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Methodology

Orion partnered with Applied Marketing Science to conduct the fourth annual Advisor Wealthtech Survey to highlight
drivers and roadblocks impacting technology adoption and wealth management opportunities.

The 571 advisors surveyed were recruited using Orion and Redtail internal databases as well as an independent,
third-party sample. Participation in the survey was voluntary and was fielded during December 2025.
Applied Marketing Science is neither affiliated with, nor employed by, Orion Advisor Solutions.

Orion*
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minutes
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Key Findings

e

Growth and Optimism

Orion*

Firms are experiencing
continued expansion in both
total assets and organic asset
growth rates.

+ Advisors utilizing Orion
demonstrate significantly higher
growth compared to those not
employing these solutions.

Integrated Tech and Data

Advisors recognize the
importance of optimizing
technology usage and
effectively integrating
organizational data in 2026.

Increased investment in
technology is underway, with a
focus on solutions that facilitate
improved data integration.

o

Al as a Force Multiplier

Artificial intelligence remains
a primary consideration and
force multiplier for advisors in
the coming year and over a
longer horizon.

While adoption has begun,
integration is typically limited
to enhancing individual
productivity and is at an early
stage.

There is a need for support in
addressing challenges to fully
leverage Al capabilities.

Third-Party Investment
Expertise

Third-party services, such as
tax optimization and managed
model portfolios, are widely
used to enhance advisory
effectiveness.

Outsourcing is increasingly
adopted to optimize advisors’
time, enabling greater focus
on activities that deliver value
to clients.
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Orion*

Orion clients report their firms’ organic growth rates
were nearly 40% higher than non-Orion firms in 2025

Organic Asset Growth

Orion Advisors vs. Non-Orion Advisors

4 )
Higher Average Organic Growth Rate

\_ /

Orion portfolio accounting clients grew organically--excluding market movements and M&A activity--an average of 3.2 percentage points faster than non-Orion clients in 2025 (11.5% vs. 8.3%), which equates to a
39% higher growth rate. Sample size: 200 Orion clients, 248 non-Orion clients.

QG2. What do you estimate was your firm’s organic asset growth rate so far in 2025, excluding growth from market appreciation and acquisitions?
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In 2026, most financial advisors will focus on
optimizing technology integration and using Al

Topic Strategic Focus in 2026

Optimizing technology integration and data use across the firm

Using artificial intelligence (Al) and automation to improve
efficiency and personalization

Expanding services to attract and retain high-net-worth clients

Expanding use of tax-efficient, customized investment solutions

Pursuing M&A to accelerate growth and scale

Identifying opportunities to leverage third-party expertise (e.g.
investment management, trading)

Increasing use of alternative investments

QE1. Which of the following will be a top strategic focus for your firm in 20267 (Select up to three responses)



Al and streamlined workflows will be the biggest force
multipliers for firm success

“Force Multipliers” of Firm Growth and Success

Top 3 “force multipliers”
are:
2
|-
Streamlined workflows and process optimization _ 49%

regrss oy (3 T

*No other response option exceeded 23%

QE2. A “force multiplier” is something that dramatically amplifies your effectiveness — helping you achieve greater results with a much smaller increase in effort, time, or cost.
10 In your view, which of the following are the biggest force multipliers for your firm’s growth and success? (Select up to three responses)
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Advisors believe Al, automation, and next-gen client
engagement will drive future advisor success

Impactful Trends in 2026

Al and automation for operations (e.g., back-office efficiency, I 55
compliance, data management) °
Generational wealth transfer and next-gen client engagement |GGl 54%
Al for advisor service/lengagement (e.g., Al-generated insights, I 35
conversational Al) !
Customized investment solutions (i.e., personalization at scale) e 37%
Rise of holistic financial wellness and life-planning services I 32%
Digital client experience and omni-channel engagement I 26%
Expanding access to private markets and alternative investments N 15%
Regulatory evolution and fiduciary standard expansion N 11%

Impact, ESG, and values-based investing I 3%

Other. Please specify: l 1%

QES3. Looking into 2026 and beyond, which of the following
trends do you believe will have the greatest impact on driving
advisor success? (Select up to three options)



Many advisors are using Al but are in early-stage in
their efforts

Al Maturity Amongst Firms

Orion*

23% 63% 6% 5%

Not currently Productivity : Cross-system
. Agentic tools . :
using Al tools Al integration

Level of Al Adoption

*4% responded “Not sure”

QT5. Which of the following best describes your firm's current level of Al maturity? (Select one only)
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Advisors identify administrative task automation and
client meeting preparation as top value areas for Al

Top Value Areas for Al

Administrative task automation I 54%
Client meeting preparation I 54 %
Personalized client communication I 36%
Portfolio analytics and insights T 31%
Compliance and regulatory monitoring I 29%
Next-best action recommendations I 22%
Prospect identification and qualification I 15%
Trading exception management N 15%
Billing and fee analysis I 14%

