
Wealth Management Firms Set 
Technology Priorities for 2023

The technology investments wealth management firms make today will play a big role in determining their ability 
to support financial advisors in their efforts to win clients and retain assets in the future. As such, technology needs, 
capabilities and costs are now, and will continue to be, at the center of nearly every strategic decision wealth 
management firms make.

U.S. households had $107 trillion in financial assets as of Q3 2022,1 all of which could, at least in theory, be managed 
by professional advisors. Given those stakes, it’s imperative that wealth management firms allocate their technology 
budgets with only return on investment in mind. And with 73% of advisors in our study having either some or complete 
control over the technology they use, financial advisors are clearly in the driver’s seat.

Q1 2023 54% of financial
advisors plan to invest
in financial planning
technology in the
next year

Less than half
of financial advisors
use a digital marketing
platform today

1 https://www.federalreserve.gov/releases/z1/dataviz/z1/balance_sheet/chart/#series:financial-assets

Degree of Control Over Investing/Trading Technology Used

Note: Based on responses from 533 U.S.-based financial advisors.
Source: Coalition Greenwich - 2022 Wealthtech Study

23%Total 22% 28% 9% 18%

5 – Complete control 4 3 – Some control 2 1 – No control

Our findings reveal an industry that is still working to define the ideal technology infrastructure—what drives client 
acquisition, what helps investment performance, and what is simply cool versus actually impactful? “Wealthtech” 
providers, with input from the advisors that ultimately put this technology to work, must, in turn, understand the 
optimal advisor workflow that should be the focus of their development resources.

https://www.federalreserve.gov/releases/z1/dataviz/z1/balance_sheet/chart/#series:financial-assets
https://www.federalreserve.gov/releases/z1/dataviz/z1/balance_sheet/chart/#series:financial-assets
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Technology Investments/Updates in the Coming Year

Note: Based on responses from 382 U.S.-based financial advisors.
Source: Coalition Greenwich - 2022 Wealthtech Study
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Wealthtech Investment Priorities
Wealth management firms and the financial advisors that work for them understand the growing importance of digital 
capabilities, and they have ambitious plans for technology investment and development in the coming year. More than 
half of the financial advisors participating in our study expect to invest in financial planning technology in the next 12 
months, and almost as many plan to upgrade their customer relationship management (CRM) platforms.

This makes sense: high-touch financial advisors add and maintain clients based on their ability to gain trust and grow 
those relationships over time. With the average financial advisor servicing 100+ clients, it is imperative that they 
employ a technology-enabled service model. As such, investing in technology to support those functions should, in time, 
provide advisors with much-needed scale.

Other expected technology investments also follow this theme. Client reporting, portfolio construction and digital 
marketing are all about providing the best advice and growing client relationships through technology. Even account 
aggregation, which allows clients to see balances at other institutions, can keep clients loyal. An advisor that owns 
the client’s view into their investments is more likely to see the balances held elsewhere migrate into their ecosystem 
over time.
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Account Aggregator Platforms Used

Note: Based on responses from 359 U.S.-based financial advisors.
Source: Coalition Greenwich - 2022 Wealthtech Study

Fidelity

BNY Mellon

Broadridge

Tamarac

ByAIIAccounts

BlackDiamond (SS&C)

Plaid

Orion

Merrill Lynch

33%

27%

21%

13%

8%

7%

5%

2%

1%

Turnkey Asset Management Platforms (TAMPs)
For many, a TAMP acts as the foundation of their technology strategy. Among financial advisors with an understanding 
of their organization’s technology stack, about half say their firm uses a TAMP. Our data further shows that TAMPs are 
most often used by independent RIAs (64%) and advisors at insurance firms (67%). Those at wirehouses are less likely 
to use a TAMP, often looking instead to internally developed technology.

The fact that nearly one-fifth of respondents didn’t know if they were using a TAMP isn’t surprising. Our analysis of 
technology usage in both retail and institutional financial markets has consistently shown that it is often unclear to 
end users how the platforms they use are categorized. Such labels can be viewed as merely marketing tools, with access 
to critical functions the only thing that matters to advisors and traders day to day.

