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Introduction

InspereX has partnered with Red Zone 
Marketing to conduct research on how 
financial professionals are operating, 
marketing, investing and communicating.

Survey Respondents:
829 financial professionals from broker-dealers, banks and 
RIAs were surveyed from May 12 – 19, 2025. The Financial 
Advisors responding work at independent broker/dealers, 
RIAs, banks, regional firms and wirehouses. The gender 
breakdown was 16% female, 84% male. 

Survey Objective: 
To collect insights designed to help financial professionals 
understand how practices across the United States are 
operating. 

Research: Spring 2025



4

KEY FINDINGS 

The Advisor Practice: Finding 
Opportunities in Uncertainty

The Spring Advisor Pulse Survey took place from May 12th to May 19th 
2025, at a time when the equity markets had been experiencing 
volatility (the S&P 500 saw a low of 5786.08 and a high of 5968.61), and 
economic and geopolitical headlines were in the news every day. With 
all this as a backdrop, Advisors were on the frontlines showing their 
value with investment philosophies and asset allocations that held up 
during the bumpy ride, and by communicating with clients and 
calming their fears at a time when they were feeling uncertain. Advisors 
continued to strengthen their client relationships as they found 
opportunities in uncertainty. We are highlighting these and many other 
vital issues impacting Advisors and their practices in the 2025 Spring 
Advisor Pulse Survey Report.
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KEY FINDINGS 

Thoughts on the Markets

Believe equities will 
be the top performer

49% 44%
Believe equities will 
be the most volatile 

Each year we ask Advisors for their thoughts on the 
markets. Despite the current volatility, and a majority of 
Advisors (84%) believing it is only possible to forecast 
the market in general trends and with no precision, they 
remain optimistic about the market with 60% 
forecasting the market will close up 10% by the end 
of 2025 and another 25% thinking it will close even. 
In fact, when it comes to asset classes in 2025:

Top 3 things clients are most worried about: 

Market Volatility 

43% 23%
Tariffs 

16%
Geopolitics

As we have found historically with the Pulse Survey, 
Advisors tend to be more focused on, and accurately 
forecast, what the longer-term, big picture issues will be, 
while their clients are most worried about the issues 
impacting them now. 

Geopolitics

29% 21%
Market Volatility 

18%
Tariffs 

Top 3 things Advisors are most worried about: 

Every survey, we check in on 
clients’ anxiety levels toward 
investing. Historically, anxiety 
levels have ranged from 6.0 
during the pandemic, to 7.0 in 
February 2023, to 5.1 last fall 
after the presidential election. 
In the current market, Advisors 
believe client anxiety levels are 
moderating at 5.4 (ranging 
from a low of 1 to a high of 10), 
which can largely be attributed 
to Advisors proactively helping 
their clients through difficult 
market swings.

Market crash/loss 
of principal

42%

34%
Political/economic 

uncertainty

Factors impacting anxiety 
levels are concerns about:
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5.1 5.4
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KEY FINDINGS 

Advisors Showed Their Value

“Difficult markets are 
the time that Advisors 
show their exceptional 
value. All the 
investment planning 
and high-touch service 
gave clients the 
confidence to remain 
calm in turbulent times. 
Advisors put in the 
work and now it is 
paying off.” 

Chris Mee
InspereX Managing Director
Head of WMS Wholesaled 
Distribution

Results showed that Advisors did a great job preparing 
their clients for uncertain times.  They spent the time 
communicating with clients to reassess and reassure 
them that their portfolios were built to weather the 
storm. For example, 72% of Advisors spent a majority 
their time proactively looking after their clients in a 
variety of ways during this time. 

With 80% of clients expressing some level of concern 
about having to postpone or delay major life goals, 
Advisors took the time to show clients their portfolios 
were still in line with their risk thresholds and that they 
were still on track. 68% of Advisors said they were 
conducting new risk tolerance assessments due to 
recent market events.

