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The financial planning industry is one that continues to change on many levels, from the regulatory landscape to client expectations 
and beyond. How can you create a career in financial planning? What are the most common financial credentials and what practices 
can you expect in your day-to-day work?

Our study provides a glimpse into trends in the industry through the eyes of CFP® certificants and the graduates of the College 
for Financial Planning®—a Kaplan Company professional designation and graduate degree programs. It provides insights about 
the profile of a financial practitioner, their clients, and viewpoints they have about new professionals entering the industry and 
challenges ahead. The College for Financial Planning (CFFP) last conducted the study in 2020 and has been sharing results of similar 
surveys since 1996.

Whether you are new to the field or an industry veteran, we hope our report inspires you with new perspectives on financial 
planning and advising.

Survey Objectives
Our survey provides a succinct look at financial practitioners through the eyes of CFFP designation holders and CFP® professionals. 
This includes:

• Financial Practitioner Profile

• Demographic information (age, gender, education, and industry experience)

• Reasons for pursuing a financial services career

• Financial credentials earned

• Summary: their financial practices

• About Their Clients

• Typical client

• Client concerns and investment requests

• Financial Practitioner Viewpoints

• New professionals entering the industry

• Challenges ahead

In the 25+ years we have been publishing the Survey of Trends, at least a few characteristics have remained consistent. A financial 
certification or professional designation leads to greater earnings and additional clients. Respondents have reported this year after 
year, and the latest survey was no different. These results will be of interest to corporations and advisors looking for a benchmark 
for comparison.
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About the Survey Respondents
The 798 financial professionals who participated in our survey were predominantly male, with responses from a variety of age 
groups. Here are their demographics and the reasons why they chose their professions.

Demographics

Respondents tended to be male financial services professionals employed in financial planning, investment planning, or securities 
with long-standing clients:

Gender Age Education Background

62% of respondents are 
male.

A variety of age groups 
responded, with 39% 
being 34 years or younger, 
48% between 35 and 54 
years old, and 14% at 
least 55 years old.

Most financial 
professionals have 
a bachelor’s degree 
(61%) and a third hold a 
master’s degree (29%) or 
other higher education 
degree (4%).

Financial service 
professionals come from 
a variety of backgrounds, 
with the most common 
undergraduate degrees 
being in fInance (22%), 
business (22%), and social 
science (13%).

Industry Experience

86% of respondents are currently a practicing financial services professional. 36% report being 
currently employed in financial planning, 24% in investment planning, and 17% in securities. 
Over one third have been working in the financial planning industry for 10 or more years.
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Reasons for Pursuing a Financial Services Career
Why choose a financial services profession? We asked our respondents to share the reasons they got into the field in the first place. 
Many were looking to help others through a field they are passionate about and enjoy: 

• 28% of respondents said they joined their financial profession because they were looking to help others.

• 21% joined the field because they hold a passion for the financial market and enjoyment for the subject.

• 15% of respondents came into their financial careers due to influence from friends, family, teachers, or coworkers.

• 8% reported that they “fell into” their financial profession or joined the field due to the benefits offered by the job.

•  While 7% of respondents joined their financial profession for a career change, 6% had a previous similar career or  
related education.

• Another 3% said their math and analytical skills or interest in working with people is why they joined the field.

“I wanted to help people succeed in an 
area of life where many struggle.”

—Survey Respondent, 2022
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Financial Credentials Earned
We asked participants about their professional designations, when they earned them, whether they helped them acquire more 
clients, and whether they increased earning potential.

Licenses and Credentials Breakdown

These are the licenses and credentials the respondents hold, along with the percentage of holders.

Securities License(s) — 50%

CERTIFIED FINANCIAL PLANNER™ (CFP®) Certification — 35%

Chartered Retirement Planning Counselor (CRPC®) Designation — 19%

Accredited Asset Management Specialist (AAMS®) Designation — 15%

Other1 — 11%

Financial Paraplanner Qualified Professional™ (FPQP™) Designation — 8%

Chartered Retirement Plans Specialist (CRPS®) Designation — 6%

Accredited Wealth Management Advisor (AWMA®) Designation — 4%

Chartered Financial Consultant (ChFC) — 4%

Certified Public Accountant (CPA) — 3%

Chartered Financial Analyst (CFA) — 3%

Wealth Management Specialist (WMS) — 3%

Chartered SRI Counselor (CSRIC®) Designation — 2%

Accredited Portfolio Management Advisor (APMA®) Designation — 2%

Chartered Life Underwriter (CLU) — 1%

Life Underwriter Training Council Fellow (LUTCF®) Designation — 1%

Chartered Mutual Fund Counselor (CMFC®) Designation — 1%

1Includes AEP®, AIF®, CIFA, RICP®, and RMA, among others.
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Financial Credential Effect
Over 8 of 10 respondents hold a financial credential (professional designation, license, or certificate), with the majority having 
earned their first credential more than 2 years ago. A professional designation has not only led to a larger client base for these 
respondents, but also increased confidence and satisfaction with their career:

• 84% of respondents have a professional designation, license, or certificate—16% do not.

