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MEASURING YOUR PERSONAL RETURN
ON INVESTMENT
By Jam es J. Gree n

As an investment professional, you
understand the importance of determining the return on the investing choices
you make on behalf of clients. But what
about your personal return on investment (ROI)? Which investments that
you make on behalf of yourself and your
business deliver the greatest desired
return?

Two objective surveys conducted by Aite
Group provide the answer to the question
of which professional designations offer
the highest rate of return for wealth managers (Aite 2017, 2018). Specifically, the
survey data found that Certified Private
Wealth Advisor® (CPWA®) and Certified
Investment Management Analyst®
(CIMA®) certificants achieve a greater

ROI by all the metrics that matter for
wealth managers compared to managers without those designations (see sidebars “Portrait of a CPWA Advisor” and
“Portrait of a CIMA Advisor”).
Yet to succeed, wealth managers need
clients. Current ones, yes, but more importantly, future clients who can sustain a

PORTRAIT OF A CPWA ADVISOR
CPWA ADVISORS REPORT HIGHER INCOME, HAVE MORE EXPERIENCE, AND ARE MORE SATISFIED,
COMPARED TO THE NON-CPWA ADVISOR POPULATION
MORE EXPERIENCED: CPWA advisors have an average of 13.5 years of industry experience (12 years for non-CPWA
advisors)
MORE DESIGNATIONS: 77 percent of CPWA advisors have at least two designations (43 percent for non-CPWA
advisors)
HIGHER PAY: 17 percent of CPWA advisors reported income of more than $380,000 (7 percent for non-CPWA advisors)
TEAM ORIENTED: 76 percent of CPWA advisors work in a team practice (45 percent for non-CPWA advisors)
GREATER SATISFACTION: 47 percent of CPWA advisors are highly satisfied with their careers (21 percent for nonCPWA advisors)
Source: "Building High-Net-Worth Knowledge Through the CPWA Certification," Aite (2018)

Investments & Wealth Research is offered exclusively to Investments & Wealth Institute® members.

© 2018 Investments & Wealth Institute, formerly IMCA. Reprinted with permission. All rights reserved.

ISSUE 3

2018

RESEARCH | Measuring Your Personal Return on Investment

PORTRAIT OF A CIMA ADVISOR
ON AVERAGE, CIMA ADVISORS ARE MORE HIGHLY EDUCATED, RECEIVE HIGHER INCOMES,
AND WORK FOR FASTER-GROWING FIRMS COMPARED TO THE NON-CIMA ADVISOR POPULATION
MORE EXPERIENCED: 27 percent of CIMA advisors have more than 20 years of industry experience (11 percent for
non-CIMA advisors)
BETTER EDUCATED: 37 percent of CIMA advisors have a graduate degree (24 percent for non-CIMA advisors)
PRACTICE GROWTH: 26 percent of CIMA advisors report a 10-percent or more jump in revenue over the past five years
(18 percent for non-CIMAs advisors)
HIGHER PAY: 12 percent of CIMA advisors report income of more than $380,000 (3 percent for non-CIMA advisors)
GREATER SATISFACTION: 43 percent of CIMA advisors are very satisfied with their careers (21 percent for non-CIMA
advisors)
Source: “The Value of CIMA Certification to an Advisor’s Practice,” Aite (2017)

firm’s success regardless of how the markets perform or how client demographics
and expectations shift.

perspective on designations and
success—and your business.

That’s why a study by Absolute
Engagement.com, “Investments &
Wealth Client Research 2017,” that
plumbed the preferences of nearly
600 high-net-worth (HNW) clients provides guidance about which designations
can provide the greatest return for advisors today as well as in the near future
(AbsoluteEngagement.com 2017).

In today’s complex and regulation-heavy
investment world, smart advisors are
seeking rigorous education that provides
them with the advanced knowledge and
skills required to handle complex asset
and investment scenarios.