Ultimately, 64% of Advisors said they did not have to 
make significant portfolio changes in the last 6 months, 
and they were confident their current investment 
philosophy was effective in protecting client assets 
during this time.

Yes, their investment 
philosophy was 

very effective

49% 39%
Their investment 
philosophy was 

somewhat effective

Yes – absolutely 
we planned for this

43% 53%
In most 

cases – yes

And a majority of Advisors were able to confidently tell 
clients, “You’re going to be okay” during the current 
market volatility.

6
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KEY FINDINGS 

Advisors Showed 
Their Value

Advisors have found some big opportunities with 69% 
believing it’s the best time to strengthen client relationships 
and show value. Market volatility has increased client referrals or 
interest from prospects among 54% of Advisors surveyed. 

With over half of Advisors noting their clients have become more risk 
adverse, 55% said they were using more downside protection 
strategies now than in the past. When it comes to adding protection to 
portfolios, 46% say client demand has remained constant but 32% 
say more clients are looking for those options. Among those using 
protection strategies, they cite the following benefits:

To reduce or 
eliminate client 
risk exposure

33% 33%
To provide 

clients’ peace 
of mind

19%
To improve the 

clients’ investment 
experience
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Economic & Industry Predictions
In 2024 the S&P 500 ended up 
23%. Where do you forecast 
the market to close in 2025?

0%
8% 25%

60%

6% 1%
Down 20%

or more
Down 10%

or more
Even Up 10% Up 20% Up more

than 20%

Do you believe it’s possible to accurately forecast the current 
market environment?

29%

55%

7% 9%

No, not with any
real precision

Only in broad strokes
(general trends,

not timing)

Yes, with the
right tools

and analysis

I don't try to forecast
the market
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Economic & Industry Predictions
What do you believe will be the top performing asset class 
in 2025?

What do you believe will be the most volatile asset class 
for 2025?

49%
14%

11%
9%

6%
4%

3%
2%
2%

0%

Equities
Gold

Cryptocurrencies
Alternatives

Bonds/Fixed Income
Commodities

Cash/equivalents
Derivatives
Real assets

Currency

44%
36%

7%
4%

2%
2%
2%
2%

1%
0%

Equities
Cryptocurrencies

Commodities
Bonds/Fixed Income

Gold
Alternatives
Derivatives

Currency
Real assets

Cash/equivalents
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Economic & Industry Predictions
As a financial advisor, I am 
most worried about…

29%

21%

18%

17%

10%

6%

Geopolitics

Market Volatility

Tariffs

Inflation

Interest Rates

Rising Taxes
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Client Sentiments & Portfolio Development
My clients are most worried about…

What is the anxiety level of your clients toward investing 
right now?

43%

23%

16%

12%

3%

2%

Market Volatility

Tariffs

Geopolitics

Inflation

Rising Taxes

Interest Rates

1 10
On a scale of 1-10 with 10 being the highest

5.4
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Client Sentiments & Portfolio Development
How have your clients’ attitudes toward risk 
changed during the 2025 market volatility?

What percentage of your clients are asking for protection 
strategies?

10%

56%

27%
7%

0%
Much more
risk-averse

Slightly more
risk-averse

No change Slightly more
risk-tolerant

Much more
risk-tolerant

0 100
On a scale of 0 -100 with 100 being the highest

38.6
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Client Sentiments & Portfolio Development
Have you conducted new risk tolerance 
assessments due to recent market events?

What is the biggest fear your clients are expressing right now?

6%

62%

12%
20%

Yes,
for all clients

Yes,
for some clients

No,
but I plan to

No,
I don't see the need

42%

34%

8%

8%

7%

1%

0%

Market crash/loss of principal

Political/economic uncertainty

Running out of money in retirement

None, they are mostly calm

Inflation eroding purchasing power

Interest rates

Not being able to leave behind a legacy
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Client Sentiments & Portfolio Development
Have you had clients postpone or 
delay major life goals?

