more transparent,
and ultimately more human conversation.

Authors’ Note

both this project and our professional growth.

This opinion snapshot was prepared to examine the evolution of the business model for financial advising.
Our goal is to analyze how shifts and client expectations, technological innovation, and regulatory change
are influencing the profession, while also offering insights into potential future directions.

We would like to extend our sincere gratitude to Sapere Aude Consortium and to our advisors Bill
Dunigan, Katie Fisher, and Lauren Goldfarb for their guidance, support and meaningful mentorship
throughout the research process. Their expertise and encouragement have been invaluable in shaping
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