In that near future the knowledge, skills,
and tools that yield trust among HNW
clients and meet their evolving expectations can be gained only if advisors stay
current with the latest findings about
investment management and client
behavior.
But even respected designees such
as CIMA certificants must continu
ously sharpen their skills to remain
competitive. The evolution of this
continuing education is addressed in
research by Human Resources Research
Organization™, “Defining the Future of
Investment Advice” (HumRRO 2018).
We address these research findings
and suggest how each can change your
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VALUE OF THE CIMA MARK

“The success CIMA advisors have in
these areas compared to other designations is significant,” says Sean Walters,
chief executive officer of the Investments
& Wealth Institute.

How do you quantify
“significant success”?
The “Value of CIMA Certification to an
Advisor’s Practice” points to three C’s
that CIMA holders experience: increased
confidence, competence, and compensation, compared to other financial advisors
(Aite 2017). The survey, sponsored by
the Investments & Wealth Institute, was
conducted in May 2017 by Aite Group
among 436 advisors, 104 of whom were
CIMA professionals.
The survey found that CIMA holders
have significantly more industry
experience than non-CIMA holders

(27 percent have 21 years or more of
experience, compared to 11 percent of
non-CIMA holders [see figure 1]) and
hold more designations (81 percent
report they hold at least two designations
compared to 43 percent for non-CIMA
professionals).
The survey report shows that CIMA
holders aren’t stock jockeys. In today’s
fiduciary-focused and holistic-heavy
planning environment, the majority of
CIMA practices reports that financial
planning and investment management
are equally important for their practices.
The survey also refutes any mistaken
perception that CIMA certificants live
predominantly in the employee advisor
channel. The largest percentage of survey respondents (25 percent) identified
themselves as advisors within registered
investment advisory firms (RIAs),
followed by advisors at wirehouses
(18 percent) and independent broker–
dealers (18 percent).
The survey also found that CIMA holders
tend to work in teams. The survey found
that 70 percent of CIMA practices are
structured as teams, compared to only
45 percent of non-CIMA practices. Such
teamwork benefits both the practice and
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FIGURE 1:

FINANCIAL ADVISORS BY YEARS OF INDUSTRY EXPERIENCE
Q. How long have you been a financial advisor?
2%

Fewer than 3 years

4%
10%

3 to 5 years

12%

6 to 8 years

18%

16%

18%

9 to 11 years
10%

12 to 14 years

24%

17%

10%
10%

15 to 17 years
6%
6%

18 to 20 years
21 to 24 years

4%

25 years or more

8%
19%

7%
CIMA professionals
(n=104)

Other advisors
(non-CIMA; n=279)

Source: Aite Group survey of 436 financial advisors, 104 with CIMA certification, Q2 2017

the client, the survey suggests.
One notable benefit: Practices with
CIMA members can efficiently handle more accounts. Nearly 50 percent
of CIMA team practices serve 100–199
households, and 43 percent serve
150–200+ households.

Value in the Longer Term
The survey data provide a compelling
snapshot of the current state of CIMA
certificants, but advisors want to know
the longer-term ROI of any investment,
especially after nine years of a bull market in stocks.

What is the longer-term benefit?
Another finding from Aite (2017) about
firm growth over time helps answer that
question: 26 percent of respondents said
they had experienced more than 10 percent growth in revenue over the past five
years, compared to only 18 percent of
firms without a CIMA professional.

In addition, firms with CIMA professionals reported a higher rate of growth than
non-CIMA practices in fee-based assets,
including rep-as-portfolio-manager.
Another significant practice growth mark
was set by CIMA holders in so-called
packaged investment assets—mutual
fund and exchange-traded fund advisory
and separately managed accounts.
Twenty-one percent of firms with at least
one CIMA certificant reported more than
10-percent revenue growth in those feebased accounts over the past five years,
compared to only 13 percent for firms
without a CIMA certificant.
HumRRO (2018) points out that current
CIMA certificants are engaged “in a variety of roles throughout the financial services industry: broker, advisor, analyst,
consultant, financial planner, wealth advisor, corporate executive, product, and service wholesalers.”