How often are you communicating with clients specifically 
about market volatility?

3%
25%

52%

20%

Yes, several Yes, a few No, but they've
expressed concern

No, not at all

12% 11%

53%

22%
2%

Weekly or more
often

Biweekly Monthly Only when clients
reach out

Rarely or never
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Client Sentiments & Portfolio Development
Are you able to confidently tell clients “you’re going to be 
okay” during the current market volatility?

Would you consider letting go of a significant client who 
repeatedly disregards your advice during a volatile time?

43%
53%

3% 1% 0%
Yes, absolutely -

we planned
for this

In most
cases, yes

Only for a few
clients

Not really - most
clients are fully
exposed to the

market

No, we haven't
implemented

protection
strategies

25%

42%

27%
3% 3%

Yes, and
I've done
it before

Yes, under
the right

circumstances

No, I try
to work

through it

No, client
retention is

too important

Not sure
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Client Sentiments & Portfolio Development
Does extreme market volatility lead to more children of your 
clients asking about how you’re handling their parents?

Do you anticipate retaining a majority of your client assets 
through their next generation?

Yes
20%

No
80%

38%

57%

4% 1%
Yes, I have strong

relationships with the
children of most of

my clients

I hope so, but I don't
have relationships

yet with the children
of most of my clients

I don't think the assets
will stay with me once

my client passes

No, the assets will
definitely leave
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Client Sentiments & Portfolio Development
I use downside protection strategies to…

My client portfolios may include:
SELECT ALL THAT APPLY

33%

33%

19%

15%

Reduce or eliminate the client's risk exposure

Provide peace of mind to my clients

Improve the client's investment experience

Target defined outcomes in client portfolios

92%
91%

80%
77%
76%

59%
52%

39%
23%

18%
9%

4%

Mutual funds

ETFs

Annuities

Cash/cash equivalents

Individual stocks

Structured products/Market-linked notes

Individual bonds

Market-linked CDs

Gold

Private Credit

Cryptocurrency

Other
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Client Sentiments & Portfolio Development
Have you made significant changes to your typical 
portfolio allocations over the last 6 months?

Do you believe your current investment philosophy has 
been effective in protecting client assets during this time?

9% 26%

64%

1%
Yes, major reallocations

across portfolios
Yes, but only for

specific client types
No, mostly stayed

the course
No, but I'm

evaluating now

49%
39%

10%
1% 1%

Yes, very effective Somewhat
effective

Mixed results Not effective Too early to tell
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Client Sentiments & Portfolio Development
Are you using more downside protection 
tools now than in the past?

What types of protection strategies are you currently 
recommending to clients? SELECT ALL THAT APPLY

14%

41% 39%

1%
5%

Yes, significantly
more

Yes, slightly more About the same Less than before I don't use these
strategies

69%
54%

50%
42%

33%
28%

18%
9%

3%

Annuities (fixed/indexed/variable)

Structured products/Market-linked notes

Cash alternatives (CDs, money markets)

Buffered ETFs

Market-linked CDs

Tactical or dynamic asset allocation

Bonds with downside risk considerations

Real assets

I am not using protection strategies right now
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Client Sentiments & Portfolio Development
Clients and their portfolios…

Are you using any investment product with a defined maturity 
or date-certain feature to help clients reach specific goals?

14%

17%

8%

32%

13%

23%

40%

30%

46%

78%

63%

43%

62%

22%

9%

My clients want access to private markets

My clients are interested in alternative investments

My clients want to exit the publicly traded market

My clients want options that will add protection to their
portfolios

My clients are focused on performance

MORE NOW THAN 
PREVIOUS YEARS

SAME AS 
PREVIOUS YEARS

NOT 
ASKING

My clients want access to 
private markets

My clients are interested in 
alternative investments

My clients want to exit the 
publicly traded market

My clients want options that will 
add protection to their portfolios

My clients are focused on 
performance

21%

54%

15% 9%
1%

Yes, regularly -
they are a key

 part of my
planning process

Occasionally -
depending on the
client's goal and

risk profile

Rarely No - I don't use
date-certain

products in my
practice

Not yet - but I'm
interested in

learning more
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Client Sentiments & Portfolio Development
When do you find date-certain 
products most useful?

