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INVESTMENT ADVISOR’S  TOP 25  independent broker/dealers

			   		  average	
				c    fps in	 years	
			   reps with 	 total rep	 experience	  
RANK	 Company	 their own ria	 force	 (per advisor)	

	 1	 Triad Advisors	 84.8%	 33.9%	 116

	 2	Par k Avenue Securities	 62.6%	 NA	 NA

	 3	 Securities Service Network, Inc.	 43.7%	 28.6%	 15

	 4	United  Planners Financial Services	 26.3%	 22.1%	 NA

	 5	Cam bridge Investment Research, Inc.	 26.1%	 28.4%	 15

	 6	 Securities America, Inc.	 18.1%	 24.1%	 NA

	 7	 Royal Alliance Associates	 16.2%	 NA	 NA

	 8	Pa cific West Financial Group	 15.9%	 25.7%	 NA

	 9	 American Portfolios Financial Services, Inc.	 15.5%	 11.2%	 18

	 10	 Geneos Wealth Management, Inc. 	 14.5%	 35.3%	 20

	 11	La Salle St. Securities LLC	 12.5%	 8.7%	 12

	 12	Ca pital Financial Group/H. Beck, Inc. 	 12.2%	 13.8%	 NA

	 13	 FSC Securities Corporation	 10.9%	 NA	 NA

	 14	 First Allied Securities, Inc.	 10.7%	 18.9%	 18

	 15	 Ausdal Financial Partners	 10.3%	 18.6%	 12

	 16	Common wealth Financial Network	 8.9%	 40.7%	 NA

	 17	Cro wn Capital Securities, L.P.	 8.4%	 22.5%	 17

	 18	 SagePoint Financial 	 7.9%	 NA	 NA

	 19	W FG Investments Inc.	 6.8%	 10.0%	 20

	 20	Ca pital Investment Companies	 6.6%	 10.4%	 NA

	 21	 Investacorp, Inc.	 6.4%	 NA	 10

	 22	 M Holdings Securities, Inc.	 6.0%	 10.7%	 NA

	 23	 National Planning Corporation (NPC)	 5.1%	 NA	 NA

	 24	 Independent Financial Group	 4.8%	 14.2%	 15

	 25	 Raymond James Financial Services, Inc.	 4.8%	 23.2%	 19

by friendliness to rias

All data is as of April 1, 2011, and was supplied by the broker/dealers themselves; Investment Advisor has not independently confirmed the data.
1Part of the MetLife Broker/Dealer Group

The rise of the “hybrid advisor”—one who affiliates with a broker-dealer while simultaneously running their own 
RIA firm as well—continues, but for how long? 

“One thing that stands out is that the advisor’s business will not grow through market appreciation simply because 
our analysts tell us returns will be lower going forward,” Bill Dwyer, LPL Financial’s president of national sales and 
marketing, warned in our May issue. “If you couple this with lower risk tolerance, it means advisors will have to grow 
their practices by adding clients. The autonomy that independent advisors experienced in the 1980s and 1990s, almost 
ruggedly so, is no longer possible,” Dwyer says. “It’s just too costly.” 




