
Guide to RIA Integrators and Aggregators 

 

The RIA industry is rapidly growing and changing. While there will probably always be small 

Registered Investment Advisors serving a few dozen or hundreds of clients, there is a significant 

trend for consolidation and larger firms are being created rapidly. At this time there are two key 

terms for the different models of large RIA firms, Integrators and Aggregators. 

 

Aggregators are interested in building a large firm by pooling smaller firms together. In 

November 2019 Cerulli Associates released a report called, RIA Marketplace 2019: 

Consolidators gain momentum. In the report the firm identified three types of RIA consolidators, 

also called aggregators.  

 

First there are platform providers. According to Citywireusa.com, “Platforms allow RIAs to 

rent an operating and support system for technology, finance, investment support, marketing or 

compliance.” They typically don’t take an equity stake in their affiliates. Rather they are 

charging a fee for services. 

 

The next type of aggregator is a financial acquirer. These companies buy up individual firms, 

or they buy a portion of the revenue from firms. They often provide some services such as 

compliance, legal, marketing or help with sub-acquisitions. Financial acquirers look to monetize 

their investment through the sale of the larger firm or by going public through an IPO process. 

Focus Financial Partners is a prime example of a financial acquirer. 

 

Finally there are strategic acquirers. Strategic acquirers buy firms to achieve scale and growth. 

They may entice advisors by offering cash and stock deals. They may suggest that the value of 

the stock in the larger firm may grow more quickly than advisors’ individual firms are growing. 

 

In most cases the aggregating firms are a collection of separate businesses. While platform 

providers offer a standard set of services, they are often served a la carte: affiliated firms may 

choose to use whichever pieces of the value proposition they like. There is not a single common 

end to end system across all of the partners. Financial and strategic acquirers are looking to scale 

revenue or AUM in order to become more valuable. However, in all of these cases the individual 

constituent firms look different from each other. They have different fee schedules, investment 

management approaches, financial planning processes, technology stacks, personnel policies, etc. 

Each individual firm runs on its own.  

 

On the other hand, integrators have developed a standard brand, financial planning process, 

career paths (including a path to ownership), fee schedule, investment management, compliance 

program, etc. This single operating system provides a number of benefits: 

• Clients receive consistent service regardless of which team member they communicate with. 

• All clients with a similar investment objective receive similar investment results because they 

are invested according to a repeatable, centralized process. 

• Because there is a single approach, advisors and staff can take vacations, and be out of the 

office without a guilty conscience. They know that all clients will be taken care of by other 

team members. 



• A common system allows back up across locations. If one client care coordinator is not 

available, the phone can be answered by someone else, maybe in another city or state. 

Meeting prep can occur anywhere so that peak loads and busy times in one location can be 

smoothed out by staff in another location. 

• For advisors, a consistent experience leads to more satisfied clients and therefore more client 

introductions to prospects. An integrated firm is often much more valuable than a collection 

of separate practices which happen to share real estate or lease the same technology or 

services. 

 

Integrators and aggregators both seek to serve the needs of financial advisors and their clients. 

CX Institutional has chosen an integrated approach because we believe that clients deserve 

access to unbiased, fiduciary financial advice. An integrated approach allows us to deliver a 

standardized, superb experience to more and more families. We also believe the integrated 

approach provides more enterprise value for the owners of the firm. 

 

 

 

 