Are You Using a TAMP?

Note: Based on responses from 514 U.S.-based financial advisors.
Source: Coalition Greenwich - 2022 Wealthtech Study

Yes
41%

No
41%

Not
sure
18%
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Keeping with industry standard definitions, for this research, we define TAMPs as digital platforms that provide financial 
advisors with the tools they need to manage the portfolios of and relationships with their clients. Although the third-party 
platforms commonly referred to as TAMPs vary considerably in terms of features and functions, TAMPs commonly 
support workflows such as portfolio management, client onboarding, compliance, tax optimization, and client reporting.

TAMPs are designed for flexibility, allowing clients to select many workflow solutions on an a la carte basis in order 
to build a customized platform with the functionality they require. Using APIs and increasingly via cloud deployment, 
TAMPs are also built to (theoretically) integrate easily into wealth managers’ existing systems and to interact with 
other third-party technology systems. Integration of various functions is critical, as wealth managers already use 
an incredibly wide range of technology solutions for business functions such as financial planning and portfolio 
management, whether built in-house or from a third party.

TAMP Used

Note: Percentage of those that use a TAMP. Data represents platform usage by
study participants, and not necessarily market share. All platforms listed were
identified by study respondents as TAMPs. Other platforms mentioned include
Advyzon, Altruist, Axios, Betterment for Advisors, BlackDiamond, Folio, Indata,
and TradePMR. Data may not add up to 100% as some use multiple solutions.
Based on responses from 279 U.S.-based financial advisors.
Source: Coalition Greenwich - 2022 Wealthtech Study
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Both financial services (e.g., BNY Mellon Pershing, Fidelity) and fintech firms have TAMP or TAMP-like solutions. 
Morningstar, Envestnet’s Tamarac and AssetMark were the most-used third-party solutions by our study participants. 
Other popular fintech TAMPs include Orion, SEI and Vestmark.
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Market Data, Investment Data and Analytics
Market Data Platforms Used1 Investment Data and Analytics Used2

Bloomberg

FactSet

LSEG Refinitiv

Morningstar

TD/Schwab

Tamarac

Fidelity

ICE

32%

17%

14%

6%

3%

3%

3%

2%

FactSet

Bloomberg

BlackRock

Broadridge

Nasdaq

YCharts

Advisor Center

Morningstar

18%

16%

16%

14%

13%

12%

11%

8%

Note: 1Based on responses from 417 U.S.-based financial advisors. 2Based on responses from 369 U.S.-based financial advisors.
Other platforms mentioned include, but are not limited to, BlackDiamond, Riskalyze, Tamarac, Orion, and Money.net.
Data represents platform usage by study participants, and not necessarily market share.
Source: Coalition Greenwich - 2022 Wealthtech Study

Data and Analytics
While investment in market data systems was low on the list of technology investments for 2023, their importance to 
financial advisors should not be understated. The accuracy of market data and investment data is absolutely critical 
to the success of any financial advisor. Even the best portfolio construction tools or financial planning systems are of 
little use if they don’t have access to the right data—garbage in, garbage out.

As such, wealth management firms have already invested heavily in this area, limiting the additional investments 
needed today. Further, the billions of dollars poured into innovation by the world’s largest data providers ultimately 
benefit the users of those platforms. Bloomberg, FactSet, LSEG’s Refinitiv, and Morningstar are collectively used by 
more than half of our study participants for market data and largely dominate the landscape.

The mix of firms used for investment data and analytics is similar, and also includes household names like BlackRock, 
Broadridge, and Nasdaq, among others. YCharts also stands out, given its place among these industry giants. 
The competition among these firms, bolstered by the quick advancements of startups, broker-provided offerings and 
others, ensures that advisors continue to see better access to better data and analytics year after year.

