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Methodology
At the end of 2005, the Investment Adviser Association conducted a membership satis-
faction survey.  The survey focused on three areas:

1. How members evaluate services currently offered
2. Which potential new services they would consider valuable
3. Which methods and frequencies  of communication they prefer

On November 16, 2005 the survey form was mailed to all 415 member firms of the IAA.
The mailing included a cover letter and a self addressed, stamped envelope for respon-
dents to return the completed survey form to the IAA.  The cover letter explained that
members could complete the survey on the Members Only section of the IAA's website,
if they preferred.  The letter stressed that the information collected would only be shared
with employees and Board members of the IAA and that it would only be printed in
aggregate to protect each firm's anonymity.

On December 7, 2005 a reminder email was sent with a copy of the survey attached to
it.  This email was sent to the 328 member firms that had not yet responded and it reit-
erated that members could complete the survey on-line.

On December 23, 2005 the IAA stopped collecting completed surveys.  During the five
weeks that had elapsed since the survey was mailed, 153 firms responded.  94% of
them responded by mail and 6% did so via the IAA's website.

The data included in this report may be augmented by other data collected from inter-
views with members who responded to the survey.  The interviews will test the validity
of the interpretations of the data collected, answer questions created by the survey data,
and add personal anecdotes to the survey report. 

The size of the sample is significant and is sufficient for analyzing the membership as a
whole.  The 153 respondents represent 36% of the membership.  Further, each ques-
tion on the survey was answered by enough respondents to insure statistical validity.  A
minimum of 109 and maximum of 153 respondents answered each question that has
been subject to statistical analysis.



3

Key Findings
This survey documented the following trends:

Members are exceedingly and almost unanimously pleased with the general
purposes and services of the IAA as well as positions the IAA has taken dur-
ing 2005.  They are also generally satisfied with their membership fees.

Members primarily value the IAA as a legal, regulatory, and compliance
resource.  They secondarily value it as an education and networking organi-
zation.  They assign a similar value to the advocacy services that the IAA
delivers.

Interest in access to the IAA's legal staff correlates with the number of assets
a member has under management.  The larger the asset base, the less inter-
ested firms are in access to the legal staff.

Member responses evaluated the Chartered Investment Counselor Program,
IAA employment listings, and membership directories poorly.

Member responses reflect an interest in new conferences on technology,
new publications on legal and regulatory topics, and a program for the IAA
website that addresses their compliance questions.

While members are very pleased with the amount and frequency of the infor-
mation they receive from the IAA, their opinions vary widely about the
method (e.g. via email, mail or web) by which they prefer to receive them.

Many members reported using the website in the past 12 months.  However,
their usage of the website is infrequent and nearly half reported being
unaware of several of the site's services.

Members urged the IAA to segment more conference content by asset size
and to increase the number of regional meetings.

One member suggested that the IAA advocate for less overlap between dif-
ferent regulatory groups (e.g. the SEC and the CFTC).  Another suggested
that the IAA should consider taking over the advocacy that the ICI has aban-
doned.
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Section I - Demographic Data

Does your firm predominately (please choose one of each of the following):

Internally
97%

Through third
parties

3%

Firm name Number Percentage
Supplied names 151 99%
Remained anonymous 2 1%

Delivery method Number Percentage
Mail 144 94%
IAA web site 9 6%

In separate
accounts

88%

In mutual
funds
11%

In limited
partnerships

1%

Manage assets:

In which of the following vehicles:

For which of the following types of investors:

Yes
62%

No
38%

Institutions
31%

Individuals
69%
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Assets under management (question not on survey):

Under $1b
50%

$1b to $5b
31%

Over $5b
19%

Assets Under Management
Survey Respondents

Under $1b
54%

$1b to $5b
23%

Over $5b
23%

Assets Under Management
All Member Firms

Section I - Demographic Data
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Section II - Primary IAA Services
Please rate each of the following statements on a scale from 1 to 5 in which 1
indicates that you strongly disagree with the statements and 5 indicates you
strongly agree with them:

