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Highlights:

• RIA firms entered 2020 from a position of strength: robust 

five-year growth trends across assets under management 

(AUM), revenue, and clients.

• Top strategic priorities have remained consistent year-over-

year: acquiring new clients, leveraging technology to improve 

productivity, and enhancing strategic planning.

• A continued focus on net organic growth has helped RIAs 

smooth the impact of volatile markets.

• Most firms are planning to hire in the next 12 months and 

are largely targeting talent at other RIAs.

• New in 2020: the Firm Performance Index 

This index evaluates firms in the study according to 15 

metrics that align with Schwab’s Guiding Principles for 

Advisory Firm Success. The index evaluates all firms 

participating in the study, encompassing all sizes and 

lifecycle stages. More details on the Index can be found 

in the Appendix. 

The Top Performing Firms referred to throughout this 

report are firms that rank in the top 20% of the index.

• 2020 Special Focus Area: Client Experience

This year’s study includes additional data related to 

helping firms understand the key elements of designing a 

client experience to better serve clients in the future. 

This includes not only service offerings, but also 

considerations about people, processes, and systems 

that ultimately make up the client journey.

Schwab’s RIA Benchmarking Study is 
the leading study in the industry —
1,010 advisory firms, representing 
$1.1 trillion in AUM, participated this 
year.

The following report is organized 
according to Schwab’s Guiding 
Principles for Advisory Firm Success, a 
framework to help advisors address the 
complexities of growing their firms and 
creating enduring businesses. 

2020 RIA Benchmarking Study from Charles Schwab

https://advisorservices.schwab.com/guidingprinciples
https://advisorservices.schwab.com/guidingprinciples
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Top strategic initiatives remain consistent year-over-year, with 

acquiring new clients a priority.

42020 RIA Benchmarking Study from Charles Schwab

Results for all firms with $250 million or more in AUM. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.  2019 RIA Benchmarking 

Study from Charles Schwab, fielded January to March 2019. Study contains self-reported data from 1,310 firms. 

Acquire new clients through business referrals2

Recruit staff to increase firm's skill set/capacity5

Improve productivity with new technology3

Enhance strategic planning and execution4

Improve satisfaction for existing clients6

Planning

Rank

42%

26%

22%

22%

21%

17%

1 Acquire new clients through client referrals

Percent of firms

2020 2019

37%

26%

24%

24%

24%

16%



RIA firms entered 2020 from a position of strength.

5

$2,867

$4,232

2015 2019

$424

$761

2015 2019

+9.2% CAGR1

Clients

302

389

2015 2019

+7.3% CAGR1 +4.7% CAGR1

Assets under management
In millions

Revenue
In thousands

2020 RIA Benchmarking Study from Charles Schwab

1 Median compound annual growth rate (CAGR) over the five-year period from 2015 to 2019 for all firms with $250 million or more in AUM.

Median results for all firms with $250 million or more in AUM . Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April , 

2020. Study contains self-reported data from 1,010 firms. Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money 

manager groups—by AUM size.

Planning



Over the past five years, AUM growth was strong for all firm sizes.

$111 
$217 $403 

$591 

$867 

$2,561 

$174 
$345 

$620 
$852 

$1,459 

$4,167 

6

Assets under management
In millions
Median results by peer group (AUM)
5-Year AUM CAGR (2015–2019)

2015

2019

$750M–$1B $1B–$2.5B$500M–$750M$250M–$500M Over $2.5B$100M–$250M

8.6%
5-Year 
CAGR

9.3%
5-Year 
CAGR

9.4%
5-Year 
CAGR

7.3%
5-Year 
CAGR

9.8%
5-Year 
CAGR

9.0%
5-Year 
CAGR

2020 RIA Benchmarking Study from Charles Schwab

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

Planning



Revenue growth also remained positive for the 5-year period.

