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Today’s volatile 

Wealth segments

Mass affluent: 
$100,000 to $1 million in net worth1

Millionaires:  
$1 million to $5 million in net worth1

Ultra-high-net-worth (UHNW):  
$5 million to $25 million in net worth1 

We partnered with Spectrem Group,  
a premier research firm specializing in  
the affluent and retirement investor  
markets, to provide research-driven  
insights into the current attitudes and  
investment behaviour of these market  
segments. Spectrem, known for  
providing the “voice of the investor”  
to the industry, has tailored this  
research exclusively for advisors.

1 Does not include primary residence.

market
makes it challenging to acquire and retain clients. 
Getting to know and understand the investment 
psyche of the affluent and what’s meaningful to  
them has never been more important.



Key take-aways emerging 
from Spectrem research

Q:

 A:

Who’s controlling the assets?

Nearly 50% of the affluent’s assets are controlled with no professional help. 

The blue section in the pie charts represents a great opportunity for you to 
expand the share of wallet that you manage for your clients. You can enhance 
and expand your client relationships by understanding the trends affecting the 
wealthy and by asking for an overall view of their portfolios.

   Assets I control myself with no professional help
   Assets I consult with an advisor on, but make decisions myself
   Assets I allow an advisor to handle for me

Percentages may not add up to 100 because of rounding.
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Mass af�uent

What factors are influencing investment behavior?

To effectively meet the needs of the affluent, you and your firm must 
cross over the line from simply dealing with only investments to discussing 
top-of-mind concerns with your clients. 

These include:
• Uncertain political environment 
• Tax implications for their wealth segment 
• Global events and economic turmoil 

© 2013 The Spectrem Group.

    2012
   2013

Year-to-year issues: Level of concern about tax increases

Q:

 A:

Spectrem found that these issues are having a clear effect on the 
investment decisions of the affluent. You have the opportunity to 
help them see beyond the headlines regarding their investments.



are not receiving estate planning advice.1

do not have long-term-care insurance.1

are not planning to introduce their  
family to their advisor.1

1 Approximate averages for all three wealth segments combined.
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Are your clients prepared for the “what if?” 
scenarios in their lives?

Among the affluent, many are at a point in their lives where money is  
transitioning as part of an unprecedented generational transfer of wealth. 
This brings with it a whole new set of concerns.
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Across the board, regardless of wealth segment, your ability to counsel  
clients during a crisis is consistently in demand. Those are the types of  
situations that the affluent rated as their top concerns. It only benefits  
you, as an advisor, to be well-positioned with your clients during these  
life transitions.

How prepared are your clients?

Q:

 A:



Is responsiveness the key to advisor success?

When it comes to communications, affluent investors demand responsiveness 
from their advisors. Besides having calls and e-mails returned quickly, they 
want you to reach out to them with an idea or advice on a regular basis. 

Adhering to a communications strategy helps you maintain satisfaction among  
existing clients while generating positive referrals that may garner new clients.

And it’s important not to overlook the innovative communications channels  
evolving every day, such as Facebook, LinkedIn and YouTube.

Not returning phone
calls in a timely manner

Not providing me with
good ideas and advice

Not being proactive
 in contacting me

Not returning e-mails
in a timely manner

Long-term
(more than one year)

losses to my portfolio

I can think of no reasons
for �ring my �nancial advisor

My advisor changed �rms

Short-term losses (less than
one year) to my portfolio
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Top four causes  
communications- 
related

Causes for switching financial advisors

Q:

 A:
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Each quarter, Spectrem Group conducts online interviews with affluent 
households across the United States. The survey includes about 1,500 mass 
affluent households, 1,000 millionaire households and 500 ultra-high-net-worth 
households. The research presented in the publication was conducted over a 
yearlong period from the fourth quarter of 2012 through the third quarter of 2013. 
Respondents were qualified based on the aggregate total of the household’s 
indicated net worth. The surveys were completed by the individual primarily 
responsible for making  the day-to-day financial decisions the household. This 
sample would have an estimated margin of error of 5 per cent, 1 time out of 20. 

This communication is solely for informational purposes, and is not a 
recommendation, offer or solicitation to buy or sell any ETFs or to adopt any 
investment or portfolio strategy. This material is not intended to be relied upon 
as research, investment, financial, legal, accounting, tax, practice and/or other 
advice. Please consult with your advisors before acting on any information in  
this material.

All survey information is as of the date indicated. If surveyed again, respondents 
may answer differently. Vanguard Investments Canada Inc. has not taken any 
additional steps to update, verify or interpret survey information.  This material 
contains only selected highlights of the survey and is not the complete survey. 