Please rank the following broad categories of IAA benefits from 1 to 3 where 1 is
least valuable and 3 is most valuable:

Overall AUM <$1b    AUM $1-5b    AUM >$5b

IAA serves a valuable purpose for the
investment advisory profession 4.71 4.77 4.66 4.63

My firm is pleased with the services it
receives from the IAA 4.62 4.65 4.61 4.52

The IAA membership fees represent 
a good value to my firm 4.38 4.40 4.27 4.48

My colleagues and I often use the
IAA’s services 3.64 3.67 3.66 3.48

Senior managers at my firm are aware
of the IAA 4.14 4.45 3.95 3.56

My firm has disagreed with a position
taken by the IAA in 2005 1.58 1.67 1.60 1.29
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Definitions:

Advocacy - representing the investment advisory profession before the SEC, Congress and other policy makers

Legal, Regulatory and Compliance Resources - access to the IAA legal staff, monthly IAA Newsletter, the IAA web site

Education and Networking - workshops, conferences and meetings that focus on a wide variety of business, invest-
ment and operational issues
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Please evaluate each of the following IAA services on a scale from 1 to 5 in
which 1 indicates that you receive low or no value from the service and 5 indi-
cates that you receive high value from it:

Average     Median

Your IAA membership overall 4.26 4

IAA advocacy services 3.93 4

IAA conferences, meetings and workshops 3.96 4

IAA legal, regulatory and compliance resources 4.48 5

Access to IAA legal staff* 4.10 5

IAA Monthly Newsletter 4.00 4

IAA Membership Directories 2.84 3

CIC Program 2.26 2

IAA web site 3.36 3

Other 4.67 5

Other Included: Professional, yet personal relationships with the IAA staff... Networking
with other IAA firms... Immediate access to appropriate staff for answers to questions
which arise from time to time.  Just as important is the fact that the answers are right on
target and the staff appears very knowledgeable – many thanks... Your staff is excel-
lent... Karen Barr... Co-sponsored conferences... Excellent knowledge base - my con-
versations with Caroline, Maureen, Karen - all 3 ladies have been very helpful to me on
numerous occasions... I like David T

*Access to Legal Staff by AUM and Client Type

3.5

3.6

3.7

3.8

3.9

4

4.1

4.2

4.3

4.4

AUM under $1b AUM $1b to $5b AUM over $5b Predom. Clients
- Institutions

Predom. Clients
- Individuals

Section II - Primary IAA Services
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Section III - Expanding IAA Services
The IAA is considering expanding its services.  Which of the following services
would you like the IAA to expand? Please evaluate each from 1 to 5 where 1 is
least interesting and 5 is most interesting.

Conferences
Average Median

Wealth management/high net worth* 3.53 4

Alternative investments 2.67 3

Succession planning 3.08 3

Philanthropic services for money managers 2.45 2

International issues 2.56 3

Technology and operations 3.74 4

Management and leadership 3.33 3

Business strategy 3.23 3

Marketing 3.22 3

Portfolio Management 2.98 3

Other (Compliance Issues/Regulatory) 4.50 4.5

0

0.5

1

1.5

2

2.5

3

3.5

4

4.5

AUM Under
$1b

AUM $1b to
$5b

AUM Over
$5b

Institutions Individuals

*Interest in Wealth management/high net worth Conference by Peer Group
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Membership Services
Average Median

Listserv 3.08 3

Database that helps high net worth
individuals identify advisers 3.01 3

Group Discounts 3.10 3

Additional legal, regulatory 3.91 4

Other 4.60 5

Group Discount Suggestions: Software (Telemet, Baseline, Advent Axys and Moxy)
12... Information services (S&P, Mock-Audit Services, Bloomberg, Factset, Security APL) 9...
E&O insurance 7... Health insurance 5... Computer systems 3... Insurance 2... Legal publica-
tions (CLH, Thompson) 2... Disability insurance... Long-term care insurance... D&O insur-
ance... Custody... Outsourcing of class action responses... Compliance support services...
Fidelity Bonds... ERISA Bonds... Travel

