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THE Al ADVANTAGE

Factors Driving
High Customer
Acquisition Costs
Pre Al

As an RIA, scaling client acquisition, enhancing
engagement, and optimizing operations are key to
staying competitive in today’s market.

/A >



<
ok

VastAdvisor

Referral Dependency

Word of Mouth/Referrals:
Advisors relied heavily on
client referrals, which limited
the scale and predictability
of lead generation, forcing
higher investment in paid
marketing
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Seminars and Events

Financial advisors have relied
heavily on hosting or
attending expensive in-
person events, dinners, and
seminars to generate leads.
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Traditional Advertising

High costs were associated
with placing ads in print
media, TV, radio, and industry
magazines. Many advisors
also have spent on direct mail
for outreach, which had low
response rates and high
costs.
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Manual Lead Generation

Generating leads through cold
calling, networking, or
purchasing leads was labor-
iIntensive, consuming
significant advisor time.
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Long Sales Cycles

Manually nurturing prospects
required significant time and
effort, increasing the overall
cost to convert leads into
clients.
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Inefficient Targeting

Without advanced data,
targeting was broad, leading
to inefficient marketing efforts
and higher costs due to a lack
of personalization.
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Low Conversion Rates

Poor targeting often resulted
iIn low conversion rates,
driving up the cost of
acquiring each new client.
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Regulatory Costs

Compliance and Legal Costs:
Ensuring marketing materials
were compliant with
regulatory standards (SEC,
FINRA) added costs for legal
reviews and approval times.
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DISCOVER HOW
Al CAN TRANSFORM YOUR RIA

The Al Platform that
Systematizes Client

Acquisition for Sustainable
Growth

HTTP://WWW.VASTADVISOR.AI/RIA