•   Most common credentials: Of the financial credentials earned, the most common are Securities License (50%), Certified 
Financial Planner™ (CFP®) Certification (35%), Chartered Retirement Planning Counselor (CRPC®) Designation (19%), and 
Accredited Asset Management Specialist (AAMS®) Designation (15%).

•   First credential: While 8% earned their first credential this year, 19% received it last year, 39% between 2 and 4 years ago, 
and 35% at least 5 years ago.

•   Client base: 70% of respondents report their client base grew after receiving their most recent designation, license, or 
certificate. Below is the percentage increase in client base, broken out by designation:

CFP® 67%

CRPC® 82%

AAMS® 86%

Other Specialized 
Designations

71%

This is one of the findings of a quantitative survey conducted by the College for Financial Planning®—a Kaplan Company between August 31 and November 18, 2021. For this survey, a 
sample of 798 2021 graduates of the College for Financial Planning was interviewed online in English. The sample includes 198 graduates whose most recent professional designation 
earned was a specialized financial designation (AAMS®, ABFP®, ADPA®, APMA®, AWMA®, CMFC®, CRPC®, CRPS®, CSRIC®, FPQP®, LUTCF®, and WMS®) and who answered this question.
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•   Career Satisfaction: Overall, 67% report feeling more satisfied with their career after receiving their most recent 
designation, license, or certificate. Here is the increase in career satisfaction, based on designations held:

Confidence: In general, 79% report having greater confidence in speaking with clients 
after they received their most recent credentials. Find the increase in career satisfaction by 
designation below:

CFP® 80%

CRPC® 59%

AAMS® 58%

Other Specialized 
Designations

62%

CFP® 86%

CRPC® 82%

AAMS® 79%

Other Specialized 
Designations

83%
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•   Earning Potential: With every edition of the Survey of Trends, we have asked designation holders and CFP® certificants 
what their annual earnings were prior to and after obtaining their most recent credential. The overall average increase 
in earning potential for all respondents was 17%, from $116,162 to $135,980. While not every credential had enough 
responses to be statistically valid, those that did told a clear story. Here are the percentage increases and rise in salaries  
for each:

CFP® Pre: $119,750 / Post: $138,907

Pre: $134,642 / Post: $159,935

Pre: $129,301 / Post: $150,301

Pre: $114,031 / Post: $136,594

16%

CRPC® 19%

AAMS® 16%

Other Specialized 
Designations2

20%

This is one of the findings of a quantitative survey conducted by the College for Financial Planning®—a Kaplan Company between August 31 and November 18, 2021. For this survey, a 
sample of 798 2021 graduates of the College for Financial Planning was interviewed online in English. 86% of respondents are practicing financial services professionals and 72% have been 
working in the financial planning industry for 5+ years. 

2ABFP®, ADPA®, APMA®, AWMA®, CMFC®, CRPS®, CSRIC®, FPQP®, LUTCF®, and WMS®.

“I love working with clients to help improve their financial lives and to provide 
them with the tools and education to allow them to achieve their goals.”

—Survey Respondent, 2022
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Summary: Their Financial Practice
A majority of respondents work for a financial services firm and most report having supervisory responsibilities and managing 
assets. Over half have 100 or more clients. For about half, a fee plus commission is their primary form of compensation:

What They Do

•  Asset management: 76% of respondents currently manage assets. Of those who manage assets, 4% report 
managing less than $1 million, 39% manage $1 million to $59 million, 12% manage $60 million to $99 million, and 21% 
manage $100 million or more.

•  Supervisory responsibilities: 75% of financial services professionals report having supervisory responsibilities.

•  Financial plan creation: 69% have prepared fewer than 30 comprehensive plans in the past 12 months.

Work Environment

•  82% report being employed by a financial services firm and 18% are self-employed. Of those working at a firm,  
40% are at one that is small, 17% at midsized, and 43% at a large company.

• 89% cite growth in digital communications being one of the changes in the industry.

Pay Structure

•  Fees and commission: Almost half (49%) are paid a fee and commission as their primary form of compensation for  
the financial planning services they provide. 7% earn commission only and 44% earn a fee only.

•  Hourly rate: 23% charge an hourly rate for their financial services. In fact, 21% of respondents charge at least  
$100 an hour.