Three C’s of CIMA
The key findings of the Value of CIMA
Certification survey regarding the benefits of being a CIMA can be encapsulated
in three C’s: greater competence, confidence, and compensation. More than
60 percent of CIMA professionals
reported that obtaining CIMA certification has improved their competence
regarding investment management philosophies and practices, making them
more confident in managing investments.
That competence may well stem from
the rigorous education required to obtain
the CIMA certification, a process that
takes 9–14 months. The four steps to earn
CIMA certification are:
1. Submit the online certification
program application and pass a com−
prehensive background check
2. Complete an executive education pro−
gram through one of the Institute’s
registered education providers
INVESTMENTS & WEALTH RESEARCH
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professionals state that the designation
has led to greater satisfaction with their
careers, more trust from their clients,
and increased client service within their
practices.

3. Pass a comprehensive certification
exam at an approved testing center
4. Demonstrate three years of experience
in the financial services industry, pass
a second background check, pay the
initial certification fee, and complete
license and ethics agreements

CIMA certificants reported high levels of
client satisfaction with the advisor services they offer (which we address below
in our exploration of the Client Research
2017 study).

Following initial certification, CIMA
holders face ongoing requirements to
maintain the certification. Those requirements comprise 40 hours of approved
continuing education, including two ethics hours, in every two-year period.

The benefits of CIMA certification can
be seen not just from servicing more
accounts or having more individuals on a
team. Teams that include a CIMA holder
also tend to have professionals with additional designations such as CPWA, CFP®,
CPA, and CFA®. The team and by extension the practice can provide a wider
range of services to clients and do so
more efficiently because team members
can focus on their areas of expertise, and
deploy those talents more efficiently, to
everyone’s benefit (see sidebar “Strength
in Numbers” for more on the value of
teams to practices and clients).

Many CIMA holders also go well beyond
the minimum education and continuing
education obligations, as shown in the
average 3.1 designations held by CIMA
certificants compared to the 1.7 designations held by non-CIMA professionals.
On the third C—compensation—the
survey shows that practices that include
a CIMA certificant report higher
incomes than those without a CIMA
certificant, especially at the upper
end (see figure 2). Twelve percent of
CIMA holders enjoy annual incomes of
$380,000 or higher, compared to only
3 percent of professionals who don’t
hold a CIMA certification.

For the client, having multiple professionals on a team allows access to a broader
range of expertise: 67 percent of CIMA
team practices include at least one CFP
and one CFA professional; 71 percent
include at least one CIMA or one CPWA
professional.

We could add a fourth C: career satisfaction. More than half of CIMA

CPWA certificants were the subject of
a separate survey that produced similar
interesting findings on the benefits
of holding that designation for advisors
and clients.

VALUE OF THE CPWA MARK
“Building High-Net-Worth Knowledge
Through the CPWA Certification,” a
study released in February 2018, reports
that CPWA certificants are more successful than their non-CPWA peers according to the key metrics that define success
for wealth managers (Aite 2018). Those
criteria include revenue, growth in revenue over time, and increases in fee-based
assets under management.
The study also reports three additional
benefits for CPWA holders that are often
overlooked: Similar to CIMA certificants,
CPWA holders report more satisfaction
with their careers, more confidence in
their investment management abilities,
and greater client satisfaction.
The study was conducted in April and
May 2017 among 436 advisors, including
77 with a CPWA certification. The sampling of CPWA holders is statistically
significant, because those 77 represent
more than 5 percent of all CPWA certificants. Because CPWA professionals specifically serve HNW clients, the experiences of CPWA professionals and the

FIGURE 2:

INCOME—CIMA
PRACTICES
VS. OTHER (NON-CIMA)
PRACTICES
2.125”
x 2.25”
4.25” x 2.25”