$759 
$1,467 $2,508 

$3,071 

$4,934 

$13,703 

$1,186 
$2,206 

$3,762 
$4,982 

$7,810 

$20,452 2015

2019

Revenue
In thousands
Median results by peer group (AUM)
5-Year revenue CAGR (2015–2019)
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6.7%
5-Year 
CAGR

7.8%
5-Year 
CAGR

6.9%
5-Year 
CAGR

6.1%
5-Year 
CAGR

7.7%
5-Year
CAGR

6.9%
5-Year 
CAGR

2020 RIA Benchmarking Study from Charles Schwab

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

Planning

$750M–$1B $1B–$2.5B$500M–$750M$250M–$500M Over $2.5B$100M–$250M



115 
182 

257 
301 

422 

969 

157 

240 

320 

410 

636 

1,331 

8

Total clients
Median results by peer group (AUM)

2015

2019 2019 Average assets per client ($M)

Independent model appeals to high-net-worth clients.

2020 RIA Benchmarking Study from Charles Schwab

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

$1.2M

$1.6M

$2.0M

$2.9M

$3.1M

$3.7M

Planning

$750M–$1B $1B–$2.5B$500M–$750M$250M–$500M Over $2.5B$100M–$250M



Strategic and succession plans support firm performance 

and endurance, helping firms adapt to change.

92020 RIA Benchmarking Study from Charles Schwab

Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 metrics to arrive at a holistic assessment of each 

firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.

Planning

44%

66%

75%

Firms with written strategic plan

54%
61%

66%

Firms with written succession plan

Firms 

under $250M

Firms 

over $250M

Top Performing 

Firms

Firms 

under $250M

Firms 

over $250M

Top Performing 

Firms



2020 RIA Benchmarking Study from Charles Schwab 10



11

A continued focus on net organic growth helps to smooth 

the impact of volatile market conditions.

Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 metrics to arrive at a holistic assessment of each 

firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.

2020 RIA Benchmarking Study from Charles Schwab

Contribution of net organic asset growth to AUM growth

Net organic growth 

AUM growth

-1.1%

4.1%

2018 2019

Firms over $250M

2018 2019

Top Performing FirmsFirms under $250M

2018 2019

12.9%

20.5%

0.0%

7.4%

20.5%

4.5% 4.5%

7.6%

20.5%

4.1%

28.9%

Value



Documenting an ideal client persona and client value 

proposition helps firms craft a meaningful client experience.

2020 RIA Benchmarking Study from Charles Schwab

Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 metrics to arrive at a holistic assessment of each 

firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.  

Top Performing Firms

Firms with a documented ideal 

client persona/profile (ICP)

68%

Firms over $250M

75%

55%

12

Firms under $250M 50%

60%

66%
Firms with a documented 

client value proposition (CVP)

Top Performing Firms

Firms over $250M

Firms under $250M

Value



Firms with both a documented ideal client persona and client value 

proposition attracted more new clients and assets in 2019.

2020 RIA Benchmarking Study from Charles Schwab 13

Median results for all firms with $250 million or more in AUM.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

Value

More new 

clients

More new 

client assets

45%28%



Adding services is a thoughtful process, supported by a firm’s 

strategic plan, ideal client persona, and client value proposition.

2020 RIA Benchmarking Study from Charles Schwab 14

Results for all firms with $250 million or more in AUM.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

Firms’ top strategic considerations in deciding to offer a new service

Value

60%Align with firm’s strategic plan

34%Provide value-added benefit to support existing pricing

Support client value proposition 57%

Differentiate firm from the competition 41%

Resonate with ideal client persona 45%



Firms increasingly offer value-added services to compete and 

deepen their value proposition.

2020 RIA Benchmarking Study from Charles Schwab 15

Firms offering service

2019

2015

Estate 

planning

Lifestyle 

management

Bank

deposits

Family 

education

Tax planning 

and strategy

Charitable 

planning

Results from the 2016 and 2020 RIA Benchmarking Study from Charles Schwab. Results for all firms with $250 million or more in AUM. 

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

80%

70%

37%

22%

66%

65%

36%

28%

84%

68%
75%

60%

Value
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Advisors have maintained client service levels while 

increasing productivity.

2020 RIA Benchmarking Study from Charles Schwab

Median results from the 2016 and 2020 RIA Benchmarking Study from Charles Schwab. Results for all firms with $250 million or more in AUM. 

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.  

