
Get answers to advisors’ top questions.
The most commonly overlooked asset in financial planning is compensation. And it’s where your 
clients usually need the most guidance. We know it’s challenging to dive into a new niche, but 
we’re here to help you get the answers you need to get started. 
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Find your niche by specializing  
in workplace wealth. 

What does “compensation” include for corporate employees?

There are many inputs that make up an employee’s total compensation. It’s more than just salary. It can include 
salary, commission, bonuses, deferred compensation, incentive plans and equity compensation awards such as 
restricted stock or stock options. It also includes benefits such as defined benefit plans, 401(k) and profit sharing 
plan contributions, health insurance and corporate contributions toward health insurance and protective insurance 
coverage (life and disability).
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What are the biggest reasons advisors don’t discuss workplace wealth with their clients? 

Some advisors are worried that reviewing clients’ workplace compensation will dilute investment discussions. 
Some have a knowledge gap or don’t know what to do with the information once they have it. No matter the 
reason, this is a growing need, a need that many employers are starting to fill through a program called Financial 
Wellness at Work. Advisors have a growth opportunity by filling this client need for a better comprehension of their 
overall compensation and how to get the most value from it. And by filling this need, advisors will help protect 
their practice from a new channel of competition: the workplace wealth advisor hired by the employer. To do this 
well, it’s important to work with partners who can help you navigate workplace wealth insight so you can build 
better relationships with your current clients — and gain new ones. 
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What kinds of clients should I be targeting? 

Of course, there are different opportunities with different levels of corporate employees, but the sweet spot 
for advisors to focus on is highly compensated and executive level employees. They have a more complex 
compensation arrangement, and they are underserved when it comes to advice and incorporating workplace 
assets into a comprehensive financial plan. This can include anyone from highly trained people with a specific 
skillset to employees just below the C-suite level. 
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Do C-suite employees need workplace compensation guidance as well? 

Yes, some will. But most named executive officers already have programs in place at their company or are 
working with a firm that specializes in C-suite employees. 
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Are there competitors in the workplace compensation niche? 

Yes. This is one of the hottest topics in HR and benefits circles. Mercer estimates that there are as many as 
300 financial wellness at work providers in the marketplace.* But that’s only because there’s a need for it. 
Mid-to large-size companies are putting financial wellness programs in place to educate their employees on 
their workplace compensation and benefits and to provide them with guidance and financial planning.
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If the market is competitive, how can I win? 

It’s important to become as knowledgeable as possible on the topic — and to work with a partner who can help 
you increase domain knowledge, show you proven processes, and provide you with information on the specific 
elections and decisions an employee needs to consider not just in general, but in the specific plans offered to 
them by their employer. Then it’s a matter of starting these conversations with your target clients, understanding 
where their challenges may lie and getting ahead of them. It helps to make it a routine. Over time, it will become 
an integrated part of your practice.
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How do I get started? 

Invite Columbia Threadneedle Investments to come in for a meeting or conduct a webinar. We’ll discuss practical 
strategies you can use with your clients and provide you with some next steps to start these new conversations. 

Contact your regional consultant today at 1-800-426-3750.

* As of 2019.
The views expressed are as of the date given, may change as market or other conditions change and may differ from views expressed by other Columbia Management Investment Advisers, LLC 
(CMIA) associates or affiliates. 
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Abram Claude is vice president of our award-winning value-add programs 
designed to help financial advisors attract new clients and do more to serve 
current clients.