Clients 

•  Client base: 48% of respondents report having less than 100 financial planning clients. 21% have between 100 and  
199 clients and 31% have 200 or more clients.

• Length of client relationships: 53% have been working with their typical client for more than 5 years.

For more details about typical clients, see the next section.
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“Clients are seeking individuals educated in finance to manage their money. 
Clients need and deserve financial acumen.”

—Survey Respondent, 2022

About Their Clients
We asked survey respondents to tell us about their typical clients and their interests.

Typical Client

Respondents’ “typical” clients are salaried professionals between 40 and 69 years of age. About half have a net worth of $1 million 
or more.

Occupation: 67% of “typical” clients are salaried professionals and 19% are business owners.

Age: 89% place their “typical” client between 40 and 69 years of age. Only 8% would say their “typical” client is 
under 40 years old.

Income: 68% report that their clients usually earn a gross annual income between $100,000 and $300,000. 19% 
have clients who earn $300,000 or more every year.

Net Worth: 28% of respondents report their “typical” client having a net worth between $1 million and $2 million. 
21% have clients with $2 million or more in net worth.

Retirement expectations: 95% of respondents report that their clients expect the same or greater standard of 
living during retirement. Interestingly, 92% of respondents feel their clients should actually expect that standard  
of living.
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Client Concerns and Investment Requests
When asked which areas were of greatest concern for their clients, the top responses were investment or asset growth (97%), 
retirement funding (95%), health care costs (95%), and tax burden (95%).

In light of the top concern of investment or asset growth, 55% say they have received more requests from clients.

• 46% of respondents would say that more clients are asking that their investments meet sustainability criteria.

• Of those who have received new alternative investment requests from clients, 75% report an interest in cryptocurrencies.

•  77% of respondents report that they have not received additional requests to avoid “sin” investments such as alcohol, 
tobacco, gambling, and weapon manufacturers.

“I love helping customers figure 
out how to invest better and 
maximize qualified savings.”

—Survey Respondent, 2022
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Viewpoints: New Professionals Entering the Industry
We asked financial services professionals to give us their take on new professionals entering the industry, whether they have the 
skills needed to succeed in the industry, and the biggest challenges they face when hiring employees who are new to the field.

Career changers: 56% agree or strongly 
agree that career changers have the skills 
they need to succeed in the financial 
services industry. 

Recent college graduates: Another 
43% agree or strongly agree that recent 
graduates have the skills necessary for 
success.

Biggest Challenges

• 25% face challenges related to lack of experience or the need to train candidates to understand the job.

•  When hiring employees who are new to the industry, having them overcome the learning curve (24%) is one of the biggest 
challenges that finance professionals face.
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Challenges Ahead
What sorts of challenges do financial professionals see themselves facing in the next 5 years? How do they expect the US economy 
to change in the next 6 months? 

Key themes about what challenges lay ahead varied from respondents.

• 17% predict difficulties for clients in leveraging online platforms that provide free or low-cost access to investing. 

• 16% are concerned about political influences and changing regulations in the future.

• Another 10% find that economic influences such as inflation or market volatility might cause challenges in the future.

When asked about the U.S. economy and how they expect it to change in the coming months, more than half of respondents 
predict that it will stay the same or improve.

Improve

Stay the same

Weaken

39%

39%

23%
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Conclusion
As the financial planning industry continues to evolve, so does the need to stay informed on the opportunities and practices for 
success. Regardless of these changes, it is clear that financial education is the key to jump-starting and advancing your career 
as a financial professional, enabling you to better serve your clients and get them closer to achieving their financial goals. As 
demonstrated through the results of this survey, financial education contributes toward professionals increasing their confidence 
levels in speaking with clients, client bases, career satisfaction, and earnings. The College for Financial Planning®—a Kaplan 
Company is committed to helping you stay current with the evolving industry and achieving your career goals at every step of your 
journey, whether you are just beginning a career in the industry or looking to take your career to the highest level.  

Methodology
A series of questions was developed to inquire about planner demographics including age, gender, experience, and earnings. 
We sent the survey via email to recent graduates of our own CFP® Certification Professional education program, each of our 
professional designation programs, and Master of Science degree programs. In addition, we also contacted CFP® certificants who 
completed their education at schools other than the College for Financial Planning. From August through November 2021, 798 
respondents completed the online survey, although not all of them answered every question.

Important: Please Note

Some test names and trademarks are the property of the respective trademark holders and not trademarks of Kaplan. See the 
directory of trademarks and their ownership.

For a complete list of the findings and supporting data,  
visit https://www.kaplanfinancial.com/wealth-management/resources/survey-of-trends.

https://www.kaplanfinancial.com/wealth-management/resources/survey-of-trends
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