6.7” x 2.25”

Q. What is your yearly income?

Practices with at least
1 CIMA certificant (n=281)

40%

24%

48%

Other practices
(non-CIMA; n=128)

Less than US$140,000

24%

19 %

US$140,000 to
US$214,999

US $215,000 to
US $379,999

Source: Aite Group survey of 436 financial advisors, 104 with CIMA certification, Q2 2017
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STRENGTH IN NUMBERS
There may be no ‘I’ in team, but there are multiple

BETTER PRODUCTIVITY: Teams with shared decision-

benefits to individual advisors who take a team approach

making processes manage more assets under

to serving clients.

management (AUM) per advisor.

Two studies on the ROI to advisors of holding the CIMA and

BIGGER FIRMS: Advisory firms with more than

CPWA designations turned up an interesting finding on the

$100 million in individual AUM are more likely to

structure of the advisory firms that include at least one

operate in teams.

CIMA or CPWA advisor.

MORE SERVICES: Teams offer more services to all

CIMA and CPWA professionals are more likely to work in a
team environment than in a solo practice.
For CIMA professionals surveyed for the “Value of CIMA
Certification to an Advisor’s Practice” study, 70 percent
reported working in a team setting, compared to only
45 percent of non-CIMA advisors in the sampling.
For CPWA professionals surveyed for the “Building HighNet-Worth Knowledge Through the CPWA Certification”
study, 76 percent of CPWA advisors said they worked in a
team setting, compared to 45 percent for the non-CPWA

clients, particularly HNW clients.
WEALTHIER CLIENTS: Teams are more likely to win
HNW clients.
MORE FOCUSED: Having more HNW clients means
fewer clients are served per advisor.
PROACTIVE PROSPECTING: Top-performing
teams take a more proactive approach to business
development, relying less on existing client referrals as
a source of new clients.
DEEPER RELATIONSHIPS: While electronic

advisors in the sampling.
A separate 2017 study conducted by Cerulli Associates,
with assistance from Janus Henderson Investors, for the
Investments & Wealth Institute explored the value of teams

communications have a role, top-performing teams
meet more frequently, in person, with their clients,
likely deepening advisor-client relationships.

to an advisory practice and to clients (Shirk 2017). Among

LESS WORRIED: Team-based advisors are less

the findings of the “High-Performing Advisor Teams” study

uncertain about the future in terms of succession

is that teams yield the following:

planning for their firms.

benefits to those HNW clients can serve
as a proxy for the overall body of wealth
managers, who focus on the life cycle of
wealth: accumulation, preservation, and
distribution.
What are the unique characteristics of
those wealth managers who hold the
CPWA designation? How do they operate within their firms? How much wealth
do they manage for clients? How satisfied are they with the certification and
what unique benefits do they see accruing to CPWA certificants?

CPWA professionals are not dabblers:
They believe in educating themselves
to a higher level than their non-CPWA
professional peers, as shown by their
pursuit and maintenance of their
certifications.
To sit for the CPWA exam, candidates
must complete an education program at the University of Chicago
Booth School of Business or the Yale
School of Management, or through the
Investments & Wealth Institute’s own
programs. The challenging curriculum

is focused on exploring burgeoning
research-based fields of study such as
behavioral finance as well as practical
topics unique to wealthier clients: charitable, estate, and tax planning; issues
related to business owners and highly
compensated executives; and portfolio
and risk management.
As the credentialing body, the Investments
& Wealth Institute says that CPWAcertified advisors serve client households
with more than $5 million in investable
assets and are focused on “holistic and

INVESTMENTS & WEALTH RESEARCH
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multidisciplinary strategies” rather than
on providing clients with only one service
such as financial planning.
After earning the CPWA certification,
certificants must earn 40 hours of continuing education, including two hours of
ethics, from approved CE providers every
two years.
Findings of the survey indicate, however,
that CPWA certificants go beyond the
basics in their education and continuing
education. For example, 77 percent of
CPWA holders have at least two designations, compared to 43 percent of the advisor professionals who do not hold either
a CPWA or a CIMA certification.
CPWA professionals also tend to be better educated: 34 percent of the CPWA
respondents in the survey said they had a
graduate degree, compared to 24 percent
of those surveyed who are not CPWA
holders.