2019

AUM per 

professional ($M)
$89

$99

2019

2015

Clients per 

professional
48

53

2019

2015

Annual hours 

per client for 

operations & 

administration
19

17

2019

2015

Annual hours 

per client for 

client service

34

34

2015

17

Top Performing Firms

Also manage 53 clients per 

professional

Spent 13 hours per client for 

operations and administration, 

nearly 25% less time than firms 

with over $250 million in AUM

Operations



Leveraging CRM systems can help serve clients more 

consistently and streamline communications.

18

Firms with standardized workflows 
within CRM for over 50% of tasks

2020 RIA Benchmarking Study from Charles Schwab

Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 metrics to arrive at a holistic assessment of each 

firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.  

26%

Firms 

under $250M

Firms 

over $250M

38%

Firms with three or more data sources 
or systems integrated with CRM

48%

Top Performing 

Firms

32%

42%

Firms 

under $250M

Firms 

over $250M

Top Performing 

Firms

37%

Operations



0% 20% 40% 60% 80% 100%

Firms are leveraging digital touchpoints to enhance the 

client experience.

19

Firms with strategy implemented

2020 RIA Benchmarking Study from Charles Schwab

Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 metrics to arrive at a holistic assessment of each 

firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.  

Operations

Top Performing Firms

Firms over $250M

Firms under $250M

Electronic/digital 

signatures for custodian 

forms

Virtual client meetings

Screen sharing/co-browsing

Texting

Online meeting scheduler

Digital forms



Centralizing business functions creates efficiency and 

capacity to spend more time with clients.

202020 RIA Benchmarking Study from Charles Schwab

Results for all firms with less than $250 million in AUM and firms with $250 million or more in AUM.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Operations

20

0% 20% 40% 60% 80% 100%

Firms using centralized function to achieve scale

Performance reporting

Firms over $250M

Firms under $250M

Investment analysis/research

Trade execution

Portfolio management

Financial planning

Team or role to respond 

to digital/technology 

client questions



Firms use a range of technologies to provide services to clients 

efficiently.

212020 RIA Benchmarking Study from Charles Schwab

Results for all firms with less than $250 million in AUM and firms with $250 million or more in AUM.  

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Operations

0% 20% 40% 60% 80% 100%

Firms using technology system

Portfolio management 

system

Client relationship 

management (CRM) system

Financial planning software

Portal or vault to share 

information with clients and 

third parties

Rebalancing system

Document management 

system

Firms over $250M

Firms under $250M



Advisors are taking key steps to strengthen their cybersecurity 

programs, protecting their clients and firms.

22

Percent of all firms with $250 million or more in AUM. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

2020 RIA Benchmarking Study from Charles Schwab

Consulting Employee 

training

Cybersecurity 

insurance

Firms with cybersecurity activity implemented

Operations

51%

64%

74%

95%

Client education



Profit margins remained strong across firms of all sizes in 2019.

Standardized operating income margin
Median results by peer group (AUM)

232020 RIA Benchmarking Study from Charles Schwab

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

$750M–$1B $1B–$2.5B$500M–$750M$250M–$500M Over $2.5B$100M–$250M

Operations

22.7%

26.5%

30.5%

25.5%

31.2%

28.4%
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Client feedback provides data and insights that can help 

firms understand what clients value.

25

Firms using feedback channel

2020 RIA Benchmarking Study from Charles Schwab

Results for all firms with $250 million or more in AUM.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Brand

70%

22%

One-on-one interviews

Interviews with clients who make referrals

Client exit interviews

Client surveys

Comments via website

60%

51%

58%

16%Client advisory board

8%Focus groups
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Across the study, new client assets are three times greater than net 

assets from existing clients.

Median results for all firms with $250 million or more in AUM. Existing clients net flows includes assets gained and lost from existing clients. 2020 RIA Benchmarking Study from Charles Schwab, 

fielded January to early April 2020. Study contains self-reported data from 1,010 firms. Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth 

manager groups and five money manager groups—by AUM size.

2020 RIA Benchmarking Study from Charles Schwab

Brand

2019 assets from existing and new clients
In millions

3.1x 
more assets

$8

$25

Existing client net asset

flows

New client assets



Top Performing Firms saw two times the growth in assets from 

new clients in 2019, driven by marketing and COI referrals.

