5 Trends Shaping
Advisory Growth
for Brokers

Compliance expertise will be a major differentiator
to build client trust.

Top business
challenge for brokers:

Managing risk and
maintaining compliance.

Clients’ top
compliance concerns:
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Because of these pressures, brokers report:

58« 47 %

Rising demand for Increased interestin
compliance support HCM and HR technology

Why it matters:

When regulations change, brokers who can interpret
requirements and point clients toward reliable support
and solutions build long-term trust.

Al will help anticipate client needs and
strengthen advisory value.

How brokers are using Al to support clients today:
1. Automating compliance monitoring
2. Supporting financial wellness planning Only 15%

or investment strategies say they're
. . not using or
3. Using Al-powered analytics to exploring IN

customize employee benefits at all.

Why it matters:

Al and automation can help brokers stay one step
ahead of client needs by handling routine work and
freeing up time for more proactive planning.

Clients will expect broader, more connected
support and technology.

of brokers say clients say at least a quarter of
ask for support beyond their clients now ask for
traditional services HR or benefits guidance

What clients are asking about more often:
1. Insights on Al tools or automation trends
2. Support with compliance or regulation updates
3. Recommendations on HR or HCM technology

Why it matters:

As conversations move beyond benefits, brokers who
can help connect the dots across HR, technology and
compliance are more likely to stay the go-to advisor.

Economic uncertainty will increase the need for
strategic guidance.

Top challenges clients are facing:

Q Economic uncertainty
e Adapting to tech innovation

Data and privacy security

Q Navigating regualtory updates

Why it matters:

When things feel uncertain, clients will look to brokers
for guidance that’s grounded in data and analytics to
make more informed decisions and plan ahead.

Adaptability will become a bigger driver of
advisory growth.

Biggest opportunities brokers see in the next year:

Embracing Al Adapting to Exploring
and automation regulatory sustainable
for personalized changes for investing to

Investment enhanced meet evolving
strategies compliance client demands

Digital engagement is playing a larger role in how brokers attract
new business, with 75% citing digital marketing as a top source.

Why it matters:

As competition increases, brokers who adapt how they
support clients, with the right technology and partners
behind them, will be better positioned to grow.

Want to Learn More?
See how brokers are responding to these trends |
and where advisory priorities are headed. |
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