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Putting behavioral finance 
to the test
The third annual BeFi Barometer survey took place in Q2 2021 with 
the COVID-19 pandemic still dominating the headlines. As with the 
previous two editions, this year’s survey was fielded in partnership 
with the Investments & Wealth Institute and Cerulli Associates, Inc. 
It showed that in an unprecedented time of social and economic 
uncertainty, behavioral finance helped advisors cement relationships 
and keep clients on track. 

This infographic highlights some of our key findings from BeFi 
Barometer 2021. For more details, download the Cerulli whitepaper.

A challenge observed
Advisors reported that behavioral biases are much more evident this year—possibly prompted by the continued 
stresses of the pandemic.

Advisors reported a dramatic increase in behavioral biases 
over previous survey results, with recency and confirmation 
biases most common. 

Recency topped client biases across age groups, although secondary 
biases tended to differ. Millennial and Silent Generation clients had 
notable overlap, while Baby Boomers showed somewhat less bias overall.

Focus on effectiveness
The surge in biases may have helped advisors see the effectiveness and benefits of behavioral finance techniques more clearly than ever.

The social dilemma
It wasn’t unusual for clients to mention investments they had seen on social media—but it was unusual for those investments to be 
a good fit. 

The top 5 benefits of behavioral finance techniques this year 
included improved client relationships and investing approaches. 

But most often, advisors found that the stocks they discovered 
weren’t appropriate for their clients. 

A substantial majority of advisors say behavioral finance techniques—
especially those listed here—have proven effective in helping clients 
reach their long-term goals.

More than half of clients sometimes or frequently raised 
questions about stocks they saw on social media.

Among behavioral finance users, strong majorities always or 
frequently incorporate these techniques in client communications 
and portfolio construction.

Behavioral finance users are more inclined to use tax loss harvesting 
and a phased investment approach, both last year and looking 
forward. Nonusers are more inclined to increase allocations to active 
managers—especially going forward.
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This infographic is based on the results of a survey conducted by Cerulli Associates, Inc., the Investments 
& Wealth Institute (IWI) and Schwab Asset Management. It was fielded in Q2 2021 and reflects the views 
of more than 300 advisor members of IWI. Respondents are diversified among business models, including 
registered investment advisors (RIAs), wirehouse advisors and broker/dealers. All data is self-reported by 
survey participants and is not verified or validated.

schwabassetmanagement.com

Take the next step
Even as biases surged, advisors reported that behavioral finance principles helped build trust, deepen relationships and reduce 
the dangers of emotional decision making. Schwab Asset Management is committed to providing insights and resources to help 
advisors put behavioral finance into practice. To learn more, start with resources like these.

TOOLS > 
Implement behavioral finance in your practice with the Biagnostics® toolkit 

ARTICLES > 
Learn how biases affect investor decisions and influence market trends 

PODCASTS > 
Access on-demand expertise in behavioral finance 

Find out more about the study results in the  
downloadable white paper. 

Or talk with a Schwab Asset Management 
professional by calling 877-824-5615.
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“During early phases of the pandemic, 
I sent weekly emails to clients telling 
them that the best course of action 
was to take no action.”  
– Private bank advisor

“I try to identify client investment biases 
and show how I’ve purposely avoided 
incorporating them into portfolio 
construction strategies.”  
– National broker/dealer advisor
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Strengthened trust, relationships and client retention

Kept clients invested during periods of volatility

Reduced short-term or emotional decision making

Improved management of client expectations

Helped clients make financial decisions and prioritize

Avenues of implementation
Client communications and portfolio construction continue to provide important avenues for advisors to implement 
behavioral finance techniques. 
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7% Added an appropriate position to the client’s portfolio

15% Suggested a small allocation in a brokerage or self-directed account

73% Advised clients that these stocks weren’t suitable for their portfolio

Recency 74%

Mental accounting 60%

Confirmation 58%

GENERATION X (40-55)

BABY BOOMERS (56–74)

Recency 58%

Confirmation 49%

Familiarity 45%

SILENT GENERATION (75+)

Recency 75%

Loss aversion 63%

Selective memory 61%

MILLENNIALS (<40)

4-way tie: Loss aversion, selective 
memory, overconfidence, confirmation
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With a straightforward lineup of core products and solutions for building the foundation of a portfolio, Schwab Asset Management 
advocates for investors of all sizes with a steadfast focus on lowering costs and reducing unnecessary complexity. 

Schwab Asset Management is not affiliated with Cerulli Associates, Inc., or the Investments & Wealth Institute. 

Schwab Asset Management is the dba name for Charles Schwab Investment Management, Inc. (CSIM). Schwab Asset Management is a part of the broader Schwab Asset Management 
Solutions organization (SAMS), a collection of business units of The Charles Schwab Corporation aligned by a common function—asset management-related services—under common 
leadership. CSIM and Charles Schwab & Co., Inc. (Schwab) Member SIPC are separate but affiliated companies and subsidiaries of The Charles Schwab Corporation.  
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