It is important to note how data from these providers is used and financial advisor perceptions of where that data 
comes from vary greatly. For instance, while the Bloomberg Terminal is nearly ubiquitous on institutional trading desks, 
financial advisors are more apt to consume data from Bloomberg.com (the news division). Similarly, Morningstar’s 
fund research is a near necessity for most U.S. advisors, although methods of accessing that research and data varies. 
And lastly, LSEG Refinitiv products, research and data (some under the legacy Thomson brand) are also heavily used by 
advisors, but can be accessed through other front-ends (for instance, a TAMP or firm-specific platform). As such, our 
research results on data usage should not be viewed as market share but, instead, advisor perception of where they 
get their market data and analytics.
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Digital Marketing Platforms Used

Note: Based on responses from 225 U.S.-based financial advisors.
Other platforms mentioned include, but are not limited to, Centsai,
Cobutler, Seismic, and Lead Pilot.
Source: Coalition Greenwich - 2022 Wealthtech Study
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2 https://www.pewresearch.org/global/2022/12/06/internet-smartphone-and-social-media-use-in-advanced-economies-2022/

Data and the analytics that put that data to use act as the foundation for nearly everything a financial advisor does. 
Data and analytics are remaking the way advisors prospect, identify client needs and preferences, provide advice, 
build portfolios, and report and communicate to clients. High-powered analytics are already the key to creating 
personalized investment and service strategies at scale across a portfolio of clients. Going forward, predictive 
analytics (aka artificial intelligence) will have an even bigger impact, making wealth managers vastly more efficient 
and effective at serving their clients.

Marketing and Social Media
Less than half of the advisors in our study are using a digital marketing platform. At a time when nearly three-quarters 
of U.S. consumers are using social media sites like Facebook, Twitter, Instagram, and TikTok,2 wealth managers who 
are slow to deploy digital marketing and social media strategies could quickly find themselves at a disadvantage in 
the competition for clients, especially when it comes to younger investors. And as the generational wealth transfer 
from baby boomers to millennials continues, millennials and Gen Z will often look for new advisors—and advisors 
need to meet them where they are.

To that end, one-third of financial advisors say they or their firms are planning to invest in a digital marketing platform 
in the coming year. These advisors are looking to tap into the ability of third-party platforms to execute social media 
campaigns and other digital marketing strategies using personalized content to drive engagement. Among current users, 
the most-used digital marketing platforms by our study participants include Hearsay, FMG Suite and Broadridge.

https://www.pewresearch.org/global/2022/12/06/internet-smartphone-and-social-media-use-in-advanced-economies-2022/
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Demographics

Financial Advisor Client Focus Financial Advisor Segment

27%

42%

31% Mass affluent

High net worth

Hybrid (i.e., both)

26%

21%
20%

17%

16% Independent

Bank/Wirehouse

Retail

Institutional

Insurance

The Right Technology and the Right People
Wealthtech is not poised to replace high-touch financial advisors as many feared (or hoped) but, instead, is set to 
enhance their ability to serve more clients with a higher level of service than ever before. Choosing where to invest in 
technology that will bring the biggest return on investment is no small feat. And even when technology needs are clear, 
many smaller RIAs don’t have the resources to work through what is often a long-term implementation process.

Thankfully wealthtech deployment no longer requires big, onsite installations of software, with cloud-based tools 
increasingly the norm. And whereas a decade ago, the best solutions were reserved for those willing and able to 
build in-house, the third-party solutions available today are as good or, in some cases, better. Lastly, the integration 
of multiple systems and data sources no longer brings the headaches it once did, with customized workflows 
increasingly obtainable and affordable.

Providing financial advice remains a people business, but the right technology can make the right people better.

Dan Connell, Kevin McPartland, David Easthope, Kevin Trimble, and Brad Tingley advise on market structure and 
technology globally.