Other Included: Best practices workshops... Needless compliance that cripples responsive
client service (advocacy)... Advocacy Resources... Business continuity... SEC audit informa-
tion

Section III - Expanding IAA Services
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Publications

IAA Website

Average

Listserv 3.08

Technology/operations issues 3.48

Portfolio Management 2.72

Additional legal, regulatory 3.97

Other 5.00

Average

On-line registration for conferences 3.71

On-line update of your contact info 3.85

Links to your marketing materials 3.02

Program for compliance questions 4.26

Anonymous message board 3.45

0.00

0.50

1.00

1.50

2.00

2.50

3.00

3.50

4.00

Average AUM <$1b AUM $1-5 AUM >$5b  Instit. Individuals

*Interest in Technology/operations Issues Publication by Peer Group

Section III - Expanding IAA Services

Other included: Best practices... Real world examples of busi-
ness solutions... Using EDGAR... proxy voting software
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Section IV - Communication Preferences
In addition to the IAA monthly newsletter, conference brochures, and web site
listings, would you like to receive additional notices or updates on any of the
following?

The amount and frequency of the communication our firm receives from the IAA
is:

0

0.1

0.2

0.3

0.4

0.5

0.6

0.7

0.8

0.9

Overall AUM Under $1b AUM $1b - $5b AUM Over $5b Clients -
Institutions

Clients -
Individuals

Advocacy/lobbying/policy activities Legal, regulatory and compliance issues
Other IAA services and activities

Too Much
1%

Too Little
4%

Appropriate
95%
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How do you prefer to receive the following membership services?  Please circle
one for each service:

Fax     Email     Web      Mail No Preference

Monthly Newsletter 1 33 5 89 7

Legal and Regulatory Updates 2 65 7 55 8

Directory of Member Firms 0 23 37 61 18

Service Provider List 0 28 47 38 25

Compliance Guide 0 29 40 61 8

Comments and Statements 0 63 23 26 25

Employment Listings 1 43 47 11 35

Invitations to Conferences 0 80 5         39 13

Compliance Caucus 0 57 10 27 39

Section IV - Communication Preferences
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Section V - www.investmentadviser.org
Have you or your colleagues used the IAA web site in the past 12 months?

If you answered yes to the above, please estimate how frequently you and your
colleagues  have visited the site:

Please evaluate each of the following aspects of the IAA's web site, www.invest-
mentadviser.org, on a scale from 1 to 5 where 1 is not valuable and 5 is highly
valuable.  Please enter N/A if you have not used a service often enough to eval-
uate it. 

Yes
85%

No
15%

<25 times
79%

25 to 75
times
20%

>75 times
1%

Average Median % N/A

Web site overall 3.95 4 11%
Design and ease of use 3.83 4 11%
Comments and Statements 3.71 4 30%
Employment Listings 2.90 3 49%
Membership Directories 3.35 3 38%
Service Provider Directory 3.23 3 35%
Online Compliance Guide 4.24 4 19%
Web site development 3.02 3 47%
Online Investment Adviser 3.41 3 48%
IAA Calendar of Events 3.52 3.5 33%
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Section VI - In Your Own Words
Would you be willing to provide further feedback during a short telephone inter-
view in the next few weeks?

Please provide any other thoughts you may have about the value of your IAA
membership and suggestions about ways to improve the services and benefits
it provides:

Improving Advocacy Services

I answered this from our own perspective, not what I thought would be best for the members
overall.  For us, the primary value is advocacy and I think that we should be focusing our
efforts on strengthening that.  I think that the organization's legal and compliance efforts
have provided enormous value to smaller members, and continue to do so.  However, I think
those services are of only limited value to larger firms.  There is a real opening and need for
expanded advocacy services for IAs, as the ICI has pulled away from IA issues.  I think
that's the niche we need to fill.