27

3.7%

2.1%

1.5%

0.7%

3.1%

1.3%

Top Performing Firms All other firms

8.3%

4.1%

2.0x 
more growth

Other marketing

COI referrals

Existing client referrals

2020 RIA Benchmarking Study from Charles Schwab

Results for Top Performing Firms and all other firms. Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according to 15 

metrics to arrive at a holistic assessment of each firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Brand

Asset growth from new clients by source 



The 5-year net organic CAGR for Top Performing Firms indicates 

successful long-term strategies.

Top Performing 

Firms
All other firms Multiple

5-year net organic assets CAGR 11.8% 3.8% 3.1x

Net asset flows in 2019 $37 million $12 million 3.0x

Number of new clients 

in 2019 
29 19 1.5x

Assets from new clients 

in 2019
$27 million $15 million 1.8x

Growth in assets from new 

clients in 2019
8.3% 4.1% 2.0x

282020 RIA Benchmarking Study from Charles Schwab

Median results for Top Performing Firms and all other firms. Top Performing Firms are those that rank in the top 20% of the Firm Performance Index. The index evaluates all firms in the study according 

to 15 metrics to arrive at a holistic assessment of each firm's performance across key business areas.

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Brand
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30

73%

Firms that are planning to hire from 

external sources in the next 12 months

Talent

A majority of firms plan to hire, with many recruiting from other 
RIAs.

2020 RIA Benchmarking Study from Charles Schwab

Results for all firms with $250 million or more in AUM. 

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

Recruitment channels in 2019

39%RIAs

16%Bank or trust

12%Wirehouse

10%IBD



Providing career paths supports staff development and 

can increase satisfaction and build bench strength.

312020 RIA Benchmarking Study from Charles Schwab

Firms with staff in at least two of the three roles:

 Client Service Associate

 Client Account Manager/Relationship 
Manager

 Senior Client Account Manager/Relationship 
Manager

Firms with staff in at least two of the three client service roles (Client Service Associate, Client Account Manager/Relationship Manager, Senior Client Account Manager/Relationship Manager) listed in 

the Compensation section of the RIA Benchmarking Study from Charles Schwab. 

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.  

Talent

Client Service 

Career Path

Firms under 

$250M

42%
Firms 

$250M–$1B

69%
Firms 

$1B+

82%



Primary reason for sharing equity

Firms are sharing equity to retain talent and support their 
succession strategy.

32

Percentage of firms with $250 million or more in AUM that selected each response.

Results for all firms with $250 million or more in AUM. 2019 RIA Benchmarking Study from Charles Schwab, fielded January to March 2019. Study contains self-reported data from 1,310 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.

2020 RIA Benchmarking Study from Charles Schwab

Retain key talent

Support succession strategy

Ensure management/leadership continuity

Attract new managing partners/advisors 

with books of business

Compensate employees

Do not share equity with non-founders

Talent

27%

26%11%

4%

3%

29%
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Appendix
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 Schwab designed the RIA Benchmarking Study to capture insights in the RIA industry based on study responses 
from individual firms. 

 Fielded from January to early April 2020, the study contains self-reported data from 1,010 firms that custody their 
assets with Schwab Advisor Services and represent $1.1 trillion in AUM, making this the leading study in the RIA 
industry. This self-reported information was not independently verified. 

 More than three-quarters of firms completed the study after March 1, 2020, when markets had already been 
heavily impacted by the COVID-19 crisis.

 Since the inception of the study in 2006, more than 3,700 firms have participated, with many repeat participants. 

 Participant firms represent various sizes and business models. They are categorized into 12 peer groups— seven 
wealth manager groups and five money manager groups—by AUM size. 

 Unless otherwise noted, study results are for all firms with $250 million or more in AUM, representing the vast 
majority of total assets managed by this year’s participants. 

 The Firm Performance Index evaluates firms in the study according to 15 metrics that align with the Guiding 
Principles for Advisory Firm Success, to arrive at a holistic assessment of each firm's performance across key 
business areas. It provides comprehensive comparisons for all firms participating in the study, not just within a 
peer group. The metrics in the Firm Performance Index measure growth in clients, assets and revenue; client 
attrition; staff attrition; operating margin; time spent on client service; time spent on operations; standardized 
workflows; written strategic plan and succession plan; and ideal client persona and client value proposition. The 
Firm Performance Index is calculated among all firms in the study without regard to assets under management or 
firm type. Firms that rank in the top 20% of the index are included in the Top Performing Firms.