Other ™ 1%

QT6. In which areas would Al create the most value for your advisory practice? (Select up to three options)
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Despite seeing value in Al, nearly half of advisors view
concerns about accuracy and transparency as a barrier

Barriers to Adoption / Expansion of Al

Trust, Risk, and Client-facing Barriers Organizational and Strategic Barriers Technical and Operational Barriers
» Concerns about accuracy, + Limited internal expertise or o + Difficulty integrating Al into o
, 49% . 37% L 31%
transparency, or client trust training existing workflows
* Uncertainty about Lack of understandin igh i i
) . g o » High implementation or o
compliance or regulatory 42% about use cases S integration costs e
requirements
- Worries about Al replacing s » Lack of leadership buy-in or 99, . Insuffic_ie_n_t data quality or 12%
the human touch clear strategy accessibility
76% of advisors say trust, risk, and 60% of advisors say organizational and 51% of advisors say technical and
client facing barrier(s) prevent them strategic barrier(s) prevent them operational barrier(s) prevent them
adopting / expanding the use of Al adopting / expanding the use of Al adopting / expanding the use of Al

QT7. What are the biggest obstacles preventing your firm from adopting or expanding the use of Al? (Select up to three options)



Successful advisors of the future will be distinguished
by their ability to build trust and blend insights with Al

Distinguishing Abilities of Successful Advisors in 2030

Top 3 distinguishing abilities of future successful advisors

Build trust in an era of
digital noise and
synthetic content

Orion*

53%

Blend human insight
with Al-powered
intelligence

46%

Personalize every
aspect of the client
journey through
connected data

33%

QI2. The successful financial advisor of 2030 will be distinguished by their ability to... (Select up to three options)

Other distinguishing abilities

Demonstrate purpose-driven advice aligned
with clients' values and sustainability goals

Evolve from investment manager to personal
CFO and behavioral coach

Automate operations to maximize time for
strategic advice

Deliver an always-on, omni-channel client
experience (virtual + in-person)

Use predictive analytics to anticipate client
needs and life events

Seamlessly integrate traditional and
alternative investments into holistic portfolios

I'm not sure — too much will change
between now and then

15%

12%

12%

5%
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Investment in technology is expected to be similar in

2026 as it was in 2025

Expected Changes in Technology Investment

2026

50%

0
Increase + 1 90 / Increase

0
Average Expected

3 7 0/ Change

0
Stay the Same Stay the Same
Decrease < Decrease

12% Not Sure 9% Not Sure

NOTE that averages were calculated to exclude zero and negative values

QT9. Thinking about your firm’s investment in technology in 2026, do you expect it will...? (Select one only)

Average Expected
Change*



Advisor tech stack utilization and tech integration are
in line with last year

Technology Utilization and Integration

Orion advisors report a significantly higher Orion advisors report a higher average tech
average tech stack utilization rate (65%) than integration rate (56%) than non-Orion
non-Orion advisors (55%) advisors (52%)

Orion*

60% 54%

o 2026 2026

Average Tech Stack Average Tech
Utilization (%) Integration (%)

Firms that grew the most in 2025 utilized a higher percentage

of their tech (65%) than low growth firms (57%) and those that
didn’t grow (52%)

QT2. What percentage of your tech stack are you utilizing? Please think about all of your tech solutions. 0% would be zero utilization across all solutions, and 100% would be full utilization
18 across all solutions. (Please use your best estimate)

QT3. How integrated are your tech solutions? If your firm’s tech solutions are not integrated at all, please input 0% below. (Please use your best estimate)
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In 2026, two-thirds of advisors reported their firms’
data was fully or mostly unified

Data Unification

63%

[NET] Fully or mostly unified
|

60% 34% 3%

Mostly unified — some Minimally unified — Not unified at all —

manual processes still most data must be none of our data flows

required entered or reconciled across systems
manually

)
3%
Fully unified — data

flows seamlessly
across all systems

QT8. How unified is your firm’s data across systems and platforms today? (Select one only)
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Advisors look to streamline operations to boost their
effectiveness using technology

How Technology Could “Supercharge” Effectiveness

67%
12% 11%
2 g ®
Ve Vg -} H
Streamlining Giving me more Helping me deliver Improving data Enhancing Expanding the

operations and time to focus on more personalized accuracy and collaboration across range of services |
reducing manual clients advice at scale decision-making my firm can offer

work

QT4. What are the top ways you believe technology could supercharge your effectiveness? (Select up to two options)



Disconnected solutions, insufficient training, and cost
remain top technological pain points

Technological Pain Points

@ Disconnected systems that don't talk to each other [ 51%

@ Insufficient training to get full value from our tools

Orion*

@ Rising costs that don’t match perceived value

Rapid innovation making it hard to stay current

Too few internal resources to manage or implement effectively
Limited support or responsiveness from providers