It’s not just designations and education
that set apart CPWA holders. They also
tend to be more experienced: 34 percent
of CPWA holders have 15 or more years
of experience, compared to 27 percent of
non-CPWA professionals. You can also
find CPWA professionals among all types
of financial firms, though they are found
almost equally among independent RIAs,
private bank or trust companies, advisors
with other self-clearing firms, and wirehouses (each group accounts for 18–21
percent of the total number of CPWA certificants in the sample).

over the prior five years, compared to only
18 percent of firms without a CPWA advisor.
There are also bottom-line benefits for
the individual CPWA holder. Almost
half of the CPWA professionals surveyed
reported annual income of $215,000 and
higher, with 17 percent reporting they had
income of more than $380,000 (only 7 percent of non-CPWA advisors reported the
larger amount).

The research also shows tangible
financial ROIs to obtaining a CPWA
certification.

The report suggests that, although financial professionals may attain a host
of designations, there is a connection
between achieving the designation that’s
most appropriate for serving your core
client base and success in serving that
client segment.

For example, there are clear top-line benefits to holding a CPWA certification:
30 percent of wealth management firms
with at least one CPWA advisor reported
revenue growth of more than 10 percent

That appears to be the case with CPWA
advisors. Consider the answers to one of
the survey questions about the importance of having obtained the CPWA certification, as shown in figure 3.

Top- and Bottom-Line Benefits

FIGURE 3:

IMPORTANCE OF OBTAINING CPWA CERTIFICATION
Percentage of advisors indicating that the impact of CPWA certification has been very or extremely important—CPWA champions
(strongly agree that CPWA certification was worth the time and effort) vs. other CPWA professionals
Confidence with offering investment advice to high-net-worth clients
Client service practices (financial planning, accounting, etc.)
Satisfaction with your career
Client satisfaction with your services
Career advancement
Knowledge of investment management

79%

47%

79%

47%

77%

47%
72%

37%

72%

45%

67%

47%

Confidence in managing investments

42%

Client trust in you

42%

Satisfaction with your employer

37%
CPWA Champions
(n=39)

67%
67%
62%
Other CPWA Professionals
(n=38)

Source: Aite Group survey of 436 financial advisors, 77 with CPWA certification, Q2 2017
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FIGURE 4:

CAREER SATISFACTION—CPWA PROFESSIONALS VS. NON-CPWA FINANCIAL ADVISORS
Q. How satisfied are you with your career?

CPWA professionals (n=77)
Other advisors (non-CPWA) (n=279)

47%

53%

21%

79%

Very satisfied

Very unsatisfied to satisfied

Source: Aite Group survey of 436 financial advisors, 77 with CPWA certification, Q2 2017

FIGURE 5:

2.125” x 2.25”

4.25” x 2.25”

6.7” x 2.25”

WHAT HNW CLIENTS VALUE IN THEIR ADVISORS

Q: Please rate how important you think each of the following would be as part of how your advisor obtains his or her certifications.
100%
80%

42%

49%

47%

57%

36%

37%

39%

31%

19%

12%

12%

11%

The credential held by my
advisor is issued by an
objective, nonprofit, thirdparty certifying body

My advisor met a rigorous
set of standards to be
certified (e.g., ethics,
experience, education)

60%
40%
20%
0%

Very
important

Somewhat
important

My advisor must meet
ongoing standards
in order to maintain
his/her credentials
(e.g., annual continuing
education)
Neutral

My advisor would lose
his/her credentials if
he/she failed to meet
ethics standards

