
Shining a light on your value 
Insights on advisor compensation



A highly competitive environment
Client satisfaction is high now, but advisors are under constant 
assessment. That’s why it is more important than ever to be able 
to shine a light on the value you provide.
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Plan sponsors  
are solicited  

5 times a year  
by others seeking 

their business.

of plan sponsors are happy 
with their advisors.

evaluate their advisor’s  
performance at least annually.

say their advisor is very good at 
proving their value to the plan.

are actively looking to change 
advisors — an all-time high.

What plan sponsors are saying: 

Source: Fidelity Plan Sponsor Attitudes Survey, 2015, comprising 952 plan sponsors working with a variety of recordkeepers. 
Based on top two scores on a 7-point scale. Plans from 25 to 2,500 participants.



Under review: Performance and compensation
With competitive pressure, changing regulations, and the need for more support to plan 
sponsors, advisor compensation is going through significant evaluation and change. It is more 
important than ever to stay plugged in to trends in evaluation and compensation.
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have made an adjustment to compensation 
within the past 18 months, primarily due to  

of new clients have a fee-based compensation 
structure, compared with 68% of existing clients.

Value delivered (62%)

Investment performance (59%)

Cost and fees (57%)

How plan sponsors 
evaluate advisor 
performance:  

Source: Fidelity Advisor Client Panel Survey, September 2015Source: Fidelity Plan Sponsor Attitudes Survey, 2015

of advisors proactively review compensation 
with clients at least once a year.

competitive pressure and benchmarking.



Typical fee structures: Advisor payment rates 
Many advisors lack a systematic approach to setting fees. To help you set a benchmark, 
Fidelity has built a robust database of plan compensation information from nearly 4,000 
advisor-sold plans. Here’s what it tells us:

ASSETS IN PLAN ($ MILLIONS)

B
A

SI
S 

PO
IN

TS

<$1M: 45.9 

$1-$3M: 37.4

$3-$5M: 33

$5-$10M: 28.1

$10-$20M: 24.1
$20-$30M: 19.8

$30-$50M: 16.2
$50-$75M: 13.9

$75-$100M: 10.5
$100M+: 10.8

Source: Known average compensation rates for over 3,800 advisor-sold plans at Fidelity, using customized compensation as of July 2015.

AVERAGE ADVISOR COMPENSATION
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It is important  
to note that these  
are averages, and  
the services you 

provide may dictate  
a different pricing 

model. 



Typical fee structures: Services provided 
What services do most advisors offer as part of their fee structure? What services are less common? 
Knowing how your services compare may help you look more closely at your fees or help you differentiate 
yourself from other advisors.

Here is a breakdown of the percentage of advisors who offer the following services as part of their standard 
compensation model: 
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Investment analysis (94%) 

Employee education meetings (83%) 

Plan design consulting (79%)

Plan service issue assistance (77%) 

1:1 employee engagement (75%)

3(21) investment advisory support (71%)

Rollover support (53%)

Compliance testing support (31%)

Plan-level 3(38) investment management 
support (19%) 

Fiduciary training (4%) 

Financial planning (4%)

Source: Fidelity Advisor Client Panel Survey, September 2015
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Demonstrating your value 
Although most advisors review their fees and services with clients on a regular basis, many do not 
clearly articulate the amount of effort and progress they deliver on behalf of their clients. 

The percentage of advisors who discuss the following topics during fee/service reviews: 

10% 
itemized breakdown of time spent 

performing services for the plan

63% 
progress made on plan 
performance measures

64% 
benchmarking on fees

79% 
listing of activity performed 
on behalf of the plan

Source: Fidelity Advisor Client Panel Survey, September 2015



What to consider
Follow these steps to help you better articulate your value to your clients and to help you 
continue to advance your business. 

7

COMPREHENSIVE REVIEW
Provide clients with a comprehensive 
review at least annually. Highlight the 
value you bring through a summary 
of plan goals, activity highlights, 
and setting new objectives for the 
coming year. Leveraging exportable 
data from CRM systems can help 
with this task. 

POLICY REVIEW
If you work closely with client 
committees, set aside time on a 
regular basis to review governance. 
This can include plan design reviews, 
investment policy statements, 
committee charters, and legislative/
regulatory updates. Leverage 
benchmarking data where possible.

MEASURE PROGRESS
Leverage plan-level participant data, 
such as Fidelity’s Executive Insights 
tool, to help measure progress with 
employees and determine areas of 
focus or opportunity.

CREATE AN EDUCATION PLAN 
Whether you provide employee 
education yourself or leverage the 
recordkeeper, work with your client 
to create an education plan for the 
year and stick with it.
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