Other

Don't know/ unsure

QT1. When it comes to your firm’s technology, what are your top pain points? (Select up to two options)
21

Top 3 technological pain

21% points last year (2025):
1. Disconnected solutions
19%
2. Cost
19% .
3. Lack of training
3%
3%
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Today, most advisors rely on third-party providers for a
variety of investment functions or plan to in the future

Third-Party Solution Adoption — Current vs. Future

In summary...
Tax optimization services * Nearly three-quarters (70%) of
advisors currently leverage tax
Managed model portfolios optimization services from
third-party providers
. o o
Paper models/Model marketplaces 33% plan to maintain
* 37% plan to expand
Separately Managed Accounts (SMAS) e Other Common|y |everaged
solutions are managed model
Unified Managed Household (UMH) portfolios (60%) and
Separately Managed Accounts
Managed trading services (S el
Direct indexing platforms + Nearly half (48%) of advisors
do not leverage UMAs from
Unified Managed Accounts (UMAs) third party providers and
indicate no plans to in the
future
m Currently use, plan to maintain level Currently use, plan to expand
Don't currently use, plan to adopt m Don't currently use, don't plan to adopt

QE4. Which of the following solutions do you currently leverage from third-party providers for your clients’ portfolios, and which do you expect to adopt or
expand in the next 5 years? (Select one response per row)
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The ability to manage an entire client household through
a single, coordinated portfolio is valuable to advisors

Value of Client Household Management

Value of managing client’s household Outcomes expected to improve by switching from individual accounts
to client households

More holistic engagement with clients _ 45%
and their investments °
NET: Valuable 84% Tax-efficient portfolio transitions/rebalancing
Retention of high-net-worth families
Significant 48% Tax-efficient placement of assets
Capture greater share-of-wallet
Moderate 36% After-tax investment performance 9%

Not interested in household management ] 6%

Interested in household management, . 6%
but none of the above would improve °

QWS5. How valuable, if at all, would the ability to manage a client’s entire household (including all taxable and non-taxable accounts) from a single, Approximately 4 in 10 (42%) advisors plan to adopt or expand
coordinated household portfolio be for your firm? (Select one only) their leveraging of third-party providers for UMH (QE4)
QWS. If you could manage client households rather than individual accounts, what outcomes would you expect to improve most? (Select up to two options)



Advisors expect to integrate alternative assets into
client portfolios in 2026

2026 Alternative Asset Allocation

% of Advisors who expect to Average (%) expected to be

Client Portfolios use alternative assets in 2026 allocated to alternative assets

Orion*

QW?2. By the end of 2026, what percentage of your client portfolios do you expect to be allocated to alternative assets? (alternative assets include private
26 equity, private credit, real assets, etc.) (Please provide an answer for each option)



When helping clients invest in alternative assets, the
biggest challenges are high fees and risk/transparency

Challenges Helping Clients Invest in Alternative Assets

Top 3 challenges helping clients invest in alternative assets Other challenges

Information gaps (e.g., misunderstandings
about liquidity and investment structure)

Orion*

v

High fees 31%

Low awareness of investment opportunities

Client hesitancy due to
perceived risk or lack of
transparency

30% Reporting difficulties/ complexity 18%

Limited access or high minimum investment 18%
Difficulty identifying thresholds °
suitable opportunities o
for specific client 26% o
profiles Other 1%

QW4. When it comes to helping clients invest in alternative assets, what are the biggest challenges? (Select up to two options)
27
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Simplified onboarding would help advisors incorporate
alternative assets into portfolios

How Technology Would Help Incorporate Alternative Assets

Simplified onboarding and subscription process

Portfolio modeling tools that better account for alternatives'
risk/return profiles

Integrated performance reporting (combines alternatives with
traditional assets)

Marketplace or screening tools to compare alternative
investmet options

Automated compliance and suitability checks

Real-time pricing and valuation data for alternative holdings

Rebalancing or optimization tools/services that include
alternatives

Digital document management and e-signature capabilities

None of the above

N 28 %0
I, 27 %
I, 24%
I,  21%
I, 17 %
E—— 16%
. 15%

I 9%

I 16%

QWS3. Which technological capabilities would most help you effectively incorporate alternative assets into client portfolios? (Select up to two options)
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Advisors report high levels of fulfillment and that they’re
leveraging strengths to improve client outcomes

Advisor Happiness and Purpose in Role

| can use my gqifts and talents to My work is meaningful:
benefit my client ’

90% 87%

True (very / somewhat) True (very / somewhat)

QI1. Please rate your level of agreement with each of the phrases below. (Select one response per row)

My work positively contributes to
my happiness:

84%

True (very / somewhat)
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