Not very
important
*1% or less

Not at all
important
*1% or less

Source: AbsoluteEngagement.com and Investments & Wealth Institute (2017)

Among the entire sample of 77 CPWA
certificants (three-quarters of whom work
in teams), figure 4 shows clear nontangible benefits to holding the designation. Forty-seven percent reported being
satisfied with their careers (compared
to 21 percent of non-CPWA advisors),
and 77 percent of CPWA Champions
(professionals who strongly agree that
CPWA certification was worth the time
and effort) are satisfied with their career.
That same 47 percent of respondents

said having a CPWA certification gave
them confidence in providing investment
advice to their HNW clients and provided knowledge of investment management—all good ROIs for the designation.

DO CLIENTS CARE ABOUT
YOUR CERTIFICATIONS?
Mark Tibergien of Pershing Advisor
Solutions drolly likes to say that if you
want to be a wealth manager, it helps to
have wealthy clients. But how do you get

and retain HNW clients? What are they
looking for in their advisors?
Your HNW clients value voluntary,
advanced education among their advisors,
according to the AbsoluteEngagement.
com study of 585 HNW clients who
already use a financial advisor (see
figure 5). Thus a crucial ROI from a
credential such as the CPWA or CIMA
is that your HNW clients want you to
have earned those credentials.

INVESTMENTS & WEALTH RESEARCH
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TABLE 1:

WHAT MATTERS MOST
Percentage Rating—5 out of 5
My advisor has high ethical standards

80%

My advisor is trustworthy

80%

My advisor is knowledgeable

77%

I am comfortable with the level of risk in my plan/portfolio

77%

My advisor fully understands my financial needs

75%

I am satisfied with my long-term investment performance/returns

75%

Based on “stated importance,” the focus for clients is on ethics, trust, and knowledge.
Source: AbsoluteEngagement.com and Investments & Wealth Institute (2017)

The clients surveyed overwhelmingly
responded that they want their advisors
to meet a rigorous set of standards set
by an objective third party in order to
achieve and maintain their designations.
Clients also want their advisors to be
held to high ethical standards, and three
quarters said that were they to look for a
new wealth manager today, an advanced
designation would be an important factor
(which we address in detail below).
HNW clients say they believe their advisors should go beyond the requirements
of law or regulation regarding advice:
57 percent want their advisors to do more
than meet the minimum requirements to
become registered or licensed. Eightysix percent of the HNW clients surveyed
said it was somewhat or very important
for their advisors to meet “ongoing standards” such as continuing education to
maintain their certifications. The same
high percentage said it was important
that advisors meet a rigorous set of standards to be certified, including ethical,
experience, and educational standards.
HNW clients said they want those certifications to be voluntary: 62 percent of those
surveyed said it was either somewhat or
very important that their advisors hold a
voluntary designation or certification.
Table 1 shows the advisor traits that HNW
clients surveyed said they find most
important.

8

So, do clients care about specific designations such as the CIMA or the CPWA?
For some clients, the answer is definitely
yes. For others the answer is maybe; the
answer for these clients could be yes, if
their designation-holding advisors would
just educate them. A third of the HNW
clients surveyed said they “actively sought
out an advisor” with a specific designation, but 54 percent said they would like to
better understand which designations or
credentials their advisors hold and what
they mean.
Clearly there’s an opportunity for advisors
to educate their clients about the alphabet
soup of designations or certifications on
their business cards and email signatures.

STAYING CONTEMPORARY
AND RELEVANT
We’ve discussed the high value that
clients place on an advanced designation that is administered by an objective
third party.
What must that objective third party
require of its designees?
The 2017 job analysis of CIMA holders conducted by the Human Resources
Research Organization (HumRRO)
answers that question and also provides a corollary to the Aite and
AbsoluteEngagement.com studies on the
importance of designations for wealth
manager success and client satisfaction.