I think IAA is a great organization.  The only times I differ with portions is when you wimp out
(e.g., soft dollars or directed commissions or perf-based fees).  But I "get" why you do.

We are a medium sized wealth management firm caught in the confusing overlap of compet-
itive regulatory players.  Why can't someone advocate, for example, constant standard
between the CFTC and the SEC or more sense of investor qualification standard for family
funds?

Improving Compliance Services

The greatest value to me is the compliance support and availability of advice concerning
compliance. The only other service I would want is an easy way to find out how other com-
parable firms solve the same compliance issues.  I am extremely grateful for the support
staff. They are consistently responsive, intelligent and able to address my questions.

Recent Compliance Conference in New York and online compliance materials have enor-

Yes
62%

No
38%



15

mously reduced our anxiety that we have overlooked some critical component of compli-
ance.  95% of the material doesn't even apply to our firm, but getting closure on the remain-
ing 5% is such a relief. We have one of the lower account minimum (250K) of the advisors
listed in the directory but we have never received an inquiry from a prospect through this
directory.  What steps is the IAA taking to promote this service to the general public.

I found the Guide to Compliance Rule Drafting and implementation last year very helpful.

Has the IAA ever considered a ranking of compliance consultants based upon member sur-
vey?

I believe our compliance department uses the IAA services the most.  Their opinions would
matter the most.

Access to IAA staff members has been great.  I have had some questions relating to best
practices throughout the year and the feedback from Maureen and other staff members has
been tremendously helpful.  Thanks. 

The IAA is very valuable to us especially because we do not have an in house counsel an
IAA is a good resource for a "quick question" not requiring a legal opinion.  I would like to
have more workshops and continuing ed. Aids on regulatory and compliance issues. Thank
you for all you do, you are great!

We really use the IAA as a compliance resource (questions, conferences, sample policies,
etc.). We are primarily a wrap account manager and have found the coverage of wrap
account issues to be a bit light in the IAA conferences and materials.  We would like to see
more focus on wrap account issues including: best executions, application of compliance
rules in "sub-advisory" environment and Form ADV part II disclosures

Improving Web Site, Email and Publications

With regard to the website, I find it difficult to search on regulatory issues by topic.  Find
myself going back to old paper compliance binders provided several years ago.  Never sure
if I've done the search correctly and know whether I've reviewed all the pertinent topic info.
The staff has been nothing short of spectacular!  As CCO for our firm I value their guidance
and advice.  Many thanks! Keep up the good work.

Should classify employment listings on web site by function

The Service Providers Directory would be better if it had more providers in it.

Your organization is vital to us.  Also, everyone that we interact with is extremely profession-
al and helpful.  Ideally, I would like the IAA to be a more forceful advocate regarding such
issues as the Merrill Lynch Rule and how burdensome regulatory compliance has become
for small firms. It would also be nice if the association would help with marketing and opera-
tional issues.  Also, it would help if the IAA provided other forums for portfolio managers out-
side of the annual conference.

We are also members of the ICI. We receive timely updates on a daily basis for topics that

Section VI - In Your Own Words
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we have indicated that are of interest to us.

While maintaining the association's core competency in the advocacy and education arenas,
I would encourage you to selectively seek additional ways to add value.  I would also
encourage you to rely more on emails "pushed out" to member firms with various information
on heads up topics.  Mailings are too costly and slow.  Website postings are too passive.
Like many others I suspect I do not check the IAA website.  So, unless prompted, it tends to
fall off my radar scope.

Putting information and updates on the website is fine but an email reminding us to go there
would be helpful.  We need to be prompted that something new and worthwhile has been
posted there.

An email to the membership from the IAA summarizing accomplishments in the advocacy
and legal/regulatory/compliance areas would be beneficial to the IAA
As a new IA I have found our IAA membership to be invaluable.  I would suggest adding
additional search capabilities to the members only section of the website.

Segmentation by Size and Region

I can provide further feedback after the 1st of the year.  Idea: Regional seminars or city sem-
inars to bring together firms to discuss topics such as insurance, technology, etc.  Similar to
breakout session at annual meetings.