 Net organic growth is the change in assets from existing clients, new clients, and assets lost to client attrition 
before investment performance is taken into account, and it excludes the growth from acquisitions, divestitures, 
and advisors joining or leaving a firm with assets.

342020 RIA Benchmarking Study from Charles Schwab

Methodology

Schwab Advisor Services™ serves independent investment advisors and includes the custody, trading, and support of Schwab. Independent investment advisors are not owned by, 

affiliated with, or supervised by Schwab. 

©2020 Charles Schwab & Co., Inc. (Schwab). All rights reserved. Member SIPC (www.sipc.org). 0720-0WBV



About the Firm Performance Index

2020 RIA Benchmarking Study from Charles Schwab

Past performance is not an indicator of future results. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 firms. 

Participant firms represent various sizes and business models categorized into 12 peer groups—7 wealth manager groups and 5 money manager groups—by AUM size.

35

Planning

Firm performance

 5-Year client CAGR

 5-Year net asset flows CAGR

 5-Year revenue CAGR

 2019 AUM growth rate from new 
client assets

 2019 AUM growth rate from existing 
client assets

 Client attrition

 Staff attrition

 Operating margin (reported)

 Time spent on client service 

 Time spent on operations 

Activities implemented

 Standardized workflows in CRM for 
over 50% of tasks

 Written strategic plan

 Written succession plan

 Ideal client persona/profile

 Client value proposition

 The Firm Performance Index ranks all firms on 15 metrics that align with Schwab’s 

Guiding Principles for Advisory Firm Success.

 The index is a holistic assessment of RIA performance across key areas.

 Top Performing Firms are those that rank in the top 20% of the index.

https://advisorservices.schwab.com/guidingprinciples


Peer Groups

Metrics (median)

Firms 

under 

$250M

Firms

over 

$250M

$100M-

$250M

$250M-

$500M

$500M-

$750M

$750M-

$1B

$1B-

$2.5B

Over

$2.5B

2019 ending AUM ($M) $143 $761 $174 $345 $620 $852 $1,459 $4,167

5-year AUM CAGR1 8.5% 9.2% 8.6% 9.3% 9.4% 7.3% 9.8% 9.0%

2019 organic growth2 ($M) $7 $23 $8 $16 $23 $16 $52 $56 

5-year organic growth2 CAGR1 4.7% 4.7% 4.7% 5.2% 4.3% 3.9% 4.8% 4.3%

2019 revenues ($K) $941 $4,232 $1,186 $2,206 $3,762 $4,982 $7,810 $20,452 

5-year revenue CAGR1 7.0% 7.3% 6.7% 7.8% 6.9% 6.1% 7.7% 6.9%

2019 ending number of clients 132 389 157 240 320 410 636 1,331

5-year client CAGR1 4.0% 4.7% 4.0% 5.2% 5.3% 4.1% 4.9% 3.6%

Average assets per client ($M) $1.07 $2.11 $1.20 $1.56 $1.96 $2.92 $3.12 $3.71

Standardized operating margin 23.0% 29.1% 22.7% 26.5% 30.5% 25.5% 31.2% 28.4%

Total staff 4 12 5 7 10 14 21 55

362020 RIA Benchmarking Study from Charles Schwab

The 1,010 firms in the 2020 study represent $1.1 trillion in AUM

1 Median compound annual growth rate (CAGR) over the five-year period from 2015 to 2019. Past performance is not an indicator of future results.

2 Organic growth from net asset flows is the change in a firm’s assets from new, existing, and lost clients before investment performance is taken into account, and it excludes the growth from 

acquisition or divestiture and from advisors joining or leaving.

Median results by peer group (AUM) unless otherwise noted. 2020 RIA Benchmarking Study from Charles Schwab, fielded January to early April 2020. Study contains self-reported data from 1,010 

firms. Participant firms represent various sizes and business models categorized into 12 peer groups—seven wealth manager groups and five money manager groups—by AUM size.