The corollary? As wealth management
continues to evolve, so does the knowledge necessary to succeed in a fragmented investment environment. In that
environment, multiple players seek to
provide alpha and advisors strive to meet
the needs of clients, who have growing,
changing expectations of their human
advisors.
Just as the former IMCA’s evolution is reflected in its new name, the
Investments & Wealth Institute has
learned from its most-recent CIMA job
analysis study that certificants will need
new knowledge and skills to carry their
success into the future.
The “Defining the Future of Investment
Advice: Industry Dynamics & CIMA Job
Analysis Study,” released in January
2018, surveyed 2,050 investment advisors and consultants in August and
September 2017. HumRRO then conducted focus groups with subject-matter
experts to determine the advanced competencies needed to provide the highest level of investment advice, in the
Institute’s words. Finally, HumRRO analyzed previous CIMA job analysis reports
(the last was in 2013) and the CIMA
examination blueprint.
Following receipt of that research, the
Institute and the CIMA Certification
Commission announced additions to
the CIMA knowledge competencies

INVESTMENTS & WEALTH RESEARCH
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FIGURE 6:

CIMA KNOWLEDGE COMPETENCIES

I.

Fundamentals:
Statistics and Methods,
Applied Finance and Economics,
Global Capital Markets

II.

Investments:
Investment Vehicles, Equity,
Fixed Income, Alternative
Investments, Options/Futures,
Real Assets

III.

Portfolio Theory and
Behavioral Finance:
Portfolio Theories and Models,
Behavioral Finance Theory,
Investment Philosophies and Styles,
Tools and Strategies

CORE
TOPICS

V.

Portfolio Construction
and Consulting Process:
Ethics and Investments
and Wealth Institute Code of
Professional Responsibility, Client
Discovery, Investment Policy,
Portfolio Construction, Manager
Search and Selection, Portfolio
Review and Revisions

and certifications requirement that will
allow CIMA holders to meet the evolving
needs of clients and prosper in the future
(see figure 6).
Each profession has its own historically
based, yet dynamic body of knowledge.
As new research arises that questions
established wisdom, as new professional
practices emerge that are scientifically
shown to solve problems more completely or more efficiently, as new technologies are created that leapfrog former best practices, professions evolve.
But that evolution must be codified from
time to time so that all practitioners can
be educated about the technologies, processes, and applications, and so clients
can feel secure that their professional
advice-givers are providing the best
advice possible.

IV.

Risk and Return:
Attributes of Risk,
Risk Measurements,
Performance Measurement
and Attribution

Based on the job analysis, the evolving
CIMA Core Body of Knowledge will
include the following:

AA Applying ethical and fiduciary
principles

AA Analyzing passive investing strate−
gies and philosophies

AA Exploring socially responsible

AA
AA
AA

investing, impact investing, and
environmental, social, and gover−
nance factors
Investigating the insights provided
by behavioral finance
Including real assets as a separate
asset class in portfolios
Focusing on relevant tax and regula−
tion topics

In addition to a solid grounding in
theory, professionals also need to operate

in the real world, where everything from
a declining birth rate to new regulation
affects how the theory gets put into
practice.
Thus CIMA certificants must demonstrate mastery of the CIMA Core Body of
Knowledge, which covers the following
industry trends (HumRRO 2018, page 2):

AA Consolidation of smaller indepen−
dent firms

AA The rise of teaming within larger firms
AA Increased reliance on passive invest−
AA
AA

ment management and reduced
reliance on active management
Increased effectiveness of technol−
ogy tools to aid in asset allocation
and rebalancing
Increased attention to fiduciary
responsibilities by advisors and firms

INVESTMENTS & WEALTH RESEARCH
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AA General rise in client expectations

AA

due to greater consumer awareness,
education, and access to information
about advisors, firms, products, and
services
Slow rise in consumer trust toward
the financial sector following a pro−
longed period of eroding trust
(Edelman Trust Barometer,
2008–2017)

The changes being implemented during
2018 for CIMA education and continuing
education reflect the knowledge and skills
that CIMA certificants need to remain
trusted, knowledgeable, and ethical
advisors to their clients. As clients’ needs
and expectations evolve, as competition
among advisors increases from both traditional sources and digital advice providers, and as the regulatory environment continues its calls for increased
transparency and client engagement,
the need for a stronger, better educated,
and prepared CIMA professional will
grow as well.

