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Elite advisors providing sophisticated investment
strategies and wealth management services.
The Institute is proud to serve more than 12,000 members and
certificants in 37 countries worldwide, including 7,570 CIMA®
certificants and 1,369 CPWA® professionals, as of October, 2017.
Institute members provide investment consulting and wealth
management services to both high-net-worth retail and
institutional clients. Institute members differentiate themselves
in today’s advisory landscape through their significant
experience, advanced education, and ability to serve high-networth clients. They are seasoned advisors who go above what
is expected to deliver the standard for investment advice and
expert guidance to high-net-worth clients.
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Managing more assets for higher-net-worth clients.

Institute members’ average assets under
management (AUM) is $364 million per
professional—the overall industry average AUM of
$52.8 million per professional.

Retail bank B/D
IBD
Hybrid RIA

National and regional B/D
Independent RIA
Wirehouse

$364 million

41% of Institute
members manage
$250 million+
$100
Million
Other advisors

Insurance B/D

Institute members

Institute members—AUM

74% of Institute members work
for a practice that manages more
than $100 million compared to
53% of all advisors.

compared to only 26% of
other advisors.
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Source: Cerulli Associates (2017)

CIMA® professionals: Displaying more confidence,
competence, and compensation.
66% of Institute members hold the CIMA certification. CIMA professionals are more
satisfied with their careers, earn better compensation, and manage more assets for highernet-worth clients than other advisors, according to research conducted by the Aite Group.
CIMA professionals:

Are affluent.
12% of all CIMA professionals report
earning more than $380,000 versus
3% of other advisors.

CIMA
Practices
are a team
sport.
70% of CIMA
practices are
team practices
versus 45% of
other practices.

Gain higher
satisfaction.
43% of CIMA
professionals are
very satisfied with
their career versus
21% of non-CIMA
professionals.

The mean assets per client of CIMA practices is
nearly three times the assets per client of non-CIMA
practices, and revenue generated over the last 12
months is almost 25% higher for practices with CIMA
professionals than it is for other financial advisors.

Source: Aite 2017
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Advising affluent clients, earning asset-based fees.
30% of CPWA professionals saw more than a 10%
increase in client assets versus 16% for other advisors.
78% of CPWA practices establish an investment policy
statement with clients versus 55% of other advisors.
CPWA professionals mean book size for team practices is
$438 million versus $292 million for other advisors.
The Certified Private Wealth Advisor® (CPWA®) certification
program is an advanced credential created specifically for wealth
managers who work with high-net-worth clients, focusing on life
cycle of wealth: accumulation, preservation, and distribution. Here
are three reasons why today’s financial professionals who advise
high-net-worth clients value CPWA certification.

1. Specialized knowledge.
Today’s high-net-worth
clients have ever-changing
needs that are more
complex than they were
even a few years ago.
CPWA professionals have
the expertise required to
serve these investors.

2. Credibility. Savvy clients
with $5 million or more
know that a basic financial
planning background isn’t
enough to help them address
their complicated financial
issues.
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3. Differentiation. In today’s
crowded credentialing
marketplace, earning the
most respected certifications
that display competence in
the most relevant disciplines
is a real difference-maker.

Source: Aite 2017

Institute members advise sophisticated investors using
strategies adaptable to today’s changing markets.
Institute members’ product mix compared to other advisors:

Insitute Advisors

All Advisors

Mutual funds (including liquid alternatives)

30%

33%

ETF’s

23%

14%

Separate accounts

15%

8%

Individual equities

13%

17%

Individual fixed income

9%

9%

Money markets, deposit accounts, cash

3%

4%

Variable annuities

3%

8%

Alternatives (excluding liquid alternatives)

3%

3%

Other insurance products (e.g., fixed annuities, variable
life, LTC)

1%

4%

Other

1%

1%

Institute advisors are more confident in offering sophisticated investment and financial
planning advice to their HNW clients, due to the advanced education they receive through
the Institute’s offerings. Investment products such as hedge funds, options, ETF strategies
and models, and REITs are more likely to be offered to an Institute advisor’s clients than
the average advisor’s clients, benefiting the client with additional diversity in investment
choice and performance.

Source: Cerulli Associates (2017)
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The Value of CIMA Certification to an Advisor’s Practice
Q. How much do you agree with the following statement? The
time and effort required to obtain and mantain the following
certification(s) has been worthwhile.
Source: Aite Group

CIMA (n=104)

54%

CFP (n=68)

51%

37%

51%

CPWA (n=77)

41%

CFA (n=29)

Agree

Strongly Agree

37%

12%

36%

12%

45%

31%

PFG (n=29)

6%

14%

55%
Neither agree nor disagree

10%
Disagree

Strongly Disagree

Practice and Individual Assets Under Management, 2017
33.1%

35%

27.9%

30%
25%
20%

15.5%
12.9%

15%
10%

25.4%

21.2%

6.1%

12.5%

12.4%

12.2%

13.2%

7.7%

5%
0%

<$25m

$25m to <$50m

$50m to <$100m

$100m to <$250m

IMCA advisors

$250m to <$500m

≥$500m

All advisors
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Source: Cerulli Associates (2017)
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