METHODOLOGY

In the second half of 2022, Coalition Greenwich conducted a study designed to examine technology usage and priorities among U.S. 
wealth managers. The study is based on input from more than 500 financial advisors representing banks, wirehouses, insurance 
companies, RIAs, and institutional investment firms.

https://www.greenwich.com/member/daniel-j-connell
https://www.greenwich.com/member/kevin-mcpartland
https://www.greenwich.com/member/david-easthope-cfa
https://www.greenwich.com/member/brad-tingley
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Coalition Greenwich, a division of CRISIL, an S&P Global Company, is a leading global provider of strategic benchmarking, analytics 
and insights to the financial services industry.

We specialize in providing unique, high-value and actionable information to help our clients improve their business performance.

Our suite of analytics and insights encompass all key performance metrics and drivers: market share, revenue performance, client 
relationship share and quality, operational excellence, return on equity, behavioral drivers, and industry evolution.

About CRISIL 

CRISIL is a leading, agile and innovative global analytics company driven by its mission of making markets function better. It is 
majority owned by S&P Global Inc., a leading provider of transparent and independent ratings, benchmarks, analytics, and data 
to the capital and commodity markets worldwide.

CRISIL is India’s foremost provider of ratings, data, research, analytics, and solutions with a strong record of growth, culture of 
innovation, and global footprint.

It has delivered independent opinions, actionable insights and efficient solutions to over 100,000 customers through businesses 
that operate from India, the U.S., the U.K., Argentina, Poland, China, Hong Kong, and Singapore.

For more information, visit www.crisil.com

Disclaimer and Copyright   

This Document is prepared by Coalition Greenwich, which is a part of CRISIL Ltd, an S&P Global company. All rights reserved. 
This Document may contain analysis of commercial data relating to revenues, productivity and headcount of financial services 
organisations (together with any other commercial information set out in the Document). The Document may also include 
statements, estimates and projections with respect to the anticipated future performance of certain companies and as to the 
market for those companies’ products and services.

The Document does not constitute (or purport to constitute) an accurate or complete representation of past or future activities of 
the businesses or companies considered in it but rather is designed to only highlight the trends. This Document is not (and does not 
purport to be) a comprehensive Document on the financial state of any business or company. The Document represents the views of 
Coalition Greenwich as on the date of the Document and Coalition Greenwich has no obligation to update or change it in the light of 
new or additional information or changed circumstances after submission of the Document.

This Document is not (and does not purport to be) a credit assessment or investment advice and should not form basis of any lending, 
investment or credit decision. This Document does not constitute nor form part of an offer or invitation to subscribe for, underwrite 
or purchase securities in any company. Nor should this Document, or any part of it, form the basis to be relied upon in any way in 
connection with any contract relating to any securities. The Document is not an investment analysis or research and is not subject 
to regulatory or legal obligations on the production of, or content of, investment analysis or research.

The data in this Document may reflect the views reported to Coalition Greenwich by the research participants. Interviewees may 
be asked about their use of and demand for financial products and services and about investment practices in relevant financial 
markets. Coalition Greenwich compiles the data received, conducts statistical analysis and reviews for presentation purposes to 
produce the final results.

THE DOCUMENT IS COMPILED FROM SOURCES COALITION GREENWICH BELIEVES TO BE RELIABLE. COALITION GREENWICH 
DISCLAIMS ALL REPRESENTATIONS OR WARRANTIES, EXPRESSED OR IMPLIED, WITH RESPECT TO THIS DOCUMENT, INCLUDING 
AS TO THE VALIDITY, ACCURACY, REASONABLENESS OR COMPLETENESS OF THE INFORMATION, STATEMENTS, ASSESSMENTS, 
ESTIMATES AND PROJECTIONS, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE ARISING OUT 
OF THE USE OF ALL OR ANY OF THIS DOCUMENT. COALITION GREENWICH ACCEPTS NO LIABILITY WHATSOEVER FOR ANY DIRECT, 
INDIRECT OR CONSEQUENTIAL LOSS OR DAMAGE OF ANY KIND ARISING OUT OF THE USE OF ALL OR ANY OF THIS DOCUMENT.

Coalition Greenwich is a part of CRISIL Ltd, an S&P Global company. ©2023 CRISIL Ltd. All rights reserved.


