


Wealth Management Drivers of Choice: How have consumer 
evaluations of wealth offers changed on a year-over-year basis? 
Which self-directed brands are winning and losing in the battle for 
consumer preference? How do feature importance ratings and 
preferences compare between brokerage users and non-users?

Shares of Preference for Self-Directed Investing Offers: Outside of 
brand and fees, which features of self-directed investing have the 
greatest influence on choice among offers? Which types of offers 
appeal more to DIY investors than consumers with no online 
brokerage accounts or trading apps (and vice versa)?

Financial Planning: How is consumer engagement with financial 
planning trending over time? Who is creating financial plans and 
which areas of financial life are being covered during the planning 
process? Among those without a plan, are intentions high? What are 
consumer expectations regarding the planning process?



Figure 1: Example Choice-Based Conjoint (CBC) Task

Table 1: CBC Features List (Digital Advice, Self-Directed Investing, Traditional Wealth Management)

Figure 2: Feature Importance on Total Sample - Canada

Figure 3: Feature Importance on Total Sample - US

Figure 4: Feature Importance Among Self-Directed Brokerage Users VS Non-Users - Canada

Figure 5: Feature Importance Among Self-Directed Brokerage Users VS Non-Users - US

Figure 6: Yr/Yr Feature Importance Among Self-Directed Brokerage Users - Canada

Figure 7: Yr/Yr Feature Importance Among Self-Directed Brokerage Users - US

Figure 8: Overall Cross-Channel Brand Preference – Total Sample - Canada 

Figure 9: Overall Cross-Channel Brand Preference – Total Sample - US 

Figure 10: Brand Preference Among Self-Directed Users and Non-Users - Canada

Figure 11: Brand Preference Among Self-Directed Users and Non-Users - US

Figure 12: Scenario 1 – Brand Preference With All Features Set to Average - US

Figure 13: Scenario 2 – Brand Preference With All Features Set to “Actual” Levels - US

Figure 14: Scenario 3 – Brand preference, Among 18-34 year-olds With High Incomes ($100K+), 
With All Features Set to “Actual” Levels - US

Figure 15: Scenario 1 – Brand Preference With All Features Set to Average - Canada

Figure 16: Scenario 2 – Brand Preference With All Features Set to “Actual” Levels - Canada

Figure 17: Scenario 3 – Brand Preference, Among 18-34 year-olds With High Incomes ($100K+), 
With All Features Set to “Actual” Levels - Canada

Figure 18: Yr/Yr Presence of a Financial Plan Trend Among Self-Directed Users, Non-Users 
and Overall - US

Figure 19: Yr/Yr Presence of a Financial Plan Trend Among Self-Directed Users, Non-Users 
and Overall - Canada

Figure 20: Financial Plan Origin Among Self-Directed Brokerage Users and Non-Users - US

Figure 21: Financial Plan Origin Among Self-Directed Brokerage Users and Non-Users - Canada
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Figure 22: Financial Elements Included in Plan Among Self-Directed Brokerage Users 
and Non-Users - US

Figure 23: Financial Elements Included in Plan Among Self-Directed Brokerage Users 
and Non-Users - Canada

Figure 24: Financial Planning Intent Among Self-Directed Brokerage Users 
and Non-Users - US

Figure 25: Financial Planning Intent Among Self-Directed Brokerage Users 
and Non-Users - Canada

Figure 26: Reasons for not Creating a Financial Plan Among Self-Directed Brokerage Users 
and Non-Users - US

Figure 27: Reasons for Not Creating a Financial Plan Among Self-Directed Brokerage Users 
and Non-Users - Canada

Figure 28: Consumer Approach to Planning Among Self-Directed Brokerage Users 
and Non-Users - US

Figure 29: Consumer Approach to Planning Among Self-Directed Brokerage Users 
and Non-Users - Canada

Figure 30: Consumer Expectations of Financial Planning Among Self-Directed Users 
and Non-Users - US

Figure 31: Consumer Expectations of Financial Planning Among Self-Directed Users 
and Non-Users - Canada
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