ROI OF DESIGNATIONS
SUMMARIZED
Is obtaining a CIMA or a CPWA designation a good investment for advisors?
As all investment managers know, the
cost of any investment is just one factor to consider when choosing the most
appropriate investment for a client. Yet
the objective survey data suggests that
the investment in time and money spent
in achieving—and maintaining—the

CIMA and CPWA designations is well
worth it.
The ROI for a CIMA or CPWA advisor is
reflected in the healthier financials that
certificants report in running an advisory, consulting, or wealth management
business, according to these surveys:
increased revenue and greater growth
over time for the firm and higher income
for the wealth manager.
The Institute’s evolving curriculum,
delivered through top educational institutions in two countries, and the testing
required to gain a CIMA or CPWA certification, are rigorous and comprehensive.
The survey data also show, however, that
the ROI for these designations includes
significant increases in the three C’s—
competence, confidence, and compensation—as well as high levels of career satisfaction felt by CIMA and CPWA holders.
It’s no coincidence that HNW clients
want their advisors to be knowledgeable and ethical and to hold designations beyond what is required by law or
regulation.
Meeting those client expectations in an
increasingly competitive wealth management environment is necessary for
advisors to retain clients and find new
ones. Remember, 76 percent of HNW
clients surveyed said that if they were
looking for a new wealth manager today
they would want that advisor to have an
advanced designation.

With the renewed rigor of the CIMA
certification, advisors have a good—and
compelling—story to tell current clients
and prospects.
James J. Green is editor of Jamie Green
Reports, an advisor-focused writing, editing,
and shepherding service. He is the former
editor of Investment Advisor magazine and
ThinkAdvisor.com. Contact him at
jxgreen0@gmail.com.
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THE INDUSTRY’S MOST ESTEEMED
PROFESSIONAL CERTIFICATIONS
CIMA holders meet specific requirements
to advise individuals and institutions on
asset allocation and investment selection.

The CPWA program focuses on the expertise
and skills required for holistic wealth
management for high-net-worth clients.

RMA

SM

RETIREMENT
MANAGEMENT
ADVISOR
SM

The RMA certification, recently acquired by the
Institute, offers a unique mix of academic validation
and practical application while helping advisors
address their clients’ retirement income needs.

Institute certifications offer the educational depth, rigor, and
sophisticated skill set to help advisors rise above the rest.
Learn more at: www.exceptionaladvisor.org.
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THE
EXCEPTIONAL
ADVISOR
™

Realize your vision for excellence.

ENGAGED
IN LIFELONG
LEARNING
APPROACHABLE

Understand
What Clients
Need & Value

PROVIDER
OF ADVANCED
SOLUTIONS

HIGHLY ETHICAL

UP-TO-SPEED
ON THE LATEST
TECHNOLOGY

Exceptional advisors not only
understand what their clients need, they
also know how to demonstrate their
value to their clients.
The Investments & Wealth Institute delivers premier
investment and wealth management credentials
and world-class education—CIMA® and CPWA®
certifications, along with our newest credential
RMASM, membership, research, and live and online
learning. The Institute gives our members the latest
tools and resources to provide their clients with the
highest-quality advice and service.
www.investmentsandwealth.org

What best describes your attitude toward development?
I ascribe to the philosophy
“Because it’s always been done
this way.”



I ascribe to the philosophy “The
more I know, the more I will grow.”
Visit exceptionaladvisor.org 
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PREMIER
EDUCATION,
PRACTICAL
APPLICATION.