41% 40%

18%

1%
To plan for a specific

client goal (e.g.,
retirement, college,
a large purchase)

To strategically
manage

risk or pursue
opportunities in

the markets

In volatile markets, to
lock in downside

protection
for a certain time

period

Other
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Marketing & Practice Management
Has market volatility led to increased client referrals or interest 
from prospects?

What’s been the biggest challenge for your practice during 
this volatile market?

7%

47% 43%

2% 1%
Yes, a significant

increase
Yes, a small

increase
No noticeable

change
No, it has
actually

decreased

Not sure

23%
23%

15%
15%

9%
8%

7%

Calming anxious clients

Keeping up with the market changes

Communicating value to clients

No major challenges

Communicating value to prospects

Staying personally resilient

Managing portfolio changes
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Marketing & Practice Management
How are you currently spending the majority of your time in 
your practice?

Do you believe this period of market volatility is a good time 
to strengthen client relationships?

34%

21%

17%

15%

10%

3%

Proactively reaching out to clients

Managing portfolios

Responding to client concerns

Prospecting and marketing

Internal planning or operations

Creating new content/communications

69%

22%
7% 1% 1%

Yes, it's the
best time to
show value

Possibly, but
it depends

on the client's
mindset

Not really, most
of my clients just
want reassurance,

not deeper
engagement

No - volatility
makes it harder

to build long-term
trust

I haven't
thought about

it that way
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Marketing & Practice Management
Which marketing strategies have resulted 
in new clients in 2025? SELECT ALL THAT APPLY

Which is the number one way you acquired new clients?

51%
13%
13%

7%
5%

4%
3%

1%
1%
1%
1%

0%
0%
0%
0%

Referrals without asking
Asking for referrals from clients

Referrals from other professionals (COIs)
Networking

Educational seminar or workshops
Lead generating platform (e.g. SmartAsset)

Client appreciation events
LinkedIn

Email marketing
Social media advertising

Webinars
Facebook

Search engine optimization (SEO)
Direct mail

Google Ads

76%
38%
38%

36%
20%

17%
12%

12%
11%
10%

5%
5%
5%

3%
2%

Referrals without asking
Asking for referrals from clients

Referrals from other professionals (COIs)
Networking

Client appreciation events
Educational seminar or workshops

LinkedIn
Email marketing

Webinars
Lead generating platform (e.g. SmartAsset)

Facebook
Social media advertising

Search engine optimization (SEO)
Direct mail

Google Ads
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Spring Survey Methodology

829 Financial Advisors
RESPONDENTS

May 12 – 19, 2025
SURVEY COLLECTION

GENDER

16%84%
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Spring Survey Methodology
Age Breakdown

Advisor Affiliation (SELECT ALL THAT APPLY)

16%

28%

38%

17%

1%
22-35 36-49 50-63 64-77 78+

AGE HIGHER

64%

32%
18% 4% 1%

Ind Broker
Dealer

RIA Bank Regional
Firm

Wirehouse
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Spring Survey Methodology
Assets Under Management 
(AUM) at end of 2024

51%

34%

10%

3% 3%

< $100M $100
- $350M

$351
-$600M

$601M
-$1B

>$1B
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Important 
Information

Questions? Contact InspereX at 888.849.5732 
or AdvisorSupport@InspereX.com
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 LLC, its affiliates nor its partners make any representations or 
guarantees as to the accuracy or completeness of data from third-party sources.

InspereX LLC 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. 

©2025 InspereX. 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 and insperex.com are trademarks of InspereX Holdings LLC.

20250528-4537850

mailto:AdvisorSupport@InspereX.com
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