Staff is very service oriented, responsive.  My biggest desire is to have conferences that are
aimed at firms with similar profiles. Once I found that conference materials were not appro-
priate to my firm. Can we have a conference for firms with $300m to 1.5b that addresses
issues (compliance, technology, marketing, best business practices) faced by firms of that
size? At the very recent Compliance Workshop much time was spent on issues that had no
applicability to my firm.

We are a small firm and the information service you provide relative to compliance policies
and procedures is critical to our operation.  This is especially true since we have no legal
department to keep us abreast of changes in regulations and filings

Continue regional conferences.

Stop catering to the biggest member firms!

We need to recruit many more small firms - perhaps as "limited" members at a lower rate -
who would not have direct access to the IAA counsel (and tax our human resources), but
would use the website, vendors (for discounts) and attend conferences.  The IAA would be
more representative of the IA community and have more clout with regulators and vendors.
There are 5,800 firms with 10 or fewer employees - how many do we have as members?

I have found your organization to be very helpful.  The issue that I see is that investment
advisers vary greatly in size (# emps; AUM) and different topics effect those groups.  The
conferences and workshops should continue to target the size of firms and what topics effect
small v. large.

Section VI - In Your Own Words
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Managing a growing practice (small medium or large) is a constant challenge - recommend
you develop resources to assist the members in this area.
As a smaller member firm, access to the resources of the IAA over the years regarding legal,
regulatory, compliance and policy manual issues has been extremely valuable.  Our conver-
sations with Karen Barr have been very informative and helpful.

I would welcome more opportunities for networking with firms facing similar issues - seems
only to occur at annual conference, and then only limited opportunity

We wish you would visit some smaller cities!

Positive Feedback

The IAA legal team is fantastic.  Many thanks for their hard work on our behalf.  This is a
very valuable resource for us.

Very pleased overall! 

Good value for this short-term member.  Sorry I was pulled away and couldn't complete the
survey

I have always found the IAA a much better value than the CFA Institute and that it accom-
plishes more with less than they do with their huge budget.  I was delighted to see you were
meeting with them, maybe you can teach them something!  Keep up the good work!

I am a new member and have enjoyed the conferences, the website and the staff.  Everyone
has been great.  You have a good group of people working there.  Thank you!

Stay on the leading edge about best practices in compliance and technology solutions

Think you are doing great job on our industry behalf.  Thank you

The quality of the people working for the IAA has always impressed me and they have also
always been very knowledgeable and very helpful.

Very valuable.  Keep up the good work.

Your staff are professional and courteous.  Your information is timely and useful.  

We are happy with the service.

I personally value all information from IAA, it is always reliable and helpful.

Overall you do a very good job.

Outstanding job representing and advocating for the industry.  Really appreciate Karen Barr!

David and Karen do a great job

Section VI - In Your Own Words
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We are new members.  Resources and responsiveness have been great so far.  We look
forward to using more in the future so we can provide more relevant feedback.

Might consider some topical reference calls during the year.  Compliance updates on
"Technology Forums" on specific topics with the call in numbers.

The programs conducted with IA Week are excellent.  The staff response to special inquiry is
excellent. The written materials are excellent (but sometimes repetitive).  Overall we are very
pleased with IAA products and services.

Excellent Value.  I'm sure we are not using as much as we could.

Your annual conference and in-town conferences are the very best!

I feel that our membership provides us with a pipeline to many resources, be it legal, organi-
zational guidelines or introductions to other firms that may have some advice or conclusions.
Keep up the good work.

Negative Feedback

I think that the IAA board hasn't got enough to do.  And the name change was stupid.

I asked another lawyer here if she used the IAA's services and she said she used to, but not
so much anymore because there is so much more information available now. I think law
firms send out a lot of guidance on SEC topics/initiative/proposals/regulations.  Maybe we
should look at what they provide. Of course, this only goes to the conference aspect of your
business.

Section VI - In Your Own Words

 


